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Executive Summary

Overview of the paper

What is an information technology (IT) entrepreneur?  In this paper, we will answer this question along with many other questions one may have about being an entrepreneur.  In the first section of this paper, we will explore some statistics of current entrepreneurs in the United States, along with positive and negative aspects of being an entrepreneur, some of the challenges they face, and why this information is important to managers.  

In the second section, we will define what an information technology entrepreneur is and state some of the traits that typically accompany entrepreneurs.  We will also explain the different phases of a start-up company and what attributes are necessary for a successful start-up business.  Furthermore, we will also address the debate of whether entrepreneurship can be taught or if it is innate.

The next section will cover our interviews with entrepreneurs in the St. Louis area.  We covered two main topics in our questions, business and personality.  Our business questions involved reasons for starting his/her own company, experience, education, funding, non-financial support, expected/unexpected challenges, and advice to future entrepreneurs.  The personality questions addressed how others viewed the entrepreneur’s personality, what he/she was like as a child, his/her biggest inspiration, what keeps him/her up at night, and personality traits that he/she thinks an entrepreneur should possess.  In addition to our business and personality questions, we also asked the question of whether they thought that entrepreneurship could be taught.

The entrepreneurs we interviewed are Suzanne Joyce from TechGuard Security, Greg Sullivan from G.A. Sullivan, and Adam Buffa from Buffa-Tech, LLC.

The fourth section will follow a step-by-step example of becoming an entrepreneur.  This fictional story will cover the legal requirements, marketing strategies, and some of the overall costs that might actually go into the process of starting a company. This is not a technical guide to starting a business, but rather a specific example of a possible IT startup attempt.  Practical resources that may be used while planning a startup will also be stated in this section.
In the final section of the paper, we will conclude our overall findings and compare/contrast them to our case studies.  Planning with the aid of books, articles, websites, entrepreneur incubator centers, entrepreneur community gatherings, and universities is highly recommended and encouraged.  Our entrepreneurs may not have the same story, but their messages are clear.  Being an entrepreneur is not easy.
IT Start-ups - Importance to Managers

The presence of entrepreneurial activity, in particular that which utilizes IT as its platform, is an important factor in economic growth. It is important for managers to realize the economic opportunities that can be realized from entrepreneurial ventures.

There are many benefits to a community that fosters innovation and entrepreneurship. Firstly, technology oriented start-ups attract an educated work force with higher paying salaries, which is good for all businesses in a region. Secondly, return on investment is higher in regions that support entrepreneurship, including educational resources and financial resources. All aspects of the local economy are positively affected by an increased investment in enterprising initiatives. A study released in 2005 on the “National Assessment of Entrepreneurship and Regional Economic Growth and Development” which used data from the 2000 U.S. census concluded that: 

“The most entrepreneurial regions had better local economies from

1990 to 2001 compared to the least entrepreneurial. They had 125 percent higher employment growth, 58 percent higher wage growth and 109 percent higher productivity. This general finding held individually for large, medium and small sized regions but was most pronounced for large regions” (SBA Office of Advocacy).

In this study it was shown that the presence of high technology ventures was 63% higher than less entrepreneurial regions. Therefore in a region rich in entrepreneurial activity it is important for managers to not only see opportunities for themselves to start-up a company but also the positive effects it has on there own place of employment.
What are the positive aspects of becoming an IT entrepreneur?

There are multiple positive aspects to being an entrepreneur.  Entrepreneurs are a great benefit to our society.  They create jobs, products and provide services that were not previously available.  They continuously find ways to improve our style of living through their inventions and improvements to services and products we already have (Paulsell, 2005).  In a sense, they activate and stimulate our economy (Tracy, 2006).

In addition to benefiting our society, there are positive aspects that affect entrepreneurs personally.  First of all, entrepreneurs have more control over their own lives (Paulsell, 2005).  The thought of being one’s own boss appeals to many.  Additionally, many start-up businesses usually start in the comfort of one’s own home.  Finally, one also has the potential to increase his/her own income (Starting small business is appealing and challenging, 2005). 

What are the potential drawbacks and challenges to becoming an IT entrepreneur?

In addition to having positive aspects of being an entrepreneur, there are multiple drawbacks and challenges as well.  First of all, many people probably think that being one’s own boss would be a great thing.  However, according to Jerry Burnett of Burnett Automotive Services, “Being your own boss can be overrated” (Tribune Business Weekly, “Starting small business is appealing and challenging”).  Starting one’s own business takes constant dedication and sacrifice (“Starting small business is appealing and challenging”, 2005, Stovall, 2005).  Finally, according to statistics, 80% of new ventures will fail within the first 5 years (Butler, 3).  

As far as challenges, finding venture capital, or coming up with capital in general, is a common problem for many entrepreneurs (Phillips, 2005, Pearsall, 1997).  In addition to this entrepreneurs sometimes have difficulty gaining experience and finding the right people to turn to for help (Pearsall, 1997).  Finding a mentor or someone to turn to are concerns for many entrepreneurs (Pearsall, 1997).

How did we find our information on IT entrepreneurs?

In order to find out information on information technology (IT) entrepreneurs, the first step we had to take was to locate information about IT entrepreneurs.  This involved finding books in the library, searching databases on the World Wide Web, using search engines such as Google, and locating articles in magazines and newspapers.  After we located all of the information, we familiarized ourselves with the all of the data so that we could create some informative questions to ask our interviewees.  We then started contacting resource centers, incubators, and staffing firms to help us locate IT entrepreneurs in the St. Louis area.  We also used these resources to answer certain questions we had about what resources entrepreneurs could turn to in their initial start-up process.  The next step was to contact our entrepreneurs and interview them.  Finally, our last step was to take the information we collected and compare/contrast the information to our interviews with the entrepreneurs.  

What are entrepreneurs and what does it take to be one?

The Entrepreneur

 There is no generic definition of entrepreneur but rather a combination of factors that distinguish one as an entrepreneur. A common thread found in the literature on entrepreneurs describes it as someone who has the ability to bring together assets or ideas in a productive process that adds value. In the book Entrepreneurship it is defined as:

“In almost all of the definitions of entrepreneurship …we are talking about a kind of behavior that includes: (1) initiative taking (2) the organizing and reorganizing of social and economic mechanisms to turn resources and situations to practical account, (3) the acceptance of risk or failure (Hirsch, Peters, & Shepherd, 2005).

Based on Roberts’ studies of the high-tech entrepreneur; a distinguishing factor of an entrepreneur was a high level of education. In addition, the high-technology entrepreneur has access to a network of associates with business and technical skills (Roberts, 1989).

