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A LETTER FROM THE CEO
Dear reader,
Small business ownership is on the rise in the U.S. Whether it’s because they’re tired of the
corporate grind, they want to pursue their own entrepreneurial dreams or because the opportunity
presented itself — every day, another person makes the leap from employee to employer. In fact,
according to a Future of Small Business Report by Intuit, the number of small businesses in the
U.S. is expected to increase from 30 million to 42 million by 2026, well above the growth rate of
the last decade.
Since 2003, Guidant Financial has worked hard to increase the number of people who succeed
in small business by leveraging technology and services to get more capital in the hands of
entrepreneurs. We’ve helped more than 14,000 entrepreneurs in all 50 states obtain more than $3
billion in capital to start, buy or grow their businesses. These individuals have taken control of their
futures, created better lives for themselves and their families, and now enjoy the independence
that comes from being their own boss.
As with any career change, the decision to become a business owner is not one to take lightly.
Many of our clients leave comfortable jobs and risk a great deal to pursue their dream of small
business ownership. That’s why we created this eBook — to help aspiring entrepreneurs go in with
their eyes wide open and make informed decisions so they can start out on a solid foundation.
This ‘Guide to Starting a Successful Business’ eBook will help you not only understand the current
state of small business, but also set you up for success should you choose to ‘make the leap.’ It
profiles what today’s entrepreneur looks like so you can see how you fit into the mix; explains
the best business financing methods; and exposes the top challenges business owners face so
you can plan ahead. It also outlines five steps you should take to ensure you’re choosing the
right business.
Business ownership may be a big decision, but for many, the benefits far outweigh the challenges.
Guidant’s clients rate their level of happiness as a business owner at an average of 7.52 out of
10, and on a national level, 94 percent of entrepreneurs say they are happy as small business
owners. If and when you’re ready to join them, Guidant’s team of small business experts will be
here to help.

Sincerely,

David Nilssen

CEO & Co-founder, Guidant Financial
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CHAPTER 1

