

[image: ]



        
            
                Thank you for downloading this Simon & Schuster ebook.

                

                Get a FREE ebook when you join our mailing list. Plus, get updates on new releases, deals, recommended reads, and more from Simon & Schuster. Click below to sign up and see terms and conditions.

            

            
            	CLICK HERE TO SIGN UP

            

            
               Already a subscriber? Provide your email again so we can register this ebook and send you more of what you like to read. You will continue to receive exclusive offers in your inbox.

            

        
    

501

NEW VENTURES

YOU CAN LAUNCH
TODAY

THE

START

YOUR OWN

BUSINESS 

BIBLE

ESTABLISH YOUR

NEW CAREER—

FOR AS LITTLE AS $500

INCLUDES

STRATEGIES

FOR

MULTIPLE

INCOME

STREAMS!





RICHARD WALSH




[image: ]





Copyright © 2011 Simon and Schuster All rights reserved. 
This book, or parts thereof, may not be reproduced in any form 
without permission from the publisher; exceptions are 
made for brief excerpts used in published reviews.

Published by Adams Business, an imprint of Adams Media, 
an imprint of Simon & Schuster, Inc.
57 Littlefield Street, Avon, MA 02322. U.S.A.
www.adamsmedia.com

Contains material adapted and abridged from The Adams Businesses You Can Start Almanac, 2nd Edition by the editors of Adams Media, copyright © 2006 Simon and Schuster, ISBN 10: 1-59337-562-X, ISBN 13: 978-1-59337-562-1.

ISBN 10: 1-4405-1272-8

ISBN 13: 978-1-4405-1272-8

eISBN 10: 1-4405-2653-2

eISBN 13: 978-1-4405-2653-4

Printed in the United States of America.

10 9 8 7 6 5 4 3 2 1

Library of Congress Cataloging-in-Publication Data

Walsh, Richard.

The start your own business bible / Richard Walsh.

p. cm.

ISBN-13: 978-1-4405-1272-8 ISBN-10: 1-4405-1272-8

ISBN-13: 978-1-4405-2653-4 (ebk) ISBN-10: 1-4405-2653-2 (ebk)

1. New business enterprise—Management. 2. Entrepreneurship. 
3. Small business—Management. I. Title.

HD62.5.W347 2011

658.1’1—dc22

2011008806

This publication is designed to provide accurate and authoritative information with regard to the subject matter covered. It is sold with the understanding that the publisher is not engaged in rendering legal, accounting, or other professional advice. If legal advice or other expert assistance is required, the services of a competent professional person should be sought.

—From a Declaration of Principles jointly adopted by a Committee of the American Bar Association and a Committee of Publishers and Associations

This book is available at quantity discounts for bulk purchases.
For information, call 1-800-289-0963.





INTRODUCTION


There has never been a more exciting time to start your own business! New businesses are springing up every day all across the country. Whether these new ventures are inspired by women re-entering the job market, young people starting their careers in home-based businesses, previously employed middle managers seeking new opportunities and greater job satisfaction, or just regular folks looking to earn some extra cash on the side, more and more people are finding themselves caught up in the entrepreneurial spirit.

What has led to this entrepreneurial boom? First, there has been a sharp increase in downsizing at both large-and medium-sized businesses. In recent years, many corporations in the United States, such as IBM and General Motors, have been laying off workers in record numbers, and it appears the end is not yet in sight. Not only are those workers deemed unnecessary to operations laid off, but companies are also cutting full-time staff in critical functions such as accounting or payroll. These functions are then either outsourced to specialty providers, or non-benefited workers are hired to perform the tasks. Either way, companies realize a cost savings.

As companies are learning to be leaner and meaner, career-minded professionals cannot expect job security the way they could in the past. In today’s economy, chances are good that the average individual entering the workforce today will not stay at one company throughout his or her professional career. And a growing number of people feel that the best way to prevent an almost inevitable layoff is to take the skills they have and open up shop for themselves.

Changes in government programs and tax benefits for minority-owned businesses provide still more clues why entrepreneurship is on the rise. Despite affirmative action programs, it is still a statistically proven fact that there is a lack of opportunity for women and minorities within medium-to large-sized companies. Thus, thousands of women and minorities are recognizing that their earning potential is much higher “on their own” than it would be in the corporate world, and that there is no glass ceiling to block your opportunities when you are your own boss. In addition, 
it is now easier for minorities and women to get financing to start new ventures, either through local banks or government programs.

The success rate is good for new minority and women-owned start-ups. According to the U.S. Census Bureau’s 2007 Survey of Business Owners, women owned 7.8 million nonfarm businesses, 28.7 percent of all nonfarm businesses in the United States. This represents a 20 percent increase since 2002. And minority-owned businesses are doing particularly well, growing more than four times as fast as U.S. firms overall.

Other population groups are jumping on the entrepreneurial bandwagon as well. Burgeoning technological advances have opened up new opportunities for the physically challenged. In the past, persons with disabilities were limited in their professional choices by their physical handicaps. Affordable computers, the Internet, and greater public acceptance of home offices have opened up a wide range of opportunities for those with physical limitations, and many have launched successful ventures as a result.

The concept of the home office continues to rise in popularity. Many entrepreneurs have even been able to start new ventures while still employed at another firm, thus increasing their capital and minimizing their day-to-day financial risk. With an answering machine, a cell phone, a computer, some letterhead, and business cards, many home-based businesses can literally run themselves while you keep your day job, leaving you to fill orders or talk to clients on your off time. A few years ago, this type of business practice would not have been acceptable. But now, many new businesses are getting off the ground just this way. And if you do choose to quit your day job and work at home full-time, a high-speed Internet connection will keep you in touch with the outside world during business hours, too.

All of these cultural changes working together have created an atmosphere of opportunity in the entrepreneurial environment. The rest is up to you. Making the decision to become an entrepreneur is the hard part. All you have to do now is choose the type of business that best meets your financial, emotional, and intellectual requirements, and get going!

WHY THIS BOOK?

The Start Your Own Business Bible is unique among business idea books. The majority of businesses highlighted here are based on the assumption that you already have some area of interest, or skill, that you would like to apply to your own business. Most of these businesses are considered to be “white collar,” but there are also plenty of ideas for the person looking to work with his or her hands. All of the businesses are significant and realistic ventures; many can be started right in your own home.

This book emphasizes the potential for many businesses to become offshoots of others. Not every business can exist on its own as a full-time enterprise, although many can be used as opportunities for supplemental income. Check the index for “companion-type” businesses—two part-time opportunities that can be merged into one full-time profitable venture.

Most importantly, this book provides a view from the trenches. Many of the business ideas, insights, and recommendations in this book are based on lessons learned by people who have met the challenges of the small business start-up. As you review the wealth of information offered here, you will be learning from their mistakes and sharing in their successes.

Lastly, there’s the emphasis on your bottom line. Aside from a brief description of 501 businesses, there is a thorough analysis of what it will take in terms of money, equipment, and personal qualifications to get each new venture up and running, as well as the kinds of profits you can expect. We’ve made an attempt to consider the hidden costs for each business, too, so that you can make an educated decision as to which venture is truly the best match for your interest, abilities, and financial resources.

HOW TO USE THIS BOOK

There are three ways you can use this book to find a business that is compatible with your background and interest level. First, you can choose the kind of business you want to launch based on the amount of money it will take you to do so. The 501 businesses profiled are categorized into five start-up cost categories:

Under $2,000: These businesses can be started with very low out-of-pocket expenses. They require no more capital than you probably already have in savings or could raise using credit cards, if you had to. Generally, these are businesses that can turn a profit in a hurry, to keep funding the costs you’ll be incurring.

Between $2,000 and $5,000: These businesses require some preplanning. The necessary start-up capital might come from your prior savings or through creative personal financing (for example, a home equity loan). The financing for these businesses would probably not require—or qualify for—a small business loan. Many of these are excellent part-time opportunities that can be turned into full-time careers once your business is established.

Between $5,000 and $15,000: You might be able to call on relatives and friends to help raise the necessary capital for these businesses. Otherwise, you will definitely need a significant savings cushion before you embark on any of these opportunities as full-time endeavors.

Between $15,000 and $40,000: You would probably qualify for a small business loan or second mortgage with any of these opportunities. At the very least, you will need to line up a few firm commitments from clients before quitting your day job. Putting together a thorough business plan is essential, so that your financiers can gauge your potential success level.

Above $40,000: At this start-up level, you’ll usually need to obtain a bank loan or look for investors just to get the business off the ground. The businesses in this category usually require the purchase of large machinery, specialized equipment, sizable inventories, or warehouse space. As with the previous category of businesses, you’ll definitely need a thorough business plan.

Another way to use this book is to consult the category index to search for your area of interest. You might get some ideas for jobs in a field related to yours, or find a niche for something that you’ve always wanted to try.

Lastly, you can simply flip through the pages at your own pace to learn more about all of the different types of businesses out there. Who knows—you might just stumble onto something that addresses a lucrative skill or interest you didn’t even know you had.

As you read each business description, you’ll notice some specific statistical information at the beginning of every entry. It is organized as follows:

Start-up cost: These costs are calculated by adding together all equipment, advertising, and operating capital costs. We tried to consider every possible cost, and then asked the question: “What’s the least amount of money you would need to start this business?”

Potential earnings: This range is based on what similar businesses are grossing. This is an average figure and does not take into account geographic variables nor costs and overhead.

Typical fees: We researched each field to determine the average hourly rate or per-project rate. For many entries, you will see a range instead of one flat fee. This is because your geographic location may dictate the demand for your goods or services, and demand is what drives prices up.

Advertising: Here, we rounded up all of the possible ways you could promote each type of business, from methods that cost nothing, such as networking, to long-term media contracts that cost several thousand dollars. The advertising costs are built into the start-up costs.

Qualifications: This category contains everything you need to know about professional certifications, personality requirements, and other information pertinent to what it takes to run your business. Because licensing and certification requirements vary by location and tend to change over time, you must always check the rules with authorities in your jurisdiction.

Equipment needed: We researched and surveyed the equipment purchases you’ll likely need to make to run your business effectively. You may need anything from a basic home office setup to specific industry-related machinery.

Home business potential: Many of the businesses can be launched and run out of your own home. We’ve also identified those that really need more space (such as a manufacturing facility), and those that you can run from your home even if you are not actually doing a lot of the work there.

Staff required: A high percentage of the businesses profiled can be one-person operations, but those needing additional staff are identified, often with a suggested number of employees.

Hidden costs: This is probably the most important element of each entry. The costs that you don’t think about are often the ones that can drive your business into the ground. We’ve tried to uncover costs you might not have thought of when developing your business plan or strategy. They include insurance coverage, workers’ compensation, and even fluctuating materials costs. Many of these are costs you simply cannot predict—or might not have realized will be incurred as you work to abide by state and federal government requirements.

The balance of each entry, divided into three sections, provides a comprehensive guide to each individual business. With each, you’ll get a total picture of what’s involved in successfully running the business in question so that you can zero in on those that best match your background and expertise.

Lowdown: This section supplies the details of exactly what each type of business demands of its owner, what your day-to-day activities will be, and who your customers are. This section also includes information on specific marketing opportunities.

Start-up: Here, you’ll find an in-depth breakdown of your start-up costs, including everything from office furniture and computer equipment to advertising costs. You’ll also find valuable information on how to arrive at specific earnings goals for each business.

Bottom line: This section points out the positive and negative aspects of each business, so you’ll know exactly what you’re in for. Remember, no business is perfect; there are pluses and minuses to every opportunity.

WHAT IS RUNNING YOUR OWN BUSINESS REALLY LIKE?

One business owner answered that question pretty eloquently when he said that the best thing about owning your own business is that it’s your own business, and the worst thing about owning your business is, well … that it’s your own business. While owning your own business is the opportunity of a lifetime, you may come to find out that the opportunity to work—or worry—twenty-four hours a day is not one worth having. But you’ll never know until you try. And what might be one person’s burden is another person’s ticket to financial independence and personal fulfillment.

The trick is to manage your entrepreneurial journey well enough to expect the good with the bad—and not pressure yourself to perform flawlessly every time. After all, this is new ground and no one expects you to be perfect. While this book certainly does not provide all of the answers, it does address several issues you’ll need to think about to determine if owning your own business is really right for you.

As a potential new business owner, the most important place you can start is with a solid idea of what you want to do, and what it will take to achieve your goals. We wish you good luck as you embark on what will surely become the most interesting journey of your professional life!





PART ONE

PUTTING YOUR
BUSINESS
TOGETHER





LEGAL ISSUES FOR
SMALL BUSINESSES


Many start-up businesses do not have a lawyer, and some companies operate for years without ever needing legal advice. The owners have done their homework and understand the legal situations likely to arise in their areas of business. They know which of the government’s rules and regulations affect them and have set up systems to ensure that they dot their “i’s” and cross their “t’s” consistently, keeping accurate records to prove it.

DO YOU NEED A LAWYER?

It costs money to hire a lawyer, but, as a general rule, most entrepreneurs find that working with an attorney who specializes in small business issues is worthwhile for the time, worry, and (possibly) large sums of money it can save them over the long run. If you are wavering in your decision, it may be helpful if you think of your attorney as one of many “business advisor” relationships that strengthen your organization rather than simply deplete its resources. You will definitely need to work with an attorney:


	If you decide to incorporate or form a partnership.

	When you need to sign a contract or agreement (an attorney can help you understand the legal language so you know exactly what you are committing your business to do).

	Whenever you prepare a contract or agreement for others to sign.

	If someone brings a lawsuit against you.



FINDING AN ATTORNEY

To find a good attorney, start by asking friends and business associates for recommendations. Then, before committing to anyone, check each lawyer’s business experience and learn about his or her general approach to working with clients. You are looking for direct, no-frills service that provides substance at the least possible cost. You will need to find an attorney who is willing to be part of a real relationship—someone who responds to your calls within a reasonable period of time, answers your questions in plain English, and takes an active interest in the success of your business. Most attorneys are willing to provide an initial consultation at no charge. Take advantage of this “free” time to get all your questions answered, especially the ones about fees. Once you have chosen a lawyer with whom you can be comfortable, develop a fee or retainer plan that fits your budget. Finding a compatible attorney can be a somewhat lengthy process, but it is time well spent. And don’t wait until a crisis hits to begin your search. In fact, having an attorney you can call on before you take an action might just save you from tedious, expensive trouble later on. What are your chances of being sued? If you know the danger is high, in addition to keeping an attorney on retainer, you might want to also consider insuring your business against potential legal costs.

