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The Business Enterprise Centre has developed a step by step outline to assist you with your business start up.  
These are very general instructions providing an overview of the basic steps involved in starting a business.  If 
you have any questions regarding your specific situation, please contact us and we would be happy to assist 
you. 

 
Self Assessment - Are You an Entrepreneur? 
So you have a great idea for a new business. This is the first of many steps in the process of becoming an 
entrepreneur. Starting your own business is a big responsibility and requires time, attention and skill. 
 
Many people start a small business in order to enjoy the perceived rewards of freedom and independence. 
Owning your own business can offer you the freedom to use your own ideas, be the boss and earn as much as 
you want. 
 
The reality of small business ownership can be quite different. Many small business owners will tell you that they 
work more hours than when they worked for someone else. Over half of all businesses don’t survive the first 
three years of operation. But businesses don’t fail, people do. So before forging ahead with your business idea, 
take an honest evaluation of your personality, circumstances and goals using the following tools. 

 Entrepreneurship Quiz (document attached) 
 Entrepreneurial Self-assessment – www.bdc.ca  Articles and Tools  Entrepreneur’s toolkit 

 
Idea Assessment - Evaluating Your Business Idea 
Perhaps the most crucial problem you will face after expressing an interest in starting a new business or 
capitalizing on an apparent opportunity in your existing business will be determining the feasibility of your idea. 
Getting into the right business at the right time is simple advice, but advice that is extremely difficult to 
implement. The high failure rate of new businesses and products indicates that very few ideas result in 
successful business ventures, even when introduced by well established firms. Too many entrepreneurs strike 
out on a business venture so convinced of its merits that they fail to thoroughly evaluate its potential. 
 
The following are useful tools to assist in evaluating your business idea. They are designed to help you screen 
out ideas that are likely to fail before you invest extensive time, money and effort in them. 

 Feasibility Checklist for Starting a Small Business (document attached) 
 Venture Checklist – Canada Ontario Business Service Centre (document attached) 
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Are You an Entrepreneur?  
Starting and running a successful business involves many things, one of the most important of which is the entrepreneurial individual. 
Over half of all businesses don’t survive the first three years of operation. But businesses don’t fail, people do. So before forging ahead 
with your business idea, take an honest evaluation of your personality, circumstances and goals.  
 
Ask Yourself These Questions...  
 
Am I an Entrepreneur?  

YES  NO   

  I know that going into business for myself will involve the whole family.  

  My spouse/partner thinks it’s a good idea.  He/she is willing to help.  

  I understand people. I am the kind of person who can put myself in the other guy’s shoes.  

  I don’t know everything. There are still things to learn and new ideas I should consider.  

  I am adaptable. I am not so routine-bound or rigid in my ideas that I can’t change if my business required a 
change.  

  I like to make my own decisions and try my own ideas.  

  I make sound judgments. I know I will have to make decisions every day in my own business.  

  I can take advice from others.  

  I enjoy being challenged and thrive on competition.  

  I want to improve my financial position.  

  I know that my standard of living will be lowered for a while -- until the business begins to show a profit. It 
may take several months, maybe even a year or two to make a profit. 

  I like to work. My own business requires me to work hard -- 12 to 16 hours each day.  The work is never 
really done. There’s always more.  

  I have the energy to do all the necessary lifting, hauling, standing, walking, talking and smiling that the 
day-to-day operation of my business will require. 

  I’ve considered all of the alternatives to entering business for myself.  

  I know the advantages and disadvantages of a sole proprietorship, of a partnership, or incorporating my 
business.  

  I’ve considered the advantages of working for someone else and not going into business for myself.  

  I might fail.  

 



Do I Possess Management Skills? Can I Effectively Merchandise My Offering?  

YES  NO  
 

  I can shoulder the full responsibility of running a business.  

  I have always protected my family, my possessions and myself with insurance and sensible safeguards.  

  I know how to develop an assistant -- a “backup” to run the business when I am not there.  

  I know how to forecast sales and expenses and how to use this information to help make my business more 
successful.  