THE CURRENT STATE OF SMALL BUSINESS
A Closer Look at Life on Main Street

If it seems like 2016 was a booming year for small business, it’s because more entrepreneurs
are going into business and staying in business. In fact, the survival rate for small businesses
remaining in operation past their fifth year is now 48.73 percent, compared to 45.95 percent in 2015.
With over 28 million small businesses taking up residence on Main Street, Guidant Financial
wanted to take a closer look at who today’s small business owners are. We surveyed more
than 1,000 of our business owner clients, asking about their lives as entrepreneurs, how their
businesses are performing and what struggles they’re facing on a daily basis. Here’s what we
learned about the current state of small business:
Small business owners are opportunistic.
At 37 percent, the top reason our clients went into business for themselves was because they
were dissatisfied with corporate America. Along with this, the No. 2 reason individuals chose to
go into business for themselves was due to the right opportunity presenting itself. The 2016
Kaufmann Index of Start-up Activity refers to this as “opportunity entrepreneurship” and reports
that 8 out of 10 entrepreneurs started their business because they saw an opportunity rather
than out of necessity (unemployment).
Over 40 percent of our respondents were over the age of 50 at the time they were surveyed.
Despite being close to or at retirement age, many said they were ready for encore careers. Eight
percent of those age 50 and older cited “not ready to retire” as the main reason they pursued
business ownership, which hints to the nationwide trend of increasing ‘seniorpreneurs.’
There’s no ideal age for entrepreneurs.
Between 2015 and 2016, Guidant saw an 83 percent increase in entrepreneurs under 40 who
used 401(k) business funding to launch their new ventures, but there’s room on Main Street for
entrepreneurs of all ages. Baby boomers between the ages of 51 – 69 were our largest group of
business owners, representing just under half of all survey respondents
This wide range of entrepreneurial age is consistent nationwide. The 2016 Kauffman Index for
Startup Activity shows that while the fastest growing group of entrepreneurs is those age 35 –
44, the age range for new entrepreneurs varies from 20 – 64, and these different age groups are
represented almost evenly. Twenty years ago, the largest group of new small business owners
was age 20 – 34, accounting for 34.3 percent of total entrepreneurs, and the smallest group was
age 55 – 64 at 14.8 percent. These groups are now represented almost equally at 25 percent of
total new entrepreneurs each.
Small business owners are happier in their careers.
Entrepreneurs in our survey reported high levels of happiness in their careers — an average
7.52 out of 10 — with little variance depending on what industry they worked in, how long their
business had been in operation, or across different socioeconomic groups.
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A 2014 report from Manta revealed that small business owners feel empowerment in creating
their own earning potential and feel additional satisfaction in turning their passions into their
career. This echoes various reports that say small business owners are happier than those
working in the corporate world.
Traditionally underserved groups are turning to alternative funding.
Unfortunately, it’s been documented that racial minorities traditionally have less access to capital
for purchasing a business. According to a report by the Minority Business Development Agency,
“Minority-owned businesses are found to pay higher interest rates on loans. They are also more
likely to be denied credit, and are less likely to apply for loans because they fear their applications
will be denied.” If this trend continues, we expect to see an increase in the number of minority
business owners turning to alternative funding methods, such as 401(k) business funding.
Deemed “Rollovers for Business Start-ups” by the IRS, 401(k) business funding allows individuals
to use funds in a 401(k) or traditional IRA to buy a business. It’s not a loan, and there are no
minimal credit requirements, which means applications and interest rates aren’t involved. In
fact, Guidant saw a 35 percent increase in the number of minority-owned businesses using
401(k) business funding this year.
Small business owners are educated, but it’s not mandatory.
A large majority of our small business owner clients had some college education, but it’s more
common to have not attended college than it was to have earned a doctorate. Eighty-two percent
of Guidant’s survey respondents had an associate’s, bachelor’s or master’s degree, but 15
percent had only a high school diploma or GED. And an even lower percentage had a doctorate
degree (3 percent). This signals that with the right experience, financing and support system,
any aspiring business owner can pursue their entrepreneurial dreams, regardless of education.
Popular industries are poised for success.
Our clients are opening up shop in every arena from pet grooming to computer repair. The
most popular industries for small business owners in 2016 were food and beverage; health and
fitness; and business services. For more information on the health of these industries, we looked
at the Kauffman Index of Growth Entrepreneurship. This report looks at the high growth of
young companies, which is an important indicator for sustained growth in the industry as well as
job output. Both health and fitness and business services were listed in the top five high-growth
industries, while the food and beverage industry saw its highest year for growth since 2008.
Franchising is a popular option.
Regardless of industry, many entrepreneurs are opening the door to small business ownership
through franchising. About 40 percent of our clients used our business funding services to
purchase a new or existing franchise. The cost of acquiring a franchise starts as low a few
thousand dollars for home-based companies and can reach into the millions for larger, wellknown brick-and-mortar establishments. The majority of our clients who purchased a new
franchise spent between $50,000 – $100,000, while existing franchises usually cost between
$101,000 – $175,000.
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Going into business is affordable.
Many people have hesitations about becoming a small business owner because of the assumed
start-up costs. However, we found that almost 30 percent of entrepreneurs spent less than
$100,000 total to acquire their business. Although this is no small price tag, there are now more
funding options than ever before, and entrepreneurs don’t need to be millionaires to afford
making their dreams of business ownership a reality. In fact, the combined household income
for the majority of new entrepreneurs is less than $150,000.
Small businesses are looking to expand in 2017.
The top two challenges small business owners faced in 2016 were recruiting and retention of
employees and lack of capital/cash flow. Over 30 percent of respondents also indicated they
struggle with time management, as well as marketing and advertising.
Even though small business owners do have concerns over a lack of capital, they are looking to
grow. We asked our clients how they would invest additional business capital, and 48 percent
indicated they would use it to expand.
Even with the recent uncertainty about us the U.S. economy following the 2016 presidential
election, the dust is beginning to settle and entrepreneurs are able to focus their attention
toward their business’s success.