AVOIDING LEGAL TROUBLE

Most businesses never get sued, and clearly you want to do everything you can to be in that category. Establish and conduct your business with the aim of keeping legal troubles from arising. Get business agreements in writing, and maintain clear, organized records of each transaction. Add to the files your notes on what is said during any subsequent telephone calls or meetings in which expectations, promises, modifications, and other issues are discussed.

Know and follow the laws and regulations that apply generally to businesses, as well as those that apply specifically to your business type. Make sure your employees and customers know what your policies are, and set an example by following them yourself. Social media has opened new communication territory, so it’s wise to clarify your expectations. This is an area where your leadership will have a more powerful effect than all the memos and employee handbooks in the world. When you do what you promise and follow through immediately to resolve complaints, you create an atmosphere of trust. That’s the best legal protection your business can have.

Be aware and make your employees aware that e-mail communications are not private and may be entered into evidence during legal proceedings. If your company’s e-mails are always professional and courteous, you will have no cause for concern.

AGREEMENTS

New business owners may not recognize that many situations are considered agreements or contracts, even though no official piece of paper has been written to label them as such. Do you get paid in advance for a service or product to be delivered later? Do you send payment to a supplier and receive delivery of the materials at a later date? These constitute agreements: money is exchanged on the expectation that a desired result will occur.

As you become more experienced, you will no doubt discover the same painful truth many slightly more experienced business owners have come to appreciate: agreements aren’t always honored by the other party. Suppose you provide a service that requires you to lay out money, to buy the paper to produce a catalog, hire an associate, or accumulate travel costs, for example. You intend to send a bill when the job is complete, but the client keeps asking for one small change after another. You finally send the bill—but it never gets paid. Unless you have kept excellent records of what the client asked for, what you promised up front, and what you actually delivered, you may have no way of recovering this loss. One situation like this can destroy a fledgling business. For safety’s sake, ask your attorney to set up a formal agreement procedure that you can follow before you do any business. That’s the best way to make sure your fingers do not get burned.

CONTRACTS

If written contracts are part of your business, you will need to work with your attorney to draft the kind that will protect you. Getting all requests, plans, and promises down on paper is actually a good selling technique: your customer knows exactly what to expect, and you have a checklist to make sure that you perform the work to expectations. When you put everything in writing, there will be no gray areas that could lead to discomfort, disagreements, and disappointment later. You protect your business, while at the same time, you guarantee customer satisfaction. It’s a win/win situation.

Contracts tend to be more formal than agreements. If you prefer to write your own, have your attorney create the first one as a model, then ask him or her to check any major variations that you may make in later versions. If you are asked to sign a contract prepared by another organization, read every word of it. Have your attorney read it, too, and ask him or her to explain the murky parts. Again, you can’t provide complete customer satisfaction if you don’t have a clear understanding of what you’re supposed to do. Renegotiate whatever provisions you do not wish to meet. The other party has the option of doing this as well. Think of this process as the first step in simply building a satisfactory working relationship: providing your products or services to meet your client’s needs in a mutually agreeable way.

PROTECTING YOUR GOOD NAME

Copyrights and trademarks are tools you can use to protect your rights to “intellectual property,” that is, ideas, words, names, and so on. These two types of protection are very different in their ease of use, and they have different effects. Neither is a guarantee of anything. They simply give you the right to try to enforce your ownership. Major legal cases involving copyright infringement occasionally receive national attention in the news media, but the day-to-day application of copyright and trademark protection, regardless of the size of the case, is extremely complex.

Copyrights

The copyright symbol © is familiar to almost everyone. You can simply apply it yourself to the beginning of a literary, musical, dramatic, choreographic, or visual work you have created and the work is automatically protected. Typically, a copyright claim takes this form: Copyright © 2006 by Mary Smith. You can’t copyright an idea or a title, but you can use a claim to protect an article, photograph, painting, record, or tape. The copyright gives the creator the sole right to copy or reproduce a work; anyone else who tries to do so is in violation of the copyright. Registering 
a copyright online with the federal government costs $35. Registration is not a requirement; it merely establishes a public record of your copyright claim.

Copyrights, even those that are formally registered, do not guarantee that your work will never be used without your permission. Anyone who works with business material knows that copyrights are regularly infringed upon. Sadly, people steal or “borrow” the work of others all the time. It’s a frustrating situation, and there is no squad of government enforcers riding out from Washington, DC, in defense of the injured parties. By all means, claim any copyright you deserve, but be aware that you will have to shoulder the burden of proof if you suspect an infringement. It can be hard to distinguish what is original and therefore protected, from what is only a slight alteration of your work or simply “common knowledge” and therefore not considered original at all.

Trademarks

Trademarks apply specifically to business situations. You may trademark your business name, product name, symbol (logo), or combination of symbol and name so that no other organization is entitled to use it. A trademark helps protect the reputation for quality and service attached to your business name from use by unscrupulous persons who might seek to ride on your coattails.

In order to enjoy legal protection, it is essential that your trademark be registered, and the process is complex enough to require the assistance of an attorney who specializes in this area. The first step will be an extensive search to be sure that no one else has used the name you have decided on. Given the size and dynamics of the U.S. economy, it can be quite a challenge to come up with a business name that is not already in use. A national trademark search serves two purposes: to make sure, prior to launching your business, that you are not about to unintentionally infringe on the trademark of an established business, and, later, to make sure no one else has infringed on yours.

Again, there is no guarantee that a trademark will protect your business, but it will help prevent accidental use of your name by another organization. And it will at least discourage flagrant copycatting. To a great extent, your good name conveys the value and quality your customers have come to expect from your products and/or services. Your customers find you by your name, and they use your name to spread the good word to others. Your business or product name is far more than just a phrase you print on your business cards; it is a symbol of all that you stand for. Trademarking helps protect it.





PUTTING TOGETHER A SOLID 
BUSINESS PLAN


A business plan is a detailed document that describes the vital elements of your enterprise, outlines the basic assumptions you are making as you develop the organization, and details your financial projections. The plan establishes your goals: what you are trying to achieve, what specific steps you will take to achieve these goals, and what resources will be required. A well-thought-out, well-written plan is essential for gaining funding from banks and other investors. More importantly, however, putting together the plan forces you to think through your business concept in a systematic way.

Think of your business plan as a living document. Every six months, you should take the opportunity to reassess the effectiveness of the strategy you have laid out in the plan. How accurate were your assumptions? What do you now know that you can use to help your business grow and prosper?

Business plans may vary depending on the type of business, geographic area in which it is located, and the audience you wish to address. If you are submitting your plan to a bank in the hopes of securing a loan, obtain a model plan from the loan officer for guidance. Read as many other plans as you can, and work with your business advisors as you write. The Small Business Administration website (www.sba.gov) has some helpful tips, too. Keep your readers in mind, and be sure to address their concerns. Do not assume that your readers will be familiar with the jargon and technical terminology of your business. Above all, state the assumptions behind your financial projections. Offer evidence to support each claim you make. Why is your market attractive? What information supports your projected sales figures for each of the next five years? How have you calculated your materials costs?

While business plans differ in terms of specific goals, strategies, and financial projections, they all should include the same basic elements: an executive summary, a company profile, a product or service analysis, a market analysis, a marketing plan, a financial analysis, and a description of your management team.

EXECUTIVE SUMMARY

The executive summary is critical because most investors will read it first to gain a sense of your business as a whole. (Note: even though the summary will be read first, you should write it last, only after you have worked out all the details of your plan.) Within a few pages, you should:


	Define your company and describe the management team—their expertise, management ability, and experience with start-up businesses.

	Outline your products and/or services and highlight the benefits they offer to your target market.

	Show evidence that your product or service is accepted by your market.

	Describe your target market.

	Analyze your competition.

	Summarize your financial prospects.

	State the amount of money you need to launch the business.

	Show how the money will be used.

	Explain why your business will be successful.



COMPANY PROFILE

This is where you have the opportunity to describe your planned company in detail, to outline the products, markets, and history of your business. The goal of this section is to convince your readers that you will be able to achieve the results you are projecting. Here is where you establish your competitive edge—the factors that make you stand out from the competition and appeal to your target market. This section also contains your general, long-term business goals.

PRODUCT OR SERVICE ANALYSIS

In this section, you will establish exactly why and how your product or service is different from what other businesses already make available. What do you offer that your target market can obtain in no other way? The features of your product are important, but the benefits customers will derive from your product are what you must emphasize here.


	Outline the resources you will need to deliver the product or service: raw materials, skilled technicians, packaging, office space, and so on. Discuss availability and cost.

	Describe your facility and delivery methods, equipment needed, utility costs, and other factors that influence the day-to-day operations of the business. Transportation, suppliers, and manufacturing issues must be outlined here.

	Explain why your product or service is unique. What value will it add to your customers’ lives? Is your technology legally protected? How will you keep what you offer up to date?



MARKET ANALYSIS

A market analysis supports all successful businesses and requires a great deal of research. Consult the library, local trade associations, and business groups such as your local Chamber of Commerce to obtain the necessary data. The point of your market analysis is to illustrate the potential demand for your specific product or service. What needs are currently not being met, and why? How does your product address them? What trends affect your market area? What changes are occurring in the business climate that will affect your company in particular?

Describe your competitors: the products or services they offer, the market segment to which they appeal, and the reasons why their customers buy from them. Describe your likely customers: number, demographics, trends, location. Clarify the pluses and minuses of your products versus those of your competitors: price, quality, market appeal.

MARKETING PLAN

The marketing plan shows how you will reach your target market(s). How will those who need your product or service come to understand that it is available from your business? This plan covers pricing, and the relationship of your prices to those of similar products and your competitors. It also covers distribution, delivery, returns, and replacements.

Here is where you will outline your plans for the sales process and the methods of payment you will accept. You will describe your promotions and advertising approaches. Most importantly, you will project your sales, month by month for the first year and, more generally, for the four years after that.

FINANCIAL ANALYSIS

Investors with a serious interest in your business will read this section in detail. It’s the heart of your business plan. The financial analysis describes where the money will come from and how it will be spent, with projections for cash flow, income, and debt. This section includes:


	A balance sheet, in order to provide a snapshot of your company’s assets, liabilities, and net worth;

	An income statement, comparing your revenues and expenses over a specific period of time in order to demonstrate your net profit or loss;

	A projected income statement, which estimates income and expenses at a future period;

	Projected cash flow, which shows how you will manage the most difficult problem for many businesses: spending and collecting cash;

	A break-even point, the date at which your company will begin to make a profit!



MANAGEMENT AND ADVISORY TEAM

Potential investors will want to know how your company is organized and who fills each role within it. In this section, you will need to outline the responsibilities planned for each position. It is customary to also provide biographical information about each member of the management team, either in narrative form in this section, or by including detailed resumes in an appendix.

Include enough details on key people to allow for a formal background check. Describe their experience and highlight the strengths they bring to your specific business. Describe the amount each person has invested in the business and how much they will be compensated for their services and expertise. Include here the names of outside owners and such business advisors as your attorney, your accountant, and other people important to the enterprise.





WHY SOME START-UPS FAIL
(AND HOW YOU CAN SUCCEED)


Figures compiled by the U.S. Small Business Administration show that in most industry sectors, a third of new businesses fail within two years; half close their doors within five. It goes without saying that you don’t want to be one of them. So how can you protect yourself when you think you’re hitting hard times? Start by knowing what causes businesses to fail and some strategies you can use to address those challenges.

PRIMARY REASONS BUSINESSES FAIL

Here are some major reasons that business don’t succeed:


	Undercapitalization. You don’t have enough to pay the bills and keep the creditors off your back. The phone is ringing, but you hate to answer it because it’s more likely a creditor than a customer. The problem is pretty basic: you’re spending more than you’re taking in.

	Poor leadership/direction. Your staff is running around in circles, and nothing seems to get accomplished. You spin your own wheels trying to assign blame rather than solve the problem. Maybe you just weren’t trained to be a good manager; get training now.

	Shaky business plan. Remember that all-important document you were supposed to work on—the one that answered all the questions about where your money would come from and how you would keep it rolling in? Maybe it’s time for a look back; re-reading your business plan a few months down the road can often provide important clues to what’s happening and what’s not in your business. Come to think of it, you should have been looking back and updating your business plan every few months all along, or you might have avoided the mess you’re in now altogether.

	Miscalculated market potential. Your marketing strategy should have pointed out all of your areas of opportunity, but what if you were flat wrong? What if your idea was a good one for New York City but not for Boise, Idaho? Let’s face it: when first working on a marketing plan, we all tend to be a bit overly optimistic. That’s why it’s a good idea to have another (more cynical and objective) person look over your marketing data; that person can play the role of devil’s advocate, and you’ll thank him or her for it later.

	Ineffective marketing. You’ve spent tons of money on advertising and wonder why it isn’t paying off. Could it be that you were advertising in the wrong place—or, worse yet, to the wrong people? Once you’ve committed advertising dollars to one or more media, it’s hard to admit you might have been wrong and pull them out when you get no response. Test your markets, and don’t commit to long-term contracts until you’ve gotten at least a 15 percent return on three consecutive ads.



PRIMARY STRATEGIES FOR SURVIVAL

To avoid that fate, follow these steps:


	Take a hard look at your debt. Too many of us shy away from what we fear most. Have the courage to get it all out into the open—and, if you don’t have any courage left, call a professional bookkeeper who can help put everything in the right column again.

	Work out alternative payment plans wherever you can. Often, all you’ll need to do is tell your creditors you’re thinking of filing bankruptcy. The word alone makes them jump at accepting payments that are significantly less than they would have gotten otherwise (to them, some money will be better than no money).

	Sell whatever you can, if you can. If you have equipment that’s worth something, and you can do without it, put it on the market as soon as you can. If it’s critical to your business, you obviously can’t sell it; however, if it’s a piece that you could just as easily lease, think of the money its sale might bring in.

	Don’t think of expansion as the answer. Too many entrepreneurs think that if one aspect of their business isn’t working, they should add another (rather than subtract the one that’s not working). Don’t make the mistake of growing bigger to avoid problems; you’re only distracting yourself from the real issue at hand and possibly postponing the inevitable.

