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INTRODUCTION

This ebook is aimed at people who are planning to 
open their first business, and we expect that it will 
be particularly useful for sole traders and micro 
businesses.

We have produced this ebook as a helpful checklist 
and a quick reference that covers every aspect of 
marketing, PR, and business imaging that you will need 
before you open your doors for business.

Be positive.  Things are never wrong - even if they 
don’t work out the way you hoped.  You can learn from 
everything and should - that’s the only way to improve.

We hope that you enjoy this ebook and find the 
contents useful.  If you feel that you need advice 
and assistance producing publicity and promotional 
materials for your business, do not despair.  There are 
plenty of firms offering design and business services of 
all kinds, and we hope you will remember us at www.
ASAT.biz!

IMAGE

Image is everything in the commercial world just now.  

The cult of celebrity, and the obsession with labels and 
brand names drive the way people interact with each 
other, and how they shop for products and services.  

No matter what the nature of your business is, you will 
be effected by the expectations of those customers and 

You can learn 
from everything 
and should - 
that’s the only 
way to improve

                        

Before You Open the Door 
of Your New Business
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Your public 
image...is just as 
important at this 
point as having 
something great 
to offer

You can NOT 
afford to put off 
thinking about 
your image

Whether you are 
shy or a raving 
extrovert, you 
will need to sell 
yourself

clients who you need to make your business a success.
No matter what your private feelings are about our 
society’s obsession with outer appearance, your public 
image, and the way you come across in the business 
world is just as important at this point as having 
something great to offer.  

I’m not saying that integrity, great value for money, 
brilliant service and amazing products are unimportant 
- just that until people know who you are, what you 
offer and how they can buy from you, none of that 
matters.

The great thing is that publicity and public relations 
are not difficult to master, nor do they need to cost 
a fortune.  However, you can NOT afford to put off 
thinking about your image and how you will put it “out 
there”.

WHO ARE YOU ?

Getting started

No matter who you are targeting, they will want to 
know about you.  If you are anything like I was when 
I set up business on my own for the first time, you will 
totally neglect to sing your own praises.  But whether 
you are shy or a raving extrovert, you will need to sell 
yourself.  

We suggest writing a bio (short biography) about 
yourself.  A good way to start is to have a copy of your 
most recent CV to hand.  If you don’t have a CV, then 
do sit down and take some time to list all the jobs you 
have ever had (even if they do not seem relevant to 
your new business).  Alongside each job, write a couple 
of lines that describe the work, then list the skills that 
were essential to the work.   

After you have all your employment detailed, list 
voluntary work and involvement - everything from the 
PTA to being a member of the local camera club.  Note 
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Write your first 
bio as if you 
were writing to 
a long lost best 
friend

Put it down - this 
is always the 
most valuable 
step in  the 
development 
process
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any roles or voluntary posts you held and the skills you 
needed to fulfil them.

Finally make a few notes about your personal interests, 
recreational pursuits or hobbies, things that are 
important to you or dramatically effect your life. Often 
people find that one of these was what spurred them to 
start their own business.

This information provides all the raw material you 
should need to write a great bio.

Getting writing

Many of us have not done much (if any) writing since 
leaving school or university, but this is no deterrent for 
you when writing a bio.  In fact I would recommend 
that you write your first bio as if you were writing to a 
long lost best friend.  There are several advantages to 
starting like this:

 you write informally

 you make it interesting

 you avoid being stiff or stuffy

 your own personality comes across

The more you can write, the better.  It is always much 
easier to trim and edit than to expand things, so at this 
stage be as verbose as you can.  Forget spelling and 
grammar.  Forget how you may or may not use what 
you are writing.  Write about you, what was great, 
funny, challenging, heartbreaking.  As this stage the 
only thing you want to try to avoid is sounding dull.

Put it down

This is always the most valuable step in development 
- no matter what your project is or how large or small.  
Just carefully put your CV and your first draught bio 
away, labeled and filed so you can find it later.  You 
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What do you 
bring to the 
business that 
is unique or 
personal to you?

