
STARTING YOUR OWN 
BUSINESS IN VT

PRESENTATION



ABOUT VTSBDC

Established in 1992, the Vermont Small Business Development Center 

works to positively impact and strengthen established businesses and 

start-ups throughout Vermont. Area advisors provide no-cost 

professional expertise and guidance, combining one-on-one 

confidential advising with training programs to give clients the tools 

they need to reach their business goals. 



SYOB PROCESS

SEVEN STEP-BY-STEP GUIDE
1. Thinking About Starting Your Business? 

Does it Have Legs? – (DIHL) 

2. Things to Consider – Is this Right for Me? – (DIHL)

3. The Idea: Evaluating My Idea & The Market
What Sets Me/My Business Apart in the Market? – Who Else Can Help? –

Do the Numbers Work? (DIHL)

4. Business Model Canvas (BMC) Creating My Business Plan – (testing the idea)

5. Registrations – Legal – Accounting & Insurance (a few of the nuts & bolts)

6. What are My Start up Costs – And, How Will I Finance the Business? (back to the DIHL)

7. Business and Other Resources



Throughout this process ask yourself these questions.

…. It’s better to address these before you spend a lot of time and money.

DOES IT HAVE LEGS?

Does this fit with my 
lifestyle?

Is there a market? 
Is there a business in 

my business idea?

Who else in my 
network or outside of 

my can help? 

Do the numbers work? 
Do they add up?



IS THIS RIGHT FOR YOU?

Some things to consider before starting your own business… 

❑ Does it fit into your lifestyle? 

❑ Are you doing it alone …or with a partner? 

❑ How do your friends/family feel about the decision? 

❑ How much time can you spend on your business?  Remember there are only 168 hours in a week!

❑ What are your monthly living expenses?  How much do you need to meet your personal living expenses?

❑ What are your short-term and long-term goals? Both Personal and Business?

❑ What do you want to achieve? Quantitatively and Qualitatively?

❑ Can you hear & accept the word “no”? 

❑ Do you love what you are thinking of doing? Are you passionate about it? And, do you have some 

knowledge about the business/industry/profession you are considering? What is your skill set?



THE BUSINESS IDEA & MARKET

Collective words of wisdom from business advisors:

• Offer what people want to buy, not just what you want to sell!  

Is there really a market for your business?  Do your homework!

• Can you easily explain/articulate what it is that you want to 

sell/produce?

• Talk to your potential customers – get out and ask them! 

• Tell your story but more importantly – listen! 

• Keep a running list of ideas. 

• Stay in-the-know of what’s happening in your industry 

and your market. 

• Know why you are uniquely qualified to offer this product or 

service.  Back to – what is your skill set?



BUILD A NETWORK

Recognize your strengths & weaknesses and then build a team to support you. 

Business Mentors

Professional Resources

VtSBDC Advisors

Industry Associations

Consultants

Future Employees

Business Planning Communications Finance & Accounting

Operations IT



THE BUSINESS NUMBERS

Some things to consider when evaluating your business idea… 

❑ What do you personally need to make?

❑ Are you financially savvy? Do you understand 

the numbers – the financial statements?

❑ How much do you have to put in to get 

started?  And how much will you need to 

finance the rest? 

❑ What do you have for collateral?

❑ What are your startup costs? 

❑ What will the revenue/expenses be? 

❑ Do you need employees/outside services? 

❑ Can the business make a profit? 

❑ Can your business operate in the black – run  

a positive cash flow?



S.W.O.T ANALYSIS + EXAMPLES
Before getting started, work through a SWOT analysis on yourself AND your business  

(below a simple example of a small cafe/restaurant)

INTERNAL ENVIRONMENT

Strengths: Advantages, resources, what do you do well?

✔Excellent location 
✔Loyal customers 
✔Talented owner/chef 
✔Using local products

Weakness: What areas could you improve on?

