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IS OWNING A BUSINESS RIGHT FOR YOU?                       

Tapping into your "inner" entrepreneur   

 

"Could I do it on my own out there?" is a question that many of us have asked ourselves in the course of our careers.  

The answer to that question may be tied to whether or not we have a specific set of aptitudes and motivators that 
make us potential entrepreneurs, says Yvon Gasse, Professor and Director of the SME and Entrepreneurship Centre 
at Laval University. Gasse collaborated with BDC to develop the Entrepreneurial Self-Assessment Tool which helps 
people better measure their entrepreneurial potential.  

"Although many factors come into play such as your personal circumstances and timing, research does show that 
business owners often share certain qualities that make up the entrepreneurial mindset," he emphasizes.  

Key motivators 
For example, Gasse points to 3 "motivating factors", among others, that attract people to the idea of becoming 
entrepreneurs in the first place.  
1. Need for achievement 
"The notion of challenge is an important one for entrepreneurs. They often have a strong need to set objectives and 
achieve specific goals. They will naturally take measures to meet these goals and will want rapid feedback on their 
achievements," he believes.  

2. Need to influence 
"Often entrepreneurial types want to influence people and the course of events. Making money may be one motivator 
but ultimately entrepreneurs want to make an impact on people through their businesses. They may also want to 
shape the course of events by, for example, buying another company or moving their business to China." 

3. Autonomy 
"Another motivator at the root of entrepreneurship is the desire to be independent," says Gasse. "You want to be your 
own boss and feel in control of your destiny. Independence is a strong driver for people who want to set up their own 
businesses and pursue their dreams." 

Some key aptitudes that shape entrepreneurs 
Along with these motivating factors, Gasse contends that entrepreneurs also have specific aptitudes that make them 
more likely candidates to set up their own businesses.  
Among these are: 

i. Perseverance 
"Business owners are usually determined to get past obstacles and see a project through its completion despite 
setbacks. They will overcome their frustrations and problems and persevere," says Gasse. "Given the challenges of 
today's complex business environment, this aptitude is at the top of the list." 

ii. Self-assurance 
"Entrepreneurs show self-confidence and trust their instincts. This self-assurance helps them through difficult times 
and pushes them to achieve tough goals," he says. Without that self-assurance, people hesitate and aren't so willing 
to take calculated risks, he adds.  

iii. Creativity 
Another aptitude that Gasse emphasizes is creativity. "This is particularly true when it comes to the ability of an 
entrepreneur to creatively identify business opportunities. Entrepreneurs instinctively see gaps in the market and can 
find unique products and services that meet a demand," he emphasizes.  

http://www.bdc.ca/en/advice_centre/tools/entrepreneurial_self_assessment/Pages/entrepreneurial_self_assessment.aspx�
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iv. Tolerance for ambiguity 
"Entrepreneurs are comfortable with ambiguity, and capable of making decisions even when they don't have all the 
information they need. For example, you might be selling products or services in a relatively unknown market. This 
level of uncertainty can be very stressful for most people but entrepreneurs learn how to work around it," he believes.  

v. Attitude toward failure 
"Many business owners have a long history of failures and accept these as part of the learning experience," says 
Gasse. "Rather than view failure as a catastrophe, an entrepreneur will learn from his or her mistakes and what to 
avoid the next time around. They'll pick themselves up after a failure and start over." 

vi. Action-oriented 
"Entrepreneurs don't rest on their laurels and are driven to accomplish their objectives through concrete action," adds 
Gasse. "They want to get down to work and won't put off difficult tasks until later. That strong desire to tackle their 
objectives and see quick results often characterizes people who want to run their own companies." 

Before you get going 
If you see that you have the necessary motivators and aptitudes to become an entrepreneur, Gasse recommends 
that you first get a clear business plan in place. "It's important to not think of your business plan as simply a way to 
attract financing. It's much broader than that. Ideally, a business plan is a real roadmap that shows where you are 
going with your company. It should demonstrate that you've done your homework, understand your market and that 
you can actually generate business. Once you have that plan in place, you can move more confidently ahead."  

 

Business Development Bank of Canada, Retrieved April 7th, 2011. 
http://www.bdc.ca/EN/advice_centre/articles/Pages/inner_entrepreneur.aspx 
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FINDING THE RIGHT BUSINESS OPPORTUNITY                                                  

 

Developing your ideas  
 

If you decide to start a new business, you will need to spend some time developing your business idea. One of the 
greatest advantages of being an entrepreneur is being able to work on something that interests you and that you are 
passionate about. Unfortunately, passion does not always translate into profits. 

Research, research, research! The more information you can gather about the potential demand for your product or 
service, about your competitors, about the needs and wants of your prospective customers, the more successful you 
are likely to be. 

Before starting a business, you need to evaluate your idea and determine what your chances of making a profit from 
that idea are. This document lists some things that you should consider and provides links to additional information to 
help you assess your idea. 

Table of Contents  

1. Is your idea truly original?  
2. Will people be willing to pay for your product or service?  
3. Will your product or service be able to compete with existing companies?  
4. How will you distribute your product or service?  
5. How will you promote your product or service?  
6. Do you need intellectual property protection for your idea or invention?  
7. Are there any government restrictions or obligations that could limit your idea?  
8. What resources do you require to get your business off the ground?  
9. Where can you go for help evaluating and clarifying your idea?  

Is your idea truly original?  
You will need to research your idea to see if it is truly original or whether someone else has a similar product or 
service. Capturing a niche market, i.e. something no one else is doing, may be more profitable than competing with a 
similar product or service. A business expert or mentor can help you to evaluate or enhance your original business 
idea. 

• Conducting market research  

http://www.canadabusiness.ca/eng/88/1194/ 

Learn more about market research, how it can improve your business decisions, and how to conduct a 
market research campaign.  

Will people be willing to pay for your product or service?  
Great ideas can only translate into a successful business if people are willing to pay for the product or service. 

http://www.canadabusiness.ca/eng/125/106/#c1087�
http://www.canadabusiness.ca/eng/125/106/#c1086�
http://www.canadabusiness.ca/eng/125/106/#c1088�
http://www.canadabusiness.ca/eng/125/106/#c1089�
http://www.canadabusiness.ca/eng/125/106/#c1090�
http://www.canadabusiness.ca/eng/125/106/#c1091�
http://www.canadabusiness.ca/eng/125/106/#c2539�
http://www.canadabusiness.ca/eng/125/106/#c1092�
http://www.canadabusiness.ca/eng/125/106/#c1093�
http://www.canadabusiness.ca/eng/88/1194/�
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• First, you need to identify who the target market is for your product. Are you planning to sell to young people 
or seniors? Is your product primarily for women, men or both? Are you going to sell to individuals, other 
businesses or to the government? What income level would people need to have to be able to afford your 
product or service?  

• Once you know who you are going to sell to, you should consider doing some market research to find out if 
your target market would be interested in buying your product or service and how much they would be 
willing to pay for it.  

• If your product or service is something people would be interested in, but not willing to pay for, you can 
consider alternate business models. Some businesses, in particular in the service industries, offer their 
service for free or at a low price, but are able to make money through other avenues, such as advertising.  

Who is your customer?  
Before you begin selling something, you need to know who you are selling to. If you haven't determined who your 
target market is, you are likely to try to be all things to all people and end up with a product nobody likes or a service 
that doesn't meet anyone's needs. 

When developing a general profile of your customers, you might want to define them by their demographic 
characteristics, such as: 

• age, usually given in a range (20-35 years)  
• sex  
• marital status  
• location of household  
• family size and description  
• income, especially disposable income (money available to spend)  
• education level, usually to last level completed  
• occupation  
• interests, purchasing profile (what are consumers known to want?)  
• cultural, ethnic, racial background  

For example, a clothing manufacturer may consider a number of possible target markets -- toddlers, athletes, 
grandparents, teenagers and tourists. A general profile of each of these possible markets will reveal which ones are 
more realistic, pose less risk and are more likely to show a profit. A test market survey of the most likely target 
groups, or those who buy for them, such as parents for babies and toddlers, can help you separate real target 
markets from unlikely possibilities. 

Once you have defined your target customers, you must learn about their needs and preferences. 

• What challenges do they have that could be solved with your product or service?  
• What are their needs and expectations regarding this product or service?  
• What types of things do they desire?  
• What do they spend their money on?  
• Where do they shop?  
• How do they make spending decisions?  

Those are just a few of the many things you might want to learn about your prospective customers. 

Will your product or service be able to compete with existing companies?  
Once you find out who your customers are, you will need to look at who else is selling similar products and where 
they are selling them. Will you be competing with a product that has already been marketed? If your idea is a 
consumer product, check stores and catalogues or visit trade shows to find out what other products are available and 
what companies market them. You need to determine why customers will buy from you and not from your competitor. 
Is your product superior or is your price lower than other businesses? The best way to do this is to conduct market 
research using existing data or by doing your own survey. 

How will you distribute your product or service?  
To distribute your product or service, you can either start your own company or you can try to convince an existing 
company to buy your product or idea from you. It may be easier to start your own company than to try to convince 
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another company to distribute your product or service. Many potential buyers are more willing to deal with a company 
as a supplier than they are to take on a product or invention from an independent person. 

How will you promote your product or service?  
An idea or invention is not much use without customers to buy it! Have you considered how the customers will hear 
about or find your product? Some ways to market your product are: 

• on the Internet via a website  
• at trade shows and through your trade associations  
• advertising in newspapers, on the radio or on television  
• distributing brochures  

To learn more about effective marketing and promotion techniques, see: 

• Promoting and advertising your business  

http://www.canadabusiness.ca/eng/89/899/ 

Learn how to use advertising and other promotional techniques effectively.  

Do you need intellectual property protection for your idea or invention?  
Your idea, invention or product may need to be protected from being copied by others. Find out if the tangible result 
of your intellectual activity is eligible for intellectual property protection and how to get it. 

• Copyright and Intellectual Property  

http://www.canadabusiness.ca/eng/91/ 

Learn about intellectual property, including patents, trade-marks, copyright, industrial design and integrated 
circuit topographies, and how they can protect your business.  

Are there any government restrictions or obligations that could limit your idea?  
Before you move ahead with your business idea, you may want to check to see if there are any regulations that may 
prohibit or limit the sale of your proposed product or service or the operation of your business. 

• Regulations, Licences and Permits  

http://www.canadabusiness.ca/eng/126/ 

Learn about regulations, permits and licences that apply to your business.  

What resources do you require to get your business off the ground?  
Developing a solid business plan will be critical to the success of your business. A business plan will help you 
determine how much money you need to start your business. Also, a lender or investor will want to review it to 
determine your eligibility for financing. Your plan should clearly outline how you plan to make money and include an 
estimate of your projected sales for the first year. Base your estimates on the size of your market, your competition, 
your price, marketing plan and trends in the industry. Also include in your plan your expected expenses for things 
such as supplies, rental space, salaries, insurance, etc. 

• Business Planning  

http://www.canadabusiness.ca/eng/86/ 

http://www.canadabusiness.ca/eng/89/899/�
http://www.canadabusiness.ca/eng/91/�
http://www.canadabusiness.ca/eng/126/�
http://www.canadabusiness.ca/eng/86/�


7 
 

Find out how to write a business plan and access templates and sample business plans.  

Where can you go for help evaluating and clarifying your idea?  
While you are still considering your idea, you may wish to get some help along the way. 

Contact Canada Business  
For more information, you can call, visit or e-mail the Canada Business Service Centres and regional partner offices. 
Our business information officers are prepared to provide assistance with your business questions and can direct you 
to relevant information in our extensive collection of business-related publications, directories and electronic 
databases. 

• Contact Canada Business  

http://www.canadabusiness.ca/eng/page/contact/ 

Business advisors  
You may also wish to get help from professional advisors such as lawyers, accountants, and business consultants. 
Consult our directories of Canadian companies to find ones located near you. 

• Accredited Professionals  

http://www.ic.gc.ca/eic/site/ccc_bt-rec_ec.nsf/eng/h_00006.html 

Do you need professional help for your business? Access this online database of accredited professionals. It 
includes accountants, legal professionals, business valuators and auditors. The entries are listed by 
province or territory.  

• Business Consultants  

http://www.ic.gc.ca/eic/site/ccc_bt-rec_ec.nsf/eng/h_00007.html 

Access this online directory to find business development organizations and business consultants, including 
specialists in the areas of exporting, financial services, human resources management, marketing, and 
more.  

 
Developing your Ideas – Retrieved April 7th, 2011 http://www.canadabusiness.ca/eng/125/106/ 

 

 

 

 

 

 

 

 

http://www.canadabusiness.ca/eng/page/contact/�
http://www.ic.gc.ca/eic/site/ccc_bt-rec_ec.nsf/eng/h_00006.html�
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GETTING STARTED: 

                                                                                                                               

STEP 1: YOUR BUSINESS PLAN                                                                         

Pull together an effective business plan   
 

If your business is all in your head, it's hard to convince lenders, investors and shareholders that you have a credible 
company and that you'll use their funding well. And that's precisely where a business plan comes in. This highly 
recognized management tool is basically a written document that describes who you are, what you plan to achieve, 
how you plan to overcome the risks involved and provide the returns anticipated. Often people think of business plans 
are limited to starting up new companies or applying for business loans. However, they are also essential to running a 
business with a clear, well-documented plan.  

Make it thorough but keep it simple 
Many entrepreneurs may see putting a business plan together as a daunting task involving hundreds of pages. 
However, in reality, it should be a concise and structured document that gives readers everything they need to 
assess your company's project. There's no one guaranteed formula for writing an effective business plan. However, 
in general you have to show that you're committed to your venture and that you have the expertise, skills and self-
confidence necessary to make it all happen.  

Here's the core content that you should consider.  

Your business proposal. Include a description of exactly what you're proposing. Ask yourself: who your customer is, 
what business are you in exactly, what do you sell, and what are your plans for growth?  

Your unique selling point. Address how your goods or services will appeal to customers. How will your company or 
product/service make a difference in the lives of your customers?  

Market analysis. Make sure you show your lender that you've done your homework. Basically, your market research 
helps you understand your customer needs so that you can offer a product or service that precisely fits those needs. 
You'll need to provide information such as your target market, customer demographics, competition and distribution 
methods.  

Key competitive information. Provide information on competitor weaknesses and strengths and show how you 
intend to improve on what they're doing.  

Organizational structure. Use organization charts to clearly spell out the roles of key management people and the 
proposed size of your organization.  

HR requirements. You should include information on how you plan to recruit and maintain your employees or handle 
outsourced work.  

Premises and capital goods. Do an assessment of the company's needs with regard to premises and capital goods 
(such as machinery, technological equipment).  



9 
 

Key financial data. Be sure to modify your information depending on your target audience. For example, your bank 
will be interested in how you intend to repay the loan or overdraft, what you intend to do with the money and how it 
will help your business grow. Potential investors will also want to see the expected return and sources of funding, 
while shareholders are looking for the prospect of the share price and what dividend they can expect on their shares. 
Generally, lenders, shareholders and investors want facts and figures that back up what you say.  

• Show your personal and business net worth (assets minus liabilities) so the lender can judge your ability to repay 
your debt  

• A banker will also look at your past credit history to gauge your reliability. Be sure that you know what credit 
agencies have on file about you or your company  

• Include your assets, such as collateral to secure a loan. Bankers invariably ask for some investment on your part 
as proof of commitment. (This investment may have been raised by you privately or through family and friends). 
The rule of thumb is that money attracts money; the more backers you have, the easier it is to attract new ones  

• Be sure you include your cash flow forecast, which is the amount of cash needed to run your business: technology, 
inventory, equipment, human resources, etc.  

