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To the memory of

Dr. H. N. Broom,
1911-1994,

whose vision, along with that of coauthor Justin G. Longenecker,
helped launch the first edition in 1961



TO THE STUDENT

As authors of Small Business Management: An Entrepreneurial Emphasis, we must mea-
sure our success by the effectiveness of our presentation to you. Although you may
not be involved in selecting this textbook, we still consider you our customer and
wish to be sensitive to your needs in learning the material presented. For this rea-
son, we have made every effort to make it understandable and relevant. We have
also tried to consider your viewpoint in each chapter we have written.

We extend our best wishes to you for a challenging and successful course.
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Beginning with the “Looking Ahead”

Looking Ahead
Afer studying this chapter, you should be able to:
1 Answer the question “What is a business plan?”

Explain the need for o business plan from the
e e

Describe what determines how much planning an
3 entreprencur and @ management feam are likely
o do.

what 10 write
e

ical suggestions 1o follow in writing &
& bosens pl-n, and outline the key components of
@ business plan.

in
0 writing @ term paper. 1t is agoiizing 1o hegin a
difficult ( kinow what 1o say, especially when y

5 Wdentity avoiloble sources of assistance i prepar
ing a business plan.

learning objectives that open each chapter,
the text is organized as an integrated learn-
ing system. To keep the central ideas before
you, the opening objectives are repeated in
key places: at the beginning of the section
where the objective is fulfilled and within the
“Looking Back” summary where the key
points of each objective are recapped.

I
e cr, iy s IMPOTLANG s 15 Use as a selling
.m even yoursell 1 oth

el ¢
comanelt pUFpOY Ehroigh CHapy

WHAT IS A BUSINESS PLAN?

For the cntreprencar starting a new ventire,  business pla
that accomplishes two basic abjectives. First, i
text of the business apportunity—why does such
business plan presents the appr he
apportunity

A

provide your motivation: The buriness pl
where you are now, point out where you w
Cihe

s blucprint s, in esscrices
1 the physical, between an dea and reali: Th
10 proside ' ciens vimiattiation ofhat the

ess plan, as presented here, is a proposal for
The venture inself is the outgrowth of the husiness plan, As
weprencar projects the atic d

onie cases, 4 bisin
cady started ope
siall local busitess and then recognize the po
branches or extending the husinesses s stccess i
o b response o some change in the external covi
sgraphics, industry, and so an) that may lead

V. A Bleincs phar o
romment (goverime
apportuities,

More

e businiesses n)
tain many of the fe
Continuous proc
ol a business pl

st oo

prepare strategic

rdpeationil
d in this chapie

d be
is, yous should think
ogoIng procris d product. This last point
pea g I i s primrly an omgong frocess sy se
ondanly e protact o uteans

THE NEED FOR A BUSINESS PLAN

o] st Plans

Reasons for Preparing a Business Plon

Mot entrcy are vesul and for good reason. A “can do” witade
is essential when stanting a new business. Otherwise, the danges of paralysis by in-

overwhehning. Geuting the
be i high priority. However, using the need for action
s excase to eglect plaiming is abvo a big misake

There are two reasons for wr
o bee shared with outsiders. and

hu

ess plan: (1) © create aselling document
1o provide a clearly articulated sttement of
al purposes. Figare 6-1 provides an over view of those

—

: 2 One of the business plan sofiware

] mmwmma-&-ﬁ-‘ﬂ.«- packages described in the list at the
- end of this chapter is BizPlan Builder

Ve can

e have chasen BizPlan, wh
¢ purchased s a supplement to this
ture of this book
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2 Explain 55 plan from the perspective of
mmmn—m i :
prescs ct
nnd‘amiwm the process of writing a business plan.
oot o d We then identify the part of BizPlan
| s sl ok i th

will help you work through the
given setof questions.