	Cut expenses across the board. Some entrepreneurs get narrow-minded about controlling expenses; you’ll lose your business for sure if you’re not flexible in where you can save money.

	Consider the worst thing that could happen. In your survival plan, you’ll need to picture the most terrible thing that can happen in order to be able to work back to the most positive. Know it, face up to it, and then work your plan accordingly.

	Maintain a positive attitude. It’s hard to remain positive when you feel as though you’re losing control of your business, but you need to remember that all businesses go through trying times. Moreover, you’ll need to be positive for your employees and your customers, so that they don’t lose faith in you during what might wind up being only a temporary problem. If you are to survive, you can’t afford to lose their confidence.







TWO

501 BUSINESS 
IDEAS





START-UPS FOR
UNDER $2,000


AIRBRUSH ARTIST




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$25,000–$50,000



	Typical fees:
	Varies; could be as low as $125 and as high as several thousand per project; $100–$200 per hour is not unusual



	Advertising:
	Local art galleries, art studios, art supply houses, trade and craft shows, website



	Qualifications:
	Graphic design, art background or degree



	Equipment needed:
	Airbrush, paints, hose, canvas, cloth, masks



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Ventilation system, rising materials costs






LOWDOWN

Airbrush art is found in many different places, such as on billboards, T-shirts, pickup trucks, vans, and motorcycles. An art background is a must for this job. It’s essential that you can separate colors as well as mix them. The ability to think in fine detail and visualize is also essential. Build your reputation as an artist wherever you can find work. For broad exposure, try magazines, ad agencies, and public relations firms, but don’t neglect local opportunities either. Restaurants and retail shops, for example, sometimes display the work of local artists free of charge. Galleries are another route, but keep in mind that you will have to give up a percentage of any money you make on the sale of your work at a gallery. You might also try entering a contest or displaying your work at an art fair or craft show. The icing on the cake, of course, would be to get your work commissioned for private or public display. Either way, this shows that someone (hopefully with big money) has noticed your work and is willing to pay for it. You’re well on your way.

START-UP

Most of your initial investment will be entry fees for contests and art fairs or craft shows. And because you are working in a visual medium, at some point you will probably want to invest in a website and/or some type of promotional piece, such as a brochure or postcard for a direct mail campaign. This is not a field you can enter without a good deal of practice, which means you should already have the tools you need because of your background training (start-up could be as little as $500). Be prepared to start out slowly until you build your reputation. If you hit some craft shows and are lucky enough to get into an exhibit, your monthly income could soon be approximately $1,000–$3,000. But don’t quit your day job just yet, since your income is bound to be unpredictable. It’s the nature of the creative beast to live paycheck to paycheck.

BOTTOM LINE ADVICE

If you live for creativity, the sky is the limit. You can airbrush on all types of materials: wood, fabric, brick, film, metal, glass—you name it. Sure, it will take a while before you’ll make really big money, but in the meantime you can console yourself with the fact that this is a growing industry and you will have repeat business once you’ve completed at least a few good projects and the word gets around.


APARTMENT PREPARATION SERVICE




	Start-up cost:
	$500



	Potential earnings:
	$25,000–$35,000



	Typical fees:
	$100 and up per apartment; or $20–$25 per hour



	Advertising:
	Yellow pages, direct contact with apartment owners/landlords, apartment rental websites



	Qualifications:
	Knowledge of cleaning procedures and painting skills



	Equipment needed:
	Cleaning supplies, vacuum, carpet cleaner, mops, buckets, painting equipment, hand tools



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Insurance, equipment maintenance and upgrades, vehicle large enough to accommodate your equipment






LOWDOWN

You pick up where the vacating tenants leave off by adding the finishing touches to apartments before the next tenant moves in. To increase your marketability, offer several services, including carpet cleaning, wall washing, painting and wallpaper repair, minor repair and maintenance, as well as overall cleaning services. Set fee schedules appropriately depending on individual services (or offer an all-inclusive package price). Advertise your services to many apartment complexes and landlords. To cut down on driving, try to get a contract with a multiunit apartment complex offering short-term lease options.

START-UP

Invest in good quality cleaning equipment, including a vacuum and carpet cleaner. Start-up costs can be as low or as high as you want, depending on the services you offer and the quality of the equipment you purchase. This business can be started for a relatively low cost with high return on investment; you can always upgrade your equipment, even add staff, as your business grows.

BOTTOM LINE ADVICE

This business is not for someone who is afraid of good old-fashioned elbow grease. Even the tidiest tenants often fail to clean adequately, so be prepared to encounter some messy situations. You may be spending quite a bit of time on your hands and knees cleaning baseboards and floors—consider the health of your back and always wear a back corset. In addition, invest in a good pair of knee pads and rubber gloves.


AQUARIUM MAINTENANCE AND SET-UP




	Start-up cost:
	$1,000–$2,000



	Potential earnings:
	$15,000–$30,000



	Typical fees:
	$25–$65 per job (depending on tank size)



	Advertising:
	Flyers, bulletin boards, Yellow Pages, online classifieds, website



	Qualifications:
	Knowledge of freshwater and saltwater fish and aquarium maintenance and set-up



	Equipment needed:
	Cleaning equipment, including nets, tongs, siphons, and algae pads; buckets, plastic tarps, and towels; saltwater test kits; fish food; a vehicle to haul it all around



	Home business potential:
	Yes, but your actual work will be on-site



	Staff required:
	No



	Hidden costs:
	Vehicle costs, mileage






LOWDOWN

This is a great business opportunity for a person with the right combination of patience and enthusiasm for underwater creatures and self-marketing ability. Aquariums, whether freshwater or saltwater, are lovely to look at, but they can require a surprisingly high level of maintenance. The tanks must be cleaned regularly, replenished with fresh water, and treated with chemicals to ensure that the fish remain healthy. Your clients will be those businesses and individuals who love their fish, but would appreciate being relieved of the tiresome, ongoing chore of caring for them and their environment. Experience caring for your own fish, or prior work in a store that sells fish and aquarium supplies, will help you recognize the needs of each aquarium that you service.

START-UP

Start-up costs are minimal for a maintenance service; if you already have a vehicle, you can probably equip your business for around $1,000. Your costs will increase if you decide to move into sales and set-up of aquarium equipment. You should charge $25–$65 per cleaning job, and remember to include your mileage as overhead; out-of-pocket costs for saltwater test kits, fish food and medications, if needed, should be passed on to your clients.

BOTTOM LINE ADVICE

This can be a nice part-time job for a self-starter. Many people are simply happy with the opportunity to earn a little extra money from their hobby. If you live in a metropolitan area where many businesses are likely to have aquariums, and you are willing to pound the pavement in search of clients, you can earn a full-time living at this. For maximum efficiency, be sure to plan your service calls so you don’t spend too much time traveling between clients or backtracking from one side of town to the other on any one given day. Remember, too, that marketing your services will take up a significant amount of your time.


ARTS FESTIVAL PROMOTER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$20,000–$45,000+



	Typical fees:
	40 percent of registration fees from artists; you may also make a commission from each ticket sold



	Advertising:
	Word-of-mouth, ads in artists’ newsletters and publications, direct mail to artists, newspaper/billboard ads for the event itself, website



	Qualifications:
	Strong organizational skills



	Equipment needed:
	Computer with desktop publishing software and laser printer, cell phone



	Home business potential:
	Yes



	Staff required:
	No (but you will probably need to solicit volunteers to work at each festival)



	Hidden costs:
	Insurance and low attendance due to poor advertising or inclement weather






LOWDOWN

Annual arts festivals abound in nearly every community, and you could cash in on the public’s interest in the arts by sponsoring or promoting your own group of arts festivals. Give your events a flashy name so that you can win instant recognition with your buying public and among artists. You’ll need to promote your festivals two ways: first, to artists who might like to participate; second, to folks who might like to attend. So, your advertising budget must be split in order to reach both sets of “customers.” Find a way to set your festivals apart, perhaps by inviting only particular types of artists/craftspeople or by attaching your festivals to some sort of theme (such as an Oktoberfest or Independence Day arts festival). That way, you’ve set an approximate annual date for the show to recur so people can start looking forward to it. Build your mailing list for subsequent years by requiring attendees to sign in (or, better yet, by offering a drawing for an exquisite work of art).

START-UP

You’ll need $1,500–$2,000 to launch this interesting and artistic enterprise; your seed money will primarily cover the cost of your computer, printer, and desktop publishing software, plus out-of-pocket expenses for materials related to set-up, security, and advertising. Once you have a couple of shows under your belt, you can begin to use your profits to pay for subsequent events. Within a year or two of staging several successful events, you will have established a name for your arts festivals that will guarantee annual repeat business in certain areas and begin to make you $45,000 or more per year doing something you truly enjoy.

BOTTOM LINE ADVICE

You love the arts and know that others like artsy events. So what’s the downside? It takes real effort and dedication to get this business off the ground; you can expect to work long hours to ensure the success of your first few events and to get your system down. And, of course, there are bound to be things over which you have no control, namely the weather. You’re out of luck if it rains on your parade of artists. Of course, you can always avoid weather mishaps by holding all of your events indoors; that will raise your costs, but, in the end, the payoff may be worth it.


ATHLETIC RECRUITER/SCOUT




	Start-up cost:
	$1,500



	Potential earnings:
	$15,000 or more



	Typical fees:
	$25–$50 per hour



	Advertising:
	Networking, referrals, participation in athletic boosters clubs, attendance at games



	Qualifications:
	Knowledge and love of sports, enthusiasm for young people, ability to spot talent, commitment to the team and/or school for which you want to recruit



	Equipment needed:
	Car, cell phone, computer



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Transportation costs, telephone bills






LOWDOWN

You do this anyway, right? Every game you go to, you notice the players who stand out, who make the great catches, who come through in the final minutes with the setup that leads to the winning score. You see the “unsung heroes” who support the stars, and you have a sense for the kids with commitment. You can turn these interests into a business by contracting with a college athletic team or teams as a scout. As a recruiter, you will establish the initial contact with the player and his or her family. You will acquaint them with the opportunities that may be available for scholarships and for participation in a sports program with spirit and great coaching.

START-UP

All you really need to do is get yourself to the games (not much more than $1,500 will be needed initially), and a computer to write reports, or, if your spelling’s not so great, dictate your thoughts into a tape recorder and hire a secretarial service to type them for you. Depending on how much time you put in and the budgets of the colleges you work with, $15,000 is an achievable annual figure for part-time work. If you’re good at what you do and the players you recruit turn out to be stars, you might consider expanding your services to pro teams.

BOTTOM LINE ADVICE

You’ll need to be the kind of person in whom athletic directors, coaches, players, and parents feel confident. You’ll need the patience to sit through the games that lack excitement and the games that are played in bad weather. Transforming yourself from an ordinary amateur sports fan to a professional scout means losing some of the spontaneity of just watching and enjoying the contest. Instead, you’ll be analyzing all the time: How is this player progressing? Who was able to spark the team to greater effort in the second half? Will this player look so good at the next level of competition? But if you enjoy watching sports anyway, why not make a little money at it? This is not a way to get rich, but it gives you satisfaction in knowing that you’re bringing out excellence and helping young people find opportunities.


AUCTIONEER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$500–$10,000 per auction



	Typical fees:
	flat fee of $150-$300 plus 2 to 5 percent of sales



	Advertising:
	Yellow Pages, community newspapers, flyers, word-of-mouth, specialty publications, website



	Qualifications:
	Some states offer certification as an auctioneer



	Equipment needed:
	Car, gavel, telephone, computer, software



	Home business potential:
	Yes (but your work will primarily be done at each auction site)



	Staff required:
	No



	Hidden costs:
	Insurance, travel expenses






LOWDOWN

Auctioneers speak a language all their own … at such a rapid rate, it’s a wonder that those bidding can even understand or hear themselves think. As an auctioneer, you’ll auction off everything from fine china to farm animals; much of your work, however, will entail auctioning off the remains of estates. You’ll need to work with the executors of wills, attorneys, and others when participating in an estate auction; often, you’ll be paid a small fee ($35 to $75) in addition to a commission (usually 10 to 15 percent of total sales). Generally speaking, you’ll get better pay when handling estates than when working with smaller auctions such as those involving animals. However, don’t rule out auctions of individual items, especially those with big-ticket prices such as farm equipment or real estate; 10 percent of a used combine that goes for $28,000 is nothing to sneeze at … and it’s just one piece of equipment you might sell that day! Sometimes, particularly when dealing with antiques or fine art, you may have to appraise each item for its value; if you aren’t trained as an appraiser, you’ll need to hook up with a good one (and maybe trade referrals with each other).

START-UP

Your start-up will be relatively low ($1,500 to $2,000) and will mostly cover the cost of certification and/or training, a computer and software, plus business cards. Twenty-seven states currently have certification requirements for auctioneers, so you’ll need to check whether your state is one of them. Since the only equipment you really need is a phone so potential clients can get in touch with you, your overhead will be extremely low. All you have to do is get out there and sell, sell, sell—and in a few hours of auctioning off big-ticket items on a Saturday afternoon, you could easily make $5,000 to $10,000.

BOTTOM LINE ADVICE

This is a fun, fast-paced occupation, but to make a good, strong living at it, you’ll need some training or an apprenticeship with an experienced auctioneer. Once you have a little experience under your belt, you’ll want to position yourself in the more affluent neighborhoods. In other words, you’ll need to be where the rich folks are, since their “toys” are the ones that will bring you the most in commissions. If you don’t know how to smell money a mile away, you probably won’t do very well as an auctioneer.


AUTO PAINT TOUCH-UP PROFESSIONAL




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$15,000–$25,000



	Typical fees:
	$30–$50 per hour



	Advertising:
	Memberships in car clubs and active participation at car enthusiast events, direct mail, flyers, referrals from dealers and auto repair stores, radio spots, classified ads in auto sales section of newspaper



	Qualifications:
	Some experience with auto paint work, sales skills



	Equipment needed:
	Inventory of popular paint colors, application and finishing equipment



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Inventory and disposal of used chemicals






LOWDOWN

It’s not the big things that drive us crazy, it’s the little ones—the dings in our car doors and the chips off the hood. For an entirely new paint job, or the replacement of a crumpled fender, plenty of sources are available in most communities. But how can people keep those little scratches and chips from slowly widening and ultimately ruining the appearance and resale value of their cars? That’s where your service comes in. You can fix the small stuff, which is important nowadays just to keep a car’s body panel warranty in effect. Your business meets the need for a quicker, less expensive way to maintain the appearance that your customers’ vehicles had when they were new.

