
© NCSU Jenkins MBA 2017 1  

ENTREPRENEURSHIP 

Step 3: Choosing Your Pathway Toward Entrepreneurship 

 

 

In this module, you will have the opportunity to learn about and 

evaluate four primary entrepreneurial business models: 

 

1) Launching a Personal Consulting Business 

2) Buying a Franchise 

3) Acquiring an Existing Business 

4) Initiating a Start-up Business 

 

 

These are not the only self- employment business models available, but they are the most common. The 

objective is to provide you with enough information to help you choose a direction for further research 

and more advanced support. The focus, at this stage, is making an initial decision about what type of 

model best suits you. 

 

This module will cover the level of information, regarding each of the four business models, necessary  

to aid your due process and deliberation. The models are not exclusive and you may pursue more than 

one at a time or in combination with a traditional job search. The models can also transition from one to 

another, such as expanding from a personal consulting business into a company with employees. The 

goal is to provide you with enough information that you can rule out certain models and select one or 

two that you prefer to explore in more depth. 

 

1. Launching a Personal Consulting Business 

 

Who is best suited for Consulting? 

 

This option works best for experienced business professionals who are interested in generating revenue 

while engaged in a search for a traditional job; individuals who are ready to start a business practice and 

want to limit cash outlays, and/or someone with a network of resources initiating a pre-assembled 

client/customer base. This option offers fast and easy launch, quick revenue,  the  opportunity to  

network extensively, and the chance to either keep the business or transition it. This option is a great 

place to get your feet wet on the path to Entrepreneurship. 

 

When launching a Personal Consulting Business, customer-centric behaviors are critical! 

 

Success in a personal consulting business is correlated to the quality of your network and your capacity 

to operate in a customer-centric manner. You must be able to establish and manage customer 

relationships that will be long lasting.  As a one-person company, you  cannot afford to spend a great  

deal of time and energy finding new customers. Your growth strategy is to expand your business with 

existing customers and have them bring you referrals. If you cannot develop relationships  in  this 

manner, you will be very limited in your ability to make meaningful dollars using this model; marketing 

will take too much of your time. 
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A Fast and Easy Launch! 

 

Launching a Personal Consulting Business is easy.  After you determine that you have a viable service  

to offer, all you need to get started is a web site, business cards, and a phone. Except for some 

professional categories such as lawyers or engineers, there are no prequalification or certification 

requirements.  You could be the next management, IT, supply chain, financial or HR consultant. You  

can be in business within three days.  Here is how to get started. 

 

Secure a Web Site Domain Name for your Business: 
 

In today’s market, you cannot be in business without a professional Internet presence. For a small 

investment you can secure a domain name (commonly referred to as the URL – i.e. 

www.mynewbusiness.com) for your business. You can obtain a domain name through any number of 

web site hosting services online that you can find via a simple Internet search. Be sure to investigate the 

terms of the domain name purchase and any other features the service offers such as web site templates 

or tools to help you build and maintain a custom web site. When determining your web site address, be 

creative but professional and be ready with several alternative web site names in the event that the URL 

you want to have is already taken. Note that your official business name does not have to match the 

address of your web site’s URL. 

 

Register your Business Name: 
 

After you have purchased your web site domain, you are ready to register your business name in the  

state in which you will work. Most states have an online search capability to determine whether your 

business name is available. If you are planning to function as a one-person sole proprietor, one-person 

LLC or even a one-person Subchapter S, then the application forms are easy to prepare and you can get 

help from local libraries, small business offices, schools, and friends if you want to save money. The  

cost will be significantly less if you submit on your own, more if you engage legal help. 

 

Develop your Business Web Site: 
 

Many services that sell domain names also provide web site templates and/or web site design services.  

In most cases, the service makes it relatively easy to create a custom web site using their design 

programs, without having to have prior web site design experience. You may also search for other free 

web site template sites and services by using a simple Internet search. As your business becomes more 

established and successful, you can opt to upgrade your web site and the services and tools offered on 

your site by using a professional web site design service, should you find it necessary. 

