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Dear Business Colleague,

Complimentary Articles, Business Case Discussions, and Responses to

Frequently Asked Business Questions featured in monthly issues of the

one-page, and fast-read BSI Communique are the collective effort of

the Accredited Senior Executive Associates in providing practical and

comprehensive solutions to the most common needs of the small and

mid-sized businesses.

For more information on Business Support Initiative, please click below:

Business Support Initiative

Sincerely,

Rahmat Ushaksaraei

Accredited Associate of the Institute for Independent Business (IIB)

rahmatushaksaraei@iib.ws

http://www.iib.ws

GeBTL, Global executive Business & Trade Links

Co-Founder

RUshaksaraei@GeBTL.com

http://www.GeBTL.com

accrete, The Business Excellence Realization

President

Direct Line (Canada ONLY): +1 416 . 275 . 5543

Rahmat.Ushaksaraei@accrete.ca

http://www.accrete.ca

Rahmat Ushaksaraei

Accredited Associate of 

the Institute for Independent Business



©
 B

u
s
in

e
s
s
 S

u
p

p
o

rt
 I
n

it
ia

ti
v
e

 ï
C

o
m

m
u

n
iq

u
e

 ï
A

ll 
R

ig
h

ts
 R

e
s
e

rv
e

d
.

Peter Thompson
Accredited Associate of 
the Institute for IndependentBusiness

Question: ShouldI considerFranchisingasa realisticsalesgrowth strategy?

Our Response:

Business Support Initiative Communique

Franchising

Absolutelyalthoughit shouldbe statedthat this strategyis not
quite asstraightforwardasyoumight at first think.

It is true that the costof addingextrasalesstaff to your payroll
will not applybut it is this balanceof retainingintellectualand
artistic control over your product and/or service whilst
achievinggrowth and keepingyour cost basein checkthat is
the keyto asuccessfulfranchiselaunch.

However,there needsto be a quite comprehensivechecklist
to determine whether you are άŦǊŀƴŎƘƛǎŜǊŜŀŘȅέand this
shouldnot be embarkedupon without first understandingthe
rangeandimplicationof this process.

Theoverridingobjectiveis the total successof the first 5 or so
franchisees. This is key critical to the future successof your
companyandits reputation.

If you fail in this then the damageto your business,credibility,
reputation and standing within your own industry could be
catastrophicandmaynot allowyouto comeback.

So how do you proceed? Well, havingdismissedthe idea of
increasingyour workforce and feeling that there are inherent
dangers in activating ά5ƛǎǘǊƛōǳǘƻǊ!ƎǊŜŜƳŜƴǘǎέand

discounting the use of άōǊƻƪŜǊǎέor other 3rd party sales
agenciesthen consult a Franchiseexpert for an informal and
free of chargediscussion.

Thiswill afford you the real opportunity of gettingan impartial
yet informed opinion of your company,your motives,whether
franchisingis right for you, the process,the work to be done
andby whomandmore importantly the costto you.

With this information on handthen you canmakean informed
decisionand this will be basedon soundbusinessjudgement
andnot by anyemotionalinfluences.

Thereis a reasonwhy North Americais the FranchiseCapitalof
the world. It embracesthe entrepreneurialspirit of its business
community who understandthat a franchiseinitiative has in
excessof a90%chanceof success.

BUTΧ..the buildingblockshaveto be rightΧso if you feel that
youmaywant to knowmoreabout it then pleasecallme.
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Rick Norland
Accredited Associate of 
the Institute for IndependentBusiness

Angelsarean important sourceof capitaloften bridgingthe gapbetweenάƭƻǾŜƳƻƴŜȅέandventurecapitalfinancingor the public
markets. It is imperativethat one thoroughlyunderstandthe localeconomyandapplythesephilosophiesto that local landscape.
Why is that important?Angelinvestorsnormallyonly investάŎƭƻǎŜto ƘƻƳŜέΣwithin, say,a 100kilometer radiusof their homeor
office. Most Angelinvestorswant to be able to monitor their investeesfrequently. For the samegeographicrestrictions,newly
foundedcompaniesmust rely on their localAngelcommunityfor investmentςit is unlikelythat non-localAngelswill invest. With
theserealities,the investmentopportunitiesfor Angelsand the typesof Angelsthat canconsiderthem will differ by region. For
example,what kindsof Angelsarethere in my region?Howdo I find them?

Where Are the Angels From?

OnecanάƎǳŜǎǎǘƛƳŀǘŜέthe variousAngelsthat are likely to exist
in your region. For example,from where are the ǊŜƎƛƻƴΩǎhigh-
income earners(i.e. sourcesof Angels)likely to originate (see
Profile of the Angel Investor)? Among them, what types of
expertise are they likely to have? Do those knowledgeareas
matchwhat the investeecompaniesneed?

ActiveAngelstend to offer domainor processexpertise. Aswell,
they are usuallythe types of Angelsrequired to support early
stage companies. Generally, they come from those types of
companies themselves. What is the ability of the ǊŜƎƛƻƴΩǎ
exporting cluster to generate wealthy individuals? Financial
experts and passive Angels are more likely to come from
companiesthat support the regionaleconomy. Is the Angelpool
likely to be more conservative(i.e. interested in fixed income
securities)? Is there a preponderanceof active Angels (i.e.
supportiveof early stagecompanies)?Is the Angelcommunity
likely to haveanάŀǇǇŜǘƛǘŜέfor equity investments?

It is alsoimportant to understandwho the other investorsare in
the region. Are VCsactive? If not, why not? Could they be
enticedby theάǊƛƎƘǘέAngel?Arecorporateinvestorsactive?

Profile of the Angel Investor

Angelstypically expectbetween a 40% and 60% annual return
on their investment and are often willing to actively help the
entrepreneurbuild hisbusiness.

