





Are you

a self starter?
I do things on my own. Nobody has to tell me to get going.
If someone gets me started, I keep going all right.

Easy does it, I don't put myself out until I have to.

How do you feel about other people?

Can you

Can you

I like people. I can get along with just about anybody.

I have plenty of friends. I don't need anybody else.

Most people bug me.

lead others?

I can get most people to go along when I start something.

I can give the orders if someone tells me what we should do.

I let someone else get things moving. Then I go along if I
feel like it.

take responsibility?
I like to take charge of things and see them through.

I'1l take over if I have to, but I'd rather let
someone else be responsible.

There is always some eager beaver around waiting to
show how smart he is. I say let them.

How good an organizer are you?

I like to have a plan before I start. I'm usually
the one to get things lined up when the gang wants
to do something.

I do all right unless things get too messed up
then I give up.

You get all set and then something comes along and
blows it. So I just take things as they come.

How good a worker are you?

I can keep going as long as I need to. I don't mind working
hard for something I want.

I'11l work hard for a while, but when I've had enough, that's
it,

I can't see that hard work gets you anywhere.



Can you make decisions?

I can make up my mind in a hurry if I have to. It usually
turns out okay, too. :

I can if I have plenty of time. If I have to make up my mind
fast I think later I should have decided the other way.

I don't like to be the one who has to decide things. I'd
probably blow it.

Can people trust what you say?
You bet they can. I don't say things I don't mean.

I try to be on the level most of the time, but sometimes I
just say what's easiest.

What's the big deal if the other person doesn't know the
difference?

Can you stick with it?

If I make up my mind to do something, I don't let anything
stop me.

I usually finish what I start, if it doesn't get too fouled
up.

If it don't go the right way, I give up. Why waste my time.
How good is your health?

I never run down.

I have enough energy for most things I want to do.

I run out of energy sooner than most of my friends seem to.

Now count the checks you made.
How many checks are beside the FIRST answer to each question?

How many checks are beside the SECOND answer to each
question?

How many checks are beside the THIRD answer to each question?



WHY DO YOU WANT TO BE IN YOUR OWN BUSINESS?

WHAT DO YOU WANT OUT OF YOUR PERSONAL LIFE IN THE NEXT
THREE TO FIVE YEARS?

WHAT DO YOU HOPE TO BE DOING FOR WORK IN THE NEXT THREE
TO FIVE YEARS?

HOW MUCH MONEY DO YOU HOPE TO BE EARNING IN THE NEXT
THREE TO FIVE YEARS?

WHAT MAKES YOU THINK THIS IS AN IDEAL TIME FOR YOU TO START
A BUSINESS?

WHAT HAS HELD YOU BACK?

WHAT QUESTIONS DO YOU NEED ANSWERED BEFORE YOU MAKE THE
DECISION TO START YOUR OWN BUSINESS?



People have many reasons for wanting to start a business such as the
ones listed below. Please check the one that most closely matches
your reason for wanting to start a business.
* My first choice for starting a business is to:

Earn extra money for my family

Create a job where I can spend more time with my family

I don't want to work for anybody else

I want to feel good about what I do for work
and have a chance to grow

I want to totally support my family
I need something to do
It will make me feel good about myself

I want to start a business that will grow so that I can make
a lot of money

Other, please tell us




What Is Your Business
All About?

WANTED

ﬂnh'dw @uc[oo @IOC£J au(l @arl;

(1730 8 1920) RUNNING OR NOT
TRUMPETER o BROKEN CASES
MANTELS oy GABLES
PICTURE FRAME WEIGHTS
WEIGHT DRIVEN 0UERE, CHAIN ETC.
&
. BUY . SELL - TRADE - REPAIR

FOR APP'T CALL ERIGC (218} 994-1482




WHAT IS YOUR BUSINESS IDEA?

DESCRIBE WHAT YOU WILL BE SELLING?

WHO WILL BUY WHAT YOU WILL SELL? AND WHY?