• Present financial projections for at least 2 years and do an analysis of market size and market potential  
• Show implementation details or exactly what will make all of this happen. You need to assign clear responsibilities, 

set real dates and realistic budgets. Include your financial control systems, such as stock planning and managing 
debtors and creditors 

Legal structure. Address issues such as taxes, liability concerns, information on proprietorships, partnerships, 
limited or incorporated companies. If you're buying an existing business, be sure to clarify buy-and-sell agreements. 
Keep in mind that you should have a lawyer look over all contracts and legal issues.  

An executive summary. It helps to write this last; a page or two of highlights is sufficient. Be sure to clarify whether 
this is a new business venture, an expansion of an existing business or the purchase of a new business.  

You should also include: 

• The type of business activity  
• Your unique selling point  
• The market to be served  
• The main objectives of your company  
• Management background  
• Project timeframes involved  

 

Avoid these pitfalls  

• Being overly ambitious – you should be able to justify any assumptions or projections  
• Masking financial difficulties: inform your lender if your sales fluctuate, for example, and you may prefer a flexible 

payment schedule. A transparent business plan is one of your best assets in gaining the trust of bankers and 
investors, whether they are your associates or people outside the company  

• Providing inadequate information on the management team, flawed marketing plans, unrealistic forecasts or 
incomplete presentations 

 
Writing your business plan  
What should be included in a business plan? 

Although business plans vary in terms of length and scope, all successful business plans contain common elements. 
Here are the ones that should be included in any business plan. 

Table of Contents  

1. The Executive Summary (Business Description)  
2. Identifying your Business Opportunity  
3. Marketing and Sales Strategy of a Business Plan  

http://www.bdc.ca/EN/advice_centre/articles/Pages/starting_financing.aspx�
http://www.canadabusiness.ca/eng/86/4877/#c1400�
http://www.canadabusiness.ca/eng/86/4877/#c1401�
http://www.canadabusiness.ca/eng/86/4877/#c1402�
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4. Your Team  
5. Operations  
6. Financial Forecasts of a Business Plan  
7. Other Useful Information  

The Executive Summary (Business Description)  
The executive summary is an overview of the key points contained in your business plan and is often considered the 
most important section. Positioned at the front of the plan, it is usually the first section that a potential investor or 
lender will read, and may well be the only section to be read, if it is not properly prepared. This important summary 
should: 

• include highlights from each of the other sections to explain the basics of your business  
• be sufficiently interesting to motivate the reader to continue reading the rest of your business plan  
• be short and concise - no more than two pages long  

Although the executive summary is the first section of the plan, you should write it last. 

Identifying your Business Opportunity  
This section of your business plan must clearly describe what your business is all about, that is, its products and/or 
services, and your vision for the business. It should include: 

• who you are  
• what you do  
• what you have to offer  
• the market you want to address  

Remember that the person reading the plan may not understand your business and its products, services or 
processes as well as you do; so, try to avoid jargon. It's a good idea to get someone who is not involved in the 
business to read this section of your plan to make sure they can understand it. 

You should indicate: 

• if this is a new business venture, the purchase of an existing business or the expansion of an existing 
business  

• the industry sector your business is in  
• the uniqueness of your product or service  
• the advantages your business has over your competition  
• the vision and main objectives of your business  
• your legal business structure (sole proprietorship, partnership, corporation)  

Also include the date the business was registered/incorporated, the name of the business, its address and all contact 
information. 

Marketing and Sales Strategy of a Business Plan  
This section of your business plan should describe the specific activities you intend to use to promote and sell your 
product or service. A strong sales and marketing section demonstrates you have a clear idea of how you will get your 
product or service to market and should answer the following questions for the reader: 

• Who are your customers? Do some research and include details of customers who have shown an interest 
in your product or service. Describe how you are going to promote yourself to potential customers to let 
them know your business exists.  

• How are you going to reach your customers? You should know your customers and the best method by 
which to reach them. Research will help you identify the most effective way to reach your selected audience, 
whether it is through the Internet, over the telephone or by in-person contact.  

http://www.canadabusiness.ca/eng/86/4877/#c1403�
http://www.canadabusiness.ca/eng/86/4877/#c1404�
http://www.canadabusiness.ca/eng/86/4877/#c1405�
http://www.canadabusiness.ca/eng/86/4877/#c1406�
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Who is your competition? Once you understand who your competition is, you need to research their strengths and 
weaknesses, and use this information to assess potential opportunities and threats to your business. 

• How are you going to position your product or service? Describe what makes your product or service unique 
to the market you are trying to break into.  

• How are you going to price your product or service? Outline your pricing strategy, including incentives, bulk 
pricing, loyalty incentives and/or group sales.  

To learn more about effective marketing and promotion techniques, see these documents: 

• Marketing basics  

http://www.canadabusiness.ca/eng/89/897/ 

Brush up on key marketing concepts, learn how to develop a marketing plan, and assess strategic marketing 
options for your company.  

• Promoting and advertising your business  

http://www.canadabusiness.ca/eng/89/899/ 

Learn how to use advertising and other promotional techniques effectively.  

• E-business  

http://www.canadabusiness.ca/eng/145/148/ 

E-business is about using Internet technologies to provide superior customer service, streamline business 
processes, increase sales, and reduce costs.  

Your Team  
This section addresses the people working in your business and how you plan to manage your business. Include: 

• a brief organizational layout or chart of the business  
• biographies of the managers (including yourself)  
• who does what, with a brief job description of each position  
• the needed skills of each position  
• any other relevant information related to personnel  

Don't underestimate the importance of this part of your plan. Investors need to know that you and your staff have the 
necessary balance of skills, drive and experience to enable your business to succeed. It is also advisable to outline 
any recruitment or training plans, including time scales and costs. 

Operations  
This section of your business plan should outline your operational requirements, including your day-to-day 
requirements, facility requirements, management information systems and information technology requirements, and 
any planned improvements. 

Things to include: 

• Day-to-day operations - provide a general description of the day-to-day operations of the business, such as 
hours of operation, days open, seasonality of business, suppliers and their credit terms, and so on.  

• Facility requirements - identify your requirements in terms of size and location. Include any related 
documents in the appendix of your business plan, such as lease agreements or supplier quotations. Detail 

http://www.canadabusiness.ca/eng/89/897/�
http://www.canadabusiness.ca/eng/89/899/�
http://www.canadabusiness.ca/eng/145/148/�
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any special requirements associated with the facility and include any licensing documentation in your 
appendix.  

• Management information systems - indicate how you plan to control stock, manage accounts, control quality 
and track your customers.  

• Information technology requirements - identify the IT systems you will be using for your business. As this is a 
key factor for most businesses, indicate if you are using a consultant or IT support service and outline any 
planned IT developments.  

• Management and Operations  

http://www.canadabusiness.ca/eng/87/ 

Find out how you can structure your business, manage production processes and avoid risks.  

Financial Forecasts of a Business Plan  
This section of your business plan essentially turns your plans into numbers. As part of any business plan, you will 
need to provide financial projections for your business. Your forecasts should run for the next three to five years. 
However, the first 12 months' forecasts should have the most details, including assumptions both in terms of costs 
and revenues, so investors can clearly see your thinking behind the numbers. 

Your financial forecasts should include: 

• Cash flow statements – this is a cash balance and monthly cash flow pattern for the first 12-18 months. It 
includes working capital, salaries and sales  

• Profit and loss forecast – this is the level of profit you expect to make, given your projected sales, the costs 
of providing goods and services, and your overhead costs  

• Sales forecast – this is the amount of money you expect from sales of your product and/or service  

Things to consider: 

• How much capital do you need, if you are seeking external funding?  
• What security can you offer to lenders?  
• How do you plan to repay any borrowings?  
• What are your sources of revenue and income?  
• Forecasts should cover a range of scenarios.  
• Review risks and develop contingency plans to offset the risks.  
• Review industry benchmarks/averages for your type of business.  

• Managing your finances  

http://www.canadabusiness.ca/eng/82/151/ 

Resources to help you understand financial concepts and learn about tasks like budgeting, financial analysis 
and bookkeeping.  

• SME Benchmarking Tool  

http://www.ic.gc.ca/eic/site/pp-pp.nsf/eng/h_pm00000.html 

Find out how your firm measures up to comparable small businesses within your industry.  

Other Useful Information  
The following sections are not always required, but will certainly enhance any business plan: 

http://www.canadabusiness.ca/eng/87/�
http://www.canadabusiness.ca/eng/82/151/�
http://www.ic.gc.ca/eic/site/pp-pp.nsf/eng/h_pm00000.html�
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• Implementation Plan - this section lists estimated dates of completion for different aspects of your business 
plan, targets for your business and milestones.  

• Appendices - these should include different supporting materials, such as any licences and permits, 
agreements, contracts and other documentation that support your business plan.  

For more information: 

• Business planning frequently asked questions  

http://www.canadabusiness.ca/eng/86/4879/ 

Find the answers to questions often asked about preparing a business plan.  

• Prepare a business plan for growth  

http://www.infoentrepreneurs.org/en/ressource/-/asset_publisher/8uV2/content/view_maximized/id/17726 

Learn how to transform your business plan from a static document to a dynamic model that will help your 
business survive and prosper.  

• Strategic Planning  

http://www.infoentrepreneurs.org/en/ressource/-/asset_publisher/8uV2/content/view_maximized/id/17790 

Learn the basics of the strategic planning process, how to develop a strategic plan and how to make the 
transition from the initial planning stage to implementation.  

 

Business Plan Templates 

http://www.canadabusiness.ca/eng/86/4878/ 

 

Business Plan FAQ’s 

What is a business plan?  
A business plan is a written document that describes your business, its objectives and strategies, the market you are 
targeting and the financial forecast for your business. It will assist in setting realistic and timely goals, help secure 
external funding, help measure your success, clarify operational requirements and establish reasonable financial 
forecasts. Preparing you plan will help you focus on how your new business will need to operate to give it the best 
chance for success. 

Why do I need a business plan?  
Getting financial assistance to help get your business up-and-running is directly tied to your business plan. To be 
considered a viable candidate to receive funds from financial institutions and/or investors, you must fully demonstrate 
your firm grasp of every aspect of your business, and particularly its ability to generate profit. 

Beyond creating a business plan for the sake of lenders and investors, it is also a necessary exercise to help you 
map out the growth and progress of your business. The success of your business depends on your clear vision of the 
future: 

• How will you generate positive cash flow?  

http://www.canadabusiness.ca/eng/86/4879/�
http://www.infoentrepreneurs.org/en/ressource/-/asset_publisher/8uV2/content/view_maximized/id/17726�
http://www.infoentrepreneurs.org/en/ressource/-/asset_publisher/8uV2/content/view_maximized/id/17790�
http://www.canadabusiness.ca/eng/86/4878/�
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• How will you sustain your business in the ‘lean times'?  
• Who is your competition, and how will you coexist?  
• Who is your target market?  

The above are just a few examples of the questions you will answer in your business plan, providing you with the 
direction in which you will guide your business. 

When should I write a business plan?  
The sooner the better! However, it is never too late to write a business plan and, once written, it becomes a living 
document that should be updated regularly. It is important that you examine and anticipate as many relevant factors 
early on in the process, so that you are not taken by surprise later. 

Who should write my business plan?  
Your business plan should be prepared by you, the entrepreneur. It is your business and therefore your business 
plan; so, you should take the lead in writing it. However, don’t hesitate to seek outside assistance from your 
management team, consultants, accountants, bookkeepers, copy editors and/or other experienced people. 

What are some common guidelines when preparing a good business plan?  
To prepare a good business plan, you should: 

• Take the time to really define your business objectives. Think about who is going to read the plan. The 
objectives can help you decide how much emphasis to put on various sections of your plan.  

• Take your time to research your business plan. A business plan is only as good as the research that went 
into producing it. For example, you will have to do research in order to find out more about your industry, 
potential customers, competitors, sales and costs of doing business.  

• Show drafts of your business plan to others. It can be very useful to get feedback on your draft business 
plan from various people, including people associated with the business and others.  

• Write your own business plan. A common mistake is to copy too much information from a sample business 
plan. Your plan must reflect your objectives and should flow like a good story, with the sections working 
together to demonstrate why the business will be successful. Business plans that borrow too much 
information from other business plans tend to be disjointed, with some sections contradicting others and 
some key issues being overlooked.  

• Make sure your financial projections are believable. For many readers, the financial section is the most 
important section of the business plan, because it identifies your financing needs and shows the profit 
potential of your business. A good financial plan will also give the reader confidence that you really 
understand your business. So, be sure to test how reasonable each of your expectations are. If you are 
overly optimistic or fail to take into account the full costs of running your business, your business plan will 
not be credible.  

• Write the executive summary last. The executive summary can be the most important section of your 
business plan, because people will read it first and it may be the only section that is read. The keys to a 
good summary are that it should be short (two pages at most), it should highlight what is important in your 
plan and it should get the reader excited about your business.  

Where do I find market research, industry and competitor information for my plan?  
Research is vital to your business plan - the more information you have in your arsenal, the better. When beginning 
the research phase of your plan, keep in mind that there is a lot of information out there, especially online, but not all 
of it is accurate. It's always important to consider the source of any information you gather: research is only valuable 
to you if it's factual. Avoid letting unreliable sources tell you what you want to hear. If you come across information 
that you find useful, but you're unsure of the source, verify the information, either by contacting the source or by 
digging deeper on your own. 

There are various, excellent government market research tools that are available online. Canada Business and 
Industry Canada both offer market research and statistics resources. For example, a great resource is Industry 
Canada's SME Benchmarking Tool, which can help you create an accurate financial profile of your business. 

If you're having trouble piecing your research together to paint an accurate picture of your business, try brainstorming 
with a skilled professional. The Canada Business Network has offices across Canada - consider consulting a 
Business Information Officer, who can help put your information together to create a solid business plan. 
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• Market Research and Statistics  

http://www.canadabusiness.ca/eng/88/ 

Learn more about market research, how to conduct it and where to find free information and statistics to 
support your market research project.  

• Benchmarking tools and ratio calculators  

http://www.bdc.ca/en/advice_centre/tools/calculators/Pages/overview.aspx 

Ratio calculators are online calculators that measure your business performance, such as asset utilization, 
liquidity, leverage, inventory turnover, sales, net profits, and more.  

• SME Benchmarking Tool  

http://www.ic.gc.ca/eic/site/pp-pp.nsf/eng/h_pm00000.html 

Find out how your firm measures up to comparable small businesses within your industry.  

• Economic and Market Research/Statistics  

http://www.ic.gc.ca/eic/site/ic1.nsf/eng/h_00072.html 

Looking for information that is relevant to your business? Find research, statistics and analyses of Canada's 
industries and economy.  

• Canada Business Centre Libraries  

http://www.canadabusiness.ca/eng/guide/5525/ 

Canada Business Centres are located in each province and territory and many feature libraries that are 
stocked with materials to help small businesses.  

• Contact Canada Business  

http://www.canadabusiness.ca/eng/page/contact/ 

The Canada Business Network has centres across the country that offers guidance, information and 
resources to help make your journey in business a successful one.  

How do I write the financial projections for my business plan?  
If there's one word to best describe what your financial projections should look like, it is: accurate. Financial 
forecasting is only helpful, to you and to potential lenders and investors, if your numbers are reasonable and 
represent a true accounting of your cash flow. 

Don't make the common mistake that many business planners do and base your projections on best-case scenarios. 
Your financial projections are made to guide your business decisions. When you inflate your sales, and therefore, 
financial expectations, you run the risk of tying large amounts of money up in inventory that sits on your shelves and 
in operating costs. 