The research on entrepreneurs and entrepreneurship has grown exponentially in the past twenty years due to the availability of empirical data and its’ positioning as a legitimate academic field of study. There are several overlapping schools of thought on entrepreneurship. The first and oldest field of study on entrepreneurship involves the psychological characteristics of entrepreneurs. This school of thought sought to determine which personality attributes distinguished an entrepreneur from a non-entrepreneur (Mitton, 1989).  In conjunction with this school of thought is the role of emotional intelligence as a factor in identifying entrepreneurial behavior. Studies have shown that qualities of self-regulation and self-awareness of ones internal states provides a foundation for self-confidence which is a component of entrepreneurial behavior (Cross & Travaglione 2003). A second school of thought focuses on “cognitive heuristics” or cognitive theory which deals with ones ability to recognize an opportunity that leads to the formation of a new venture (Shaver & Scott 1991). A third school of study involves the environmental factors which contribute to the development of an entrepreneur. These external factors include such things as education, cultural influences, economic and technological influences. The process of becoming a technology entrepreneur is influenced by a variety of environmental factors ranging from access to education to the economic climate  (Hirsch 1990).

Entrepreneurial Traits

The literature on specific personality traits and emotional intelligence as an indicator of entrepreneurship includes a wide spectrum of traits. Within these studies there are some traits that entrepreneurs are consistently shown to possess. (1) Internal locus of control, which describes the internal thought processes within an individual in which they take full responsibility for the outcome of their venture. (2) Creativity relates to the entrepreneurs ability to conceive a unique idea or business activity that is new or innovative.  (3) Achievement oriented is the determination of the entrepreneur to conquer problems and launch a new venture. (4) Drive is manifested in the entrepreneur’s dedication to hard work and perseverance in seeing the venture through. (5) Optimism is a state of mind in which the entrepreneur has the belief that anything is possible. (6) Self-esteem is a feeling of self-confidence in ones ability to achieve their goals. (7) Risk- taking is a course of action that the entrepreneur pursues in which the guarantees for success are not readily apparent. (8) Recognizes opportunity relates to the ability of an entrepreneur to see situations in his/her environment, which can be exploited for use in the development of a new venture. (9) Openness to change is an entrepreneur’s ability to innovate when necessary to adapt to unpredictable situations (Koh, 1996, Sexton & Smilor, 1986).

Environmental factors that trigger entrepreneurial behavior

Trigger events are external environmental factors that are referred to as “setting off the initial spark” (Larson & Rogers, 1986). The opportunity trigger, the technology trigger, and the cultural trigger are three common trigger events that can make or break the creation of an entrepreneur. The opportunity trigger is basically referred to as “being at the right place at the right time”. The entrepreneur realizes the opportunity is there for the initiation of a start-up but; he must follow through with his venture now or lose a competitive edge in the market place. The technology trigger is related to the rapid developments in the area of technology in which technological innovation provides opportunity for developing a new start-up company utilizing this new technological advance. This was very true during the dot.com craze of the late nineties when access to the Internet was broadened to encompass a global market place, which opened up opportunities for a surge in new start-ups based on this technological development. The cultural trigger refers to the environmental conditions in which a sub-culture develops that provide positive stimulation towards the formation of start-ups (Bolton & Thompson 2004).

The cultural influence as a trigger to the formation of new start-ups plays a significant role in fostering new, innovative, entrepreneurial activity. Several places in the United States that support this entrepreneurial culture on a large scale are Silicon Valley, Technology Corridor (Cambridge Mass. Area), North Carolina Research Triangle and most recently Austin, Texas. All of these have a common trait of being near large, research oriented universities. This proximity to a university provides the backbone for new advances in technology. In a study conducted by Mari Suko, he states that educational orientation “…means that people generally value others by the novelty of ideas and individual achievements” (Suko, 2003).  This in turn provides an educated and technologically skilled labor pool to draw from when starting your company.  In addition, the financial institutions are in place to provide the needed seed money to transfer this new innovation into a fledgling start-up. Lawyers in this technologically rich area are familiar with legal issues specifically exclusive to start-ups (Hirsch, 1990).

“Silicon Valley does not only contain technology gurus…it also contains intellectual property lawyers, venture capitalists, product designers, and so forth each at the frontier of their ‘trades’….Here professions develop in tandem with other innovators; here lawyers and venture capitalists…act as mentors and even as instigators, distributing expertise gained from working with the last start-up to those trying to build the next” (Brown & Duguid 2002).

Access to the expertise that clusters in these geographic areas gives entrepreneurs a strategic advantage over their entrepreneurial counterparts in other regions of the country. The availability of ideas, money and people within these technology sub-cultures provides the catalysts for successfully launching a new company.

Motivation for Launching a Start-up

Starting up a new company requires a lot of courage since there are no guarantees for success.  One must wonder why a highly educated, talented individual decides to take the initiative to launch his/her own company.  In a survey of seventy-two technical entrepreneurs as stated in the book, Entrepreneurs Talent, Temperament, Technique, the motivating factors were that, 

 “Thirty-nine percent …sought independence, wanting to be their own boss. Thirty percent were responding to a challenge and only twelve percent were motivated by the possibility of wealth.”

Even though the potential is there for an entrepreneur to make money, the primary motivation is the notion of being able to say, “I did it my way” (Bolton & Thompson, 2004).

What Factors Lead to the Success of an IT start-up?

There are four important factors to take into account when launching an IT business.  These economic factors are (1) target market growth rates, (2) timing of market entry, (3) near-term revenue potential and (4) impact of the cyclical nature of the  industry. Successful implementation and assessment of these four factors can help assure the viability of the new IT venture (Umesh, Huynh, & Jessup, 2005).

The IT industry has a high growth potential because of the ever present need for innovation. In the field of information technology, there exists untapped pockets of growth potential. It is important to identify and target these areas where market potential exist when developing your IT start-up. In “Creating Successful Entrepreneurial Ventures in IT” it is stated as a need to, “Look for rapid growth rate. Markets are particularly attractive when combined with barriers to entry such as unique technology, patents, and exclusive distribution arrangements” (Umesh, Huynh, & Jessup, 2005).

Timing your products’ entry into the market place is critical to success. If the market is not ready for your innovation then it will have lack luster sales and ultimately lead to the failure of the business. It is important to know what the needs of your potential clients are and adapt the technology for that niche market. As you become more successful, the company can broaden its goals. 

It’s important that a new start-up maintain a focus on the financial picture. “The best indicator of a successful entrepreneurial venture is a rapid increase in revenue,” which is one of the factors described in “Creating Successful Entrepreneurial Ventures in IT” (Umesh, Huynh, & Jessup, 2005). A start-up company often times has limited financial resources and these funds must be carefully managed in order to maximize the return on investment. In the field of technology it is important to make use of existing technology platforms especially if this can reduce your expenses. Within this financial context it is important to narrow your focus, to one or two niche segments, to avoid the risk of exposing your company to financial vulnerability. 

