


















	 Millions	 toil	 away	 in	 their	 office	 cubicles,	 dreaming	of	
owning	their	own	piece	of	 the	American	dream.	Meanwhile,	
many	entrepreneurial	thinkers	are	using	rough	economic	times	
as	the	catapult	for	making	their	small	business	dreams	come	
true.	With	so	many	types	of	business	models	available,	it	can	
be	hard	to	determine	which	one	is	the	best	fit	for	you.	Brick	
and	mortar	Commonly	 thought	 of	 as	 the	most	 traditional	 of	
plans,	this	business	model	involves	businesses	housed	in	phys-
ical	buildings	from	which	they	sell	their	products.	
 
	 One	major	advantage	of	brick	and	mortar	businesses	 is	
the	personal	interaction	typically	achieved	between	consumer	
and	owner.	Since	the	retail	experience	is	part	of	what’s	for	sale,	
physical	appearance	and	location	of	the	facility	need	to	be	fac-
tored	into	the	overall	cost	of	running	the	business.	Due	to	the	
rising	popularity	of	online	shopping,	many	brick	and	mortar	
businesses	are	 turning	 to	 the	 internet,	combining	a	phy	sical	
location	with	an	online	presence.	However,	small	businesses	
that	offer	services	hat	cannot	be	purchased	through	the	inter-
net,	like	hair	and	nail	salons,	still	thrive	with	this	method.

BRICKS AND CLICKS
The	“bricks	and	clicks”	model	is	typically	used	to	describe	a	
business	with	a	both	a	retail	and	an	online	location.	A	major	
advantage	of	 the	brick	 and	 click	model	 is	 it	 allows	 custom-
ers	 to	see	 the	product	physically,	coupled	with	 the	option	 to	
buy	 products	with	 the	 convenience	 of	 a	mouse	 click.	Many	
businesses	with	a	physical	location	also	have	a	long-standing	
relationship	with	customers,	and	this	can	help	boost	their	in-
ternet	sales.	

	 This	 online	 component	 allows	 the	 entrepreneur	 to	 be	
well-positioned	to	compete	with	other	online	businesses.	One	
disadvantage	of	the	brick	and	click	model	is	the	higher	over-
head	required	to	run	both	a	physical	location	and	keep	a	web-
site	fresh	and	current.	
 
	 Many	examples	of	successful	bricks	and	clicks	business-
es	are	retailers	which,	in	particular,	sell	clothing	and	footwear.	
Local	customers	can	go	in	to	try	on	the	wares	physically	and	
then	 purchase	 from	 the	 comfort	 of	 their	 own	 home.	 These	
same	customers	know	they	can	ship	items	anywhere	with	the	
easy	distribution	provided	by	the	online	component.	

FRANCHISE
A	franchise	 is	a	business	model	 that	 involves	 two	parties	—	a	
franchisor	and	a	franchisee.		Franchises	are	a	good	fit	for	those	
with	an	entrepreneurial	spirit	but	who	also	may	lack		#11735_UF
 
	 Source:	The	UPS	Storebusiness	experience	and	would	ben-
efit	from	the	structure,	support	and	guidance	the	franchise	mod-
el	provides.	To	become	a	franchisee,	an	entrepreneur	pays	a	fee	
and/or	shares	the	revenues	of	the	business.	Because	a	franchise	is	
owned	by	a	franchisor,	the	franchisee	must	follow	set	guidelines.	
For	example,	fast	food	franchisees	typically	cannot	change	their	
menus,	logos	or	signage.	The	types	of	franchise	opportunities	are	
vast,	 but	 can	 include	 hotels,	 convenience	 stores	 and	 fast	 food	
restaurants.	
 
	 If	you’re	trying	to	narrow	down	your	options,	knowing	your	
location	and	community	is	essential.	Some	franchise	opportuni-
ties,	such	as	The	UPS	Store,	specialize	in	building	franchise	op-
portunities	in	small	towns	and	rural	locations.	As	many	of	these	
areas	are	underserved	in	business,	packing	and	shipping	ameni-
ties,	such	franchise	models	deliver	a	sought-after	service	for	oth-
er	small	businesses	and	citizens	within	the	community.	Having	a	
clear	understanding	of	your	community’s	needs	can	ensure	your	
new	business	venture	is	successful	and	profitable.
 
	 It’s	 also	 important	 for	 franchisees	 to	 think	outside	 the	box	
when	 selecting	 their	 location.	 For	 example,	 some	 businesses,	
such	as	The	UPS	Store,	can	 thrive	 in	non-traditional	 locations,	
such	as	hotels,	rural	communities,	university	campuses,	military	
bases	and	convention	centers.	For	more	information,	visit	www.
theupsstore.com/mainstreet.	

DIRECT SALES
Without	 a	 physical	 retail	 structure,	 the	direct	 sales	model	 sells	
products	through	independent	distributors	who	specialize	in	face-
to-face	experiences	with	the	consumer.	One	main	benefit	of	di-
rect	sales	is	the	ability	to	sell	without	overhead	or	supply	costs	
of	 running	a	 facility.	Many	direct	 sales	entrepreneurs	purchase	
their	products	directly	from	the	parent	company	piecemeal,	so	no	
additional	storage	space	is	needed	to	house	the	product.	
 