WHO ELSE IS IN THE SAME BUSINESS AS YOU? WHY
WOULD PEOPLE GO TO YOU INSTEAD OF THEM?

HOW WILL YOU TELL PEOPLE ABOUT YOUR BUSINESS?

HOW WILL YOU MAKE CONTACT WITH POTENTIAL CUSTOMERS OUTSIDE
OF YOUR COMMUNITY? WHAT WILL BE THE HARDEST PART ABOUT
MEETING POTENTIAL CUSTOMERS?

WHY DO YOU THINK YOUR BUSINESS WILL SUCCEED?



What Can I Offer
My Business?




10.

11

11.

How much money do you have to start your business?

How much money can you afford to lose?

Have you established a credit history? Yes No
Do you have the equipment to start your business?

Yes No If no, what do you need?

Do you have the trade skills you need to start your business?

Yes No

If no, can you get the training you need in this area?

How long will the training take?

Have you had any small business training? Yes No

Have you ever managed a business? Yes No
Have you talked your idea over with family and friends?

Yes No If yes, what did they think?

If not, what do you think they will say?

Why have you not told them about your business ideas?

How much time do you think you will have to spend on your
business in order for it to do well?

Do you feel you have enough time to put into your business?
Yes No

Can you change your current schedule to make time available?



SKill Survey

YOU NEED TO COMPLETE THE FOLLOWING SKILL SURVEY SO THAT WE WILL BE
AWARE OF THE MATH AND READING SKILLS YOU WILL NEED TO BRUSH UP ON.

SOME OF THESE PROBLEMS ARE VERY DIFFICULT. BUT COMPLETION OF THE
FORM WILL GIVE US AN IDEA OF WHAT YOU KNOW AND WHAT YOU WILL NEED TO

LEARN.

ALTHOUGH YOU WILL NOT BE GRADED ON THE SKILL SURVEY, WE WILL BE
EVALUATING THEM AS PART OF YOUR OVERALL ASSESSMENT.



MATH SKILLS TEST

NAME: ADDRESS:
PHONE:
INSTRUCTIONS: Enter the answer to each question in the space
provided. Time is 30 minutes.
EXAMPLE: Multiply 25
15
375
1. 843 2. 1199 3. 5,254
+238 +4350 +10,987
4, 952 5. 2850 6. $15,952.05
-847 -1425 . -7,500.50
7. 35 8. 150 9. $752.39
X 15 X 35 X15
10. 13,39 11. 600 12. Multiply 3 .7
100 5 11
13. Round off 55.3776 to the nearest hundred.
14. Solve 40 = X
. 60 120
15. Find 200% of 56
l6. Express 5.7% as a decimal
17. A grocery store charges $1.25 for 2 heads of lettuce. How much
would 9 heads costs?
18. Simplify: (-9 X+ 47%) + (4X <-Y)
19. Multiply 8 (-5) (-3)
20. A lumber store offers a 20% discount on special orders. How

much would you save if your order was $350.007? How much would
you pay if you took the discount?



READING AND WRITING SKILLS QUIZ

NAME : ADDRESS:

PHONE :

INSTRUCTIONS: You have 30 minutes to read the short story and to
write your answer. There are no right or wrong
answers. : :

Did you know that you are President of a company called YOU, Inc.?
As President, you make decisions about where you work, who your
friends are, where you live and how you spend your money. You may
not realize it, but you are your own sales person The better you
know yourself, the better you can sell yourself.

Each person is born with certain talents. A talent is a natural
ability or gift to do something easily.

A skill is something a person learns to do. You may have learned it
from a teacher, by watching somebody else do it or by trying it on
your own many times. Practicing is necessary to get good at a skill.

Most people have many skills. The more skills you have, the more
you will feel in control of your life. As President of YOU, Inc.,
the more skills you have, the more secure your company.

1. List two of your talents. In each write a sentence or two
telling why you think each is a talent.- An example has been
completed for you.