+ Th busines plon i vt s sl document o utidrs.
‘s than vhat wil go ight

s el i e Locating Assistance in Preparing
minimizing pecsonal rsk axposure. = Business Plan

The hmul.\(v of

A company is most

3
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« The alk 2 tion, needed for planning
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direct involvement. He or
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roved a oo of cortets ond o woch secton fo sy C) The enteeg
e 6 foosartoat o the plan and 1o focliote reisions, (3] necessary o produce a plan that
char,grophs, . oo sammarie,ond othr vuel i to y
""mmw“ doi ot oy 6 R, is realistic and believable. Furth
{4] oo nwmmghmwma«d&/' chown more; the plan v
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Proparation of o business plon. ants is deseribed in the Action Plan

29. Other outside sources of
e listed below




To help you organize your study, we have
structured the Student Learning Guide
around these same learning objectives. An
icon beginning each section of the Guide
identifies the corresponding learning
objective. First, we recap each key section
in the chapter, grouped by learning
objectives. Next, a “Quick Identification and
Explanation” section reviews important terms
in the chapter. Next come True-False,
Multiple-Choice, Fill-In, and Essay Questions
—all organized according to the learning
objectives they test.

6 The Role of a Business Plan for a New Venture

== LEARNING OBJECTIVES
1

Answar the question “What is a business plan?”

« Abusiness plan identifies of the by
approach to be taken by the entrepreneur to capture the opportunity.

2
th investor.

« A business plan clearly states goals and strategles for internal purposes, and it is used
document to out

selling

« A business plan must be designed to communicate effectively and quickly to prospective
investors, who need to know how the business will help achieve the investor's personal goal—to
‘maximize the potential recurn on investment through the cash flows that will be received from
the

Describe what determines how much planning an

.+ Th

time and money, affects how much planning will be done.

t affect the extent of planning include (-y ) management style and ablity,
preferences, (c)
uncertainty in the environment.

Part3  Developing the New Venture Business Plan

fons to follow in writing o business plan,
mponents i

pill be more effective if you follow these suggestions: (a) provide a table of

« Professionals such as attorneys, accountants, and other entrepreneurs can provide useful

fach section for easy reference; (b) usel loose-leaf binder to package the plan and
bns: (c) use charts, grap summaries, and other visual aids to
d provide an effective pruenu(lon that {s easy to follow; (d) maintain

== QUICK IDENTIFICATION AND EXPLANATION

mputer of the

Le o oo plam e o oo v g () i ety summary, (c) a general
jon, (d) a products and/or services plan, (¢) a marketing plan, (f) a management
ing plan, (h) a financial plan, and (i) an appendix.

1 Answar the uestion “What is a business plan?”

L business plan: a document containing the basic idea underlying a business and related
considerations for starting up

*

S

4 o foliow by i 47
and outline of
2 section of the ‘written to convey a clear and concise picture
of the proposed venture

products and/or services plan: a section of the business plan describing the product and/or
service to be provided and explaining its merits

marketing plan: a section of the business plan describing the user benefits of the product or
service and the type of market that exlsts

5. management plan: a section of the business plan describing the key players in a new firm and
their experience and qualifications

operating plan: 4 section of the business plan describing the new firm's facilities, labor, raw
‘materials, and processing requirements

financial plan: a section of the business plan providing an account of the new firm's financial

o Isreverues,costs, and profes

nditi

Chapter 6 The Role of o Business Plan for a New Venture: sl

[ESTIONS
T, ifitis true, or with an F, if it i false.
fan is primarily a selling document.

y components of

foss plon from the perspactive of
hvestor.

5 idenify sources available for assistance in propering

d quickly ascertain

0 A allows an with vari i
cheir s d cash fl

2 word-processing package
b computer spreadsheet
¢ businesscalculator

d businessplan

== FILL-IN-THE-BLANK QUESTIONS
Write the correct word in the blank provided.

1 Answor the question “What is a business plan?*

LA isa
and related considerations for starting up.

idea underlying a business

of any business.

3 internal
purposes and to create s, document to be shared with outsiders.

4. A business plan can be used to enhance the firm's with prospective
customers and suppliers.

5 Most need to raise Tesources to supplement personal
savings.

6 A contains all needed y ¥ laws related to

8 The isusuallyat i i plan. fan provid statement of

. executive summary Jan s not seen by customers, suppliers, or investors.

b, productsandor services plan 2 f resources.

