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Forward 

f you are reading this preamble it means you are tired of 
working for somebody else! This book was written to give 
you an insider’s view of starting a business. In order to make 

optimal decisions in business, you must first know all your 
options!   

I hope this book will inspire you to take the first steps to 
boost your confidence to become a successful entrepreneur and 
achieve the kind of personal freedom and financial security most 
people only dream of. 

About the Author 

Dynamic, entrepreneur, successful author, lecturer and small 
business consultant, Henry Tse is an associate and teaching 
partner of self-made millionaire Richard J. Stacey. 

Richard J. Stacey is founder of the Canadian Small Business 
Institute. Since 1983, Henry Tse, along with the Institute, has 
helped thousands of aspiring entrepreneurs to start their own 
profitable business. He has travelled across Canada and U.S. 
teaching people just like yourselves how to make money with 
their own business. 

Over the past 25 years Henry Tse has set up and operated a 
variety of businesses. As a result, he has gained a great deal of 
business knowledge and experience that he enjoys sharing with 
others. Henry is a leading authority on franchising; one of his first 
businesses was a franchised maid service. It was voted by TV's 
Live It Up as "Toronto's best run Maid Service". He has also 
helped over 30 entrepreneurs to set up their own manufacturing 
businesses from Halifax to Vancouver. 

Henry is also an accomplished mail order expert. His famous 
Close Out Merchandise Manual sold nationally by mail order, and 
his course on product sources has taught people, just like you, 
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where to find products below wholesale. 

Alongside his consulting business, Henry currently promotes 
an annual trade show "Business Marketplace", focusing on 
franchising and business opportunities, real estate, personal 
finance and investing. His last show had over I00 exhibitors from 
all over North America, along with over 80 seminars, ranging 
from "How to Start a Business" to "Investing in the Stock 
Market". 

We hope you benefit from Henry's Secrets of Success. and 
“Achieve Wealth, Security and Freedom As Your Own Boss” 
Remember;  “Believe and Achieve" 

Wishing Good Health & Wealth. 

Henry Tse & Associates 

 

Earnings Disclaimer: We see our subscribers, students, 
members and clients as an extension of our family, which is why 
we always treat them with respect and transparency.  

We don't believe in "get rich quick" style business programs. 
This book was All of our programs and those of our affiliates are 
intended to help you build a successful real estate investment 
and/or home based business but require desire, dedication and 
hard work from you.  

As stipulated by law, we cannot and do not make any 
guarantees about your ability to get results or earn money with 
any of the ideas, information, tools or strategies we share.  

Henry Tse & Associates 

4936 Yonge Street, Suite 250, 

Toronto, Ontario Canada M2N 6S3 

www.henrytse.ca 

© 2019  Henry Tse 

ISBN: 9781999060602  



How To Achieve Wealth Security & Freedom 

5 
 

Contents 

SNEAK PREVIEW .............................................................................. 1 

Finding An Opportunity .................................................................... 1 

Forward ............................................................................................... 3 

Finding An Opportunity .................................................................... 6 

Buying An Existing Business ............................................................. 9 

 

  



Henry Tse 

6 

Finding An Opportunity 

n his classic book, "Think and Grow Rich," Napoleon Hill 
states that, "everything begins with an idea ." And so it is in 
business. 

But what if you don' t have an idea? What if you're just not 
a creative person? Then what do you do? 

Fortunately, and contrary to popular belief, you do not 
need to be a creative person or an eccentric inventor to come 
up with a good business idea. Too many people think they have 
to invent a new, unique product or open up some rare and 
unusual retail outlet. Nothing could be further from the truth. 

Approximately 98% of all new products and businesses 
are merely logical improvements or extensions of some well-
known and existing product or business. You need not come 
up with some revolutionary breakthrough to make a lot of 
money. You simply need to provide a product or service that 
fills an existing, and hopefully growing, need in the market place. 
The old adage, "find a need and fill it," sums it up perfectly. 

So let's say that you're not an inventor and you're definitely 
not creative. How are you going to get into business? In the 
discussion below we’ll look briefly at three different ways you 
could uncover your golden opportunity. 

What about buying a franchise? 

There are thousands of excellent franchise opportunities 
available; everything from funeral homes to hamburger stands. 
In fact, 40% of all retail sales are franchises. The franchisor has 
already worked the bugs out of the business, and has developed 
a successful and streamlined operation which should be evident 
by the performance of their existing  franchisees.  What's  
more,  the  franchisor  may  also provide you with proper 
training, an established reputation, advertising support, 
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inventory and equipment, and even financing. This may be one 
reason why the failure rate for franchises is under 10%. 

Before you invest in a franchise, you need to do your 
homework. You also need to know what franchises are available. 
Therefore, I recommend that you purchase a copy of the 
"Franchise Annual" available from the Institute. This directory 
lists just over 3,000 different franchise opportunities and 
contains a section on how to check out a franchise opportunity 
before you put down your hard-earned cash. 

What about buying an existing business? 

Look in your Yellow Pages under 'business brokers.' 
Business brokers are much like real estate brokers except they 
list businesses for sale, rather than houses. They will be able to 
show you hundreds of different businesses listed for sale in your 
area. 

I have always preferred to buy an existing business rather 
than start one from scratch. An existing business already has a 
cash-flow stream so you're making money from the day you 
take over. More importantly, you're free of numerous start up 
and organizational problems. 

An existing business has a proven track record, therefore 
it's less risky. This makes it much easier to finance your 
purchase. Not only is the bank more willing to back a proven 
operation but you've also got a vendor who will usually take 
back part of the purchase price. 

