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Abstract 

Starting a business demands a lot of planning with a perfect execution. If you want to come 

up with a winning idea for a new company, you'll need to set yourself up for success by 

learning to conduct market analysis and identify a gap in consumers' needs, then develop a 

compelling vision to fill that desire with a new and undeniable product. So, here in this 

guide, we are explaining everything that will be helpful for you when you are planning to 

start a business in Sydney. So, read the entire guide carefully and understand more about 

the process. 

 

1. Introduction 

Working on a startup idea is not that much simple as it looks. Running your own business is a 

stressful but good career and life choice. It demands your patience and passion. Start by 

expecting to live your work until it is established, so it can get off the ground. Sometimes it 

demands years of planning to start a business in Sydney. So, come up with achievable 

business goals and fill out the proper paperwork to make your business legal. This guide is 

going to be very helpful to you. So, read the entire guide carefully and start working on your 

goals. 

 



2.  Come Up With An Startup Idea 

 

Wondering how to come up with a business idea? Well, business ideas are all around you. 

Some come from a careful analysis of market trends and consumer needs; others come from 

serendipity. If you are interested in starting a business, but don't know what product or 

service you might sell, exploring these ways of coming up with a business idea will help you 

choose. 

1) Examine your own skill set for business ideas. 

Do you have a talent or proven track record that could become the basis of a profitable 

business? 

The other day I spoke to a man who had spent years managing cleaning services at a 

hospital. Today he runs his own successful domestic and business cleaning service. An ex-

logger is now making his living as an artist; he creates "chainsaw sculptures" out of wood. 

And the examples of professionals who have started their own agencies or consulting service 

businesses are legion. 

To find a viable business idea, ask yourself, "What marketable skills and experience do I 

have? Will people be willing to pay for my products or services?" 

2) Keep up with current events and be ready to take advantage of business opportunities. 

If you watch the news regularly with the conscious intent of coming up with a business idea, 

you'll be amazed at how many business opportunities your brain generates. Keeping up with 



current events will help you identify market trends, new fads, industry news - and 

sometimes just new ideas that have business possibilities. 

For instance, after same-sex marriages became legal in Sydney entrepreneurs began selling 

tourist travel packages that include a marriage ceremony to same-sex couples from other 

countries. Would you have identified that business opportunity when you heard that the 

Sydney marriage laws had changed? 

3) Invent a new product or service. 

The key to coming up with business ideas for a new product or service is to identify a market 

need that's not being met. For example, back in 2004 a Sydney University psychology 

student named recognized a need for a campus-wide social-networking website that would 

allow students and staff to share personal profiles and other information. He went on to 

develop Facebook and became one of the youngest billionaires in the world. 

The explosion of mobile devices has created a huge demand for mobile apps. In 2008 a pair 

of young entrepreneurs named Travis Kalanick and Garrett Camp had trouble hailing a cab in 

Paris. They decided that you should be able to tap a button on your mobile phone and get a 

ride, and as a result went on to found Uber. 

Look around and ask yourself, "How could this situation be improved?" Ask people about 

additional services that they'd like to see. Focus on a particular target market and brainstorm 

ideas for services that that group would be interested in. For example, there are millions of 

aging gardeners across Sydney. What products or services could you create that would 

enable them to garden longer and more easily? Finding a niche market and exploiting it is 

one of the best paths to success in business. 

4) Add value to an existing product. 

 



The difference between raw wood and finished lumber is a good example of putting a 

product through an additional process which increases its value, but additional processes are 

not the only way value can be added. You might also add services, or combine the product 

with other products. For instance, a local farm which sells produce also offers a vegetable 

delivery service; for a fee, consumers can have a box of fresh vegetables delivered to their 

door each week. 

What business ideas can you develop along these lines? Focus on what products you might 

buy and what you might do to them or with them to create a profitable business. 

5) Investigate other markets. 

Some business ideas aren't suited to local consumption - but appeal greatly to a foreign 

market. My own little town is surrounded by acres of wild blueberries. For years the bushes 

produced berries that mainly fed bears and birds; B.C. has a thriving blueberry industry that 

doesn't leave room for a wild blueberry market. 

