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Starting your first business can be a very daunting task.
With such a risky venture, saving money Is essential
to increasing your chances at survival.

The changing face of
Canadian small businesses

eing an entrepreneur
these days is a little
like boxing with your
own shadow. It some-
times seems like you
just can’t win. GST,
HST, EI, various levels
of licensing and registration, and the
hidden costs of credit card payments.
If you want to see a small business
owner’s head turn bright red, just
bring up the issue of credit card fees.
Every time you buy something with a
credit card, the vendor pays. Regular
credit cards charge around two cents
on the dollar. Premium cards like Visa
Infinite or MasterCard World Elite
charge even more. That isn’t fair, it
drives prices up for consumers, and
if a business refuses to accept certain
cards,itlooks bad on them.

Credit card fees

The problem of credit card fees is
just one of the many issues that the
Canadian Federation of Independent
Business (CFIB) deals with on behalf
of the 109,000 small and medium-
sized businesses it represents. CFIB
and its members were instrumental
in the introduction, two years ago, of
a Code of Conduct for the Credit and
Debit Card Industry in Canada. The
Code has played a big role in saving
low-cost debit in Canada,and it is due
to be updated to deal with techno-

logical changes such as mobile pay-
ments (i.e. paying for items with your
smartphone), which is expected to be
the next big thing. Although technol-
ogy keeps improving the options for
consumers,CFIB is keeping a keen eye
on the payments industry to ensure
that these new options don’t add
new costs for businesses and their
customers.

Entrepreneur retirement

CFIB also advocates for its members
on many other issues, including gov-
ernment red tape and taxation. For
example,we think it is patently unfair
that our members, small business
owners, pay high taxes that ultim-
ately go to fund overly generous pen-
sion plans for government workers.
Entrepreneurs in Canada, on average,
don’t retire until age 66, while public
sector workers retire at age 61. These
early retirements are largely paid for
by taxpayers. Most Canadians need
to save for their own retirement, but
before they can top up their RRSPs,
they have to pay for other people’s
pensions.Not fair.

Pension plans for

small business

That is just the tip of the iceberg,
because CFIB estimates that,even with
the billions of dollars that is put into
them, Canada’s public sector pension

Dan Kelly

President and CEO,
Canadian Federation of
Independent Business

plans are still underfunded to the tune
of $300 billion. That cost will likely fall
on taxpayers too. CFIB would like to
see government pensions and taxation
changed so that everyone has an equal
opportunity toenjoy their golden years.
That’s why we launched the Pension
Tension campaign last year to call for
transparency of public sector pension
liabilities and fairness for taxpayers.
Since then, nearly 50,000 small-and-
medium-sized businesses have signed
“action alert” petitions demanding
public sector pension reforms.

Just to be clear: nobody is talking
about taking away pension benefits
that have been earned by retirees or
active civil servants. What is import-
ant is fixing the problem going

forward, while we still can, before it
gets worse. We have seen some good
first steps taken recently. Starting
gradually in 2013, Members of Parlia-
ment (MPs) will pay for a bigger share
of their retirement, taking some of
the burden off taxpayers. MPs are also
pushing back the age at which they
can start to collect their pensions,
from 55 to 65.Similar moves are being
made for federal civil servants.

These first steps must be followed
up in a meaningful way in the years
to come, in order to level the pension
playing field and ensure that all Can-
adians have the chance to retire com-
fortably,while not bankrupting future
generations and stifling innovation
and growth today.

Shadow boxing
These are just a few of the issues that
CFIB deals with on a daily basis for its
members. Entrepreneurs don’t have
time for shadow boxing. They have
better things to do with their time,
like serving their customers and car-
ing for their families. CFIB under-
stands. But somebody has to fight
those shadows,and we are glad todo it
on behalf of small businesses.
Besides, we have found those scary
shadows are not nearly as daunting,
when you drag them into the light.
DAN KELLY

editorial@mediaplanet.com
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The stages of aco

Many Canadians are
increasingly worried about
the current global economic,
geopolitical and competitive
forces that are shaping
Canada’s industrial future.

But compared to many of Canada’s
trading partners in the Western
world, Canada maintains an opti-
mistic future — a future based on
the growth of small and medium
sized enterprises (SMEs).

One of the key ingredients that
fuel the success of SMEs, par-
ticularly in high or hyper growth
industries is capital. Converting
entrepreneurial ideas into viable,
thriving companies typically
requires a succession of funding
stages, similar to young hockey
players who dream of making
it to the “big leagues”, but who
must distinguish themselves
at each level of minor hockey
to advance.