START-UP

Costs are low (about $500 for materials); your skill in doing neat-looking paint touch-ups is both your product and your main selling point. On a part-time basis alone you could earn in excess of $15,000.

BOTTOM LINE ADVICE

Your customers are everywhere; always be on the lookout for new opportunities. Could you fix the scratches on every car in the parking garage or lot of a huge company? Can you supplement the services provided by a local detailer, car wash, or used car lot? What about those MG owners who gather at the park once a month to swap parts and stories about their cars? You decide—and market yourself accordingly, perhaps offering group discounts.


AUTOMOTIVE LOAN BROKER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$50,000–$70,000



	Typical fees:
	Percentage of loan amount, paid by the lender or borrower



	Advertising:
	Classified ads in local and national newspapers and magazines, networking, website



	Qualifications:
	Finance background would be helpful; established contacts with lenders essential



	Equipment needed:
	Office furniture, computer, fax/printer, cell phone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	None






LOWDOWN

A loan broker brings together the people who need money with the institutions that are in the business of lending it. As an automotive loan broker you will be specializing in a type of loan applicable to almost every household in the country. There are roughly 1.8 vehicles per household in the United States, and most of the new vehicles sold are purchased with loans. That’s a huge potential market. How can you become a part of this picture? You have a list of lenders, hopefully a long one. You have obtained their trust with a well-organized business plan. You advertise for borrowers, and maybe work with local auto dealerships to obtain referrals. And you don’t have to restrict yourself to your own geographical area either; much of your business can be conducted by phone or online. Be sure to have a written agreement before you begin the loan search process; most of the clients who use your service instead of approaching a bank directly do so for credit reasons (i.e., they’ve been turned down for a loan in the past or have had trouble securing credit in a more traditional way).

START-UP

Essentially, you’re a middleman. You bring borrowers and lenders together. Typically, the borrowers will visit the lenders, not your office. Your only start-up costs are for advertising and the equipment to support your paperwork and communications, all of which you can have for under $2,000. Eventually, you’ll probably want your own website in order to extend your reach. Weigh the minimal start-up costs against earnings of as much as $70,000 (if you have marketing savvy), and it’s pretty apparent that the potential for success in this business is high. All you need is drive and the ability to produce.

BOTTOM LINE ADVICE

Clarity with regard to goals and expectations is vital to the professional, ethical conduct of a loan brokering business. Make it clear to the potential borrower up front which expenses are to be reimbursed; your fee is a commission on a completed loan. Skill at bringing the two sides of the automotive transaction together can enable you to earn a very high income once you are established. You’ll have to work hard, of course, because as is so often true in the world of small business, persistence pays off.


BAND MANAGER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$15,000–$100,000



	Typical fees:
	10 to 25 percent of a gig



	Advertising:
	Industry trades, local paper, direct mail, nightclubs, bulletin boards, musicians’ associations, website



	Qualifications:
	An ear for what will sell, management and negotiation skills



	Equipment needed:
	Computer, laser printer, cell phone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Band could fire you without notice; it’s a good idea to represent several






LOWDOWN

You’re into the club scene; you know instinctively what’s hot and what’s not. You see a few up-and-coming bands who need representation (because, truthfully, most musicians lack business skills). If you’ve got the ability to convince musicians that you can really sell them and make their jobs easier by handling all of the business details they’d probably rather not think about anyway, you can make a decent—and if you go national or garner a recording contract, maybe even a darn good—living. You’ll need to be well connected in the club scene, and if you are clued in on where to plug your band(s), you could successfully book them for regular gigs and earn a steady flow of income for yourself in the process. Of course, you need to really believe in your bands, because if you don’t, you won’t be able to develop and promote them properly and it will show in your presentation. Good negotiation skills are a must.

START-UP

You’ll need some initial capital ($1,500–$2,000) for a computer and printer to help get your first band off the ground and to lay the groundwork for some publicity. The ability to negotiate good contracts is important not only to the band, but to you because you get roughly 10 to 25 percent of whatever the band makes. With percentages like that, you could make $15,000–$100,000 (depending on how many bands you represent and how popular they become).

BOTTOM LINE ADVICE

Expect to spend long hours on the phone trying to get bookings. At the start, you’ll probably still have a day job, so expect your evenings and weekends to be tied up. Start out at small clubs and work your way to bigger ones as your band(s) get more confident.


BARTENDING SERVICES




	Start-up cost:
	Under $1,000



	Potential earnings:
	$10,000–$20,000



	Typical fees:
	$15–$30 per hour, or a flat per-event rate



	Advertising:
	Classified ads, bulletin boards, community newspapers



	Qualifications:
	Must be legal age; previous bartending experience and/or knowledge of how to make drinks



	Equipment needed:
	None



	Home business potential:
	Yes (but you’ll be traveling to the party sites)



	Staff required:
	Possibly; a stable of other bartenders you can call on for assistance might be a good idea



	Hidden costs:
	Watch your mileage and be aware of potential liability issues if you “overserve” or inadvertently serve an underage drinker






LOWDOWN

Being a traveling bartender—providing service for private parties—is a great way to meet people and make money at the same time. You’ll mix libations for everyone from wealthy executives to guests at a family celebration, and the time will always pass quickly. You’ll need to make sure that if you are expected to bring the beverages, you secure the necessary funds from your client ahead of time to avoid outlay of your own cash. Be sure to mark up the prices so that you cover the cost of delivering the goods as well. Check on those all-important garnishes, too. If you need to provide the olives, lemon and lime wedges, and maraschino cherries for your drinks, make sure you add in the purchase price and a little extra for the time it takes you to prepare them. To build your bartending business, invest in some professional-looking business cards and leave them prominently displayed on the bar at a few of your first jobs. In fact, you may want to do your first few jobs for tips only (if you feel you’ll get a lot of attention)—that could be all it takes to start the highballs rolling!

START-UP

Given that you have virtually nothing to lose but your time, a bartending service can generate a respectable living. Invest in a couple of good mixology handbooks or go to bartender’s school and keep up on the latest drink crazes, and you’re off to a great start! You may want to make the rounds of the more progressive bars in your area from time to time to see if the bartenders are making any interesting new drinks—the more you can offer your clients, the happier they’ll be.

BOTTOM LINE ADVICE

Bartending work can be fun and full of variety, but it means standing on your feet in one place for a long period of time. And while you might be tempted to bring a bar stool for yourself, don’t. Sitting down on the job can be bad for business. Invest in a good pair of shoes with soothing inserts instead!


BARTER SYSTEMS




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$15,000 and up



	Typical fees:
	$15 or more per transaction



	Advertising:
	Penny savers, community newspaper classifieds, bulletin boards, flyers, networking, participation in community activities related to recycling, cooperative grocery stores



	Qualifications:
	Friendliness, attention to detail, organizational skills



	Equipment needed:
	A computer or an easy-to-use paper system to help you keep track of the information, cell phone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Phone bills may be higher than expected






LOWDOWN

You know lots of people. You never waste a penny. You love to solve problems and to help other people solve theirs. That’s why you’ll derive great satisfaction from your barter system business. It’s really just putting two and two together: what one person has with what another person needs, and vice versa. Making it all work as a profitable business can be a bit challenging, but then you’ve been doing this on an amateur basis most of your life, so making the switch to professional status shouldn’t be too much of a stretch. Your barter system might be a case of trading service for service, or it could be a warehouse operation, in which you buy bulk odd lots, then try to trade them. In either case, you will need to become well known in the bartering community, so you can gather information about offerings and needs, and then work continually to make matches. Be aware that one of your biggest problems may be creating a valuation system for disparate objects and services. You’ll be faced with dilemmas, such as how a carwash matches up with a soccer ball. A straightforward transaction like trading small ski boots for larger ones will seem like a piece of cake.

START-UP

Start-up costs will be minimal; expect to spend about $1,500 to launch your bartering business. You’ll need a way for your clients to reach you, and some way to track what is bartered. At the minimum, you’ll want to have a computer and cell phone, plus an e-mail address; as you get up and running, you might also consider a website to promote the products and services you have available to a wider audience. Your resourcefulness and the ability to make good matches are the real assets you bring to this business. A part-time bartering service should net you around $15,000–$20,000.

BOTTOM LINE ADVICE

Barter systems appeal to people who try to live inexpensively and not wastefully—the cooperative market types, people in academics, and creatives who do their best to avoid the conspicuous consumption that keeps the rest of the world in debt. You’ll develop repeat customers if you can help people achieve their wants, and get rid of their don’t-wants, without the exchange of much money—aside from the small fee they’ll pay you for the privilege of easing the transaction. This business is a classic example of making something out of nothing. There’s virtually no investment or training required, just hard work and persistence on your part.


BLADE-SHARPENING SERVICE




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$8,000–$15,000



	Typical fees:
	$5–$20 per blade



	Advertising:
	Yellow Pages, community newspapers, word-of-mouth, cold calls



	Qualifications:
	None



	Equipment needed:
	Blade sharpener



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Insurance, equipment maintenance






LOWDOWN

Knives get dull, and most households and small businesses either don’t have sharpeners or the time to deal with such an inconvenience. You can market your service through the Yellow Pages or a website and through cold calls to restaurants and other venues where knives, cleavers, and scissors are used on a regular basis. And don’t forget about lawn mower blades; they need sharpening too. You could offer package deals (e.g., six knives for $25) or special promotions—a spring special on yard tools perhaps. Network with kitchen and restaurant equipment suppliers to provide counter-referrals. Check with fabric and craft stores, too. Perhaps you can arrange to bring your sharpener in one afternoon so that seamstresses can have their scissors sharpened for a small fee. You won’t make tons of money in this business, but the work is simple and the hours are few and flexible—you pick up the knives, put them through the sharpener, and return them in tip-top condition. It’s an excellent retirement possibility or opportunity for supplemental income.

START-UP

You’ll spend $500 or less on your blade sharpener and the rest on your Yellow Pages and other forms of minor advertising (such as business cards to leave at kitchen supply stores). This is a sporadic and highly specialized type of business, so your income potential is limited to $8,000–$15,000 per year (unless you live in an urban area and manage to work out regular contracts with large restaurants and restaurant supply houses).

BOTTOM LINE ADVICE

A blade-sharpening service is simple and straightforward—what’s not to like? Well, the low-income potential perhaps… but then it’s unlikely you’d choose this type of specialized service if you were looking to make a full-time living at it.


BLOGGER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$20,000–$30,000



	Typical fees:
	$.05–$.10 per word; $15–$25 per article



	Advertising:
	Approaching businesses and website owners who blog



	Qualifications:
	Writing skills, interest in popular topics, knowledge of blogging platforms



	Equipment needed:
	Computer with Internet access, e-mail



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	None






LOWDOWN

Businesses feel compelled today to demonstrate their social media savvy and to engage their customer base by providing a continuing dialogue via blogs, tweets, and posts. This places a large burden on staffs to constantly develop fresh, useful, and readable material. Depending on your interests and knowledge, or ability to research and acquire specialized knowledge, you can make a decent living by helping to fill this demand for blog articles. This is a competitive market, and the financial rewards for the beginning blogger will not be great. But if you’re persistent and can produce a quality product on deadline, demand for your stuff will increase and you should be able to work steadily. Beware scammers who make grand promises but don’t deliver; there is enough demand for material and enough people willing to fill that demand to create a niche for unscrupulous information traffickers.

START-UP

Having a portfolio of “published” material is a great help in landing jobs. Nothing succeeds like success, after all, and you’ll need samples of your writing to convince employers of your abilities. By all means, start your own blog based on a personal interest or passion. It will not only show your dedication and skills, but give you a feel for the special challenges this art form presents. All you’ll need is a computer with Internet access and you’re in business.

BOTTOM LINE ADVICE

Blogging and the entire social media space are evolving rapidly. The FTC now requires an advertiser to disclose any financial relationship with a blogger who endorses or promotes the marketer’s products. Changing regulations should not discourage anyone from entering the blogosphere, however. If your writing is based on sound research and honest representation, and your relationships are transparent, you should not hesitate to pursue this fascinating and potentially rewarding business.


BOARDINGHOUSE OPERATOR




	Start-up cost:
	$500



	Potential earnings:
	$20,000–$60,000



	Typical fees:
	$100 per week, per room; more if you feed your boarders



	Advertising:
	Classified ads, community bulletin boards, penny savers



	Qualifications:
	Capacity for hard work



	Equipment needed:
	Furnished rooms



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Increased utilities, insurance, wear-and-tear replacements






LOWDOWN

Through the centuries, people, particularly single women, have supported themselves by taking in boarders. Many people, especially students and transients, need an inexpensive, temporary place to live, and if you have a house with extra rooms, you can meet this need. The classic boardinghouse operator is a widow or divorcee whose children have fled the nest and who does not want to give up the old house that is now too big and expensive to maintain. By opening her home to boarders, she can fill up the rooms, avoid living alone, and bring in some income at the same time. Boardinghouse operators can make a business out of supplying rooms near universities and other organizations or institutions that attract a large group of transient people who need to save their pennies and have a decent place to live. You may or may not serve meals to your boarders; if you do, add another $35–$50 per week to cover the cost of providing breakfast and dinner. You don’t need a college degree or any special training to start this type of business. You do need a willingness to work hard; a sense for who will be a suitable, safe renter; and a firmness about collecting rent when it’s due.

START-UP

Check the housing and rental codes in your area, and obtain the necessary licenses or permits. If you are using rooms and furniture you already have, your start-up costs could be as little as $500. If you buy or rent a house specifically to start this business, you will, of course, require a lot more. Just one boarder can bring in between $5,000 and $7,500 per year. Ideally, you’ll have two or three boarders at any given time.

BOTTOM LINE ADVICE

Overall, most people are wonderful human beings who are a privilege to know. But then there are those bad apples. Finding good boarders is always a challenge in this business and references are a must. Hopefully, you will always rent to friends or friends of friends who cause no trouble and always pay their rent on time. But be aware that you may encounter difficult boarders from time to time and that you will need to have policies in place to deal with them.