67% of Guidant’s small
business owner clients
pursued entrepreneurship
because they were dissatisfied
with Corporate America or
because the right opportunity
presented itself.
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CHAPTER 2

HOW TO CHOOSE THE RIGHT BUSINESS
5 Steps to Help You Identify the Perfect Business Opportunity

When you’re ready to make the leap into the world of small business ownership, one of the most
important decisions you’ll make is what kind of business to buy. Whether you’re debating which
industry you’ll dive into or if you want to open an independent business or a franchise, here are
some steps you should consider when choosing the right business:
1. Identify Your Goals and Interests
A good starting point for anyone who is beginning their search for the perfect business is to
define your goals as a business owner. Start by asking yourself these questions:
1.
2.
3.
4.

Why am I going into business ownership?
What are my lifestyle expectations for my new career?
How often do I want to work?
How important is being the final decision maker to me?

Equally important to defining your goals is to identify your likes and dislikes. Of course, you
should choose a business in which the main product/service aligns with your interests, but keep
in mind that you should fall in love with the lifestyle of your new role, not solely what you’re
selling. Look for businesses that will allow you to spend the majority of time on work that you
love. For example, if you love interacting with customers, a brick-and-mortar store that depends
on face-to-face communication with clients may suit you well.
On the flip side, it’s important to think about who will be responsible for the tasks you don’t
like. Being a business owner should be engaging and exciting, but some of the more tedious
responsibilities, such as bookkeeping and paperwork, will fall to you if no one else is designated.
If you’re not interested in taking on those tasks, make sure your business model allows for you
to either hire someone or contract the work out.
2. Research Different Business Models
Many people think becoming an entrepreneur means launching the next big tech start-up from
your garage. It’s not a bad way to go if that’s your thing, but becoming a business owner can
look different for everyone. Of the people who used Guidant’s services last year, only 25 percent
funded an independent start-up, while 32 percent purchased a new franchise, 31 percent bought
an existing business and 8 percent purchased an existing franchise.
Independent start-ups, franchises and existing businesses all have their own pros and cons,
so it’s helpful to start by thinking about which will fit your personality best. If the thought of
managing every aspect from the ground-up energizes you, a start-up may be a great fit. On
the other hand, if you’re more comfortable working within an established business model, a
franchise could be the right choice.
When you’re researching different types of businesses, take into consideration the cost. In
general, franchising will cost you more up-front, but independent businesses will have more
costs down the road. For more information about the costs of franchises versus independent
businesses, see chapter 3.
guidantfinancial.com
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3. Consult Available Resources
Beginning the search for your perfect business can be intimidating. Fortunately, there are several
online resources available to help you narrow your search, as well as people who work in roles
dedicated to matching businesses with the perfect owner.
Searching business directories allows you to view existing businesses that are for sale. For
example, BizBuySell offers directories of both existing businesses and franchises for sale. Their
search tool allows you to search by region, price, cash flow and other specifications.
If you prefer to work with a person rather than an online directory, business brokers can give
you detailed information about the for-sale businesses they represent. Each broker usually
represents between five and ten businesses at one time, so you may find it beneficial to work
with more than one business broker.
A franchise consultant can be a great resource in helping you determine if a franchise is a right
for you. Franchise consultants will ask you about your goals, project budget and aptitude for
different business skills before presenting you with a few different options to choose from
(usually three brands). You then have the power to decide which brand(s) you want to move
forward with. The lifecycle of working with a franchise consultant is typically between three and
six months.
4. Determine if You’ll Work with Family
Many business owners enjoy the benefit of working alongside family, but it’s not the right choice
for everyone. If you’re thinking about adding the title of “business partner” to a family member,
consider these steps in building a healthy working relationship.
•
•
•
•

Define your roles early in the process.
Designate one person as the final decision maker.
Create a plan in case your personal relationship suffers.
Analyze whether or not your personalities allow for working side-by-side every day.

