HOW TO START
A BUSINESS
IN AUSTRALIA

DON'T WAIT FOR
POSSIBILITIES,
CREATE THEM.

YOU'RE FINALLY READY TO LAUNCH THE
BUSINESS OF YOUR DREAMS. YOU'VE
MADE THE LEAP, AND YOU'RE READY TO
MAKE YOUR MARK - AND MAKE A PROFIT.
AND YOU KNOW WHAT?
A KICK-ASS BUSINESS IS TRULY
POSSIBLE. IN FACT, IT'S YOURS FOR THE
TAKING. THE TIME TO ACT IS NOW.
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STEP 1:
BRAINSTORM YOUR IDEA
This is where the fun begins. Dream BIG. How good could this possible
look for you? Allow your imagination to run wild, that’s why you’re starting
your own business right? So open up a big blank piece of butchers paper
and start getting all of those idea's out of your head and onto paper. Need
a kick start? Start by asking yourself some of these questions:

What could I do
all day long?

What am I really
great at doing?

If money wasn’t
a factor, what
would I spend all
my time doing?

What will
people pay me
to do?

What could I be
the best in the
world at?

What do people
tell me I’m really
great at doing?

What does an
ideal week look
like for me?

What does an
ideal day look
like for me?

STEP 1:
BRAINSTORM YOUR IDEA
Once you’ve honed in your idea, it’s time to get clear on your ‘sweet spot’
or ‘USP', your unique selling point. This is what makes you stand out form
the crowd, makes your offer unique, and will make sure that the right
people find you. Get this nailed and you’re on a sure path to success!
Finally for this step start to nut out some goals or milestones for yourself
by asking these questions:

1. WHERE DO I WANT MY BUSINESS TO BE IN 5 YEARS?

2. WHERE DO I WANT MY BUSINESS TO BE IN 12 MONTHS?

3. WHERE DO I WANT MY BUSINESS TO BE IN 90 DAYS?
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STEP 2:
REGISTER YOURSELF IN ALL
THE RIGHT PLACES
REGISTER FOR YOUR AUSTRALIAN BUSINESS
NUMBER (ABN)
Your ABN is an 11 digit number that enables you to legally trade in Australia. It
doesn’t replace your tax file number, but is used for other tax purposes. It’s a
relatively quick and simple process and can be done at https://abr.gov.au

REGISTER YOUR BUSINESS NAME
This is an important step to ensure that no-one else is using the name that you're
planning on using. Nifty, is that in the same place that you need to register the
name, you will also be able to do a search if anyone else it using it, or something
similar. Head to: http://asic.gov.au

REGISTER YOUR DOMAIN NAME
Ideally you want to get a .com address, but don't let this be a deal breaker. There
are a number of providers that you can purchase from, with two of the most
popular being crazydomains.com.au and godaddy.com You should be able to
purchase your domain name eg. www.mygreatbusiness.com for about $50 per
year, with the option to extend.

INSURANCES
You’ll likely need some form of public and product liability insurance, and
potentially professional indemnity too. The cost depends on the set up of your
business, and how you propose to serve your clients. This can be a tricky field to
navigate, so we’d recommend going to an insurance broker to get their advice on
the right level of cover and the best deal.

STEP 2:
REGISTER YOURSELF IN ALL
THE RIGHT PLACES
YOUR BUSINESS STRUCTURE
This is a conversation best had with an Accountant, to make sure that you have
exactly the right foundations to build your empire. There are several operating
structures that you can use, with the most common, along with their pro’s and
con’s listed below:

1. SOLE TRADER
This is the easiest and quickest way to start trading. If you decide to become a
sole trader you maintain all the profits of your work, however you are also liable
for any debts that you get yourself into. You are also fully responsible for any acts
of negligence.
Pro's: Easy to set up, low cost to set up, easy to change at later date, profits go to
owner.
Con's: Low liability protection, limited flexibility and risk minimisation.

2. PARTNERSHIP
Most partnerships are based on an agreement between two co-owners, who are
not necessarily husband and wife. It is important to carefully consider roles and
responsibilities, how profit will be split and so on. Partnerships can be fraught with
danger, so ensure that you talk extensively with your potential partner and
Accountant about growth and exit strategies.
Pro’s: Low start-up cost, easy set up, easy to change moving forward.
Con’s: Divided authority, different opinions, disagreements, friend and family
breakdown.