But one entrepreneur realized that there is a high demand for products such as these in 

Japan - and those same wild blueberries are now being harvested and shipped. Finding out 

about other cultures and investigating other market opportunities is an excellent way to find 

business ideas. 

6) Improve an existing product or service. 

You know what they say about the person who builds a better mousetrap. That person could 

be you! A local entrepreneur has created an improved version of the hula hoop; it's bigger 

and heavier so hula-hoopers can control it more easily and do more tricks. How did she 

come up with this idea? She thought hula hooping would be a fun thing to do with her 

daughter, but found the commercially available product too flimsy. 

There are very few products (or services) that can't be improved. Start generating business 

ideas by looking at the products and services you use and brainstorming ideas as to how they 

could be better. 

7) Get on the bandwagon. 

Sometimes markets surge for no apparent reason; masses of people suddenly "want" 

something, and the resulting demand can't be immediately met. For example, during the 

SARS epidemic, there was an insatiable demand for facial masks in several countries - and 

many entrepreneurs capitalized on the demand. 

A "bandwagon effect" is also created by larger social trends. There is much more of a 

demand for home-care services for the elderly than is currently being supplied. And the 



trend for pets to be treated as family members continues, creating demand for all kinds of 

pet-related services that didn't exist decades ago. 

Look at existing businesses and the products and services they offer and determine if there's 

a need for more of those products or services. If there is, develop business ideas to fit the 

market gap. 

 

3. Develop your business plan 

 

If you want to start, grow or manage your business effectively, you'll need a business plan. 

Learn how to develop a business plan with a business plan template to suit your planning 

needs. 

Why you need a business plan 

Whether you've just started out or have been running your business for years, business 

planning can be the key to your success. Having a business plan: 

 helps you to prioritise – it gives your business direction, defines your objectives, 

maps out how you'll achieve your goals and helps you to manage possible bumps in 

the road 

 gives you control over your business – the planning process helps you learn about 

the different things that could affect your success. If you're already in business, it 

helps you to step back and look at what's working and what you can improve on 



 helps you seek finance – if you're seeking finance for your business, you'll need to 

show banks and investors why they should invest in your business. 

Develop your business plan 

Our templates step you through the process of developing a business plan with links to extra 

information if you need it. 

If you're developing a detailed business plan, you may want to check our tips below before 

you start. 

1. Determine what your plan is for 

Does your business plan have more than one purpose? Will you use it internally, or will you 

share it externally, for example with potential investors or banks?  

Deciding what the purpose is, can help you develop your plan for the right audience. If the 

plan has been developed for third parties, you will need to determine what they’ll be most 

interested in. 

2. Prepare your finances 

 

If you're looking for finance, lenders and investors will want to know if your finances are in 

order and your business is in a strong financial position. They'll want to know how much 

money you currently have, how much money you need and how much you expect to make 

in the near future. While a bit of extra funding will help you ensure you’re covered for 

unexpected costs, be realistic and avoid asking for more than you need. 



If you're starting out and don't have financial information yet, our business plan template 

provides resources to help you get your finances ready. 

3. Write your summary last 

Summarise the main points of your business plan using as few words as possible. You want 

to get to the point but not overlook important facts. This is your opportunity to sell yourself, 

but don't overdo it. The summary should include details about your business, market, goals 

and what makes you different from other businesses. 

4. Get help 

Don't leave your business plan to the last minute. It takes time, research and careful 

preparation to develop an effective business plan. 

If you aren't confident in completing the plan yourself, consider getting a professional to 

look over it and provide advice.  

There are a number of government services available to help you plan, start or grow your 

business. These services can provide general advice, workshops, seminars and networking 

events, and can even match you with a mentor or business coach. 

5. Review your plan regularly 

 

As your business changes, your plan will need to change to ensure your business is still 

heading in the right direction. Having your plan up-to-date can keep you focused on where 

you are heading. 

It's a good idea to keep a record of each version of your business plan. 



6. Protect your plan 

Having an understanding with third parties when distributing a plan could be enough 

protection for some businesses. But if you have innovative business practices, products or 

services, you may want people to sign a confidentiality agreement to protect your 

innovations. 