If you've been in business for awhile, use your past numbers to forecast your projections. These should paint an 
accurate picture of your cash flow. If your business has not yet started, use market research and statistics to help 

http://www.canadabusiness.ca/eng/88/�
http://www.bdc.ca/en/advice_centre/tools/calculators/Pages/overview.aspx�
http://www.ic.gc.ca/eic/site/pp-pp.nsf/eng/h_pm00000.html�
http://www.ic.gc.ca/eic/site/ic1.nsf/eng/h_00072.html�
http://www.canadabusiness.ca/eng/guide/5525/�
http://www.canadabusiness.ca/eng/page/contact/�
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guide your projections. Benchmarking tools can help you clearly understand what your business' financial situation 
will look like. 

The bottom line is, whether you're doing projections for a business you've been operating for years or for one in 
which you haven't even opened the doors, you need to be detailed. It can be helpful to look at sales in shorter terms 
to get a better read on them. The shorter the increments of time you base your numbers on, the more accurate your 
forecast will be. 

What are the most common mistakes in writing a business plan?  
Competition: They're a fact of life - an informed business plan takes competitors into account. Use your business 
plan to demonstrate how your business can thrive in a crowded market. 

Ideas: As an entrepreneur, you're full of great ideas, and your business plan is an easy place to get carried away 
“pitching” them. Keep in mind that your business plan is about the business around your ideas: operations, logistics, 
management, finances, marketing, etc. 

Overreliance: You put your business in a vulnerable position if most of your revenue is generated from a single 
contract. Avoid tying your fate to that of a single customer. 

Priorities: Focus your plan to a few key priorities. A plan that is diluted with dozens of priorities really isn't a plan. 

Procrastination: It's easy to put it off, but your business plan is an essential tool to help you guide the direction of 
your business - there's no time like the present. 

Projections: Getting excited and projecting best case scenarios is easy to do, and it can be a fatal mistake. It's in 
your best interests to make accurate, reasonable financial and market projections. 

Sample plans: Sample plans can be a great resource, but you want to avoid using too much information from them. 
Ultimately, your business is about you - let yourself shine through. 

In what order should I write the sections for my business plan?  
Although there is no set-in-stone order to write your business plan, there are a few things to keep in mind before you 
write your plan: 

• Determine your objectives: Where do you see your business in a year? How about five years?  
• Prepare an outline: Create a small guide with the sections and sub-sections of your plan to keep you on 

track.  
• Research, analyze and organize: Research your industry and market inside-out. Arm yourself with facts, 

and organize them into the key sections of your plan.  
• Determine your audience: The business plan you submit to the bank for a small business loan may be 

different than the one you show to potential investors.  

When it's time for you to write the actual plan, go through it one section at a time, ensuring that you prepare the 
Executive Summary last. This section, which comes at the beginning of your business plan, is perhaps the most 
important, and should highlight all the key elements of your plan. It gives readers an up-front synopsis of what they're 
about to read. Write this section once you're completely satisfied with the remainder of your plan. 

Keep in mind that your plan is never ready for submission until you've read and re-read it several times and made any 
necessary changes. Get as much feedback from peers as possible and always be willing to revise. 

Should I use business planning software?  
You may be attracted to business planning software because it can turn the creation of your business plan into a 
relatively easy process; however, easy is not always best. Your priority when preparing your business plan must be 
quality. A business plan that you put your best efforts into is going to offer an originality that planning software just 
can't replicate. Bankers and investors want to read your business plan, and as frequent readers of business plans, 
they can often pick out the software generated plans at a quick glance. 

How long should my business plan be?  
There is no rule for the exact length that your business plan should be. The important thing to concentrate on is the 
research, and then the writing of a plan that covers every aspect of your business. The following categories are 
generally included in a business plan: 



17 
 

• Executive summary  
• Identify your business opportunity  
• Industry analysis  
• Marketing, sales and competition analysis and strategy  
• Your team  
• Management  
• Operations  
• Financial forecasts  
• Implementation/target dates  
• Appendices  

Do I need protection of the information in my business plan when I submit it to others?  
Ultimately, whether or not you choose to protect the original ideas in your business plan is up to you - many business 
plan submissions include a simple and straightforward confidentiality clause following the title page. If the information 
in your business plan is of an exceptionally sensitive nature, you may consider including a non-disclosure agreement; 
however, this is an avenue you'll need to discuss with your attorney. 

• Legal issues  

http://www.canadabusiness.ca/eng/87/188/4483/ 

Do you really need a lawyer? Business law can be very complex, and it can be difficult for you to forecast 
potential legal issues that may arise down the road. Find out when to hire a lawyer and how you can reduce 
potential legal costs. 

                                                                                        

                                                                                                                               

STEP 2: STARTING UP (FINANCING, OPERATIONS, YOUR FIRST YEAR, ETC) 

Business Name Search, Registration, and Renewal 
Service Ontario’s Integrated Business Services Application is a flexible service that allows you to do one of the 
following:  

• Search for business names that are already registered  
• Register or renew your business name, get a Master Business Licence and, if eligible, apply for additional 

accounts with different government bodies  
• If your business is commencing after June 30, 2010, RST is no longer applicable and you will need to 

contact CRA to register your business for the HST.  Visit the CRA website at www.cra.gc.ca/harmonization 
or call 1 800-959-5525 for more information regarding the HST.  

Here is some other basic information you should know: 

• It costs $60 to register or renew your business name  

http://www.canadabusiness.ca/eng/87/188/4483/�
http://www.ontario.ca/en/services_for_business/STEL02_039975.html�
http://www.ontario.ca/en/services_for_business/ONT06_023798.html�
http://www.cra.gc.ca/harmonization�
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• It costs between $8 and $26 to search business names, depending on type of report  
• The Master Business Licence or the Enhanced Business Name Search Report is a PDF file that can be 

printed or saved to a personal computer  
• A printer is required to print the Receipt, Summary Registration, Profile Summary, Master Business Licence 

and/or the Enhanced Business Name Report  
• You can pay online by credit card  
• There is a money-back service guarantee attached to new business name registrations  
• You can register your business 24 hours a day, 7 days a week  
• You can search for business names online Monday to Friday, 8:30 am – 6:00 pm  
• To apply for CRA programs including Harmonized Sales Tax (HST), payroll deductions, corporate income 

tax and import/export accounts visit Business Registration Online.  

Entrepreneurial Self Assessment 

http://www.bdc.ca/en/advice_centre/tools/entrepreneurial_self_assessment/Pages/entrepreneurial_self_assessment.as
px 

 
Naming your business  
Choose the name for your business carefully. It will precede you wherever you go! 

What's in a name?  
The right name can be an effective advertising tool that can help your customers understand what your business 
does and the market you are targeting. The wrong name can confuse or drive away customers. 

Some things to think about: 

• A short name is easier to remember.  
• Naming a company with your own name does not tell prospective customers what you do. Consider 

choosing a name that will help people understand what your company sells.  
• Choose a name that will fit the image you want to project. You will want your name to connect with your 

customers and create an image they will know and trust.  
• Try not to use abbreviations (for example, ABC Company) for a small business unless you have the 

marketing budget to make this name memorable.  
• Make your name distinctive enough to separate you from your competition.  
• Choose a name that is not already in existence. Many names are protected under trademark protection or 

as federally incorporated companies.  

Learn more about your business name, including protecting your name and choosing a name for a corporation. 

• Choosing a name  

http://corporations.ic.gc.ca/eic/site/cd-dgc.nsf/eng/cs01191.html 

Things to consider when selecting a name for your corporation.  

• NUANS Name Search  

http://www.canadabusiness.ca/eng/summary/1275/ 

Applies to: All of Canada  
Compare your proposed business name with the names of existing businesses to see if it is unique.  

• What’s in a name? Using trade-marks as a business tool  

http://www.ontario.ca/en/services_for_business/107823.html�
http://www.cra-arc.gc.ca/tx/bsnss/tpcs/bn-ne/bro-ide/menu-eng.html�
http://www.bdc.ca/en/advice_centre/tools/entrepreneurial_self_assessment/Pages/entrepreneurial_self_assessment.aspx�
http://www.bdc.ca/en/advice_centre/tools/entrepreneurial_self_assessment/Pages/entrepreneurial_self_assessment.aspx�
http://corporations.ic.gc.ca/eic/site/cd-dgc.nsf/eng/cs01191.html�
http://www.canadabusiness.ca/eng/summary/1275/�
http://www.cipo.ic.gc.ca/eic/site/cipointernet-internetopic.nsf/eng/wr00058.html�
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http://www.cipo.ic.gc.ca/eic/site/cipointernet-internetopic.nsf/eng/wr00058.html 

Find out how to protect your business name.  

• Search a Business Name  

http://www.ontario.ca/en/services_for_business/STEL02_039975 

Use the Enhanced Business Name Search to see if a business name has been registered with the Ontario 
government.  

Your business name and your Web domain name  
So you've done some thinking about your business name, polled some friends and prospective customers, and come 
up with a great name. Before you register your company under this name, don't forget to think about your online 
presence. 

• If someone else already owns the rights to the Web domain for the name you've selected, you may end up 
sending a lot of business their way or making it difficult for customers to find you. If the domain is already 
taken, you may wish to choose a different business name.  

• If your business name is very long, you might want to think about having a shortened version of it for your 
domain name, so that people don't need to type in a very long URL to get to your website.  

• Think about whether you want to register your domain as a .ca (dot ca), .com (dot com), or other extension.  
• You may want to have multiple domain names, for example, one dot ca and one dot com, one with the long 

version of your company name and one with an acronym, domains for specific business lines or tag lines 
that you use, and so on.  

• Avoid choosing a domain that is a trademark owned by someone else.  
• Pay attention to what a new customer might see in your domain name. Do the letters make any unintended 

words?  

Have a domain name in mind? Learn more about domain names, check the availability of your chosen domain and 
find out how to register it. 

• Canadian Internet Registration Authority  

http://www.cira.ca/home-en/?lang=en 

Find out how to register for a dot-ca domain name.  

Registering your business  
As a prospective entrepreneur or new business owner, you are certainly aware of the importance of spreading the 
word about your new company. In addition to informing potential customers about your business, you must let the 
government know about your plans. 

You may need to register with several different levels of government for many different reasons. This document 
provides an overview of the key registration requirements that may apply to your business. 

 

Forms of business organization  

 

http://www.ontario.ca/en/services_for_business/STEL02_039975�
http://www.cira.ca/home-en/?lang=en�
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Now that you have decided on starting your own business, you will have to determine what business structure or form 
of organization suits your needs. The structure of your business will depend on whether you want to run your 
business yourself or with a partner or associates. There are four types of business structures: sole proprietorship, 
partnerships, corporations and cooperatives. 

Table of Contents  

1. Sole proprietorship  
2. Partnerships  
3. Corporations  
4. Cooperatives  

Sole proprietorship  
With this type of business organization, you would be fully responsible for all debts and obligations related to your 
business and all profits would be yours alone to keep. As a sole owner of the business, a creditor can make a claim 
against your personal or business assets to pay off any debt. 

Advantages: 

• easy and inexpensive to form a sole proprietorship (you will only need to register your business name 
provincially, except in Newfoundland and Labrador);  

• relatively low cost to start your business  
• lowest amount of regulatory burden  
• direct control of decision making  
• minimal working capital required to start-up  
• tax advantages if your business is not doing well, for example, deducting your losses from your personal 

income, lower tax bracket when profits are low, and so on  
• all profits will go to you directly  

Disadvantages: 

• unlimited liability (if you have business debts, personal assets would be used to pay off the debt)  
• income would be taxable at your personal rate and, if your business is profitable, this may put you in a 

higher tax bracket  
• lack of continuity for your business, if you need to be absent  
• difficulty raising capital on your own  

Partnerships  
A partnership would be a good business structure if you want to carry on a business with a partner and you do not 
wish to incorporate your business. With a partnership, you would combine your financial resources with your partner 
into the business. You can establish the terms of your business with your partner and protect yourself in case of a 
disagreement or dissolution by drawing up a specific business agreement. As a partner, you would share in the 
profits of your business according to the terms of your agreement. 

You may also be interested in a limited liability partnership in the business. This means that you would not take part 
in the control or management of the business, but would be liable for debts to a specified extent only. 

When establishing a partnership, you should have a partnership agreement drawn up with the assistance of a lawyer, 
to ensure that: 

• you are protecting your interests  
• that you have clearly established the terms of the partnership with regards to issues like profit sharing, 

dissolving the partnership, and more  
• that you meet the legal requirements for a limited partnership (if applicable)  

Advantages: 

http://www.canadabusiness.ca/eng/125/141/#c1362�
http://www.canadabusiness.ca/eng/125/141/#c1363�
http://www.canadabusiness.ca/eng/125/141/#c1364�
http://www.canadabusiness.ca/eng/125/141/#c1365�
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• easy to start-up a partnership  
• start-up costs would be shared equally with you and your partner  
• equal share in the management, profits and assets  
• tax advantage, if income from the partnership is low or loses money (you and your partner include your 

share of the partnership in your individual tax return)  

Disadvantages: 

• similar to sole proprietorship, as there is no legal difference between you and your business  
• unlimited liability (if you have business debts, personal assets would be used to pay off the debt)  
• hard to find a suitable partner  
• possible development of conflict between you and your partner  
• you are held financially responsible for business decisions made by your partner (for example, contracts that 

are broken)  

Corporations  
Another business structure is to incorporate your business. This can be done at the federal or provincial level. When 
you incorporate your business, it is considered to be a legal entity that is separate from the owners and shareholders. 
As a shareholder of a corporation, you will not be personally liable for the debts, obligations or acts of the corporation. 

Advantages: 

• limited liability  
• ownership is transferable  
• continuous existence  
• separate legal entity  
• easier to raise capital  
• possible tax advantage as taxes may be lower for an incorporated business  

Disadvantages: 

• a corporation is closely regulated  
• more expensive to incorporate than a partnership or sole proprietorship  
• extensive corporate records required, including shareholder and director meetings, and documentation filed 

annually with the government  
• possible conflict between shareholders and directors  
• possible problem with residency of directors, if they are in another province or the majority are not Canadian  

More information: 

To learn more about incorporation, please consult the following information: 

• Guide to Federal Incorporation  

http://www.ic.gc.ca/eic/site/cd-dgc.nsf/eng/h_cs01914.html 

Step by step guidelines to help you incorporate your business and set up an appropriate structure.  

Provincial or territorial incorporation  

• B.C. Corporate Online  

http://www.canadabusiness.ca/eng/summary/2887/ 

http://www.ic.gc.ca/eic/site/cd-dgc.nsf/eng/h_cs01914.html�
http://www.canadabusiness.ca/eng/summary/2887/�


22 
 

Applies to: British Columbia 
This website will guide you through the steps of incorporating your business in B.C. and offers other 
necessary filings for your corporation.  

• Ontario Business Incorporation  

http://www.canadabusiness.ca/eng/summary/2831/ 

Applies to: Ontario 
Incorporate your Ontario business online, in person, or by mail.  

• Incorporation (Not-for-Profit Corporations) - Ontario  

http://www.canadabusiness.ca/eng/summary/2617/ 

Applies to: Ontario 
You can incorporate your not-for-profit organization provincially with the Government of Ontario.  

• Correcting Errors on Your Ontario Corporation Documents  

http://www.canadabusiness.ca/eng/summary/2838/ 

Applies to: Ontario 
You can ask to have errors corrected in documents you have filed for your Ontario corporation.  

• Making Changes to Your Ontario Corporation  

http://www.canadabusiness.ca/eng/summary/2618/ 

Applies to: Ontario 
Find out how to make changes to the information about your Ontario corporation, including its name, 
address and number of directors.  

• Making Changes to Your Ontario Not-for-Profit Corporation  

http://www.canadabusiness.ca/eng/summary/2615/ 

Applies to: Ontario 
Find out how to make changes to the information about your Ontario not-for-profit corporation.  