If a particular SME does
not attract sufficient cap-
ital, there is the risk that the
aspiring SME is thwarted

at a critical stage of growth
necessary to becoming a globally
competitive enterprise.

Boot-strapping
For most SMEs, the first stage

Uiring financing

of capital is “seeded” by the entre-
preneur. Whether the capital is
sourced from savings or credit
cards, this stage of financing is
typically characterized by the
entrepreneur “boot-strapping”
the organization while they build
their product or gain traction from
servicing customers.

For those SMEs fortunate enough
to gain significant customer (and
revenue) traction at this stage,
this could be their only,and cheap-
est, form of financing. For many
others, especially those in the high
or hyper growth industries, fur-
ther stages of capital are typically
required.

Angel investing

The next stage of capital is typ-
ically sourced from friends and
family. They are a readily available
source of funds,with less complex-
ity compared to lending institu-
tions and formal investors. In
many situations, the decision by a
friend or family member to invest
is based on non-financial reasons,

although most still hope to see a
financial return.

Depending on the nature of the
business, an entrepreneur may
next either seek debt financing
from a lending institution, or may
seek further capital from third
parties. In many cases, an SME
would source their first round of
third party capital from individual
investors or “angels” who typically
look for companies operating in
high growth industries.

Incubators, accelerators, and
“micro” venture capital firms typ-
ically finance SMEs at very early
stages of development. Typically,
the SME has little or no revenue,
few employees, and is focused on
building its product would work
very closely with a financing
organization. In Canada, these
would typically invest up to $2
million in capital at this stage.

Early and late

Once the SME is able to demon-
strate traction with customers and
hence might be better able to prove

its revenue potential, it typically
taps an early growth venture cap-
ital firm for further capital in order
to fuel further sales. In Canada,
early growth venture capital funds
would typically invest between
$2-10 million in capital, although
many would invest sooner.

Those SMEs that demonstrate
strong customer traction and are
enjoying high revenue growth, but
still require more capital to either
build out greater product func-
tionality or to effectively compete
in global markets, may next seek
capital from later stage venture
capital firms. In Canada, later
stage venture capital funds would
typically invest between $10-30
million in capital.

For a listing of venture capital
firms in Canada, visit www.cvca.ca.

JOHN RUFFOLO

CHIEF EXECUTIVE OFFICER,
OMERS VENTURES
editorial@mediaplanet.com
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POTENTIAL OFE

EXPORTING

When Export Develop-
ment Canada (EDC)
recently asked small
to medium sized enter-
prises (SMEs) what their
number one priority was, they
overwhelmingly responded that
expanding their sales outside
Canada was top of mind. In 2000,
more than 85 percent of Canadian
exports ended up in the United
States; today that number is less
than 75 percent. The difference is
going primarily to emerging mar-
kets.

EDC is seeing more and more of
its clients, 80 percent of whom are
SMEs, expanding their sales in key
emerging markets. The value of
their sales and investments using
our insurance or loan services,
increased by more than a third
between 2009 and 2011.

And here’s the reward: while sales
to the U.S. have been stagnating in

many sectors, three-quarters of the
335 exporting companies we
recently sur-

veyed

were experiencing 5
to 15 percent, or more,
sales growth
in emerging
markets. And they
see this growth as a

sustainable trend.

Which emerging markets seem
to have an edge? Out of 1,000 firms
polled by EDC, the largest share (some
15 percent) are exporting equally
to China and Mexico, and a smaller
group (5 percent) to Brazil, Russia or
India.Other countries that have been
identified by exporters as attractive
destinations, in different reports,
include Chile, South Korea and the
Philippines.

The challenges
SMEs often express wanting
to diversify into faster
growing

emer-

but their
resour-

and
financial) stretched
thin keeping up with their
day-to-day business. When
we asked them about the
biggest hurdles to
national trade, they voiced
three main concerns: the
value of the Canadian dol-
lar, the volatility of the
global economy and access to
financing.

Many companies
say they lack the expertise
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and time to address a new set of
unknowns, which can be quite
overwhelming. Thankfully, there
are several organizations that can
help, like the Canadian Chambers
of Commerce in markets of inter-
est and the Trade Commis-
sioner Service.
Before SMEs
launch or
expand their
export plans, they
need to make sure they
have a solid foundation at home
before considering expanding into
emerging markets. If the company
is notin a stable financial position,
adding more risk by exporting to
emerging markets is not a good
idea. If you do make that decision,
where do you start?