1. I have a talent for remembering things. I can meet
someone one time and remember their name and face. I
can even remember telephone numbers.
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List your skills. The following will help you get started
Put an X by any skill you believe you have. Write in

skills not listed in space provided.

AT HOME

Cooking

Baking

Cleaning

Repairing Items

Sewing

Gardening

___ Crafts
Drawing
PEQPLE
Supervising

Communicating

Problem Solving

Decision Making

OTHER SKILLS

ON THE JOB

Telephone Skills
Typihg/Keyboarding
Filing
Sorting/Research

Repairing Equipment

Writing

Operating Machinary
Greeting People
PERSONAL

Dancing

Giving Parties
Sports

Grooming




3. As the President of YOU, INC., write a 60 second commercial ad
for you and your company. Use skills and talents to promote
yourself. An example has been provided for you.

I have a talent for taking things apart and putting
them back together. I use this gift to f£ix things
that break at home and to repair lawn mowers. I have
taken a course to learn more about small engine repair
so that I can do other repair work. I enjoy this work
and people pay me and like the work I do.
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Home Base

In-Home Business Training Program

Manchester Microenterprise Development Corporation




Have You Ever Thought
About Owning Your Own
Business?

Has Lack Of Money, Support

Or Basic Business Skills
Kept You From Turning Your
Dream Into Reality?

If So, A Brand New Program
Called Home Base Has Been
Created Especially For You,
Giving You The Chance To Run
A Business Of Your Own
From Your Home!

About The Program

Home Base is a training program
designed for Public Housing residents
who wish to start their own home-based
business. Participants in this program
will learn the basic skills necessary to
operate their own business through a
unique 15-week training program. If
you have a special skill or talent that you
believe could eamn you extra money to
supplement your current income, the
Home Base Program is the right choice
for you.

Many residents have special skills or
hobbies that could easily be transformed
into money making businesses with the
support and training provided by the
Home Base Program. In addition, some
Public Housing residents are already op-
erating a business on a small scale but
wish to acquire more skills to help make
their business grow.

Program Sponsorship

The Home Base Program is being
sponsored by the Manchester
Microenterprise Development Corpora-
tion (MMDC).

MMDC will be offering 15 three-
hour training sessions to residents who
wish to take part in the program. Eli-
gible participants must:

o Be residents of Public Housing

o Be 21 years of age or older

o Be able to demonstrate the ability to
complete the course work; and

o Have a business skill or talent that
can be transformed into a home-
based business; OR

o Bein the start up phase of a business
that has the potential to provide supple-
mental income

Program Cost

There is no cost to Public Housing
residents for the Home Base Program.
All costs will be paid by the sponsoring
agency.

Program Orientation

An orientation session for the Home
Base Program will be conducted at the
Elmwood Gardens Community Center
on Saturday, Jan. 9, 1993. At this ses-
sion you will leam more about the pro-
gram and will have an opportunity to ask
any questions you might have. The ori-
entation session schedule is as follows:

Saturday, January 9, 1993
Elmwood Gardens Community Center

Trahan Street, Manchester

10:00 Welcome and Program
Overview

11:00  Skill Survey
12:00 Refreshments
12:30 Assessment

1:00-2:00 Questions and Answers

For Additional Information, Please
Call:  Shelley Proulx, 624-2120 -
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is no longer just

a dream for mil-

lions of American

women. Tcday,
fermale-owned businesses are springing
up in record numbers. It's estimated
that by the year 2000, at least ha/f the
small businesses in the United States
will be owned by women.

That's no smatll achievement. Many
of these women also juggle household
and child-care responsibilities. And
when women launch businesses of
their own they often have less cagital
than men making the same maove.
Mcreover, many lenders are still hesi-
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fant to finance women in business.
Each year, however, thousands of
women battle the odds, setting out with
$500 or less in start-up money. Some
who've succeeded tell how they did it.