Partnering in business with your family is a great way to incorporate family time into your new
career, but the key to success is having a plan.
5. Calculate Your Project Budget
Just like you wouldn’t start searching for a house before you knew how much you could afford,
you shouldn’t decide on your business until you’ve calculated a ballpark range for your business
budget.
Start crafting your budget by determining whether or not you feel comfortable taking on debt.
Traditional debt financing options, such as Small Business Administration (SBA) loans and
unsecured business loans, can give you access to large amounts of capital, but they have varying
interest rates and require a solid credit score to qualify. Getting a loan also means you’ll have
to make monthly payments, so be sure you can afford it before you sign the dotted line. Equity
financing, on the other hand, such as 401(k) business funding or portfolio loans, allows you
to avoid debt by using your existing assets as funding, but you’re limited by the value of your
investments.
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Whether you choose equity financing, debt financing or a combination of both, the next step is
to get pre-qualified for financing to see how much capital you’ll have access to. Guidant’s online
pre-qualification tool, for example, will give you a list of all the debt and equity financing methods
you’re eligible for, along with an estimate of your maximum funding amount. Just provide some
basic information about your personal financing, and receive your results instantly. To get
started, visit www.guidantfinancial.com/pre-qual.
No matter what type of business you decide is right for you, the journey to small business
ownership is both exciting and challenging. Choose to do something you love, explore all of your
options and work with professionals to guide you, and you’re sure to be on the path to success.

Business ownership isn’t just
for the wealthy. The combined
household income for the
majority of Guidant clients is
less than $150,000 per year.
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CHAPTER 3