STEP 2:
REGISTER YOURSELF IN ALL
THE RIGHT PLACES
YOUR BUSINESS STRUCTURE
3. PROPRIETARY COMPANY
A company Is set up as it’s own entity, meaning that it is not solely tied to you. A
company is much more flexible from an operating and tax perspective in that the
company itself can hold contracts, transfer property and get bank loans. It
additionally offers a much greater amount of risk protection with the right
insurances in place.
On the flip side it is more expensive to set up and maintain. Although it is possible
to set up a company yourself, we would highly recommend having your
Accountant do this for you. Find more information at www.asic.gov.au
Pro’s: Risk is held within the company, more opportunity for growth through
allocation of shares etc, greater opportunity to engage capital.
Con’s: More expensive to set up and maintain, extra reporting requirements and
ongoing costs (Bookkeeper and/or Accountants)
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STEP 3:
UNDERSTAND HOW YOU'LL
MAKE MONEY
PRICING
There is no magic bullet to pricing. However far too often Start-ups undervalue
their products and services as they try to undercut the market. This strategy will
get you nowhere. Look to charge a fair and reasonable amount determined by
where you want to position yourself in the market. Do you want to be a low-cost
leader or a high quality leader? Here’s a couple of pricing structures that you may
want to consider as a starting point, however at the end of the day your pricing
has to sit right with you, and be attractive to your customer:

1. FULL COST PRICING:
This means that the price of the product or service covers all of its costs to
produce. This would include materials, assembly, a percentage of
rent/electricity/water and a percentage for profit.

2. FLEXIBLE MARK-UP COSTING:
Within this structure you use the full cost pricing to determine a ‘floor’ cost, and
then commit to not going below the ‘floor’. You then add mark up on top of the
‘floor’ which can be flexible and adjusted seasonally, competitively etc.

3. GROSS MARGIN PRICING:
The gross profit margin is basically the amount you make per unit sold. For
example, if your product costs you $7 to make, and you sell it for $10, you’ve
made a gross profit of $3, and your gross margin is 30 per cent. Retail businesses
often use this form of pricing, by determining the price of an item based on it’s
wholesale cost plus a gross margin (also called a mark-up). You don’t need to use
the same gross margin on all items, or at all times. Be flexible with what works for
you.

STEP 3:
UNDERSTAND HOW YOU'LL
MAKE MONEY
INCREASING YOUR REVENUE
There are 5 key ways that you can influence your revenue:

1. NUMBER OF LEADS:
This is the number of leads you expect to generate in a year (or selected period).
‘Leads’ are the people that have demonstrated some interest in what you do, and
have taken a certain action. For example, they have contacted you and asked for
a quote on a job, or, they have ‘opted in’ on your website, or, they have come into
your physical shop.

2. CONVERSION RATE:
This defines how many of those leads you expect to convert into paying
customers. Is it one in five? Is it closer to half? Increasing your conversion rate
from lead to paid customer is a very leveraged way to increase your profitability
without actually doing any extra activities.

3. NUMBER OF TRANSACTIONS:
This identifies how many times the average customer will purchase/transact with
you in one year. It is certainly easier to sell to a customer you already have than
finding a new one, which is what this metric will help you discover. You are aiming
to maximize repeat business and add more value for existing customers.

STEP 3:
UNDERSTAND HOW YOU'LL
MAKE MONEY
4. AVERAGE DOLLAR SALE:
How much does a client spend in an average transaction with you? This is your
average dollar sale. Upselling and cross selling as strategies fit in here, as it will
help you better monetize each transaction without you doing additional work.

5. MARGIN
What is your gross margin as a percentage? It is critical to ensure that your pricing
is not letting you down, by ensuring that you make a healthy margin on each sale.

PUTTING TOGETHER A BUSINESS PLAN
What is a business plan you ask? Basically it’s your roadmap to success. It should
include all the essentials without any fluff or jargon. Conveniently, we’ve put one
together in another nifty download in the Resources. section of our website
www.theownerscollective.com/resources

STEP 3:
UNDERSTAND HOW YOU'LL
MAKE MONEY
IMPORTANT NUMBERS
Below are the essential numbers that every Business Owner needs to know.
Learn these early and you'll always have a razer sharp view on your business.

START-UP COSTS
Be realistic about the amount that it will cost you to set up your business. Costs to
consider include: Rental bond, name registration, domain registration, Accounting
set up, computer, equipment, branding, web development, and product.