What will you 
gain personally?

will be amazed how much easier it is to come back to 
expanding and tweaking your business bios in a few 
days.

YOUR PRODUCT OR SERVICE

Yes, I know that you have thought about nothing else 
in ages.  But I want you to focus now on why YOU 
chose this product or service.  

What do you bring to the business that is unique or 
personal to you?
 
If its a life long interest, how did you get hooked?  

Did it grow out of a previous job that you held in 
someone else’s employment, and if so then what will 
you do differently and why?  

Did you come up with your business idea because you 
really wanted something and could not find it locally?  

You need to remember that selling anything is an 
emotional thing - the impulse to have a new item or 
experience a new service is all about subconscious 
dreams and aspirations.  One of the best ways to 
tap into these feelings of your potential clients and 
customers, is to examine your own.

What do you want for yourself?

By working for yourself, what will you gain personally?  

A chance to be more flexible, more creative, to use 
a wider range of the skills and experience you have 
gained?   

Do you want more challenges, less stress, more control 
over bureaucracy, less kowtowing to idiots, more 
control of your life?
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Think laterally 
and creatively 
about the 
potential for 
expanding the 
market

Each of these 
groups will 
require a 
different 
handling and 
targeting, based 
on their values 
and priorities.

YOUR MARKETS

By taking the initiative to even think about starting 
your own business, you will have thought about the 
people you wish to attract.  

Now you need to think laterally and creatively about 
the potential for expanding the market and of course 
for reaching them!

Keep in mind the difference between marketing and 
selling.  

Marketing is getting known and recognised.  You may 
need to spend quite a bit of time to establish yourself in 
people’s minds, but when you do you are in.

What do I mean by expanding your market?

If you were going to start a business supplying clothes 
and accessories for children your core market would be 
parents and children (the main focus would depend on 
the age range for your goods, because 12-16 year olds 
are very affluent these days).

Your expanded market would be grandparents and 
friends who wish to buy presents, parents and the kids 
themselves.  

Each of these groups will require a different handling 
and targeting, based on their values and priorities.

Kids will want fashion.  If it isn’t ‘cool’ then it can bring 
tears.  This is simply part of the way humans grow.  

Most of us go through a phase of needing desperately 
to fit in, to look and act like one of THE group.  

Parents will want value for money, good selection, good 
access, reasonable returns policy, and of course to 
please the kids at the same time so they do not have to 
deal with any tears and tantrums.
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Which group 
is most likely 
to influence 
or share their 
experiences with 
another group?

What other sort 
of services, 
activities or 
interests do your 
target groups  
have?

Friends and other family members are likely to be 
interested in gift vouchers, great returns policy and 
extended access - so a website could be required from 
the start.

If you have a wide target market, it can really help to 
break it up into separate groups and then prioritise 
your groups.  

The main criterion I always use for identifying the “A” 
group is which group is most likely to influence or share 
their experiences with another group - don’t shoot 
yourself in the foot with old fashioned assumptions 
such as men don’t gossip - they do!

REACHING YOUR MARKETS

Of course you will already have considered the 
lifestyle(s) of your market in order to match product/
service with customer/client.  

To make sure that every penny you spend on 
advertising is worthwhile, you will want to take this 
consideration further.  

You need to be looking at what other sort of services, 
activities or interests your people may have.

Our childrens’ clothes and accessories business might 
target play-groups, leisure centres, fetes, schools, gift 
shops, clubs.  

Each of these possible areas for target would require 
different handling, hence the creativity.  

There are no hard or fast rules, if it works it works.  On 
the whole the following rules of thumb apply - but there 
ARE exceptions to everything:-

 Be eye-catching without being offensive - though
 times continue to change (fcuk clothing label
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Be very clear 
what your 
service or 
produce is 
... clarity is 
essential.

Be prepared for 
the fact that you 
cannot always 
get it right, and 
try something 
different next 
time

 would NOT have been acceptable only a few years
 before it came out).

 Any publicity is better than none - but this is often
 only in the short term - you have heard of the nine
 day wonder

 Be very clear what your service or produce is - this
 may sound obvious, but clarity is essential.