INDEPENDENT BUSINESS OWNERSHIP VS. FRANCHISING
Determining Which Business Model You’ll Thrive In
If you’re still having trouble deciding which type of business is right for you after reviewing the
above steps, it’s time to take an in-depth look at the differences between owning an independent
business versus a franchise. Both options have benefits and challenges, and both will make your
dream of business ownership a reality, but the trick is deciding which is a better fit for your
strengths and goals.
Here are a few ways running an independent business differs from franchising:
Lifestyle
Both independent businesses and franchises give you the chance to be you own boss and take
control of your finances, but they can differ in terms of the lifestyle they offer to owners. If
you’re looking to set your own hours and have the freedom to volunteer at your child’s school
or take regular vacations, an independent business may be best as it allows true autonomy of
scheduling. You can work whatever hours you want, even third shift, depending on the type of
business. Franchises, however, usually have set hours that are determined by the parent brand
— especially for brick-and-mortar stores — that may make it hard to take consistent extended
breaks during work hours.
However, what franchises lack in schedule flexibility, they make up for in support and training.
When you become a franchisee, you’re paying to use a business model that’s been proven
successful in other markets. This includes marketing materials, best practices for hiring and even
a territory to call your own. So when independent business owners have to put in long hours
creating and tweaking their business strategy before they even open their doors, franchisees
just need to implement what’s already been established.
Ownership and Decision Making
If it’s important for you to have control over every single decision in your new business, then an
independent start-up may be a better fit for you. From the strategic details of your business plan
to the color of pens you’ll purchase for the office, every decision will come back to you as the
owner. Until you’ve hired staff to delegate to, the full responsibility is yours.
Small business owners who operate franchises don’t have the same amount of decision-making
responsibility – a relief to some – but they also don’t have the same freedom to make changes
to their products or services. Some franchisees are willing to give up that independence in
exchange for gaining the security and stability that comes with an established business model;
in fact, many find this preferable to the more chaotic atmosphere of running a start-up. But
others don’t enjoy the lack of freedom and would rather hold more responsibility, even if it does
require more time and energy. It all depends on your personality and where you feel the most
comfortable.
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Costs
Directly comparing the cost of starting a franchise versus an independent start-up is tricky, but
there are differences in expenses that you should be aware of to better evaluate your budget and
cash flow. If you open a franchise, you’ll need to pay not only an upfront franchise fee, but also a
location buildout price and an ongoing monthly fee (either a flat rate or a percentage of revenue)
that allows for continued use of the brand’s name and practices. The initial investment varies
greatly — there many franchise options under $50,000, but several of the larger, well-known
brands can cost hundreds of thousands of dollars. The price and mandatory franchise fees have
little room for negotiation and usually cost more than an independent business upfront, but you
have the benefit of a fully operating business as well as built-in brand recognition.
Intuit reports that the average cost of launching an independent business is closer to $10,000.
The lower initial price tag is likely related to the control the business owner has over the size of
the operation. For example, independent business owners can delay their business’s opening
or downsize before launching if the budget doesn’t allow for full-scale operations. Start-ups do
require more money spent over time to maintain and grow the business, such as marketing
materials, HRIS systems, payroll, etc. (These services/systems are typically included in the
franchise fees upfront, and franchises can acquire them at a discount). As an independent
business owner, you’re likely to spent more time and money researching, developing and
purchasing these additional necessities.
Because of the vast difference in the cost to launch different types of businesses, understanding
your business budget early on is a crucial step in moving forward. If you’re unsure of where to
start, we recommend using a pre-qualification tool to determine what your maximum project
budget is, as well as what financing programs you qualify for.
Survival Rates
One of the most intimidating factors to overcome as a small business owner is the fear of having
an unsuccessful business. Whether you’re funding your venture with debt, retirement funds or
cash from family and friends, there is always a risk to your investment.
According to the Bureau of Labor Statistics, about 20 percent of all businesses in the U.S. close
after the first two years of operation and a little over 38 percent after four years. However,
these numbers vary greatly depending on the type of business you own. It’s generally accepted,
because of their established, proven business practices, that franchises have higher success
rates than independent businesses, but that comparison is not black and white.
There’s a lot of information about success rates of franchises, and to predict one brand will be
successful while another won’t is extremely difficult. One way to research the risk of a specific
franchise brand is to look at their SBA loan default rates. You should also take into consideration
how you found the franchise you’re researching. Partnering with an experienced franchise
consultant who can help you make a good match is likely to increase your success rate since the
brand aligns with your skills and goals. In a five-year study by franchise consulting firm FranNet,
performed a five-year study which showed 92 percent of their franchise placements were still in
business after two years, and 85 percent after five years.
Though the success rate of independent businesses seems to be more volatile, this isn’t true for
all industries. Businesses in the finance, real estate, education and health sectors have almost
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a 20 percent higher survival rate after the first four years compared to those in the information
industry, and a 10 percent higher success rate than retail and transportation industries. Despite
the discouraging information you might find after a quick Google search on independent
business survival rates, it’s worth putting in the time to research your potential industry before
deciding whether you might want additional franchise support. And no matter the industry, if
there’s a market for your product or service and you can outdo the competition, your chances
of success are astronomically better.
Funding Success
You can also have an impact on the long term success of your business, whether independent or
franchise, based on how you fund your business. Eighty-one percent of all Guidant clients are still
in business after four years, which can be attributed to our debt-free financing solution. Guidant
helps clients use their retirement funds to start a business without getting a loan. This lowers
overhead and eliminates monthly payments, allowing the business to become profitable sooner
rather than later. Over half of our clients who obtained SBA loans also used 401(k) business
funding as an alternative to making their down payment, thus reducing their monthly payment
amount and preserving their personal savings. Managing cash flow is crucial to the success of
new businesses, and starting debt-free — or with more manageable payments — has proven to
contribute to that success.