BREAK EVEN POINT
This is an incredibly important number to know and understand in your business.
It is the $ figure at which your company is neither making or losing money. It’s
easiest established by using a Break-even calculator as it will include a
your Fixed Costs (rent, electricity etc) as well as a portion of your Cost Of Goods
Sold (materials, labour, printing etc). You can find plenty of these online.
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IMPORTANT NUMBERS CTN
CASH FLOW FORECAST
A cash flow forecast predicts the likely future movement of cash in and out of
your business.
Cash flow forecasting is a mix of art and science. Meaning that you can do your
best to predict the flow in and out of the business based on previous trading,
discussing with people in your industry etc, but there is also a part which is trying
to predict the future – this is art.
You can start off with a simple Excel spreadsheet that tracks your next 12 months
of fixed costs (rent, electricity, etc), and then predict sales on top. As you travel
through the 12 month period you can firm up the numbers along the way.
A cash-flow statement is critical to every business, as it allows you to make
informed decisions about when to make purchases, and when not to (to keep
yourself out of trouble)! It takes much of the guess work out, and will give you
confidence to move forward.
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STEP 4:
ASSEMBLE YOUR DREAM
TEAM
There are some key people that you want in your team from the get go. Even if
you’re just starting out as a sole trader we’d HIGHLY recommend putting an
Organisational Chart in place for yourself. This will help you to determine where
your strengths lie within the business, and then which areas you should outsource.
Some key areas that we’d recommend outsourcing right from the start include
bookkeeping and accounting (even if you’re an Accountant by trade!). In addition
to your Org Chart, you want to assemble a Dream Team of experts around you,
which include:

1. ACCOUNTANT
Having an excellent Accountant on board who understands what you’re doing and
why you're doing it is a game-changer for any business. They are the brains trust
behind your numbers and are absolutely essential to the smooth running and
growth of your business. Accountant’s are not just there to minimise your tax, they
should be fully on board to help you to achieve your business and personal goals.
Ask around for good recommendations and interview several before taking the
plunge. A good Accountant will likely be on your team for a long time!

2. LAWYER
Good legal advice is worth it’s weight in gold. Find someone you trust to guide
you through the start-up phase and be on the lookout for any hidden traps in your
industry that you may be unaware of. A Lawyer can guide you through contracts,
employee set up, Terms and Conditions,…the list goes on!

STEP 4:
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3. MENTOR
A Mentor is someone who has been there and done it before in your industry.
They may have five, ten or even 20 years experience and can give you high level
advice. To find the right mentor look for people in your industry that you admire,
and simply – ask them!

4. BUSINESS COACH
A Business Coach is someone that you meet with regularly who helps you
establish your business goals and then guides you on how to achieve them. You
will likely meet with them on a weekly or fortnightly basis and will glean a broad
range of advice from them. Expect rates to start at $1200 per month, but they will
most certainly fast track your road to success.
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STEP 5:
OPERATIONS. HOW IS THIS
GOING TO WORK?
PRICING
How do we structure our pricing?
Do we package our services?
Do we add bonus’s?
Do we discount?
Are prices fixed or variable?

PAYMENT
How are payments made?
Do we offer payment plans?
Do we offer early-bird discounts/rates?
What are our terms of payment?
What is our procedure for following up debtors?

ORDER FULFILLMENT
How do we sell + deliver our products and/or services?

GROWTH
Will we add more products to our range?
Will we add more services to our range?
Will we introduce new packages?
How do we plan to grow?
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STEP 6:
IDENTIFY YOUR TARGET
MARKET
You MUSTr, figure out who your absolute ideal client is. These are people that
you LOVE working with, use the worksheet below to start brainstorming who this
could be. Start off with demographics, and then step into their shoes as you start
to dig into their psychology and how what you do makes their life better.

Sex:
Age:
Job:
Education:
Career Aspirations:
Family:
Address:
Secret Dream:
Secret Wants:
Admitted Wants:
Fears:
Frustrations:
What keeps them awake at night?:
What do they want more than anything?:
Who do they love to be with?
What are their hobbies?
What do they watch on TV?
What do they read?
What do they eat?
What alcohol do they drink?
What else do they drink?
Where do they holiday?
Areas they are currently mastering?
Areas they aren’t currently mastering?
What’s wrong with their world?
Why are they coming to me now?
What do they need to get them over the line?
How do I help them?
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STEP 7:
TIME TO MAKE IT HAPPEN
YOUR BRAND:
Firstly, What is a brand? We reckon Marty Neumeier, author of Zag hits it smack
bang on the head: “A brand is a customer’s gut feeling about a product, service or
company”
First impression last, so making sure that you go out to the world with your best
face forward is a MUST. With millions of businesses launching each and every
year, it’s never been more important to make sure your brand stands out from the
crowd. So consider these elements when developing your brand:

1. LOGO
This is where the party starts. Your logo anchors your brand and becomes the
single most visible manifestation of your business. It includes fonts, colous and
potentially unique visual elements. It is unique to only you and essentially it is the
face of your business.

