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Dear client, 

We hope you enjoy this book and find it useful. 

Wishing you all the best with your new venture! 

Kind regards, 

The GCM Coaching Team 

 

 

 

 

 

 

  



 3 

Contents 
 

Starting a Business With Absolutely No Experience  - Basics Reloaded ............... 5 

How do you start a business without experience? ......................................................... 6 

What are some things you need to do to get started? ................................................... 7 

What are the legal matters you must know in order to get started? ...................... 8 

What do you need to know about your target audience? ............................................ 8 

How do you commit yourself to a market solution, not just a small idea?........... 9 

How do you choose your industry wisely? ..................................................................... 10 

How do you build street credibility (cred for short)? ................................................ 11 

What free resources can you rely on? ............................................................................... 11 

When will you know you need to seek outside help? ................................................. 12 

How do you put your strengths to work? ........................................................................ 13 

For your Information ............................................................................................................... 14 

Executive Summary .................................................................................................................. 15 

Business Description ................................................................................................................ 16 

How you will Profit ................................................................................................................... 17 

Defining your Market Strategies ......................................................................................... 17 

Market Share Projection ......................................................................................................... 18 

Position of the Business .......................................................................................................... 18 

Pricing ............................................................................................................................................. 19 

Distribution .................................................................................................................................. 19 

Promotional Planning .............................................................................................................. 20 



 4 

Potential Sales ............................................................................................................................. 20 

Competition Analysis ............................................................................................................... 21 

S.W.O.T. Analysis ........................................................................................................................ 21 

Design Plan ................................................................................................................................... 22 

Product and or Service Development Goals ................................................................... 22 

Budget ............................................................................................................................................. 22 

Risk Assessment ......................................................................................................................... 23 

Other Sections ............................................................................................................................. 24 

Sources ........................................................................................................................................... 25 

Conclusion ..................................................................................................................................... 26 

Checklist ......................................................................................................................................... 27 

 

 

 

 

 

 

 

 



 5 

Starting a Business With Absolutely No Experience 

 - Basics Reloaded 

 

Now is the perfect time to start a business. There are plenty of opportunities out 

there, which is contrary to popular belief. Starting a business may seem a little 

intimidating but it depends on the way you go about it. Since business is a term 

we are all very familiar with, it can be easier to set one up than one thinks. 

Many people have dreams of having their own business for many reasons. They 

want to make money and make something of themselves. Others want something 

to supplement their income. Whatever the reason you want to start a business, 

always begin doing it the right way, and keep running it with good intentions. 

One popular belief is that you need tons of experience, expertise, and knowledge 

to start a business. The opposite is true. While it helps to go to school and learn 

the tricks of the trade, it does not necessarily mean that you cannot start a 

business because you do not have a degree. The important things to remember 

are; you need to research, ask the right questions, and get the best advice you 

can. 

What are the right questions to ask? Below are ten questions to ask to get you 

started. Of course, there will be many more as you go on, but at least you have 

something to start with. First, you should ask yourself, how do you start a 

business without experience? Next, what are the things you need to do to get 

started? The third question is, what are the legal matters you must know in order 

to get started? Fourth, what do you need to know about your target audience? 
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Moving forward, how do you commit yourself to a market solution, not just a 

small idea? Number six, how do you choose your industry wisely? Seven, how do 

you build street credibility (also what is it)? Eight, what free resources can you 

rely on? Nine, when will you need to seek outside help? Last but not least, how do 

you put your strengths to work? Below I go further into detail answering these 

questions. 

 

How do you start a business without experience? 

 

Think about what you already know about business. Use your work experience as 

a guide. Maybe there are things you have witnessed or realised that were not part 

of your daily tasks which you can use for your own business. For instance, have 

you ever listened to what others are saying while you are at the office? Whether 

you listen to co-workers or supervisors talking at work, there is most likely, some 

bits about doing business that you have picked up without realising it. 

 Maybe you have heard complaints about what went wrong in the workplace – 

something you may have a solution for. Or maybe you heard someone say, “I wish 

‘it’ can be done this way”; even though “it” can be done their way, they may have 

been told they were not allowed to. Ask yourself if ‘it’ was done this way, would it 

improve productivity, efficiency, save time or money that could have been put to 

better use. 
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What are some things you need to do to get started? 

