
 

 
 

 

 

 

 

 

 

Ideas for Starting a New Business 
Prepared by Chris Alexander | Monday, December 11, 2017 
 
1. Have a clear focus on the services / technology being offered. 

 
Make yourself write a 75-word elevator speech that explains what you’re doing. If possible, think 
about differentiators that set you apart from what others are doing; this is not always necessary, but 
the best way to beat the competition is not have any competition. 
 

2. Have good communication pieces, including a logo, website, marketing pieces, videos, etc.; don’t 
overestimate the importance of a good image and invest here first (not after you’ve started) – 
remember, you never get a second chance to make a first impression. 
 

3. From a financial standpoint, consider you might not make any money for 6-12 months; this means 
you need to have enough reserves in the bank to tide you over for a while. 

 
4. Determine what you’ll need to get started in terms of finances and resources; I recommend 

operating as lean as you can for as long as you can. If you don’t absolutely need something and it’s 
going to cost a lot of money, don’t get it until you can afford it. A good Rule of Thumb is until a 
particular item that’s expensive is less than 5% of your total income, don’t get it. A good example is 
an office; operate out of your house as long as you can. 

 
5. Don’t be afraid to take on investors if you need them, but don’t get greedy in valuation of your 

company (especially if you have not made in money). It’s preferable to start without investors and 
build a good business model before taking on investors and I think most investors prefer this option 
anyway. You need to nail it before you can scale it. Investors are good for scaling your business, but 
as a business owner it’s essential; for you to know what you’re trying to do and unfortunately, you 
have to figure out some of this yourself. 

 
6. Make a budget and build a cashflow statement that tracks on a monthly basis how much money 

you’ll spend (Expenses & Losses) versus how much you’ll bring in (Revenues & Gains)); the 
difference is net income, or profit. 
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7. Hit the ground running!!! Don’t sit around and wait for the phone to ring. There is no substitute for 
hard work when it comes to building your business and at the start-up stage this is critically 
important. Personally, I think the best mindset in business is to assume you’re always in start-up 
mode! Getting lazy costs established companies millions of dollars every year (probably billions if 
you consider large corporations). 

 
8. Probably the most important thing you can do (assuming all of the above items have been 

completed), is to develop your “calling list”. These are the potential customers with whom you’d like 
to do business. List the company names, key contact person(s) at each company, type of work to be 
done, and potential revenue. The longer this list the better. It might be you’ll never contact 
everyone on your list, but you want it to be extensive enough so that you have to stop calling on 
people because you have enough work to keep you busy. 

 
9. Once you get started, organization is everything. Keep all e-mails and documents, develop a project 

numbering system (I use Client Name, Year, and Project Number; e.g., WIL-17-031). Also, build a 
spreadsheet that includes client names, project numbers, invoices, and when clients have paid. 
Cashflow is everything and as a business owner you have to stay on top of this. 

 
10. Be prepared for the unexpected; this is especially true in working with large companies and once 

you started acquiring Master Service Agreements. They are going to expect and require 
documentation including Certificates of Insurance, Safety Programs and Records, Rate Sheets, W-9s, 
etc. You’ll eventually figure out what people need, but be nimble. 

 
11. I recommend getting a good accountant and good insurance broker. You need people who 

understand the energy industry, have experience, and are super-responsive. 
 

12. Lastly, and this is important – developing a reputation for exceeding client expectations. This 
includes being super-responsive when someone aske for something (e.g., like a proposal or report). 
Woody Allen was quoted as once saying, “90% of success is just showing up”. I think he was right 
and I’ve observed that 90% of people don’t even show up, so that means business opportunities 
exist for the 10% who do (this number is constantly changing because of the number of people who 
go out of business due to poor customer service). 

 