• Reviving Your Ontario Not-for-Profit Corporation  

http://www.canadabusiness.ca/eng/summary/2620/ 

Applies to: Ontario 
You can restart your previously cancelled Ontario not-for-profit corporation by filing an Application for 
Revival.  

• How to Merge Ontario Corporations  

http://www.canadabusiness.ca/eng/summary/2619/ 

http://www.canadabusiness.ca/eng/summary/2831/�
http://www.canadabusiness.ca/eng/summary/2617/�
http://www.canadabusiness.ca/eng/summary/2838/�
http://www.canadabusiness.ca/eng/summary/2618/�
http://www.canadabusiness.ca/eng/summary/2615/�
http://www.canadabusiness.ca/eng/summary/2620/�
http://www.canadabusiness.ca/eng/summary/2619/�
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Applies to: Ontario 
Do you have two or more active Ontario business corporations that you would like to merge?  

• How your Ontario corporation can be cancelled involuntarily  

http://www.canadabusiness.ca/eng/summary/2359/ 

Applies to: Ontario 
Your corporation can be cancelled (or dissolved), if it has failed to comply with specific rules and regulations.  

• Professional corporations  

http://www.canadabusiness.ca/eng/summary/6421/ 

Applies to: Ontario 
Find out how you can incorporate your practice in Ontario for specific regulated professions.  

• Corporate Registry (Alberta)  

http://www.canadabusiness.ca/eng/summary/2920/ 

Applies to: Alberta 
To conduct business in Alberta, register your cooperative, corporation, extra-provincial company, non-profit 
company, society, trade name and/or partnership.  

• Corporate Registry – Co-operative Associations  

http://www.justice.gov.nt.ca/CorporateRegistry/CR_Coop.shtml 

Are you looking to establish and incorporate a co-operative within the Northwest Territories? Find out the 
rules pertaining to starting your venture and what is needed to remain compliant with the law.  

• Corporate Registry - Business Corporations  

http://www.justice.gov.nt.ca/CorporateRegistry/CR_BCA.shtml 

Are you looking to incorporate your business? Find out how you can register to do business in the Northwest 
Territories.  

• Registration of a Provincial Corporation  

http://www.canadabusiness.ca/eng/summary/2827/ 

Applies to: New Brunswick 
Find out about the rules, procedures and fees for registering a provincial corporation in New Brunswick.  

• Incorporation of a Not-for-Profit Company (New Brunswick)  

http://www.canadabusiness.ca/eng/summary/2374/ 

http://www.canadabusiness.ca/eng/summary/2359/�
http://www.canadabusiness.ca/eng/summary/6421/�
http://www.canadabusiness.ca/eng/summary/2920/�
http://www.justice.gov.nt.ca/CorporateRegistry/CR_Coop.shtml�
http://www.justice.gov.nt.ca/CorporateRegistry/CR_BCA.shtml�
http://www.canadabusiness.ca/eng/summary/2827/�
http://www.canadabusiness.ca/eng/summary/2374/�
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Applies to: New Brunswick 
Find out about the rules, procedures and fees for incorporating a not-for-profit company in New Brunswick.  

• Corporate Registry - Societies  

http://www.justice.gov.nt.ca/CorporateRegistry/CR_Societies.shtml 

Are you interested in starting a society or non-profit organization? Find out the benefits of incorporation and 
what you are required to do from at the territorial and federal levels.  

• Business Corporations - Territorial Corporations - (Nunavut)  

http://www.canadabusiness.ca/eng/summary/3050/ 

Applies to: Nunavut 
Find out how to incorporate as a territorial business in Nunavut.  

• Incorporating Your Business in Saskatchewan  

https://www.corporations.justice.gov.sk.ca/welcomessl.asp 

Find out how to incorporate your business in Saskatchewan, including the fees, the forms required and the 
turn-around time.  

• Registering a Non-Profit Corporation in Saskatchewan  

http://www.justice.gov.sk.ca/Forming-a-Non-profit-Corporation 

Find out how to register your non-profit corporation in Saskatchewan, including the fees, the forms required 
and the turn-around time.  

• Companies Office - Business name registration and provincial incorporation (Manitoba)  

http://www.canadabusiness.ca/eng/summary/2768/ 

Applies to: Manitoba 
How do you register your business, and what do you need to know about provincial incorporation?  

• Registry of Companies (Newfoundland and Labrador)  

http://www.canadabusiness.ca/eng/summary/2997/ 

Applies to: Newfoundland and Labrador 
In Newfoundland and Labrador, you must register with the Registry of Companies if you decide to 
incorporate provincially.  

• Business Incorporation (Nova Scotia)  

http://www.canadabusiness.ca/eng/summary/3847/ 

http://www.justice.gov.nt.ca/CorporateRegistry/CR_Societies.shtml�
http://www.canadabusiness.ca/eng/summary/3050/�
https://www.corporations.justice.gov.sk.ca/welcomessl.asp�
http://www.justice.gov.sk.ca/Forming-a-Non-profit-Corporation�
http://www.canadabusiness.ca/eng/summary/2768/�
http://www.canadabusiness.ca/eng/summary/2997/�
http://www.canadabusiness.ca/eng/summary/3847/�
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Applies to: Nova Scotia 
Incorporate your business provincially through the Nova Scotia Registry of Joint Stock Companies.  

• Incorporating a company (Quebec)  

http://www.registreentreprises.gouv.qc.ca/en/demarrer/constituer-cie.aspx 

Learn the steps to incorporate your company in Quebec, especially the forms to be filled out and the 
application process.  

Cooperatives  
The last business structure you could create is a cooperative. With a cooperative, you would have a business that 
would be owned by an association of members. This is the least common form of business, but can be appropriate in 
situations where a group of persons or businesses decide to pool their resources to provide access to common 
needs, such as the delivery of products or services, the sale of products or services, employment, and more. 

Advantages: 

• owned and controlled by members  
• democratic control (one member, one vote)  
• limited liability  
• profit distribution  

Disadvantages: 

• possible conflict between members  
• longer decision-making process  
• participation of members needed for success  
• extensive record keeping  
• less incentive to invest additional capital  

More information 

To learn more about cooperatives, please consult the following information: 

• Cooperative Incorporation Kit  

http://www.ic.gc.ca/eic/site/cd-dgc.nsf/eng/h_cs01402.html 

Find out what a cooperative is and how to incorporate a cooperative.  

• Co-operative Development Initiative - Advisory Services  

http://www.canadabusiness.ca/eng/summary/4112/ 

Applies to: All of Canada  
Find out how you can get help to establish or manage your co-operative.  

• Setting-Up a Cooperative (only available in French)  

http://www.mdeie.gouv.qc.ca/bibliotheques/lois/lois-sectorielles/cooperatives/ 

http://www.registreentreprises.gouv.qc.ca/en/demarrer/constituer-cie.aspx�
http://www.ic.gc.ca/eic/site/cd-dgc.nsf/eng/h_cs01402.html�
http://www.canadabusiness.ca/eng/summary/4112/�
http://www.mdeie.gouv.qc.ca/bibliotheques/lois/lois-sectorielles/cooperatives/�


26 
 

Do you want to create or start a cooperative? If so, this site provides useful information about starting a 
cooperative.  

 
 

Look into hiring business professionals  
Although you can do much of the work yourself, at some point you may want to use the expert advice and experience 
of an accountant to help with your business plan, tax and fiscal issues, and a lawyer for incorporation or shareholders' 
agreements.  

• To find a lawyer, you can try your region's Law Society.  
• For an accountant, try CGA Canada, CICA or CMA Canada's list of provincial associations.  
• BDC Consulting can help you, for a fee, with the entire business planning process.  
• See this article on choosing business professionals, which also explains the different types of accountants. 

 

Start-up financing sources   

Putting all your eggs in one basket is never a good business strategy. When you diversify your financing sources, you 
also have a better chance of getting the appropriate financing that meets your specific needs. Keep in mind that 
bankers don't see themselves as your sole source of funds. And showing that you've sought or used various 
financing alternatives demonstrates to lenders that you're a proactive entrepreneur.  

Whether you opt for a bank loan, an angel investor, a government grant or a business incubator, each of these 
sources has specific demands.  

Here's an overview of typical financing sources.  

Personal investment 
When borrowing, you invest some of your own money – either in the form of cash or collateral on your assets. This 
proves to your banker that you have a long-term commitment to your project.  

Love money 
This is money loaned by a spouse, parents, family or friends. A banker considers this as 'patient capital", which is 
money that will be repaid later as your business profits increase.  

When borrowing love money, you should be aware that:  

• Family and friends rarely have much capital.  
• They may want to have equity in your business; be sure you don't give this away.  
• A business relationship with family or friends should never be taken lightly.  

 

Venture Capital 
The first thing to keep in mind is that this funding source is not necessarily for all entrepreneurs. Right from the start, 
you should be aware that venture capitalists are looking for technology-driven businesses and companies with high-
growth potential in sectors such as information technology, communications, and biotechnology.  

Venture capitalists take an equity position in the company to help it carry out a promising but higher risk project. This 
involves giving up some ownership or equity in your business to an external party. Venture capitalists also expect a 
healthy return on their investment, often generated when the business starts selling shares to the public. Be sure to 
look for investors who bring relevant experience and knowledge to your business.  

BDC has a Venture Capital group that supports leading-edge companies strategically positioned in a promising 
market. Like most other venture capital companies, it gets involved in start-ups with high-growth potential, preferring 
to focus on major interventions when a company needs a large amount of financing to get established in its market.  

Angels 
Angels are generally wealthy individuals or retired company executives who invest directly in small firms owned by 
others. They are often leaders in their own field who not only contribute their experience and network of contacts but 

http://www.canlii.org/en/index.php�
http://www.cga-canada.org/en-ca/�
http://www.cica.ca/�
http://www.cma-canada.org/index.cfm/ci_id/1633/la_id/1.htm�
http://www.bdc.ca/en/solutions/venture_capital/about_us/Pages/default.aspx�
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also their technical and/or management knowledge. Angels tend to finance the early stages of the business with 
investments in the order of $25,000 to $100,000. Institutional venture capitalists prefer larger investments, in the 
order of $1,000,000.  

In turn for risking their money, they reserve the right to supervise the company's management practices. In concrete 
terms, this often involves a seat on the board of directors and an assurance of transparency.  

Angels tend to keep a low profile. To meet them, you have to contact specialized associations or search Web sites on 
angels. The Canadian Angel Investment Network can help put entrepreneurs in touch with angels. Angel Investors 
Canada is a not-for-profit organization that promotes best practices in this field.  

Business Incubators 
Business incubators (or 'accelerators') generally focus on the high-tech sector by providing support for new 
businesses in various stages of development. However, there are also local economic development incubators, which 
are focused on areas such as job creation, revitalization and hosting and sharing services.  

Commonly, incubators will invite future businesses and other fledgling companies to share their premises, as well as 
their administrative, logistical, and technical resources. For example, an incubator might share the use of its 
laboratories so that a new business can develop and test its products more cheaply before beginning production.  

Generally, the incubation phase can last up to 2 years. Once the product is ready, the business usually leaves the 
incubator's premises to enter its industrial production phase and is on its own.  

Businesses that receive this kind of support often operate within state-of-the-art sectors such as biotechnology, 
information technology, multimedia, or industrial technology. Businesses that were supported by an incubator have a 
better success rate over 5 years.  

The Canadian Association of Business Incubators has a comprehensive list of business incubators in Canada, plus 
links to other resources.  

Grants and subsidies 
It's not always easy to bring innovations to light so government agencies provide aid to Canadian companies. You 
may have access to this funding to help cover expenses, such as research and development, marketing, salaries, 
equipment and productivity improvement.  

Technically, a grant is a sum of money conditionally given to your business that you don't have to repay. However, 
you're bound legally to use it under the terms of the grant, or otherwise you may be asked to repay it. As well, once 
you are granted money from one government source, it is not uncommon to receive further funding from the source if 
you meet program requirements.  

Criteria 
Getting grants can be tough. There may be strong competition and the criteria for awards are often stringent. 
Generally, most grants require you to match the funds you are being rewarded and this amount varies greatly, 
depending on the granter. For example, a research grant may require you to find only 40% of the total cost.  

Generally, you will need to provide:  

• a detailed project description, including location  
• an explanation of the benefits of your project  
• a detailed work plan with full costs  
• details of relevant experience and background on key managers  
• completed application forms when appropriate  

 

Most reviewers will assess your proposal based on the following criteria:  

• Significance  
• Approach  
• Innovation  
• Assessment of expertise  
• Need for the grant.  

http://www.angelinvestmentnetwork.ca/home�
http://www.ventureworthy.com/canadian-angel-investors.asp�
http://www.ventureworthy.com/canadian-angel-investors.asp�
http://www.cabi.ca/�
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Some of the problem areas where candidates fail to get grants include:  

• The research/work is not relevant.  
• Ineligible geographic location  
• Applicants fail to communicate how their ideas will be addressed  
• The proposal makes without a strong rationale.  
• The research plan is unfocused.  
• There is an unrealistic amount of work.  
• Funds are not matched.  

 

Canada Business provides sources of financing, including government assistance.  

Canada One, a free online magazine for small business in Canada, has useful information on Canadian government 
funding.  
 
The Canadian Intellectual Property Office fosters the use of the IP system and the exploitation of IP information. 

For a small membership fee, you can use the services of Can-Grants.com, an online database that lists hundreds of 
programs offering financial assistance for Canadian businesses and individuals including grants, low-interest loans, 
technical assistance and more.  

Bank loans 
Bank loans are the most commonly used source of funding for small and medium sized businesses. Consider the fact 
that all banks offer different advantages, whether it's personalized service or customized repayment. It's a good idea 
to shop around and find the bank that meets your specific needs, such as offering value-added consulting services.  

In general, you should know bankers are looking for companies with a sound track record and that have excellent 
credit. A good idea is not enough; it has to be backed up with a solid business plan.  

BDC offers start-up financing to entrepreneurs. You may also be able to postpone the principal payments for up to 12 
months. This type of financing is designed for companies in the manufacturing, distribution, services and tourism 
sectors.  

To find more information on Government Grants, Loans and Financing, please visit: 

http://www.canadabusiness.ca/eng/search/sof/ 
 

YOUR FIRST YEAR    

Growing your business 
Day-to-day operations will take up a great deal of your time, but as the owner of a small business, you must also 
have to manage your company's growth. Here are some tools that can help:  

• Management and Operations on the Canada Business website is a great place to start.  It contains information on 
managing a business..  

• To find out how you're doing in comparison to others in your industry, you'll want to use financial ratios (for more 
info, read this article), you may try BDC's financial ratio calculator. For information on other businesses, you may 
want to try Dun & Bradstreet reports.    

• Looking for a consultant? BDC Consulting has over 500 across Canada covering virtually all business domains; as 
well, check out the Canadian Management Network.  

• Looking for a mentor? You may consider investing in BDC's Business Coaching program or using online resources 
such as e-mentoring.com or mentors.ca.  

• Looking for government programs? Try searching the Canada Business website. 
 

http://www.canadabusiness.ca/epic/site/sof-sdf.nsf/en/Home�
http://www.canadaone.com/magazine/accessing_government_funding.html�
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http://www.canadabusiness.ca/eng/search/sof/�
http://www.canadabusiness.ca/eng/87/�
http://www.bdc.ca/en/advice_centre/tools/calculators/Pages/industry_standards.aspx�
http://www.bdc.ca/en/advice_centre/tools/calculators/Pages/overview.aspx�
http://www.dnb.ca/default.htm�
http://www.bdc.ca/en/solutions/consulting/Pages/default.aspx�
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http://bsc-sec.ca/servlet/ContentServer?cid=1101212320439&pagename=CBSC_QC/CBSC_WebPage/CBSC_WebPage_Temp&lang=en&c=CBSC_WebPage&bistopic=Financement�
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Employees 
As your company grows, you may need to hire employees. For an introduction to your obligations as an employer, 
try Hiring and Managing Staff on the Canada Business site. For an overview of the human management processes, 
try this online toolkit.  

