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+In the first three slides I am going to try 
to scare you away from starting a 
business.

+ If you are still here by slide #4, I will 
explain the process of getting started by 
putting together a plan to research 
market opportunities and find unmet 
needs.

ON TODAY’S AGENDA

Credit: Janis Abolins, iStock



© National Main Street Center 

1: THE ENTREPRENEURIAL CHALLENGE

Starting a business can be very 
rewarding and scary at the same 
time.

Credit: Ridofranz, iStock 

In the US, about 20-25% of new 
businesses fail within their first 
year according to data from the 
Bureau of Labor Statistics and 
LendingTree. After five years, 
around 48-50% have closed.
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+From the point of view of “the why” of starting a business, 
entrepreneurs can be initially classified in three broad types: 

– Opportunity entrepreneurs: go after a market opportunity or need

– Necessity entrepreneurs: this is the only realistic way to make a living

– Reluctant entrepreneurs: at this stage in life, my choices are limited

+Opportunity businesses are usually more successful in the long 
run, because they are driven by a market opportunity. 

+Research and planning can help all entrepreneurs increase their 
chances for success.

2: THE MOTIVATION BEHIND STARTING A 
BUSINESS
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+ Social media influence: “all the cool kids 
are doing it”

+ “It is an easy way to make a living”

+ “I need to get out of this 9-5 job”

+ Versus THE REALITY: high level of 
responsibility, uncertainty, stress, 
loneliness, long hours

+ First reflection point, ask yourself: Why 
am I doing this? What are my strengths 
& weaknesses? What are some blind 
spots to keep in mind.

3: THE “MIRAGE” OF ENTREPRENEURSHIP

Credit: master1305, iStock
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+ You are still here!

+ Can allow you to work on what you 
enjoy

+ Can be of great value to your 
community

+ Can turn a skill, interest, hobby into a 
money –making venture

+ Can create generational wealth

4: STARTING A BUSINESS CAN ALSO BE VERY 
REWARDING

Credit: catalin_grigoriu, iStock
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+ Ask a lot of questions

+ Research the market: is there an opportunity or 
unmet need?

+ What is your geographic market focus? 

– Local? Regional? National? Worldwide?

+ Does you customer need to be close to your 
production/retail location?

– Do you rely on foot traffic for sales?

– Can your sales be generated by phone, online?

IDENTIFYING UNMET NEEDS: WHERE TO START

Credit: relif, iStock
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+ Put a plan together

+ What resources do you have to start: 

– time, money, expertise, a supportive entrepreneurial ecosystem?

+ Can you do the initial research yourself? 

– Is there an entrepreneur or business support organization that can help?

– Small Business Development Centers (SBDC) are a great resource 

– Will you hire a consultant or advisor?

HOW WILL YOU DO THE MARKET RESEARCH?
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+ Potential customers: define early who your ideal customer is, talk to 
them, and build a product for them

+ Local Libraries are a great resource

+ SBDC, Main Street, Chamber of Commerce, other Business Support 
organizations

+ Local Government: economic development

+ Existing business owners: in your community or in a similar 
community

+ Online: research, AI chatbots (ChatGPT, Gemini, etc.)

SOURCES OF INFORMATION
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+ Observation: foot traffic, vehicle 
counts, popular products, sales 
estimates

– What product or service is missing, or 
the needs are not met?

+ Listening: conversations, interviews, 
focus groups

– Surveys

RESEARCH TOOLS & TECHNIQUES

Credit: anyaberkut, iStock
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+ Have several things to offer! 

+ Books on business in our library and 
can use Interlibrary Loan for books we 
don't have upon patron request

+ Can set people up with a state library 
card, which will give them access to 
many different databases including 
Business Source Premier and Small 
Business Source. 

+ Computers, Wi-Fi, and the meeting 
room is also available for use at 
the library.

LIBRARIES AS BUSINESS RESOURCE CENTERS
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A CHATGPT EXERCISE
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CHATGPT: UNMET MARKET NEEDS REPORT
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CHATGPT: DRAFT A MARKET RESEARCH PLAN
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+ Test early with real people, potential 
customers

– Farmer’s markets, Popup shops and other 
events

+ See if there is a product fit, if people are 
interested

– Test product and market fit. What is the 
potential market size

+ Cost pricing analysis: can I make this and sell  
it at a price to make a profit?

IF YOU ARE CREATING A NEW PRODUCT

Credit: Di_Studio, iStock
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+ What is the current competition?

– What is already offered in the same (or similar) 
product/service category

+ How is my product or service different (or 
better) than other existing products or 
services?

+ What value does your product/service 
provide, what need does it meet?

ASK YOURSELF: HOW IS MY PRODUCT DIFFERENT? 
OFFERING, PRODUCT OR SERVICE

Source: Unsplash
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+“Nobody in the world can succeed alone” 
Ernesto Sirolli

+“We have never met a single human 
being in the world who can make it, sell 
it, and look after the money” Ernesto 
Sirolli

START THINKING ABOUT A TEAM

Source: Artis777, iStock
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+ So many hats to wear!!!!

– Making the product or service

– Maintaining quality

– Customer experience & service

– Sales and Marketing

– Financial management

YOU CAN’T DO EVERYTHING, SO PLAN AHEAD 
FOR LONG-TERM SUCCESS

Credit: aysunbk, iStock
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Thank You!
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