Two of the easiest ways to
break into new markets

One way for many SMEs to start
exporting is to break into the
global supply chain of a large Can-

adian or U.S.-based multinational
company and get their product or
service “known” in an emerging
market that way.

This can lead to compan-
ies being approached directly
by a foreign buyer, or discov-
ering a niche demand to spin
off their own business in a new
market.

Another common way is to
engage a reliable and know-
ledgeable agent in the market of
interest. Before hiring, it is critical
to get advice from trusted experts
like business partners or trade
commissioners. Invest in multiple
trips to the market to meet the
potential agent face-to-face, and
ensure that the agent truly under-
stands the commercial and tech-
nical sides of your business.

SOURCE: EXPORT
DEVELOPMENT CANADA
editorial@mediaplanet.com
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QUESTION & ANSWER

INvesting in [T solutions

I What benefit can investing
in IT solutions have in terms of
small business growth?
Investing in technology can provide
small businesses with essential tools
for communicating and running their
operations. However, losing data — or
access to files and information even for
a short period of time — can be devas-
tating. In fact, studies have shown that
this type of downtime can cost small
businesses thousands of dollars per day.
Therisk of datalossis exacerbated byan
increasinglyvirtualized,consumerized,
and mobile computing environment,
which creates greater vulnerability.
Because information is critical to
businesses’ continuity, it’s imperative
to invest in the right security solutions.
A strategy that includes both public

Elaine Mah
Director, Intel Canada

cloud services and an in-house server/
storage solution will deliver the great-

est benefits in terms of effectiveness
and cost-efficiency fora small business.
Having IT security solutions in place
will provide business owners with the
peace of mind they need to focus on
growing their business.

B What type of technology
should all retail start-up
companies invest in as early as
possible?

There are two technologies that come
together to provide tremendous busi-
ness advantages for retail start-ups:
digital signage and video analytics.
Analytics solutions, such as Intel Audi-
ence Impression Metrics Suite which
detects the number of viewers, deter-
mines gender and age group,and meas-
ures the length of time a person is in

visual contact with the digital display,
enableretailers to deliver relevant mes-
sages via digital signage and gauge the
effectiveness of their content.

This data can be used in real-time to
tailor on-screen content based on the
demographics of current viewers, help-
ing retailers communicate more effect-
ivelywith their customers and increase
sales.

B What can a small business

in Canada miss out on by not
investing in IT solutions?
Technology provides businesses with
unprecedented opportunities. In par-
ticular, it can allow businesses to be
bigger than their physical presence
— essentially businesses without bor-
ders,with opportunities to find success

in new markets. Without investing
in IT, small businesses run the risk
of severely limiting their growth
potential.

Examples of Canadian small busi-
nesses that have leveraged technology
to offer their services to broader mar-
kets include GEOTrac International
and Scribendi.com. GEOTrac worked
initially in the oil & gas sector in
Alberta, but has expanded to foreign
markets, using its worldwide network
to help businesses and the military
pinpoint important equipment and
personnel 24/7. Scribendi.com, a Chat-
ham, Ontario-based editing service,
operates entirely online, with staff and
customers all over the world.

LEONARD MALLET
editorial@mediaplanet.com

SMALL BUSINESS SURVIVAL

INSIGHT

Investing in business solutions

Although 98 percent of Canada’s businesses are considered “small”, they employ
over 5.1 million Canadians. With such an impact on the country’s economy and
workforce, it's hard to imagine their success rate being so low.

On average, 30 percent of businesses fail within two years of opening their doors, and 49
percent fail within the first five years. With the success rate so low, entrepreneurs must
work as hard as possible to survive amongst the fierce competition. By investing in the
right office, I'T, and payroll solutions, small business owners can relax more knowing
theyarealready a step ahead of the rest.

LEONARD MALLET
editorial@mediaplanet.com
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Question: Asa new entrepreneur, what can I do to secure

financing and minimize startup risk?
Answer: Teaming up with the right organization,

acquiring financing, and getting a mentor can be helpful

for the initial phase of a business.

Support is avalable 1or
Canadian entrepreneurs

INSPIRATION

Start-up businesses, and the innova-
tive entrepreneurs that launch them,
are the backbone of Canadian com-
munities. They keep a neighbourhood
strong, allow it to grow and make it
a great place to work and live. Start-
ups are what make Canada the great
country it is today. But to launch those
start-ups, many entrepreneurs require
help. They need access to financing and
to experienced professionals to guide
them through the challenges in the
earlyyears.