 

Research is the most important thing to do. First, ask the right questions. This is 

all part of the research process. You may research questions you need to have 

answers for, but you might not know what questions to ask yet. It is okay to 

search on Google or Bing and quickly discover which important questions to ask 

when starting a business. 

There are many resources on the Internet or your local library that you can use to 

get you started.  However, make certain your sources are reliable. If you are 

reading an article and you can sense the information is totally outrageous, then 

you may come to a quick conclusion that it is probably not the right source to use. 

When reading anything connected to your industry, make a note of the different 

points raised, it might be important later. Anything that you do not understand, 

take notes about these points and do more research. Check if the same things are 

mentioned elsewhere by someone else and note down the differing views. 

Sometimes having a few people saying the same or similar things can give you an 

indication that information may be worth keeping in mind. 

Another thing you will need to get is legal advice. Never assume that what you 

learned at your workplace or what you think you know is okay or legal. Start off 

on the right foot and do business according to the law. You want to avoid being 

that person who did something illegal and now has a tarnished reputation 

plastered all over the World Wide Web. 
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What are the legal matters you must know in order to get 

started? 

 

It is impossible to know everything about Trade law. Speak to a lawyer, some give 

free consultations, discuss your business, ask questions on what you should know 

and what you should put in place for your business to comply with the regulations 

of the land. Ethics play a role here too. There are many grey areas which are 

prevalent in this area. For instance, what do you tell a customer if you promised 

them a shipment by a certain date, even though you already know there is a 

possibility it cannot be fulfilled on time? You already promised it, but you know it 

may not happen. How do you think your client would feel about your business? 

If you say you are going to do something, you need to do it. That is the bottom 

line. Give your customers quality products, in a timely manner. Do not always 

rush to get the job done. Sometimes there are moments when you have to, but 

don’t let it happen often, it is not necessary, think of your business reputation. 

For the most part, the only time you will need to rush an order is when the 

customer requests it. 

What do you need to know about your target audience? 

 

What are their interests? Do some research and see if there are any typical or 

general interests the target audience exhibits.  If you already know your clients or 

know their interests, then you are ahead of the game. Of course, since you are 

the expert in your niche, or should be, you will know a lot about their interests 

already. 
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You can also do some research on social media to find out more about their latest 

interests using platforms such as Facebook, twitter, LinkedIn.  

Find a group related to your niche and check what people are talking about. Use 

this as guidance on what types of products or services to market as well as getting 

an insight onto your clients’ needs. 

You don’t have to join a social media groups to learn more about your target 

audience.  Just observe first, and then engage in the conversation as you would 

with a friend. Be patient, get to know people first, and then ask questions.  

 

How do you commit yourself to a market solution, not just a 

small idea? 

 

You should ask yourself certain questions before you take your concept further to 

avoid pitfalls. Do you know what problems does your target market have? Once 

you can pinpoint the problem, then you can look for solutions. Most likely, you 

will not find any market products or services without some flaws. There are plenty 

of problems that need to be resolved. The competition cannot resolve every issue 

out there, for various reasons. 

Many entrepreneurs begin with a “strong domain” experience but little to no 

business knowledge and experience. Being in business is about finding solutions 

to a particular problem. That is what sets strong businesses apart from the others. 

You do not want to sell just anything because you see it makes someone else a 

nice profit. 
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You have to have a passion about your service or product for one thing, and to 

want to give your clients something that will resolve an issue or will find a 

solution to something else. Your product or service should offer something 

different from the rest on the market. 

 

How do you choose your industry wisely? 

 

Choose something that does not only interest your target market. You should 

have an interest in it too. More than that, you need to like the products or 

services that are out there in the market. If you do not like what the market has 

to offer, how will you feel when you are doing business with the people who are 

interested in them? 

I would say to you that if you seem not too enthusiastic to your customers and 

potential customers, they will pick up on that, and it can break the business 

relationships you worked so hard to establish. So to do yourself a favour don’t get 

wrapped up in an industry that you do not have any interest and the utmost 

passion for it. 
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How do you build street credibility (cred for short)? 