BOOK INDEXER




	Start-up cost:
	$2,000



	Potential earnings:
	$15,000–$30,000



	Typical fees:
	$2.50–$4.00 per printed book page, or $.60–$1.00 per index entry



	Advertising:
	Direct mail to book publishers, Yellow Pages, industry and websites



	Qualifications:
	A strong eye for detail and subject matter; impeccable organizational skills



	Equipment needed:
	Computer with indexing software, printer, Internet access



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Your time—indexes can be complex and time-consuming, and they must be accurate






LOWDOWN

When you’re reading a book and you want to find information on a specific topic, where do you look first? The index, of course. But it probably didn’t occur to you that someone had to put together that index or that the job required painstaking accuracy and attention to detail. Those qualities are what set professional indexers apart from other editorial types. These folks are typically not writers (although they can be), and they are not really editors, either. Their expertise is sought after the book is written and edited, but prior to publication; they provide readers with a service that enables them to more efficiently conduct research or simply locate topics of interest, saving them from having to comb through an entire book. Obviously, indexers usually work with nonfiction books, but the subject matter can be extremely varied and could include everything from automotive manuals and medical textbooks to business or self-help guides, even cookbooks. A good place to start if you feel that your organizational skills are up to this kind of work is the American Society for Indexing (www.asindexing.org). Joining the organization could instantly raise your credibility level; simply checking its website might help you decide whether this is a business you even want to pursue.

START-UP

Begin with memberships in key organizations, then submit a letter of interest or resume to book publishers in and out of your area. Set aside at least $2,000 for working capital; you’ll need a computer and e-mail capability, indexing software, and may need to furnish your office with a comfortable chair (a must). Charges are typically set by your client, but you can generally expect anywhere from $2.50–$4.00 per printed book page; for example, a 200-page book will net you $500 minimum for your indexing work.

BOTTOM LINE ADVICE

Low initial investment makes this a win-win if you don’t mind detail-oriented work. The hours are sometimes long and the turnaround time for a finished index is often quicker than you might prefer, but the ability to generate income is there for those with talent and the willingness to meet tight deadlines.


BOUNTY HUNTER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$1 million+



	Typical fees:
	Extremely varied; could be as high as $500,000 per job (plus expenses)



	Advertising:
	Word-of-mouth, referral from federal/municipal law enforcement agencies



	Qualifications:
	Extensive training in fugitive tracking and self-defense



	Equipment needed:
	Computer with printer and Internet access, smartphone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Insurance, threats to your life






LOWDOWN

Bounty hunter? Sounds like something out of the Old West, but while it might seem far-fetched in this day and age to consider quitting your cushy desk job to become a bounty hunter, it isn’t all that unusual. In fact, many FBI retirees and ex-CIA investigators opt for careers as bounty hunters, and why not? They’ve already learned tracking techniques and know how to find criminals. Granted, every day won’t mean a search for al Qaeda operatives, but it will be every bit as challenging to locate a deadbeat dad who’s reneged on the child support payments. As long as there are felons on the run, bounty hunters will be a necessary component of our criminal justice system. Bounty hunters have a key role to play and they have the tenacity and resources to track relentlessly. Police and federal investigators simply don’t have the time or funds to conduct the same kinds of thorough searches.

START-UP

You’ll need minimal amounts of cash ($500–$1,500) to start this business, because, if you succeed in your initial assignment, your first clients will pay you enough to keep you financially solvent for a long time. If you don’t already own a computer, you will definitely want to purchase one for online detective work. Otherwise, keep your office expenses as limited as possible; you’ll be on the road most of the time. If you’re good at what you do, and produce tangible results, you could easily earn a cool million or more your first year in business. Typically, the people who hire bounty hunters pay anywhere from $100,000–$500,000 (plus expenses) per assignment.

BOTTOM LINE ADVICE

Not everyone who needs a bounty hunter can afford to pay you for your services, and you will have to do some work pro bono (free). In lieu of payment, ask these folks to offer testimonials that you can use to secure other clients. Network regularly with the law enforcement community to let them know of your availability; they may offer you contract work on a case they simply don’t have the resources to handle in-house, particularly one that is high-profile or high-publicity. Remember, just as it was in the Old West, you have to bring ‘em in alive to collect the highest bounty.


CAKE DECORATOR




	Start-up cost:
	$100–$250



	Potential earnings:
	$5,000–$25,000



	Typical fees:
	$2–$10 per slice; $15–$1,000 per cake



	Advertising:
	Word-of-mouth, newspaper ads, neighborhood bulletins



	Qualifications:
	Cake baking and decorating knowledge



	Equipment needed:
	Baking pans and utensils, decorating supplies, ingredients, an oven; a camera so you can build a scrapbook of samples to show to prospective customers; a vehicle if you deliver



	Home business potential:
	Yes



	Staff required:
	None



	Hidden costs:
	Make sure you have enough kitchen space for finished cakes; you may need a second oven or other facilities as business grows; some local health departments require permits.






LOWDOWN

People love home-baked goodies. All it takes to satisfy that need is an oven, some recipes, and a way (brochure, advertisement) to tell customers you’re in business. Birthday cakes for children are especially popular; a home baker can customize and personalize them in countless ways to please the customer. Wedding cakes can be very lucrative but require more time and equipment than cakes for other occasions. You can be creative in what you offer, too. Nowadays people want to choose from more than chocolate, vanilla, and yellow cakes—the sky’s the limit!

START-UP

Start-up costs for a cake-baking business are minimal. Some great recipes, baking pans, decorating supplies, utensils, and an oven (your kitchen range will do just fine) are all that you need. If you can’t easily learn to decorate cakes from a book or by trial-and-error, you may want to invest in an inexpensive cake-decorating course. If you plan to deliver the cakes, you will need an appropriate vehicle.

BOTTOM LINE ADVICE

The potential market out there is huge, especially since most working women and men don’t have time to bake but still want homemade cakes. There are so many special occasions to celebrate, and most of them feature great cakes: graduations, birthdays, anniversaries, retirement parties, baby and wedding showers, weddings … the list is endless! A cake that you can make for as little as a dollar can sell for as much as $25—a nice profit for your efforts! On the downside, it may take some practice to make beautiful cakes. You also need patience and good marketing skills to build your business.


CALLIGRAPHER




	Start-up cost:
	$150–$500



	Potential earnings:
	$10,000–$15,000



	Typical fees:
	$75–$100 per original invitation, other items on a per-job basis



	Advertising:
	Classified ads, bridal fairs, bulletin boards, website



	Qualifications:
	A steady hand and a love for lettering



	Equipment needed:
	Calligraphy pens and ink, parchment or specialty paper



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Don’t spend too much on advertising until you’re sure of your market






LOWDOWN

The fine art of calligraphy dates back to medieval times, when monks joyously and laboriously produced biblical text using intricate, artistic lettering. This regal writing appears today in items such as wedding invitations, birth notices, and certificates of merit. You can also use calligraphy to create suitable-for-framing family trees (the customer would, of course, need to supply the data). Without a huge initial investment, you can offer your services to schools (for diplomas), brides-to-be (for invitations, addressing envelopes, place cards, etc.), new parents, athletic teams, and even corporations that are involved in recognition programs where certificates are in order. The market is large, diverse, and has become quite challenging—because there are many software programs on the market that can produce certificates having the same look as hand-lettered ones. Consider branching out and offering both hand-produced and computer-generated calligraphy, and you’ll stand a good chance of continuing this fine and delicate tradition.

START-UP

Calligraphy pens and paper are all you need to start this business, although you will have to work hard to get the word out. Perhaps you can mail hand-lettered invitations to those who might need your service, inviting them in for a free consultation. Networking with bridal salons and attending bridal fairs may also help build business. Charge at least $50 for any service you provide, since what you do is specialized and time-consuming.

BOTTOM LINE ADVICE

The freedom and creative nature of this age-old art form is in demand by those who still place value on the handmade; but, with the ability to quickly generate calligraphic style on a computer, you may find the market challenging, at best. Being a professional calligrapher isn’t necessarily going to make you rich, but it’s not a bad way to satisfy your creative urges while you earn some extra pocket money, either.


CANDLEMAKER




	Start-up cost:
	$150–$500



	Potential earnings:
	$5,000–$25,000



	Typical fees:
	$5–$25 for simple candles, $40–$60 for more elaborate designs



	Advertising:
	Local craft shows, specialty retailers, festivals



	Qualifications:
	Creativity and the ability to learn a skilled trade



	Equipment needed:
	Wax, wicks, scented oils, dyes, molds, flowers



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Fire prevention and storage coolers






LOWDOWN

There are two great things about candlemaking: anyone can do it, and it’s not terribly expensive. You may not get rich, but you could earn a tidy little side income if you work the arts and craft shows throughout the year, or if you hook up with some retail outlets that are willing to stock your products. Your investment is low because nearly all of the equipment you need can be picked up at your local craft store or at grocery stores. There are different types of candles: hand-dipped, beeswax, honeycomb, confectionery, molded, and decorative. Decide early on what you’d like to specialize in, and try to set yourself apart by coming up with your own unique designs and style. If you want to make some serious money at this, try to market to a crafts distributor (if you can really set your candles apart enough from the others they represent). If you’re looking to add variety, you might want to network with other candlemakers and form a cooperative (that way, you can all save money on booth rentals).

START-UP

Investment is so low that the first dozen or so candles you sell will more than double your profit (you may invest as little as $150 to start). Depending on the volume you want to produce, you could gross $5,000 for part-time work.

BOTTOM LINE ADVICE

If you stick to basic candles, you can produce large quantities very quickly. If you want to specialize, say in confectionery candles (making wax look like a dessert, such as ice cream) or decorative styles (adding dried flowers), the process will take just a little longer, but you will be able to sell the items for more. The only drawback to candlemaking (and it’s a potentially big one) is that wax is highly flammable. If you’re going to do this inside your home, use caution and keep your insurance policy up-to-date.


CANING SPECIALIST




	Start-up cost:
	$50–$150



	Potential earnings:
	$10,000–$20,000



	Typical fees:
	$1.25–$2.50 per hole for repairs; $25–$75 for original designs plus materials



	Advertising:
	Country magazines, furniture manufacturers, local paper, craft publications, website



	Qualifications:
	Apprenticeship or caning classes



	Equipment needed:
	Cane, splints, rush, razor blades, scissors, tack hammer/puller



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Vehicle (and gas) for deliveries






LOWDOWN

Before venturing into this profession on your own, you should be an apprentice, since caning is a time-honored tradition. It takes patience and an eye for detail to reweave wicker that has worn with time, or to add wicker to a piece of furniture that didn’t have it to begin with. It helps if you are dedicated to the task at hand, because if you’re good at what you do, you’ll get lots of referrals; there are so few caning specialists around these days. Still, caning is a slow process. Once you get an order, allow for soaking (about one day), drying (about two days), and the actual caning itself (approximately four to six hours per chair). You might want to partner with a chair maker to make your business more profitable; the two of you can co-promote one another and provide a constant flow of referrals both ways. Craft shows are a good place to pick up business; you’ll attract more attention if you demonstrate your work. You might also consider picking up additional income by teaching classes, either at your own studio or as part of an adult education program.

START-UP

Cane is sold in hanks (1,000 feet)—enough to make four chairs. Plan to pay approximately $20–$30 per hank, depending on where you buy it. Total cost for materials is so low that, if you market yourself well, you could make a decent living of around $15,000–$24,000 per year.

BOTTOM LINE ADVICE

This could be a high-risk venture if you haven’t done your homework or let enough potential clients know about your services; expect to spend a great deal of time promoting yourself in the beginning. As a chair caner, you are considered a craftsman and artist for the beautiful work you weave; your talent will be highly respected. You will, however, need to like working by yourself and have enormous amounts of patience.


CARTOONIST




	Start-up cost:
	$150–$500



	Potential earnings:
	$15,000–$60,000 (if regular at a daily newspaper)



	Typical fees:
	$15–$20 per hour, or $50–$500+ per piece



	Advertising:
	Send work to art editors at newspapers and magazines



	Qualifications:
	Natural talent, ability to express ideas



	Equipment needed:
	Drawing media, fax/printer



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Postage, drawing materials






LOWDOWN

Do you have a burning need to present a particular viewpoint in pictures? Have you always turned to the comics page first in the newspaper, before reading the top story of the day? If so, you may be a cartoonist in the making. Of course, you’ll need to have some artistic ability, as well as a unique way of expressing your viewpoints. Competition in this field is fierce, and only the truly innovative (or downright wacky) seem to survive. Assertiveness is the most important trait needed to start this business. Mailing out pieces of work is the only way to get noticed, so do it often and everywhere. Leave no stone unturned. Advertising businesses pay the best ($20+ per hour); you might also try to secure a regular column at a newspaper or for corporate newsletters. If you are into comic strips, consider syndicating, but keep in mind that in exchange for distributing your strip to dozens of newspapers, the syndicate will take a chunk out of your profits. Local and specialty publications use cartoonists too, but their pay is usually less ($20+ per piece). Best advice: try to sell your cartoons to a computer software company; more and more programs featuring creative clip art are being produced and sold to companies that would prefer to keep their art production in-house (and inexpensive). You can also move into the growing field of computer animation. Again, the competition is fierce, but successful animators in motion picture, television, and video game industries earn a higher salary.

START-UP

This is an inexpensive business to launch, because the real product being sold is your innate ability to create (which can’t be bought for any price, right?). Artistic materials can be purchased at local stores as needed for various prices ($5–$150), and copies to send out can be made for a dime or less each. Postage costs can really add up as large-scale mailing begins; stay on top of changes in postage, too.

BOTTOM LINE ADVICE

As with any creative undertaking, frustration is inevitable. It can take many tries before your work is published. Although there is a lot of opportunity in this field, competition is tough. Art editors use only a small percentage of the thousands of submissions they receive each year. Believing in yourself and the uniqueness of your work is vital to surviving the numerous rejections you are bound to receive before ultimate success. If you really believe in what you’re doing, don’t give up—but don’t quit your day job, either!