	 A	majority	 of	 direct	 sales	 businesses	 use	 a	 party	 plan	with	
hands-on	customer	service	to	sell	the	product,	and	leverage	their	
personal	 involvement	 as	 an	 advantage	 over	 other	 methods	 of	
reaching	customers.	This	type	of	business	is	often	used	to	sup-
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plement	other	small	businesses	or	as	part-time	employment,	as	it	
is	often	easy	to	sell	through	homes,	jobs	or	other	social	commu-
nities.	Examples	of	direct	sales	opportunities	for	small	businesses	
include	makeup,	housewares,	jewelry	and	vitamin	products.	5	tips	
on	creating	a	great	business	plan.	

	 Once	 you’ve	 determined	 which	 business	 model	 best	 suits	
your	needs,	developing	a	business	plan	is	essential.	Here	are	five	
tips	from	SCORE,	a	non-profit	that	grows	successful	small	busi-
nesses	across	America,	to	help	you	get	started:

	 	 •	Take	the	long	view	and	do	long-term	
	 	 	 planning.	Map	out	where	you	want	to	be		 	
	 	 	 five	years	from	now	and	how	you	plan	to		 	
	 	 	 get	there.
 
	 	 •	Write	the	plan	yourself.	You	will	learn		 	 	
	 	 	 more	about	your	business	by	doing	so.

Think	of	your	plan	as	a	 living	document.	Review	it	 regularly	 to	
make	sure	you	are	on	track	or	to	adjust	for	market	changes.

	 	 •	Share	the	plan	with	others	who	can	help			 	
	 	 	 you	get	where	you	want	to	go,	such	as	
	 	 	 lenders,	key	employees	and	advisors.

	 	 •	Understand	you	might	pay	a	price	in	the			 	
	 	 	 short	run	to	obtain	long-term	business	
	 	 	 growth	and	health.
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To	 identify	 your	 Gifts,	
follow	 this	 three-step	
process:

Step One: What do you 
love?
To	 do	 this,	 first	 think	
about	 all	 the	 things	 you	
love	 doing	 and	 write	
them	down.
Think	 back:	 What	 did	
you	enjoy	as	a	teenager?	
Even	if	you	haven’t	done	
something	for	years,	if	it	

would	still	bring	you	pleasure,	write	it	down.
	 Focus	 on	 the	 activities	 and	 interactions	 that	 lift	 your	 soul.	
Avoid	 listing	skills	you’re	good	at	simply	because	you’ve	prac-
ticed	them	over	time.
Now,	dig	even	deeper.
And	as	an	adult,	what	gives	you	goose	bumps?	Maybe	it’s	when	
you	come	up	with	a	really	good	idea	and	you	know	you’ve	found	
the	solution	you’ve	been	 looking	 for.	Tie	 the	goose	bumps	mo-
ment	to	descriptions	that	encapsulate	the	activity	in	noun	or	adjec-
tive	form	—	such	as	singing,	teaching	or	healing.
	 Next,	think	about	your	character	traits.	Are	you	bold,	fearless,	
adventurous,	funny,	and/or	entertaining?	Perhaps	you’re	creative,	
intuitive,	an	organizer	extraordinaire,	and/or	have	a	strong	ear	for	
music.
	 Think	 about	 how	 these	 traits	 are	 expressed	 through	 your	
interactions	 and	 activities.	 For	 example,	 if	 you’re	 an	 organizer	
extraordinaire,	maybe	you	 love	arranging	people’s	 schedules	or	
homes.	The	next	step	is	to	put	the	activities	you’ve	identified	in	
order	of	preference.

Step Two: What do you loathe?
	 The	next	step	requires	you	to	be	totally	honest	about	all	the	
things	you	hate	to	do.	If	you’re	clear	about	which	activities	you	
despise,	you	can	establish	a	 strong	 foundation	 for	moving	your	
life	forward	by	starting	to	le	them	go.	Whatever	it	is	that	pushes	
your	buttons	(in	a	bad	way),	write	them	down.

Step Three: The Seven Seeds of Your Soul
	 Now,	get	your	lists	of	Things	I	Love	Doing	and	Things	I	Hate	
Doing.	Start	with	the	top	item	on	your	list	of	Things	I	Love	Doing	
and	ask	yourself	each	of	the	six	questions	below	as	it	relates	to	the	
activity.	Each	answer	should	be	a	definitive	yes	or	no.

	 1.	Even	if	you	didn’t	get	paid	a	cent	for	it,	
	 	 would	you	still	do	this?

	 2.	Would	doing	this	inspire	you	every	day?

	 3.	Does	doing	this	come	as	naturally	to	you	as		 	
	 breathing?

	 4.	Do	you	feel	you’ve	been	given	a	special	
										gift	to	do	this?

	 5.	Does	time	seem	to	fly	by	when	you’re	
	 	 engaged	in	this	activity?

	 6.	Can	you	possibly	make	money	doing	this?

	 7.	Does	performing	this	activity	involve	
	 	 anything	on	my	list	of	Things	I	Hate	Doing?

	 If	 your	 thing	you	 love	 to	do	 involves	doing	 two	or	
more	activities	that	you	hate,	you	may	want	to	rethink	it.		
Identifying	your	WHAT	is	often	a	very	emotional	experi-
ence.	It	should	move	you	and	put	a	fire	in	your	belly.		Pur-
sue	living	as	who	you	were	born	to	be	and	you’ll	achieve	
your	true	destiny.

Dig	deeper	into	this	concept	in	Steve’s	book,	What	is	Your	
What?	Available	at	Amazon.com.	

How	To	Identify	The	One	Thing	
You	Were	Born	To	Do

By:	Steve	Olsher
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