In the field of IT, the market place is very cyclical as technologies become obsolete or the market becomes overly saturated. In many cases an IT entrepreneur has to be quick to get their IT innovation into the market place due to shortened life cycle in technology. A changing economic climate can affect the availability of venture capital for the IT Start-up. If the IT product is right for the market place one should push to develop their new venture even it is difficult to finance. Such a venture may require bootstrap financing because of the lack of readily available venture capital. Initiating your start-up during an economic downturn can offer opportunities in itself as there will be less competition in your niche market. (Umesh, Huynh, & Jessup, 2005).

An application of these entrepreneurial principles in the area of information security is demonstrated in figure 1-1 (Umesh, Huynh, & Jessup, 2005).  In applying the rubric designed by Umesh, Huynh, & Jessup, one can see that launching a company based on technology in information security would have a high success rate. 

	TYPE OF START-UP COMPANY: 

 INFORMATION SECURITY

	 
	 
	HIGH SUCESS

	Growth Rate
	1.Growing concern for business & govt.

	of Market
	2.Increased demand as the amount of data

	 
	 
	storage and computer access increase

	 
	VERY HIGH SUCESS

	Timing of the Market
	1.Excellent timing due to the need for 

	
	data, software, & network security

	 
	 
	 

	 
	 
	VERY HIGH SUCESS

	Revenue
	1.When applied as a Service has potential

	Flow
	for rapid revenue growth

	 
	 
	2.Revenues from business security needs

	 
	 
	HIGH SUCESS

	Cyclical
	1.Less seen as a cyclical market

	Markets
	2. Is a basic need for business & govt.

	 
	 
	 


Types of Financial Capital for the IT Start-up

The financial capital needed to initiate and sustain the start-up through its various stages of development is predominately venture capital. Financial support for a start-up can be categorized into four primary groups (1) boot-strapping, (2) business angels (3) private venture capital and (4) corporate venture capital (Bolton & Thompson, 2004).

The most rudimentary type of financing is called “boot-strapping”. This type of financing uses non- traditional forms of financial support and relies on using creative methods for acquiring resources. Financial resources may come from personal credit cards and savings, loans from friends and relatives, a negotiated grace period with dealers to delay payments, and the entrepreneur’s deferment of a salary. This type of financing is usually only sufficient for the launching of a new start-up and more traditional forms of funding must be secured in order to grow the venture (Osnabrugge & Robinson, 2000).

Business angels are wealthy individuals with entrepreneurial experience who want to invest in new innovative start-up companies. The advantages to using business angels are the short investment process, the cost of financing is cheaper than other sources of money, and they bring a wealth of business knowledge. According to Van Osnabrugge and Robinson “Business angels are the oldest, largest, most often used, and most important source of outside funds for entrepreneurial firms” (Van Osnabrugge & Robinson, 2000).

Private venture capital is investment money from a consortium of investors or fund managers who are looking for opportunities to invest in high growth potential enterprises. Start-ups need this infusion of financial support from the early stage to the expansion stage, to insure continued growth of the business. The book, Angel Investing, explains it as such,

 “Most venture capitalists require…that your firm has a product with high potential that is somewhat proven, a skilled management team,  a market with a high growth rate, a competitive advantage, and financials that project multimillion dollar company revenue streams within a matter of years” (Osnabrugge & Robinson, 2000).  

 Over the past twenty-five years information technologies have attracted the largest share of venture capital disbursements.   
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Stages of an IT Start-up

There are five basic stages in the life cycle of an IT start-up, which coincide with the types of financing needed at the various stages. The first stage is commonly called the “Concept Stage” in which the entrepreneur comes up with the idea or innovation. The second stage is referred to as the “Seed Stage” at this point a prototype is developed, financing is usually from a boot-strap approach and the enterprise is considered very high risk. The third stage is the “Start-up Stage,” which is when one is actually producing a product and has entered the market place. At this stage, the business shows promise but is still considered to be at a high risk for failure. It usually last one to two years and requires secondary financing from venture capital investment. The “Expansion Stage” is when the business is actually growing it moves from a break-even point to demonstrating profitability. The company transforms from a state of high risk for failure to a low risk or moderate success. In the early part of this stage there is still a need for outside venture capital investment to sustain growth in the company. The last stage is termed the “IPO/Acquisition/Buyout Stage.”  This is when the company is at a cross roads as to the future direction the start-up takes. It can become the target for a buyout, be poised to acquire another small company or try to go public with an IPO  (Swanson & Baird, 2003).

Can entrepreneurship be taught or are we born with it?

Since entrepreneur classes were first offered 20 years ago, there has been a debate on whether entrepreneurship can be taught or if it is just a trait that certain individuals are born with.  Though little research has been conducted, a study from the University of Arizona, in 2002, found that such classes can teach the basic skills of running a business, as well as speed up the learning process for those who already possess entrepreneurial characteristics.  In addition to this, it forces students to set a deadline to actually accomplishing their dreams (Gray 2006).

The study also came up with some interesting statistics.  According to the study, students that majored in entrepreneurship, or had an MBA with an emphasis in entrepreneurship, earn an average of $23,500 more than graduates with business degrees.  Five years after graduation, this average moves to about 27% higher or $72,000 more than other students who just majored in business or obtained their MBA alone.  If these students were to start their own business, they would be three times more likely to start a company with average annual sales of $50 million (Gray, 2006).  

Though there are many skeptics, there are multiple benefits of entrepreneurial programs.  First, such classes teach the basic skills and ethics necessary for running a business.  Second, universities and colleges create an atmosphere in which one can make connections with investors, mentors, and students wanting to become partners or managers for start-up companies.  Third, such campuses become a place for raising capital for a business.  Finally, the most important reason is entrepreneurial programs offer a safe place for students to make mistakes without risking their livelihood.  These programs can help students decide whether starting a company is right for them or if they should major in a different program (Gray, 2006).

Though there is no clear-cut answer as to whether entrepreneurship can be taught, Jerome Katz, a management professor at St. Louis University, claims that entrepreneurship programs are among the fastest growing in the nation.  According to the Ewing Marion Kauffman Foundation survey, 1,992 colleges and universities offer courses on entrepreneurship compared to about 300 in 1984-85.  Such universities offer money for start-up businesses, connections to business networks, and even turn residence halls into incubators (Gray, 2006).

We think Mary Paulsell sums up this topic the best with this statement, “In the end, it makes little difference, as long as we continue to provide opportunities for them and create the right environment in which they can succeed” (Paulsell, 2005).  We believe such universities and colleges do provide those opportunities and create that environment.  Mistakes are inevitable.  Therefore, students may as well make the mistakes in school, when there is not much risk involved, rather than in the real world, when one’s livelihood and reputation could be at stake.