✔Limited parking 
✔Modest marketing budget
✔Outdated point of sale system 
✔Space is limited for expansion/outdoor seating

Opportunities: Growth opportunities, industry trends, etc.

✔Growing consumer interest 
✔Upcoming events 
✔Potential for partnerships w/other businesses
✔Possible to rent additional space 

Threats: Obstacles in industry, changing technology, etc.

✔Increasing competition 
✔Rising cost of ingredients/space and staffing
✔New regulations that are difficult to comply with
✔Difficult finding talented staff

INTERNAL ENVIRONMENT

EXTERNAL ENVIRONMENT EXTERNAL ENVIRONMENT



2
What 

problem are 
you solving?

3
How do you 
reach them?

4
How do you 

interact 
with them?

5
How will you 

capture your value?

6
What do you 
need to do it?

7
How do you do 
it? What is the 

process?
8

Who can 
help you?

9
What will it cost?

1
For whom are 
you creating 

value?

BUSINESS MODEL CANVAS



2. 
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TASTY 

NATURAL
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TO GO 

3. 
BOOTH SALES

WEBSITE

4. 
PERSONAL 

RELATIONSHIPS

5.
LEMONADE SALES 

TIPS

6.
INGREDIENTS

SALES TEAM

BOOTH & 
EQUIPMENT

7.
MAKING 

LEMONADE

MARKETING

SALES
8.
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9.
INGREDIENTS SALARIES

EQUIPMENT FLYERS

1. 
PARK 

VISITORS

EXAMPLE BUSINESS MODEL CANVAS

KELLY’S 
LEMONADE 
STAND!



3 important things to remember when using the BMC…

BUSINESS MODEL CANVAS

1. Focus on the model

2. Don’t fall in love with the first version 

of your model 

3. Test the model early (in the real 

world) and change fast 



THE BUSINESS PLAN

• Executive Summary 

• Business Description

• Marketing

• Competition

• Management & Employees

• Operations 

• Location 

• Regulatory Issues 

• Financials 

• Attachments

Determine Objectives Map the Future

Secure FinancingSee the Whole Picture

BUSINESS PLAN COMPONENTS You will need a business plan to… 
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BMC + THE BUSINESS PLAN



SET UP YOUR BUSINESS

❑ Register with Vermont Secretary of State

❑ Register with IRS (Employee Identification Number)

❑ Establish a Vermont Business Tax Account (VT Department of Taxes)

❑ If hiring employees register with Vermont Department of Labor

❑ Set up a Business Bank Account

TIP: Some banks have payroll services available for businesses 

❑ Check on licenses and permits

❑ Check with Town Clerk for local regulations

❑ Check on the business insurance needed   

REGISTRATIONS, LEGAL, ACCOUNTING & INSURANCE

Note: 

The SBDC cannot provide 
legal, insurance or tax 
advice



STARTUP BUSINESS COSTS

Real Estate or 
Operating Space

Furniture, Fixtures, 
& Equipment

Opening Inventory 
Supplies

Miscellaneous Costs

Working Capital

1.

2.

3.

4.

5.



STARTUP BUSINESS FINANCE

SOURCES OF FUNDS

How you will pay for your startup costs?

Typical sources include: 

• Lenders (banks & nontraditional) 

• Investors (people or groups) 

• The Entrepreneur 

• 10%  or more of the project costs will 

typically be required – AKA – Skin in the 

game! 

USES OF FUNDS

How you will spend that capital?

Things to consider: 

• What you are spending your start up capital 

on?

• It is CRITICAL that you get hard numbers and 

NOT “rough estimates”

• Review the “buckets” where funds are 

typically used



STARTUP BUSINESS FINANCE

CASH FLOW PROJECTIONS 

❑ Lender(s) and/or investors will request other financial information to support your plan, but cash 
flow projections are a bare minimum of what will be needed.  

❑ A monthly forecast of predicted revenue and expenses over the course of a full year. 