Monetary barrier

The biggest barrier to entrepreneur-
ship is usually money,and many young
entrepreneurs identify access to finan-
cing as their toughest obstacle. Some of
thebarriersto financinginclude limited
credit history and fewer assets to pledge
as collateral.

What Canadian entrepreneurs ought
to know is that support is available to
help them overcome the challenges of
starting a business. Organizations like
the Canadian Youth Business Founda-
tion (CYBF), in partnership with the
Business Development Bank of Canada,
pride themselves on being available to

Terry Campbell
Chief Operating
Officer,
Canadian

Youth Business
Foundation

those who may not be able to receive
funding from traditional methods.
They choose to focus on character,
rather than collateral, when reviewing
business plans and loan applica-
tions (though a good credit rating is a
requirement).

Seeking mentorship
For the entrepreneurs who founded
PropertyGuys.com Inc., many of their
accomplishments can be directly
attributed to attracting the right kind
of financial support and people who
werewilling to encourage and mentor
them.“CYBFwas there with financing
when others refused us. It opened the
doors to future financing — some-
thing we desperately needed during
the growth stages of our business,”
says Ken LeBlanc, President & CEO,
PropertyGuys.com Inc.

Beginning humbly with only two
employees in early 1998, Property-

Guys.com is now Canada’s only full-
service, private sale franchisor. Their
ever-expanding circle of franchises
now includes over 120 franchises
which serve over 600 communities
across Canada.

“We understand
that the first two ¢ 2
years of a start- 4
up are the hard-
est for any new
entrepreneur,”
says Terry
Campbell, CYBF
Chief Operating
Officer. “Entrepre-
neurs need pro-

Ken LeBlanc
President and CEO,
propertyguys.com
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MISMANAGING
DEBT IS A HUGE CAUSE OF
SMALL BUSINESS
FAILURE

Journey for the strong
Entrepreneurship is definitely not a

( . .
Having a mentor is

Im PO rtant to young journey for the weak at heart and many
entrepreneu rs. success stories have a common thread

: about the challenges in finding support
M e thO r's can g lv? for theirideas. Countless entrepreneurs
ObJ ective advice. will tell you that with the exception of

a few individuals, many people didn’t
believe they were capable of accom-
plishing what they set out to do. Espe-
cially at the beginning, naysayers tend
to be in abundance, but that ends up
being the driving force for these entre-
preneurs to prove the naysayers wrong.

In addition to vital financial support,
CYBF entrepreneurs are also matched
with a mentor for two years. “Having a
mentor is important to young entrepre-
neurs.Mentors can give objective advice
and draw from their own experiences
to better guide you along the entrepre-
neurial journey,” said Ken LeBlanc.

Successful entrepreneurs are deter-
mined, self-confident and self-disci-
plined.These character traits,combined
with a culture of innovation and the
appropriate supports help Canada’s
entrepreneurs to thrive.

that provide vital start-
up financing and invalu-
able business mentors,
. who can help guide these
" new business owners
| through the challen-
y ges and obstacles of the
entrepreneurial journey.”

TERRY CAMPBELL
editorial@mediaplanet.com
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Our Virtual Office Plans are the ideal solution for today’s mobile professionals.

GPO Virtual Office services
combine essential tools for
your business to succeed:
professional, friendly staff,
great locations and the
latest technology!

For a low monthly fee your company benefits from
numerous advantages GPO Network offers...
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e Turnkey Office Solutions
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YOU HAVETHE VISION.

Where do you go from here?

A firm built for you, MNP celebrates the drive and
passion that define the entrepreneurial spirit. With
more than 50 offices across the country, we have
been working with entrepreneurs for more than 65
years, delivering the insight and services needed to
turn vision into reality.

Contact Dave Zimmel, Vice President of Private
Enterprise at dave zimmel@mnp.ca.
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Cost-saving O

Running a small business or
kicking off a startup can be

a laborious process when it
comes to the logistics of office
space and solutions, but there
are two paths you can take that
could reap those benefits with
low overhead.

Shared and virtual office facilities
are not new concepts, as they’ve
been around for many years. The idea
behind them is to offer the ability to
work in a central office environment
that has privacy with amenities and
equipment that can be used by all the
businesses operating in that space.In
the virtual sense, a home-based busi-
ness or even a salesperson on the road
could have a brick-and-mortar pres-
ence.