Thecommonlyregardedprofile of anAngelis:
Å50yearold male;
ÅWell-educated,professional;
ÅSelf-madesuccess;
ÅHigh-risk taker;
ÅNet worth over$1 million;
ÅAnnualincomeover$100,000

The Challenge in Attracting Angel Investment

With the averageAngelinvesting,say,$50,000 per deal,a good
quality companylikely hasto approachten Angelsfor eachone
that saysάȅŜǎέ. Alternatively, about twenty Angels must be
approachedto find one who is interestedto invest$150,000 or
more in a given investment opportunity. UsingtheseάŦǳƴƴŜƭέ
numbers,a companyraising$500,000 must approach70 to 90
Angelsto attract the necessarycommitments. It can be almost
impossible to raise over $1 million with Angels alone and
syndicatesusuallyrequireother investortypesin the group.

Our Response:

Business Support Initiative Communique

Business Angel Landscape:
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Rahmat Ushaksaraei
Accredited Associate of 
the Institute for IndependentBusiness

When faced with the strategically important question regarding the Business Wishes for their businesses, Key decision

makers of small and mid-size businesses are often unsure, tend to brush off the importance, and more than often are

reluctant in outlining them clearly.

Considering either conscious or subconscious common reaction of key decision makers to this question, why is it

critically important for every one of them to know the precise response and be outspoken about it?

In the most simplistic way, being aware of business wishes

is equal to having business goal and objective.

Furthermore, its importance lies beneath the fact that

without a business goal or objective, a business will face

great difficulty in defining its shortest patch to success.

To perhaps signify the criticality of such often overlooked

element, let us consider that a business goal is represented

by a very famous landmark on the outskirt of a city, where

a business itself is located in the heart of it. If the key

decision maker of business is furnished with the car of

his/her choice, full tank of gas, and is asked to decide upon

the best time for travelling, estimate the travel time, define

the shortest possible route, and number of stops for

possible refuelling, inevitably, with a very small margin of

error, key decision maker of the business will be able to

provide educated guess for all under question parameters.

Now, let us consider the same key decision maker with the

same car privilege, where the destination is a totally

unknown place in the neighbouring city. Although aptitude

and attitude of the key decision maker has not changed,

regarding the travelling distance, estimated timeframe, best

route, and number of stops, would the margin of error be as

low as the previous case. If not, what has changed?

Obviously, similar to a known destination, a specific future

goal that could be pictured in oneôsmind would simplify the

process of reverse engineering from it to where one is

today, and mapping the necessary steps of reaching it. On

the other hand, in case of an unfamiliar destination and

ambiguous business objective, although after exhaustive

trials and errors and continually running to obstacles one

may eventually reach it, devising a coherent roadmap as

shortest travelling distance to it is extremely difficult.

To overcome this issue in a business, it is the absolute

responsibility of key decision maker(s) to have a clear

understating of the destination, and employ all internal

aptitude within the business, and external resources to

architect a realistic business roadmap. Furthermore,

logically, gates are required to be implemented to ensure

that at every given moment business is on the right path.

Otherwise, although driving during the day is an option for

everyone, by choosing to drive at night and limited visibility

resulted by it, one may not be surprised about loosing

direction and momentum on the business road to success.

Now, as key decision maker of business, how clear are

your business wishes in your mind and how certain are you

about reaching them?

To reach us, please click here!

Our Response:

Business Support Initiative Communique

Business Wish; Importance and Value:
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Rahmat Ushaksaraei
Accredited Associate of 
the Institute for IndependentBusiness

Although it may seem inevitable to prevent a direct or an indirect impact of an economic slowdown on a business, is

there anything that may be done to increase endurance of a business and ensure its stability during such landscape

shift?

If yes, what is the number one action item on any businessôsagenda?

During my very recent trip to Europe, I had the great
opportunity of having a glance at how European small and
mid-size businesses were coping with the shift in the global
economic landscape, which is also referred to as
ñeconomicslowdownòby some and ñeconomicslumpòby
others, who have been severely affected by it.

The interesting point was that although the economic
structure, nature of resources, and socioeconomic
behaviours among European countries may be different
from the North American ones, as far as the overall
condition of small and mid-size businesses is concerned, a
common factor among the stable and flourishing European
businesses was the ñEfficiencyòof their business systems.

On the other hand, among the businesses, which have
been severely impacted by the economic landslide, the
dominant approach was to accelerate the process of
attaining originally omitted lean business structure, and
mitigating the experienced financial impacts and minimizing
its long term effects by becoming more efficient.

In line with such coherent approach, from Business
Excellence and Best Practice perspectives, adapting a lean
and efficient business system is not limited to geographical
boundaries, culture, or specific economic circumstance,
and undoubtedly they are regarded as the very

fundamental building blocks of a successful business.

Furthermore, it is well understood by the experts that when
it comes to small and mid-size businesses, considering
their limited resources and degrees of manoeuvrability,
adapting a lean and efficient business system becomes
critically important in equipping them with the best
protective shields in dodging the mishaps of the economy.

Simultaneously, a word of caution is to clearly distinguish
between a true lean and efficient business approach and
inadequate cost reduction practices that may be blindly
exercised. In this regard, experiences have repeatedly
shown that such premature measures often result in
temporary short term gains at the cost of long term losses
of the most valuable business assets.

Otherwise, a tailored and strategic business roadmap with
clear short and long term objectives, and qualifying gates
will inevitably contribute to the overall stability of a
business.

Now, how lean and efficient is your business today? What
is in the forecast for reaching such business status? If in
doubt, letôshave a confidential, and one-on-one chat!

To reach us, please click here!

Our Response:

Business Support Initiative Communique

The top business priority in economic slowdown:




