
So You Want To 
Start A Business

Intro to Business Ownership



What is a Small Business?

Defined by the Small Business Administration
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What is a Small Business?
Small Businesses in the US
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• Represent 99.7% of all employer firms

• Employ just over ½ of all private sector employees

• Pay 44% of total US private payroll

• Have generated 64% of net new jobs over the past 

15 years

• Made up 97.3% of all identified exporters

• Create 13 times more patents per employees than 

large companies. (zipper, light bulb, FM radio, laser, 

air conditioning, escalator, personal computer, 

automatic transmission, and many more!)



Workshop Agenda

1. About the Larimer County SBDC

2. Introductions

3. It’s All About You (self assess)

4. What is a Small Business

5. Essential Skills for Entrepreneurs

6. Small Business Myths & Trouble Spots

7. Introducing a Systematic Approach

8. Wrap Up & Next Steps
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Kathy Stewart, a Colorado native, having grown up on a farm west of 

Ault, Colorado…

Received her BA in Communications and an MA in Organizational Behavior.

20 years of experience in the telecommunications industry, including a 

corporate regional position as Vice President of Operations for a six-state 

area with over 450 employees.

Past co-owner of 3 Painted Ladies, a recycle paint business. Responsible 

for all financial activity; including sales projections, budgeting, monthly 

financial reports and year end reports. As one of three owners, collaborated 

in collecting paint, processing paint and the selling of recycled paint.
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Your Presenter



Who We Are & What We Do

High 
Quality 
Training

Free 
Confidential 
Consulting

Connection 
to 

Resources
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Helping local 

businesses 

start, grow and 

prosper through 

street-smart 

business 

education and 

assistance.



Larimer SBDC Branches

Main Office

320 East Vine, Suite 303

Fort Collins, CO 80521

(970) 498-9295
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Estes Park

Hosted by Estes Park EDC

Berthoud

Loveland Business 

Development Center

Hosted by The Warehouse

Wellington



Larimer SBDC Success Stories

8



2015 Services Performed
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Training

69 Classes

736 Attendees

97% Satisfaction

591 Clients

2,299 Hours

97% Satisfaction

Free Confidential 
Consulting



Our Results  - 2013-2015
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Increased Sales

Capital 

Infusion

Businesses 

Started

59 600
Jobs 

Retained

294
Jobs 

Created

$17.5 M



Connections to Resources:

• Commercial lenders

• Micro-lenders

• Larimer County Workforce Center

• PTAC

• Legal

• Bookkeepers

• Business Brokers

• Colorado Office of Economic Development
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Goals of this class
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Introductions

1. Who are you?

2. What is your business (now or planned)?

3. Why are you here?

4. What have you already done to start your business?
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Handout Alert!

SWOT Analysis Handout
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It’s All About You

Class exercise - Identify your SWOT
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Internal

External

Strengths Weaknesses

Opportunities Threats



What Does it Take to Start a Business?

• Are you a self-starter? 

• Do you plan and organize well? 

• Do you get along with different personalities? Are you good at making 
decisions?  

• Do you have the physical and emotional stamina to run a business? 

• Will your family be supportive during the difficult times of running a business?
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Skills Every Entrepreneur Needs to Learn 
And/or Develop

Passion & 
Drive

Creativity

Innovation

Self-Motivation

Management 
Skills

Time

$$$

People

Ethics

Sales Ability

Communication 
Skills

Self-Confidence

Willingness 
to Learn

Ask 
Questions

Training

Experience
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Handout Alert!
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“Top Five Traits You Gotta Have to Sell”



Why be an Entrepreneur?

The opportunity to:

• Create your own destiny

• Make a difference

• Reach your full potential

• Reap impressive profits

• Contribute to society and to be recognized for your efforts

• Do what you enjoy and to have fun at it 
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Why be an entrepreneur?

Drawbacks to business ownership:
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• Uncertainty of income

• Risk of losing your entire 

investment

• Long hours and hard work

• High levels of stress

• Complete responsibility

• Discouragement

• Lower quality of life until the 

business gets established
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Myth #1

You need to be good at 

everything…
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Reality #1

…You can’t afford to be 

BAD at anything!
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Myth #2

You can be your own boss !!...
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Reality #2

…You’ll have multiple “bosses”
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Myth #3

Work when you 
want to!
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Reality #3

…Sure, as long as it’s at least 60 hours 
per week, and you’re thinking about it 
all the other remaining hours…
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Myth  #4

“As soon as I finish  ( ..fill in the 
blank..), then the customers will 
come rolling in”….
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Reality #4

….   SELLING  your services and/or

products will probably be your toughest job.  
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Top 6 Trouble List

Top 6 List of how businesses get 

into trouble….
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Top 6 Trouble List

1. Not putting enough value on your goods 

and services.