“The two things we sell are profes-
sional representation for businesses
and the flexibility in taking an office,
boardroom,conference room,orwhat-
ever amenities they need by the hour,
day, week or even month,” explains
Elizabeth Dawson, Centre Manager
at Markham Executive Offices Inc.
in Markham, ON. “This could apply
to anyone looking to start a business
or those who already run a small or
home-based business, or are seeking
to open branch offices of larger com-
panies.”

Office space
In describing how the setup works,
Dawson says a full-time receptionist
answers calls for all of the tenants at
the office, and forwards them on just
like they would at any other office.The
tenants can use the facility’s address,
mail is also collected and distributed
to each respective business as well.
Packages from couriers are signed for,
and outgoing mail is also arranged.
Offices can range from a single
room or mini-suite, to a larger set of
offices to accommodate a business
with some employees. In cases where

AN INDEPENDENT SUPPLEMENT BY MEDIAPLANET TO THE NATIONAL POST

Elizabeth Dawson
Centre Manager,
Markham Executive Ofiices

a business grows, walls can be moved
to accommodate the need for more
office space.

“Startup costs for traditional space
can be a big drawback for fledgling
businesses,” she says. “By opting for
shared office space, they don’t have to
invest in communications, hardware
or software. People calling for them
talk to a live receptionist, they can
book a boardroom for meetings with
a TV and projector and even come in
after hours, if necessary.”

Virtual offices

This applies to virtual businesses
as well, she adds. Even if the person
runs the business from home or is
constantly on the go, they could just
as easily book whatever they needed
from the facility’s amenities.

Some might need a mix of both,
wherein they work in the office cer-
tain days of the week. Others might
need the office space simply because
they have a lot of meetings or call vol-
ume that needs to be managed. Then
there are small business owners that
feel they can’t be productive enough
at home and require a space towork in
for a separate work-life balance.Every-
one’s situation is different, Dawson
notes, but shared office space is flex-
ible enough to accommodate them.

“People like to do business with
those they can find, see and touch,”
she says. “Those engaging with you
would like to know where they can
find you if they needed to, especially
if they’re giving you money. It’s com-
mon these days to see a business card
with the business’ name and website,
but no address.The world has gone vir-
tual, but image can make a difference
and being in an environment that fos-
ters productivity is awin for any small
business.”

TED KRITSONIS
editorial@mediaplanet.com

ce solutions

Small Business
Survival Rate

SOURCE: QUICKBOOKS.CA/5000

THE NUMBERS DON'T LIE

INSIGHT

Increasing survival rate

through office rental options

With such alow survival rate for new small businesses, every opportunity
tominimize risk must be taken. One way many entrepreneurs do thisisby
avoiding signing any long term office leases.

Business owners can either rent custom office packages, or use a virtual office. By
renting from an office solution provider rather than leasing, entrepreneurs can avoid
many costssuch as phones and furniture. While using a virtual office, one can have
their mailingaddress in a prime location, while working comfortably from home. By
lowering office costs and avoiding contracts, chances at survival increase dramatically.

LEONARD MALLET

editorial@mediaplanet.com
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QUESTION & ANSWER
Minimizing
business
risk through

office
packages

Wes Lenci, VP at Regus,
talks office solutions.

B What should a business
owner look for while
selecting an office solution
package?

Business owners should look
for flexibility when choosing
an office solution. Property
is a company’s second biggest
expense; finding the right
solution will bring down that
cost and free-up capital to invest
back into the business.

There is no need for
companies to be locked into
long-term, expensive leases.
With companies like Regus,
businesses only need to pay for
the amount of space they need,
for the amount of time they
need it.

Companies should also look
for a solution that exceeds
their expectations; prestigious
address, administrative support
and access to meeting rooms.

B Why should a start-up
business rent office space?
Image is essential to growing a
business. In order to compete
with big companies, start-
ups must project an image of
success. Having class A office
space at a premier address
brings added credibility to a
company.

Working from home can be
lonely and isolating. Coffee
shops and other public locations
are noisy and distracting.
Having a dedicated office space
allows a company to stay focus.
It also offers opportunities
to network and grow their
business.

Using Regus, start-ups have
access to board rooms for
meetings and administrative
help, to assist with tasks while
they stay focused on their
business.

B What are the benefits of
purchasing a virtual office
package?