 Make sure that your contact details are highly
 visible

EXPECTATIONS

Even the best advertising campaigns with two or 
three main components (leaflets, mail shots, website, 
catalogues and etc.) seldom give a return of over 5%.  

Do not be discouraged by this, just accept it as a fact 
and work to ensure that  you build on the ideas that 
work for you, and that you forget the ones that fail.  

Often, no matter how much time and consideration 
has gone into an idea or campaign, there is no way of 
guessing what will work or not.  

So just be prepared for the fact that you cannot always 
get it right, and try something different next time.

SAFE STARTS

Avoid spending loads of money on thousands of full 
colour leaflets, reams of headed paper or a huge 
website - chances are high that you will want to make 
significant alterations early in your business life.  

This is particularly true for sole traders and micro 
businesses, who will not have their own design and 
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People DO 
remember your 
first efforts, so 
make sure they 
are in the right 
direction

Whilst the 
list should be 
obvious, it is 
easy to forget an 
important detail

PR team with responsibility for getting this right at the 
start (and often they do not manage it either).

Remember, you will learn more about life, yourself, 
your business and its potential in the first year of 
business than any amount of imagination and creative 
thinking you do in the years before!   

This is not an excuse for throwing just any old thing out 
there though - people DO remember your first efforts, 
so make sure they are in the right direction, whilst 
acknowledging you will probably improve them.

It is much safer to expect that your branding,  logo and 
house style will change and evolve quite dramatically 
in the first year or two of trading, so unless you are 
SURE of yourself to the nth degree, we would definitely 
recommend short runs of stationary and publicity 
materials. 
 
Having said that, you will need to think about your look 
and style so that you have something ready for the 
start of business.

Business Cards

A business card is a must, and virtually everyone will 
need headed stationery and compliment slips.  

Whilst the following list should be obvious, it is easy to 
forget an important detail, so as a checklist, your cards 
should include:

 your name

 trading name

 logo

 byline/stripline

 full address

 telephone number(s)

 email address

 (website address)
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All of your 
publicity 
material will 
need to combine 
elements about 
you and what 
you offer

You may 
need a set of 
descriptions that 
targets each 
group

Stationery

Your Letterheads and complement slips should include 
exactly the same information as is on your business 
card. 

You may also want to include your VAT number - if you 
are registered for Value Added Tax, as this informs any 
people you do business with that you will be charging 
VAT on your goods and services.  

In a partnership, all partners should be listed on the 
stationary.  

If you are setting up a limited company, it is a legal 
requirement that all directors are named.

NOW GRAB YOUR BIO NOTES & CV AND GO

All of your publicity material will need to combine 
elements about you and what you offer in a way that 
will target your specific markets.

We recommend that you produce several descriptions 
of different lengths - 10 word, 25, 40, 100, 350, 500 
that describe your business - with particular emphasis 
on your unique points.  

If you have very different markets, then you may 
need a set of descriptions that targets each group.  
Depending on what you do, you may be able to weave 
details of your bio into these descriptions.  If you can, 
then you are winning.  

People like to feel that they know something about you 
before doing business. This is especially true on the 
web, as the way you present yourself is going to be 
as close as they  can get to knowing who you are and 
what you are about when they buy things from you.  

You must give them some sense of who you are and 
why you are starting this business. 
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Be emotive and 
enthusiastic

You will need to 
have feedback 
at every stage of 
the work

If it is not appropriate for you to weave your bio in 
with your business description, then you should write 
a couple of bios (short 40 words & long 120 words) 
that can be used when you need them - added as a 
separate page on the web or leaflet.

Marketing “Speak”

Once you have written your text, and before you ask 
other people to give you their feedback, here is a 
simple checklist to ensure that you have the right sort 
of feeling and flow:-

 Use short dynamic words, and write in the present
 tense

 Be emotive and enthusiastic
 It is fine to repeat your words for emphasis, but

 be careful not to get boring
 Read your text aloud to see how it sounds
 Keep your ear open for double meanings, humour

 is great, but you do not want them laughing at you

FEEDBACK

It is essential to get feedback from other people when 
you start writing the copy/text for your publicity 
materials.  In fact you will need to have feedback at 
every stage of the work.