Guidant clients reported
their level of happiness
as a business owner as
a 7.52 out of 10. This
is on point with other
research indicating
entrepreneurs are
happier than employees
of big companies.
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CHAPTER 4

TOP 4 BUSINESS FINANCING METHODS
When Cash Reserves, Credit Cards and Financial Favors Max Out
Once you’ve done your research and chosen the business you’d like to buy, financing your
dream is the next step. Many people will dip into their personal cash reserves to start, and then
ask friends and family for help or apply for credit cards. But what do you do when that’s not
enough or you just don’t like those options? Here’s a look at the top 4 ways business owners are
financing their ventures, and what it takes to qualify for each:
1. SBA BUSINESS LOANS
Loans from the Small Business Administration (SBA) are one of the most common forms of small
business financing. They provide up to $5 million in financing, which can be used for almost
any business purpose, including start-up, acquisition and expansion costs. The SBA encourages
banks to lend to small businesses, and in exchange they guarantee 75 – 85 percent of loan.
PROS:
• Cost effective. With low interest rates, extended repayment terms and no ballooning
costs, SBA loans offer affordable repayment options for business owners at all stages.
• Flexibility. Loan proceeds can be used as working capital, revolving funds, or to
purchase real estate, equipment, inventory, etc.
• Grow your business. With budget-friendly monthly payments, you’ll have more money
to put back in your business.
CONS:
• Time to fund. The SBA loan process usually takes a minimum of six weeks for approval.
Applying for a loan on your own can be even more time consuming as you’ll need to fill
out multiple applications and gather a multitude of documents. It’s advisable to work
with a broker that can help you streamline the process and has relationships with
lenders in place.
ELIGIBILITY REQUIREMENTS:
• 20 percent down payment for an existing business purchase or 30 percent for a start-up
• 640+ credit score
• Personal collateral required
• Industry experience preferred
• Secondary income preferred
2. 401(K) BUSINESS FUNDING (ROLLOVERS FOR BUSINESS START-UPS)
One of the most popular forms of equity financing is the Rollover for Business Start-Up (ROBS)
arrangement. ROBS allows entrepreneurs to roll money from a 401(k), IRA or other eligible
retirement account to start a new business or purchase an existing business or franchise. As
a part of the structure, the new corporation sponsors a 401(k) plan, allowing you and your
employees to continue to save for retirement.
guidantfinancial.com
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PROS:
• A quicker path to profitability. Because the ROBS structure is not a loan, no monthly
payments or interest rates are involved, allowing you to make money faster.
• Easy to qualify. There are no collateral or minimum credit score requirements, which
makes qualifying extremely simple. If you have $50,000 in a rollable retirement account,
you’re eligible to use ROBS.
• Control of your retirement funds. Unlike the stock market, ROBS allows you to direct
your retirement funds to your business’s benefit, and you don’t need to worry about
market volatility.
CONS:
• Ongoing requirements. As a part of the ROBS structure, your corporation must
sponsor a 401(k) plan. Though this is a competitive benefit for you and your employees,
it does require annual filings with the IRS and DOL.
• Risking retirement. Though investing your retirement funds in the stock market is
never a sure bet, some entrepreneurs are not comfortable with the idea of alternatively
using their retirement funds to start small business. If the business fails, you risk losing
part or all of your nest egg.
ELIGIBILITY REQUIREMENTS:
• At least $50,000 in a rollable retirement account
• No minimum credit score requirements
• No down payment needed

3. HOME EQUITY LINES OF CREDIT (HELOC)
Some business owners choose to use the equity in their home to gain capital for their ventures.
Home Equity Lines of Credit act like a credit card in which you have access to a revolving balance
and pay interest only on what you use. Interest rates usually vary over time based on prime.
PROS:
• Easy to qualify. Given you have equity in your home, acceptable credit and a means to
pay back the loan, HELOCs are fairly easy to obtain compared to traditional business loans.
• Affordable debt. Interest rates for HELOCs are usually significantly lower than rates
for other loans, and the interest you pay is tax deductible.
• Great for working capital. Since HELOCs offer access to a revolving line of credit at any
given time, they’re an affordable option to get over a momentary rough patch in cash flow.
CONS:
• You risk your home. Should you default on repaying your balance in a timely manner,
you’re at risk of losing your home.
• Hidden costs and fees. HELOCs usually come with closing costs, attorney fees, loan
processing fees, and sometimes inactivity fees and early repayment fees.
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ELIGIBILITY REQUIREMENTS*
• At least 15% equity in home
• 660+ credit score
• Credit utilization below 45%
*These requirements are approximations only. Actual requirements may vary by lender.