CHILD CARE REFERRAL SERVICE




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$10,000–$35,000



	Typical fees:
	$25–$50 per client, or $50–$100 per year subscription



	Advertising:
	Classified ads, bulletin boards, online classified



	Qualifications:
	Should be detail-oriented and good at multitasking



	Equipment needed:
	Answering machine, cell phone, computer, website



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Liability issues could arise if a recommended caregiver turns out to be unscrupulous






LOWDOWN

This is a perfect match for those who like to work alone and are eager to serve as a valued resource person. As a child care referral agent, you provide names and phone numbers of reputable child care professionals in your area—at a cost of about $25–$50 per client, or more if you establish an ongoing subscription service. You would most likely get your start by placing a classified ad in your local newspaper or online classified service such as Craigslist. As the calls come in, you would schedule a meeting time with the prospective client to discuss his/her specific needs and preferences with regard to the type of professional sought. For instance, some career couples are in need of a caregiver to watch their kids from 8 A.M. to 6 P.M. daily throughout the workweek, while others just need part-time or after-school care for their children. Some will want individualized care, others will be interested in child care centers.

START-UP

With a $1,500–$2,000 start-up, which would cover your initial advertising, telephone costs, computer, and (modest) website costs, you could begin to pull in a profit almost immediately. You will need to build a vast network of child care professionals, which is easily accomplished by making calls, posting flyers in public places (such as laundromats and grocery stores), and combing the ads in your local newspaper to find babysitters and nannies who are available for hire. You might also consider investing in professional-looking stationery and business cards so that you can convey the best possible image to your clients and their potential babysitters or caregivers.

BOTTOM LINE ADVICE

This low-overhead business lets you set your own hours and exercise complete control over your workload; you are free to work as much or as little as you like. Your biggest obstacle to success may be the availability of child care providers or those who need them. If you live in a small town or rural area, this business could max out in a month—but if you are located in a thriving metropolitan area, you could make some decent cash for what is, essentially, part-time work.


CHILDBIRTH INSTRUCTOR




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$15,000–$35,000



	Typical fees:
	$100–$300 per couple



	Advertising:
	Bulletin boards, parents’ newsletters, obstetrician/gynecologist offices



	Qualifications:
	A nursing degree or midwifery training is helpful and would lend credibility to your business; you will need good teaching skills, compassion, and patience.



	Equipment needed:
	No



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Educational materials such as models, books, and videos






LOWDOWN

Giving birth is a natural experience that doesn’t come so naturally—that’s why we need childbirth instructors to show us the way. First-time parents are especially uneasy (even frightened) about the pending event, and their fears are best calmed with detailed and expert information from a reliable source. If you know your way around a delivery room and have a nursing degree or midwifery training, you would be a terrific candidate for this type of work. A childbirth instructor is essentially a teacher, so you must develop (and stick to) a teaching plan much the same as any other teacher. You can offer your services in a classroom setting or counsel couples during individual sessions in the comfort of their homes. Childbirth classes typically meet once a week for four to six weeks, so you must learn to space out your materials and information accordingly. Begin with the basics and end with a strong visual, such as a childbirth video. Your students are bound to have a lot of questions. Be sure that you allot plenty of time to answer them all, even the ones that seem obvious or a shade ridiculous. Always demonstrate patience, courtesy, and compassion. Remember, most of your clients haven’t a clue what they’re in for, and it’s your job to ease their fears and help ensure a calm, secure birthing experience.

START-UP

You will be competing against hospitals (unless you contract with them to provide their prenatal classes), so you will need to spend some advertising dollars to get your name out there. In addition to advertising in newsletters aimed at expectant parents, you may also want to consider posting flyers at a children’s consignment store, which often have bulletin boards. You could offer to provide referrals in return. And while we’re on the subject of referrals, get to know obstetricians and midwives in your community; they will undoubtedly become your strongest word-of-mouth source for new business.

BOTTOM LINE ADVICE

The birth experience is a joyous occasion, and you will likely enjoy telling and retelling the story of the miracle of bringing a baby into the world. On the downside, the repetition can get on your nerves … you will have to be creative in finding new and exciting ways to describe how babies are born.


CHILDREN’S PARTY PLANNER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$20,000–$35,000



	Typical fees:
	Hourly rate of $50–$75 or per-party fee of $150–$200; add extra for party supplies, favors, food, and mileage



	Advertising:
	Yellow Pages, flyers, referrals/networking, online classifieds



	Qualifications:
	Creativity, resourcefulness, organizational skills; you must love children to do this job!



	Equipment needed:
	Planning system, computer, cell phone, answering machine, fax, camera or camcorder (to record parties so that other potential clients can see your work)



	Home business potential:
	Yes



	Staff required:
	No, but from time to time, you may need a helper or two



	Hidden costs:
	Travel expenses (mileage), out-of-pocket costs for props, prizes, and party supplies






LOWDOWN

Remember the wonderful birthday parties you went to as a child? Today’s parents would like to create those same kinds of memories for their kids, but when both are working, who has the time to plan and stage a memorable children’s party? You do. If you’re creative, energetic, and just plain love kids, you can make a respectable living as a children’s party planner. You’ll suggest a theme—circus, pirates, princesses, Harry Potter, Star Wars, whatever—then put together the decorations, food, favors, and entertainment to carry it off. You’ll do the serving and clean-up, too, so all the parents have to do is sit back, watch, and enjoy the fun. Don’t limit yourself to birthday parties either—you can organize and stage kids’ parties to celebrate Valentine’s Day, Halloween, Christmas, Hanukkah, the end of summer, graduation from kindergarten, just about any event kids and their parents are likely to get excited about.

START-UP

It’ll take more creativity than cash to launch this business. You may want to invest in a few costumes or props, but otherwise, all you’ll need are flyers to post in places where children and their parents are likely to hang out—the YMCA, dance and karate studios, kids’ consignment shops, grocery stores, pediatricians’ offices, and day care centers. By all means, spring for a Yellow Pages listing and work with your local newspaper to possibly secure a feature article on one of your parties. Since you’ll need to lay out some cash for supplies and food in advance of the party, it’s a good idea to ask the parents for a deposit up front. That way, you’re not footing the bill and waiting for reimbursement.

BOTTOM LINE ADVICE

To get your business off the ground and start building that all-important word-of-mouth advertising, throw a few parties at first for your friends’ children free of charge, or give one away as a prize in a charity auction. Referrals can easily keep you busy throughout the year and you’ll make good money. The only downside is that most of your work will be on weekends, and there’s only so much of you to go around. Once you’ve booked a Saturday afternoon, that time and your expertise are unavailable to anyone else.


COLLEGE APPLICATION CONSULTANT




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$15,000–$30,000



	Typical fees:
	Extremely varied; some consultants charge as much as $1,000 per student for this service



	Advertising:
	School and local papers, direct mail, Yellow Pages, online classifieds



	Qualifications:
	Familiarity with various colleges and programs; research skills



	Equipment needed:
	Computer, Internet access, reference materials



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Long-distance phone calls and online time






LOWDOWN

The hardest part of getting into a college nowadays is choosing the right one; it’s a vital decision for a young person’s future, with far-reaching implications. A high school degree is no longer enough; now more than ever, a bachelor’s degree is a requirement to secure a decent, well-paying job. And although some high schools have advisors who are qualified to counsel students about their higher education choices, many more do not invest the time and money they could and should in this important aspect of continuing education. That’s where you come in. As an independent college application consultant, your services are in high demand in a field where the competition is low. What more could a business person ask for? If you are amenable to long hours of research and documentation, this business could provide you with just the challenge and professional satisfaction you need. Your biggest hurdle will be problem-solving: you’ll have to deal with emotional/sentimental issues (primarily of the parents) while you attempt to help high school juniors and seniors access the information they need to effectively narrow down their college choices. You will likely start by conducting a skills/needs assessment in order to match each student with an appropriate choice of universities. Once you have narrowed the choices, you’ll assist your clients in obtaining and completing the financial aid and application forms properly (not to mention making sure they mail them in on time). You will also relay necessary facts about the ACT/SAT exams, placement tests (such as those for assessing math, English, and foreign language skills), degree options and requirements for their completion, and extracurricular activities offered by the school that might be of interest to the student.

START-UP

Expect to spend at least $1,500 to get started. While you can obtain a lot of information about individual schools online, you will probably also want to secure copies of college catalogs that show listings of the courses offered along with detailed descriptions of each, as well as general information about application procedures, fees, deadlines, entrance requirements, and other miscellaneous facts about the school. The catalogs are generally free for the asking, but you may also wish to acquire a few of the specialized publications available in bookstores that rate universities or provide little-known information about them; some of these are rather expensive, but since they are the basis of your business, you will find them well worth the investment. Most of your clients will come through networking and word-of-mouth. However, you may wish to place a few small ads in student newspapers or the dailies and weeklies serving your market area. When purchasing ad space, keep in mind that frequency is more important than size; opt for a smaller ad and run it several times. It is likely that you will be making a lot of long-distance calls to colleges, which can add up quickly, so remember to monitor your phone time and be sure that you factor it in to your fees. Your charges can be determined in a number of ways: hourly, per student, per task, or per package of tasks; just be sure that no matter which method you choose, all of your out-of-pocket expenses are covered.

BOTTOM LINE ADVICE

Good listening skills and problem-solving abilities are your biggest assets in this business. Your clients—the students and their families—trust you with a very important aspect of their lives: their futures. High self-motivation and research skills will help keep you enthused and knowledgeable about colleges and what’s new on campuses all across the country. If you enjoy being the “middleman” in an important quest for information, then college application consulting is for you.


COMEDY WRITER




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$10,000–$30,000+



	Typical fees:
	$35–$50 a joke; up to $1,000 for a stand-up routine



	Advertising:
	Industry trade publications, word-of-mouth, comedy clubs



	Qualifications:
	Sense of humor, ability to write clearly and for audiences



	Equipment needed:
	Computer, laser printer, video camera/tape recorder



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Travel, union dues






LOWDOWN

Do you have a talent for making people laugh—at themselves, each other, and the world? If so, and if you have writing ability to boot, you could make a living as a professional comedy writer. But beware, this is an extremely competitive field, and you’ll need to be decidedly different (even a little wacky perhaps) to set yourself apart from the rest of the funny people out there. Your best bet starting out is to write your own material and perform it at a local comedy club’s open mike or amateur night. The laughter (or lack thereof) you get in response to your routine will provide a clear and immediate indication of whether this is the field for you. If you’d rather leave the performing to someone else, you can write the material and try peddling it to a local comic or to an on-air radio personality. It takes more than good writing to be successful in this business, however. Good comedy writers also need to be organized, concise, and dedicated. And it certainly doesn’t hurt to be confident that your material is funny and to be persistent in shopping it around.

START-UP

The sky’s the limit in terms of what you can make down the road if you end up in New York or Hollywood, but be prepared to shell out some savings in the meantime for hotels, travel, postage to mail your scripts, and union dues to protect your material. Expect to spend between $1,500 and $2,000 just to get started. Your earnings may vary from year to year, but should grow exponentially as you make contacts and get noticed in bigger markets. Expect to earn $10,000–$30,000 after the first couple of years, much more if you land a writing gig for Jay Leno or David Letterman, of course.

BOTTOM LINE ADVICE

Not everyone has the same funny bone, and what looks good on paper may bomb when delivered live. The trick will be to find someone—anyone—who likes your material well enough to pay for it. Expect to spend long hours shopping the studios, agencies, and other writers during the day and the comedy clubs and stand-up comedians at night. The competition is tough, especially considering that many stand-ups write their own material.


COUPON DISTRIBUTOR




	Start-up cost:
	$500–$1,500



	Potential earnings:
	$10,000–$35,000



	Typical fees:
	$3–$5 per drop site or a bulk rate for mailings (usually $300 per thousand)



	Advertising:
	Word-of-mouth, cover letter with resume



	Qualifications:
	Knowledge of postal regulations; a clean driving record



	Equipment needed:
	Postage meter; dependable vehicle



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Insurance, mileage






LOWDOWN

Coupon books are a quick, positive way for a company to get its message across to consumers; what better incentive to buy than a discounted price for doing so? Producers of coupon books often don’t have the time or resources to distribute the books themselves, so they hire out services such as yours to make sure that potential buyers receive their “golden” opportunities. You’ll either drive around your community distributing the books by hand, or you’ll use direct mail to ensure delivery by a specific date. Because coupons are of a time-sensitive nature, you’ll always need to stay on track—invest in a good time-management system (a PDA or even a simple planner) to make sure that you never miss a deadline. Familiarize yourself early on with postal regulations; post offices regularly hold classes that can teach you all the ins and outs of mass mailing. Keep in mind that bulk mail moves with less urgency than its first-class cousin, so you will need to plan ahead. Since you are simply a distributor, not the originator of the book, you’ll find that networking with printers, advertising agencies, and coupon book producers will bring you the most business; advertising your services in a publication is probably a waste of money.

START-UP

If you already have a dependable vehicle, you’ll spend between $500 and $1,500 getting this business off the ground. Mostly, you’ll spend it on postage equipment and your own self-promotion. You’ll charge about $300 per thousand, or $3–$5 per drop site if you’re using your own vehicle for distribution. You can expect your annual earnings to be between $10,000–$35,000 (depending on which method you choose to deliver the books).

BOTTOM LINE ADVICE

This is a good part-time profession, but it isn’t exactly dependable, as many coupon book producers are disreputable or go out of business in a short period of time. Align yourself with the tried and true, and all will go smoothly. Otherwise, you might consider becoming the coupon book producer yourself.


DOG TRAINER




	Start-up cost:
	$1,000–$2,000



	Potential earnings:
	$35,000–$50,000



	Typical fees:
	$25–$75 per hour; classes typically command up to $150–$300 for six sessions



	Advertising:
	Flyers, direct mail, Yellow Pages, print and online classifieds, referrals from vets, free “clinics”



	Qualifications:
	Experience with different breeds, track record of success, patience, and credibility



	Equipment needed:
	None, other than space for pets to practice their skills. You can use your own backyard or a public park.



	Home business potential:
	Yes, but you will likely be traveling to clients’ homes



	Staff required:
	No



	Hidden costs:
	Advertising, travel






LOWDOWN

Dogs may be considered man’s best friend, but if not properly trained, they can wreak havoc on a household in a hurry. Most pet owners wake up a bit late to the need for training (usually after half of the carpet has been eaten or peed upon!), but you can present your service as the solution to those nagging problems that make pet dogs so frustrating at times. Some trainers give classes for owner and dog together while others go to the pet’s home and provide individual sessions. Network with veterinarians; they are usually the first to hear about animal problems.