If your friends and family are not able to help, perhaps 
none of them really fit into the niche market you have 
identified, then find some people who do fit.
They will pick up on things that you cannot see for 
yourself.  This is essential, as we all tend to use jargon 
and terms particular to our work that may need to be 
clarified.  You want to make sure that whilst you are 
clear, you do not talk down to your audience.  
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Leaflets and 
posters can be 
invaluable or a 
waste of time, 
depending on 
how you use 
them

Also, of course, you will want feedback on the colours 
you choose, the font, the logo, and the general look 
and feel of your materials.

LEAFLETS AND POSTERS

Leaflets and posters can be invaluable or a waste of 
time, depending on how you use them.  

We can absolutely guarantee that if most of your 
posters, leaflets and cards remain in a box on your 
shelf, then they will be useless.  Of course you knew 
that - but you would be surprised just how many people 
forget this very important point in the first months of 
business.  

Make sure that you allocate several days in the weeks 
before opening to list the places where you will want 
to place your advertising.  Then make sure you have 
delivered your materials to every one of these places 
by opening day.

Other ideas that can work well at the beginning:

 bar mats

 balloons

 opening day invitations

 starter packs

 member deals for return customers

Creative places to put your info

 Waiting rooms...

 doctors, 

 dentists, 

 public offices,
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Just remember 
to ask 
permission 
before leaving 
any of your 
advertising 
materials 

When writing 
this yourself, 
you will want 
to write in the 
third person so 
that you can 
quote yourself as 
owner.

 train stations, 

 garages, 

 shops, 

 restaurants, 

 community welcome packs,

 tourist information offices 

 (most tourist offices will only display your leaflets
 if you are a member, but some will allow you to
 put up a poster even if you are not a member)

Just remember to ask permission before leaving 
anything in someone else’s space, or it could go 
straight in the bin - a true waste of your time and 
money!

PRESS RELEASES

It is certainly advisable to write a press release and 
send it out whenever you have something NEW to say.  
Depending on your market, you may send these out 
locally, regionally and/or nationally - and you may wish 
to include radio and television stations.

Even if this only informs people in the media that you 
exist, and is not used in their paper or broadcasts - 
they will then at least have you on record for future 
features (and to try to press you into advertising - well 
you cannot have everything).

How to write a press release:-

Keep it short and clear and specific.  Start with a clear 
title, and keep this as short as you can, whilst still 
saying what you wish. 

There should not be more than three paragraphs:- 
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Targeted and 
specialist 
publications are 
usually best

The first tells what is happening, where, when, etc.

The second should make it interesting - a quote is often 
a good way to do this.  For instance this is where you 
might like to say in a sentence or two just what your 
niche market is or why you have decided to open your 
business.  When writing this yourself, you will want to 
write in the third person so that you can quote yourself 
as owner.

The third paragraph should give full contact details, and 
give brief details about the business. Keep focussed on 
interesting snippets of information that the journalist 
can grab hold of:-

  Niche Market
  Unique selling points
  New line or service

PAID ADVERTISING

Investment in advertising is a contentious issue.  
Hundreds of thousands of people sell advertising for 
papers and magazines, millions of us are persuaded to 
invest - or throw our money away  - in this manner.    

Targeted and specialist publications are usually best, 
but remember to check their circulation.  If you can, 
check the figures - I know of at least one magazine 
aimed at Scottish business that bumps up its circulation 
figures by dispatching large numbers of magazines to 
people who have requested ONE.

There are several considerations that you will need 
to take account of when deciding where and how to 
advertise.  

Of course the first is your budget.  But there are less 
obvious issues - one thing that is relevant is that if 
people stop seeing your adverts around they may 
assume that your business has folded.  
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You may be 
well advised to 
keep up regular 
advertising

Your business 
image is about 
you and why 
you have chosen 
to offer this 
produce or 
service right 
now.

