
You too can do it-good 
ideas are all around you 

on campus 
By Adam Beaver 

r :}.,,i-.i:ni r,..w than million later." «.n- 

student entrepreneur Peter Dvorak .1 22 year "Id 
l'ni-r>it\ 

m Petr who idmits to having lost a few thousand do) 
hir- with his advertising firm, started his first entrepreneurial ven- 

ture b> sellmp candy bars lie took HI percent from III salespeople, 
earned enough to vacation in the Soviet I'nion and today as the pres 
aii-M I .is. advert!- og .u d '■ ler- irketing agency says he looking to 

make his first million Is-forv he's 'il 
Ills advice to w -aid In entrepreneurs Don’t hire friends 

Kventuallv you'll cut them slack and they will you The next thing 
you know you re broke again 

Advice on disciplini motivation and personal experiences from 
other successful student entrepreneurs I have spoken to ranges from 
do vour homework that is. research what it takes to get that inno 

v atmn o! the century off the ground c hei k out the competition. be 
careful to hire the right people protect yourself with insurance and 
find that nuhe. that m gli 1 ted part "I society that wants something 
1 hooper and better 

But fir-l --'nu my wn advice which stems from my experience 
a- the lounder and ow ner id an alfordahh student moving business 
Mv midsize trut k is no matt h foi a J" foot May flower semi hut my 
experience has taught me that it is possible to manage an idea w lull 

keeping up with a busy school life 
1 if course not all sell employed people .in entrepreneurs The true 

entrepreneur is a risk taker, sii' Hr George Murphy, profe-sor of 
economic' at the Iniversity of California at lais Angeles "He or she 
innovates produce- new product' introduces new technologies and 
searche-lor new markets \isi he stands the risk tor all of that" 

But no matter how great your ri-k the first things to do are think 
sit down and jot some ideas on paper What idea keeps you up at 

night' What do nnir friends wi-h could be cheaper'1 What can v 011 T 
or wflat do vhi know lh.it nolxidy else dm How 1 an you do it or pro 
vide it I letter' 

Find o Target Group 
Always find .1 target group Know 1!, understand it and cater to it 

David Steigerwald. now a Chicago Hoard ot Kubango trader sav> 

the "dumbest thing came into mind" while tu- was attending llohart 

College in upstate New York Between IftNIand ltfvt wluii living 
fraternity ro\y he -an that parties were springing up regularly hut 
saw that the area heer marketing agent only 1 inn around every lew 
week' tor hulk orders 

Since I )a\ul -an hundreds of 'ales vanishing In created a now pm 

situm; with the U-er company acting as Hobart's 'hulk lieer buy Fin 

company paid Day id a $2 per barrel commission and on a good week 
end he wild 2<Ml barrels in the end. David sold Ins distribution rights 
for an additional $1,000 profit Although David wasn't exactly an en 

trepreneur. he did find the right market college students a group 

Leave it to beaver: Don't lose sleep over a B-" 

he knew. understood and catered to. 

Check Out the Competition 
Before \uu lui) an expensive id, ask your friends what they think. 
Tell them not to worry about hurting your feelings Check out any 
and all competition II your competition is equipped to handle the 
most difficult aspects ol a service, let them -lust concentrate on one 

portion of a market 1 don't do any long distance moving, w hich gives 
me a narrow target group most professionals don't touch 

If you need to hire help or skills, there are many lax forms and 
regulations the Internal Revenue Service will require you to record, 

updati revise and have readily available Starting kits are available 
lor small businesses In calling the IKS 1 siHI l_M-.lti7tT 

Do If On Your Own 
The next turn- Bruce Pauley from Indiana I'niversity maps out a 

business, he'll do it on his own Bruce and a partner started a sum- 

mer storage servile lor dorm students Because of the labor involved, 
they had to hire five people While Bruce acted as the foreman and 
warehouse renter and his partner took charge of hooks and hiring. 

the employees, he says, just cared about their $4 an hour "They were 

a lot of incompetent people who didn't use common sense 

Kerri Silverman, a theater and telecommunications major at If. 
avoided hiring more than one other person for her singing telegram 
business, “Ears To You." Two years ago, she started singing and danc- 

ing her way into students' lives on birthdays, anniversaries and oth- 
er occasions, sometimes delivering her telegrams I accompanied by 
her boyfriend) in a playboy bunny suit, “Kayra of the Jungle" outfit 
or as a “Tuxedo Curl." 