SPECIALTY CAKES
START-UP COSTS: $267 .
‘plates, baking equipment: 5225
ingredients: 330
husiness cards: $12
Caution: Do not read this if you can’t
pass a dessert table without stopping.
For who can resist a deep chacolate

(] cake with raspberry icing, fresh rasp-

berries on top and French chocolate

pressed onto the sides? How about ha- -

zelnut praline cones filled with mocha
butter cream?

Laura Silcox became interested in
baking as a child when she made cakes
with her grandmother. She later took
pastry classes at a restaurant school,
then apprenticed with a baker. But
practical experience in her kitchen at
home in Cherry Hill, New Jersey, has
taught her the most. “You learn as you
go," she says.

Laura considers her business almost
a calling. "It | didn't bake, I'd be un-
happy," she says. Her elaborate wed-

ding cakes run $3 to $10 per serving, |

while 16-inch birthday and anniversary
cakes go for $50. She also makes up
dessert trays with individual pastries,
such as fruit tarts, elephant ears and
jam-fitlled sponge cake (at 50¢ to $3
for each piece). '

Laura uses photographs of previous

cakes to help clients decide what they
want. She relies on about 200 “caok-

books for ideas and inspiration. As her

MOBILE HAIRDRESSER
START-UP COSTS: $311
secondhand hair dryer and other
equipment: $155
towels: $36
hair-care supplies: $120
Yvonne V. Conway, of Olympia, Wash-
ington, hadn’t cut, dyed or curled any-

business expands, she upgrades her | -

equipment. Her next major purchase

will be a 22-quart bakery mixer (it costs
about $1,000). . .

It's hard to believe Laura can resist
her own creations, but she does, “i
used to love the chocolate and apricot

cake,” she says, “but I've made it so
often [ just taste for flavoring now.”

one's hair for 15 years when she decid-
ed to return to salon work. She went
PLEASE TURN TO PAGE 36
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Siart @ Home Business
for Under $300

CONTINUED

back to beauty :znool for three months to
catch up, but wren she ianced a job, she
found many cusiomers ccnsidered her
“too ofd’ {snez was in her fifties). So
Yvonne deciczz 1o take her skills on the
road, bringing zeauty servicas to those
who couldn’t z=1 to salcens.

“| come tc ycur home, office or jail,”
Yvonne says with a laugnh. Many of her
customers are hcusebound by frailty, ill-
ness or the nezcs of an ailing spouse. Al-
though she exczcied moest of her clients
to be confinec 0 nursing homes, she
spends far mcre time in private houses.
Yvonne chargss zbout $12 for a sham-
poo, set and siyle. She aiso offers per-
manents (from 330), manicures ($10)
and pedicures (315).

When she siartad, Yvenne advertised
in a local newscaper for senior citizens
and spread her dusiness c¢ards around.
Although she ziso serves young families
(she cuts Mom, Dad and the children all
at one sitting), her services to the elderly
give her—and her clients—the greatest
reward. “'lt maxes my customers feel
good,"” she says.

To help others who want to start
a hairdressing-on-whesis business,
Yvonne has putiished a took that sells
for $19.95. The advice ranges from how
to pack supplies in a car trunk to how to

cut the hair of a person lying down. Her
first rule: **You must be a professional. |
do not give home perms. | give profes-
sional perms in the home.”

ROMANCE WRITER
START-UP COSTS: $50

for paper, notehooks, postage
April Kihistrom wears no-nonsense
glasses, comfortable clothes, a simple
hairstyle and no makeup, but despite her
appearance and her master's degree in
mathematical operations research, her
business is writing romance novels—and
it has not made her rich.

“Obviously, | dan't fit the image of a
romance writer,”” she says and adds, “|
never planned to become a writer.” But
when her son was born with Down Syn-
drome 14 years ago, she decided to stay

home and give him as much help as she’

could in developing his_potential.

As relief from the strain of raising a
child with special needs, April began to
write, in longhand. When she finished
her first book, she wrote to a publishing
house, asking if they'd like to see it. They
did—and they bought two other modern
romances from her as well.