A virtual office provides all the
benefits of full-time space for a
fraction of the cost. Companies
have a prestigious address to
put on their business cards and
have their mail sent to, calls
are professionally answered
with a personalized message
and access to meeting rooms
and offices as needed to meet
with clients.

Virtual offices are also a great
way to expand and quickly
establish a presence in a new
market. There is minimal risk,
as they are inexpensive and
require no long-term contracts.
Having a local presence is
essential to doing business in
any market.

B How can using an office
solution provider rather
than leasing a space
minimize the risk and costs
for small businesses?
Conventional leases require
a 5-10 year commitment and
include other costs, such as
paying for all the telecom’s,
phones and furniture (to name
a few). Utilizing a business
centre allows flexibility in the
term of lease (rent by the day/
month/year) and also keeps all
the capital expenditure costs
mentioned above in your pocket
to invest back in your business.

LEONARD MALLET
editorial@mediaplanet.com
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Question: As the owner of a growing small business, what is the
importance of having a board of advisors?
Answer: Business owners need a broad range of skills, an advisory board
can bring forth many fresh perspectives.

3 1ips for creating your
OWN Doard Of experts

“An advisory
board links
business owners
to knowledge and
fresh perspectives

that can make for
stronger business

Dave Zimmel, CA, CPA (IL, USA), CMC
Partner and Vice President,
Private Enterprise for MNP

decisions.”

INSIGHT

In an increasingly complex busi-
ness environment, entrepreneurs
need a broad range of knowledge
and skills.Consider something like
expanding into the U.S.; talking
to someone who has already gone
through the process saves time,
money and headaches. Taking a
lesson from public companies and
establishing an advisory board
links business owners to know-
ledge and fresh perspectives that
can make for stronger business
decisions.

The following tips will help you
create and get the most out of your
own advisory board.

Find the right people

Look at the elements of your stra-
tegic plan and evaluate where
additional expertise will be useful,
then locate individuals who have
the knowledge you need most.

You also want people who can
think strategically and creatively,
and who are willing to speak up if
they don’t agree with you. Meeting

with a group of advisors who all
agree with everything you say has
zero value,so you want people will-
ing to challenge you. This doesn’t
mean you, as the business owner,
won’t go ahead and do what you
think is best. But it does mean that
youwill understand other perspec-
tives and will have an opportunity
to think through pros, cons and
alternative solutions before mak-
ing your decision.

There is no right size for a private
advisoryboard; anywhere from three
to eight members is typical. Start
with a few trusted advisors and allow
them to introduce you to others in
their networks to layer in expertise.

Create the right environment
You're meeting with your board
and have a great idea for a new
product. What do they think? If all
thumbs turn down it can be a bit
of a blow.

When advisory board arrange-
ments fail, it is often because the
environment becomes one of con-
frontation. To avoid that, set clear
expectations and assure board
members, and yourself, that you

Bemg asmall busmess
owner takes specific
steps, such as:

Get a mentor

Make a
business plan

Actually know
where your
cash is spent

i
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know that their feedback is not
personal.

Remember that you’ve asked
this group to chime in because
they have insight and perspectives
that you couldn’t access otherwise,
and that just might lead to an even
more brilliant idea that transforms
your business for the better.

Define board and
management roles

Boards of public companies have
an important governance role,
something that can be off-putting
to private business owners. In the
vast majority of cases, private com-
panies don’t require, and certainly
don’t desire,board governance.But
if the relationship is structured so
that management of the company
is left to management and the
board simply serves as a sounding
board and a source of knowledge
and information, the results can be
very powerful.

DAVE ZIMMEL
editorial@mediaplanet.comr
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Outsourcing your Payroll...

is surprisingly affordable.

www.paytrak.ca
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PAYROLL SERVICES

designed exclusively for small business

Give us a call av |
we’ll handle therest 1.877.316.2999

Visit us today @ paytrak.ca to learn more.




OF SMALL
BUSINESSES STILL USE
A PEN AND PAPER FOR
PAYROLL, CASH FLOW

AND TAXES

H Question: What does it cost to
start a business?

B Answer: With the drive to
succeed, an entrepreneur can start
a successful business with less
than $5,000.

For $5,000, you could spend two
nights over the holidays in a villa
at a luxurious Caribbean resort.
Or buy 16 kegs of premium beer.
Or invest in a handful of shares of
high-tech stock.

Or,if you're a Canadian entrepre-
neur,you could start your own busi-
ness.