It may also be a good idea to include some words in your plan asking the reader not to 

disclose the details of your plan. 

 

4. Secure Funding for Your Startup 

 

Businesses need financing for start-up costs or to fund expansions. Depending on your 

business, you have several options for raising the necessary capital. In addition to using your 

savings, the most common methods of financing are debt financing by obtaining a loan and 

equity financing by selling shares in your business. However, there are other creative 

options, such as purchase order funding, crowdfunding, or using a credit card. 

Obtaining a Business Loan 

Identify business lenders. Debt financing is probably the most common way to finance your 

business. You take out a loan and agree to pay it back over a certain amount of time. The 

lender charges interest and makes a profit that way.  

Gather necessary paperwork. A lender will need to analyze your business’ finances before 

extending a loan.  



Update your financial reports. You’ll also need to submit financial reports to most lenders.  

Review your credit history. Unless your business is established, a bank won’t lend to the 

business. Instead, they will lend based on your personal credit history.  

Find collateral to pledge. It might be easier to get a secured loan that is backed up with 

assets pledged as collateral. If you default on the loan, then your lender can seize the assets.  

Compare loans. After you submit an application, the lender should decide whether to 

approve you. Generally, it takes two to four weeks to hear back. 

Submit your application. Provide all requested information and double check that it is 

accurate. If you have questions, contact the lending officer you have been working with. 

Submit your application with all supporting documentation and keep a copy for your 

records. 

Attracting Investors 

 

Identify who to target as investors. You can sell ownership shares in your business to raise 

money. Begin by identifying who you are targeting. Investors come in different shapes and 

sizes. 

Understand the benefits and negatives of raising equity capital. By selling a share of your 

business, you now have a new owner who is entitled to a share of the profits indefinitely. 

Search for investors. It’s not easy to find investors who might be interested in your business. 

Some investors only pursue opportunities in particular industries, and some require that you 

have raised six figures on your own before they will look at you. 

Create a winning presentation. Your business plan will be the backbone of your 

presentation. Investors will want to see that you have an attractive product or service and 

are well-positioned for growth. 



Go through due diligence. Potential investors thoroughly vet any company they are 

considering supporting. Accordingly, you’ll go through a due diligence process where the 

investor will look in detail at your product, services, market, and management team. 

Using Other Options 

Seek purchase order funding. If you resell goods, then you might need a loan to pay your 

suppliers. In particular, a large order might require that you make additional investments in 

your company. With purchase order funding, the finance company will pay the supplier 

directly. 

Get an advance against your invoices. "Factoring" is a funding technique where you get an 

advance against your invoices. If your clients are slow to pay, then factoring can provide you 

with the cash you need. You may immediately get around 80% of the invoice value. 

Ask friends or family for a loan. People who know you can also lend money to finance your 

business. 

Withdraw money from your retirement account. You can finance a start-up or an existing 

business by using your IRA or a prior employer’s 401(k) account. You have to roll over your 

current funds into a retirement plan created for the business. The plan then uses the 

proceeds to buy stock in the corporation. 

Use a credit card. Depending on how much money you need, you might use a credit card. 

Credit cards are a good option if you can get an introductory 0% rate for 12 months or more. 

 

5. Choose the Best Business Location 

 



What is the best location to start your business? 

Location can play a major role in the momentum your startup enjoys, how easy it is to 

attract funding, and how much you enjoy the journey and actually profit. Use these nine 

points to pick the optimal location to setup and launch your startup. 

1) Know Your Goals & Needs 

Even if you are happy starting out in a garage or coworking space it is wise to anticipate what 

you’ll need to really fuel and scale your business over the coming months and years. You can 

always move or branch out, but you’ll need a strong start to get there. 

What’s your big vision? How much money will you need to raise to get there and from 

whom? Who else will you need to help on the journey? How much will proximity and 

overhead impact your ability to survive and scale? 

2) Where You Can Afford it 

Some destinations are dramatically more expensive than others. That not only applies to 

direct costs of incorporating a business, but every day overhead and living expenses too. 

Peter Thiel has relocated his funds and teams from Sydney because founders were just 

losing too much money on rent, instead of being able to invest their funds in their startups. 

