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INTRODUCTION TO WORKBOOK 2

Welcome to Workbook 2: Vital Information for Planning Your Business!!!

Good work. You have already conquered the hardest part of any program, which is
Getting Started!

Workbook 1: Building the Base of Your Business helped you harness your desire to
be an entrepreneur, test your desire, and set your personal goals. Then it took you
through discovering the right business, the right business structure, the right name, and
the right method of getting into business. While completing this first workbook in the
program, the participating readers were led to the answers of each of the above. If you
are missing answers, go back to this first step. This groundwork is absolutely necessary
to establish a firm foundation for your entrepreneurial venture.

Having said that, each of the four workbooks are also designed to stand on their own. If
you have developed your business vision to this point—and are confident in your
business’s foundation—then Workbook 2 will take you through the next steps.

Specifically, this workbook will deal with concrete aspects, such as location,
communication, equipment needs and general expenses. It also deals with the complex
issues of leasing, insurance, employee costs, and multi-governmental regulations.

This workbook leads and prompts you to find the Vital Information for Planning Your
Business.

The software provided for your financial projections should be used as you do this
workbook program. It will save you hours of work in the long run because it completes
your financial projections automatically. However it is still a good idea and we strongly
recommend that you complete all the assignments on a hardcopy as well. Therefore,
photocopy all of the worksheets found in the Appendix. Remember to complete
your hard copy work in pencil. People who have forgotten to do these two steps or
simply decided not to, have always realized too late that it was a mistake. As a matter of
fact, your entrepreneurial dream will be gaining more and more clarity as you progress,
which will have you changing or updating previous assignments.

Remember, each step will take you a little bit closer to turning the vision of
entreprenuership into reality. Do each of these steps; make each of the decisions and
you will give life to your dream.
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SPECIAL POINT: If you chose to purchase an existing business or you entered into a franchise,
you may feel you have no control over the company profile, location, or many other things that
are already in place. But that is not necessarily the case, you still have an opinion that needs to
and will be heard as well, you need this knowledge to run your business. You have to be
business smart, business creative, as well as business driven, so learn all you can. This
workbook helps you to think through many angles of your business at least once. For example,
Chapter 2 “Location”: It may be wise to go through this section to be sure that you are getting
into something that makes sense to you.  It may even make sense to move the existing
business (when you take ownership) or to discuss with the franchisor a location that better suits
your needs.

At the very least, this workbook will provoke and stimulate your thoughts regarding the business
and the decisions that brought you this far.
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Your business is like an eight-week-old fetus. It has taken its main shape, yet the final
details of its look and internal operations are not complete. This workbook will develop a
bit more of the look as well as the internal organs of your business.

Have you read the introduction to this workbook? The introduction has a special point
for people who have decided to buy an existing business or enter into a franchise.

The decisions from Workbook 1: Building the Base of Your Business are the
foundation blocks that support all further decisions within the program. Now in
Workbook 2: Vital Information for Planning Your Business, you are going to
complete a thorough accounting of the needs and expenses of your new business. It is
very important that you push yourself to complete each task. Very few businesses open
their doors with a reasonable understanding of what their costs will be and what extra
costs may be encountered. Through doing the assignments in this workbook you will
gain specific knowledge for your business and confidence in your actions which will
create even more belief in the potential of your future business.

While almost everyone makes it this far into the program, only those with a
commitment to success will finish this program. Look back in Workbook 1: Building
the Base of Your Business, Chapter 2 “Self-Management, Self-Driven” to your
personal commitment to complete this program to the best of your ability. READ AND
REREAD. By following through on this decision, you will become part of the 3% of the
population who are self-motivated and successful.

Achieve the goals you have set for yourself!

YOU CAN DO IT!
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A. Mission Statement

In Workbook 1: Building the Base of Your Business you set goals for your personal
life. Now it is time to take a serious look at your newly created business. It is absolutely
essential to have a clear mission statement for your business.

Often you will hear the term “main objective”. It is the same as saying, “the Mission
Statement.” They both have the same meaning and intentions. When you set your
Mission Statement, you want to state what your business is, or will be, in terms of how it
treats its employees, customers, and suppliers, as well as the company values,
product/services, and direction. From this statement you are setting for yourself, your
employees, your customers, and suppliers, the distinction between your company
and its competitors.

Your Mission Statement may be one sentence, a paragraph or a list of points. It is yours
so you can set the parameters as long as it is clear and concise.

From your Mission Statement, which is the longest term goal you set, you can work
backwards to determine your short-term goals. Your Mission Statement and goals work
together. The Mission Statement gives your goals direction, and your goals provide the
support and the method to achieve the Mission.

If you do not have a distinct direction and purpose for your business and you come to a
fork in the road, whichever path you choose will take you somewhere, but you may not
like where you end up. However, if you write and follow your Mission Statement, you will
know where you want to go and have a distinct direction and purpose; from this position
the correct path will reveal itself.

Example:  Daybreak Bagels Inc.

MISSION STATEMENT:
Daybreak Bagels Inc. will be the first thought in the minds of people throughout
Western Canada when they feel the need for a treat. They may enjoy our
products through one of our many retail clients or enjoy our products with us.
With an outlet in every city center, we will consistently offer top quality, delicious
nutrition, and a relaxed atmosphere that will be a haven from daily pressures.

Our positive minded courteous staff are the main reason for our success as they
set the mood and tone we want our customers to feel.

If giving our best doesn’t satisfy our customers, we’ll give it for free!

Now let’s first set our own Mission Statement and then we will determine the goals
needed to achieve it.


