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Introduction
Keith will be your guide for this
session.

Aims

Business Basics is a course for budding
entrepreneurs, and early stage startups
heading to the next level. We help and
support you to fully to validate and
explore your business idea or grow your
business successfully.

Keith

Check-in
Introductions

3 questions:
1. Your name
2. Your business or business idea
3. An interesting fact about you

Before We Start
Questions

I want you to ask as many
questions as you like
I want you to ask stupid
questions, I love these the
most
The only stupid question is
the one you don't ask!

WHAT WILL WE COVER TODAY?

The Following:

Advice for setting up a new business
Sales and Marketing strategies that work
Finance - cashflow forecasting and why it’s so important
Setting up a simple ‘system’ to get you started. We give you the 4 most
critical areas to concentrate on
Building a tribe and why it’s so important
Using technology in your business
Creating a business plan with the Business Model Canvas (BMC)
Business development advice
Happy
Customers...
it's what we
all want.

Are you ready?

Let's Begin!

Know yourself as
an entrepreneur
before you start
Starting a business is a process that requires
an enormous amount of thought and careful
examination.
First, you need to take a good look at your
strengths, weaknesses and skills.
This will allow you to start thinking about what
you can do and what you cannot do.

Someone with a decent level of programming
skill is well adapted to starting a web
development agency
Someone that has a short attention span
might not want to consider accountancy
related businesses
Someone that doesn’t enjoy speaking to new
people wouldn’t consider a heavily client
facing business

Discover your
motivation for
starting a business
Before you start a business, you should be
absolutely clear about why you are doing it.
That may sound obvious, but there are actually
many reasons why someone should choose to
turn their back on the security of a job and
career for the uncertainty of starting a
business.

Someone who seeks wealth might want to
look at companies in the financial services
industry, where Fintech valuations and
revenues are typically much higher than
other start-up businesses
Someone who seeks power and influence
could achieve this through any form of media
business
Someone who seeks out fame might be best
suited to an entertainment related business.
Someone who wants to save the world might
start a business tackling climate change
through renewable energy

Make sure it’s a
good reason to
start
In reality, you are unlikely to have just one
reason for starting a business; it is likely to be a
combination of several of them. So be aware
that the aims may conflict with each other.
While it is possible to create a successful
business solely to make a lot of money, in
reality, it will be hard work if there isn’t at least
one other factor acting as a motivator.

This is because it can take many years
between starting a business and receiving
any money from it, if ever, and along the way
the hard work required is immense, and the
possibility of failure is very real
Simply pinning your hopes on a future
possible pot of gold is unlikely to be enough
to sustain you through the difficult times. So
make sure you have a good reason, work hard
and enjoy the ride!

Understand your
entrepreneurial
passions
When it comes to starting a business, if you are
passionate about it, you will be more likely to
be successful.
The main reason for this is simple: you will work
harder and persevere more on a business you
are passionate about, thus be more likely to
succeed at it.

Someone who loves to hike might consider
setting up a travel business
Someone who loves Lego might think about a
toy or construction business
Someone who spent their whole life with a
passion for music might start a company
related to sound

Solve a problem
that prospective
customers care
about
Start by thinking about what significant
problems you could solve and how.
Many successful companies started out on a
mission to solve real problems that affect
millions of people and provide a solution
through their products and services.

For example, Tesla started with the objective
of making the world’s cars purely electric and
they are well on the way having built a hugely
successfully multi-billion-dollar business in
the process

Copy other
businesses but be
better
It is unlikely, unless you are on the forefront of
technology, that your business ideas are
unique.
Plenty of the world’s biggest companies were
not revolutionary, yet they came into markets
with developed players and just outperformed
everyone else.

You do not have to have the most original
idea to create a brilliant business, you just
have to do it better than anyone else!
For example, Microsoft came out of nowhere
and beat every other competitor to become
the dominant operating system provider in
the early 1990’s

Turn your hobby
into a business
A logical jump is to take a hobby and turn it
into a real business. Why?
A hobby is something you already know a lot
about, clearly have a passion for and you will
know where to start.

For example, it is logical to go from collecting
models to selling models.
Hobbies are passions so use this to create a
fantastic business

Create a business
plan
At this point you have chosen the business
idea you are going to turn into a business and
tested it, now it is time to put together a
business plan to outline in detail the objectives
of your business and how you are planning to
achieve them.

A business plan is a great exercise for sorting
out your thoughts and it allows you to plan
your business in a structured way, for
yourself and so outside parties such as
investors or partners can understand what
you are trying to achieve and how

Let's create a BMC

Thats It!

Have a great
day and
keep
learning.

I hope this has given you valuable insight into why you
should always give careful thought to your business
and how you set it up and grow it.

Contact Jo Blackburn at jo@teguk.co.uk