• You can calculate payroll deductions with this tool.  
• Check out this BDC article on recruiting.  
• If you want to post a job, try the Canada-wide job bank offered by HRDC, or private firms such as monster.ca, 

workopolis.com, jobboom.com, jobshark.ca or CareerBeacon.com.  
• Human Resources Management Canada is a government site with an excellent information bank and info about 

assistance programs.  
• Why not hire a student? Career Edge is a national program of student internships, offering significant subsidies.  
• If you need a complete and customized HR plan (for example, to handle rapid growth), check out BDC Consulting's 

HR Management solution. 
 

Perfect your e-business strategy 
If you have a business, you should consider creating a website. But a website can be one simple page with your 
contact information, or a secure commerce-enabled database-driven site. Here are some tools that can help you 
explore e-business.  

• BDC's e-business solution can help you plan a complete e-business strategy.  
• Try this article about e-commerce and exporting or this article Perspective: Take your website to the next level. 

 

Join a business association  

• Networking is an essential part of successful entrepreneurship. There are many different types from the general 
Canadian Chamber of Commerce or Canadian Federation of Independent Business to more specific ones such as 
the Canadian Technology Network.  

• You will probably want to check out your local business associations, too - your municipality may have a list online. 
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BUYING AN EXISTING BUSINESS: 
 

                                                                                                                                        
Buying a business  
 

Buying a business can take time, energy and some detective work. It is important that you do your homework to 
ensure that you buy the right type of business and that you pay a fair price for it. 

• Buy a business or start your own?  

http://www.canadabusiness.ca/eng/guide/2360/ 

If you have a great business idea and are ready to work hard to build it from the ground up, then you may 
wish to start your own business. But if you want to hit the ground running and avoid some of the common 
start-up pitfalls, then buying an existing business or a successful franchise may be a better option for you.  

Where to find a business to buy  
Businesses for sale are often advertised in newspapers, on the Internet, by word of mouth or through trade 
publications such as The Business Exchange. It will be necessary to investigate a little before buying a business. 

• Businesses for Sale: Where to Look?  

http://www.canadaone.com/tools/buy_a_biz/section1d.html 

What is the right business for you? Find out where to look when buying a business.  

Evaluating a business  
Before deciding to buy a business, you should evaluate the condition and potential of the business. You will need to 
consider: 

• Are the building, equipment and inventory operational?  
• Does the business have a good reputation?  
• How visible and easily accessible is the business? Is it located in the city or out of town? You will have to 

take into account shipping costs that will be necessary, if you are distanced from your suppliers and 
customers.  

• Are the products or services generating revenue? Are sales increasing, decreasing or are they flat?  
• Is there a good working relationship with the suppliers and the bank that the business deals with?  

If a deal seems too good to be true, it probably is. So, beware! For more information on how to determine what type 
of business you should buy, read: 

• Buying the Right Business  

http://www.bdc.ca/en/advice_centre/articles/Pages/acquiring_business_options.aspx 

Learn the "ins" and "outs" of finding the right business to buy.  

http://www.canadabusiness.ca/eng/guide/2360/�
http://www.businessexchange.ca/�
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31 
 

• Franchising  

http://www.canadabusiness.ca/eng/guide/2014/ 

Learn more about buying a franchise as an option for starting a business.  

Determining how much to pay for the business  
As a buyer, it all comes down to knowing what you can honestly afford before negotiations start. You should be 
flexible in your negotiations to buy, but also keep your budget and the value of the business in mind. 

What is the value of the business? 

• You may want to investigate the value of assets, such as the building, equipment and products.  
• Other factors to consider are the business' financial statements, annual report and intellectual property (for 

example, patents, trade-marks, and so on).  
• Some valuable assets to any business are reputation, customer lists, quality of personnel, and so on.  

Talk to clients who buy directly from the business. It is better to find out a business' reputation before you sign on the 
dotted line. Banks are more receptive to a business that has a proven track record. 

These articles have good information to help you evaluate the assets and potential of the business, and determine its 
worth: 

• Put a price tag on your business: A guide to business valuation  

http://www.canadabusiness.ca/eng/guide/1398/ 

Before you approach potential investors or buyers for your business, you need to assess the value of your 
business. Learn about the different ways to calculate the value.  

• How to evaluate a proposed business acquisition  

http://www.bdc.ca/en/advice_centre/articles/Pages/acquisition_business_evaluate.aspx 

What is a fair price to pay for a business? Read this article to learn how to estimate the value of a business.  

• Know what you are buying  

http://www.bdc.ca/en/advice_centre/articles/Pages/acquisition_business_assessment.aspx 

Protect yourself when buying a business. This article lists the things to do and look into before you sign on 
the dotted line.  

• Learn how to value and market your business  

http://www.infoentrepreneurs.org/en/ressource/-/asset_publisher/8uV2/content/view_maximized/id/17862 

Explore key factors affecting the value of your business and common methods used to calculate its value. 
Learn how you can find and target different buyers for your business.  

Financing your acquisition  
You will need money to be able to buy the business and may need some working capital to get things going. 

http://www.canadabusiness.ca/eng/guide/2014/�
http://www.canadabusiness.ca/eng/guide/1398/�
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• How to get money for your business  

http://www.canadabusiness.ca/eng/82/150/ 

What type of financing is right for your business? How can you increase your chances of getting that 
money?  

Final considerations  

• Take your time and verify all information you are given before you commit yourself.  
• Buy a business within an industry you know well and with products and services you are comfortable selling.  
• Buy based on the return on investment and not the price.  
• Don't use all your cash for the purchase.  
• Investigate suppliers, clients and the reputation of the business before you buy.  

 
 

                                                                                                                                                
Choosing and setting up a location                                                                            
 

Things to consider when deciding where to locate your business and how to arrange your office, store or facility. 

• Choosing a Commercial Building  

http://www.bdc.ca/en/advice_centre/articles/Pages/acquisition_building_criteria.aspx 

Find out how to choose the right commercial building for your business.  

• Store Location  

http://www.canadabusiness.ca/eng/guide/2149/ 

Learn about the factors you should consider when deciding where to set up shop.  

• Renting a Space  

http://www.canadabusiness.ca/eng/guide/3672/ 

Confused about how to rent a space for your business? Learn more about how you can get the right spot for 
the right price.  

• Home-Based Business  

http://www.canadabusiness.ca/eng/guide/2031/ 

http://www.canadabusiness.ca/eng/82/150/�
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Working from home is one of the most economical ways to start your own business. Find out more about 
starting a home-based business.  

• E-business  

http://www.canadabusiness.ca/eng/145/148/ 

E-business is about using Internet technologies to provide superior customer service, streamline business 
processes, increase sales, and reduce costs.  

• Making Your Business Accessible for People with Disabilities in Ontario  

http://www.mcss.gov.on.ca/en/mcss/programs/accessibility/index.aspx 

Every business and organization operating in Ontario that provides goods or services to the public or other 
organizations and has at least one employee has to comply with the Customer Service Standard under the 
Accessibility for Ontarians with Disabilities Act. Public sector organizations must comply by January 1, 2010. 
All other obligated organizations have until January 1, 2012.  

• Select Ontario - Interactive Research Tool  

http://www.ontario.ca/siteselection/WebPages/Dashboard/DashBoard.aspx 

Find the best location for your business with this tool that provides data on properties and workforce skills, 
along with community profiles.  

• AlbertaFirst.com  

http://www.albertafirst.com 

Use this website to find Alberta business resources, directories, statistics, community profiles and economic 
information.  

• VISTA (Value-Added Incubator Services Throughout Alberta)  

http://www.canadabusiness.ca/eng/summary/3627/ 

Applies to: Alberta 
Discover how a business incubator can help you start and grow your Alberta business, and help your rural 
community thrive.  

• Open for Business: A Land Use Planning Guide for Businesses  

http://www.mah.gov.on.ca/Page9243.aspx 

Do you need to obtain approval for the land you plan to use for your business? Find out how you can make 
informed decisions about your application process.  

http://www.canadabusiness.ca/eng/145/148/�
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Checklists and guides for starting a business                                                                     
http://www.canadabusiness.ca/eng/125/144/ 
 
Access guides and checklists for starting different types of businesses. 

• Business Start-Up Checklist  

http://www.canadabusiness.ca/eng/guide/5479/ 

When you're setting up your business, you need to ensure that all of your bases are covered. Consider the 
following steps as you navigate through the business start-up phase.  

• Restaurant Start-Up Checklist  

http://www.canadabusiness.ca/eng/guide/5903/ 

The Restaurant Start-Up Checklist is designed to help you create and implement your recipe for success.  

• Buy a business or start your own?  

http://www.canadabusiness.ca/eng/guide/2360/ 

If you have a great business idea and are ready to work hard to build it from the ground up, then you may 
wish to start your own business. But if you want to hit the ground running and avoid some of the common 
start-up pitfalls, then buying an existing business or a successful franchise may be a better option for you.  

• Start your Own…  

http://v1.theglobeandmail.com/startyourown/ 

Learn how new entrepreneurs have started their own business in Canada. Read about their successes and 
challenges.  

• How to start a business during a recession  

http://www.canadabusiness.ca/eng/guide/3272/ 

Do you realize the best time to start your business might be during a recession? Read this document to find 
out why and how.  

• Alberta Aboriginal Business Guides  

http://www.canadabusiness.ca/eng/summary/3142/ 
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Applies to: Alberta 
Helpful information guides for the Aboriginal entrepreneur.  

• Connections - An immigrant's guide to starting a business in Nova Scotia  

http://198.165.22.233/ns-ec/cb-ns/images/Connections_2010.pdf 

Access this comprehensive guide for information on the Nova Scotia business culture and how to start a 
business in this province.  

• Tourism Business Guides  

http://www.gov.ns.ca/TCH/tourism/business-dev-guides.aspx 

Download a series of free tourism development manuals that can help you start or run your Nova Scotia 
tourism business.  

• Start a Food Processing Business  

http://www.omafra.gov.on.ca/english/food/industry/bdb-start/new-fp-business.htm 

Learn about government regulations, food safety guidelines and the contacts you need to start and operate 
a food processing business in Ontario. 
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BUSINESS TAXES 
 
http://www.cra-arc.gc.ca/tx/bsnss/sm/menu-eng.html 

Sole proprietorship  
http://www.cra-arc.gc.ca/tx/bsnss/sm/sttng/sl-eng.html 
A sole proprietorship is an unincorporated business that is owned by one person. It is the simplest kind of business 
structure. 

The owner of a sole proprietorship has sole responsibility for making decisions, receives all the profits, claims all 
losses, and does not have separate legal status from the business. 

If you are a sole proprietor, you pay personal income tax on all revenue generated by your business. You also 
assume all the risks of the business. The risks extend even to your personal property and assets. 

As a sole proprietor, you have to register for the goods and services tax/harmonized sales tax (GST/HST) if you 
provide taxable supplies in Canada, and you are not a small supplier. For more information, see Guide RC4022, 
General Information for GST/HST Registrants. 

If you operate more than one business and you have legal ownership of each, it is your responsibility to register them 
for GST/HST. One registration will cover all of your businesses.  

It is easy to set up a sole proprietorship. Simply operate as an individual or as a registered, unincorporated business. 
If you operate as an individual, just bill your customers or clients in your own name. If you operate under a registered 
business name, bill your clients and customers in the business's name. If your business has a name other than your 
own, you'll need a separate bank account to process cheques payable to your business. 

How does a sole proprietor pay taxes? 
A sole proprietor pays taxes by reporting income (or loss) on a personal income tax and benefit return (T1). The 
income (or loss) forms part of the sole proprietors overall income for the year. 

If you're a sole proprietor, you must file a personal income tax and benefit return if you: 

• have to pay tax for the year; 
• disposed of a capital property or had a taxable capital gain in the year; 
• are required to make Canada Pension Plan/Quebec Pension Plan (CPP/QPP) payments on self employed 

earnings or pensionable earnings for the year; or 
• received a demand from us to file a return. 

If you are claiming an income tax refund, a refundable Tax Credit, a GST/HST credit, or the Canada Child Tax 
Benefit, you also need to file a return. You may also be entitled to receive provincial tax credits. 

The list above does not include every situation where you may be required to file. If you are unsure, call at 1-800-959-
5525. 

 

Partnership - http://www.cra-arc.gc.ca/tx/bsnss/sm/sttng/prtnr-eng.html 
A partnership is an association or relationship between two or more individuals, corporations, trusts, or partnerships 
that join together to carry on a trade or business. Each partner contributes money, labour, property, or skills to the 
partnership. In return, each partner is entitled to a share of the profits or losses in the business. The business profits 
(or losses) are usually divided among the partners based on the partnership agreement. 

Like a sole proprietorship, a partnership is easy to form. In fact, a simple verbal agreement is enough to form a 
partnership. However, if money and property are at stake, we recommend that you have a written agreement. The 
partnership is bound by the actions of any member of the partnership, as long as these are within the usual scope of 
the operations. 

On January 1, 2011, new filing criteria for the Partnership Information Return will come into effect. The new filing 
criteria will apply to partnerships with fiscal periods ending on or after January 1, 2011. For partnerships with fiscal 
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periods ending on or before December 31, 2010, the current criteria still apply. See Partnerships and Information 
return filing requirements for more information.  

How does a partnership pay taxes? 
A partnership by itself does not pay income tax on its operating results and does not file an annual income tax return. 
Instead, each partner includes a share of the partnership income (or loss) on a personal, corporate, or trust income 
tax return. You do this whether or not you actually received your share in money or in credit to your partnership's 
capital account. 

 

Legal requirements for keeping records  
(http://www.cra-arc.gc.ca/tx/bsnss/sm/sttng/rcrds/lgl-eng.html) 
All records such as paper documents, as well as those stored in an electronic medium (such as on computer disk), 
must be kept in Canada or made available in Canada at our request. The records must be in English or French. 
Today, many kinds of records are kept in electronic formats. For more information on keeping these types of records, 
see Keeping Records. 

You can keep these documents outside Canada if you get written permission from us. 

What records should you keep? 
Make sure you keep orderly records of all income you receive. Also, keep all receipts, invoices, vouchers, and 
cancelled cheques indicating outlays of money. Such outlays include: 

• salaries and wages; 
• operating expenses such as rent, advertising, and capital expenditures; and  
• miscellaneous items, such as charitable donations. 

If you import goods into Canada, your records must substantiate the price you paid for imported goods, and list their 
origin and description. They must also include any documentation about the reporting, release, and accounting of the 
goods, as well as the payment of duties and taxes. 

You should keep these records at your place of business or residence in Canada (unless you get written permission 
from us to keep them elsewhere). You have to make them available to us if you are asked to do so. 

Your records must be permanent 
Whichever accounting or record-keeping method you use, your records must be permanent. They must contain a 
systematic account of your income, deductions, credits, and other information you need to report on your income tax 
and GST/HST returns. 

What information should your records contain? 
It is not hard to keep records that meet the requirements of the law. However, sketchy or incomplete records that use 
approximates instead of exact amounts are not acceptable. 
Your records must: 

• allow you to determine how much tax you owe, or the tax, duties, or other amounts to be collected, withheld, 
or deducted, or any refund or rebate you may claim; and  

• be supported by vouchers or other necessary source documents. If you do not keep your receipts or other 
vouchers to support your expenses or claims, and there is no other evidence available, we may reduce the 
expenses or claims you have made. 

Forms and publications 

• Guide RC4409, Keeping Records 

Corporation 
http://www.cra-arc.gc.ca/tx/bsnss/sm/sttng/crp-eng.html 
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A corporation is a separate legal entity. It can enter into contracts and own property in its own name, separately and 
distinctly from its owners. 

