MYBx5 – Are You Ready to Run A Business?
[image: image1.jpg]_—Bps 188,
Eﬂtréi‘)}%ﬁgﬁbhip




Name _____________________________

Section ____________________________

I will be the new owner of an existing graphic design firm. It is a small operation with just the owner and a graphic design artist. This is my first experience with business ownership and I have neither design experience nor sales/marketing experience. The seller will train me in all aspects of the business but I feel that an experienced marketing person would do a better job at sales and marketing than I could. Should I hire a full time sales and marketing person so I can focus on running the office? And should it be someone with experience in graphic design or would a generalist be OK?
My Response:
Assuming you have the ability to start a business ( capital, location and inventory, licenses and permits, legal form) running a business generally requires you to have:
· Experience running a business: cash flow, management of people and work flow, inventory and logistics, bookkeeping, sales, short term and operations, long term planning, etc.

· Specific industry knowledge and service or product skills

· Marketing and distribution

I’m worried. You have never run a business, you don’t know graphic design or the industry, and you have no marketing or sales experience. You’re batting 0 for 3 on the three most important things you need for running a business.

1st you need to get up to speed really fast on how this business you bought really works in terms of the graphic design services and products and the customer base. You need to understand some of the industry and marketing aspects of the business and no foist them all off on a marketing person you bring in.

Visit all the current and past clients and say “Here’s how ere going to continue to serve you and here’s what we are going to do for you. How can we improve our services and products?” Otherwise the customers will go elsewhere because they are equating their confidence in your business with you, the owner.

Before hiring a salesperson, look carefully at the gross profit of the business. Can this very small business afford to support a third person? Can you afford the time to wear two or three of the hats listed above as necessary to run the business? Will the new person bring in enough to pay his or her salary? Is there competitive and market room for growth in the local and accessible industry base? If you do hire, perhaps you could hire someone part time and pay on commission to minimize costs at first. Require skills or knowledge within the graphic design industry to increase their effectiveness.

Understand the job you are assigning this person or choosing to take on yourself. This job would usually interface with clients, interpret what clients want and what the designers needs to produce, explain the range of services, negotiate price and services, work with the clients budget and schedule each project.

You’ll still need to be involved with finding new business by networking, advertising, producing contacts, following up with past clients and so on; 90% of your business comes from referrals.
Secure you graphic artist. What if he or she chooses not to stay with the business after the ownership change? Serious trouble! Talk to the designer and assure him or her that there is a serious future for them with your company. Seek input on how to make the job better and what support you can provide.

Get your skills up by taking classes, reading books, finding an industry mentor, joining support organizations such as trade associations and Chambers of Commerce, and so on.
