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COURIER TIMES
ONLINE SALES
Travel-related iterns — air, car rental and hotel
rooms — were the most popular total online sales
items this holiday season, nailing 47.5 percent of
the respondents in a survey of Internet users by
Ernst & Young. Books were next at 38.2 percent, -
followed by computer hardware and software at Monday
36.6 percent. January 3, 2000

What every business needs to con‘.aﬂdepL this year

It's time to re-evaluate
these 14 key elements in
your business.

By EARL L. SIGMUND
CPA

L. Check your customer percep-
tion rating. Buvers stay clear of
unhappy or what they perceive to be
unhappy business owners. Your
warmth and personality are a major
factor in a consumer’s decision to
purchase your product or service.

2. Redefine your product or ser-
vice niche. Unless you offer unheard
of Clstomer service, which with
some products or services is just not
possible, you just can't compete. Try
to be unigue. Try to have some pres-
ence on the Internet.

3. Prepare your capital expen-
diture and operating budget for
year 2000. List each item and attach
a realistic cost to it and then have
some knowledgeable person review
it and approve it.

4. Prepare a basic written real-
istic business plan for 2000 and

share thls”ﬂlan with }'our spouse or
someone about you to pre-
vent future personal

5. Re-evaluate your referral
network. Anticipate the needs of
your customers to products and ser-

vices related to yours and help vour
customers with their other needs by
referring them to members of your
network. Become active in your local
chamber of commerce. Join a leads
group and learn to aggressively mar-
ket your product or service.

6. Re-evaluate the pricing of
your product or service.

7. Evaluate your personnel
needs and uirement. Hire a
clone for and have the fore-
sight to hlre employees early on to
give you the time to market/sell your
product or service. Most small busi-
nesses fail not because they don't
have a good product or service, but
because they don't have enough sales
volume to survive,

8. Are you misclassifying
employees as subcontractors? The
IRS penalties can kill your business.
Ask your financial adviser about the
new rule andduthingstl'mrishtwmc

9. Are your marketing tech:
nigues and materials up to dltn"
Is there too little concentration or
education about selling and market-
ing your product or service and too
much concentration on mducmn
and administrative ? Do you
know how to close a sale eﬂ‘actlwha"
Learn how to sell Read books or
attend seminars. Try out your sales
pitch on your friends and seek con-

coverage. Underinsuring or not
insuring your business and failure to
incorporate to get some added liabil-
it}- pmteclion when your t of
iness requires it can be fal
. Get a complete medical
cally d Iali?‘ my:lg wl
and men
handle the stresses of self-employ-

function and learning

watﬂnboﬂmnafﬂwlr“mdo"

14. Check your credit and col-
lection policies. The lack nt‘ a
retainer or down payment
maatmﬂddmastahemrhus
Check out your .customers more
thoroughly than vou would check
out your vendors and suppliers. Get
references and/or credit reports and
use them to determine credit limits
that you can live with.