 

The content of your web site needs careful consideration.  Your site will distinguish you as a  consultant 

- and not just the expertise you offer, but the level of experience you provide, in working effectively  

with people. Unlike a traditional resume, a web site offers you a wealth of “real estate” to tell your  

story. Be sure to include information about any and all business experiences and accomplishments that 

define you as an expert in the areas, in which, you intend to market yourself. 

 

Publish your Business Web Site: 
 

As mentioned previously, there are many quality web site services that offer a one-stop shop to help you 

secure a domain name, design your web site and then publish your site. Publishing a web site is called 

web site hosting.  You can host your web site through a hosting package for as little as $10 month –  and 
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in many cases this fee includes a free domain, e-mail services, and web site templates or tools to help 

you build your site. You may also find that discounts are offered for purchasing several years in  

advance. As you launch your new business, you will need to consider whether you feel it is a good 

investment. A good thing to keep in mind is that you can change your domain name and web site and 

still use the same hosting package. 

 

 

Obtain Business Cards: 
 

Once you have defined and secured a legal business name and a website you are ready to print business 

cards. The least expensive route is to simply create your own business cards using special business 

cardstock readily available at any office supply store. If you go this direction, consider printing your 

cards on a high quality inkjet or laser printer for the most professional appearance.  For a quick and   

easy logo, do a simple search on the Internet for free logo designs to download.  Office supply stores  

and print shops can also offer reasonably priced business cards, but you will most likely need to buy 500 

as a minimum order. As you launch your business, it is recommended to limit your initial business card 

printing to small quantities so that you can make adjustments and finalize your cards at a later date. 

 

Start Networking & Marketing: 
 

With a website, business cards and a phone, you are ready to go to market. Start by listing everyone you 

know who would have an interest in your new business or could refer you to a potential customer. This 

is your opportunity network. 

 

Create a list of names and contact information for contacts in four categories: 

1) Contacts from the most recent job 

2) Contacts from previous jobs 

3) Contacts from professional associations, meetings and conferences 

4) Contacts from your larger social network 

 

Most experienced professionals have a network of 150 to 300 names if they take the time to think it 

through. Add more names each day. Once you have defined your network, select the first group with 

which to work. Within one week, contact each of your networking contacts to request that they 

personally review your new web site and provide you with feedback. E-mail is the fastest way to 

accomplish this task, but you can also have great success by doing so by phone, letter, or personal 

meeting. Respectfully request that your contacts forward your web site to anyone they know who might 

potentially utilize your services. Be ready - feedback will come quickly, which is a wonderful benefit of 

the Internet. 

 

Each week contact another group category until you have contacted all four groups. If you do not have 

work coming in from this first effort, then repeat the process with a message about the great feedback 

you have received and refer them again to your web site. If you cannot get business from your network, 

you have even less opportunity to penetrate the market of those you do not know. In order to be a 

successful consultant, you will have to establish relationships and credibility quickly.  If  this  does 

happen for you, you may need to quickly reconsider this business model as a viable approach. 
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Consider Volunteer or Gratis Opportunities to Secure Clients: 
 

As a personal consultant just starting out, you might find that first real client to be elusive. A very 

effective way to generate interest in your consulting services is to volunteer your consulting time 2 or 3 

days a month with your favorite non-profit or offer gratis services to friends or business associates (with 

some boundaries in place). Voila! You have instant clients and a way to practice your skills as a self- 

employed business consultant. Even though you are not getting paid for these jobs or projects, the 

opportunities can still be counted as consulting work, with clients to put on your roster. Another benefit, 

to this strategy, is that it can help you quickly expand your network, which is much more effective than 

sitting behind a computer passively sending out e-mails in hopes that you will capture some interest in 

your services. 