4. UNSECURED LOANS
Unsecured loans provide a fast, alternative method of financing that don’t require any collateral
to qualify. You can secure up to $150,000 without risking personal property. These loans are based
solely on creditworthiness, so it’s best for those who have a healthy credit history and score.
PROS:
• Keep personal assets safe. There’s no need to need to risk your home or other
property to secure the loan.
• Quick funding. Guidant clients secure an average of $104,000 using unsecured loans
in only a few weeks.
• Freedom. There are no restrictions on what funds from an unsecured loan can be
used for.
• Low introductory rates. Interest rates begin at 0-3 percent for the first year, making
it a great short term financing option.
CONS:
• Increase in rates. After the first year, the interest rates for unsecured loans will rise,
making them a less than ideal option if you won’t have the cash flow to pay it back quickly.
• Requires 690+ credit score. Because unsecured loans aren’t backed with property,
they do require excellent credit scores to qualify.
ELIGIBILITY REQUIREMENTS*:
• 690+ credit score
• Credit utilization rate below 50%
• Minimal recent credit inquiries
• No recent derogatory comments on your credit report

Small business is poised for success in 2017. 63%
of Guidant’s small business owner clients said they
were looking to grow their business this year.
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CHAPTER 5

TOP CHALLENGES BUSINESS OWNERS FACE
Avoiding the Most Common Business Challenges
Now that you’ve chosen the business of your dreams and have done research on how to finance
your venture, the final step to success is learning everything you can about what it takes to run
a thriving business. That includes being aware of the most common challenges that arise during
the first few years. Sometimes a top employee puts in her two weeks’ notice right before busy
season. Other times, you’ll find the cash flow isn’t flowing as freely as you’d prefer. Whatever
issues arise down the road, going in with your eyes wide open can help you avoid them entirely
or handle them when they do pop up.
Challenge #1: Hiring and keeping top talent.
Hiring a few employees is simple, right? It certainly can be — the prospect may interview well and
you may quickly and easily settle on a salary that works for everyone. But it can also unravel just
as quickly if that employee decides to quit or if you can’t seem to fill a particular position.
According to a Guidant survey of small business owners, 35 percent of respondents found
employee recruitment and retention to be the number one struggle of owning a business.
Yahoo Business also cites a small business survey by the National Federation of Independent
Businesses (NFIB) in which 48 percent of study participants agreed that “they could find few
or even no qualified applicants for the jobs they were trying to fill.” Countless reasons exist for
these hiring issues, some of which are in your control and others that are not. But even if you
can’t change all of the circumstances, you can control how you navigate the situation.
The solution: Whether it’s your first or fifth hire, make sure you provide a well-rounded package
when it comes to salary and benefits. You want to be competitive in your industry so you can
attract top-notch talent — and keep your current employees content and productive. The Wall
Street Journal suggests providing small employment perks such as incentives and contests
within your company, as well as fostering an environment in which employees can continue
to grow and develop. Promote from within whenever possible (and appropriate), and cultivate
open communication between yourself and your employees.
Challenge #2: Lacking capital and dwindling cash flow.
You can never have too much — but you can certainly have too little when it comes to money.
In fact, 35 percent of Guidant’s small business owners reported lack of capital and cash as a top
challenge. And a Forbes survey of approximately 700 small business owners listed a whopping
58 percent of respondents as saying, “We need more sales.” And as we all know, sales equal
cash. So what’s a cash-strapped entrepreneur to do to avoid this pitfall?
The solution: Maybe it makes fiscal sense for you to try 401(k) business funding, a popular
choice for many entrepreneurs. With this funding vehicle, you can use your eligible retirement
funds for your business and not incur any tax penalties or additional debt. Or maybe you try an
unsecured loan, which offers short-term financing with extremely low introductory rates.