Implications

The implications are clear, that if you advertise in a 
particular area or paper or magazine, you may be well 
advised to keep up regular advertising (unless you were 
careful to ensure that your first advertising investment 
was simply to celebrate your business opening).  

So you will find it helpful to carefully research the 
most cost effective way of reaching your clients and 
customers.  

Of course you will already have discovered what papers 
and magazines they read (if any), but do you know 
HOW they read them.  Do they scan the whole paper, 
or only read a couple of sections - this knowledge could 
be crucial in your targeting.  And the only way I know 
of discovering this is to ask them!

Business directories can be a good investment as your 
advert will be available all the time.  WWW directories 
may be more appropriate if your business has a good 
web presence.

Whilst even the tiniest business CAN ‘write off’ 
advertising against profits in their tax returns, for small 
and micro businesses, it simply does not make sense 
to throw away money on ill advised and unhelpful 
advertising.

IMAGE, IMAGE, IMAGE

Back to image - your image needs to be shaped by 
what you offer and who it is for, but more than anything 
it IS about you and why you have chosen to offer this 
produce or service right now.

Personally, I think that a very large part of this 
emphasis is because our world can seem so huge - 
although the web goes a very long way to help us feel 
more connected to people all over the planet. 
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We emphasise 
the need to put 
yourSELF into 
your marketing 
blurbs

Don’t ask your 
head, ask your 
heart

At the same time the diversity and range of 
extraordinary options and life styles can make us feel 
isolated and alone.  

This is why we emphasise the need to put yourSELF 
into your marketing blurbs - leaflets, web, articles, 
everything.  

If people feel they know you and what you are about, 
their comfort level increases, trust can grow. 

That gives you the most important building block in 
developing a loyal group of customers/clients, plus it 
ensures that they will spread the word.

Logos, bylines 

Okay, I’ve put off logos for long enough.  

Frankly I think that having the right logo and byline are 
essential.  However, not all new businesses will be able 
to find the right one for themselves at the time of their 
launch.   This goes back to what I said before about the 
first year(s) of business being a steep (and exciting) 
learning curve.

Logos are very personal and the only way I can tell you 
if a logo is right for you is to have you ask yourself the 
question - but don’t ask your head, ask your heart.  
When it feels right, it is.

For example, when my partner began her business as 
a complementary therapist and trainer she began with 
the image of the rainbow.  

This was changed and distorted and “grewed” over 
about 18 months, until she was on her first face-lift for 
her website.  

At that point, she fused together several messages 
(which may or may not be actively recognised by her 
clientele, but that inform them subconsciously).  
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Elements of 
meaning in a 
logo 

... clearly say 
something about 
the nature of the 
business without 
prescribing a 
narrow focus

She wanted to maintain the curve of the rainbow, but 
to make her image more appropriate to a wider range 
of activities - including corporate training.  

How this works:

 Takes advantage of her unique business name by
 featuring it in black

 Soft blue for calm, healing and a corporate flavour

 Orange-red for energy and enthusiasm

 Libra icon shape to reinforce the message 
 “Balanced Living”

 “Mind and Body” in arch at top reflecting arch of
 rainbow, and the arch of the sky - which reinforces
 the idea of the therapies being aimed at the inner
 and outer parts of the self

The classic, all encompassing nature of this logo 
continues to reflect the nature of her business as it 
grows and expands, do visit her at www.ashwhin.com.

The important thing about this example from your 
point of view is that it clearly says something about the 
nature of the business it represents, without prescribing 
a narrow focus.  

Also, it is designed to appeal to a wide range of 
markets, clean and crisp enough for business, warm 
and friendly enough for individuals.
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I do believe 
that the right 
logo aids your 
business in every 
way.

Remembering 
everything is not 
easy, but it is 
important to try 
to do so.

Of course no one but a designer or a critic would look 
at a logo in such detail, however all those elements will 
be part of what explains how you react to the image.  

The other way we react to images is much more 
idiosyncratic.  It is based on all our life experiences.  
One way of accessing some of these is by showing your 
designs to loads of people (preferably from your target 
market).