 

You need to let people know who you are. This pertains to building relationships 

with your customers, and since you are new to the business, you need to build 

relationships with potential customers. Spend some time before launching your 

big business idea and learn as much as possible about your industry and about the 

people who spend money there. 

If you prefer you can start selling other people’s products first – as an affiliate 

marketer and give yourself time to learn something new about the products you 

want to sell in the future. When you have enough knowledge and you are  able to 

talk about the product online, say, on your blog, this will help build your street 

credibility as the people who read your blog  will feel you know what you are 

talking about. 

 

What free resources can you rely on? 

Networking is a great free resource. Talking to others in the industry and continue 

learning new things, will be to your advantage. You could ask for advice from 

people who have done a similar journey to yours. Before you jump right in and 

start asking for their advice, take time to get to know them first.  Most 

entrepreneurs are happy to share their knowledge and experience with others, 

but you need to form some connection before asking many questions about your 

business. In fact, treat this like a social meeting as you do not want to only try to 

get information from people but to forge lasting friendships that would eventually 
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be part of your support mechanism. You may put these people off and as a result 

they will not want to engage with you or your business. 

 

You can also arrange to meet your Coach to discuss any difficulties you may face 

at different times, while building your venture and also maintaining your 

business. Your Coach will help you to articulate and achieve your goals, maintain 

your motivation, discuss problems, and check the progress you’ve made.  

Engaging with the coaching process will give you the space and time to think of 

possible strategies and find solutions that suit you and your business.  

You can also consider resources that are low cost to improve your knowledge and 

skills. Sometimes Universities offer free or low-cost coursework, books, or 

seminars. I would definitely investigate this as another way to increase your 

knowledge and network. It is a good place to ask lots of questions because they 

are encouraging you to do so. 

 

When will you know you need to seek outside help? 

 

As you realise, you will need a business plan. When creating your business plan, it 

is always best to ask for help. For example, a gentleman named Evan Solida 

founded a company called Cerevellum back in early 2009. His invention was a 

digital rearview mirror for bicycles. 
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Naturally, Mr. Solida wanted to save money any way he could, so he used Internet 

resources to create his plan and also draft his legal documents. With much 

frustration, and spending a lot of his precious time, he decided in the end, it was 

better to pay for a professional to help with both tasks. 

The business plan needs to meet certain criteria; especially if this is a business you 

need to apply for a grant for or a small loan. Banks and agencies that approve 

grants want to see a solid plan before they take the risk to lend or give you a 

grant.  

It is the same thing when you or anyone else will invest in a company. You want 

to see their annual report, which gives you this information and more. 

You know that investing in any company is a risk, but you do not want to take too 

much of a risk. You also do not want to risk that your business plan is of poor 

quality. Not just for your customers’ sake, but for the future of your business. All 

the financial questions and marketing need to be taken care of, from the start. 

Otherwise, you will need to back track and it will waste a lot of valuable time 

which you could be spending making money. 

 

How do you put your strengths to work for you? 

 

Think about what your strengths really are. Is it planning the business, giving 

creative ideas, or being the solutions finder? Maybe your strength is marketing, 

but whatever your strengths are, put them to work for you. Work on the 

strengths first and then look at areas that you need to improve. List the essential 
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skills you need to use immediately and when you have mastered one, then you 

can move on to another while working on your project. Otherwise, it will take you 

much longer to get things running smoothly. 

Putting a business together takes time and patience. Do not try to put it together 

too quickly. You want to be focused and organised, as this will help your business 

to be seen as “well planned.” A business with a strong plan is more likely to 

succeed than something you just threw together in an hour. 

 

For your Information 

 

Now you know at least ten questions you could ask yourself. These questions 

were given to you for basic information and as a foundation to get you started. 

Now I want to give you some ideas as to what goes into a business plan. This is so 

you know what to expect and you can at least try and draft one on your own. 

Remember, it is best to get a professional to do this for you or with you but you 

still need to know what goes into it so you know if the one written for you 

includes everything it should have. 