What about becoming a distributor for 
an existing product? 

There are literally hundreds of thousands of products 
around the world that you can distribute. Some of the richest 
people I know are merely distributors for somebody else's 
products. You simply buy the products from the manufacturer 
at wholesale and sell them at a mark-up. You're the middleman. 

In some cases, a manufacturer will give you the sole and 
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exclusive rights to his product within a certain geographical 
territory. This means that every time somebody buys that 
particular product within your territory you get a piece of the 
profit. I enjoy making money while I'm asleep! 

My own personal preference is to work with products 
manufactured in foreign countries. Using a customs broker (see 
your Yellow Pages), you can import these products and then 
market them across the country. 

I was recently involved in importing a small kitchen utensil 
from Hong Kong. We imported it and sold it at trade shows, 
to department stores and retail outlets, and through mail  order. 
Even though we didn't have the exclusive rights, we still made 
a lot of money. You can do the same thing. 

There are hundreds of regular periodicals and newspapers 
that offer products from manufacturers around the world. These 
manufacturers are advertising their product lines because they are 
looking for people like you to become distributors for their 
products in your country. Some of the more popular of these 
publications include: "Hong Kong Enterprise", "Made in 
Europe", and "Trade Channels". 

I hope in this short chapter I've given you some useful 
business ideas to help you in the search for your golden 
opportunity. I want to leave you with two pieces of advice that 

I had to learn the hard way: 

• When you're just starting out, try to avoid 
manufacturing things if you can. Manufacturing can be 
an expensive and frustrating experience for  a  beginner. 
It may be better to start off as a distributor for a 
product similar to the one you plan to manufacture in 
the future. 

• Get involved in something you thoroughly enjoy. 

Avoid making money your sole priority. The whole 

point of being self-employed is for personal satisfaction. 
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Buying An Existing Business 

hen most people think of starting a business they 
think of starting from scratch. The alternative -
buying an existing business - often gets overlooked. 

So in this chapter I'll try to shed some light on purchasing a 
business. 

Advantages 

For many reasons, this is often a better way to go than 
starting from scratch. The two main advantages that come to 
mind are: 

Cash Flow - an existing business has cash coming in from 
day one and cash is what pays the bills. On the other hand. if 
you start a business from scratch you might be six months in 
before you even see a dime and during that time you've got a 
cash drain to pay for your start-up costs. 

Financing - an existing business is often easier to finance 
because it is a proven operation. A new business, on the other 
hand, is always a risk because it has no previous track record. 
It follows that bankers are much more willing to give you a loan 
to buy an existing business than they are to back a start-up. 
In addition, an existing business will have a vendor standing 
by who can take back part of the purchase price. 

Some experts suggest that because of these and other 
advantages, buying an existing business is better than starting 
from scratch in over 90% of cases. Unless you have a new, 
unique concept that requires some sort of special one-of-the- 
kind layout or design, it is probably better to buy an existing 
business and then renovate it to suit your needs. 

Finding A Business For Sale 

Your first step in buying a business is to set out your 
acquisition criteria. Exactly what is it you are looking for? Be 

W 



Henry Tse 

10 

as specific as you can. What type of business are you looking 
for? How much do you have to spend? What area do you 
want to locate in? And so forth. 

The newspaper is probably not a good place to start 
looking. You're better off to start with a commercial listings 
book. Your real estate broker should have a current copy 
which will give pictures and details of all kinds of businesses for 
sale in your area. You could also try using a business broker. 
They will be listed in the Yellow Pages. 

Probably the best way to find a good deal is through direct 
solicitation. This means contacting businesses before they are 
on the market. Using directories of existing businesses, which 
you can find in the library, send out one-page letters, make 
phone calls or, alternatively, run classified ads. "Interested in 
Selling Your Business? Contact..." 

Investigating The Deal 

Once you've found a business you're interested in, your 
first step is to meet with the vendor. In fact, you'll probably 
have many meetings over the next few months . Start by taking 
a tour of the business and getting all the information you can. 
You've got to examine the business carefully to see what you're 
getting into. Bring an experienced accountant and lawyer to help 
you do some of the investigative work. 

How Much Should You Pay? 

One of your big tasks is to determine how much the 
business is worth. The vendor may be asking $100,000 but this 
has nothing to do with the value. This is just what the vendor 
"thinks" he can get. The true value of the business may be much 
more or much less than $100,000. Determining a value for a 
business is not an easy job, even for a professional. 

You should start by thinking in terms of return  on your 
investment. If you can get a 10% return with your money in the 
bank and a 20% return with your money in mutual funds, you'll 
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need a rate of return that is even higher if you want to be 
compensated for the risks and hassles of running a business and 
still make a good return on your money. 

 
In other words, if the business has an average net profit 

of $30,000 per year and you want a 30% return on your money 
then a "rough" value (before adjustments) for the business 
would be $100,000 determined as follows: 

 
Putting The Deal Together 

Once you've investigated the business from top to bottom, 
inside and out, and you feel everything looks okay and you've 
determined a value for the  business,  it's time to make an offer 
to the vendor. Once a final deal is negotiated, you'll sign a 
buy/sell contract outlining myriad terms and conditions 
pertaining to the transaction. You'll need an "experienced'' 
lawyer here. 

In most cases, the vendor will stay on for a while after the 
sale to introduce you to the customers and suppliers, and to help 
you to get yourself established as the new owner. 

I personally think that buying an existing business is an 
excellent way to get into your own business. I encourage you to 
look into the many fantastic opportunities that are out there 
today. 
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