31



“Red Flags” for Pricing Issues

• Receiving a high percentage of quoted jobs

• Selling out of your goods/services

• Leadtimes stretching out

• Profit margin deterioration

• Haven’t implemented a price increase in “a 
long time”
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Top 6 Trouble List

2. Not understanding your cash 

flow process. 
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$

$

$

$

$



Top 6 Trouble List

3. Paying rent/mortgage 

on a physical space 

that’s too big.
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Top 6 Trouble List

4.  Not having/understanding your competitive 

advantage.
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Toothpaste Market - 1975
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Toothpaste Market - Today
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Competitive Advantage – Wash Gear

Manufactures and markets 

specialized credit card 

swipers for car washes
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Competitive Advantage – Wash Gear

“… Customers are spending an

average of 40% more using the 

CardMate system…”
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Top 6 Trouble List

5.  Surprising your banker
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Top 6 Trouble List

6. Not having clear, well-defined 
responsibilities for your employees, 
managers, and co-owners. 
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SBA: Why Businesses Fail
The top reasons why businesses fail:

• Lack of experience

• Unrealistic expectations

• Incorrect pricing

• Insufficient capital (money)

• Over-investment in fixed assets

• Insufficient market / industry research  

• Overly optimistic sales projections 

• Cash flow management (liquidity)  

• Poor location 

• Poor inventory management 

• Unexpected growth

• Poor credit arrangements
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“By failing to prepare, you are preparing to fail.”

- Benjamin Franklin



Why A Systematic Approach?
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“Would you tell me please, which way ought I go from here?”

“That depends a good deal on where you want to get to,” said the Cat.

“I don’t much care where-” said Alice. 

“Then it doesn’t matter which way you go,” said the Cat.

-Lewis Carrol

From Alice In Wonderland



A Systematic Approach
Define Your Business

What will I do?

What is my business?

What are my business 
goals?  

•Mission

•Vision

•Goals & ObjectivesWhat industry 
am I in?

What is my legal form of 
ownership?

•Taxes

•Legal Liability

What are my core 
competencies? 
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Handout Alert!

“General Company Description”
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A Systematic Approach

Licensing & Registration

• What type of business (legal entity) should I be?  

• Does that entity type facilitate my business goals?  

• What are the requirements of my business form?  

• What are my tax remittance responsibilities?
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Handout Alert!

“Starting a Business in Colorado”
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A Systematic Approach

Products & Services
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What 
products 
do I sell?

How else do I 
make money?

What 
services 

do I 
provide?



A Systematic Approach

Customers

• Who do I sell to?

• Who will buy from me?

• What are their characteristics?

• Demographic

• Geographic

• Psychographic (lifestyle & behaviors)

• How do I reach them?

• Where do I reach them?

• How much do I charge?
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Worksheet #3



Handout Alert!

“Library Business Research 
Resources” handout here.
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A Systematic Approach

Competition

• Who else sells my product/service?

• (Direct & Indirect)

• Where are they located?

• How do they compete with me?

• How am I different?
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Worksheet #4a



A Systematic Approach

Will My Business Make Money?

What are my 
revenues?

How many will I sell? 

(units sold)

When will I sell it? 
(forecast)
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Financial Worksheets



A Systematic Approach

Will my business make money?
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What are my costs?

Start-up Costs Expenses

FixedVariable

Debt & Taxes



Handout Alert!

“Monthly Cash Flow Projection”
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A Systematic Approach

How is my company organized?
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1. What needs to be done

2. Who does what?

3. How do we provide our service?

4. How do we sell our product?

5. How do we service our customers?



To Summarize
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1. DEFINE your business

2. Investigate LICENSE & REGISTRATION

3. Research CUSTOMERS

4. Identify COMPETITION

5. Determine PROFITABILITY

6. Build an integrated BUSINESS PLAN

7. Decide NEXT STEPS



Wrap Up

1. Q & A

2. Additional Resources

3. Share Your Next Action Item

4. Work on your “Elevator Pitch”.

5. Evaluations
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Contact Information
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Mike O’Connell, Executive Director

Terri Donovan-Keirns, Coordinator

Kat Rico, Administrative Assistant

320 East Vine, Suite 303

Fort Collins, CO 80521

(970) 498-9295

www.larimersbdc.org

Kelly Jones, Executive Director

Mary Ann Huffines, Client Manager

5400 Stone Creek Circle

Loveland, CO 80538

(970) 667-4106

www.lovelandbusiness.com



Thank You!