  I know the good things people do to improve a business. I know the mistakes that drive business away.  

  I know the suppliers and the assistance they provide.  

  I’ve had experience organizing the help and establishing ways of doing things.  

  I know what, how much, when and where to buy.  

  I know the types of credit to offer that are appropriate to the business and the customer.  

  I know how to price my goods and services competitively.  

  I know how to pay for merchandise, meet expenses and still make a profit.  

  I know how to control my inventory to coincide with peak and slack periods of the business.  

  I know how to advertise sensibly.  

  I know how to encourage customers to buy by making them feel welcome.  

  I take part in community activities. I’m a good neighbour; I go out of my way sometimes to do little extra 
things that build goodwill.  

  I’ve always created a clean, attractive and pleasant atmosphere for customers and employees wherever I’ve 
worked.  

 
Competition and the Prospective Customer Financing and Cash Flow Management  

YES  NO  
 

  I know my community wants, needs and can support this business.  

  My community has enough people with enough inclination to spend money for the goods or services I plan 
to supply.  

  I’ve studied my competition. I know who my competitors are (both direct and indirect), where they are and 
how they operate.  

  I know what people think of my competition and how good they are.  

  I know how I can be better than my competitors.  

  I want to have the best business in town.  

  I know how to collect past due accounts without losing the customer.  

  I have some money saved that I’ve been putting away for my own business.  

  I have enough money to go into the business I want and I can get more from other sources -my friends and 
family and from the bank.  

  I know that the money must be paid back out of profits, after taxes and before I take any money for myself  

  I know myself.  



  I know what’s required of me.  

  I have evaluated my personality; it lends itself favorably to my business.  

  I am frank about discussing my financial condition. I have nothing to hide.  

  I am honest and ethical and have a good record with the people I have done business with.  

  I always get things done on time and plan ahead.  

  I have will power and lots of self-discipline.  

 
Who Else Can Help My Business Succeed?  

YES  NO  
 

  I have friends and family to lean on.  

  My friends can help me because they are capable of impartial thinking and judgment when they know it will 
help me.  

  I am aware of the services of the Business Enterprise Centre and the free counselling services they provide 
for me.  

  My banker is someone with whom I should have or build a relationship with.    

  My insurance rep will help me select the best protection for both my business and myself.  

  My suppliers provide a whole range of services to help me in the conduct of my business.  

  I realize that I cannot be all things to all people at all times -- but that this will be expected of me in my own 
business. I can withstand the strain this will create for me and have identified my personal stress breaks.  

 
 
Let’s Add Up Your Score …  

By reviewing the numbers of questions to which you responded “no”, you should be able to determine the areas in which you need to 
improve. If you have any concerns about your suitability for an entrepreneurial career, or if you would like advice on ways to improve 
in any of these areas, please feel free to visit us at the Business Enterprise Centre, Owen Sound & Area or schedule an appointment by 
calling 519-371-3232 or email businesshelp@owensound.ca.  
 
As an entrepreneur, you will need to have a basic understanding of what is involved in operating a business. It is important that you 
are able to manage the various key roles in your business.  

Your business needs you to be good at the following:  
 The basic work/activity of your business  
 Managing the business – setting up procedures, ensuring bills are paid, motivating your staff  
 Understanding your financial statements and using them to make wise decisions about your business  
 Creating and providing the vision for the future of your business  
 
As you gain greater self-awareness, you may conclude that the best thing to do is to have someone else take care of certain aspects of 
the business (such as the bookkeeping) – THIS IS OKAY – you don’t have to be an expert at everything. Just keep in mind that no one 
else will care as much about your business as you do. This means you will still need to be concerned with all aspects of the business 
and understand the outcomes, even if someone else handles the daily work.  



Research indicates that there are at least 12 Key Characteristics common to  
many successful entrepreneurs.  

HOW MANY DO YOU HAVE? 

1 A desire for achievement  
Entrepreneurs have the drive to see their business ideas come to life.  
 

2 Willingness to work hard 
Those who are focused and hard working usually achieve their goals.  
 

3 Problem solving abilities 
Those who enjoy solving problems are usually better able to deal effectively with problems as they arise.  
 