Entrepreneurs in the St. Louis Area and their stories

Suzanne Joyce – Techguard Security

Interviewed by Matt Schlanger on April 10, 2006
Techguard Security was founded in direct response to Presidential Decision Directive 63 (PDD 63) calling for the best security for the nation’s interconnected communication and banking infrastructure. Suzanne Joyce, president and CEO, founded the company with James Joyce, Chief Technical Officer, and Andrea Johnson, Computer Engineer. The main goal of Techguard Security is to secure private networks, research and development, and support cyber defense. The company has ninety-five percent government contract / funded research and five percent commercial business (Joyce, 4/10/06).

As government agencies and businesses were converting from a paper to a paperless system they created digital viabilities that could possibly come under attack. Companies were accepting credit card and banking information without the adequate protection. Most people did not realize that firewalls and other digital roadblocks were necessary to keep sensitive information safe. Techguard Security positioned themselves as “digital locksmiths,” helping the government and businesses properly secure information (Joyce, 4/10/06).

Techguard Security’s original plan was to give away ten percent of stock and receive ten million dollars of funds. Raising this capital for a technology startup was not uncommon in the mid to late 1990s. Unfortunately, Techguard Security was founded at the downturn of the exaggerated dot-com spending. As companies folded around them, Techguard Security “rolled up their sleeves, and built it organically.” Looking back, Suzanne Joyce is proud of the bootstrapping and fund raising that strengthened Techguard Security and made them more respectful of money. Now that they are a hundred percent privately held company, they have more freedom as they move ahead (Joyce, 4/10/06).
Suzanne’s Story

Suzanne Joyce considers herself to be positive, aggressive, and a natural salesperson. As a child she was extremely social and liked to meet new people. She was always curious and eager to learn. In grade school she sold the most Girl Scout cookies in her troop and in college she supported herself selling Cut-co cutlery. After graduation she went to work for Coldwell Banker and became “Rookie of the Year” by selling more than any other new hire (Joyce, 4/10/06).

Later, she founded a mail order business in the 1980s named Flight Gear that sold flight related clothing and apparel. Her friends and family did not take her seriously, until she started traveling, accepting credit cards, and fully supporting herself on the income. Those that knew her well were not surprised to see her succeeding at a sales position (Joyce, 4/10/06).

Suzanne Joyce’s biggest inspiration is her love for the free market system of the US. Discovering a need and providing a solution excites her. She comes from a patriotic family and has become passionate about keeping sensitive information safe from “cyber attack.” She enjoys playing a role in educating others on how they can be a good “cyber citizen”. Techguard Security must always be changing and growing in order to provide the best network security for the government and businesses (Joyce, 4/10/06).

Her financial responsibility as a business owner is what she thinks about the most. She is personally responsible for fifty-four employees. Suzanne Joyce thinks about the employees and their families and feels the pressure to succeed. She also feels a responsibility to all the investors of the company because they believed in her. Friends and family invested because of her personal relationship with them and they took a chance on her when they supported Techguard Security (Joyce, 4/10/06).

Suzanne Joyce believes that it is possible to teach someone to become an entrepreneur. A good entrepreneur needs to be optimistic about the future. They need to find a mission or a focus and be passionate. Good leaders must be passionate and believe in what they are doing for anyone to be willing to follow them. Money is important, but the business needs to have personal significance to succeed. When growing a business, she feels it is most important to build a team of people that all have different skills that can compliment each other (Joyce, 4/10/06).

What is Suzanne’s advice for future entrepreneurs?

Suzanne Joyce supports the various incubator and entrepreneur groups available to startups. She suggests that an entrepreneur attend events to network as much as possible. Other entrepreneurs are usually very helpful and would like to give advice and save a startup from some of the obstacles they encountered as they grew. Various clubs and seminars are available that provide a good opportunity for startups to learn and meet others (Joyce, 4/10/06).

What did we learn from Suzanne?

Suzanne Joyce is optimistic about the future. She finds the company on solid ground as they are currently hiring more employees. She is pleased to say that the industry has matured in the past couple years and others now see there will always be a need for evolving network security (Joyce, 4/10/06).

Greg Sullivan – G.A. Sullivan 

Interviewed by Catherine Byrnes on April 11, 2006

In 1982, Gregg Sullivan formed his company “G.A. Sullivan” around a relatively new PC technology. His goal was to provide custom software for businesses using the new PC platform. After ten years, G. A. Sullivan had revenues of $335,000 and 25 employees. At this stage Greg decided to expand his vision for his company and leverage the Internet to help his clients find e-solutions to their business needs. The company experienced rapid growth in the 1990’s, and by 2000, had 300 employees and 22 million in revenue. In 2004, Greg decided the time was right to sell his company.  The market was saturated and a lucrative buyout offer presented itself.  Presently, Greg has joined Global Velocity, an IT start-up, as its CEO (Sullivan, 4/11/06).

Greg Sullivan’s Story

Greg Sullivan always loved school and was an honor student. He says he always had a wild side too and that is what attracted him to taking up the drums and performing in a rock band. Classmates referred to him as a “Geek Freak”. He went on to attend Washington University and graduated with a B.S. in Engineering. For his senior project he developed a software program for the relatively new IBM PCs. This was the foundation for his soon to be start-up company. Once he graduated, he had this idea for making business software but he had no money and no computer. Using “boot-strapping” for his financing and his resources, he was able to officially launch his business. This was made possible with about $1,000 dollars from his family and the owner of “Computer World” let him use a demo model of an IBM PC to program on. The customers gradually started coming but in order to pay the rent and eat he continued to play in a rock band. After six months he made $7,000 and hired his first employee another engineer. There was no turning back at this point and the revenues just kept growing (Sullivan, 4/11/06).
When asked about why he decided to start his company, Greg said, “ I had this desire to make my own way in the world. …This new technology was my ticket to do it.” Greg had a built in network of support from classmates, to Washington University professors and alums. A college roommate provided financial advice, legal help came from a cousin in law school, and technical advice came from his professors. He gives a lot of credit to the Washington University community for inspiring him in achieving his dream (Sullivan, 4/11/06).
The expected challenges for Greg was that IT was the wave of the future and with that, how do you keep your competitive edge and grow the business. The challenges Greg did not expect was the dot.com bust; in which companies started slashing prices below their profit margins. In the end, his company survived but the IT landscape had changed dramatically and that is when he decided to take the buyout offer (Sullivan, 4/11/06).
The entrepreneurial traits Greg thought best described him were ambitious, driven, outgoing, personable, adaptable and honest. He also believes an entrepreneur must be able to identify opportunity and position yourself to take advantage of it (Sullivan, 4/11/06).

On the topic of “what keeps him up at night”, Greg said globally it is all the things going on in the world around us. As far as my new venture, he said I worry about successfully moving it out of the incubator and growing it to be a great company (Sullivan, 4/11/06).
What is Greg Sullivan’s advice for future entrepreneurs?

