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Copyright Notice 
 
All rights reserved. No part of this publication may be reproduced or transmitted in any form 

or by any means, electronic or mechanical. Any unauthorized use, sharing, reproduction, or 

distribution is strictly prohibited.  Copyright is property of The Prime Group, LLC.   

 

5 STEP BUSINESS Start® is a Registered Trademark.  
 

 

Legal Notice 

 

While attempts have been made to verify information provided in this publication; neither the 

author nor the publisher assumes any responsibilities for error, omissions, or contradictory 

information contained in this book. This information is not intended as legal, business, 

investment, or accounting advice. The purchaser or reader of this book assumes all 

responsibility for the use of these materials and information.
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The 5 Step Business Start®, the smart way to start your business, guides you 

through the logical steps to start your business.  Designed by business consultants 

whose combined experience has assisted hundreds of small business startups, 5 Step 

Business Start® provides these advantages: 

 Guides you from business idea to business launch 

 What to do, in what order, and how to do it 

 Practical/realistic approach avoids costly mistakes 

 Case example that gets you started 

 Easy to use Business Start Up Templates 

 

The 5 Step Business Start® System includes: 

 6 Business Start Up Modules  

 5 Step Business Start Introduction 

 Step 1 - Define It 

 Step 2 – Research It 

 Step 3 – Plan It 

 Step 4 – Stage It 

 Step 5 – Start It 

 Business Start Up Templates 

 Financial Projection Worksheet 

 Business Start Up Software (sold separately) 
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How to Use 5 Step Business Start® 

Just follow the instructions below to create your business. 

 Read modules one at a time in sequence.  

 After completing module, click on banner at the end of the module to access the 

Business Start Up Template that accompanies the module. 

 Complete the Business Start Up Template for the module using information for 

your own business.  Refer back to case study example and explanations in the 

module to assist you. 

 Once you have completed all modules you are ready for business! 
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Introduction 

Starting a business takes time, money and other resources.  Starting a business calls for 

a never-ending commitment and willingness by the owner to do whatever it takes to 

make the venture successful.  What often proves to be even more of a challenge is how to 

get started.  Often overlooked when starting a business is the process and the sequence 

of activities a new owner should follow, from concept all the way through to the first day 

of operation.  This process can be the difference between success and failure. 

 

5 STEP BUSINESS Start® is a logical succession of business creation activities that 

direct you in making the right decisions at the right time, resulting in a business start 

that is thorough, well vetted, and prepared to succeed.   

 

5 STEP BUSINESS Start®  is the culmination of collaboration among experienced 

business consultants and business owners who have worked with hundreds of startup 

businesses, some whose ideas were provided from the point of view, “If I could do it all 

over, what would I do differently”?   
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5 STEP BUSINESS START® is a common sense approach to starting your business 

that informs you of “What to Do, When to Do It, and How to Do It”. 

 

To illustrate the 5 STEP BUSINESS Start® process, we have created a case study 

based on the fictitious startup company – City Cycle owned by Jerry.  The case study is 

presented in a way to help you understand each step in the process.   

 

First, each Step in the 5 STEP BUSINESS START® is defined and explained, after 

which a description of Jerry’s execution of “the Step” is provided.  The description is 

then followed by an analysis of what Jerry learned in the Step and impacted his decision 

making.   

 

After completing all 5 Steps in the process Jerry will have gone from business idea to 

opening City Cycle. 

 

About Jerry’s Business Idea 

Jerry lives in Big City USA, a town of 850,000 residents. Recently, Big City has begun a 

campaign promoting cycling as a means of green transportation and leisure activity and 

has designated bike lanes on the main thoroughfares and in parks to encourage cycling. 