4 Nurturing quality 
Entrepreneurs will do what it takes to develop and promote their business; they will train, educate, rear and foster themselves 
and their team.  
 

5 Acceptance of responsibility 
Entrepreneurs are morally and legally responsible for their venture.  
 

6 Reward orientation 
Entrepreneurs desire to be rewarded for their hard work and achievement; these rewards may include money, recognition and 
respect.  
 

7 Determination and optimism 
Entrepreneurs have a history of not quitting. If they must close their business, they see it as a temporary setback from 
eventual success in another venture. They do not fear failure.  
 

8 Organization 
There are many aspects involved in starting a business (securing financing, choosing a name and location, selecting a team of 
experts to work with, hiring staff)…most successful entrepreneurs have the organizational skills necessary to manage these 
different aspects.  
 

9 Ability to search for good ideas and sell them 
Entrepreneurs are creative and are constantly looking for good ideas; they are also able to convince and sell others on their 
ideas.  
 

10 Profit orientation 
Entrepreneurs use profit as a measure for their achievement and success (however, profits may not motivate entrepreneurs to 
the same extent as the desire to achieve).  
 

11 High tolerance for risk and uncertainty 
An entrepreneur is able to deal with the risks and uncertainties, which are associated with owning and managing a business; 
an entrepreneur is also willing to forego the security of a salary in favor of running her own affairs.  
 

12 Communication skills 
Entrepreneurs have above average communication skills; interact effectively with customers, partners, investors and suppliers.  
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Feasibility Checklist for Starting a Small Business 

 
This publication is a checklist for the owner-manager of a small business enterprise or for one contemplating going into business for the 
first time. The questions concentrate on areas you must seriously consider to determine if your idea represents a real business 
opportunity and if you really know what you are getting into. You can use the checklist to evaluate a completely new venture proposal 
or an apparent opportunity in your existing business. 
 
Summary 
Perhaps the most crucial problem you will face after expressing an interest in starting a new business or capitalizing on an apparent 
opportunity in your existing business will be determining the feasibility of your idea. Getting into the right business at the right time is 
simple advice, but advice that is extremely difficult to implement. The high failure rate of new businesses and products indicates that 
very few ideas result in successful business ventures, even when introduced by well established firms. Too many entrepreneurs strike 
out on a business venture so convinced of its merits that they fail to thoroughly evaluate its potential. 
This checklist should be useful in evaluating your business idea. It is designed to help you screen out ideas that are likely to fail before 
you invest extensive time, money and effort in them. 
 
Preliminary Analysis 
A feasibility study involves gathering, analysing and evaluating information with the purpose of answering the question: “Should I go 
into this business?” Answering this question involves a preliminary assessment of both personal and project considerations. 
 
General Project Description 

 Briefly describe the business you want to enter. 
 List the products and/or services you want to sell. 
 Describe who will use your products/services. 
 Why would someone buy your product/service? 
 What kind of location do you need in terms of type of neighbourhood, traffic count, nearby firms, etc. 
 List your products/services suppliers. 
 List your major competitors - those who sell or provide similar products/services. 
 List the labour and staff you require to provide your products/services. 

 
Requirements for Success 
To determine whether your idea meets the basic requirements for a successful new project, you must be able to answer at least one of 
the following questions with a “yes.” 

  Yes No 

Does the product/service/business serve a presently unserved need?     

Does the product/service/business serve an existing market in which demand exceeds supply?     

Can the product/service/business successfully compete with existing competition because of an 
“advantageous situation”, such as better price, location, etc.? 

    

 
Major Flaws 
A “Yes” response to questions such as the following would indicate that the idea has little chance for success. 

  Yes No 

Are there any causes (i.e. restrictions, monopolies, shortages) that make any of the required 
factors of production unavailable (i.e. unreasonable cost, scarce skills, energy, material, 
equipment, processes, technology, or personnel)? 

  

  

Are capital requirements for entry or continuing operations excessive?     



Is adequate financing hard to obtain?     

Are there potential detrimental environmental effects?     