Develop funding

That’s the key conclusion from a
new study, “The $5,000 Question,”
from Intuit Canada. The study
found that the majority (58 percent)
of Canada’s small business owners
started out with less than $5,000.
For businesses with no employ-
ees, it’s even higher, with more
than three quarters (77 percent)
reporting that they started with
less than $5,000.

“This $5,000 figure is incredibly
empowering. It is, after all, a rela-
tively small amount of money. That
means that starting a business is
within everyone’s grasp,” says Jeff
Cates, managing director of Intuit
Canada. “The $5,000 figure is also
a clear warning sign. It shows that
the margins are small and the risks
are real.”

Survival rate
The stats back that up.According to
Statistics Canada, a healthy 85 per-

50,00

Jeff Cates
Managing Director, Intuit Canada

cent of new small businesses sur-
vive the first year, but the number
drops to 70 percent after two years,
and plunges all the way down to 51
percent after five years.

“Emerging entrepreneurs deserve
all of the support and resources we
can give them,” says Terry Camp-
bell, Chief Operating Officer of the
Canadian Youth Business Founda-
tion. “The entrepreneurial journey
can be very rewarding but also
includes very real challenges. Dur-
ing the early stages, guidance from
mentors on business planning and
risk management is essential to
increase the odds of success.”

Intuit’s survey dug deeper into
how small business owners handle
that first $5,000, and found that 50
percent of small business owners
reported making a risky finan-
cial decision, such as taking out
another line of credit, in their first
year in order to get their business
up and running.

“This $5,000

figure is incredibly
empowering. It is,
after all, a relatively
small amount

of money. That
means that starting
a business is within
everyone’s grasp.”

Financial literacy

More importantly, it found that
financial literacy was a core com-
petency that more small business
owners wished they’d developed
early on.

The most commonly cited regret
small business owners have is that
they didn’t pay enough attention to
learning how to track and manage
finances.

In addition, 50 percent of small
business owners who started out
with less than $5,000 report that
they underestimated the amount of
time financial management would
eat up.

Pen and paper vs. computers
Finally, the study uncovers the big
“why?” Why are so many small
businesses being absorbed by the
demands of financial management?
The answer is that far too many
small businesses continue to rely
on outdated tools to get the job

AN INDEPENDENT SUPPLEMENT BY MEDIAPLANET TO THE NATIONAL POST

Time and money can be saved by using
financial management software.

O guestion

done. In fact, roughly three-in-five
(57 percent) small business owners
continue to use pen and paper for
vital financial management tasks,
such as cash flow, payroll,and taxes.

Not only are these manual meth-
ods inefficient,they can also lead to
costly mistakes that small business
owners simply cannot afford.

“We see first-hand, how ambi-
tious young entrepreneurs have the
ideas, passion and determination
to succeed. It’s vital however, that
they also take time to discover all
of the resources at their disposal,
particularly for core business skills
like financial management,” says
Dominik Loncar, Entrepreneur-in-
Residence at the Canadian Youth
Business Foundation.

“Financial management soft-
ware tools like QuickBooks and
QuickBooks Online help set small
businesses on a stable financial
footing, give them deeper insights
into their financial performance,
and save them time and money so
that they can grow and thrive,” says
Cates.

How will you make sure you spent
that first $5,000 in the best way
possible?

For more information, please
visit: quickbooks.ca/5000.

JEFF CATES
editorial@mediaplanet.com
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Richard Cunningham
President and CEO,
Markham Board of Trade

Small business

survival tips

Plan plan plan! Most banks
offer free planning formats.

It will keep you and your staff

focused.

Build a good relationship
% with your banker. You want
the relationship in place, before
you need them.

Hire people who demon-

strate the same passion for
your business/service that you
have.

Know your target market
% demographic very clearly.
Then develop a marketing plan
to reach them. Shot gun market-
ing is expensive and will often
miss the target.

What makes you different
% from your competitors? Is
it excellent customer service?
It’s the little things that make a
difference to a customer. A short
note to say thank you, after a
sale.

Good record keeping is

critical. Take the time to
make sure your accounting and
personal records are accurate
and up to date.

.; Smaller business owners

need to use their time care-
fully. Spend your time on the
tasks that drive income.

Build a profile/relationship

in the community. Sponsor
local teams, charities or schools
if it fits with your demographic.

RICHARD CUNNINGHAM
editorial@mediaplanet.com

CHALLENGING #

CONVENTIONAL

In today’s changing market, conventional thinking does not yield results.