Thiel was the first angel investor in Facebook with a $500K check that turned into more than 

$1 billion in cash. For a winning pitch deck, take a look at his pitch deck template (see it 

here) that I recently covered. 

Atlanta may be 54% less expensive than Sydney for living and housing your startup. You may 

have to watch office expenses and lots of lunches and coffee meetings. If you can even 

afford to take a salary after that, you’ll probably work and sleep a lot better in a real 

apartment than out of your car. Though, staying hungry can give you a lot of motivation. 

3) Where You Can Find the Talent 

If you plan on having a fast growth startup that really scales, you are going to need a team. 

More founders are opting for remote, distributed teams around the world. Many have found 

technical help overseas in countries, while maintaining headquarters in Sydney. 

In many cases there may no longer be a need for an old school traditional office. Don’t 

splurge on it and all of the frivolousness that comes with it if you don’t need to.  

4) Where You Can Talk to Customers 



Having surveyed numerous high profile investors and founders that have achieved super-

sized exits, it is clear that talking to customers is one of the most important things an 

entrepreneur can do. 

5) Where You are Inspired & Supported 

Don’t overlook this essential ingredient in launching and growing a startup. There are going 

to be a lot of tough days. That’s okay. The great days make it more than worth it.  

The dark days will bother you less if you have a good support system. You can enjoy a lot 

more good days if you are in a highly entrepreneurial environment. One that is innovative 

and gets it. 

6) Where You Can Be Most Productive 

 

Ideas are cheap. Execution is what makes the difference. 

While many may move to Sydney to embed themselves in inspiring startup ecosystems, 

productivity still rules. 

If you can be more productive and get more done each day to grow your business from your 

couch in Idaho than commuting for six hours a days in Sydney, then do that. If you can 

actually get more done in a coworking space than with all the mayhem at home, get out and 

do it. 



7) Where You Can Meet Investors 

Some cities just offer far better networking opportunities. In some cities there are fantastic 

odds of meeting investors at the gym, coffee shop and happy hour than others. You can run 

into a dozen a week, where other cities may continue coming up short handed. 

Once you dive into the fundraising process, you’ll need to be building relationships with 

investors every month. You’ll need to have regular meetings to pitch, and to get through the 

due diligence process. 

8) Where Investors Want to Put Their Money 

Silicon Valley isn’t just more to a high concentration of VCs and funds, it also attracts a lot of 

international VC money. Just like Sydney. Then there are cities where investors are plowing 

in a lot of outside money. 

9) Where the Taxes and Liability is Low 

Selling your company for $1 billion sounds great. Though it is only really as good as how 

much you get to keep. This is especially true if diluting your ownership through fundraising. 

Look for investor friendly and business friendly cities where taxes are low and you can keep 

far more of your income and any capital gains. 

 

6. Build a Great Startup Team 

 



No matter how strong an idea you have, the fate of your startup ultimately rests on the 

shoulders of your team. After all, it could take only one weak member to bring down your 

entire business. My last startup had this problem, and it caused the company to crumble in a 

matter of months. We wasted time, money, and an amazing idea. 

So how can you be certain that you've assembled the right team? Here are five steps to use 

when building your startup dream team. 

1. Identify Positions 

The most important members of your team are the founders. Before hiring anyone else, you 

and your co-founder have to settle on how decisions will be made within the startup. For 

example, are you the technical expert and your co-founder the marketing whiz? That right 

there should determine the structure and foundation of your startup. 

Once that has been agreed upon, you should identify the positions needed to complete your 

team. Jobs in SEO, sales & marketing, programming, account management, and project 

management are just a handful of examples of positions that need to be filled. When 

identifying these positions, make sure that you prioritize them and find people with talents 

that other team members don't have. It wouldn't make sense to hire five project managers 

and not a single programmer, would it? 

Keep in mind, of course, how much money you have in the bank to pay for the positions you 

require. 

2. Advisers, Contracts, Partners vs. Full Timers 

 



When starting out, you may not have to hire full-time employees. For example, you could 

attend an industry event or find industry-leading blogs that help you locate talented advisers 

(such as market or domain expert, connector, industry celebrity, personal coach, and 

technical expert). You can do the same with other positions--make a design firm your 

partner, for example. Or hire skilled contractors. 