¢ marketing plan fan is & legal document for raising needed capital

d management plan isalegal warning potential the possible risks
9 high tothe ent.

4 operating plan. 1 of most n

b marketing plan. Jan should be lengthy and detailed.

¢ products and/or services plan.

d appendix.




Developing the New Venture
Plan, Step-by-Step.

tlition, we’ve given the business
EsbE ey Yo e Bistics Pl emphasis it deserves. Each
‘ n Part 3 presents a major part

'
P 3 Isiness plan.

6. THE ROLE OF A BUSINESS PLAN FOR A
NEW VENTURE

. CREATING A COMPETITIVE ADVANTAGE

- ANALYZING THE MARKET AND
FORMULATING THE MARKETING PLAN

. SELECTING THE MANAGEMENT
ID FORM OF ORGANIZATION

. CHOOSING THE LOCATION AND
PHYSICAL FACILITIES

ACCOUNTING STATEMENTS AND
FINANCIAL REQUIREMENTS

FINDING SOURCES OF FINANCING

Laying the Foundation.

your small business.

Build Your Own Business Plan

Designed around a series of questions,
these chapter-end exercises lead you
through the building of your own
business plan, guiding you to reflect
upon critical issues that will impact

|
M LAYING THE FOUNDATION
Introduction

Developing the New

nture Busi

(Chap




Appendix A: A Sample Business
This appendix shows you a real Sample Business Plan
plan. Use this example to see
pieces come together. Refer to
build your own plan—either
project, or later, when you are re
into business!

Appendix A

SiBON
Ph. 409.383-0000 Beverage Corporation Fax: 409-383.0000
). Box

The “New Age” beve

it drnk arket o
$1 billion in

. 1 oo
tral product,fee of artical ingredicnts, pressrve
SIBON projects gross sales and carnings as follows:
1994 1995

Gross sales S1L446751  $5, 2
Pretaxincome (5 169,719) , 261,

3

DEVELOPING A

SIMPLE BUSINESS g | T T ———————
PLAN: CLASSROOM el Tosomecn :
LEARNING EXERCISES

will need to amplify o
the chacactenshics of the spocsfic venture. I mast ¢
example. you shosld project cash tlow on a monthly bass. 1
the wample p a

additional matcra
huw 1o expind your *real-workd

AN EXAMPLE OF A

scenano for a %
plas develaped

SIMPLIFIED PLAN

. i plae e s i son
e b s develog  pla f he i

his
ample plars tht Follows vill g 0 s coermig:
what you need 1 cover shen you develop vour plan, but 1t wil
0t provide all i the details. Since the business described 12 suur
phan will duffer from the venture contemplated in this sample plan,
sou will neod to develop sales estimates, cost figures, marketing.
approaches, and 3o on that are appropriate for tha venfuse.




Now in its 10th edition, this text has all the
advantages of a time-tested product—and the
added benefit of an author team committed
to bringing you the most current and critical
topics in small business today. The excerpts
shown here are only a small sample of the hot
topics you'll encounter in this edition.

Chapter 19

Quality Management and the Operation:

gineering far Improved Productivity

In the carly 19905, Michael Hammer and James Champy described a ¢
the restucturing of corporations so tht they
effectively. In their bestselling book, Reengineering the Corparation,
Champy d gineering as “the fundamental rethinking and:}
design of business processes to achieve dramatic improves
porary measures of performance, such as cost, quality, service, and speiad
Reengineering is concerned with improving the way in which a b
ses, whether that business s large or small. Hamn
their carly anlyss on lurge corpo
Ad

xe: i! |417
Figure 191

Essential Elewents of

Chapter 19

anagement and the O

cogincering soek fundai
thout why they do the things they do

Sucenful Quality

Munagrment
i34 involves cacehl
g sods and serices for cusiomers

Proponents of recs
the most basi Ievel. Reenginee

King small improve
by emphasizing thorougl

Reengineering's emphasis on basic processes
for substantial improvements in operations. Like cffective quality contrel

directsauention o actvities that create value for the customer. i
how the operations process can be v
waditional departmental lines and speciali s

successful quality management efforts incorporate three elements—a focus on
Customers, 8 supportive company culture, and the use of appropriate tools and
techniques, as shown in Figure 19-1

Customer Foeus of Quality Management

A firm's quality management efforts should focus on the customers who purchas
its products or services vigor 1o quality prog
Withe for quality casily degenerates into an aimless
for some abstract, elusive ideal.