Greg’s advice is that, “Quality prevails ultimately, but periods when sizzle has more appeal.”  He also believes that, “Starting your own business is not for everybody… only if you’re in a position to take a career risk.” In addition, every entrepreneur should be prepared to adapt to changes in business and technology. In his situation Greg said, “I changed the way we did business to better use the Internet” His last piece of advice, “You must be serious about business, but at the same time have fun while you’re doing it; when it’s not fun it’s time to get out” (Sullivan, 4/11/06).
What are some key points we learned from Greg Sullivan?

Greg Sullivan’s experiences provide us with important insights from his entrepreneurial journey. Most importantly is that technology presents a lot of opportunities for growing a new business. Starting your own company requires a vision, drive, and a network of good people around you. In addition, it’s not easy to start your own business and it requires a lot of sacrifices before you reap rewards. Ultimately, starting your own business can give you a lot of personal satisfaction and a sense of accomplishment. Greg has the important characteristic that embody the entrepreneurial spirit; the creativity, the ability to see an opportunity and pursue it, and the ability to use the community as a network with which to achieve his vision (Sullivan, 4/11/06).
Adam Buffa – Buffa-Tech, LLC 

Interviewed by Laura Ewing on April 6, 2006

Buffa-Tech, LLC is a very new company.  Adam Buffa began his IT consulting business early in 2005 (www.bnistl.com, “Referral Masters Member”).  His primary goal for the company is to provide technology and accounting support to small businesses and homes in the St. Louis area (www.bnistl.com, “Referral Masters Member”, www.buffa-tech.com, “Home”).  While he was working for his former employer, a small plastics firm, he realized that information technology companies tend to ignore small businesses of about 25 employees or less (www.bnistl.com, “Referral Masters Member”).  He realized that it is too expensive and difficult for small companies to work with multiple consultants, thus he decided to start his “one stop shop” of quality, low cost, IT support for small businesses (www.buffa-tech.com, “Home”).

Adam Buffa’s Story

When Adam was a child, he was very curious.  He had a fascination with technology, even then.  He told me that he would take apart a radio to see how it worked and then would get in trouble when he could not figure out how to put it back together again (Buffa, 4/6/06).  

When Adam went to college however, he did not pursue a career in technology.  He received his bachelor’s degree in accounting.  After he graduated from college, he went to work for a small plastics firm and was hired on as their accountant.  At the time he was hired on, the company had only 3 employees.  As the plastic firm grew, so did Adam’s responsibilities.  He moved up quickly in the company and basically became his employer’s “right hand man”.  In addition to the accounting, he started to help with computer related projects around the business.  As time went by, he began to realize just how much of a passion he had for information technology.  He also began to realize that there was gap in who was receiving technology support from IT companies (Buffa, 4/6/06).

When I asked Adam why he decided to start his own business, he told me that he needed a change.  He liked being an accountant and yet there were certain things about the profession that he did not care for.  He really enjoyed working on computers at home and at work.  He was always willing to try something new on the computer.  When a problem would come up and his boss would ask him if he could fix it, his response was, “Ok.  I’ll try it” (Buffa, 4/6/06).  He told me that people always ask him, “How do you know how to do all that?”  His answer was, if the computer “…goofs or blows up…” he knows that he should not do that (Buffa, 4/6/06)!  With all of his hands-on experience, it dawned on him that if he performed IT work for this small company, then he could perform IT services for other small companies.  He also mentioned that he thinks people are afraid of failing and that is their reason for not pursuing a career starting their own business.  His philosophy is, if his own business fails, he can always find a job elsewhere (Buffa, 4/6/06).

As the interview progressed, I asked Adam what type of experience or education helped prepare him for starting his own business.  He replied that his course of action happened in sort of a reverse order.  He began with experience and then went back for his information technology education.  His experience with his former employer had a significant impact on his preparation.  He gained the knowledge and experience of helping to run a small company, serving clients, and understanding the accounting and IT needs of a small business.  In response to his growing IT responsibilities, he took some micro-computing classes at the University of Missouri-St. Louis.  In addition to the classes he took while working for the plastics firm, he has since taken courses on Microsoft Access, Visual Basic, and Microsoft Excel.  He is a Microsoft Certified Professional (MCP), with an A+ certification and he has received his CompTIA certification.  Finally, he has one more test to pass and then he will be a Microsoft Certified Systems Administrator (MCSA) (Buffa, 4/6/06).

Funding and non-financial support are a critical part of starting one’s own business.  To fund his business, Adam took $1000 from his savings and opened a checking account for the business.  He produced enough income to operate his business and to give himself a salary.  A major portion of his income came from his former employer who became one of Adam’s clients.  His non-financial support came mostly from his wife and from the networking group he joined called Business Network International of Missouri ~ Southern Illinois or just BNI.  He informed me that this networking group helped him to become more aggressive in his marketing tactics.  It helped him position himself in front of prospects as well as to make referrals for other members of the group.  It also helped him establish a routine and has given him opportunities to present his company to other business owners in the area (Buffa, 4/6/06).

When I asked Adam what some expected and unexpected aspects were of starting his business, he told me that he knew his biggest challenge would be marketing and selling his business.  He just did not realize how big of a challenge it would actually be or how aggressive he would have to become in order to sell his business.  He stated, “If people don’t want your business, you have to try to convince them otherwise” (Buffa, 4/6/06).  He reported that he feels pushy when he has to take this approach.  He finds being aggressive difficult because he considers himself to be a friendly and somewhat shy person (Buffa, 4/6/06).  Personally, I do not see this as one of Adam’s attributes.  He is a very friendly and talkative person.

Another unexpected challenge Adam found in starting his own business was managing his time.  He told me that the challenge of working at home is that he’ll find himself doing chores or running errands.  This can be a good and bad aspect.  On the positive side, one has the flexibility to do their “personal stuff” if he/she needs to.  On the negative side, if one works on his/her personal items instead of work, the work will have to be made up for later (Buffa, 4/6/06).

Further in the conversation, I asked Adam who or what was his biggest inspiration and also what worries him.  He told me that his former boss was probably his biggest inspiration.  Adam considered him “a true entrepreneur” because “he was always willing to take risks.”  His boss had suggested the idea of starting a business to Adam.  He had told him, “You’d be stupid not to do it” (Buffa, 4/6/06).  Of course, Adam claimed that his boss was probably looking out for his own interests as well.  He did not want to lose his accounting and IT expert at the same time (Buffa, 4/6/06).

As far as Adam’s worries, he is afraid that someone will ask him to fix something or perform some task that he will not be able to accomplish.  Of course, he said that if it came to this, he would certainly refer his client to someone that could satisfy his/her needs.  He also worries about getting customers or even the right mix of customers.  He has become incrementally better at pursuing clients, but this continues to be an avenue that he works on (Buffa, 4/6/06).