Are there factors that prevent effective marketing?     

 
Desired Income 
The following questions should remind you that you must seek both a return on your investment in your own business as well as a 
reasonable salary for the time you spend in operating that business. 

 How much income do you desire? 
 Are you prepared to earn less income in the 1st - 3rd years? 
 What minimum income do you require? 
 What financial investment will be required for your business? 
 How much could you earn by investing this money? (A) 
 How much could you earn by working for someone else? (B) 
 Add the amounts in (A) and (B). If this income is greater than what you can realistically expect from your business, are 

you prepared to forego this additional income to be your own boss with the prospects of more substantial profit/income in 
future years? 

 
Supply 

  Yes No 

Can you make a list of every item of inventory and operating supplies needed?     

Do you know the quantity, quality, technical specifications, and price ranges desired?     

Do you know the name and location of each potential source of supply?     

Do you know the price ranges available for each product from each supplier?     

Do you know about the delivery schedules for each supplier?     

Do you know the sales terms of each supplier?     

Do you know the credit terms of each supplier?     

Do you know the financial condition of each supplier?     

Is there a risk of shortage for any critical materials or merchandise?     

Are you aware of which suppliers have an advantage relative to transportation costs?     

Will the price available allow you to achieve an adequate markup?     

 
Expenses 

  Yes No 

Do you know what your expenses will be for: rent, wages, insurance, utilities, advertising, 
interest, etc.? 

    

Do you need to know which expenses are direct, indirect, or fixed?     

Do you know how much your overhead will be?     

Do you know how much your selling expenses will be?     

 



Miscellaneous 

  Yes No 

Are you aware of any major risks associated with your product, service and/or business?     

Can you minimize any of these major risks?     

Are there major risks beyond your control?     

Can these risks bankrupt you?     

 
Venture Feasibility 

  Yes No 

Are there any major questions remaining about your proposed venture?     

Do the above questions arise because of a lack of data?     

Do the above questions arise because of a lack of management skills?     

Do the above questions arise because of a “fatal flaw” in your idea?     

Can you obtain the additional data needed?     

Can you obtain the additional managerial skills needed?     

Are you aware that there is less than a 50-50 chance that you will be in business two years from 
now? 

    

 
 
Venture Checklists 
 
Printed from Canada-Ontario Business Service Centre 
www.cobsc.org 
 
The following checklists are meant to assist you in assessing each point against your business plan. 
 
Summary 
Marketing 
Nature of the Market 

 number of potential buyers, by region;  
 number of existing buyers, by region;  
 profile of buyers . . . by age, income, occupation, education, sex, family size, etc. by region;  
 profile of users (if buyers and users are different) by region;  
 where buyers and users live . . . by region, city size, urban, suburban, rural;  
 where buyers buy . . . urban, suburban, rural, trading centre, local, type of store;  
 size of purchases;  
 when buyers buy . . . time of day, week, month, year, and frequency of purchase;  
 how buyers buy . . . name brand specifications or not, impulse, planned, comparison, personal inspection, cash/credit;  
 why buyers buy . . . attitudes, motivation, trends, styles;  
 who influences buying decisions . . . by type of product and brand, uses of product;  
 unfavourable attitudes of buyers and brand;  
 indications of changes in buying habits.  

 
Structure of Your Market 

 number of competitors;  
 number of brands . . . national, regional, local;  
 share of market by brands . . . total, regional, city size, type of store;  
 characteristics of leading brands;  
 differentiation of own brand from leading brands . . . strength, weakness, opportunity, threat analysis;  
 policies, presentation, methods and tools of principal competitors.  
 

Product Profile 
Product 



 quality . . . materials, design, durability, safety, method of manufacture and workmanship;  
 models, sizes, colours, flavours, etc.;  
 luxury, standard, essential;  
 convenience of shopping.  

 
Package 

 protection . . . shipping, handling, theft, tampering, spoilage, etc.;  
 utility . . . measures, closure, reseal, disposable, reusable, etc.;  
 identification . . . universal product code, visual exposure, colour, label;  
 display . . . versatility for stacking, hanging, filing, etc. 
 