Below I am going to list different sections of the business plan and explain a little 

about each section. The more you know about the business plan, the better 

prepared you will be. Remember, if you want to start a business without 

experience, this is where you can learn much of the information you will need to 

get started. So, let us move forward.  
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Not all business plans are created the same way, but you will have the basic 

information to include in your plan. Once you begin writing your plan, be 

prepared that it will change over time. Remember, you will not know everything 

that needs to be included at the start of your venture that is why I suggested 

getting a professional to help you. Below are some sections you will want to 

include. 

 

Executive Summary 

 

The executive summary will tell the person reading the plan, what you want for 

your business. The summary needs to explain certain things from the start, so you 

need to be clear and concise. A big mistake often made is burying this information 

somewhere else in the plan. 

Keep the summary short and business-like and no more than half of a page. 

Depending on how complicated or detailed you need it to be, about how you will 

use your funds, may make the summary a bit longer. As a general rule, and since 

you are just starting out, you only need your summary to be half a page. 

There are some other key elements that need to be included in the plan. These 

are as follows: business concept, financial features, financial requirements, 

current business position, and major achievements. These are not the ones I will 

focus on too much, but just something to keep in mind. 
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Business Description 

 

Not to be confused with the executive summary, you usually begin this section 

with a short description of the industry. Note, this is not really the place to write 

specifically about your business, but rather how the industry plays a role in your 

business. 

You will want to describe the industry and discuss the outlook and future 

possibilities in the industry, generally. This is all information gathered from what 

has happened in the past, so it includes a prediction of what could happen or is 

most likely to happen because of business trends. Also, provide information about 

all the various markets within the industry. 

So, what you want to talk about is new products and developments that will 

benefit or affect your business in a positive way. Make sure to get the most 

reliable data for this part and always list your sources. I will talk more about 

possible sources later on, as they are important, but I want the focus on the 

different sections of the plan first. 
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How you will Profit 

 

The main reason for having a business is to make a profit. All businesspersons 

need to ask themselves, “How do I make money?” When you ask this question, it 

should open your mind and help you realize the different ways to bring in income. 

You do not need a huge section just on this topic, but you want to explain factors, 

which you think will make you successful in making money. 

Before presenting the business plan, you want to explain any equity and debt the 

business will incur and explain how this will help make your business profitable. 

Also include ways you want to expand your business or make it grow using the 

equity or debt. If you are an Internet marketer, you probably will not incur much 

debt or any at all. It depends solely on what you need to get started. 

 

Defining your Market Strategies 

Marketing strategies are based on a thorough study of the market. This will help 

you become very familiar with all parts of the market, including the target market. 

Defining whom your target market will be, it is very important so you can secure 

your share of the sales. 

When you are defining your market strategies, you will need to, at some point, 

determine the pricing of your products or services. A market analysis will help you 

determine the pricing. It is also important to know how you compare to your 

competition and if you can beat them in pricing, because as a small business you 

may have lower overhead expenses or not. 
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Market Share Projection 

 

As mentioned earlier, when you are describing your industry of choice, you want 

to discuss the outlook and future possibilities. This information will be gathered 

on past market performance. So, your projections are based on what happened 

previously in the industry. 

Believe it or not, your market share projection is also based on your competition 

as well as promotional strategies. You can look at how much advertising is done, 

how it is done, and it is important to research how much it will cost you to 

advertise the same way. You can always come up with different ways to advertise, 

but you need a benchmark to know the starting point. 

 

Position of the Business 

 

When talking about your marketing strategy, you will find it is impossible not to 

talk about the position of your business. What motivates your target audience 

and what they require, will affect your company’s position in the market. Again, 

there are more questions that need to be asked and answered to understand this 

better. 

A few questions to ask are: how are your competitors positioning themselves? 

What specific attributes do your products and/or services have that the 



 19 

competition does not have? What needs does your product fulfill for the 

customer? After you answer these basic questions, you can then begin to develop 

your business’ position in the market and write about it on the plan. 

Pricing 

I’ve touched a little about pricing earlier, but now I want to give you more detail 

about it. The price tag you place on your items, whether it is a product or service, 

will directly affect the success of your business. Strategies for pricing can be 

complex, nevertheless, the rules are very basic and straightforward.  