Towards the end of the interview, I inquired about the personality traits of entrepreneurs and what personality characteristics he feels entrepreneurs should possess.  He stated that he considered the “textbook type entrepreneur” to have a Type A personality and to be a bit overbearing.  They are certainly not shy and are a bigger risk taker than he is.  He does not consider himself to be this type of entrepreneur.  He reported that he thought they should be willing to take risks, fail, to accept failure, and to move on if necessary.  According to him, entrepreneurs should be outgoing and to be able to sell their business.  He continued by telling me that having a good idea helps, but if one cannot convince his/her prospects that they need his/her product or service, then the business that he/she has produced will not proceed.  He also stated that one has to be organized or know who can help get the business organized.  He claimed that sometimes knowing who to turn to can really help (Buffa, 4/6/06).

Finally, I asked Adam if entrepreneurship can be taught.  He replied, “I hope so because I don’t think I ever considered myself to be an entrepreneur” (Buffa, 4/6/06).  Starting his own business was something he fell into.  He believes that every entrepreneur, along with being a risk taker, must learn how to aggressively market and sell his/her product or service.  He claims that this is the area in which he could use the most help (Buffa, 4/6/06).

What is Adam Buffa’s advice for future entrepreneurs?

According to Adam, if you do not have accounting knowledge, he recommends finding someone to help you.  This can save you a great deal of money, plus several hours of labor during tax season.  He claims, “Paperwork is time consuming.”  This causes a lot of entrepreneurs and people in general to not keep diligent records of their finances.  Thus, they have a huge tax mess to clean up at the end of the year (Buffa, 4/6/06).

What are some key points we learned from Adam Buffa?

We learned multiple aspects about being an entrepreneur from Adam Buffa.  First, one must be able to sell his/her business.  Great ideas are fine, but one needs to be able to convince his/her clients or future prospects that they need his/her service or product.  If this cannot be accomplished, the business will never prosper.  Second, knowing the right people to turn to for help can save an entrepreneur a great deal of time and money.  If organizational or accounting skills are not one’s expertise, he/she should get help!  Finally, the third aspect, which is the most important aspect, an entrepreneur must be willing to take risks, fail, accept failure, and know when it is time to move on (Buffa, 4/6/06).

Keeping it Real:  A step-by-step example of “starting your own IT company” 
Disclaimer:

Many books have been written on starting your own business. If you are considering “starting your own IT company,” you should first consult books, trade publications, and other information sources in the specific industry before starting to write a business plan. Determining which type of business to launch, its tax requirements, possible legal issues, etc. depends directly on the product or service you intend to provide.

The following step-by-step example of a computer repair start-up provides a realistic look at how a business within the IT industry can begin and hopefully succeed.

Example:

The following is a fictional story with real world data.

Jane Pevely graduated in 2000 with a bachelor’s degree in Computer Science. She found work immediately at a large software company as a database technician. While college prepared Jane with the necessary education, it didn’t teach her much about the daily grind in the business world. After five and a half years as a programmer, she is determined to leave the cubical and find a more social way to apply her education. Her experience with computers allows her to do both hardware and software repair for both individual computer users and small businesses.

Jane is not a reckless person and she decides to start planning her new business in evenings and on weekends while keeping her regular job. Finding a few books at the library, she reads about starting a business, and specifically about starting a computer repair business. She compiles information to be used in her formal business plan.

Next, she looks up computer repair in the yellow pages and starts making phone calls. She finds that the going rate for on-location computer repair is from $89 to $110 dollars an hour and travel fees from $0 to $25.
 Deciding on an hourly rate of $75, she sets her initial goal of working 15 hours a week for 48 weeks out of the year, hopefully earning a gross income of $54,000. If she is able to maintain her 15 hours a week goal for a full year, Jane will quit her programming job and give the business her full attention.

Because of the possible liability issues when working on someone else’s computer, she consults an attorney to learn how to protect herself if and when litigation might occur.
 Jane doesn’t know any lawyers personally, so she calls her father-in-law, a prominent businessman, to begin networking and to ask for a lawyer reference. He is shocked to learn that Jane is considering leaving her well-paying job, but then she explains that it will only be part-time at first. Slightly less appalled, he gives her the name of a lawyer friend who, he promises, “won’t screw you over.”

She visits the lawyer and finds him extremely helpful. At $150 an hour, she comes prepared with many questions. She has read about all the many business types and, after explaining exactly what she wants to do, asks which one would make the most sense for her. The lawyer suggests that she should go with either an Limited Liability Company (LLC) or a Corporation as the first line of liability defense. Both would protect her personal assets equally well if she got into serious trouble, but he mentioned that she should also consider liability insurance for smaller liability issues. Finally, the lawyer reviews and makes minor suggestions regarding the service contract Jane had written.

Next, she visits an accountant. Luckily she had been using the same accountant for years and trusted her opinion. Although she was glad to get the lawyer’s opinion, she wanted to know the financial benefits to each business type before making a final decision. Jane’s accountant explained that while a LLC or Corporation would both work, she advised that Jane choose to Incorporate and file as an S-corporation. The S-corporation status is elected within ninety days of incorporation and would allow her to avoid double taxation. The accountant also supported the S-corporation over the LLC because it “has been around longer” and the rules were more established than the LLC.

Weighing the two choices she decides to incorporate and file as an S-corporation. Next, she searches current Missouri business entities at the Missouri’s Secretary of State’s website
 and sees that “Jane’s PC Repair” is currently unregistered.

Jane returns to the accountant and pays for her incorporation to be registered and filed correctly. Although it would only cost her $58 to incorporate online, she chooses to pay the $775
 to the accountant to have both the business entity and the tax information filed correctly. She knows that the nicely printed shares of stock and the corporate seal will just gather dust on the shelf, but she needs the confidence that all the papers are correctly filed with the state and the IRS.

About two months later, she receives her official Articles of Incorporation from the Secretary of State and holds her first “Board of Directors’ Meeting.” Jane and Jack Pevely, Jane’s husband and the newly elected Secretary of Jane’s PC Repair, review the business plan, agree to: file for a business license, open a business bank account, loan the business $10,000, and immediately repay Jane the money she has spent with the lawyer, accountant, insurance agent, and on the incorporation kit.

The next day, Jane leaves work an hour early and arrives at her bank in time to open a business checking account. Next, she visits OfficeMax to purchase envelopes, paper, toner, and to have her service contract’s final draft printed as a two-part white and yellow carbon form. Jane buys all the computer equipment that she needs to start her business, spending $80.59 at TigerDirect.com.
 Lastly, she purchases the domain name “janespc.com” and basic hosting from GoDaddy.com for $52.03 a year.
 She spends the rest of the evening building a simple five-page website explaining her services.