❑ Expenses should be researched, and revenue projections should include critical assumption to 
support your forecasts.

❑ A cash flow projection should include a ramp up period for sales and allowances for seasonal 
fluctuations in both revenue and expenses.

❑ Well researched projections can shed a significant light on the viability of the business.



STARTUP BUSINESS FINANCE

TOP 5 STARTUP FINANCE TIPS

1. Hire someone to set up your bookkeeping correctly 

from the beginning. Then keep it current. 

2. Learn how to manage cash flow (it can be controlled) 

and if you don’t understand it, ask for help!

3. Use as little debt as possible to launch. (see #2)

4. Learn about gross profit margins and develop your 

pricing strategy accordingly

5. Develop, use, and learn to value cash flow projections 

as the excellent tool that they are! (Again, see #2)



LOCAL BUSINESS RESOURCES

Get to know and USE your local business resources! 



To SET UP A MEETING WITH AN ADVISOR

❑ Overview – a brief description of your business concept

❑ Potential start-up costs before opening (and/or moving forward with expansion)

❑ Your target markets - potential customer segments? Market area/reach?

❑ Value proposition - what value your products and/or services provide to each target market? What 

need(s) are you satisfying?

❑ Funding – the amount of money/capital you have available to invest in your business and how 

much money you’ll need from other sources

❑ Be sure to let your advisor know that you’ve attended a SYOB workshop! 

❑ Highly Recommend:  Start putting together your Business Model – Business Model Canvas (BMC) 

and an action plan – begin with the end in mind.. When do you want to open?

Prior to meeting with a VtSBDC business advisor, please have the following ready…



VtSBDC RESOURCES

VtSBDC Business Advisors

VtSBDC Blog – The Starting Point & Newsletter

VtSBDC Business Planning Resources

Business Model Canvas How-To Guide

Vermont Secretary of State

VT SOS Business Name Directory

IRS – Set Up an EIN

Vermont Department of Taxes

Startup Costs Worksheet 

Help us make the Virtual Starting Your Own 
Business webinar even better! 

We would so appreciate you taking just 3 
minutes to take our participant survey. Any 

feedback and comments are welcome. 

Thank you! 

SYOB Participant Survey 
coming via email

http://www.vtsbdc.org/meet-our-team-2/
http://www.vtsbdc.org/blog-2
https://www.vtsbdc.org/resources/
https://imd.kuluvalley.com/view/969xjop7xIJ#/
http://sos.vermont.gov/corporations/registration/
https://www.vtsosonline.com/online/BusinessInquire
http://www.irs.gov/businesses/small-businesses-self-employed/apply-for-an-employer-identification-number-ein-online
https://tax.vermont.gov/
https://www.sba.gov/sites/default/files/2017-07/Startup%20Costs%20Worksheet.pdf


To receive a copy of this Presentation    

❑ SEND AN EMAIL to Laurel Butler- lbutler@vtsbdc.org
indicate you viewed the “On-Demand” – Start Your Own Business (SYOB) Workshop –

along with the date and that you would like a copy of the SYOB presentation

❑ Or contact our main VtSBDC office at: (802) 728-9101 

indicate you viewed the “On-Demand” Start Your Own Business (SYOB) Workshop –

along with the date and that you would like a copy of the SYOB presentation.

mailto:lbutler@vtsbdc.org


THANK 
YOU!

QUESTIONS?

www.vtsbdc.org

LAUREL BUTLER, VtSBDC
Startup Business Advisor, Young Entrepreneurs

lbutler@vtsbdc.org

SARAH KEARNS, VtSBDC
Area Business Advisor  & Statewide Advisor, 

Strategic Projects

skearns@vtsbdc.org

KYLIE KING, VtSBDC
Business Consultant

http://www.vtsbdc.org/
mailto:lbutler@vtsbdc.org
mailto:skearns@vtsbdc.org

