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Introduction

If you’ve pulled this book down from the shelf or had it passed
to you by a friend or loved one as a gift, you don’t have to be
psychic to know something about your current business
situation. You may be in need of this book for any number of
reasons:

¥ You saw Lehman Brothers’ staff queuing outside their
offices with cardboard boxes and don’t want that to
happen to your business.

¥ A relative, hopefully a distant and elderly one, has died
and left you a pile of dosh and you don’t fancy leaving it
to your stockbroker to lose on your behalf.

¥ Your employer is in the middle of a major downsizing
operation as well as proposing to close its final salary
pension scheme and relocate to somewhere with lousy
schools and no healthcare facilities.

¥ You have a great idea for a world-beating product that no
one has ever thought of but every one of the world’s
billion Internet users desperately needs — when they
hear the good news they’re going to click a path to your
website.

¥ Your brother, sister, father, mother or best friend — or
worse still, all of them — has started his or her own
business and retired to a chateau in France to breed
horses, tend the vines and sail on a luxury yacht.

If your present situation is founded largely on luck and
serendipity, that isn’t enough to get you through the business
start-up process unaided. Good ideas, hard work, relevant skills
and knowledge about your product and its market, though



essential, on their own aren’t enough. The 400,000 small firms
that close their doors every year in the United Kingdom, a
figure that rose sharply in the recent recession, are evidence
enough that the process is a tough one.

This book is aimed at you if you either want to start up a
business or to review your prospects in the small business
world. It brings together, from a wide variety of sources, the
essential elements of knowledge that are a prerequisite to
understanding the world of small business and to achieving
financial and personal success whatever the economic weather.

Why You Need This Book

Most business failures occur within the first 18 months of
operation. That fact alone has made it increasingly clear that
small businesses need special help, particularly in their
formative period. The most crucial needs for owners and
managers include:

¥ Help in acquiring business skills in such areas as basic
bookkeeping and accounting. Most failing businesses
simply don’t know their financial position. Even if the
order book is full, the cash can still run out.

¥ Knowledge of what sorts of finance are available and
how to put themselves in the best possible position to
raise money. Surprisingly, funds aren’t in short supply.
Problems lie, rather, in the business proposition itself or,
more often, in the way in which the owner makes the
proposition to the financier.

¥ Information with which to make realistic market
assessments of the size and possibilities of their chosen