The next day, Jane visits St. Louis County Government office and files for a Merchant License but does not pay the $5 charge since she is running a service-based company.
 Next she visits her county office, City of Maryland Heights, to file as a home-based business and pay the one-time occupancy inspection charge of $25 and the $25 per year charge for a business license and occupancy permit.

Also, according to her business plan, she purchases a listing with the YellowPages, Yahoo.com, and Google.com. She chooses a one inch YellowPage ad for X dollars a year, then pays Yahoo $49
 to review and list janespc.com. She also signs up for Google’s Adwords, picking out the computer repair-related words that she feels will trigger her website to be found. She has only budgeted $20 a month for Google
, since she decided traditional direct mail would be her primary method of marketing.

Finally, Jane goes to the post office and gets a bulk mail account for $160 and the rates for a standard business size letter ($0.282) and a postcard ($0.261).
 She purchases the address information of key prospects within a 30 mile radius from InfoUSA.com for $1,416.40
 and purchases St. Louis Business Journal’s 2006 business list download for $149.95.
 Jane uses Microsoft Excel and Word to mail merge the lists into her marketing material. Carefully observing USPS regulations regarding bulk mail, she sorts her Excel address list by zip code and writes personal letters to introduce herself to potential clients, then prints and mails them.

According to her business plan, she has chosen to use mostly regional direct mail to promote her services. Jane starts writing/designing her marketing materials, including a personal letter that explains her qualifications and why her services might be needed, a follow-up postcard, and business cards. She places the $443.57 order for 5000 full color postcards and 5000 full color business cards with VistaPrint.com and receives her promotional material two weeks later.

After many more phone calls, Jane locates an insurance agent who will sell her business $1,000,000 worth of business insurance for only $500 a year. She calls her lawyer and confirms that this amount should be enough for her relatively low-risk career. This is the policy does not cover “workmanship” but will protect her from serious accidents while working.

Because Jane is offering an on-site service, she doesn’t need to have formal office space. She therefore decides to use a Virtual Office service for $125 per month to answer phone calls during the day while she is at work. Even though this is a considerable expense at start-up, Jane feels it’s important that a live receptionist answer all calls and relay them to her cell phone, The Virtual Office also provides her with a mailing address that will make her company appear more established. 

Jane has many reasons to be very excited about the prospect of starting her own computer repair business. She knows that she has the education, the experience, the knowledge, the skill, the patience, and – just as important – the kind of personality needed to be successful when dealing directly with her clients. The odds of her success are favorable, and the financial risk is minimal. Jane may be starting small, but she has the opportunity to make it big.

Conclusion

During the course of this paper, we discussed multiple concepts, issues, and various factors that pertain to information technology entrepreneurs.  As we discussed, entrepreneurs play a vital role in our economy.  They create jobs and improve our style of living with their innovations and new products and services.

Being an entrepreneur is not a path that everyone should take.  Starting and operating a business takes constant dedication and sacrifice.  Finding capital to actually start a company is a major concern for many entrepreneurs.  Many entrepreneurs begin with the boot-strapping method.  However, others are able to attract business angels or venture capitalists to help their businesses expand and move to the next phase of the start-up business process.  

There are many resources that one can go to receive help in starting a company.  Many books have been written on the subject in addition to the many websites tailored specifically to entrepreneurs.  There are also small business centers, networking groups, and incubators that will help small businesses get started in their operations.  Universities also provide great resources for students wanting to become entrepreneurs.

Looking back at our case studies, we see many common threads among are entrepreneurs.  All are highly educated and motivated individuals, from the St. Louis area.  They all began their companies using the boot-strapping method, which required dedication and sacrifice on their behalf.  They are achievement oriented, risk-takers, and not afraid of failure.  Most importantly, they saw a need in society that was not being filled or that they felt they could improve.  For Suzanne, this meant improving IT security.  Greg wanted to provide a new type of software for PC’s.  Finally, Adam saw that small businesses and homes were in need of affordable IT services.

Our entrepreneurs may not have the same story, but their messages are clear.  Being an entrepreneur is not easy.  One must be willing to take risks, put forth hard work and long hours, sometimes sacrifice receiving a salary, and be willing to fail.  One must know that he/she cannot start a company on his/her own.  Knowing whom to turn to for help can make a world of difference.  One must have a vision and have the motivation and drive to make that vision become a reality.

If one is up to the challenge of becoming an entrepreneur, there are many benefits to reap.  One can have more control over his/her own life, feel a sense of accomplishment of having actually started a business, and have fun because he/she is doing something that one loves.

Appendix I

Rates as of 4/21/2006:

	Company Name
	Rate per Hour
	Travel Fee

	Computer Nerdz

	$99.00
	$0

	PC House Calls
	$89.00
	$25

	Computerease
	$89.00
	$0

	Softwaire Centre International
	$110.00
	$0

	Computer Concepts, Inc.
	$85.00
	$45

	Friendly Computers
	$88.00
	$5


	Companies Involved

	Adsell

	Bank of America

	City of Maryland Heights Government office

	Computer Concepts Inc.

	Computer Ease

	Computer Nerdz

	Data Science Corp

	Data-marq

	Friendly Computers

	Godaddy.com

	Google.com

	InfoUSA

	Kaiser Law Firm

	Kama Inc.

	OfficeMax

	PC House Calls

	Safeco Insurance

	Scopel & Associates

	Softwaire Centre International

	St. John & Co. Accountants

	St. Louis Business Journal

	St. Louis County Government office

	Stephen Finch & Associates Inc

	Sunset Office Suites

	TigerDirect.com

	United States Postal Service

	Vistaprint.com

	Yahoo.com

	Yellowbook

	Yellowpages


Appendix II

Example Corporation Set-up

St. Louis, MO

Date ___  /___  /200__

Discuss strategy with client, incorporate, and Handle all filings for:_____________________________ , Inc.

Phase I: Develop strategies and filings

· Client interview to determine issues and strategies of preliminary business plan

· Determine proposed Corporate name availability

· Develop all necessary and pertinent information to scope project out

· Determine type of entity and tax effects




$180.00

Phase II: Do Incorporation

· Preparation of Incorporation Articles

· File Incorporation Articles with MO Secretary of State (includes travel)

· Pay all necessary filing fees on behalf of client

· Initial Annual Report to Secretary of State & pay fees

· Preparation of Corporate By-Laws

· Preparation of Corporate Minutes of initial meeting of Incorporator and Director(s)

· Develop and prepare supporting exhibits

· Issue Stock

· Purchase Corporation book, Stock Certificates, Corporate Seal on behalf of

· Client & pay fees.







