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The Starting a Business channel lets you navigate the complex world of startup. Are you interested in venture capital and business ideas? Don't look anymore. You have a great idea for a business! Where do you even start? We don't want to know what to do so you don't start your own business. Whether you want to start small or come
out with a bang right off the bat, here are five key steps – taken from Christy Wright's Business Boutique – that will get you started. Related: Do you already have a business, but want to grow your business even more? Check out Dave Ramsey's EntreLeadership: 20 Years of Practical Business Wisdom from the Trenches. This book is for
leaders like you! 1. Find out your reasons Before you put yourself in the world as a company, the first question you have to answer is: Why am I doing this? Owning a small business is hard work. According to the Federation of Small Businesses, only two-thirds of small businesses survive for two years. [1] It's a roller coaster, so you'd
better love what you're doing to cope with the ups and downs. If you're only in it for the money, you don't make a lot of money and you're not in business for long either. Does your company have the right insurance? Contact your local professional to learn more. Christy likes to talk about her mother, who owns a cake shop. He says: In the
mid-1960s, he still makes cakes. When she's having a stressful day and she tells me she's stuck with orders, sometimes I ask, 'Mom, why are you still doing it?' Christy always says she replies: Because it matters to families who have had their cake from me for over thirty years. It matters to that fiancée who will never forget her wedding
day and the cake I made. I don't just make cakes. I'm part of some of the most special, important and memorable moments in someone's life. That's why I'm still doing it. 2. Working with Logistics When you have a reason, you should design the special features of the front end, such as how you actually do business. Be sure to answer
these questions: What product or service do you offer? Don't remember to stay in your lane. The opportunities in business are endless, but not all opportunities are good. Successful business leaders are willing to let good opportunities pass them by if they are not the right opportunities for certain of their businesses. What timeframe do
you work on? Your schedule can show you what you want. There's no right schedule, and you really don't have to follow nine to five days. What's your budget? You need to make sure you know what your company's income and outgo are, even if you start for the first time. You really don't want to get into debt in this business. Knowing
your budget will also help you figure out . . . How much do you charge? the right price point is critical for your profitability, marketing ability and overall business success. What are your policies? You will need shipping, return, cancellation and other situations that have arisen. When you set up your policy for the foreground, make sure
you're not used later. 3. Make it official Obtaining a Business License should not be a afterthought. It's not a large expense: probably about $15, depending on where you live. Another thing you want to do right away is to open a separate checking account for the company. The company's checking account can be listed below your name
and social security number. For example, the account name might be John Doe, DBA (Doing Business As) John Doe Plumbing. Invest all the money you receive from the company in an account. Pay all business-related expenses from there as well. Income minus expenses equals profit, so if you put your income into this account and
take your expenses away from here, the balance will be your winnings. But most importantly, don't go into debt to start this business. Follow the steps we outline, pay cash when you go, and start building your business slowly. And when we talk about money... 4. Pay your taxes If you take home one of these operating profits, you must set
up a quarter of that income in a small savings account for tax purposes. Legally, if you make gross income of more than $600 from the business in the quarter – over a three-month period – you must make quarterly estimates of your taxes and withhold tax. And it should usually be about 25%. If you make $10,000 and spend $9,000,
you've got $1,000 left in the home delivery giant. Write yourself a check for $750 and a check for $250 so you can go to your tax savings account. It'll take care of your taxes. If you're not aware of your tax situation, withdrawing in November could bring a big tax bill in April. Not a good deal. To avoid confusion, make sure you have a tax
professional with a teacher's heart that you can trust. Be smart with what you do with your money – remember that what you're doing now can affect you later. 5. Put yourself there This is the moment you have been waiting for! You have laid a solid foundation by knowing your reasons, making your business official and working on
logistics. Now is the time to tell the world about your business through marketing! Think about the brand you want to build. What do you want your business to look like and how does it feel? What words do your ideal customers use? Everything from the colors of your website to the font on your business cards should reflect a consistent
brand experience for your customers. With this in mind, it's time to set up a website or (free!) social media account for your business. This is. Get to start a conversation with your potential customers, tell your story and tell you what you have to offer! People buy from people they know, like and trust – so this is your chance to make these
connections. Bonus: Stay motivated It's hard to start a business, and it's also hard to keep your business going when you're working hard in the trenches. Keep yourself motivated by subscribing to the EntreLeadership Podcast or attending one of our corporate live events from an inventive and inspiring experience that will help you not
only stay in business, but also live your dream for your business. So go there and start your business now! For the perfect plan to start or grow a business, check out business boutique: A Woman's Guide for Making Money Doing What She Loves. The opinions expressed by the entrepreneur's participants are their own. The next take is
from Rick Terrien's Ageless Startup. Buy it now on Amazon | Mr Barnes &amp; Noble | IndieBound.All companies manage to solve real problems, but most people have no idea where to start. How do you select products or services that you turn into problem-solving companies? Here's an idea I can roughly guarantee: Look at the work
you've done before. Where were the choke points? What problems did people avoid because of your work? No matter how you spent the first part of your life and career, you've learned to be good at something. It can be anything from gardening in small spaces to designing fire safety systems. We all have a specialty. This does not mean
that you should be the authority of the world in this matter; It just means that you can talk competently about solving problems in this niche of the world. The marketing efforts of your startup startup aim to find a sufficient number of people who are interested in this ni9 and then connect with this community in ways that are valuable to them.
You don't want to market to everyone – you want to market to people who respect the value of your knowledge of a focused topic. For example, when I started an engineering-based company at the age of 45, I leaned on the skills and tricks of the professionalism I had learned from my father years earlier. I really wasn't the smartest guy in
the business, and I had a lot less visibility than other companies in the market. I had work knowledge of what didn't work and a history of what I knew for a wide range of problems in this general field. Other people did not want to work in this area because they found it too difficult. The market size of the technology we created and
marketed was improbably small. Originally, there may have been as many as five or 10 potential customers per state in the United States. Because I could. my past work in this area - especially my knowledge of what is not — I was able to open up the market and start shipping systems. Soon we dominated the U.S. market and started
selling overseas. This led us to develop our dedicated customer base on six continents and receive numerous business and innovation awards – all because I had a really good idea of what didn't work. You have skills that you probably don't recognize or appreciate. Don't underestimate these. Make an assessment of your skills and then
look for small long-tainted nis to develop the market. Consider these questions:What problems do you still run into in your own life? Why are your friends and family frustrated? What are your passions focused on? How do you know more than most? In your business? In your personal life? Are the problems part of defined narrow
crevices? They don't have to be big. They just have to be real. What service could you offer to develop new ways to fix real problems? You can build your own business around those ideas. Take a look at this. Actively wonder. Start a wish list and think about how to solve existing issues and add value. How can you become a world expert
on one thing? Now is the time to start identifying issues that you can solve and how you can create a business model around them. Fill in the blanks below to start your ideas:I you have enough experience and knowledge to call myself a leader.... People with such a problem can often be found.... My target audience is likely to use social
media platforms such as.... There may be relevant professional organisations and trade unions.... The media (such as magazines, podcasts and blogs) devoted to this topic are.... I can work with the following people locally to solve this issue.... I can contact thought leaders.... Potential customers include.... Join these conversations gently.
Be polite and respectful. Start collecting the names of thought leaders and potential customers with whom you might be able to collaborate. Participate freely and openly in discussions without immediate expectations of returns. You join a long game where you can make changes in a world where you are good and passionate. This
solution can be made into a nice and sustainable national company. Maybe not by next week, but it's possible in the next few months and years if you're smart and careful. Careful.
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