You must be able to cover costs. Lowering costs will lower sales prices, and prices 

must reflect changes in the market and also respond to the demand of your 

market. Prices must also be established to help assure sales. The longevity of your 

products, utility, and maintenance must be reviewed on a regular basis and adjust 

the prices according to the market. 

Prices are used to keep the market in order, so this is the last, but not least 

important strategy to keep in mind when determining your prices. You do not 

want to just slap a price tag on something because you think people will buy it for 

a lower value. You have to be in competition with other businesses and play the 

game strategically. 

Distribution 

 

This part is mainly for people who are selling actual goods. There may be many 

people wanting to sell goods on eBay or their own website or blog, so this section 

is written for address your needs. So, what is your understanding of distribution 
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exactly? It is the entire process from the time a product is manufactured to when 

it is in the hands of the end user – the customer. There are different channels that 

make up distribution. 

Having a strong product distribution, definitely helps you to get an edge over the 

competitors, ensuring a share of the market . The quicker the products can go 

from production to the customer, the better. Make sure the products are of good 

quality because you do not want the customer constantly returning the goods. 

 

Promotional Planning 

 

Advertisements of any kind are all included in the promotional planning. How you 

distribute your business communication should also be included. The way in 

which this is designed will result in attracting the right people to your business. 

Some other things that you may not be aware of when promoting your business is 

how you package your products. Public relations are also included here. Most of 

the things you are familiar with are; advertising, sales promotions, and personal 

sales. Each strategy is different in its own respect, but very important in the final 

outcome of the promotion. 

 

Potential Sales 

After thoroughly analysing the market, you need to determine whether to use a 

quantitative outlook, which concerns your own business’ potential. An initial 
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projection in your plan must be formed based on the position of the product, 

price, distribution (for goods), sales strategies, and how the market is defined. 

Competition Analysis 

You first need to identify who your competition is. Gather a list of companies that 

sell the same products or ones that are very similar to yours. For this section, you 

will make a statement of your business strategy and how it relates to your 

competition. The main purpose of this part is to pinpoint the strengths and 

weaknesses of your competition. Knowing this will only help you address the 

weaknesses of your competitors for your own benefit. 

 

S.W.O.T. Analysis 
 

A S.W.O.T. analysis is very important for developing your business and keep it 

running to its full potential. For those of you who are not familiar with this “S” 

stands for Strengths, “W” is for Weaknesses, “O” is for Opportunities, and “T” is 

for Threats. You not only need to learn about the strengths and weaknesses of 

your competition, as you did with competitive analysis, but you should also find 

your own. 

The opportunities and threats are better related to your competition. You can 

look at it as the opportunity you have in the midst of all the competition and what 

it is about your competition that can be a threat to your own place in the market.  
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Design Plan 

 

Investors need a description of your company’s product design and also its 

development. Within this section, there needs to be a chart showing the 

development of the product or service. You will also need to include a budget 

showing how the company will reach goals. 

 

Product and or Service Development Goals 

 

If you are selling products, you will need to list the objectives here. You can also 

list the strategies involved for reaching certain goals for a service business. Your 

goals should be centred on technical and marketing aspects of your products and/ 

or services. You need this as an outline for your business partners, or for yourself 

if you are a sole trader, so you know how to work on things to reach your goals. 

 

Budget 
 

Budgets are very important, as you want to make sure you have the funds 

available to do business in the first place. You also want to have a plan as you 

make money as to where the money will go in order to help your business grow 

and to continuously develop and improve it. 
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If you are designing a product, you need to account for all the costs involved in 

creating the product; from production to the customer. If you are providing a 

service, you will need to make sure you have the money to get a business plan 

written professionally,  equipment you may need to do the job, and also if you 

need a building or a space such as office, to meet your clients. 

Knowing how each pound is being spent is very crucial. Proper planning can only 

help your business while poor planning is very destructive. I have learned that 

about half of all businesses started will fail within their first year. You can help 

avoid this with proper budgeting. 

 

Risk Assessment 
 

What risks are involved in either producing your products or offering services? 

During the stages of development of your product or service there will be some 

risks you need to be aware of. Risks involved with the creation of products, 

usually at the technical development of the product. For services, the risk is 

usually found in the strategies used for planning the types of services you want to 

offer. 
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Income Statement 

This is a very simple and straightforward report, which shows your business’ cash 

generating abilities. It shows how well your company does in the financial 

spectrum.  This is a financial picture capturing when sales are made and when 

expenses occur. If it is done well, it would also help you better plan for the future 

of your business. 