 

Determine how much should you charge: 
 

One of the most challenging steps to becoming a personal consultant is determining what to charge for 

your services. As a self-employed entity, you cannot simply charge the same or similar hourly rate you 

may have been paid working for a company. You must consider overhead and benefits as well. The 

Internet is a powerful tool in conducting your research. You can use the web to join sites that can help 

you calculate consulting rates. 

 

One good formula that you may consider using is to determine the median salary for the type of work 

you will be conducting. Multiply this number by 2 for overhead and benefits and then divide this  

number by 2080 (hours in a year) to calculate the rate for your services. This number may seem high,  

but understand that companies expect to pay more to retain an outsourced consultant than a regular full- 

time employee. Use this number as a foundation for negotiation and keep the following three rules in 

mind. 

 

Rule #1: 

If you discount your service, you are unlikely to ever get a significant increase from that beginning rate. 

 

Rule #2: 

Charge what the market is paying, regardless of your personal needs. 

 

Rule #3: 

Have different rates for different skills and responsibility levels and be careful not to agree to a single 

rate for all skills and responsibilities. The general trend is for a company to hire you for easier work and 

then try to add more difficult work at the initial base rate. Should your level of responsibilities change 

during a project, you want to have a good case to request a rate change as well. 

 

 

One of the benefits of personal consulting is that it can generate revenue quickly. If you are dedicated to 

the endeavor, and you are offering marketable services, you can often obtain a decent, livable income 

within 12 months. You are limited only by the number of hours you want to work. If you can leverage 

your service work with patents, copyrighted newsletters, subscription newsletters, books, and other 

assets, you can expand your income well beyond your service income. Consulting is a cash business. 
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Remember that personal consulting is about your relationship with customers because you are the key to 

the business and service offering. In essence, you are the asset and if you are spending more time 

marketing and selling your business, rather than maintaining a physical and direct working relationship 

with your clients, you will quickly lose credibility and your client base. 

 

Overall, personal consulting is a great place to get your feet wet, in the world of Entrepreneurship. 

Entrepreneurship offers a flexible business lifestyle and provides you with an opportunity to call upon 

that network you have spent a lifetime building! 

 

 

 

2. Buying a Franchise 

 

A franchise is a demonstrated business model that uses other people to capitalize and expand an already 

established and successful business. McDonalds is one of the most successful and notable franchises in 

the world. Franchises are just about everywhere you turn. Today, there are more than 5000 franchises 

available that cross all industries. When a franchised is purchased, you are buying a “brand” and a 

specific business model for that “brand” that has proven successful. Along with the franchise purchase, 

you join a network of fellow owners in a business venture that supports the “brand.” 

 

When buying a franchise, Employee-Centric behavior is critical! 

 

One of the most appealing aspects of a franchise, to the entrepreneur, is that all of the administrative and 

operational details are included with the purchase.  The business plan has been developed and all it  

needs is your involvement and typically a group of recruited employees to implement the plan. The key 

to success in a franchise is the ability of the owner to put a team together that can work cohesively to 

execute the plan. In essence, the team can make or break your franchise’s success. If you like working 

with people, leading and managing, resolving conflict, and enabling others, then a franchise operations 

may be a great business model for you to explore. 

 

 

Advantages of a Franchise: 
 

An established franchise will have a history and record of success with other franchisees. An advantage 

of a franchise is the ability to learn from other owners who have already taken this path to 

Entrepreneurship. Franchises generally have training programs and facilities to help new owners 

continue the success of the brand. Collectively, all franchisees make money when you make money. 

 

How much does a Franchise Costs: 
 

To enter a franchise agreement and become a franchisee for a brand, you typically pay an initial fee, a 

royalty based on your revenue, and sometimes, additional fees for marketing and other franchisee 

services. Another consideration is that you most likely will be required to purchase supplies from the 

master franchise supplier of that brand. Often times, these prices are at a higher rate than if you 

purchased them independently. Therefore it is critical that, you research and do your due diligence, very 

carefully, for each franchise opportunity. Before signing a franchise agreement, this should include 

meetings with other established franchise owners to learn about the brand, fees, operational costs, and 

proven strategies for success. 