Watch Your Liabilities 
Play it safe. If I drop a customer's expensive stereo during a move, 

I’m out of a lot of money. I'm no lawyer but I know enough to buy safe 

insurance coverage. Identify w hat can get you, where you might go 

wrong and what it will cost you. Insurance premiums are tax de- 
ductible las are professional legal services). 

Kevin Saxe, a business senior at the University of Arizona who 

started a T- shirt supply business three years ago, was hit by a little 
known statute. When a customer commissioned him for a “University 
of Arizona Official Seal” shirt, he printed the shirts only to discover 
that the word “Arizona" used for commercial purposes was reserved 
for the school itself—a legal snare that is not as rare as you might 
think. 

Scott Jaffe, another T-shirt entrepreneur, happened to lie wearing 
one of his creations when somebody offered him $20 for it Now he re- 

lies on his ideas rather than luck. His “Late Night at II design com 

plete with Lettermanesque “Top 10 List" of IU gossip became part of 

his “T-shirt wit" displays in dormitory cafeteria lines. 
After you’ve finished your research, evaluate your resources Will 

you need capital, contacts, skills and equipment1 Kevin started with 

no money. On his first order he required the customer to pay 50 per 
cent down, then hired an artist, bought the shirts and paid the print- 
er’s deposit. Upon delivery, he collected the outstanding balance, paid 
off the printing bill and pocketed a few hundred dollars, w hich put 
him in business. 

Learn to Identify Opportunities 
Kemember too that skills are scarce While Andre Spenard was at 

tending Catholic University in Washington, D C., he met a real es- 

tate salesperson who needed homes painted quickly. Andre and his 

girlfriend invested $20 in paint brushes and went to w ork I he real 
tor had enough colleagues and homes with dirty walls that Andre> 
work grew Later Andre had to buy drop cloths and ladders for the 

bigger jobs. An average job came to $2,500. No need for skill, he in 

sists: just read the instructions on the paint cans 

Keep Ledger Books 
You can't do business w ithout customers If you don t have a room 

mate, think about buying an answering machine Many phone com 

panic* offer rail waiting, a service which signal* a* other calls try to I 

get through vour busy line j 
Always keep your receipts Any expenses you incur to get your I 

business going and keep it alive is tax deductible with a receipt ! 

Include your earnings and expense* in a ledger book single line I 
entrx or double Single line entries merely state to whom the expense I 
or income is accounted Double line entry allows tor more informa- I 
tion. such as for whom and what the money i* assigned 

Kstabhsh a bank account under your husines* name Most banks 

require some proof that you do in fact own the business My bank ac- 

cepted my business card don't worry about a flashy card, just get 
your name, business and phone number on it 

Find the Price You Can Bear 
Here's a quick and simple formula Take your overhead raw materi- 

al.*. hired labor cost, answering machine advertisement costs, ga*. 
etc add this to your personal time at minimum wage and add in 

your profit Next comes a judgment call how much, over total cost, 

can you charge? 
If a simple answer existed, all sport in capitalism would In- gone 

In order to show you what the market will hear, compare your goods 
or services to any competition A conservative approach is to charge a 

little less than the others 
Don't worv about raising your rates once you are in business If 

your rates are too high, profits will fall instantly and you can correct 

your mistakes 
Generally, you should stick to your rates Consider the professional 

quality of your business Kerri Silverman of "Kars To You" justifie* 
her rates $20 per singing telegram delivery because she can sing 
well and most of us can't 

When you save time, you save money Kerri charge* by each job, 
rather than by the hour, as I do Write down your estimated expenses 

per job and decide whether an hourly or per job rate will take less 

time. 

Let It Fly 
Flashiness is essential when your Hie appears on a busy 
bulletin board. For the strongest contrast. 1 always 
use yellow, letter size paper w ith heavy black 

ink Make it easy and quick to read, and use 

a large font for your phone number Provide 
perforated tabs at the bottom so people 
can take the business name and number 

Never print your rate on fliers 
or cards unless your business has 
tested the market and won. Instead, use i 

words like 'Inexpensive'" and -Quality'"! 
A few final pointers A 
Above all. the best adver- 

tisement is keeping your word 
Be ready to ride the mar- 

ket's waves that might force your 
business to expand or contract 

If business goes through the roof, 
don’t lose sleep over a "B in- 

stead of an “A" Have 
a positive attitude^ 

And that's 
all there 
is to It USA 