A corporation may have some of the following features: 

• It is a separate legal entity with a perpetual existence. 
• It can generally raise larger amounts of capital more easily than a sole proprietorship or partnership. 
• The shareholders cannot claim any loss the corporation sustains. 

When forming a corporation, the owners transfer money, property, or services to the corporation in exchange for 
shares. The owners are referred to as shareholders. 

You can buy and sell shares in a corporation without affecting the corporation's existence. A corporation continues to 
exist unless it winds up, amalgamates, or surrenders its charter for such reason as bankruptcy. 

Since a corporation has a separate legal existence, it has to pay tax on its income, and therefore must file its own 
income tax return. It must also register for GST/HST if its total worldwide annual revenues from taxable supplies 
(including those of associates) are more than $30,000 in the last four consecutive calendar quarters and in any single 
calendar quarter. For more information, see Guide RC4022, General Information for GST/HST Registrants. 

You set up a corporation by completing articles of incorporation, and filing them with the appropriate provincial, 
territorial, or federal authorities. 

How does a corporation pay taxes? 
A corporation must file a corporation income tax return (T2) within six months of the end of every tax year, even if it 
does not owe taxes. It also has to attach complete financial statements and the necessary schedules to the T2 return. 
A corporation usually pays its taxes in monthly installments. For more details on installment payments and the filing 
requirements for corporations, see the Guide T4012, T2 Corporation - Income Tax Guide or the T7B-Corp, 
Corporation Installment Guide. 

For GST/HST, corporations have reporting periods for which they have to file a return. 

The tax year for a corporation is its fiscal period. For more information, see Corporations.  

Are you responsible for your corporation's debts? 
As a shareholder of your corporation, you have limited liability. In the strict sense, this means you and the other 
shareholders are not responsible for the corporation's debts. However, limited liability may not always protect you 
from creditors. For example, if a smaller, more closely held corporation wants to borrow money from a bank or other 
creditor, the creditor may ask for the shareholder's guarantee that the debt will be repaid. If you agree to this 
condition, you will be personally liable for that debt if the corporation does not pay it back. 

This applies to taxes owing as well. If your corporation owes taxes and has obtained a loan or secured a line of credit, 
an advance under the loan or line of credit can be intercepted on account of the corporation's tax arrears. 
Notwithstanding that the proceeds of the advance have been paid to the Receiver General for Canada, the 
corporation is deemed to have received the advance and is liable to the lender as such. Where you have personally 
guaranteed the loan or the line of credit on behalf of the corporation, you would be liable jointly with the corporation 
for the amounts intercepted. 

Directors may also be liable to pay amounts owed by the corporation if it has failed to deduct, withhold, remit or pay 
amounts as required by the Income Tax Act, Employment Insurance Act, Canada Pension Plan, Excise Act, 2001, 
and Excise Tax Act. 

Forms and publications 

• T4012, T2 Corporation - Income Tax Guide 
• Information Circular IC-89-2, Directors' Liability - Section 227.1 of the Income Tax Act and Section 323 of the 

Excise Tax Act and Subsection 295(1) of the Excise Act, 2001 

Related topics 

• Corporations 
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• GST/HST 

Buying an existing business  
http://www.cra-arc.gc.ca/tx/bsnss/sm/sttng/ssts/xstng-eng.html 
 
When you are considering becoming a business owner, you will find that you have the option of either buying an 
existing business or starting up a new business. The option you choose will have a significant effect on how you 
account for the purchase of the business assets for income tax purposes. 

When you buy an existing business, you generally pay a set amount for the entire business. In some cases, the sale 
agreement sets out a price for each asset, a value for the inventory of the company and, if applicable, an amount that 
you can attribute to goodwill. If the individual asset prices are set out in the sale agreement, and the prices are 
reasonable, then you should use these prices to claim capital cost allowance. If the individual asset prices are not set 
out in the contract, you have to determine how much of the purchase price you should attribute to each asset, how 
much to inventory, and how much, if any, to goodwill. These amounts should coincide with the amounts the vendor 
determined when reporting the sale. 

The amount you allocate to each asset should be the fair market value (FMV) of the asset. You should allocate to 
goodwill the balance of the purchase price that remains after you allocate the FMV to each asset and to inventory. 

Example 
You purchase a business for a total purchase price 
of $480,000. The FMV of the net identifiable assets of the 
business is as follows: 

Accounts receivable $ 80,000 

Inventory 
 

40,000 

Land 
 

120,000 

Building 
 

  200,000 

Total net identifiable assets $ 440,000 

   You can determine the value of the goodwill 
by subtracting the total value of the net 
identifiable assets from the purchase price:   

Purchase price $ 480,000 

Minus net identifiable assets 
 

440,000 

Amount attributed to goodwill $ 40,000 

Once you have determined the values for the assets and the goodwill, add the fixed assets (e.g., buildings and 
equipment) into the appropriate classes for the purpose of claiming the capital cost allowance. The goodwill is 
considered to be an eligible capital expenditure, which is treated in a manner similar to assets eligible for capital 
cost allowance. 

Treat the value of the inventory as a purchase of goods for resale, and include it in the cost of goods sold in your 
income statement at the end of the year. For GST/HST purposes, if you buy a business or part of a business and 
acquire all or substantially all of the property that can reasonably be regarded as necessary to carry on the business, 
you and the vendor may be able to jointly elect to have no GST/HST payable on the sale by completing Form GST44, 
Election Concerning the Acquisition of a Business or Part of a Business. You must be GST/HST registrants, and you 
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both have to agree that the sale will not be subject to GST/HST. In addition, you must buy all or substantially all of the 
property, and not only individual assets. 

Usually, for the election to apply to the sale, you have to be able to continue to operate the business with the property 
acquired under the sale agreement. You have to file Form GST44, on or before the day you have to file the GST/HST 
return for the first reporting period in which you would have otherwise had to pay GST/HST on the purchase. 

Another way of buying an existing business is to buy the shares of an incorporated business. This does not affect the 
cost base of the assets of the business. As explained previously, a corporation is a separate legal entity and can own 
property in its own name. A change in the ownership of the shares will not affect the tax values of the assets the 
corporation owns. 

Forms and publications 

• Form GST44, Election Concerning the Acquisition of a Business or Part of a Business 

Related topics 

• Buying a business 
• GST/HST, Buying a business 

What is GST/HST?  
http://www.cra-arc.gc.ca/tx/bsnss/sm/gsthst-tpstvh/wht-eng.html 
 
The goods and services tax (GST) is a tax that applies on most supplies of goods and services made in Canada. The 
GST also applies to supplies of intangible property such as trademarks, rights to use a patent, digitized products 
downloaded from the Internet and paid for individually, and options to purchase property. 

The participating provinces harmonized their provincial sales tax with the GST to create the harmonized sales tax 
(HST). Generally, the HST applies to the same base of goods and services as the GST. 

 

Registering for GST/HST  
http://www.cra-arc.gc.ca/tx/bsnss/sm/gsthst-tpstvh/rgstr-eng.html 
 

Should you register for the GST/HST? 
You have to register for GST/HST if: 

• you provide taxable goods and services in Canada; and  
• you are not a small supplier. 

You do not have to register if: 

• your only commercial activity is the sale of real property, other than in the course of a business (although 
you do not have to register for the GST/HST in this case, your sale of real property may still be taxable and 
you may have to charge and collect the tax). For more information, see Guide RC4022, General Information 
for GST/HST Registrants; or 

• you are a non resident who does not carry on business in Canada. For more information, see Guide 
RC4027, Doing Business in Canada - GST/HST Information for Non-Residents. 

Small supplier 
You are a small supplier and do not have to register if you meet one of the following conditions: 

• you are a sole proprietor and your total revenues from taxable supplies (before expenses) from all your 
businesses are $30,000 or less in the last four consecutive calendar quarters and in any single calendar 
quarter; 
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• you are a partnership or a corporation and your total revenues from taxable supplies (before expenses) are 
$30,000 or less in the last four consecutive calendar quarters and in any single calendar quarter; 

• you are a public service body (charity, non-profit organization, municipality, university, public college, school 
authority, or hospital authority) and your total revenues from taxable supplies from all the activities of the 
organization are $50,000 or less in the last four consecutive calendar quarters and in any single calendar 
quarter.  A gross revenue threshold of $250,000 also applies to charities and public institutions. For more 
information, see Guide RC4082, GST/HST Information for Charities.  

Total revenues from taxable supplies means your worldwide revenues from your supplies of goods and services that 
are subject to the GST/HST (including zero rated supplies), or that would be subject to the tax if supplied in Canada. 
It does not include goodwill, financial services, and sales of capital property. You also have to include the total 
revenues from taxable supplies of all of your associates in this calculation. 

Note 
If your total revenues from taxable supplies are over $30,000 ($50,000 for public service bodies) in a single calendar 
quarter or over four consecutive calendar quarters, you are no longer a small supplier and you have to register for the 
GST/HST. 

Exception 
Taxi and limousine operators, for their taxi operations, and non-resident performers selling admissions to seminars 
and other events must register for the GST/HST, even if they are small suppliers. 

Effective date of registration 
The effective date of your GST/HST registration depends on when you go over the small supplier threshold amount 
of $30,000 ($50,000 if you are a public service body). If your revenues are over the threshold amount in one calendar 
quarter, you are considered a registrant and must collect the GST/HST on the supply that made you go over the 
threshold amount. Your effective date of registration is the day of the supply that made you go over the threshold 
amount. You have 29 days from this day to apply for registration.  

If you are under the threshold amount in one calendar quarter, but you are over the threshold during four consecutive 
calendar quarters, you are considered to be a small supplier for those four calendar quarters and a month following 
those quarters. Your effective date of registration would be the day the first supply was made after you cease being a 
small supplier. You have 29 days from this day to register for the GST/HST. 

Voluntary registration 
If you are a small supplier and you are engaged in a commercial activity in Canada, you can choose to register 
voluntarily, even though you do not have to. If you register voluntarily, you have to charge and remit the GST/HST on 
your taxable supplies of goods and services, and you can claim input tax credits (ITCs) for the GST/HST paid or 
payable on purchases related to these supplies. You have to stay registered for at least one year before you can ask 
to cancel your registration. For more information, see Guide RC4022, General Information for GST/HST Registrants. 

If you choose not to register, you cannot charge the GST/HST, and you cannot claim ITCs. 

How to register  
Before you can register for a GST/HST account, you need a Business Number (BN). Your BN will be your business 
identification for all your dealings with us. For more information, see Booklet RC2, The Business Number and Your 
Canada Revenue Agency Program Accounts. 

If you are incorporated, you may already have a BN and a corporate income tax account. 

To set up a BN, a GST/HST account, and any other account you may need (for example, a payroll deduction or 
import account), go to Business Registration On-line, call 1-800-959-5525 , or send us a completed Form RC1, 
Request for a Business Number (BN). 

Note 
It is the person or business entity that registers for the GST/HST. For example, it is the partnership that registers and 
not each partner.  

If the physical location of your business is in Quebec, contact Revenu Québec at 1-800-567-4692. 
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Do you need to register for a payroll deductions account? 
http://www.cra-arc.gc.ca/tx/bsnss/sm/pyrll/rgstr-eng.html 
 
You need to register for a payroll account if you: 

• pay salaries or wages; 
• pay tips and gratuities; 
• pay bonuses and vacation pay; 
• provide benefits and allowances to employees; or 
• need to deduct and remit amounts from other types of remuneration (such as pension or superannuation). 

If you need a payroll account and you already have a Business Number (BN), you only need to add a payroll 
deductions account to your existing BN. However, if you don't have a BN, you must request one and register for a 
payroll account before your first remittance due date.  

Payroll deductions can be complicated. If you are having trouble with them, see Payroll, or call us at 1-800-959-5525. 
We offer an on-site consultative service to provide any help you may need with payroll deductions. As part of the 
Employer Visits Programs, we can visit you to help with problems you have.  

Canada Pension Plan (CPP)/Quebec Pension Plan (QPP)  
http://www.cra-arc.gc.ca/tx/bsnss/sm/pyrll/wht_ddct/cpp-rpc-eng.html 
 
The Canada Pension Plan (CPP) came into effect as a way to provide financial assistance to Canadians when they 
retire from the workforce. Every person who works in Canada is eligible to get benefits when he or she retires. 

If you run a business in Quebec, you deduct Quebec Pension Plan (QPP) contributions instead of CPP. You remit the 
payments to Revenu Quebec instead of the Receiver General for Canada. 

Both employees and employers contribute to the CPP or the QPP. But you, as an employer, are responsible both for 
deducting CPP or QPP contributions from your employees' pensionable earnings and for matching those 
contributions yourself.  

Employees fall into many different categories, which determine how and when you should deduct CPP or QPP.  

For more information on CPP, see Canada Pension Plan, the Employers' Guide - Payroll Deductions and 
Remittances and Payroll Deductions Tables for your province or territory. 
For information on QPP, see Revenu Quebec. 

How to calculate CPP/QPP contributions 
To deduct CPP contributions, you can use the Payroll Deductions Online Calculator (PDOC), or consult the payroll 
deductions publications mentioned above. These publications can help you determine how much CPP to deduct from 
your employees' pensionable earnings, depending on their salaries and pay periods. 

The contribution rates for CPP may vary from year to year. For the most current rates, see CPP contribution rates 
and maximums. 

Note  
You must contribute the same amount that you deduct from your employees' remuneration. This means that if you 
deduct $100 from an employee's salary, you must also contribute $100. You must then send us $200 for that 
employee. 

To find out when you should deduct CPP contributions from your employees' pensionable earnings and remit them to 
us, see Remitter types and due dates, or the Employers' Guide - Payroll Deductions and Remittances and the Payroll 
Deductions Tables for your province or territory. 

For information on how to calculate QPP, QPP contribution rates and when to deduct and remit QPP, see Revenu 
Quebec. 

Employment Insurance (EI)  
http://www.cra-arc.gc.ca/tx/bsnss/sm/pyrll/wht_ddct/ei-eng.html 
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Employment insurance is a federally administered insurance program that gives financial assistance to people who 
are unemployed. It also helps people get training for jobs. 

How to calculate EI premiums 
As an employer, you are responsible for deducting EI premiums from your employees' insurable earnings. To 
calculate EI premiums, use the Payroll Deductions Online Calculator (PDOC), or see the Employers' Guide - Payroll 
Deductions and Remittances and the Payroll Deductions Tables, for your province or territory. These publications can 
help you determine how much EI to deduct from your employees' insurable earnings, depending on their salaries. 

The rates for EI premiums may vary from year to year. For the most current rates, see EI premium rates and 
maximums. 

Note  
You must also make your own contributions to EI on behalf of your employees. Generally, the employer's contribution 
will be slightly more than the employee's. 

To find out your share of EI premiums and when you should deduct EI premiums from your employees' insurable 
earnings and remit them to us, see the Employers' Guide - Payroll deductions and Remittances and Payroll 
Deductions Tables, for your province or territory. 

Types of employment for which you do not deduct EI premiums 
There are certain types of employment which are not considered insurable and for which you do not deduct EI 
premiums. 

For example, you do not deduct EI premiums when you and your employee do not deal with each other at arm's 
length. This includes individuals connected by blood relationship, marriage, common-law relationship, or adoption. 
However, an employee who does not deal with you at arm's length can be in insurable employment if you would have 
negotiated a similar contract with a person that you deal with at arm's length. 

This decision is based on the terms and conditions of employment, and the remuneration paid for the work done. 

 
Income tax  
http://www.cra-arc.gc.ca/tx/bsnss/sm/pyrll/wht_ddct/ncm-eng.html 
 
As an employer, you are responsible for deducting income tax from the salaries, wages, or other remuneration you 
pay your employees. 