You also may be able to hire people on a part-time basis who are excellent at what they do. 

It's safer than taking the chance on a full-time employee who may not deliver. 

I personally advise many different companies as well as run my own consulting firm where I 

help startups. I've found that having people as contractors at the beginning and then moving 

to full-time employees is the best way to leverage a full set of skills for your business. 

3. Identify Candidates 

There should be four considerations when searching for candidates: 

If you can find people who meet the above criteria, you have a great chance of putting 

together a winning team. 

4. The Hiring Process 

 

So you've found some qualified candidates. Now it's time for the hiring process, which 

begins with an interview. The Wall Street Journal has a nifty little guide you should use if 

you've never conducted an interview. Some of the instructions: 

Following the interview, do some fact-checking and a background check on the potential 

employee. If everything goes smoothly, go ahead and hire the individual. Once that person 



has been considered, give him or her tests. Start with a smaller project and work up to larger 

tasks. During these tests, you can see how the prospective hire communicates with other 

team members and handles pressure, and whether he or she can actually get the job done. 

5. Post-Hire 

Let's say the candidate passed your tests with flying colors and has become a part of your 

team. Does that mean everything is all said and done? Not really. Once that employee has 

been hired, you want to do some post-hire assessment. This means having strategies in place 

for training, promotion, and career development. These will serve as incentives for your 

team members. 

 

7. Advertising and marketing your business 

Advertising can be very effective in reaching potential customers but you before you start, 

you need to be aware of the laws. Read the frequently asked questions below for 

clarification. 

 

Where should I advertise? 

Look at your potential customers’ demographics or characteristics, their media preferences 

and what they might be doing that would make them notice your advertisement. Target your 

advertising to reach potential customers rather than paying a lot to reach large numbers of 

people who will never be customers. Advertising media options include print (newspapers, 



magazines), radio, television, Internet, display (posters, billboards), direct mail (flyers in the 

mailbox), and sponsorship (eg. having your logo on a football team jumper). Don’t blow your 

entire advertising budget on one expensive ad. Try to find ways to stretch your dollar over a 

period of time. A TV or radio ad is probably not the best option for a new business unless 

you can afford it. 

Should advertising be truthful?  

Truthful advertising is good for your business reputation but there are also laws against 

making false or misleading representations. Some may think that truth and advertising is a 

contradiction in terms, but a well-informed customer is a satisfied customer. 

What does the law say about advertising? 

The Australian Consumer Law (ACL) prohibits your business from making false or misleading 

representations about: 

 the standard, quality, value or grade of goods or services 

 the composition style, model or history of goods 

 whether the goods are new 

 a particular person agreeing to acquire goods or services 

 testimonials by any person relating to goods or services 

 the sponsorship, approval, performance characteristics, accessories, benefits and 

uses of goods or services 

 the price of goods or services 

 the availability of repair facilities or spare parts 

 the place of origin of a product - for example, where it was made or assembled 

 a buyer's need for the goods or services 

 any guarantee, warranty or condition on the goods and services. 

What price should be stated? 

If you include the price of a product in an advertisement, you must tell consumers the full 

cash price for the product. It’s an offence to state only part of the price without also 

displaying the total amount to be paid. The full price includes any applicable GST. 



What happens if there is more than one price on a good? 

 

Attaching more than one price to goods can mislead your customers. Whenever an item has 

more than one price marked on it, it’s an offence to sell it for more than the lowest marked 

price. However, you have the right not to sell the items at all. It’s also an offence to falsely 

inflate the price of goods to give the impression that they have been discounted or are on 

‘sale’. 

Is bait and switch advertising legal?  

Bait and switch advertising involves advertising a small number of goods at low prices to 

entice customers to your business. When the advertised goods quickly run out, customers 

are shown higher-priced goods. 

It’s an offence to advertise goods for sale and there are reasonable grounds to believe that 

you’ll be unable to supply those goods for a reasonable period. You’re responsible for 

making sure that there are enough supplies available to cover a sale. You still may not be 

able to meet the demand but you should have at least planned for it and have reasonable 

stock or offers available. This is not just common sense, it’s the law. 