© NCSU Jenkins MBA 2017 6  

Getting a Loan for a Franchise: 
 

In general, many of franchises have relationships with banks or other financial service organizations to 

help finance the initial purchase and roll-out costs. 

 

Figuring out your chances of making it work: 
 

The franchise industry likes to quote a 75% success rate. Keep in mind that they do prequalify potential 

franchise ventures. They may also buy back marginal franchise operations and then run them as 

company stores. But they do bring a lot of great information for you to consider as a business venture. 

 

How much you can earn and when you get paid: 
 

As with any entrepreneurial endeavor, before you can bring home a paycheck, you have to pay your 

employees, the government (employee taxes), suppliers, franchise fees, leases, operating cost, and loans. 

How much you earn depends on the franchise and the number of units you operate. It is generally 

recommended that you plan at least one year before you are at a sustainable income level. 

 

Franchise Equity: 
 

Your franchise equity depends on the strength of the brand, your performance, and the number of units 

you own. You may be able to get your investment back within a few years. If you expand, by adding 

additional franchise units, the whole will be worth more than the individual parts. It is not unusual for  

an operation to own 25, 65, or even 100 plus franchise units. 

 

 

For experienced business professionals, franchises bring two very important considerations.  First,  

unlike other ventures, most of the administrative and operational details are completed for you; a 

substantial value when you consider time and expense. Second, it’s an exciting opportunity to learn a 

new industry. If the experience is a positive one and the industry is a compatible match for you, you  

may consider selling your franchise and launching your own new business in that same industry. 

 

 

3. Acquiring an Existing Business 

 

Acquiring an existing business is not the best path for the new entrepreneur or first-time business buyer. 

The individuals most successful at this endeavor typically have gained a great deal of previous 

experience as members of corporate due diligence teams that have acquired other companies or sold 

companies.  They are experienced with underwriting the financial terms for these types of business  

deals.  Experience makes a monumental difference in the probable success for this path. 

 

When acquiring an existing business, operational-centric behavior is critical! 

 

If you are considering this venture path, knowledge of business metrics is critical. You must  be 

proficient in gathering, deciphering, and comprehending the many details and formulas of the “cost of 

doing business” module. 
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Buying a Business: 
 

Due diligence is a critical step when considering whether or not to acquire a business.  Do the research.  

If it sounds too good to be true, it probably is. Investigate the finances, legalities, and history of the 

company so that you have full disclosure of the business you are considering purchasing. 

 

Two good reasons to buy a business: 

1) You have determined that said business will bring you the personal revenue you desire. 

2) The equity value of the business continues to improve on a growth curve for the industry 

represented. Unless you are doing a turnaround, you can expect cash to be  available  

immediately. Unless you purchase a phantom business, the equity value should increase. You 

must determine whether it is worth the risk. 

 

The risk in acquiring an existing business is in buying into an industry that you failed to understand or 

improperly valued. Again - due diligence, due diligence, due diligence. 

 

Using Business Brokers: 
 

Using a business broker to acquire a business can be extremely beneficial, as they will guide you 

through the entire process of purchasing a business. Business broker fees may range from 6% to 10% of 

the purchase price. You will still need to assemble due diligence teams with the best experts to provide 

you data for the business. Use only referrals for business brokers and be sure to check with the Better 

Business Bureau to validate them as a reputable business, before you engage in any contractual 

agreement. 

 

 

Acquiring a business is a difficult entrepreneurial path if you are at a deficit in experience. You may  

have acquired a certain amount of academic knowledge but nothing replaces practical experience, an 

essential necessity for success. If you are not familiar with corporate acquisition and due diligence and 

you still want to explore this option, you will need to engage a business coach who has experience in the 

successful buying and selling of companies. 