2. FONT PALLET
A font can make or break your brand. Yep, seriously. You will typically have 2-3
fonts: a main font, an accent font; and a body font. Your main font will convey the
overall feel of your brand. Your accent font is used just as that, to really draw
attention and should be considered the Robin to your main font’s Batman. Last but
not least is your body font which is used for your text such as emails and
documents.

3. TONE OF VOICE
Think of your brand as a person. How do they speak? Do they use intense,
grammatically correct and Harvard drool worthy sentences, or is your brand more
you, fun, loves short, punchy, catchy phrases with a bit of slang thrown in. Does
your brand wear? Is it on trend? Leading straight back the mothership that is
consistency, your tone of voice must be the same across all of your platforms:
website, Facebook, social media and promotional products.

STEP 7:
TIME TO MAKE IT HAPPEN
YOUR WEBSITE
This is your mothership, so when developing your website consider: How do I
want my potential customers to feel when they’re on my site? Is the journey I
want them to take clear? Is it easy to navigate? Is there plenty of white space to
allow ease of viewing.
In terms of getting your website up and running we recommend handing it over to
a professional. This can cost anywhere from $3500 upwards (more if you have
products you want to place on there). If this sounds a little too hexxy to get
started check out Square Space or Wix for some DIY easy to use options.

ONLINE TOOLS
Lucky for us we live in an age where technology is making it easier, more efficient,
and cheaper than ever before to run a business. There are tools out the to
optimize and automate just about everything in your new empire! Explore the list
below for everything from designing your Facebook posts to reconciling your
accounts!
ORGANISATION + PROJECT MANAGEMENT: Evernote, Trello
ACCOUNTING: Xero (our favourite), Quickbooks
DESIGN: Canva (our favourite), Pic Monkey
IMAGERY: Dollar Photo Club, istock, Stocksy, Shutterstock
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STEP 8:
MARKETING. TELLING THE
WORLD
SOCIAL MEDIA
With an absolute abundance of social media channels out there, which ones are
you going to focus on? Facebook? LinkedIn, Twitter? Instagram? SnapChat? Our
tip: Pick the ones your ideal clients hang out on. Get one right and then move on
from there. This will simplify things for you, and make sure your doing one well
rather than a whole bunch half heartedly.

NETWORKING
Never underestimate the value of building face-to-face relationships. People do
business with people they like, so get out there and start introducing yourself to
come people. Have a look online and there’s likely be a bunch of networking
groups in your area. Some include: Chamber of Commerce, BNI, She Business,
Business in Heels, or even the local pub if you’re a tradie! Get out there and start
talking to people about what you do and how it could help them.

BRAND COLLABORATION
Strategic partnerships are essentially two brands coming together, exchanging
valuable assets and achieving a common goal. Collaboration can be done in a
bunch of creative ways including event's, creating a product together, exchanging
shout outs on social media, creating a joint giveaway and cross promoting
through one another's channels, or even just good old referral partnerships. Get
creative with this and the possibilities are endless!

THESE ARE JUST A FEW EXAMPLES OF MARKETING, BUT WITH
THE WORLD WIDE WEB AVAILABLE TO US THE POSSIBILITIES ARE
INCREDIBLE. THINK BIG, THINK CREATIVELY AND DON'T BE AFRAID
TO STAND OUT FROM THE CROWD.

“A BUSINESS HAS TO
BE INVOLVING,
IT HAS TO BE FUN,
AND IT HAS TO
EXERCISE YOUR
CREATIVE INSTINCTS”
RICHARD BRANSON

NEED A LITTLE EXTRA HELP?
IT’S TIME TO FUSE PURPOSE WITH PROFIT.
TO TURN YOUR IDEA INTO AN EMPIRE.
TO MAKE YOUR MARK AND MAKE MONEY.
AND WE CAN SHOW YOU HOW…

COME AND SAY HELLO
THEOWNERSCOLLECTIVE.COM
THEOWNERSCOLLECTIVEMASTERMIND.COM