What is reasonable will depend on the type of product, the context of any advertisement 

and your previous trading experience. The period of offer should also be made clear in the 

advertisement. If an offer is available for a limited period then put this in the advertisement. 

If stocks are genuinely limited, such as a clearance sale, say so in the advertisement or, you 

can supply equivalent goods immediately and at the advertised price if the customer 

accepts. 

What are the laws for advertising business and job opportunities? 

It’s an offence to give false and misleading information on jobs or business ventures that 

operate from home, require work or require money to be invested. 



Example 1: an envelope stuffing scam reads "Would you stuff 1000 envelopes for $1000" if 

you were offered a 'Complete Home Mailer Program' at a cost of $189. But rather than 

receiving supplies of paper and envelopes, respondents were sent information on how to 

operate a mail order business similar to the one which had just duped them. 

The Courts have ruled that what matters is whether a job or business opportunity 

advertisement will mislead the average person in the street not whether it intends to 

mislead. Also be aware that leaving out significant information can cause you problems. 

Prospective employers and employment agencies must ensure that advertisements for job 

offers are expressed in clear, accurate and definite terms. 

What are the laws for building trade advertisements? 

The licensee’s name and licence number must be shown in all advertising. If the licensee has 

a business name registered under the Business Names Registration Act 2011 (Cth) that name 

can be included instead of the licensee’s. 

 

This applies to all residential building work where the reasonable market cost of the work to 

be done (labour and materials) exceeds $5,000 (including GST). It also applies to specialist 

work (regardless of cost) including plumbing, gasfitting, electrical wiring, refrigeration and air 

conditioning work. 

 Check that advertisements include the: 

 name of licence holder (or registered business name) as shown on licence 

licence number with correct category of work. 



Who regulates advertising standards?  

Some people may take offence or be upset with certain ads, so be careful about what you 

say and how you say it. 

Advertising Standards Bureau administers a national voluntary system of advertising self-

regulation through the Advertising Standards Board and Advertising Claims Board. 

The Advertising Standards Board decides on complaints about advertising in relation to 

language and the discriminatory portrayal of people, concern for children, portrayals of 

violence, sex, sexuality and nudity, and health and safety. 

The Advertising Claims Board decides on complaints to do with truth, accuracy and legality of 

advertising on a user pays cost recovery basis. 

 

8. Reasons for Business Failure and How to Avoid Them 

 

Failure is a part of professional life, and many entrepreneurs consider it to be a learning 

experience. However, small-scale debacles do not hurt as much as the full-fledged ones. It is 

a stark reality that a vast majority of small businesses fail in their infancy. While some close 

within two years of their establishment, others go bankrupt before completing five years. 



Thus, it is essential for entrepreneurs looking for a business for sale in Sydney to know about 

the common reasons for failure. 

An informed business owner is equipped to manage the crisis and has a contingency plan to 

pull the company out of the messy situation. Although it is not possible to foresee all 

business challenges, here is a list of the most common ones and the best ways of avoiding 

them. 

1. Not Meeting Customer Expectations 

Assumptions do not fetch the desired results. Thus, business owners should not work on 

guessing and their imagination. Developing a product needs thorough market research and 

the creation of the buyer’s persona. It requires identification of their likes, dislikes, needs 

and desires to understand them and their expectations from the marketers. You will not be 

able to serve and satisfy them if you don’t know what they want. 

The sales and the customer support team must stay in constant touch with the buyers and 

gather their feedback. The inputs and suggestions offered by the buyers should be used to 

improve service and product features. It will help keep the customers happy and aid in their 

retention and gaining loyalty to the brand. Loyalty pays through repeat purchases, word of 

mouth publicity and getting referrals. Thus, it should be a priority. 

2. Inability to Carve a Niche 

 

Every industry is filled with competition and every day new businesses get added to each 

segment. Whether you are operating in a niche or a wider marketplace, you will be 

surrounded by competitors who already have a substantial part of the market share. Many 



business owners do not pay attention to competition and offer the exact same product. It is 

highly unlikely that customers will be looking forward to this product unless it offers 

something different or valuable. 