 

 

4. Initiating a Start-Up Business 

 

In many cases, initiating a start-up business is a unique entrepreneurial venture. There are no franchises 

or existing businesses to consider. If you carefully plan and fund your new business idea, this path 

offers exclusivity in self-employment, being in control, and generating sustainable revenue. 

 

When initiating a Start-Up Business, learning-centric behavior is critical! 

 

Learning-centric behavior is all about constantly asking yourself, “What worked today and what do we 

have to change for tomorrow?” That has to be your mindset every day of your business week. 

 

Initiating a Start-Up Business is a path that yields a low success rate. Approximately 50% of the 

entrepreneurs, who launch a start-up business, decide to close shop within the first year. There are many 

reasons this happens including revenue short falls, credit line declines, inability to generate enough new 

clients, employee turnover, and loss of key personnel; all of which cost time and money. Many of these 

challenges could be overcome with additional resource allocations. 
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So in most cases, it is safe to say that, a significant number of start-up businesses are simply under 

financed without a contingency plan in place. Even experienced business professionals tend to 

overestimate revenue income and underestimate expenses. 

 

To make this venture work, you need capital. You have to raise money. You have expenses and 

employees to manage. But, this is a one-of-a-kind venture which means banks generally have little to no 

interest. Other financial lenders will talk to you when you have reached $3 million in revenue. So how 

do you get funded to start your business? 

 

An often unknown and unexplored option to securing financial funding for your start-up business is 

creating jobs in the local community. Local funding agencies have an established number that peaks 

their interest in your start-up. It could be as little as 15 jobs created in 3 years or 35 jobs in 3 years. The 

more jobs you project offering to your local community, the more likely you are to receive support. 

 

Evaluate your Financial Strategy: 
 

When developing your financial strategy, there are two paths to evaluate: (1) borrowing money or (2) 

finding a way to launch with minimal capital and use your early success to create more financial 

resources. Terms like “boot strapping” or “scaling” define the latter approach. But it is important to 

understand that not all businesses can be scaled. 

 

Generate a Business Plan: 
 

Whatever financial resource strategy you implement, it is always good practice to generate a solid 

business plan. A plan will guide you through the process accounting for all of the considerations 

necessary to launch a successful business. If you secure money from a financial institution, you can 

expect that a formal business plan will be requested. Don’t be surprised if you get the same request if 

you attempt to borrow money from personal resources.   Most potential investors you approach will 

want some degree of confidence that his or her investment will be well spent. An excellent resource to 

assist you in generating a business plan is the Small Business Administration’s web site. In addition, 

there are also numerous software programs on the subject and the IRS offers helpful checklists in the 

setup new businesses. After completing your business plan, retain a financial expert and a small 

business coach for a thorough review. 

 

Long-term Sustainability Planning: 
 

When initiating a start-up business a significant number expenses incur. As the owner, you are last on 

the list to realize a paycheck – if you get one at all. It is recommended that you have enough financial 

resources to sustain your living expenses for a minimum of two years before you engage in this 

endeavor. 

 

Equity Return for a Start-Up Business: 
 

The primary reason entrepreneurs gravitate toward a start-up business is because the monetary reward 

may eventually be substantial. To realize this, your business will have to grow and become increasingly 

profitable. Your successful payoff can happen in 3, 7, or 15 years or it can never happen at all.  That’s 

the entrepreneurial gamble. 
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Summary 

 

When initiating a start-up business, the primary task is to secure your resources. No one is an expert in 

all areas of starting a new business: financing, marketing, personnel, operations, legal status, leasing 

space, office administration, and investment presentations, etc. Once you have defined your business 

concept and completed an executive overview of your business, you will want to visit your local 

Economic Development Office, Small Business Administration Office, Veteran Administration Office, 

and local Incubator Operations. There are fantastic resources in most communities to help you make 

your business concept a reality. A small business coach can also be a tremendous source of support and 

resource, as you endeavor onto the exciting new path of Entrepreneurship. 