If you don’t want or need to go the financing route, there are a few guidelines you can implement
to keep more cash in-pocket. An Entrepreneur.com article titled “How to Better Manage Your Cash
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Flow” cites a few simple tips such as projecting cash flow for the year, quarter and even the
upcoming week so you know where you stand. Additionally, you can improve your receivables by
giving incentives to clients who pay you on time, taking deposits from new clients and requiring
credit checks for non-cash customers. Applying a few of these tips should help you stay out of
the red and in the black.
Challenge #3: Managing your time.
If you’ve ever felt like the clock was on fast forward, you’re not alone. Our survey respondents
ranked time management as the third biggest challenge of being a small business owner. From
constant interruptions, such as emails, phone calls and instant messages, to busy meeting
schedules and last-minute deadlines, distractions abound. Not to mention many entrepreneurs
end up performing multiple job functions. It’s no wonder time is an issue! So what can you do to
combat the numerous time drains in your day?
The solution: Take back your time. Books and classes that offer in-depth solutions are plentiful,
but a couple of smart strategies can get you started pretty quickly. In an Entrepreneur.com article
that differentiates between “clock time” and “real time,” the author states that “time flies or drags
depending on what you are doing,” so you want to take that concept into account when planning
out your schedule. Start tracking the time you spend accomplishing tasks versus the wasted
time on unproductive thoughts or conversations. Then manage your time to eliminate those lost
minutes. Many business owners also find it helpful to book time with themselves so they can
focus on priority projects, and put up a ‘do not disturb sign’ to avoid distraction (that includes not
answering emails or phone calls). If you need additional tips, the Small Business Administration has
created a comprehensive guide to time management, with helpful resources such as worksheets
and sample time management plans.
Challenge #4: Marketing and advertising.
The world of marketing can seem overwhelming when you don’t have a marketing degree. And 30
percent of Guidant’s clients agree that marketing and advertising is the fourth biggest challenge for
their small business. But it’s crucial to the success of your business or franchise, so how can you
prepare yourself to tackle this challenge?
The solution: It’s okay if you aren’t a whiz when it comes to posting on social media or writing
website copy — rest assured, there are plenty of people who are. Seek out their assistance, and
don’t feel bad doing it. Remember, your specialty is starting and running a successful business, and
that is no small feat.
But if you do chose to take on marketing and advertising in-house, make sure to brush up on best
practices. Tons of resources exist, such as the marketing section on Entrepreneur.com, where you
can find relevant how-to articles and videos to help you spread the word about your business —
and drive new sales.
Challenge #5: Administrative work.
Bookkeeping and payroll may not fall at the top of your favorites list, but you will need to make time
for them to keep those talented employees around. Approximately 29 percent of Guidant’s small
business survey respondents cited administrative work as a real challenge in their daily operations.
And an Entrepreneur.com article even listed accounting challenges as a top reason businesses fail.
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The solution: In a similar vein as marketing and advertising, you can (and may want to) hire
outside companies or bookkeepers to perform your payroll and bookkeeping duties for you.
Since you’re dealing with federal and state laws, you need to be vigilant, especially if it’s not your
strong suit. Plus, hiring an outside resource (or even an internal employee who’s an expert) can
take the task off your list so you’re not wasting time teaching yourself. If you want to get an idea of
what’s involved in accounting or bookkeeping for a business, the Small Business Administration
provides a 10-step guide to setting up payroll.
Remember, these challenges are purely possibilities — you may encounter one, two or none at all.
So get out there and realize your dream of owning your own business or franchise — you’re ready!
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