The city hired a marketing firm that has created an advertising campaign to further 

promote the activity. As a result of these developments, Jerry believes it is the right time 

to start his business, City Cycle - an independent bike shop. The big question on Jerry’s 

mind is how do I get started?   
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Step 1: “Define It” 
The universal assumption when starting a business is “write a business plan.”  While 

creating a business plan is important, it is only one step in the process.  What I have  

experienced working with new business owners is their first attempt to write the 

traditional business plan is more of an academic exercise instead of a description of 

what they actually plan to in their business.  In most instances prospective business 

owners are more concerned with following a defined structure; including volumes of 

content regardless of its relevance to their business idea; creating charts and graphs for 

esthetic purposes; and presenting a financial case to impress others.  They do not 

connect the plan with what they actually plan to do.   As a result of this approach to 

planning, prospective business owners do not understand what’s important to make 

their business work; do not know how to use information in their plan to make 

decisions; nor do they understand what to do or in what order.  Being connected to what 

you plan to do, knowing how to make decisions and doing things in the right order are 

essential to a successful business startup.   

 

The 5 STEP BUSINESS Start® is focused on the process to start a business.  It helps 

you understand what to do, when to do it, and how; and it ensures you are connected to 

your plan by enhancing your understanding of why certain information is important and 

how to use the information to make decisions. 

 

The first step in the process is Define the Idea.  In other words, articulate the idea in 

business terms and structure.  This is accomplished by answering some key questions 

about the idea.   
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 What is the product/service? 

 How is it different than other products/services that meet the same need or solve 

the same problem? 

 Who is the customer? 

 What is you value proposition? Why will people buy from you? 

 What is the revenue model? 

 How will the product/service be distributed? 

 Where will the business be located? 

 How will you advertise and promote the business? 

 

 

 

Jerry decides to use the 5 Step Business Start® - Template 1 – “Define It” to begin 

the process.  He begins by answering the questions in the template. 

http://the5step.com/
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“Define It” - Questions & Answers 

1. What product/service are you providing?  Provide a short, concise description 

of what you are offering to customers. 

City Cycle is a full service bike shop offering bikes for sale, rentals, repairs, and 

cycling accessories. 

2. What need are you meeting or problems are you solving for your 

customers?  Successful businesses identify a clear need or problem to resolve, fill that 

need with a better solution, and remain focused on customer needs. 

Jerry initially describes the need as “providing customers convenient access to bikes and 

bike services.”   However, he then remembers an important point presented in a 

seminar he attended on defining the “need” your business meets.  The point made 

during the seminar stated “when defining the need, you must focus on the need not the 

product.”   

Why is this important?  In Jerry’s case, defining the need around the product limits his 

view of the business to bicycles.  But what about Segways, Rocket Packs, or other leisure 

transportation to come in the future, that could potentially threaten the popularity of 

bikes? (Remember vinyl records)?  If you are product focused in defining the need you 

may miss future product opportunities causing your business to become obsolete.   

Consider this example: 

Several years ago consumers listened to music on cassette tapes and cassette players.  

Let’s say you are in that business and you define the need as “providing consumers the 

best access to their music with cassette tapes and players.”  Today, with the invention of 

CD’s, iPads, iPods, etc., you would be out of business.    

The need cassette tapes and players met helped people organize, manage, deliver, and 

gain access to content.  Defining the need this way affords you a view of the business 

that allows it to continue regardless of how technology changes. 

On the next page is a clear example of how a product based business is impacted by 

changes in technology.  
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If your business was focused on 8 Tracks or Cassettes, here is what happened! 

Music distribution has evolved so 
much in 35 years that a 
succession of once thriving 
platforms including vinyl 
records, 8-track players, and 
cassette tapes have all been 
consigned to spots in our 
cultural history museum.  

Digital music in particular has 
squeezed almost all other forms of 
listening out of the running, even 
relegating CDs to the arts-and-
crafts pile. The biggest impact has 
been to music distributors' sales 
and profits.  
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Now take a look at what changing the need statement does for Jerry’s business.   

“City Cycle facilitates and provides easy access to the enjoyment of leisure 

transportation.”  

This change opens up the potential of what City Cycle can be.  No longer is Jerry’s view 

of the business limited to just bikes.  Regardless of how technology changes City Cycle 

will remain focused on the need and adjust the products/services to meet the need as 

technology and market conditions change.   
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3. How is your product/service different from those of others who are 

selling the same thing, something similar or an alternative?   