Since employees fall into various categories (such as fishers, employees who get paid commissions and claim 
expenses, etc.), you need various forms, such as federal and provincial TD1 forms, to help you decide what to deduct 
from their remuneration. For more information on these forms, see the T4001, Employers' Guide - Payroll Deductions 
and Remittances. 

How to calculate income tax deductions 
To calculate income tax deductions from your employees' remuneration, you can use the Payroll Deductions Online 
Calculator (PDOC), or consult the T4001, Employers' Guide - Payroll Deductions and Remittances, or the Guide 
T4032, Payroll Deductions Tables, for your province or territory. These publications can help you determine how 
much income tax to deduct from your employees' remuneration, depending on their salaries and pay periods. 

 

Workers' Compensation  
http://www.cra-arc.gc.ca/tx/bsnss/sm/pyrll/wht_ddct/wrkrs_cmp-eng.html 
As an employer, you may be required to make payments, and be subject to certain regulations under Workers' 
Compensation legislation. 

How to report payroll deductions  
http://www.cra-arc.gc.ca/tx/bsnss/sm/pyrll/hw_rprt-eng.html 
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The T4 slip 
You report your employees' salary, wages, and taxable benefits, as well as any deductions, on the T4, Statement of 
Remuneration Paid, slip. 

You have to fill out and give your employees their copies of the T4 slip no later than the end of February following the 
calendar year to which the slip relates. Late filing penalties may apply, see Payroll.  

File your T4 information return electronically 
If you file 1 to 50 T4 slips, we encourage you to file over the Internet in eXtensible mark-up language (XML) by 
Internet File Transfer. However, you can file up to 50 T4 slips on electronic media (DVD, CD, or diskette) or on paper. 

Effective January 1, 2010, if you file more than 50 T4 slips for a calendar year, you must file the return over the 
Internet. If you do not, you are liable to a penalty. 

If you use commercial or in house developed payroll software to manage your business, you can file up to 150 MB by 
Internet File Transfer. For example, a service bureau can file multiple T4 returns in one submission, provided the total 
submission does not exceed the 150 MB restriction. 

Note 
If your return is more than 150 MB, you can either compress your return or you can divide it so that each submission 
is no more than 150 MB. 

For more information, see Filing T4 information returns electronically. 

Failure to file information returns over the Internet  
 
Effective January 1, 2010, if you file more than 50 T4 information returns (slips) for a calendar year and you do 
not file the information returns by Internet File Transfer in eXtensible mark up language (XML), you are liable to a 
penalty. For more ifnormation, see Late filing / Failure to file information returns.  

Quarterly remittances 
Most employers are required to remit withholding amounts on a monthly basis; large employers remit more 
frequently. As a small business employer, you may be able to make quarterly remittances of taxes and payroll 
deductions. 

You can check your payroll remittance requirements using the "View remitting requirements" service, available at My 
Business Account. 

We will automatically notify you if you qualify for this program. No application is required. You can continue to remit 
monthly if you prefer. For more information, see Remitter types and due dates. 

Do you need a BN?  
http://www.cra-arc.gc.ca/tx/bsnss/sm/bn-ne/nd-eng.html 
If you need at least one of the four CRA business accounts (RT, RP, RC or RM), you will need a BN. 

However, before you register for the BN, you need to know a few things about the business you plan to operate. For 
instance, you should know the name of the business, its location, its legal structure (sole proprietorship, partnership, 
or corporation), and its fiscal year-end. You should also have some idea of what the sales of your business will be. 
Without this information, you will not be able to complete Form RC1, Request for Business Number (BN). 

Note 
If you are a sole proprietor or a partner in a partnership, you will continue to use your social insurance number (SIN) 
to file your individual income tax and benefit return, even though you may have a BN for your GST/HST, payroll 
deductions, and import/export accounts. 

What is a business account number  
http://www.cra-arc.gc.ca/tx/bsnss/tpcs/bn-ne/wrks-eng.html 
The Business Number (BN) is a numbering system that simplifies and streamlines the way businesses deal with the 
federal government. It is based on the idea of one business, one number. Each business requires one BN for its legal 
entity. A legal entity is defined as a sole proprietor, partnership, corporation, trust or other organization.  

Note: A sole proprietor that operates more than one business needs only one BN. (If it is the same ownership type)  
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What is the difference between a BN and a BIN 
The Business Number (BN) is a 9-digit business identifier used in Canada to which businesses can register 
program accounts with the Canada Revenue Agency (CRA). 

This number should be used when communicating with the CRA about program accounts you have or wish to register 
for. For example, if you would like to discuss your GST/HST account or you would like to register for a payroll 
account, you should quote your BN. 

The Business Identification Number (BIN) is a 9-digit number used by the Ontario Ministry of Consumer and 
Business Services to identify provincial business accounts. It also appears on the Ontario Master Business Licence 
and should be used for communications with the Ontario government about your business. 

Format of the BN  
The BN is a nine digit business identifier. The Account Number consists of three parts - the BN, the two letter 
Program Identifier and the four digit reference number. The entire Account Number has 15 characters:  

• Nine digit BN to identify the business; and 
• Two letters and four digits to identify each account a business may have. 

In this example, "Business X" wants to register with the CRA for a Business Number, one GST/HST account, and two 
payroll accounts. The business will receive a: 

Business Number 123456789 

GST/HST account 123456789 RT 0001 

1st payroll account 123456789 RP 0001 

2nd payroll account 123456789 RP 0002 

 

Although you can register for several program accounts at one time, each type of program account requires very 
specific information and must be registered separately. So you should not assume that because you have a BN with 
a GST/HST account, you automatically have a payroll account. 

Different letters are used to identify types of program accounts. 

Four major program accounts: 

• RT - GST/HST  
• RP - payroll  
• RC - corporate income tax 
• RM - import/export 

Other program accounts: 

• RR - registered charity 
• RD - excise duty 
• RE - excise tax 
• RN - insurance premium tax 
• RG - air travelers security charge 
• RZ - Information Returns  

When you contact us, or make a payment, it is important to provide all 15 characters. You should set up your 
computer systems, forms, and books and records to handle all 15 characters. 
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A business may also want to register with Manitoba, New Brunswick, Ontario, Nova Scotia, British Columbia or 
Quebec. 

Manitoba 

To obtain information on how to do business in Manitoba, or to register for Manitoba program accounts, go to 
Manitoba programs. 

New Brunswick  

To obtain information on how to do business in New Brunswick, or to register for New Brunswick program accounts, 
go to New Brunswick programs.  

Ontario 

A business may also want to use Business Registration Online (BRO) to register its business name with Ontario. This 
means, in addition to the Business Number, the business will receive an Ontario Business Identification Number 
(BIN) that must be used for Ontario Business Name renewals. Through BRO, the business will also be able to print its 
Ontario Master Business Licence (MBL). 

Any information sent to BRO to apply for the Ontario accounts mentioned above will be forwarded to the Ontario 
Government for processing. 

Nova Scotia 

If your business operates in Nova Scotia, BRO can automatically transfer you to the Nova Scotia Business Registry 
(NSBR) Web site to complete the registration for Nova Scotia programs. 

British Columbia 

If your business operates in British Columbia, BRO can automatically transfer you to the OneStop Business Registry 
Web site to register for British Columbia programs. 

Quebec 

If your business operates in Quebec, BRO can automatically transfer you to the Revenu Québec Web site to register 
for Revenu Québec programs. 

Before you register  
http://www.cra-arc.gc.ca/tx/bsnss/tpcs/bn-ne/bfr/menu-eng.html 
Before you register, you need to know the following information: 

• Social insurance number (SIN) 
• Business structure 
• Name 
• Location 
• Business activity 
• Representative/contact person 
• Obligations 
• Sales amount / reporting period 
• Fiscal year-end 
• Effective date 
• Accounting periods 
• Records 

The CRA is requesting that all new registrants provide the Name and the Social Insurance Number (SIN) of at least 
one owner/director of the business and the Major Business Activity (MBA) when registering. 

If you are registering for a GST/HST account you can use this checklist to ensure you have all the information 
necessary to register your account. 

GST/HST registration checklist  
http://www.cra-arc.gc.ca/tx/bsnss/tpcs/gst-tps/rgstrng/chcklst/menu-eng.html 
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Use this checklist to be sure you have the information you need to register your GST/HST account. If you have read 
the information below, and think you have all the information required to register for a GST/HST account, you can 
Register now. 

Before you register for a GST/HST account, you need to know if you have a Business Number (BN). You have a BN 
if you have or had at least one of our business accounts such as a Payroll account. If you do not have a BN, you will 
receive one when you register for a GST/HST number. 

Complete and print this checklist using your business or organization information. 

 

How is your business or organization structured? If you're not sure, see business and organization structures 
types (legal entities) and find the one that fits how your operation works. 

 

What is the legal name of the business or organization? 

 

If your business or organization is incorporated, provide the following information from the certificate: 

• Corporate name 
• The Certificate number 
• The date of incorporation 
• Who has jurisdiction 

 

What is the operating, trading, or partnership name of your business or organization? Your operating name is the 
name you use in your day-to-day activities and to advertise your business or organization. You only need to 
provide your operating name if it is different in any way from your legal name. 

 

What is the effective date of registration? 

The effective date of registration for GST/HST is important because it helps set up your reporting requirements, 
and it establishes the date that you become both liable to collect GST/HST and eligible to claim input tax credits. 

 

What is the full name of at least one owner, partner, or director/officer of the business or organization? 

If you are a sole proprietor (self-employed individual), you have to provide your social insurance number (SIN) 
when you register for a BN. 

Note 
To use our Business Registration on-line service (BRO), the security measures we have in place for BRO 
require that you provide the full name and SIN of all partners, directors, or officers of the business. 

 

Where is your business or organization physically located (operating address)? 

 

What is the business or organization's mailing address (if different from the physical location address)? 

 

Use the chart provided on our reporting period page to find out how often you need to file your GST/HST returns. 

 

What is the fiscal year-end of your business or organization? 

 

What is your business activity? 

 

You may authorize an employee of the business or organization as your contact by providing us with the 
contact's name, title, telephone number, or fax number. 

Note 
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Your spouse, accountant, or lawyer cannot be named as a contact person unless that individual is considered an 
employee of your business or organization. To authorize a representative who is not an employee, complete 
RC59, Business Consent Form. 

ra-arc.gc.ca/E/pbg/tf/rc59/README.html"RC59, Business Consent 
Form. 
 

If you have all the information required to register your GST/HST account, you can do so: 

• By internet using Business Registration On line (BRO). If you are a non-resident you cannot register this 
way. 

• By calling our Business Enquiries line at 1-800-959-5525. 
• By mailing or faxing a completed Form RC1, Request for a Business Number (BN) to your tax services 

office. 

You can have your GST/HST refunds and rebates deposited directly into your bank account. Direct deposit is a 
safe, convenient, dependable, confidential, and timesaving way to receive your GST/HST refund and rebate 
payments the same day we would have mailed you a cheque. 

This is a one-time application. Your request for direct deposit will remain in effect until you file a new form. The bank 
account you identify has to hold Canadian funds at a financial institution in Canada. 

To arrange direct deposit, complete Form GST469, Direct Deposit Request (Non-Personalized) and mail it to your 
nearest tax services office. 

If you have read the information above, and think you have all the information required to register for a GST/HST 
account, you can Register now. 

How to register  
http://www.cra-arc.gc.ca/tx/bsnss/tpcs/bn-ne/rgstr/menu-eng.html 
You can register for a Business Number (BN) and one or more of the Canada Revenue Agency (CRA) program 
accounts at the same time using any of the following methods: 

By Internet 
Use the Business Registration Online service. You can register for some provincial program accounts at the same 
time. Businesses that do not have complex registration requirements can use this service. For more information, go 
to What you can register for. 

By Phone 
Call the Business Enquires line at 1-800-959-5525. Before calling, be ready to answer all the questions in Part A of 
Form RC1, Request for a Business Number (BN), and any other questions in the form that relate to the program 
accounts you want to open. 

By Mail/By Fax  
Complete Form RC1, Request for a Business Number (BN) and mail or fax it to your tax services office. 

To order a CRA form please call Toll-free 1-800-959-2221 (Forms and publications).  

Quebec 
If you operate your business in Quebec, you will have to register your GST account with Revenu Québec (RQ). To 
register your payroll, import/export, or corporate income tax accounts, you must still contact the CRA. 

For more details please visit Operating in Quebec or contact RQ by calling, toll-free 1-800-567-4692, or by visiting the 
RQ Web site. 

Register now  
http://www.cra-arc.gc.ca/tx/bsnss/tpcs/bn-ne/bro-ide/rstrctns/menu-eng.html 

In this article: The Canada Revenue Agency (CRA) website: 
http://www.cra-arc.gc.ca 
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HUMAN RESOURCE MANAGEMENT 
While you may not need to hire employees at first, chances are you'll have to at some point, particularly as your 
business grows. Review the Employee Requirements Checklist for the responsibilities you take on when you become 
an employer. 

Government standards 
As an employer, it's your responsibility to know what employment and workplace health and safety standards you're 
required to follow. These standards are covered in four Acts administered and enforced by the Ministry of Labour:  

• Employment Standards Act  
• Pay Equity Act 
• Occupational Health and Safety Act 
• Smoking in the Workplace Act 

The Employment Standards Act covers things like:  

• Hours of work 
• Minimum wage 
• Public holidays 
• Overtime pay 
• Vacation pay 
• Equal pay for equal work 
• Benefit plans 
• Pregnancy leave and parental leave 
• Emergency leave 
• Termination of employment 
• Severance pay 
• Payments on termination 
• Retail business establishments 

The Pay Equity Act ensures that women and men receive equal pay for performing jobs that may be very different but 
are of equal value. 

The Occupational Health and Safety Act covers the responsibilities of employers, supervisors, workers and suppliers 
with regard to workplace health and safety. This includes things like:  

• Providing a safe workplace  
• Preparing an occupational health and safety policy for the workplace  
• Informing employees about possible hazards and training them in the handling, storage, use, disposal and 

transport of any equipment, substances, tools and materials  

The Smoking in the Workplace Act sets out clear restrictions on smoking in the workplace to limit exposure to 
second-hand smoke. 

For more information, check with the Ministry of Labour. Your local Small Business Enterprise Centre (SBEC) will 
also be able to help you. 

Recruiting 
The quality of the people you recruit will have a great impact on your company - its ability to serve customer needs, 
its growth and its profitability. Hiring mistakes can be costly. Before you hire anyone, you should:  

• Think carefully about your needs so you can be clear about what qualifications and skills you're looking for 
and prepare detailed job descriptions 

• Review your core values and look for the kind of people who will best fit in 
• Determine how and where you'll find candidate  
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• Prepare a list of questions to cover in a job interview 
• Consider pre-employment testing that will help you choose the right candidate 
• Determine whether or not training will be required and, if so, how you'll arrange for it  
• Investigate Human Resources and Skills Development programs or provincial government programs that 

might help cover some of the costs. Also investigate Employment Ontario programs to locate and recruit 
skilled and talented workers. 

• Establish policies for things like performance evaluations, wage increases, bonuses, vacations and ongoing 
training.  

When hiring, be clear about:  

• Your vision and company culture 
• The employee's duties  
• Skills, knowledge and education required 
• Level of supervision and training provided 
• The start date (and end date, if applicable)  
• The hours of work  
• The rate of pay 
• Benefits (if any) you're providing 
• Any probation period 

And remember to ask for--and check--job references. Don't assume a candidate is perfect.  

While it's not legally necessary to formalize an agreement between an employer and employee, it's often a good idea 
to have a written contract. That way, both parties know what's expected of the other and can refer back to it, if 
necessary. 

