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Most people, when asked this question,
will automatically answer: “To make
profits.” Well, “profits” sounds nice

and rates a pass on any business exam you might
take; however, in reality, “profits” is very far
from the real reason why people go into business
for themselves.

Some simply have to start a business because
they can’t hold a job anywhere else. Others are
driven by some compulsion for power and feel
that running a business is the most expedient
way of obtaining that power. Still others have
such a craving to be independent that they have
to be free to make their own decisions in all as-
pects of their lives, including how they earn their
livings. People with inherited money often need
something simply to play around with. Some use

their businesses as a way to make them feel more
secure or wanted by their employees, suppliers,
creditors, or whomever. And the list goes on 
and on.

As a matter of fact, people who are truly
successful at running their own businesses are
those who profit from the things they enjoy
doing most — because then profits and their
ambitions and lifestyles go hand in hand. Work
becomes play, or at least it does not become dis-
tasteful or boring like a lot of jobs that are avail-
able today. In this category are such people as
skiing or sailing instructors, pilots, hobbyists
who turn their hobbies into businesses, and so on.

“What enjoyment can I possibly get out of
selling a hamburger?” you might ask. Well, per-
haps there is not much intrinsic value in what

1
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2 Starting a successful business in Canada

you do, but there may be plenty of trade-offs
that make the role of an independent business
person worthwhile.

A big business is not necessarily a good busi-
ness. The right size, from my point of view,
means that it suits the needs of the people work-
ing within the organization. In fact, you can
truly be called a successful business person if
your business suits your lifestyle — not just if
your business is large. I believe this could be true
even if the business loses money, although be-
cause of the lack of profits you may have a dis-
pute with the traditionalists on this point. But
keep this in mind: if you are truly happy doing
what you are doing, who can challenge the fact
that you are not successful?

The only problem with losing money is that
over a period of time you will have to cease
doing the activity you like so much because, no
matter how much you enjoy something, there
are certain other basic things you need, such as
food and shelter. Therefore, over the long run,
for a business to be truly successful, there has to
be more money coming in than going out.

The point is, while you may be happy run-
ning a certain kind of business, regardless of its
profit picture, sooner or later you must pay at-
tention to the bottom line. Running a business
for reasons that do not coincide with the finan-
cial health of a business will sooner or later lead
to disaster. At this point you are far better off to
step out of the picture and let someone else run
the business. Both you and the business will be
happier.

You must plan for success and follow your
plan. The old adage “plan your work and work
your plan” is even more true today. It is strange
how most people spend more time planning 

vacations than they do planning to pay for vaca-
tions! In other words, they put the cart before
the horse. In business, you must have a horse
(product, service, or skill) before you worry about
the cart (capital, methods).

Furthermore, try to use your own skills and
talents. You are a human being with special
traits, skills, talents, experience, and life needs.
Don’t sell yourself short.

I remember a former air force pilot and
glider enthusiast who was working in a ware-
house. It bored him, and the pay was poor. Fi-
nally, he analyzed his situation, quit his job,
formed a gliding club, charged reasonable mem-
bership fees and instruction rates, and is now
rich, happy, and doing what he loves. He even
designs and builds personalized gliders — and
makes lots of money doing it! Can you see now
how doing what you like best can pay off in
profits?

Another friend of mine, an ex-naval officer,
medically unfit for further service, couldn’t for-
get the sea. Instead of crying in his beer, he
bought, on a low-payment plan, a used fishing
boat and now runs his own pleasure-fishing
charter service. He’s happy as his own boss and
growing steadily richer. That’s what I mean by
turning your hobby or first love into a profes-
sional business.

Don’t let these two stories fool you however.
If you are in business for yourself, the hours are
long and hard, and you are never really away
from responsibility. You will know plenty of dis-
appointments and failures. You must be able to
make the final decision because the buck-passing
stops at your desk. Failures cannot be explained
away. The condition of the business is always
there to destroy any illusions you may have.
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Because of these problems, many (in fact,
most) businesses do not make it. Naturally, the
reason for any business failure is bad manage-
ment. However, this does not really help you to
understand why a business fails.

Management covers almost every aspect of
human behaviour. Bad management can mean
anything from not being honest with yourself to
not being able to take a frank look at your
strengths and weaknesses, needs and desires.