$230.00

________

Phase I & II balance due Accountant in advance: 



$410.00

Phase III: Preparation of documents and registrations - Federal & State(s)

· Compile and file Federal, State, and Local:
1. SS-4 Federal Identification Number

2. DOR 860-1663, Corp. 65/m860-1103 State Withholding, Corp Registration

3. Election of Sub S status form 2553 (if appropriate)

4. Sales Tax Registration Form (if appropriate)

5. Annual Secretary of State Report of Directors/Owners

6. Section 351, Tax Free Rollover Election (if appropriate)

7. Annual Franchise Tax Report (if appropriate)

8. Election to Amortize Incorporation Costs

9. Election to Amortize Start up cost





$275.00

Phase IV: Finalize

· Issue Stocks

· Set up meeting to discuss Payroll

· Set up and forward paperwork to bank to set up new account

· Determine amount of assets to be included in corporation

· Meet with client to finalize and sign all necessary documents


$ 90.00

________
Phase III and IV due at the latest on the last meeting



$365.00

Total Cost for Incorporation – Flat Fee





$775.00

____________________________  __________
____________________________  __________

Client Signature


Date 

Incorporator Signature 

Date

Appendix III

Start-up Cost Estimate

	Product or Service
	Cost

	Hour consultation with Lawyer
	$150.00

	Articles of Incorporation and Tax Information Filed
	$775.00

	Bank of America Checking Account
	$132.00

	Business License, Occupancy Permit, and Inspection
	$50.00

	Office Max (Printing, Envelopes, Paper, Toner)
	$157.23

	TigerDirect.com (Equipment)
	$80.59

	GoDaddy.com (Website)
	$52.03

	Vistaprint.com (5000 postcards, 5000 business cards)
	$443.57

	YellowBook Ad
	$540.00

	Yahoo Listing
	$49.00

	Google Listing
	Up to $240

	Bulk Mail Yearly Fee
	$160.00

	Bulk Mail 2000 Letters
	$564.00


	Bulk Mail 2000 Follow-up Postcards
	$522.00

	Lead Listing from InfoUSA.com
	$1,416.40

	St. Louis Business Listing
	$149.95

	Business Insurance
	$500.00

	Virtual Office (Live Receptionist and Mailing Address)
	$1,500.00

	Random Expenses
	$1,000.00

	
	

	Total Estimate for First Year of Business
	$8,481.77


Appendex IV

Resources for Future Entrepreneurs

Business Network International of Missouri ~ Southern Illinois (BNI) – 

http://www.bnistl.com 

Entreprepreneur.com - http://www.entrepreneur.com/
Missouri Secretary of State – http://www.sos.mo.gov/ 

Missouri Small Business Development Centers – 

http://www.missouribusiness.net/library/
Hauff, Alan – Small Business Specialist

(314) 516-6121
hauf@umsl.edu 

Score – http://www.score.org 

St. Louis Business Journals - http://stlouis.bizjournals.com/stlouis/entrepreneur/
“Startup Journal” – Wall Street Journal – “Center for Entrepreneurs” 

http://www.startupjournal.com/
Steingold, Fred S.  Legal Guide for Starting & Running a Small Business.  Berkeley:  NOLO Publishing, 2006.

Technology Entrepreneur Center - http://www.tecstl.org/index.asp

210 North Tucker Boulevard, Suite 600


St. Louis, MO 63101


(314) 436-3500


info@tecstl.org 

United States Small Business Administration (SBA) – http://www.sba.gov/ 

University of Missouri – St. Louis – www.umsl.edu/~smallbus 

College of Business Administration
Small Business Resources
University of Missouri-St. Louis
One University Boulevard
St. Louis, MO 63121-4400

BUS AD 4614
 Entrepreneurship/Small Business Management
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� Root, page 5-8


� See Apendex I for six St. Louis on-site computer repair rates.


� Mancuso, page 1/1-1/27


� See Appendix III for a complete Start-up Cost List.


� Gathered from advice from 4/26/2006 conversations with Stephen Finch & Associates Inc., Kaiser Law Firm, and St. John & Co. Accountants – Note: LLC was created in 1990 and some tax guidelines are not as clear as some may like them but can be filed and filed as an S-corp with the IRS.


� � HYPERLINK "https://www.sos.mo.gov/BusinessEntity/soskb/csearch.asp" ��https://www.sos.mo.gov/BusinessEntity/soskb/csearch.asp�


� See Appendix II for complete listing of what is provided in a typical business kit.


� � HYPERLINK "http://www.tigerdirect.com/applications/SearchTools/item-details.asp?EdpNo=294173&sku=C184-27371%20P" ��http://www.tigerdirect.com/applications/SearchTools/item-details.asp?EdpNo=294173&sku=C184-27371%20P� - basic computer tool kit, $69.99 + $10.60 shipping = $80.59


� � HYPERLINK "http://www.godaddy.com/" ��http://www.godaddy.com/� - domain name registration for one year is $8.95 + hosting $3.59 per month for 12 months is 43.08 = $52.03 per year total.


� St. Louis County Government office, phone conversation 4/21/06, 314.615.5000


� City of Maryland Heights, phone conversation 4/21/06, 314.291.6550


� � HYPERLINK "http://searchmarketing.yahoo.com/srchsb/sse_hiw.php" ��http://searchmarketing.yahoo.com/srchsb/sse_hiw.php� - pricing for Yahoo Search


� � HYPERLINK "https://adwords.google.com/" ��https://adwords.google.com/� - Google Adwords


� � HYPERLINK "http://www.usps.com/businessmail101/getstarted/bulkMail.htm" ��http://www.usps.com/businessmail101/getstarted/bulkMail.htm� - “What is Bulk Mail? Is it Right for You?”


� Age Range: 30 TO 59, Geography-Radius: 30.0 MILE(S) FROM CENTROID OF 63146 IN SAINT LOUIS, MO, Household Income: $40,000 TO $99,999, Estimated Home Value: $100,000 TO $349,999, Presence of Children: HOUSEHOLDS WITH CHILDREN, Records per Household: ONE PER LOCATION, Omit Rural Areas: OMIT RURAL ROUTES W/O BOX NUMBERS, Address Criteria: OMIT ALL P.O. BOXES, OMIT APARTMENTS WITHOUT APARTMENT NUMBERS resulted in 35,410 leads from infousa.com for $1,416.40.


� � HYPERLINK "http://www.bizjournals.com/bookoflists/stlouis/" ��http://www.bizjournals.com/bookoflists/stlouis/�


� Prices based on quote for Safeco Insurance on 4/21/2006.


� � HYPERLINK "http://sunsetofficesuites.com/_wsn/page4.html" ��http://sunsetofficesuites.com/_wsn/page4.html� - will provide a phone number, live receptionist, and then pass the call on to Jane’s cell phone for $100 per month and office address for $25 per month.
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