 

This is where the rubber meets the road in business.  Having a niche, an advantage, a 

significant difference from competitors is essential to establishing a competitive 

business with staying power.  Define your differences in terms other than; the “best,” 

“high quality,” or other terms that are common to most products/services that address 

the same need.  Identify 3-5 distinguishing characteristics that are truly unique and 

make your products/services stand out.  

Jerry identifies his differences as follows: 

City Cycle offers its customers these advantages: 

 Same Day Service on Repairs 

 Loaner Bikes  

 Bikes for the Entire Family 

 Annual Tune Up Packages 

 

Remember you are distinguishing yourself from the competition.  Who is your 

competition?  Competition is not defined as who is selling the exact or similar 

product/service as you.  It’s defined as who is meeting the same need for the same 

people. 

4. Who is the customer?  Often a new business owner’s answer is, “anyone” who is 

looking to purchase the product/service he sells.  But, is “anyone” really descriptive 

enough to define who will buy your product/service?   
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Consider that Old Navy and Neiman Marcus both sell clothing.  Old Navy sells 

economical, low to mid-price clothing.  Neiman sells high-end clothing at prices most 

would consider as expensive.  There are distinct differences in terms of the target 

market each retailer wants to reach. 

 

 

 

 

 

 

Old Navy's target market largely consists of price conscious adults; middle income, 

working women with at least one child; and teens.   

 

 

 

 

 

 

 

 

Neiman Marcus retails high-end and luxury apparel, shoes, accessories, jewelry, 

cosmetics, furnishings, antiques, rare books, and decorative home items. Its target 

market is consumers who are in the top 2% of the income bracket in the U.S. and equally 
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wealthy people around the world. According to the company's website, its average 

customer has an advanced degree, is well-traveled and sophisticated.   

Even though clothing is a common commodity that everyone wears, everyone is neither 

an Old Navy’s customer nor Neiman’s customer.  They both have two distinctive profiles 

of their target customer.  The fact that each retailer has a target customer profile does 

not mean that someone outside of that audience will not shop there.  What it does mean 

is the customer outside of the target profile is the exception and neither will spend its 

marketing dollars to pursue the exception. 

As a business owner, you must define specific characteristics that identify your 

customer.  Specific characteristics that identify customers are:  

 Demographic Profile – Who they are (i.e. age, gender, race, occupation, etc.) 

 Geographic Profile – Where they are (i.e. city, region, community, etc.)  

 Psychological Profile – What they do (i.e. lifestyles, what they read, leisure 

activities, TV shows they watch, music they listen to, etc.)   

5. Who are City Cycle’s retail customers? 

Jerry identifies City Cycle’s target customers as: 

 70% males ages 25-50; 30% females ages 28 – 40 who ride bikes 

(demographic) 

 Individuals with disposable income of $25,000 up  

 Families with children (10-18 years of age) with disposable income of $37,000 

up who are purchasing bikes for children as well as themselves 

 Working persons who travel by bike for short commutes to work 

 Residents of suburban communities surrounding Big City USA; within 10 

miles of its desired location (geographic) 

 Persons who loves adventure, very active and physically fit, intensely 

interested in biking (psychographic) 
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City Cycle also plans to sell to its own brand of safety equipment through its own store 

location, on-line, and at other retail stores (business to business or B to B).  As a result, 

Jerry needs to identify the characteristics of the business customers he plans to target 

(type business, size, location, industry, private, public, etc.).  

 

5. Who are City Cycle’s business customers? 

 

Jerry identifies City Cycle’s business customers as: 

 Independently owned bike stores in the Mid-Atlantic U.S. 

 Military bases and facilities 

 National sporting good chains 

 

Who they are, where they are, and what they do provide a clear description of your 

target market and help you to be efficient, effective and successful in your marketing 

efforts.  This does not mean that someone who does not meet your profile will never 

shop at your business.  There are always exceptions.  However, the exception does not 

make the person a part of the business’s target market. 

The concept of identifying your customer is like fishing.  In one part of the lake there are 

100 fish that really like your bait; but on the other end there are thousands of fish that 

love your bait.  Where would you cast your line? 

