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Mission Statement:  

To develop and launch successful business ventures that build  

wealth, empower entrepreneurs, and employ people in the process.

 

 

 About the ND SBDC   At The North Dakota Small Business Development Center our job is to use our expertise to make 

your business successful. Our consultants have years of experience & know what it takes to start a 

business & keep it operating profitably.  SBDC services offered at no charge include: 

Business Planning, Financial Projections & Budgeting, Operations Challenges, Purchase or Sale of a 

Business, Funding Your Venture, Loan Packaging, and More... Visit www.ndsbdc.org to contact a 

consultant. 

 

   About the Author       Donovan has worked with the Small Business Development Centers since 2003 and currently is the 

regional director for the Fargo area.  In that time he has helped: start over 150 businesses, raise 

over $60 Million in debt and equity capital and trained thousands of entrepreneurs and small 

business owners.  Donovan also has first-hand experience as a small business owner including a 

restaurant, a vending business and a web-based software company.  Donovan has a Business 

Administration degree from the University of North Dakota with major in finance and an MBA 

from the University of Mary.  Donovan's areas of expertise include Business Planning, Finance, 

Financial Projections, Business Valuation, Grant Writing, Government Procurement, Website 

Development, Search Marketing and Issues in Real Estate.  

http://www.ndsbdc.org/
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Part I - I Have An Idea... 

Tough Questions t o Ask Yourself Before Starting Your  Business  

 

Starting a business isn't a decision to make overnight. You 

need to take a few weeks to think about whether or not you 

really want to start a business. Here are questions to ask 

yourself before starting a business.  

  

1. What are you passionate about? 

 

2. What tasks do you not like to do? 

 

3. What do you do on your day off? 

 

4. How well do you plan and organize?  

  

5. What skills do other people compliment you on? 

  

6. Do you have the physical & emotional stamina to run a business? 

   

7. What have you always wanted to try but never had the time?  

 

8. Are you determined to be successful in business?  

 

9. Can you afford to advertise your business all year? 

  

10. How good are you at making decisions under pressure? 

  

11. How well do you get along with different personalities?  

 

12. Are you able to hire an employee or get a helper every once in a while? 

  

13. Are you willing to spend hours working late and early in the morning each day?  

  

14. Can you save enough money in advance to pay for six months of business expenses? 

 

15. Are you ready to be the receptionist, salesperson, bookkeeper and the product guru? 

 

16. Do you and your loved ones understand how business ownership will affect your family life?  

  

Product / Service

ωWho?

ωQualifications?

Marketing

Sales

ωWho?

ωQualifications?

Accounting

Finance

ωWho?

ωQualifications

Do you like these words? 
  

Uncertainty Independence   

Vision  Sacrifice  Results  

Paperwork    Overwhelmed  

Accountable  Stress  Creative  

Failure  Profitable  Wealth  

Cash Strapped  Servant Rewarding  



[ND SBDC -      ] Your Ideas, Our Expertise, Your Success 

 

© Venture Launch Boot Camp 2009-Present 

3 

New Business Ideas Come From: 
 

 Outside ï In = Market Driven 
  

o Solutions to Day to Day Problems  
o Target Marketing  
o New Trends in Business 

  

 Inside ï Out = Entrepreneur Driven 
  

o Special Skills, Abilities & Certifications  
o Inventions and Innovations 

  
 

 

  

ω

ω

ω

ω

ω

ω

ω

ω

ω

ω

ω

ω
Competitive 
Advantage

Unique 
Features

Obvious 
Benefits

Credible 
Claims

Successful Ideas Have: 

  

 A Competitive Advantage 
o Price / Value 
o Quality / Dependability 
o Customer Service 
o Technology 

  

 Unique Features That Are Remarkable 

 Obvious Benefits That Are Clear  

 Credibility ï Real Reason To Believe 
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Briefly describe your business idea and competitive advantage(s).

List the primary products or services your will offer.

List characteristics or traits of your potential customer(s).

List competitors who offer similar products or services.

Describe the ideal location for your business.  Physical?  Virtual?

What time frame do you anticipate needing to open your business?
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Part II - The Path to Success 

 

 

The Business Plan
Thefirst ideayoushouldcometo gripswith is the fact that youneeda businessplan. In a study
completedby the SmallBusinessAdministration(SBA)entrepreneurswho had a written plan
hada significantlylower failure rate, 65%lower,than thosewhostartedwithout a written plan.

Why?
ωMoney

ωStrategy

ωFeasibility

ωDiscovery

How?
ωHow Many Parts?

ωHow Long?

ωHow Technical?

ωHow to Structure?

ωHow to Support?

Goals
S - Specific

M - Measurable

A - Accountable

R - Realistic

T - Time Specific

Prosperity Plan - The 10,000 Foot View

Mission

Vision

Quarterly Plain - Prioritized Goals 

S.M.A.R.T.

Ordered

Short Term - Weekly Progress

Quick Hits Baby Steps

Modified  Three  Sheet  Strategy 