START-UP

Your main start-up cost is for whatever marketing and advertising approaches seem best for your community. Somewhere between $1,000–$2,000 would be an average amount to spend on launching this business. Remember, however, that you’ll be charging an average of $50 per hour or up to $300 per dog for a six-session class, which can add up to a tidy profit early in the game.

BOTTOM LINE ADVICE

This job is immensely enjoyable if you love dogs and can tolerate their owners (remember, you’ll be training people, too). Gaining the trust of an animal is an essential part of any training process, but some trainers find that getting the human side of the equation to cooperate is an even bigger challenge. But once the pets under your tutelage begin to give up eating the curtains and jumping all over Grandma, you will seem like a genius. With those pesky behavior problems in check, you can proceed to teaching the really hard stuff such as coming when called (the pet) and being patient (the owner). Dog training is not a route to wealth, but a decent living can be made if you keep up your marketing; a track record of positive results will help spread the word.


DOLL REPAIR SERVICE




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$20,000–$40,000



	Typical fees:
	Depends on what needs to be replaced and whether the doll is an antique (could be $50–$300 or more)



	Advertising:
	Yellow Pages, antique shows, specialty shops, hobby magazines, online classifieds



	Qualifications:
	Enjoying the art of doll-making and repair; special knowledge of antique dolls and repair techniques



	Equipment needed:
	Spare parts, precision tools



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Liability insurance, shipping






LOWDOWN

This could be a fun little business, but beware—it will probably be more a labor of love than a huge moneymaker. As dolls get older, they become more popular to collect—and if they’re going to be worth anything later on, they will need to be in the best possible shape to command the highest dollars. For instance, one early Barbie doll can be worth as much as $500, but only if she’s in mint condition. That’s where you come in: you repair and restore dolls to their original state—and sometimes that means purchasing used dolls for spare parts. Keep all types of doll parts on hand and network with other repair services to locate spare parts. You’ll need to pay attention to detail and have the hands of a surgeon. Dolls aren’t just made from plastic, of course—there are many different types, such as bisque, china, wax, and mechanical. Know what is special about each doll and what precautions you should take when repairing them. Market your service especially hard at antique fairs and specialty shops, and get your business cards beside as many antique shop cash registers as possible. To boost your income, you may want to offer related services such as collectibles connections (matching buyers and sellers) and retail doll sales.

START-UP

Advertising will be the key to generating most of your business (expect to spend about $1,000); the rest of your costs will go to spare parts (about $500 to start). Some may be expensive, so you may want to hold off ordering until you actually have a need. You will be repairing high-end and antique dolls, so gauge your earnings between $20,000 and $40,000.

BOTTOM LINE ADVICE

Some doll repair services in the past have given the business a bad name. You’ll have to overcome this by knowing the ins and outs of doll-making. It is much easier to repair something if you know how it is put together. Take your time to learn your craft so that you know what you are doing; if you ruin a doll, you may have to buy it. Be sure your packaging is secure when you deliver or ship to avoid any damage.


ETIQUETTE ADVISOR




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$20,000–$50,000



	Typical fees:
	$15–$35 per student, per class hour



	Advertising:
	Newspapers, business publications, networking with community organizations, online classifieds, website



	Qualifications:
	Extremely good taste and a sense of “moral superiority”



	Equipment needed:
	Good resource materials, computer, and website



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Networking in high places could set you back considerably cash-wise—be careful not to live too well until you’re making enough money to cover your expenses and then some.






LOWDOWN

It’s a sad fact but true: The people who know and practice good manners are few and far between these days. Yet you’ve always known the answers to those seemingly outdated questions: Which fork do I start with, and what’s that spoon across the top of my plate really for? People rely on your expertise for coping with such sticky situations as whom to invite to a wedding, where to place divorced parents in a room together, when not to send a thank-you card, and how long is too long to wait before responding to an RSVP. It’s clear that your talents are needed, but by whom and how can you put a price on what you know? Easy—call yourself an etiquette advisor and offer your services in six simple courses. It’s practically impossible to make serious money handling questions of etiquette individually, so develop a curriculum and offer your classes to the public or (better yet) to the “Corporate Confused” seeking to become the “Corporate Elite.” You can offer tips on everything from conducting a proper conversation to handling a potentially embarrassing situation; who hasn’t wondered, What should I do if my crouton shoots out from my plate and onto the bosses’ during lunch?

START-UP

Your start-up costs are minimal, so you needn’t worry about whether it is proper to launch this business. You’ll need a classroom and equipment depending on the focus of your classes. Just make sure you have good reference materials for the questions that stump you—and leave a little extra so that you can actually do some entertaining that will allow your students to practice what you’ve preached. There’s nothing like a facing up to a real place setting with three forks and five spoons to separate the socially savvy from the clods!

BOTTOM LINE ADVICE

You’ll love the authority and power of being a moral authority—but try not to let it go to your head. The last thing any one of your clients needs to encounter is a know-it-all. Be matter-of-fact, and try to inject some humor into your presentation. This is, after all, only etiquette, not a matter of life and death.


FARM SITTER




	Start-up cost:
	$1,000–$5,000



	Potential earnings:
	$18,000–$25,000



	Typical fees:
	$1,500–$2,000 per month



	Advertising:
	County fairs, farm equipment shops, personal contacts



	Qualifications:
	Certification as an accredited farm manager (optional); knowledge of agriculture, equipment, and livestock; familiarization with state/federal regulations



	Equipment needed:
	None



	Home business potential:
	Yes



	Staff required:
	Possibly



	Hidden costs:
	Bonding, insurance, licensing fee






LOWDOWN

Even farmers need to get away once in a while, but who’s going to look after their crops and livestock in the meantime? A farm sitter! If you know something about farming and have the physical stamina to do the work involved, you could make a nice living as a farm sitter. Because you’re only doing the job on a short-term basis, perhaps while an owner is on vacation, you have all the benefits of running a farm minus the regular daily headaches. Rural communities are tightly knit; word-of-mouth will become your major source of new opportunities. It helps, of course, to have grown up on a farm and to have the knowledge about what needs to be done each day. Being in good physical condition will come in handy when it’s time to slop the pigs and clean the stalls. Be prepared for any emergency (keep the veterinarian’s phone number close at all times) and know how to handle livestock. Organization and dependability are also key ingredients to success, and be prepared to work from dawn to dusk. The best part is, you can farm only when you choose to. When the farmer comes home, you turn the burdens of running a farm full-time back over to him.

START-UP

You’ll be headed for well-stocked farms, so all you’ll really need to take along are a good pair of boots, and plenty of work clothes. Your biggest expenses will be for bonding and insurance, plus the cost of becoming an accredited farm manager should you decide to go that route. Expect to earn roughly $20,000 annually; more if you have certification.

BOTTOM LINE ADVICE

This temporary assignment will demand that you give up virtually all of your time until the job is done. A farmer’s work is 24/7. Don’t lull yourself into thinking that this is a glamorous job; it’s hard work! But it’s also a good way to get your feet wet if you’re considering becoming a full-time farmer yourself. Farming on a temporary basis allows you to see firsthand the inner workings of a farm without making a huge personal investment of money or time.


FENG SHUI CONSULTANT




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$30,000–$50,000



	Typical fees:
	$100–$150 per hour, or $250 per consultation



	Advertising:
	Direct mail, Yellow Pages, partnering with interior designers, word-of-mouth/referrals, website



	Qualifications:
	Feng shui training (check the Internet for courses and schools); background in interior design, fine arts, environmental studies, city planning, health care, or psychology may be helpful



	Equipment needed:
	Some practitioners use a ba gua (octagonal compass), others rely only on a door or main entrance to analyze a room; computer, fax/printer, phone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Travel expenses; most consultations are done on-site






LOWDOWN

The constant pressure of living 24/7 connected to electronic calendars, computers, and cell phones has lots of people looking for ways to slow down, smell the roses, and reconnect with their sense of well-being. Feng shui is one such approach. Literally translated, feng shui means wind and water. Imported from China, it’s an ancient way of looking at the relationship between people and their surroundings. Advocates of this discipline believe that physical environment affects one’s physical, mental, and emotional health. Create harmony in the physical environment through proper placement of objects and effective use of space, light, color, and sound, and the result is a happier, healthier, and more productive workplace or home. As a feng shui consultant, you will work with individuals and corporate clients to determine the best room layouts, including the most effective placement of desks, beds, computers, chairs, and couches. Most consultations are conducted on-site, although they can also be done off-site using a scale drawing of a floor plan or the entire property. Typically, you will provide a written report and a floor plan containing your recommendations for feng shui remedies at the close of your on-site consultation or within a few days. You may also make yourself available for follow-up phone consultation as needed.

START-UP

Start-up costs and overhead are minimal; all you are selling is your time and expertise. You can expect to spend between $1,500 and $2,000 for computer, basic website, business cards, a Yellow Pages ad, and a direct mail campaign. Since many people are still unfamiliar with the concept of feng shui, you will need some explanatory literature; a simple, tri-fold brochure and a website should do the trick. How much money you can make as a feng shui consultant is pretty dependent on the type of clients you pursue and how hard you want to work. The biggest money will come from the corporate sector; chief executives at companies like Coca-Cola, Ford, and Hewlett-Packard have already given the nod to feng shui. Consider approaching schools and municipal parks and recreation and city planning departments, too.

BOTTOM LINE ADVICE

If feng shui sounds a little like pseudo-science to you, consider this: feng shui consultants outnumber architects in America these days. And even the architects themselves, along with interior designers, decorators, and real estate agents, use feng shui principles in their work. You may, in fact, find some of your best clients and steadiest workflow by networking in these areas. One of your biggest challenges will be getting the word out about feng shui in general. Many people still don’t have any idea what it is. In the interest of education—and perhaps, indirectly, some business down the road—you may want to offer free talks at libraries or make yourself available as a speaker for community organizations and service clubs.


FIRST-AID/CPR INSTRUCTOR




	Start-up cost:
	$300–$500



	Potential earnings:
	$15,000–$20,000



	Typical fees:
	$50–$60 per participant



	Advertising:
	YMCA, hospitals, churches, associations, schools, health/swim clubs



	Qualifications:
	American Red Cross or American Heart Association certification required



	Equipment needed:
	“Resusci-Annie” dummy for practice



	Home business potential:
	Yes (but you will be traveling to various sites to teach)



	Staff required:
	No



	Hidden costs:
	Some educational materials could set you back a pretty penny; find out what you really need from your training instructor.






LOWDOWN

The blonde woman is stretched out on the floor, with a small crowd of people around her. “Annie, Annie—are you okay?” someone asks. She’s not breathing, and one person gives mouth-to-mouth resuscitation while another thumps her chest in an effort to restart her heart. Does this scene ring a bell? Many of us have taken CPR training at schools, churches, or health clubs. If you’ve always been interested in being the one who teaches other people how to save lives, this could be your calling. Don’t expect to make big money in this line of work; volunteers from many not-for-profit associations offer similar courses at no charge. The challenge for you is to set your course apart by taking your class directly into the workplace or by adding on a related service, such as a speakers bureau that offers tips on CPR in the Age of AIDS or some other topic of current concern.

START-UP

It doesn’t cost much to instruct others in life-saving techniques; your biggest up-front cost will be for the practice dummy and related resource materials such as models, diagrams, and videos. Most CPR courses require the student to come to the instructor; turn it around and take your course to the student. For example, offer your services to restaurants; typically, they post diagrams of what to do in an emergency, but do their staffs really read them and have they ever actually practiced CPR? Not likely. Offer them a group discount!

BOTTOM LINE ADVICE

The challenge of setting yourself apart from competing services that are offered free of charge might seem overwhelming at first—but get creative and you can build a small, yet profitable, business for yourself. Be positive and look to the big guys who can provide you with a steady flow of business (e.g., health clubs, restaurant associations, and human resource managers at large corporations).


GARAGE SALE COORDINATOR




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$15,000–$25,000



	Typical fees:
	Often a flat fee of $25–$50 per garage sale + reimbursement for out-of-pocket costs; you may also strike a deal whereby you earn a commission on total sales (10 to 15 percent)



	Advertising:
	Classified ads, bulletin boards, community newspapers, condo/neighborhood associations



	Qualifications:
	Organizational skills, strong marketing ability



	Equipment needed:
	Phone, computer, fax/printer, e-mail, hammer and nails for posting signs



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Gas and mileage may get out of hand; try to cover these costs in your fee.






LOWDOWN

Are you a garage sale goddess? Do you spend your entire weekend cavorting around town in search of great bargains? This could be a business made in heaven expressly for you. As a garage sale coordinator/marketer, you would first advertise your services stressing your skill at saving folks time and energy so that they can relax and make money from their old stuff. Then you would organize all of the details involved in putting together a successful garage sale, including marketing (posting signs and placing publicity in newspapers, etc.), and running the sale itself (tagging, bartering, and keeping a record of what’s been sold). Don’t wait for the individual, single-home customers to build your business; try to work with condo associations, churches, and apartment complexes to organize large-group garage sales—these will bring in your best dollars and provide you with the greatest marketing opportunity, since many bargain hunters like the idea of one-stop shopping.

START-UP

This business could be a real bargain for you, because it involves minimal start-up cost and the ability to be paid for something you truly enjoy. Advertising your services as a garage sale coordinator in the newspaper classifieds will be one of your biggest costs, averaging $500–$700, depending on how often and in how many newspapers you run the ads. The other major expense is a computer and printer so you can create flyers. You can, however, earn a pretty good penny for yourself in all of this, especially when you work with large groups. Charge between $25–$50 per garage sale, and add on a percentage of the profits (10 to 15 percent is not unreasonable).

BOTTOM LINE ADVICE

Be sure that your clients know up front that they will reimburse you for any out-of-pocket costs, such as classified ads for their sales. Many large newspapers offer free garage sale kits, complete with signs, records, and tips for making a garage sale a success. Call or write to request one of these kits—it could become the model for your business and would certainly make your job even easier.