H

CUSTOMER EXPECTATIONS: THE DRIVING FORCE  Quality is ultimately determined
by the extent to which a product or scrvice satisfies customers' needs and expects
tions. Customers have quality expectations regarding both products (durabiliy
and auractiveness, for example) and services and accuracy, For exaaple). A
ed with product quality when purchasing a camera or a loa
mple. In other cases, the customer’s ry concern is service
quality—the way in which an automabile is repaired, for example. Frequendy.
customer expects some combination of product and service quality—when bitgit
may be concerned with the performance of the
Khe courtesy Of the salapetson e rodit tommn offon
rany.
In thinking about customer quality requirements, therefore, managers
recognize that customers often have in mind specific standards that arc relevaribl]
the product or service being offered. Customer interviews yiclded the folloyil
comments that illustrate the type of expectati crs have regarding di
types of service businesses

Looking Ahead

After studying this chapter, you should be able to:

1 Describa the working-capital cycle of @ small
¥ business.

Automobite Repair Customers: Be Competent ("Fix it right the first time"): Ex
Dhings ("splain why I naed the sugaese. seairs—provide an temized '

Respectful (“Don’t treat me like I'm stupid”).
Hotel Customers: Provide a Glean Room (*Don't have  deeprpile carpet that. ol
completely cleaned. ... You can ltevally see germs doron there"); Provide o Secure

In Chapter 22, we suggested that an owner needs to
manage the firm’s income statement carefully, which
requires managing expenses relative w the firm's level

of sales. Owners and managers must also effectively
mister the firm's balance sheet, by managing both
estments in working capital and long-term invest-
ments. In this chapter, we will consider the investmet
decisions of a firm. We will first discuss the manage-

2 Montty the important issues in managing a fims
cash flows.

start here

3 Exploln the key isuesin managing account re-
caivable, inventory, and accounts payable.

Discuss the techniques commonly used in makir
4 capital budgeting decisions. v -~

ments of working capital is, the
O horeicems sems sl Vabhios snd e present 5 Determine the appropriate cost of capital 1o be
the process for making decisions on long-term invest- used in discounted cash flow techniques.

ments, such as those for equipment and buildings.

6 Describa the capital budgeting pracices of small

THE WORKING-CAPITAL CYCLE

ancial

bout the joys and tribulations of managing cash Daseribe the working
accounts receivable, inventories,  and accounts payable. Working capital manage. 1 geghl oyl of o amall
sho s (current assets) and short-term sources of  _business.
Bnancing (autvend ibilites)-—is extrommely important to most small firms. A per-
fectly good business opportunity can be destroyed by ineffective management of
afirm’s shortterm assets and liabilities. working-<apital
managemant
10s the lifeblood of business, the highvoctane fluid that courses through the entexprise, kin the management of

dling dreams, fueling growth and providing the energy needed to maintain a company's ot

Jorward momentum. 1115 hard to come by, difficult o track, and has the maddening habit
of eaking away just when it's needed mast.

The sbstance i ueston s, of s, cas,ali b s workin capital. 1 is an
absession ith roery o 6 needs
it ump st an e, o the propritor of o muli millon-dolar comprany who wnis 1
expand production

Thus, the key issue in working-capital management is to avoid running out of cash,
And understanding how to manage cash requires knowledge of the working-capial

working capital consists primarily of three assets—cash, accounts receiy- ot working capitel
able, ..m inventories—and two sources of horterm debi—accounts payable and the sum
accruals A firm's working-capital cycle is the flow of resources through these curren
accounts as part of the i dag o a0y operations. The steps in a firm’s working-
capital cycle are as follows:

Ceash,

(accounts payable and
1. Purchase or produce inventory for sale, which increases accounts payable—a accruals)

suming the purchase s a credit purchase—and increases inventories on hand.
2 . Sell the inventory for cash, which increases cash, or

working-<apital

& Sell the inventory on credit, which increases accounts receivable ity ow o .
3. a. Paythe accounts payable, which decreases accounts payable and decreases s thtough o

S working-capial
ing expenses and taxes, which decreases cash. e




“Exploring

Experiential Exercises. B

The Internet as a Selling Togl,
Surfing the Net. Everybody
it. That’'s why you, as a |
small business manager,
know how to take advant:
Internet to reach this
potential market for your
We’ll help you do this.

Chapter 21

Web”

The Internet is more than
a sales tool. It offers a
wealth of resources from
all over the world to help
you manage your business.
“Exploring the Web”
Experiential Exercises take
you “surfing” to see the
kinds of information out
there for small businesses.
You will browse Web sites
of real small businesses.
You will even investigate
the site for your text!

Part 2

acadesnic pre
@ casis
The Brown Family Business (. 603)

iteria, and procedures adopied by one family
r family members in the family busine

Equipment Dealership.” p. 595
ring,” p. (36

npany,” p. 660

Chapter 10 Choosing the Location and Physical Facilies

PERSONAL PREFERENCE
their he mmunie

B [m




Entrepreneurs:
The Energizers of Small Business

Carla Connor

Chapter 1

v
This chapter discusses entrepreneurs—
those individuals who start and operate
small businesses. The entrepreneurial proc-
ess—starting a new business—can be scary,
because entrepreneurs must assume risk. Carla
Connor describes her feelings when she decided
to open her own firm in South Florida:

In November 1990, | was scared and desperate. lﬂid off for months from a

Throughout the text, we integrate real-world
experiences. Each chapter opens with a
“Spotlight,” profiling a small business that
exemplifies topics to come in the chapter.
“Action Reports” throughout each chapter use
real experiences to illustrate how today’s small
firms cope with issues related to ethics,
technology, quality, entrepreneurship, and global
trends. Taken from sources such as Inc., Forbes,
Entrepreneur, The Wall Street Journal, and Nation’s
Business, these reports offer current examples
from the world of small business.

sales job at a company that sold industrial safety eq
savings, and trying to sell my car to keep my head a
I was sure of was that | no longer wanted to work
other hand, | was afraid to fail and wasn’t entirely
of being in business on my own.
Drawing on her corporate experience and using h.f
started C&B Industrial Safety, Inc. to sell industrial safety.
Although C&B was named for my two whippet
sure people thought it stood for “Carla & Somebody.
cern that | was a one-person company, that the b
stored behind my couch, Dﬁa!lnondnhvyghun
my dining room table doubled as the shipping dep
Despite such humble beginnings, C&B Industrial Sa
four employees and more than $700,000 in 1993 sales.
illustrates the entrepreneurial process in the 1990s.

—

Examples of Working-Capital Management

gust 15, both
il

Action Report:
Technological Applications

jTRqT

ild e

nple. clear

all sample of re




Action Report: .
Global Opportunities .

Action Report: p-
Ethical Issues

Part7. Legal Envitonmer

Kinds of Ethical Issues in Small Firms

o Ethical issues arc those prac
wiong. Such g
relationships ¢

ex and policies that involve questions of right and
o o far besond what vl or lgal, Many sl busingss
I for decisions regarding honesty, fairness, and respec

Only a naive person would argue that small business is pure is
conduct. I fact, there is widespread recognition of unethical and
business activity. While the extent of unethieal conduct ca

thical
ven llegal small
not be measured

Researching a Foreign Market

Foreign-market rescarch should begin by exhausti i\
ion as possible. The US. government offers an array of publications on
ate and exploit glohal marketing opportunities. The Commerce Depart
ment’s International Trade Administration (ITA) is the primary U.S. government
agency responsible for assisting exporters. One of its more helpful publications.
8. Global Trade Outlook 1995-2000. proxides « global outlook. Figure 16-3 de
scribes several ITA services,
tlent publication about global marketing prepared by the federal gov
\is A Basic Guide to Expinfing which is available from the Superintendent
S, Government Printing Office. Also a
Exprter's Gusde o Fredevnl Resonarees for Small Business ey prov