You want to make certain that your wonderful new logo 
does not remind them of something they dislike and 
that it is not to similar to another business’ image.

The byline she uses, “flexible answers in a rigid world”,  
is eminently appropriate, even if I say so myself (I 
came up with it for her).  

I do believe that the right logo aids your business in 
every way.

PRESENTATION

Of course you have taken great pains already to 
consider the presentation of your products, your 
services - and if you have followed the ebook advice so 
far, then you have included your own motivation and 
image in your publicity.  

Unfortunately that is not enough.  Customers and 
clients are very sophisticated and demanding.  They 
are used to the variety of commercials on TV and the 
multi million dollar campaigns that produce high street 
images.

It would be easy to let yourself down and so I’m noting 
the following just to jog your memory - I too have had 
the mad and wonderful stress of launching a business. 
 
Remembering everything is not easy, but it is important 
to try to do so.
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On the whole, 
you are well 
advised to make 
sure your vehicle 
in clean on the 
outside and tidy 
on the inside

Presenting yourself

The way you present yourself, or if you are not “front 
of house’, how you have your employees present 
themselves is very important.  

 It will set the precedent for how people will feel
 about themselves when they visit your shop,
 office, clinic, warehouse or website.  

 It will ensure that they feel comfortable
 welcoming you into their homes - or not.

 Like with all images, there is no absolute “right
 way”.  

Take what you want to project and combine this with 
what you believe your customers/clients want, and do 
your best to present a person or workforce that reflects 
this.

Your vehicle

No doubt the signage on your vehicle will reflect the 
image that you have so far created, and of course you 
will wait to paint anything on permanently until you are 
sure it is right for you.

There is one other consideration that you might not 
have considered - how tidy and clean your vehicle is.  

There is little doubt that if you are fantastic at whatever 
you do, every one of your clients will happily ignore a 
neglected vehicle - rusty or cluttered or chaotic. 
 
However what about those might-be clients who do not 
know what a fabulous service you offer?

On the whole, you are well advised to make sure your 
vehicle is clean on the outside and tidy on the inside.
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The look, the 
smell and 
the physical 
comfort (of your 
premises) will 
effect people’s 
reactions

Simply stated, 
your packaging 
should reflect 
your wares. 

Your premises

Pretty much the same criteria apply to your premises 
as to you vehicle - but more so.  

Your customers or clients will be spending some time in 
your premises, so they will notice things in much more 
detail.

The look, the smell and the physical comfort will effect 
people’s reactions in exactly the same way they are 
effected by the look and feel of your advertising and 
the sound of your PR.  

Everything matters.  

Of course there are some eccentric shops that are 
well known for the degree of clutter they contain 
- but when this is so, I have always found that the 
proprietor knows just where everything is - so there is 
a mysterious order beneath the apparent chaos.  

Unless you are running a second hand or curio shop, I 
do not recommend this style.

Your packaging

Simply stated, your packaging should reflect your 
wares.  If you are selling lovely gifts then you simply 
must wrap them beautifully.  

Bubble wrap may be the safest, but on top of this 
practical and less than pretty casing, you really should 
supply elegant paper, tissue and bags (with your logo of 
course).

We also recommend that you enclose a business card 
or better still a small A5 or A6 card describing your 
business with each parcel that leaves your premises.
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As a consumer 
there are two 
things that I 
respect and look 
for above all 
others - integrity 
and clarity

Integrity means 
never promising 
something you 
cannot deliver

BEHIND THE IMAGE

At last.  Here is the area that truly matters.  No matter 
how exquisite your image, how perfectly it reflects your 
business, if the underlying values and the merit of your 
wares are worthless, then you are unlikely to survive 
for very long.

I would be a fool to try to advise you on your own 
sphere of activity.  Even before you open your doors to 
business you will know far more than me about your 
own business.  But I cannot resist putting in my two 
penny worth of advice.  As a consumer there are two 
things that I respect and look for above all others - 
integrity and clarity.

Integrity translates to many things when applied to 
business.  

  It means consistency in the form of terms
  & conditions by which you operate.  