The most commonly pinpointed problem of
a new business is that of undercapitalization.
The owner typically overestimates the revenue
and underestimates the costs and the length of
time needed to get established. The business
simply runs out of gas before it reaches the top
of the hill and is able to coast, or it meets un-
expected detours on the way and never gets
back on the road to success.

The undercapitalization may be the result of
lack of experience or knowledge, or because of
one of the psychological reasons discussed above.
All too often, a person with a little money and
an idea jumps into a business opportunity only
to become a mortality statistic by the end of the
first year of operation.

To run a business successfully, you need the
following five things:

(a) A product, service, or idea

(b) Some experience and knowledge in the
area you are interested in

(c) A battle plan or strategy

(d) Capital (money)

(e) A complete and honest assessment of
your own character, which shows
“you’ve got what it takes” to succeed

Now that you’ve got (or are putting together)
the first four of these, there’s the nagging ques-
tion of the fifth qualification: do you have the
necessary personal qualities to run your own
business? Some characteristics that are essential
to business success are the following:

• Drive: That is, responsibility, vigour, ini-
tiative, persistence, and health. You must
do more than dream; you must act. You
waste no time blaming others. You take
risks (although not wildly so) and can live
comfortably with the uncertainties asso-
ciated with these risks.

• Thinking ability: This includes original
thinking, creative thinking, critical think-
ing, and analytical thinking. You are cu-
rious and have vision. You are never quite
satisfied or content; there’s always a bet-
ter way.

• Human relations ability: This is com-
prised of emotional stability, sociability,
cautiousness, consideration, cheerfulness,
co-operation, and tact. You are persistent
and keep trying. You don’t make the
same mistake twice but keep on trying
until you hit the right combination.

• Communications ability: This is a com-
bination of verbal and written communi-
cations. You must be persuasive and able
to influence bankers to supply money,
employees to work harder and better,
suppliers to furnish materials at the low-
est cost, and customers to buy.

• Technical knowledge: This means an
all-encompassing knowledge of the busi-
ness, your product or service, and your
market.

Why go into business for yourself?   3
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1. MONEY VERSUS YOUR 
PERSONAL LIFE

By now you’ve decided either that you can turn
your main interest in life into a profit-making
business or that you need to be your own boss
— in other words to be independent.

To be independent you need to make a cer-
tain amount of money. You need to reach your
“money goal” as fast as possible.

That approach to making money is the only
way you can get the money you want to do the
things you want to do before you are too old, too
tired, and too disillusioned to care.

Let’s dispel any misgivings about making
money. Making money is not a mysterious, awe-
some secret meant only for a chosen few. Far

from it. Actually, making money is just about
the easiest thing to do in this world — provided
you have a money goal, skills, knowledge, and
the drive to get what you want out of life.

Simple formula, isn’t it? It is somewhat
harder to put into practice, however, for in order
to reach your money goal, you must have moti-
vation, know-how, and a workable money plan
with a time limit.

There are many interpretations of “need.”
People need houses, food, clothing, cars, vaca-
tions, love affairs, paintings, music, and books.
For you, the big need is money: a certain
amount of money within a certain period of time
— in other words, as soon as possible.

You are no exception to the rule. You need
all the things that most people need. All the 

5
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6 Starting a successful business in Canada

ordinary needs mentioned are vital to everyday
living, but to get them you need money.

“But,” you argue, “some successful business
people are millionaires many times over, yet
seem to devote 24 hours a day to work. Really,
they cannot enjoy that kind of grind day in and
day out — or can they?”

The truth is, of course, that they truly do
enjoy their work and the money is strictly a way
of keeping score. (That’s what can happen when
you work at something you like.)

Now, perhaps this way of living is not to
your liking; there is no doubt that people like
this sacrifice other things in life, such as their
family and friends. But no one is asking you to
spend 24 hours a day at the job — and you don’t
have to in order to become successful. Almost
anyone can start a business and run it with mod-
est success, provided the business does not over-
tax his or her abilities.

To fulfill your personal needs, you should
make sure that you take care of all your life’s 
responsibilities and yet leave enough creative en-
ergy to reach your financial goal. In other words,
break life’s needs down and handle them in
order of their importance.

You should allot a sensible portion of the day
to your leisure, as relaxation ultimately helps
you to work harder. Also, you should be sure to
get enough sleep; otherwise, you’ll be too tired
to work. Without good health, you can’t do any-
thing. Furthermore, you do have your family to
think about. Don’t neglect them.