Compensation and benefits 
Determining compensation can be a delicate balance of satisfying employee expectations and keeping you profitable. 
Consider the base compensation, any commissions, bonuses or profit sharing, and benefits. In determining what the 
job is worth, check on industry standards by calling around. 

Beyond the mandatory benefits, such as vacation pay, maternity and parental leave, worker's compensation 
insurance and contributions as an employer to employment insurance and the Canadian Pension Plan, you can offer 
other benefits like dental, drug, long-term disability and life insurance, and a pension plan. 

If cash is tight, bear in mind that things like flexible hours, scheduling and time off are increasingly important to 
employees today. 

When estimating the actual cost of an employee, use the 1.2 rule: take the employee's salary and multiply it by 1.2. 
This will compensate for days off for illness, vacations and statutory holidays. 

Remember, you can only go so far as a one-person show. If you want to grow your business, it's all about managing 
and leading people. Check out Motivating and Retaining Employees in Part 4. If you're not in a position to hire full-
time staff, other options include hiring independent contractors and/or co-op students from universities, colleges and 
even high schools. 
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TRADEMARK REGISTRATION SERVICES IN CANADA  

Did you know that the only way to protect your business identity and intellectual property in Canada is to 
register a trademark? 

  

  

This is what the federal government has to say about protecting your corporate name. (The same would 
apply to any business name) 

1. “The granting of names under the Canada Business Corporations Act does not protect you from earlier or 
subsequent trade-marks of other parties.” 

2. “You may wish to conduct your own NUANS searches on a periodic basis after your name has been approved. 
This would be done in order to ensure, to your own satisfaction, that no confusing corporate or business 
name has subsequently been approved in the jurisdiction(s) in which you are carrying on business, and to give 
you up to date information about trade-marks that have been applied for or registered subsequent to the granting 
of your corporate name.” 

3. “Using a corporate name which is similar to a registered trade-mark may result in liability for 
infringement of the registered trade-mark even if the trade-mark was registered after the corporate name 
was granted. This is so because, under trade-marks law, the holder of a corporate name bears the responsibility 
of ensuring that no new trade-marks are registered which are confusing with that name.” 

4. “Registration of a trade-mark is the best way to obtain the exclusive right to use the mark in all of 
Canada in association with the products and services for which the registration is obtained. While the Trade-
Marks Office can provide basic guidance, it is recommended that a specialist be consulted.” 

Yes, it is a fact. Anyone in Canada can apply and register a trademark that may force you to change your corporate 
or business name. Think of the potential costs you may incur. Such costs like legal fees, changes to your marketing 
material, even simply changing your stationery, all cost money. What about a major inconvenience and loss of name 
recognition? Trademark infringement could be devastating for a small business.  

If your business name, slogan, website, name of a product or service you provide is valuable to you, you must protect 
it. Simply placing a (™) mark beside the name offers you zero protection. You must have a registered trademark and 
use the (®) mark. 

A one-time registration offers you 15 years of protection and you can always renew your registration for an additional 
term. 

You may contact BDC for trade mark registration services. Orders can be easily placed online, by fax or mail.  

BDC is always available to provide you with additional information or assist you with registration. Please contact us 
them at 416-226-2921 or toll free at 1-877-226-2921 if you require assistance.  

Register a trademark to protect your: 

• Business Name  
• Website Name - domain name  
• Logo  
• Name of your product or service  
• Company Slogan  

Please note the process starts with a Trademark Search. The cost is $39.95 plus GST. 
You will receive a report that identifies all similar existing trademarks to the one you are proposing. This report will 
assist you in making a decision to proceed with registration or make amendments to the proposed trademark. 

To order a Trademark Report click here. 

If the proposed trademark is not used by anyone else, you can proceed with filing your trademark application. 

http://www.bdc-canada.com/BDC/place.htm�
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Business Development Centre provides complete Trademark filing services. 
Fees start from only $99* plus taxes and government fees. 

The registration process takes approximately from 12 to 18 months and in many cases includes numerous 
amendments and correspondence with the Office of Canadian Intellectual Property. As such it is wise to select a 
package that matches your skill level and budget. Please note that only Professional Package includes follow up 
support and up to 3 formal replies to inquiries from the Trademark Examiner. 
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MARKETING FOR SUCCESS 

Marketing is one of the most important elements of success for any business, regardless of size. As any successful 
entrepreneur will tell you, you can have the best product or service around, but if people don’t know about it, your 
business will fail. And while marketing is critical to your success, in the start-up stage, cost is an issue. 
 
You can market effectively without breaking the bank. 
 
How? Get creative!  
 
There are many ways to market beyond advertising, which is probably the most expensive strategy and often not the 
best one for small businesses. The biggest thing to remember is that marketing, at its most basic level, is 
communication. Consider: 
 
Brand your business 

• Establish a concrete identity. Make sure your business card clearly states what product/service your 
business provides.Reinforce who you are by having a slogan that reflects your business philosophy. Use it 
on your business card, letterhead and all your print and electronic materials. Invest in having professional 
logo done by a graphic designer. 

• Create and follow a routine standard for every client contact. Interactions include correspondence, 
invoices, statements, memos, voice messages and e-mails. This will reinforce your brand and showcase 
every correspondence and process as a winning example of your professionalism. 

• Don’t be a do-it-yourself designer. This won’t save you money in the end. Remember, you’re busy with 
running a business and your specialty is not design. There are many excellent small design firms and 
freelancers. 

 
Network…network…network 

• Get out there and network. It’s a powerful and inexpensive way to raise your business profile. Attend 
industry events and join an association and volunteer for a board or committee; get involved. Effective 
networking is all about building relationships that can lead to business down the road. Know your goals and 
what you can give in return. Follow up in a timely fashion and stay in touch to reinforce the relationship. 

• Volunteer your services in the community. Whether it’s serving as the treasurer for a business 
association, or fundraising for your daughter or son’s sports league, you’ll be amazed at the networks you’ll 
develop, the people you’ll meet, and the new business you can attract. 

 
Be proactive with public relations 

• Write and distribute a news release. Make sure you have something newsworthy to say and that you 
target the right media people. 

• Write a column. Offer to contribute a column to your local paper or trade magazine on issues of concern or 
interest to your target market that you have the expertise to address. 

• Become a media resource. Approach your local community newspaper, radio and local TV and cable 
stations and let them know you are available to be contacted for quotes, background info, and interviews 
about your small business specialty. 

• Offer to speak at business association events. The best way to market yourself when speaking is to 
share tips and your expertise rather than blatantly pitching your business. Give the audience your sales 
material afterward. 

• Organize a launch event to attract media and/or customer attention. This lets people know you’re there 
and ready for business. It usually works best if you tie the launch into helping raise money for a worthwhile 
cause or non-profit organization. 
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Tap into social media 
The explosion in the use of social networking sites means that tapping into social media can be a very good strategy 
if your target audience is there. Some of the ways that small businesses like yours can use social media include 
listening to find out customer needs and preferences, sharing expertise (and therefore gaining credibility), discussing 
industry issues, building your brand and online community, and attracting new visitors to your web site. To determine 
if it makes sense to integrate social media such as LinkedIn, Facebook, Twitter and blogs into your marketing 
strategies, first ask yourself: 
 
The Small Business Enterprise Centres (SBECs) provide entrepreneurs with all the tools they need to start and grow 
their businesses. Each centre is staffed with dedicated business professionals who help you determine what you 
need to do before, during and after launching your business. 
 
Small Business Enterprise Centres. Retrieved April 7, 2011. www.ontario.ca/sbec 

Start-Up: Quick Tips 
Other Tips for Marketing: 
 
What are your objectives? Will social media marketing help you achieve them and is it the best way to allocate 
limited resources? Understand how you will measure success. 
 
Does your target audience use social media? If not, more traditional marketing methods may provide greater 
value. 
 
Can you commit the necessary time? Using a social network such as a blog or Facebook is a big commitment—it 
takes time to set it up, get people to join, post and update content regularly, and monitor the results. Even if you don’t 
plunge in, it’s a good idea to get a feel for how social media works. There’s no question that the trend is moving 
towards these collaborative technologies where your prospective customers take an active role rather than being 
passive recipients of marketing messages. 
 
Have a website 

• Create an effective site. Having a web site is almost a must in today’s business world. Unlike printed 
materials, a website can be a dynamic source of two-way communication between you and your existing – 
and potential – customers. It doesn’t have to be expensive. It’s the quality of the content, not the number of 
pages, and expensive “bells and whistles” that make for an effective site. Resist the temptation to have your 
favourite nephew build your site. Work with experts who understand your business objectives and will help 
you build a site that can help you achieve your goals. 

• Incorporate search engine optimization (SEO). These are the techniques that are used to get your site to 
pop up prominently in search engines like Google. You need the best possible content—that’s what gets 
recognized and gets the best placement rankings. You also need to make sure keywords are as relevant as 
possible to what your target audience is seeking. Engines will reward you and you’ll be rewarded. Building 
reciprocal links with others who have products or services relevant to your target market will also boost 
SEO. 

• Focus on well thought-out navigation, design, and content. Make it easy for visitors to find what they 
are looking for…including how to contact you. 

 
Sponsor an event 

• Sponsor or co-sponsor a charitable or industry event. If you don’t have money to spend, think creatively 
and come up with other ways you can participate, perhaps by bartering a service or product. Other 
strategies that tend to be more expensive but should be considered in your marketing mix include 
advertising, direct marketing, e-marketing, exhibiting at trade or consumer shows, producing a brochure and 
creating a newsletter. For more, visit Your Guide to Small Business Up and Running section 
www.ontario.ca/smallbusinessguide 

 
 
YOUR MARKETING PLAN                                                             

A 5-step, no-nonsense marketing plan   
Doing business without a marketing plan is like driving without a map. You may get to your destination - eventually - 
but you risk making time-consuming and costly errors along the way. You might be assuming there's demand for your 

http://www.ontario.ca/sbec�
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product when there isn't, for example. Your services might be priced too low. Or you could be venturing into a market 
that is impenetrable because of regulatory restrictions. 

Marketing plan = confidence 
The only way to start a business venture with confidence is to develop a good marketing plan - one that's backed up 
with facts and research. This document clearly shows how you'll attract customers to your product or service and 
persuade them to buy. The marketing plan also builds confidence with financial institutions, showing lenders that your 
business has a good chance of being successful. 

Contrary to popular belief, a marketing plan is not a one-time effort destined to sit in a binder on your desk. On the 
contrary, it should be updated on a regular basis to reflect the changing needs of your business and customers.  

There are many different models for marketing plans. Here are five essential ingredients. 

1. Do a situation analysis 
Many companies start with a SWOT analysis, looking at their firm's strengths, weaknesses, opportunities and threats. 
This involves identifying your competitors, understanding exactly how they operate and becoming familiar with their 
strengths and weaknesses.  

Strengths are any competitive advantage, skill, expertise, proficiency, talent or other factor that improves your 
company's position in the marketplace and can't be easily copied. Examples are a well-trained sales team, low staff 
turnover, high consumer retention or low production costs due to superior technology.  

Weaknesses are the factors that reduce your company's ability to achieve its objectives independently. Examples 
include unreliable delivery, outdated production tools, insufficient marketing efforts and a lack of planning. 

Opportunities are ways for your business to grow and be more profitable. These can include seeking new markets, 
managing technological change or addressing new consumer trends. You need to look at how your company's main 
skills can be used to take advantage of these opportunities.  

Threats are barriers to entry in your primary markets, such as a labour shortage, legislative hurdles or detrimental 
economic or political developments. 

2. Develop a target market profile 
Demographic portrait 
Here you want to demonstrate that you know your customers inside and out, including their expectations and their 
whims. Your profile should include basic demographic portraits that paint a clear portrait of your clients. Look at 
characteristics such as age, sex, profession or career, income level, level of educational attainment and geographic 
location. 

Estimated demand 
You'll want to provide research that shows the estimated demand for your product or service as well as the rate at 
which that demand is expected to grow. This builds confidence within financial institutions that your business has 
growth potential.  

Purchase motivation 
It's also important to understand exactly what motivates customers to buy. Are your clients looking for savings or a 
way to simplify their lives, for example, or are they just shopping for pleasure? Ask yourself why they would buy your 
product or service. In the same vein, you may want to know what keeps customers away from your competitors' 
products or services. Are they too costly? Do they lack something unique? These insights will help you develop a 
product or service that outshines the competition.  

3. Set clear marketing objectives 
Here you describe the desired outcome of your marketing plan with attainable and realistic objectives, targets and a 
clear time frame. 

The most common approach is to use marketing metrics. For example, your market objectives could look at total 
market share and segments, the total number of customers and percentage retained, the proportion of your potential 
market that makes purchases and the size or volume of those purchases.  

4. Determine your marketing strategy 
Once you've determined your objectives and targets, it's time to look at how you'll promote your business to 
prospective customers. Strategies typically cover the Four Ps of marketing: product, price, place and promotion.  

Your choice of marketing vehicles will be governed by the profile of your target market, so you need to understand 
how different vehicles reach different audiences. Don't always assume you have to spend money on costly 

http://www.bdc.ca/en/solutions/consulting/Pages/cs_marketing_strategy.aspx�
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advertising. If you have a niche audience, for example, you can take advantage of low-cost marketing strategies such 
as e-mail. The costliest options are usually advertising, sales promotions and public relations campaigns. Referrals 
and networking are lower-cost ways to reach customers, and e-marketing is a powerful strategy because it is 
inexpensive and effective in reaching target markets. 

5. Do your financials 
A marketing plan without financials has little clout. Financials can also be included in a general business plan. 

One document you'll need to produce is a budget and sales forecast. This needn't be complex; in fact, it's wise to 
keep it simple. It may help to start with the following questions: 

• How much do you project that you will sell?  
• What will you be charging?  
• What will it cost to produce your products or deliver services?  
• What will be your basic operating expenses? Be sure to include recruitment costs and salaries here  
• How much financing will you need to run your business?  
• Answering these questions will help you determine your projected income and expenses.  
• A break-even analysis is another important step in developing your marketing plan. This analysis shows exactly 

how much you need to sell to cover your costs of doing business. If you can surpass your break-even point and 
easily bring in more than the amount of sales revenue needed to meet your expenses, you stand a good chance of 
making a profit. 

 

Business Development Bank of Canada. Retrieved April 7, 2011. http://www.bdc.ca/en/advice_centre/articles/Pages/marketing_plan.aspx 
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OTHER ARTICLES TO HELP YOU IN YOUR BUSINESS 

Before you Start... 

• Social Media Marketing: The Marketing Skills you can learn from Obama  
• Choosing your Business Name is a Fundamental  
• New Business  
• Software as a Service or SaaS 101  
• Starting Your Own Business  
• Top 15 Questions From SCORE  
• Business Startup Strategy  
• Know Your Industry Before You Start Your Business  
• How to Protect a Business Idea  
• Reducing Risk for a Startup Business  

More articles 

Calculate Your Starting Costs 

• Getting Investment, Key Factor: Initial Valuation  
• Bplans Starting Costs Calculator  
• Estimating Realistic Startup Costs  

More articles 

Choosing a New Business Idea 

• New Business Ideas  
• Home Based Business Idea  
• Internet Business Ideas  
• Small Business Ideas, Big Dreams  
• Best Business Ideas  
• You Don’t Have to Be First to Start a Business  
• The Right Business for You  

More articles 

Getting up and Running 

• Due Diligence is Necessary When Hiring Consultants  
• 10 Keys to a Successful Smart Start in Communications  
• Top 10 Tips to Know Before you buy Software as a Service or SaaS  
• Smart Start Communications Guide  
• Kick-Start Your Concept  
• Kansas City on the Seine — A Success Story  
• Business Startup Checklist  
• Colemen Finds Success with Business Plan Pro  
• It’s a Dog’s Life: A Success Story for a New Business Owner  

More articles                                                      
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