The income statement is a multi-purpose report giving you a bigger picture of 

how your business is doing overall. Always use this as a guide from year to year 

and you will get an idea of what changes need to be made. 

 

Other Sections 

 

There are other sections that need to be written in the business plan. There is just 

no way to talk about all of them in detail here. I simply talked about some 

sections that I feel are very important to get you started. All the sections of the 

business plan play an important role in the overall planning of your business from 

start to finish. 

Some other sections that were not mentioned above are as follows: 

• Procedures 

• Scheduling and Costs 

• Personnel 

• Operations and Management 
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• Additional Information  

To find out everything you need in your plan, you have to talk to a professional 

and do a thorough research about it. You may not be able to include everything 

you want, and different business types require different information to be 

included in the plan. 

 

Sources 

 

You will need reliable sources to get the information for your business plan. 

Reliable sources do not include blogs or articles you found in article directories. 

You can use these sources to get some information, but you must make your own 

independent research to use for your plan. 

Another source you may find useful to get basic information for your industry 

could be Wikipedia. Again it should only be used to get basic information but you 

cannot rely on factual accuracy.  On sites like that, anyone can add and edit 

information, so you are never sure if what you read is correct, for this reason you 

could not list it as one of your sources. 

Reliable sources could be found on peer reviewed articles, information gathered 

from networking with other business professionals, government and business 

data published and your consulting  professional who has been in the business for 

a long time, has experience in your chosen  field and able to help you write your 

plan. 
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Conclusion 

 

Even if you are not going to the bank for a loan or applying for a grant, it is still 

important to have a business plan in place, to run your business successfully. The 

business in a box idea is simple. People have been running businesses for a very 

long time, and so it is merely using the information in the public domain, freely 

available, including other people’s experience to help you devise your own plan.  

It is also about asking the right questions. Even though there may be hundreds of 

questions you want to ask, here you are provided with basic questions that need 

to be asked. Getting the answers to these questions will get you started on your 

way to a successful business journey 

Think about it like this: if I take all of these ideas, organise them and place them in 

a box and then deliver it to you, then you will open the box and have exactly what 

you need to get started. Thus, you will have a business in a box. 
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Checklist 

 

Here is a checklist of the different things you will need to get started on your 

business in a box. The most important is the business plan. You need to know 

what goes into production and what you need to put in place to get your service 

up and running. 

First, answer the following ten key questions: 

1. How do you start a business without experience? 

2. What are the things you need to get you started? 

3. What are the legal matters you must know and put in place? 

4. What do you need to know about your target audience? 

5. How do you commit yourself to a market solution not just a small idea? 

6. How do you choose your industry wisely? 

7. How do you build street credibility? 

8. What free resources can you rely on? 

9. When will you know that you need to seek outside help? 

10. How do you put your strengths to work? 

Also remember, the most important aspect to any business is to be well planned 

and prepared. The most important thing you can do for your business is to create 

a business plan. Ask yourself and answer these questions: 

• How do I write a business plan? 

• What are the sections to the plan? 

• How will each section help me? 
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• Are all business plans created equal? 

• Where can I go to get a plan designed for me? 

• What else do I need to know? 

Always be prepared as that is the most important thing when starting your new 

business. Think about what you learned so far about starting a business with no 

experience, by reading this book. If you read between the lines, all the 

information you need is out there. I have just gathered some information 

together to get you started. Nothing will happen instantly and everything you 

need to do will require some effort and time on your part. 

Don’t forget, help is at hand, but you need to ask for it. Friends, family, business 

contacts could support you to some extent. You should also consider finding a 

Coach and think of him or her as your professional friend.  

A Coach abides by rules and principles of conduct, that brings security and 

formality to your relationship.  Your coach will actively listen to you, challenge 

your views, if necessary, to help you grow. The Coach will be there to work with 

you to overcome your challenges, keep your motivation in check, help you find 

strategies to implement changes to grow, adjust to new realities to reach your 

goals.  

 