  It includes your policy for returns and for all
  customer servicing. 

  It means being available when your customers
  have a query or problem, and not being afraid
  to admit if there has been an error on your
  business’s part.

Clarity has been referred to throughout this ebook in 
regards to the Image of your business.  

  It should go without saying that this same
  consideration should reach down to all levels. 

  In short this means never promising
  something you cannot deliver

  Even though this will sometimes mean that
  you lose that particular sale, the honesty you
  showed WILL be remembered.  And valued.
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Learn from 
Everyone

Be Patient with 
yourself - It 
takes Time to 
Grow a Business

THREE RULES TO LIVE BY ONCE YOUR 
DOORS ARE OPEN

Learn from Everyone

Learn from your customers and clients, from suppliers 
and colleagues, from competitors and grandma, learn 
from everybody

 Ask people for suggestions - people love to be
 acknowledged 

 Don’t be shy - almost everyone you know will be
 interested in what you are doing.  

 I think that secretly everyone toys with the idea of
 working for themselves - even though most people
 never get beyond the daydream stage.  

 Telling them about your new business will interest
 them and gain you most feedback and grass roots
 identity 

 Online this could take the form of a visitors book,
 an option to send the page to a friend, a chance to
 sign up for a newsletter.

Always jot down comments, the good, the bad, the 
seemingly irrelevant.  

And give yourself a few hours each month to look 
through these carefully.  

Certainly, DO this before you rewrite your publicity 
materials, or launch a new campaign, line or service!

Be Patient - It takes Time to Grow a Business

This is a hard one, because you will have huge 
pressures from every direction.  Expectations of how 
well you will succeed and how quickly. 
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You are not the 
only one who is 
going through 
the stress 
of starting a 
business

 Remember that being impatient is just another 
way of beating yourself up.
 

 We all experience the weirdness of the consumers
 - who seem to never come in a steady stream but
 dry up when you least expect it.

 But stay chilled, and be assured that every
 business has these same challenges.

You are not alone - Build Yourself a Network

Don’t get discouraged or despairing.  It can be 
especially lonely if you a sole trader, but you are not 
the only one who has or is going through the mangle.

 Locally you should be able to find groups, or you
 may need to network on-line.

 The web is a brilliant place to find colleagues and
 mentors, business services and friends.

 Just because you have gone into business for
 yourself does not mean that you are all of
 a sudden a superhero/heroine! 

 You can’t know everything or remember it.  Life
 is all about learning, and a major part of that is
 networking.

 Your business cannot possibly succeed if you
 collapse beneath the pressures, so please reach
 out.  
 
It is essential that you share your ups and downs, 
concerns and questions.  

There are hundreds of possible helpers and mentors out 
there, from family to the local Enterprise officers.  

And there are increasingly more businesses who offer 
good support services to small and micro businesses at 
prices that they can afford.
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ABSOLUTELY MY LAST WORD

When you do need to invest in business services, take 
time to think through exactly what you need.  

Then get a quote from three different firms.  Of course 
you may be advised by one or all of the firms that what 
your business needs is slightly different from what you 
envisioned.  As ever, go with your heart when deciding 
what is right for you.  
Do make sure that every quote is detailed, often 
neither the cheapest nor the most expensive quotes are 
the best for you.  

 Ask questions before you agree to purchase 
anything and keep on asking your questions - any 
service based business should have no problem 
handling all your queries and concerns.  

 If they do have problems liaising with you fully, 
then they may be in breach of their contract - if so, get 
out.  

 Of course, please read the contract and all the 
small print before you buy in some assistance.

We hope that you have enjoyed this ebook and found 
the contents useful.  

When you need help tailoring your promotional 
strategies, or finding the right designs for website and 
logo, and want flexible support and advice, please ask 
us for a free consultation and quote!

   This Publication may be distributed freely in its entirety - more info from http://www.ASAT.biz

When you do 
need to invest 
in business 
services, take 
time to think 
through exactly 
what you think 
you need

Ask us for a free 
consultation 
and quote - 
anytime. ASAT 
Productions at 
www.ASAT.biz