6. What is your value proposition?  In a nutshell, a value proposition describes 

what your customers will gain/benefit in totality from buying your products or services.  

Not only does it describe the tangible benefits your product/service delivers but it also 

describes how it makes them feel, what they come to expect from doing business with 

you.  For example, Apple’s value proposition offers its customers the best technology 
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available, unquestioned performance, innovative design, while also making its 

customers feel they are leader in the use of technology among their peers. 

 

City Cycle’s Value Proposition: 

 Deliver ultimate enjoyment of cycling by taking care of what you don’t want to 

do. 

 Staff experienced and trained in cycling, enhancing customers’ enjoyment and 

safety, as well as maximizing the investment in equipment and services 

 Customers know they are always getting the best of the best 

 

7. What is the revenue model?  Describe how the business generates money. 

City Cycle will generate money (sales) from the following: 

 In store sales of bikes and accessories,  

 On-line sales of bikes and accessories 

 In store and on-line sales of its own brand of safety equipment (helmets, 

knee pads, etc.) 

 Repair services 

 Sale of extended warranties on equipment 

8. Define how your products/services will be distributed.  That is, how and 

where will customers be able to purchase the product/services?  

Jerry has given this a lot of consideration and has chosen the following strategies: 

City Cycle customers will be able to purchase products/services via: 

 City Cycle retail store and website 

 Independent bike stores/retailers (City Cycle brand of safety equipment) 

 National sporting good chains (City Cycle brand of safety equipment) 

 Military installations (City Cycle brand of safety equipment) 
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9. Where will the business be located?  Describe the location or characteristics 

of the location for your business.  Choosing the right location is not a casual exercise 

that’s determined solely by the monthly lease amount.  No matter how low the rate, an 

industrial park with factories and warehouses is not the location for City Cycle.  You will 

not find the business’s target customer shopping or visiting the industrial park.   

Therefore, Jerry has identified characteristics that he sees as favorable to City Cycle. 

City Cycle’s location will be: 

 Suburb of Big City USA 

 In shopping complex with major retailers that generate traffic 

 Average of $25,000 disposable income of residents within 1o miles of the 

store 

 Preferably on the east side of Big City USA 

 Ample parking 

10. How do you plan to advertise and promote your business?  Identify 

activities and strategies you think you will use to create sales/money and awareness for 

the business.   

Although he does not have a complete advertising/promotion campaign developed, 

Jerry does have ideas about strategies he plans to use. 

City Cycle will use the following advertising and promotion strategies: 

 E-marketing (E-mail, social media, monthly newsletter, online ads) 

 Print Advertisement -  in bike/cycling magazines 

 Radio advertisement (Local stations his target market listens to) 

 Special incentives and promotions offered to bicycle clubs. 

 2 Complementary tune-ups with the purchase of a new bike. 
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What did Jerry learn in the “Define It” Step? 

 Originally Jerry had just an idea to start a bike shop business.  The “Define 

It” Step has provided substance to the idea.  First, he now has a clear idea 

what the business is about (i.e. the need he’s meeting/problem resolving, what 

differentiates his business from competition, knows how he will generate 

income, etc.).  In addition, he can describe the business in very clear, 

understandable terms which will enhance his ability to solicit assistance, build 

relationships with other industry participants and move his idea forward. 

 The goal of every business is to get customers.  Having a solid marketing plan 

is how you generate consumer interest and get customers to purchase your 

products/services.  

 

The “Define It” Step has provided Jerry an initial framework for his marketing 

plan. 
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Go to Template 1, “Define It” 

Click on the appropriate banner below to access “Define It” Business Creation 

Template. 

 

Disclaimer 

The story of Jerry and City Cycle is a fictional demonstration of how to 

utilize the process of starting a business with the 5 STEP BUSINESS 

START®.  The story is not representative of any facts; data, research, etc. 

related to the bicycle industry and should not be regarded as such.  The 

story does not represent nor is it associated with any person or person’s 

business and any such resemblance is purely coincidental.  

 

Coming up…  Module 2 – Research It 
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