It may initially draw some interest but due to a lack of originality and uniqueness, it can fall 

flat. Thus, business owners need to build a competitive edge and introduce a unique value 

proposition that makes the products stand out. Without a strong personality of its own that 

distinguishes the brand from others, it is impossible to survive in the overcrowded 

metropolis of Sydney and its suburbs. So, if you are following herd mentality and have 

nothing new to offer, you need to reconsider your offerings. 

3. Working Without a Plan 

Running a business needs a solid plan that envisages all the aspects of operations, finance, 

marketing and administration. A business plan lays down the vision, mission and long-term 

objectives of the entity. It offers the employees and the team a roadmap that helps in the 

methodical and systematic execution of the policies and processes. Several businesses fail 

because they do not create a realistic plan that is achievable. 

Entrepreneurs should create a comprehensive plan that describes the business targets and 

the ways of accomplishing them. It must have budget and sales forecasts based on past data 

and competition analysis. It should include all the marketing strategies, financial projections, 

business goals, policies, work culture, supplier management, etc. 

4. Overspending 

 



Enthusiastic and young entrepreneurs are involved in the acquisition of useless things that 

drain capital, such as an office space in the popular Sydney CBD, expensive supplies, costly 

equipment, offshore business trips and team outings. All of these can wait until the business 

starts earning significant profits. Maintaining a positive cash flow, sufficient working capital 

and surplus cash reserves is vital for a successful venture and should not be neglected. 

Financial mismanagement can lead to losses and bankruptcy. Thus, it is imperative to hire an 

accountant early in the journey and act as per their advice. They help in reducing the 

outgoings and increasing the incomings to maintain a positive bottom line. They devise ways 

of increasing profits and reducing taxes. They fix a budget for every quarter and do not let 

the entrepreneur indulge in unnecessary spending. 

5. Expanding Quickly 

Every Business owner in NSW wants to expand and grow his business. However, it is vital to 

understand that growth doesn’t happen overnight. Thus, they need to have patience and 

work according to the current capacity and potential of the business. They should not try to 

cover a bigger market share when they do not have the capability to deliver goods to a wider 

target audience. It can prove fatal when the disgruntled customers will start leaving because 

of lack of products or delays in delivery. 

However, this does not mean that you should not consider scaling up. The business leader 

must establish a measured growth roadmap that is funded by increased sales and growing 

demand. They must develop their competence accordingly to serve the customers and 

maintain their quality and excellent customer service. 

6. Not Building a Strong Team 

 



Your employees are responsible for the progress of the business because they are working 

towards the goals every day. However, if you do not have expert and qualified people in your 

team, it can become hard to get the productivity level you desire. An amateur team may not 

have the knowledge, skills and motivation to perform and achieve the desired results. Often, 

the business owner is not able to rely on his staff or delegate important work, which can lead 

to failure. 

Thus, hiring the right people and training them to perform to the best of their ability is the 

right approach to acquiring success. Also, delegation is significantly vital to free up the time 

of the CEO, who can utilise it to grow the business. An expert team will be able to provide 

valuable suggestions and work with confidence to make things happen even in adverse 

conditions. They are self-motivated and do not need to be pushed to perform better. You 

only need to supervise them and appreciate them with rewards when needed. 

7. Lack of Effective Leadership 

 

A business owner must control and manage the operations and various other functions. They 

must organise the teams and act as the mentor for the employees to keep them focused on 

the business goals. Good leadership builds a progressive and efficient work culture that is 

based on trust, respect and teamwork. The CEO brings everyone together as one unit and 

keeps the morale of the team-high. 

Also, the entrepreneur has the responsibility of identifying the strengths and weaknesses of 

the organisation and the employees and continuously working towards improvement and 

innovation. In addition, the owner must work on enhancing his own abilities as the leader 

through learning, self-development, training and introducing industry best practices that 

improve productivity. 



 

Conclusion 

If you dream big for your future and want to become a successful business owner in Sydney, 

then you have now enough knowledge about the business startups after reading this guide. 

If you don't already have a business in mind, brainstorm some ideas. Make a list of the things 

you're really interested in. These don't need to be businesses, but just things you really 

enjoy. You just need to spend some time inside of you and find out your capabilities. All the 

best in advance!  
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