Name Brand 
 legal . . . logo, trademark, copyright, industrial design, song;  
 image . . . memory value, goodwill value, recognition, suggestiveness, pleasingness, generic original.  
 

Service 
 installation . . . who, when, cost, delivery;  
 maintenance . . . who, when, cost, convenience;  
 repair . . . who, when, cost;  
 warranty . . . who, when, how long;  
 accessories . . . aftermarket, compatible.  

 
Place in the Market 
Distribution Channels 

 number of retailers . . . each type by region;  
 number of wholesalers . . . each type by region;  
 per cent of retailers . . . each type, handling brand by region;  
 aggressiveness of retailers, co-operation by region, store type and city size;  
 indications of shift in relative importance of channels.  
 

Promotion 
Personal Selling 

 recruiting and selection . . . methods, qualifications, standards;  
 training . . . methods, skill development, motivation;  
 supervision . . . performance reviews, development;  
 compensation . . . commission, bonus, benefit plans.  
 

Advertising 
 effectiveness . . . comparison of spaces purchased, timing, appeals and themes, black and white vs. colour;  
 cost effectiveness . . . various media, style, background, placement;  
 product effectiveness . . . feature products, merchandising.  

 
Sales Promotion 

 co-operative advertising;  
 deals, premiums, coupons, discounts, bonus gifts, displays.  
 

Publicity 
 announcements, press releases, mentions.  

 
Price 

 from factory . . . volume capacity vs. demand;  
 to wholesalers . . . by type, size and region;  
 to retailers . . . by type, size and region;  
 discounts . . . functional, volume, cash, other;  
 allowance and deals;  
 service charges;  
 price stability . . . commodity influences such as energy, labour, weather, technology.  
 

Strategy 
 selection of a target market;  
 development of a marketing mix (product, price, place, promotion);  
 implementation and monitoring strategies.  

Operation 



Location Facilities Operating Systems Operating Assistance 
traffic patterns lease/purchase production lawyer 

parking utilities inventory accountant 

zoning storage record keeping management consultant 

local development trends expansion potential job procedure engineering services 

  fixtures and equipment maintenance financial services 

  installation   manpower services 

  layout     

  leasehold improvements     
 
Finances 
Capital Structure Operating Forecast Financial Services 
equity (25 percent) sales bank/credit union 

current assets cost of sales mortgage lender 

current liabilities gross margin insurance coverage 

fixed assets general operating expenses bonding 

long term debt net profit/loss trade credit 

  income tax payable venture capitalists 

  cash flow analysis background equity 

  contingency analysis government programs 

  risk analysis   

  inflation impact analysis   

  interest rate impact analysis   
 
Organization 
Legal Structure Registrations General Arrangements 
proprietorship trade names/copyrights contracts 

partnership trademark/logos business forms 

private corporation business license personal will 

public corporation permits buy/sell agreement 

cooperative Provincial Sales Tax cross insurance 

  Excise Tax key man insurance 

  Goods and Services Tax (GST) occupational health and safety 

  professional or trade licenses   

  memberships   

 
 
Staff 

 skilled;  
 unskilled;  
 professional;  
 supervisory;  
 qualification standards;  
 job descriptions;  
 wages and salaries;  
 performance standards;  
 staff benefits;  
 staff training;  
 employee evaluation and appraisal standards.  

 
 
 
 
Management 



 Can management prepare and implement a sound business plan?  
 Does management have adequate authority and control to fulfill its responsibility?  
 Do training programs encourage personal skill development towards increased responsibility?  
 Can management change be introduced as required to benefit the business? Even if the changes require a new manager?  
 Does the manager have the qualities of time, character, stamina, planning, control, development, leadership, decision-making, 

confidence, practical realism? And commitment?  
 
Preparation and Commitment 

 Have you obtained independent legal advice on all contracts?  
 Are all financial commitments finalized? In writing?  
 Does the business plan have time in its favour?  
 Are you prepared to lose your business investment?  
 Are you prepared to succeed?  

 
 
 
 