ccondary sources of

the same source

des the reader
overview of major federal export programs, as well as contact points for fur
ther information and help in finding expertise in tilizing these programs. The

o improvement in small, s well as large. busing
e glaring example of poor ethics practiced by some small businesses is fraud:
eporting of income and expenses for income tax purposes. This unethical
Cincludes skimmi -

s exists

that is, concealing some inco pr
imply that all or even

in business expenses. We do ot mean
e i such practices. Howeve oceur within
. the practice is suffciently widespread to be recognized ata

pall e 1. tax evasion dy

jublern
le Tnternal Revenue Service cegularly wncovers cases of income ta fraud, For
le. the John E. Long family, the largest promoter of country fol
fion. was forced t pay millions in back txes, and fon
Taw violations,

hey collected for admission. Instead, they deposite te accounts
hccks received from such sources as renting booths and publishing a maga
ately for the Longs. the IRS discovered 2,000 unreported deposits

the family had made inw 37 different accounts. The Longs had

" Good ol and peepliole o door”); Tiwat Me ke Guest (11 i s ik thy'v ook
g me over 10 decide whether they e going 1o let me have @ room”); Keep Yty Promses
Ty i the oom would b o, b s e promisd i

Equipment Repair Custom My Sense of Ungeney (“Speed of esponse is impor
1ant Ome tim 1 had o by scome io f poment s of the Nige o s
nth the it pirce"); Be Competent (“Sometimes I quoting stufffrom e instction
manuals to their own people, and they don 't cven knao what it means”); Be Prepased
(“Hiave all the prots wady) *

A genuine concern for custe

¥ needs and customer satisfaction is a powerful
husiness. If customer

[STENING TO CUSTOMERS  Autcntive listening can often provide
bout customer satisfaction. Employees having direct contact with ¢ can
rve as the eyes and ears of the business in y levels and customer
ceds. Unfortunately, many
om customers, Preaccupicd wi
b. et alone solicit, custome
bmers—servers in a rest
o

h operating de
ions. Employees having direct

% aple—are seldom trained or cxpected 1o

about custorers’ quality expectations

methods of observation.

in Chapier 8. can be used 10 investig:




New Terms and Concepts

Soon1
Tho reo Dorsa brohesar ey spin o sach e Phas b
yout byl heyhomror

ity bon 40 0. o et 30y, o, Hory
b Do v o she ol guchring bunpens oonie]
wwr«mdummhm
o i ifrances and argumant; St
st b ot ol ol i
Mmm»oém»hu s, Torss oldost
a&:‘mhamm&-ﬂmm
pisiy
= mm»mf.nmmmuwmmw
aai-vqm»-w-wmqumw,«m
msma. od o
nger-s on speaking ferms,
Wp.;:.». m-ru:mgmwm
Thabines i m_!a:..wma.m
it boinss
The iy s k. Whet con bn vt
Oy S b N7 110
SRR e
Question 1 Why do you think the cousins get along beter than their
?
Guasion 2. How might s confic over companation b resohect

Situation 2 Horrison Stevons, second-generotion president of o fomily-
e ot b, o ool s b 17

. whe viorked os o Ml-u....h.m M

Barny M is IM

il b o M e

s

m,hmn%wmw.n.;wmuvummw

velopment, This could bogin, as ha sow i, by Jearning o werk hord. if he

The daughter would reccive all non-
business assets plus an inst of
debt from her brother, intended 1o
balance the monetary valucs. This
plan was not only fair but also work-

they relate to the future of the firm.
The plan for transfer of ownership can
then be firmed up and modificd as
necessary when it is discussed with the
children or ather porential heirs,

DISCUSSION QUESTIONS

skills were focused i
reas of engineering, finance

family business or to become
ly business?