“The more i wrote, the less attractive
operations research seemed,’” April
says. Soon she switched to writing books

BEADED JEWELRY
START-UP COSTS: $500
{$250 each)

beading materials: $425

invitations to first show: $75
Marjie Lazarus and Cece Stern were
searching for a business that required
only a minimal investment of money
and time when Marjie received two

realized they could create jewelry that
was just as lovely.

They went to a gift industry trade
show and bought 20 different kinds of
beads for their first designs. ““We paid
top dollar,” Marjie admits, ‘‘but we

‘ness, the Beadery, was launched.

_colorful African beads. They sell their

. appointment. Their_basement work-
“shop’is open only one day a week during

beaded bracelets as a gift. The friends

“ship for their success. “It would be very

learned.” In just three months, they
had 50 bracelets and six necklaces
ready to show at Marjie's home in
Springfield, dllinois. They sold every-
thing and took orders, tco. Their busi-

The partners soon switched to silk
string and began creating more intri-
cate designs using amethysts, garnets,
coral, black onyx, cultured pearls and

jewelry at crafts and fine arts shows
and at several shops in the area. Shop-.
pers can also come to Marjie’s house by

November and December, which are
their busiest months.

_Jewelry is often made-to-order for
bridal parties or to go with special
clothing customers bring in. Bracelets
sell for $15 to $65; earrings are $8 to
$20; necklaces, $50 to $80 (and up to
$500). The partners call themselves
the elves as they huddle at their magni-
fying lights, stringing beads for the 600
bracelets they need for the holiday sea-
son. They credit their 30-year friend-

lonesome ta do this by myself,” Cece
says. And Marjie adds firmly, *I
wouldn't do it alone.”
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set in the early nineteenth century. April
now creates her 70,000-word manu-
scripts on a computer at home in Cherry
Hiil, New Jersey. She keeps shelves full
of reference books to help with research.
“l hear from readers if | get any of the
historical details wrong,” she says.

Today, April's bocks are a staple in the
Signet Regency Romance line. She re-
ceives about $5,000 in advance for each
book (she writes two a year), plus royal-
ties (a percentage of sales) above a cer-
tain minimum. She earns additional in-
come when her books are sold to foreign
publishers (her work has appeared in
German, ltalian and Swedish). Her latest
nove!, A Dangerous Masquerade, is due
out in the spring.

PARTY DECOR AND INVITATIONS
START-UP COSTS: $500 EACH

3 sample albums: $400

business cards, checkbooks,

stationery: $175

centerpiece materials: $150

advertising: $250 A .
Ann Elbaum and Elyse Davis met at a tea
for newcomers in Ridgefield, Connecti-
cut. Both were looking to start a busi-
ness, and as they talked, an idea took
shape: Why not combine their skills into
a complete party planning service offer-
ing everything from invitations to custom
decorations? As Ann says, “No one in
town was doing this.” .

The pair formed You're Invited and
purchased three sample albums from in-
vitation printers. Now, with about 40
books of samples, they offer customized
colors and type styles. “We can get peo-
ple what they're Jooking for on a bud-
get,” says Elyse.

The partners make decoratlons to fit
party themes as varied as sports, space
travel and the 1950s. Coordinating the
major events in customers’ lives (wed-
dings, baby showers, bar mitzvahs)
can be stressful. At one gala for 120
guests, they arranged for the disc jockey,
the caterer, the tent, even the portable
toilets. And when a stray dog wandered
in, drawn by the aroma of 3teak, Elyse
and Ann lured the animal away without
the guests realizing it. -

You're Invited coordinates about 50
parties a year. Fees vary. Centerpieces
range from $50 to $125 per table. They
receive 200 orders yearly for invitations,
which they discount 20 percent and still
make a 25 percent profit. Coming up
with new ideas is a continuing challenge.
Says Elyse, “Each party looks different.
You have to change—especially in a.
small community."

PLEASE TURN TO PAGE 96
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