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FEATURE ARTICLE:

Member

Community Futures Supports New 4-H Club

&

On Saturday, January 29, Daniel Steiner, Business Development Offi-
cer with Community Futures Sun Country, travelled to the Clinton 4-H Club
enrolment meeting held at David Stoddart Secondary School. Daniel
presented to a keen audience about the new 4-H Youth Loans program which
provides 4-H club members in good standing access to loan financing to
support their animal projects.

The response from that presentation was felt immediately on the
following Monday when Devon McCarthy came to Ashcroft to submit his ap-
plication. We accepted the loan application on Monday, January 31 and by
Friday his application was approved and a cheque for $1,200 was presented.

We believe
Devon’s project will be
the first of many from
the Sun Country region
that our office will be
ableto support. And
we could not be \
happier to support such | |
a great organization;
one that teaches youth
about respect, hard
work and caring for
others.

Values, Standards &
Performances

Core Values

Honesty —We will be genuine, fair,
truthful and sincere in our dealings.

Respect—We will show considera-
tion and deference for the contribu-
tion of others.

Trust—We will behave responsibly
and honorably, we will allow our-
selves to be open, approachable and
create an atmosphere that encour-
ages candor.

Openness—We will share informa-
tion in a timely fashion respecting the
need for prudence and confidential-

ity.

Results —We will create positive
community outcomes through inno-
vation, entrepreneurial leadership,
excellent client care and strong part-
nerships.
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Quick-Start Business Plan—Five Questions to Tell if Your Business

Plan Idea is Worth it.

~ Susan Ward, About.com Guide

Visit us on the web: www.cfsn.ca

Maybe you don’t need to write a
complete business plan. While many
business plans are written to
persuade bankers or investors to
lend money, many other business
plans are prepared just to see
whether or not a proposed business
idea can be turned into a viable
business.

If that’s why you want to write a
business plan, this quick-start
business plan will work for you,
whether you’re starting a business
from scratch or thinking of buying an
existing business. Just answer these
five questions to the best of your
ability and you’ll know if this business
idea is worth pursing.

1. Is there a market for it?

Many people want to start
businesses selling products or
providing services just because they
always wanted to do that. But rule
one of starting a business is that
other people have to want to buy the
product or service involved.
Otherwise, you're trying to sell ice
cream on a cold day—there’s no
point in going any farther with this
business plan.

Test your business idea by starting
out small (such as trying to sell your
products on eBay, or at local
markets/fairs) and doing some
market research. Keep notes. If the
results aren’t good, move on to
another business idea.

Buying a business: You have a leg
up here if you’re buying an
established business with a proven
market. The trick is ascertaining the
truth of the information you’re being
given.

2. What’s the profit potential of this
business?
In other words, is there any money in

it—or at least enough money to make
it worth your while? You may have a
flaming desire to crochet tablecloths,
but if no one wants to buy the items
you produce, there's no profit in it.

Likewise, if the process is so time
consuming that you can only produce
one a month, you’re not going to see
enough of a profit to even make this
a viable part-time business. Your
business plan for this business idea
ends right here.

Buying a business: Check the
financials. How much money has
this business made in the past?
What are the projections for future
income?

3. Is the market saturated?

There may be a market for the
product or service you have in mind
for your business plan, and plenty of
potential profit—for those who are
already doing it. Sometimes there’s
just too much competition for any
new business in the same business
to prosper.

For instance, at one point my
husband and | were thinking of
starting a used bookstore in our small
town. There was already one and
just as we were in the process of
putting our business plan together,
another one opened. Looking at the
potential size of our market, we shut
our business plan down, figuring that
there’d be no market space for a
third used bookstore locally. (Later, a
third such bookstore did open—but
closed within six months.)

Study the competition carefully in
light of your ideas for your new
business. What exactly do they offer
and what will you offer? How will you
differentiate your products and/or
services from theirs? How much of
the market will you be able to get?

Buying a business: Just because a
business has been profitable in the
past is no guarantee that that
business will continue to be
profitable. Study the competition
carefully. It may be that changes in
the market share or difficulties of
competing are why the owner wants
to sell the business.

4. What are the obstacles to my
business plan and are they
surmountable?

Sometimes you have a business idea

that seems sure-fire. You know

there’s a market for it, you know
you’ve got the edge on the

competition and you know it will be a

money maker—but there are

showstopper problems that you just
can’t get around.

You might, for instance, want to start
a limo service, only to discover that
you can’t get the licensing you need.
Or want to improve an existing resort
only to discover only that the
necessary zoning change is
impossible. Or you may want to start
a home-based business in your
residence only to discover that home
-based businesses are forbidden in
your neighborhood.

Take the time to fully investigate all
the municipal, provincial and federal
bylaws, regulations and laws that will
affect your business plan. In some
places, you can surmount various
obstacles if you know the right
people. But it may be that you just
can’t do what you want to do where
you are. At this point, you have the
choice of abandoning your business
plan, shelving it until a more
favorable climate develops, or finding
another more amenable place to do
it.

...continued on next page.....



Quick-Start Business Plan.... continued