I am sure you know or have heard of some
very rich business people who devote their whole
lives to making money and are millionaires  be-
cause of it but have no home or family life. To

me, the very reason for being in business is so
that you have the time and money to enjoy the
people and things you love.

2. ATTAINING YOUR FINANCIAL GOAL
You should write down the financial goal (say, per
month) that you would like to attain at the end
of a five-year period when your business is firmly
established and you can afford to relax a bit.
(Don’t forget to make allowances for inflation.)

Next, list the amounts of money that you
need just to get by. Be ruthless in listing only
those things that are unavoidable expenses.
After that, go through the list and see which of
those you can cut without causing undue hard-
ship. For example, suppose your car costs $600
a month for gas, maintenance, and insurance.
Do you need such a big car? Do you fill up at
discount stations? Can you do some of your own
repairs? If not, do you have a mechanical friend
who could do the repairs in exchange for some-
thing you can do?

Here is another example. You own a house
and are paying off a rather large mortgage. Do
you know that, by using part of the house for
business purposes, you can write off part of those
mortgage payments, not to mention part of the
taxes, maintenance, and utilities payments?

Trivial you say? Not so. If you are paying off
a mortgage now costing, say, $600 per month
(most of which is interest) plus taxes, mainte-
nance, and utilities of another $300 per month,
for a total of $900, you actually need to earn
about $1,400 at today’s tax rates to pay that
$900 mortgage and maintenance payment every
month. By using, say, one-third of the house for
business purposes, for storage, or for an office,
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you can write off approximately $300 per month,
which saves you $100 per month in taxes. That’s
$1,200 per year — almost enough for a vacation
(see chapter 14 for details).

These are only a couple of examples. You
would be amazed at the savings that can result
from a little critical analysis of your spending
habits.

“But,” you say, “I’m not going into business
to scrimp and save.” That’s not the point. The
purpose of this whole exercise is to determine for
yourself what you need to live on while estab-
lishing your business.

By doing this and adding on your other
business costs — goods, advertising, other peo-
ple’s wages, rent, etc. — you can easily determine
your break-even point or, in simpler terms, what
you need to sell on a month-by-month basis to
make it. And, don’t forget, even if you are forced
to spend less (temporarily), you have attained
something that is priceless in the exchange: per-
sonal independence.

This is what we’ve established so far:

• You have a desire to do certain things.

• You have an idea about how to use that
desire to make money.

• You know that your special skills and
ability must be used professionally to get
that money.

• You know that you need a certain
amount of money to get by (while build-
ing your business).

• You know definitely that you will never
get that amount of money by working
for someone else; so, you will start your
own one-person business in order to get
that money.

Now, make a move. Get into action. Take
the first steps right away.

A great number of people never succeed in
becoming independent simply because they are
afraid of failure. Some people, strange to say, are
even afraid of success. Two-thirds of the things
that people fear will happen can never happen.

So start now to be your own boss and make
your own decisions. Put your money goal plan
into action and start your own money-making
business today!

Setting your money goal and attaining it    7
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4 Starting a successful business in Canada

Do these characteristics describe you? There are
some people who are simply not cut out to be
owners or managers of small businesses.

Let’s face it: it’s easy to say yes to all the
above — and in your own mind the assessment
is perfectly objective. However, if you plan to
start a business, you have to be positive. Believe
you are going to be successful and act like it every
day you are working with it. A positive mental
attitude does wonders for small businesses.

One word of caution, however: do not let
this attitude blind you to potential risks. Always
keep one eye looking for potential liabilities and
problems — because they will happen, and the
ultimate success of your business depends on
how you handle them.

But you are not alone. Remember, Canada
has more than one million small businesses (de-
fined as any firm that is “independently owned
and operated”).

Small businesses are important to the solu-
tion of Canada’s unemployment problem. Politi-
cians are finally waking up to the fact that it is
the small business that is relatively labour inten-
sive and provides employment opportunity and
not the large (often foreign-owned) conglomerate.
As a result, public purse strings are loosening
up, and tax laws tend to favour small business.

Small businesses are also vitally important to
the social health of this country. They contribute
to the social fabric of what Canada is today and
provide a vehicle for entrepreneurs.

Small-business people are hardworking, dy-
namic, innovative, progressive risk-takers — all
qualities that we, as a country, desire.
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