However, you would like to sec
your son make some progress
and earn a higher salary t© sup-
port his wife and young daugh-
How would you go about
dec Would you

ness tend to have a g
nalistic business pattern
1 fanily pattern?

back 1o the family business. As a

To be a successful small business manager,
you need practice. Without it, you have a
book that whets your appetite but doesn’t
bring you any closer to the table. In addition
to offering practical information ready to put
to use, each chapter concludes with realistic
application exercises and references that send
you to the chapter-specific cases at the end of
the text.
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purchising eyl e G ki
X i S cliaper - ing immotory horioges from the poy. iy e m diood e i
took when making an important | orod responble umwmhwmm e
purchase recently—a purchase of When the st “short” paychocks orrived, drivers ware angry. Sharing. |
1 $100, if possible. Com- i concem, e o wpuric o rognl e i wart |
s with the steps h@wwmmnmun.m-w thers, appeced 1o the |
this chaptes - owner. The manager argoed thot (1] there wa no question about
1p the purchasing cycl | thehonesy. uthdmm 12) he had personaly crocted the lnwetory conrol |
et e syvem i h.-m.a 13)the st is rimitcly comglicord and v |
3. Using the ABC inventory mulnu i
method, sy vome ofyovs ot | o o
sonal posessions into thiee cae. ;,u,,‘__w,_hm i !
gories. Include at least two items i
n each category | Question 1 Whot i weang, if arything, with the genorol managas op- |
. Interview the manager of a book- oroach fo making sure that deivas o o sl or oct <crelssyd I ione |
{ ohein |
ey AT b |
o rom drvors e whan
o ety s docanet o - {
How should tho ownor esclv this dipuie? {
Exploring the ([f) ‘

Consult Dun & Bradstreet's home page on the Web (http:/ /www.dbisna.com)
Prepare a one-page report sum
tion offered there concerning the

izing and evaluating the type of informa
ement of supplicr relationships

C
Mather's //,mmg and Air Conditioning (p. 644)

This case examines the difficulties experienced by a small heating and air
conditioning firm in dealing with a major supplicr

Vteruatior Gases for Chapter 20: Case 23, “Barton Sales and Service,” p, 653
Case 26, *Diaper Dan,” p. 662
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Cases.

The 26 short cases located at the end of th
designed for specific chapters. End-of-chapter r.
briefly describe the main case for that chapter
alternative selections as well. Based on actug
ences of small business managers, these cases
practice in applying chapter concepts. ‘
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Welcome! Thank you for selecting
our text for your students. We are excited
about the new edition and its related teaching
tools. As you well know, many students at some point in their lives will own or work
for a small business. Therefore, this field of study is relevant to more individuals
each year, making our role as educators both challenging and productive. Our goal
is to provide a teaching package that will help you help your students.

For more than three decades, Small Business Management: An Entrepreneurial Em-
phasis has been the most widely used text in its field. In the tradition of earlier edi-
tions, we have prepared a tenth edition that incorporates current theory and
practice related to starting and managing small firms. Our diverse academic back-
grounds in business management, marketing, and finance have enabled us to pro-
vide well-balanced coverage of small business issues. In preparing this book, we
kept three primary goals in mind. First, we sought to offer a complete treatment of
each topic. Second, we gave readability a high priority by continuing to write in the
same clear and concise style that students have appreciated over the last nine edi-
tions. Finally, we included numerous real-world examples to help students under-
stand how to apply the concepts.

Ultimately, however, it is your evaluation that is important to us. We want to
know what you think. Please contact any of us as questions or needs arise. (Our
telephone numbers, fax numbers, and E-mail addresses are provided at the end of
this preface.) We view ourselves as partners with you in this venture, and we wish to
be sensitive to your wishes and desires whenever possible.

Innovations for You and Your Students

As we prepared the tenth edition, we tried to include the latest teaching tools to
help you plan your course and the most current concepts and real-world examples
to help you keep your course up to date. A description of some of these new fea-
tures follows.

¢ Integrated Learning System. In this edition, we structured the text and supple-
ments around the learning objectives, to create an integrated learning system.
The numbered objectives in each Looking Ahead section also appear in the
margins throughout the chapter. In the Looking Back section at the end of the

New!
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