New Business Start Up Questions & Checklist





The Customer


Who is the customer?  Profile and demographics


How many are there?  


Estimated numbers? 


How often will they buy?


Who serves them now?


How to  reach and “qualify”


The "Product"


What exactly are you selling?


What are the competing products?


What are the substitutes?


Prima Facia or Comparative Advantage?


Luxury or Necessity?


How will economic turns affect demand?


“Trendi-ness?” 


Complimentary goods?


Service/Product mix?


What differentiates yours from others?


Franchise vs “Original” product service


Distribution channels


Pricing issues (market, cost plus)


Margins (ramped?)


Wants vs Needs











Organization Structure


Sole Proprietor  


Partnership/Joint Venture


Corporation


Stake holders/share holders


Capital at Risk?  By whom


Start up /Finances


Checking Account


Capital Equipment


Building Purchase


Franchise Fees


Sales Commissions


Sales Tax


Initial Inventory


Hiring 


Promotion & Advertising


Working Capital (pay vs buy)


Opportunity Costs


Current Assets (for securing loans)


Information System 


Your current debt load & credit rating


Help & Financial Assistance


State, Federal, Local grants


Women/Minority ownership


Tax breaks, enterprise zones


Location


Parking, Traffic patterns


Proximity to market


Convenience & Visibility


Neighborhood Appeal


Security


Zoning restrictions


Planned road work/ public works


Power, water, sewer, phone requirements/capacity


Expansion potential


Appreciation/Depreciation potential, salvage value


Covenants (out of home)


Operations/Production


Working hours / week available 


Capacity planning, Equipment required


Layout/Space requirements (ADA, safety)


Business hours


Inventory storage


Scheduling of resources


Power, water, HVAC, waste and other utilities


Insurance (liability, theft, hazard, life, health)


Business performance metrics


Supplies and other consumables


Maintenance


Supplier/Vendor/Subcontractor relationships


Contingency funding


Information Systems


Phones/Telecommunications


Web presence


Billing methods


Payment Receipts (types)


Copying


Bookkeeping (Accounting methods, software)


Managerial vs Financial Accounting 


Database design 


Business Rules


Computer resources


Tax related record keeping


Storage 


Customer database maintenance


Privacy 


Security


Backup  


Disaster recovery contingency


Training Materials


Forms and Labels


Symbol recognition (bar coding, mag ink)


Archiving old records 


Letterhead, biz cards, brochures


Network design


Common Carrier interface


Validation rules  


�
People


Detailed skills inventory of principles – What you can/can’t do


Skills to “hire” (priority) not people


Front Office vs Back office


Employee vs contract


Temp vs permanent


How to pay self? (Commission, salary, profits)


Benefits 


Liability


How will you find the people you need?


Who has them now?


Employee Compensation (salary, commission, profit sharing, equity)


True hiring costs (wage + 30%-50%)


Legal issues (Social Security, Workman’s Comp, ADA, EEOC, OSHA)


“Special” people (disabled, disadvantaged)


Establish written policies


Performance metrics


EEOC applicability


Foreign Language Skills


Training


Formal Education 


Subcontract alternatives


Corporate culture


Legal screening questions/qualifications








�
Legal/Regulatory Agencies 


IRS


Social Security


State Revenue (taxes, license)


Trademarks &  Patents


Local zoning


Police, Fire


Sales Tax (state & local)


U.S. Dept of Labor


Dept of Economic Security


Contractor certification


Health Dept (food cert)


Liquor License


Commercial Measures (Scales, pumps)


Specialty Certification ( Bar, Medical, Teaching, Child Care)


OSHA


EPA & State (air, water, noise, refuse)


Vehicle Licensing


Special Driver Licensing


Interstate Commerce Commission


Customs 


Immigration


SEC


Professional Associations/Affiliations





