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Introduction

elcome to this latest edition of Starting & Running a Business All-in-One

For Dummies, your launch pad to understanding the fundamentals of

setting up, establishing, running and growing a successful small busi-
ness. In today’s challenging environment, with the banking sector still scrambling
to find a foothold after the credit crunch and world stock and oil price markets
see-sawing with alarming frequency, it has never been more important to be well
informed on every aspect of business.

Standing out from the crowd is getting tougher, too. In 2015, a record 600,000
new businesses were started in Britain, bringing the total number of new busi-
nesses started since 2010 to 2.6 million, far more than in any other European
country.

This book draws together information on the key areas of successful business —
planning, funding (including new areas such as crowdfunding), staying on the
right side of the law, employing staff, bookkeeping, accounting and tax, market-
ing promotion, social media, e-commerce and planning for growth — all in one
bumper guide.

With help from this book, you can make even better business decisions and trans-
form a simple idea into your very own business empire.

About This Book

This book is the ultimate business adviser, providing expert guidance for busi-
nesses at every stage of the start-up process.

This third edition of Starting & Running a Business All-in-One For Dummies draws on
advice from several other For Dummies books, which you may wish to check out for
more in-depth coverage of certain topics (all published by Wiley):

¥ Business Funding For Dummies (Helene Panzarino)

¥ Business Plans For Dummies, 3rd Edition (Paul Tiffany, Steven D. Peterson and
Colin Barrow)
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¥ Small Business Employment Law For Dummies (Liz Barclay)

3 Small Business Marketing For Dummies (Paul Lancaster and Barbara Findley
Schenck)

¥ Social Media Engagement For Dummies (Aliza Sherman and Danielle Elliott
Smith)

¥ Social Media Marketing For Dummies, 3rd Edition (Shiv Singh and Stephanie
Diamond)

¥ Starting a Business For Dummies, 4th Edition (Colin Barrow)

3 Understanding Business Accounting For Dummies, 3rd Edition (John A. Tracy and
Colin Barrow)

You can find some interesting (but not essential) info in the sidebars, which are
shaded boxes, and with the Technical Stuff icon. Feel free to read these if you want
to dig a little deeper and to skip them if you want just the basics for now.

Note that this book is a reference book, so you don’t have to read it in order
(unless you want to!); simply use the table of contents and the index to help you
find what you’re looking for. You can dip into and out of chapters as you like.

Within this book, you may note that some web addresses break across two lines
of text. If you’re reading this book in print and want to visit one of these web
pages, simply key in the web address exactly as it’s noted in the text, pretending
as though the line break doesn’t exist. If you’re reading this as an e-book, you’ve
got it easy — just click the web address to be taken directly to the web page.

Foolish Assumptions

This book brings together the elements of knowledge that are essential for under-
standing the world of small business. As a consequence, to keep the book down to
a reasonable number of pages, we’ve made a few assumptions about you (we hope
you don’t mind!). Maybe you’re:

3 An entrepreneur looking for a start-up bible

3 Asmall business owner-manager seeking a comprehensive reference guide

¥ Abusiness owner with aspirations to grow
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Icons Used in This Book

When you flick through this book, you’ll notice some snazzy little icons in the
margin. These pick out key aspects of starting and running a business, and pres-
ent you with important nuggets of information:

Want to get ahead in business? Check out the text highlighted by this icon to pick
up some sage advice.

TIP

They say elephants never forget — and nor should good business owners. This icon
focuses on key information you should never be without.

REMEMBER

& Running a business isn’t without its dangers — be they financial or legal — and the
text beside this icon points out common pitfalls to avoid.

WARNING
Sometimes you’ll be presented with information that’s interesting but not abso-
v lutely essential to starting or growing your own business. If you see this icon next
to a paragraph, you’re welcome to skip by if it’s not of immediate interest to you —

tecunicar  doing so won’t harm your chances in business.
STUFF

Beyond the Book

In addition to what you’re reading right now, this product also comes with a free
access-anywhere Cheat Sheet that provides key considerations for starting a busi-
ness, factors for business success and more. To get this Cheat Sheet, simply go to
www.dummies.com and search for ‘Starting & Running a Business All-in-One For
Dummies Cheat Sheet’ in the Search box.

Where to Go from Here

Starting & Running a Business All-in-One For Dummies, 3rd Edition, can help you
succeed no matter what kind of business expertise you’re looking for. If you have
a great and proven business idea, you may want to plug straight into finding out
how to raise finance (head over to Book 2). If you need more than just yourself to
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get your great business idea off the ground, you may want to know how to find
great employees (check out Book 3). If you’re planning to take care of your own
bookkeeping and finances, you may want to find out how to successfully balance
the books and take care of tax (flick through to Book 4). Or perhaps you’ve already
started out and you’re looking for advice on how to take your business to the next
level (Book 6 gives some great advice). This book is set up so that you can dip in
and out of it in a number of ways depending on your situation.

4 Starting & Running a Business All-in-One For Dummies



Laying the
Groundwork



Contents at a Glance

CHAPTER 1:

CHAPTER 2:

CHAPTER 3:

CHAPTER 4:

CHAPTER 5:

CHAPTER 6:

Preparing for Business............................... 7
GettinginShapetoStartUp .....coviiinii i 8
Confirming Viability. . ... 11
Going for Growth. . ... 15
Structuring Your Business ......................... 19
GOoINg INtO BUSINESS . .ttt e e i e 20
Safeguarding Your Business Assets . ............iiiiinin.. 30
Getting Help . ..o 35
CanYou Do theBusiness?.......................... 43
Deciding What You Want from aBusiness .................... 44
Exploring Different Types of Business . ....................... 46
Assessing Yourself. ... i 48
Preparing the BusinessPlan....................... 55
Finding a Reason to Write a BusinessPlan .................... 56
Writing Up Your BusinessPlan ........... ... ..., 60
Using Business Planning Software ..................coovnn... 66
PresentingYour Plan. ........ ... i, 68
Establishing Your Starting Position............ ... 73
Introducing SWOT Analysis .. ..oivine i 74
Identifying Strengths and Weaknesses ....................... 74
Analysing Your Situationin3-D............coiiiiin i, 81
Researching Your Customers

and Competitors..................................... 85
Anatomy of a CUSTOMEr .. ..ottt 86
Determining Which Customers BuyWhat..................... 94
Seeing Your Product through Your Customers'Eyes............ 99
Sizing Up Competitors ... ..ot 104
Calculating Your Market Share ........ ..., 105

Introducing Market Research .......... ... ... ... 108