GENEALOGICAL SERVICE
(FAMILY HISTORY WRITER)




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$15,000–$40,000



	Typical fees:
	$25–$125 per month (searches typically take four to six months); $200–$500 per written family history



	Advertising:
	Magazines with an historic slant, newspapers, Yellow Pages, website



	Qualifications:
	Interest in history, research abilities, good listening skills, attention to detail






	Equipment needed:
	Computer with family tree software program; inkjet or laser printer; Internet access



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	If you’re billing on a per-job basis, watch your time; it can add up quickly!






LOWDOWN

We would all like to know our roots, and what better way to find out than through a genealogical service? A genealogical service can help a family learn about everyone in its past, from the first generation all the way down to the black sheep that every family seems to have. As a family history writer, you would meet with family members to obtain every known detail about a family—and then, using those details and whatever information you can gather from genealogical sources and online research, compile the details into a family tree diagram and/or written report. Mind you, not all may be known about every member of every family, but a good source of information is the Mormon Church. From their headquarters in Salt Lake City, the Mormons operate an extensive genealogical service that you can use to find seemingly obscure bits and pieces of information, and it’s available to everyone, not just Mormons. You might also check census reports at major metropolitan libraries and, of course, consult websites devoted to genealogy. If you aren’t afraid of research and detail-oriented writing work, this could be a great business for you. Every family has a different, yet fascinating, story to tell.

START-UP

You’ll need to have a good computer system, genealogical software, and Internet access to produce the kinds of detail-oriented reports necessary in the family history writing business. Expect to spend around $1,500 on these items alone, then factor in your advertising costs at around another $350–$500 (depending on the circulation of the publications you advertise in).

BOTTOM LINE ADVICE

Your work is much in demand in these nostalgic times, and while there is not a high up-front investment, keep in mind that your time is worth money—and, if you are not careful, you can easily spend more of it than you are being paid for. You’re in business to make a profit so make sure you budget your time accordingly and that in the end, you come out ahead.


GERONTOLOGY CONSULTANT




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$30,000–$50,000



	Typical fees:
	$30–$50 per hour



	Advertising:
	Direct mail, networking with psychologists and medical professionals, speaking engagements



	Qualifications:
	Background in psychology, social work, gerontology, or related field



	Equipment needed:
	Computer, Internet access, telephone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	None (but watch your mileage)






LOWDOWN

As the baby boom generation nears retirement age, the population over the age of 60 is expected to comprise as much as 65 percent of the total. The increase is due to a combination of factors—medical advances that have boosted life expectancy and the decision by many adults to practice healthier lifestyles. With more and more folks still in control of their lives and living alone well into their 80s, the need for skilled professionals who understand the process and effects of aging is becoming increasingly apparent. As a gerontology expert, you will work in conjunction with hospitals, physicians, psychologists, and social workers to help patients and, more specifically, their families adjust to the many changes and challenges of growing older. You will counsel families on issues ranging from health care to assisted living programs, and may be called on frequently as a resource person for hospitals and the community at large.

START-UP

Assuming that you already have the necessary credentials (i.e., a college education in psychology, social work, gerontology, or a related field), you’ll need a computer and website. Get the word out about your services, which will require professional-looking stationery and business cards for a direct mail campaign and possibly a few small ads in local newspapers; allow about $500 to cover these expenses. As a gerontology consultant, the bulk of your work will be performed on-site; that is, at a hospital, rehab center, or assisted living facility, or in individual homes. You can easily use your own home as your office, but you will need dependable transportation in order to meet with health care providers and families.

BOTTOM LINE ADVICE

While you are performing a vital service for families, keep in mind that many of your clients—the sons and daughters of elderly parents—are under unbelievable stress, caught in the middle between their own careers and childcare responsibilities and the growing needs of their aging relatives. They simply can’t be in two places at once, and you may find it difficult to sometimes get the support you need as a result.


GRAPHOLOGIST




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$20,000–$50,000



	Typical fees:
	$40–$50 per hour; business clients, such as banks, may prefer a monthly retainer of $1,000



	Advertising:
	Classified ads, business publications, banking publications/newsletters, networking



	Qualifications:
	Training in character details/nuances of handwriting; certification lends greater credibility



	Equipment needed:
	A good eye, magnifier; computer and scanner



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Travel expenses






LOWDOWN

With inventions like computerized scanning and computer programs that can mimic a person’s handwriting, it doesn’t take a genius to realize that forgery is easier than ever these days. Important items such as checks, credit card receipts, and insurance policies can slip right past store clerks, tellers and others who are skilled in their work but not in detection of fake signatures. That’s where the graphologist’s, or handwriting expert’s, special ability comes in. As a handwriting expert, you will work on a contractual basis with a variety of clients, including financial institutions, insurance companies, and even Fortune 500 firms, combing through suspect documents to look for the nuances that make each individual’s written words different and distinct. You will identify and mark each curve of every letter in your search for similarity, and assist in prosecuting the guilty forgers once they are apprehended. As part of your work, you may even be asked to appear as an expert witness in court, which brings up another potential source of income. To maximize your earnings as a graphologist, in addition to your contract work, you might also offer yourself as an expert witness for hire. Expert witnesses can earn up to $500 per day for their time and opinions in criminal matters.

START-UP

Some states require certification in order to work in the public sector; if your state is one of them, set aside another $500 or so for accreditation courses and/or testing. However, keep in mind that, even with certification costs, your start-up expenses will be low for this business. Besides a computer, you’ll need some business cards, stationery, and related office materials (costing about $500–$700), of course; earmark another $300 or so for direct mail or advertising in a business publication. Expect to charge $40–$50 per hour, or $1,000 per month if you are on a retainer with a bank or other large business. Lectures and seminars can help boost your income, too.

BOTTOM LINE ADVICE

If you aren’t afraid of detailed work and are good at keeping confidences, graphology has a lot to offer you in terms of job security and financial reward. Still, you’ll need to be aggressive in marketing your services to be able to attract enough business to stay afloat. And be aware that the service you offer isn’t always welcomed, especially by those who are rightly—or wrongly—accused of forgery.


HANDYMAN NETWORK




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$20,000–$45,000



	Typical fees:
	$30–$75 per hour for the repairs; repairmen are paid 20 to 25 percent of the repair cost



	Advertising:
	Yellow Pages, community newspapers, coupon books



	Qualifications:
	Good communications skills



	Equipment needed:
	Cell phone, well-stocked van(s) with tools



	Home business potential:
	Yes



	Staff required:
	Yes (reliable stable of handymen willing to work on-call)



	Hidden costs:
	Workers’ compensation, insurance, tool maintenance costs






LOWDOWN

A handyman network is a perfect way for the retired tinkerer to pick up a little extra money. Although you might find yourself making a few repairs yourself; in most cases you’ll function as a referral service, where you get the call and then match a fixer-upper to a customer in distress. You’ll dispatch one of a dozen or so handymen in your stable, then sit back and let the work happen. When it’s done, the handyman will bring you a completed work order and a check for the service rendered. At regular intervals (typically twice per month), you’ll cut a check to each handyman for a percentage of each completed job. Most of your calls will be for repairs—dripping faucets, leaky roofs, and the like—but occasionally you may be called upon for bigger projects, such as building a deck or replacing shingles on the roof. The possibilities are pretty much limited only by your staff’s capabilities. Make sure to hire a wide variety of specialists, so that you have plenty of workers with a variety of skills to cover any anticipated project.

START-UP

Ideally, your handymen will supply their own transportation and tools. If not, you will need to have a van available for carrying tools and equipment to house calls. If you have one already, that’s a plus; you’ll need only $500–$1,000 to get started in this business. Then, with some hard work and heavy promotion, you can easily turn a profit of $20,000–$45,000. One tip: make sure you advertise on your van; it’s surprising how many handyman networks get referrals this way.

BOTTOM LINE ADVICE

This is a win-win situation … you’re helping out retired and possibly displaced workers who need to do something to make ends meet, while at the same time, you’re helping a customer solve a problem in his or her home. The income is not fantastic, but it’s certainly respectable. One word of caution, however: know your limitations. Even though you might be tempted to say, “we can fix anything,” be realistic about the skills of your crew and recognize when a job is beyond them. Your customers will appreciate your honesty.


HEALTH INSURANCE CONSULTANT




	Start-up cost:
	$1,500–$2,000



	Potential earnings:
	$25,000–$40,000



	Typical fees:
	$25–$50 per hour, or per-client fee



	Advertising:
	Yellow Pages, networking/referrals



	Qualifications:
	Knowledge of the insurance industry, sales background, research/Internet searching skills



	Equipment needed:
	Computer, fax/printer, Internet access, phone



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Mileage (you’ll most likely be meeting with your clients in their homes), online access, long-distance phone charges






LOWDOWN

Health care reform has created widespread confusion about changes in insurance coverage. Sensing opportunities to take advantage of this confusion, unethical organizations have already come up with schemes targeting seniors and others who will need to buy insurance. Changes in the law, the importance of adequate health coverage, the profusion of insurance plans, and their cost result in a difficult situation for today’s consumers. That’s where a health insurance consultant comes into play. A health insurance consultant doesn’t represent any insurance company, nor does he or she sell insurance policies. The consultant is merely a conduit, a person who understands the language of insurance, knows his or her way around the Internet, and is willing to search long and hard to find the policy/policies that most closely match the needs of a client in terms of both coverage and price. In this role, your primary concern is your client—the individual or family that needs and wants insurance but doesn’t know where to turn. You’ll collect information about your client’s health history, insurance needs, and financial limitations, and then you’ll search for policies that best match a set of criteria you determine.

START-UP

You can get started in this business easily for probably less than $2,000. Since most of your clients will come from referrals and networking, you’ll need business cards and a Yellow Pages ad. A sales personality will be helpful. Even though you won’t be selling a product, you will be selling yourself and the need for your services. Build a list of contacts by talking to everyone you know. Freelancers, sole proprietors, and other self-employed entrepreneurs are prime targets. So are persons who have recently lost their jobs. Watch for news about layoffs, mergers, and downsizing. You might also approach small businesses regarding group policies and align yourself with outsourcing firms that provide resources and career counseling to the newly unemployed. The members of service clubs, like Rotary and Kiwanis, are often small-business owners and entrepreneurs; make yourself available as a luncheon speaker.

BOTTOM LINE ADVICE

This isn’t a job you’re likely to get rich at, but it’s one you can be proud of because you’re helping people connect to something they desperately need—affordable health insurance options. Everyone knows they need health insurance, but no one likes a hard sell.


HOMESCHOOLING CONSULTANT




	Start-up cost:
	$300–$1,000



	Potential earnings:
	$15,000–$45,000



	Typical fees:
	$25–$45 per hour



	Advertising:
	School boards, Yellow Pages, local newspapers



	Qualifications:
	Degree in education, plus a teaching certificate



	Equipment needed:
	Books, teachers’ guides, monthly planners



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Mileage






LOWDOWN

Communication, organization, and the ability to juggle several tasks at once are the requirements for making it in this field. Your job can include handling the paperwork, setting up the school curriculum, and scheduling classes for parents who seek to teach their children at home instead of in public (or even private) schools. You might be working with a parent who doesn’t want his or her child in the school system for religious or intellectual reasons, or one whose child has to be out of school for a long period of time due to illness or injury. If you are establishing a new curriculum, you will need the ability to evaluate the individual child’s skill level. If you are helping a student who is away from his or her classroom for an extended period of time, you will need to communicate with the school and/or classroom teacher on a regular basis.

START-UP

Assuming you already have your degree and certification, start-up costs are low. Be prepared to buy textbooks up front and to be reimbursed for them later. Charging $45 per hour on a regular basis can earn you up to $45,000 per year.

BOTTOM LINE ADVICE

You may need to join a national, state, or local education association program in order to obtain referrals from your local school system. If you enjoy teaching, but hate the everyday hassle of a traditional classroom, you will thrive in this business. You are your own boss and if you find you don’t care for the environment, you can quit at any time. Networking is a definite necessity, but with enough contacts, you should be able to stay busy with work year-round.






HORSE TRAINER




	Start-up cost:
	$800–$1,000



	Potential earnings:
	$10,000–$20,000



	Typical fees:
	$50 per hour



	Advertising:
	Referrals from vets, equestrian clubs, special interest groups



	Qualifications:
	Love for horses and skill in handling them; first-aid training



	Equipment needed:
	Riding gear, stable, access to horse trails



	Home business potential:
	Yes



	Staff required:
	No



	Hidden costs:
	Insurance—horses are powerful animals; it’s possible to get hurt






LOWDOWN

Riding is a popular recreational activity in many parts of the country, and, to be suitable for it, horses must be carefully trained. A skilled, sympathetic trainer can make a decent living breaking horses to the saddle and teaching them to respond to their riders’ commands. If you have the skills and experience necessary to even consider training horses as a business, you probably have observed other trainers at work and can choose one as your mentor. Once you learn your trade and become known around the area, you can depend on referrals for new business. Your days will be spent working with the animals you love and teaching their owners to both respect these powerful creatures and avoid injury. In addition to perfecting your riding and horse-handling skills, you will need to be trained in first-aid for both animals and people.

START-UP

To get the needed experience, you will probably start in this business as an assistant to an established trainer. When you’re ready to branch out on your own, your start-up costs should be very low, unless, of course, you decide to offer boarding services as well, in which case you will need a barn or stables and paddocks. You can expect then to spend approximately $10,000–$50,000, depending on how elaborate you want to make your facilities. For your training expertise, charge an hourly rate of at least $50; your time is worth that much, and the clients who will pay it are certainly out there.

BOTTOM LINE ADVICE

For people who love horses, just being around them is its own reward. All horses need training and skillful work can greatly increase their value. For outdoorsy, active people who love animals, horse training can be a wonderful business. You may find, however, that to make ends meet you will need to add boarding or breeding services and you will have to lay out some significant cash in order to do so. Horse owners can sometimes be difficult to please, and of course your work depends largely on something that is outside of your own control, the horses themselves. This is hard work, requiring strength, agility, and a tolerance for bad weather, but then you probably already know that. You wouldn’t even be considering this business otherwise.


HOSPITALITY SERVICE




	Start-up cost:
	$500–$1,000



	Potential earnings:
	$20,000–$30,000



	Typical fees:
	$15 to $20 per hour



	Advertising:
	Personal contacts with bus companies, Chambers of Commerce, hotels/motels, local restaurants
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