Members of the CVCA, Canada's Venture Capital and Private Equity Association,
challenge the conventional every day. Whether it be funding new companies,
growing emerging firms or reinvigorating established ones, our members think
outside the box as they bring capital and, just as importantly, business expertise
in operations, marketing and finance. The CVCA is a member-based organization
consisting of firms who manage pools of risk capital designated to be committed
to venture capital and private equity investment. Our membership is comprised
of over 1900 individual members who collectively manage over $88 billion.

Please join Canada’s private capital industry at Canada’s premier venture capital
& private equity conference from May 22-24, 2013 in Banff, Alberta.

Visit www.cvca.ca for more information.

w (CVCA

CANADA'S VENTURE CAPITAL & PRIVATE EQUITY ASSOCTATION
ASSOCIATION CANADIENNE DU CAPITAL DE RISQUE ET I¥INVESTISSEMENT

MaRS Centre, Heritage Building, 101 College Street,
37.0519 | F 416.487.5899 | email c
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VWhy near-source

The small business owner who
handles his or her own payroll
knows two things: first, it’s a
lot of work and one mistake
can mean a lot of costly
recompense; second, if you
pay someone in-house to do it,
that becomes expensive very
quickly.

Many small business owners are
reluctant to outsource, however, hav-
ing visions of frustrating and confus-
ing attempts to communicate with
someone overseas.

That’s where near-sourcing comes
in. You can save time, money, and
frustration by hiring a Canadian com-
pany to do your payroll and related
tax compliance for you. A near-source
provider can help manage your time
by allowing you to concentrate on
your revenue-generating tasks so you
can keep your business growing.

With a payroll services company,
you eliminate the costly need for in-
house accounting on your weekly,
bi-weekly, or monthly payroll as
well as your regulated tax filings and
reporting. If you've ever done your
own payroll, you know that missing
deadlines with provincial and federal
government can mean costly fines.
Outsourcing to professionals means
this won’t happen.

Small business owners already have
a lot of responsibilities and demands
on their time. Giving over non-value-
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payroll?

Small business owners spend much of their time managing finances. By outsourcing
this function to professionals, owners can spend their time growing their business.

added tasks to professionals so that
you can spend more time selling your
products,servicing your customers,or
just at home with your family is one of
the best benefits of outsourcing.

Educated outsourcing

Since these outsource professionals do
nothing but payroll and because they
do it for many businesses, they can
scale your services for you much more
affordably than if you were to do it in-
house. You get all the perks and none
of the costs.

When you talk to an outsourcing
option, make sure that their services
are based in Canada. Many firms also
offer dedicated customer care repre-
sentatives or even dedicated team leads

for your payroll. That means someone
you contact directly whenever you or
an employee has an issue. Most of the
better payroll service providers will
accept any number of electronic filing
methods, so you won't have to change
how you record your time keeping or
employee information.

If you've been wary of outsourcing
your payroll but have grown tired of
spending your precious time or mis-
sing deadlines doing it in-house, talk
to a Canadian-based payroll services
company today. Professionals like
PayTrak offer the services you need at
a price that saves you money.

SOURCE: PAYTRAK
PAYROLL SERVICES
editorial@mediaplanet.com



Introducing
Rogers One Number
for Small Business.

TALK, TEXT AND VIDEO CALL
FROM YOUR COMPUTER
USING YOUR WIRELESS NUMBER.

CASE STUDY #/12

TYPE OF COMPANY: Event Company

OWNER: Judy T.
# OF EMPLOYEES: 5

“Rogers One Number" for business
makes it easy to stay connected to

my team when we're out of the office.
It's nice to find a tool that keeps things
organized and helps manage your
mobile minutes”

KEEP CONNECTED TO YOUR TEAM. WITH ROGERS ONE NUMBER"™ YOU CAN:

* talk, text & video call with other Rogers One Number™ users, all from your laptop,
tablet & smartphone
* combine your contacts in one location

* manage your mobile minutes ASK ABOUT |

e switch calls seamlessly between your devices OUR SMALL

* Rogers One Number~is included in your wireless business plan BUSINESS
BONUS

Plus, only Rogers offers award winning Live Agent”, so you can speak to a
Small Business Specialist right away either by phone, in-store, or online.

CALL 1866 587-3181 CLICK rogers.com/OneNumberForBiz VISIT Your local Rogers store

Creating World-Leading
internet Experleﬂces.

mus, HTC Jetstream and Acer AS0Y. See s




