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About Your Business Worksheet
This worksheet asks questions about your business. Answering these questions 
requires a lot of work, but this is an important step in business planning. You don’t 
have to fill out all the questions right away, but you’ll need to answer them to reach 
the final stages of business planning. 

The Basics
1. Business Name
What is the name of your business?
• Does this name describe your business?
• Is the name available and unique? Is there another business with the same or a similar name nearby

that might confuse customers?

2. Product or Service Description
What will your business do?

• Did you describe the main products or services you will provide?
• Are there other products or services you could sell to increase your earnings? What are some other

things your customers might want?
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The Basics (continued)

3. Day-to-Day Operations

How will you run your business on a day-to-day basis?

• How will you do things like manage money, provide receipts, order supplies, and make 
deliveries?

• Which tasks will you need to do every day? Which tasks will you need to do weekly?
• What accommodations or help will you need to do these things?

4. Business Structure
What business structure will your business have?

• Why did you select this business structure?
• If you receive SSI or SSDI, how will this structure affect your public assistance benefits?
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Potential Customers
5. Know Your Customers

Who are your potential customers?

• Where do they live?
• What is their range of income?
• Education level?

• Gender?
• Age range?
• What are some important interests they have?

6. Business Features
Why will customers want to buy your product or service?

• What need or want does your product or service fill?
• How did you figure out that there is a need or want for your product or service?
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Potential Customers (continued)
7. Marketing

How will you advertise or market your product or service to customers?

• What methods of marketing will you use?
• How much will each marketing method cost?
• Will you use different strategies to reach different customers?

Other Businesses

8. Similar Businesses
What businesses are similar to yours?

• Name a few businesses that offer the same or similar products or services.
• Describe what they do well.
• Describe what sets your business apart.
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Other Businesses (continued)

9. Business Strengths
Why will people choose your business instead of other similar businesses?

• Does your business have special strengths?
• Are you providing something that your customers need?
• Explain how you figured this out.

Location

10. Description
What is your business location and address?

• Is the location in a safe area?
• Does the location make sense for the type of business you plan to operate?
• If the business is in your home, what are the benefits and drawbacks of this as a business location?
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Location (continued)
11. Neighbors

What other kinds of businesses are near your location?

• How will these businesses affect your business location?
• Will these businesses attract customers that might also want to come to your business?
• Do these businesses pose any health or personal risks to you or your customers?

If you are running a business out of your home, how will this impact your neighbors?

• Will business traffic to your home or noise from your business bother your neighbors? What are your
plans for addressing this?
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Location (continued)

12. Customers
How will customers find and get to your business?

• How will you advertise your location?
• Is there parking nearby?
• Can people walk to your business?
• Will customers be able to access your location year-round? Are there seasonal transportation issues in

your area?

Some of these questions may not apply for a home-based or online business. 

13. Necessary Approvals
What kinds of approvals do you need before you start your business?

• Do you need tribal council approval before you start your business in this location?
• Do you need a business license?
• Are there zoning laws or other restrictions for your business location?

If you answered ‘yes’ to any of these, how will you go about getting the approvals you need?
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Feasibility
14. Challenges to Business Start-up
Are there any challenges to starting your business? 

If yes, talk about them with your counselor or a business development expert to get ideas for addressing 
them. 

Take time to record any additional thoughts about your business that may be important 
for future planning. 

This toolkit was developed by RTC:Rural under a grant from the National Institute on Disability, Independent Living, and Rehabilitation Research (#90RTCP0002). NIDILRR is a Center 
within the Administration for Community Living (ACL), Department of Health and Human Services (HHS). The contents do not necessarily represent the policy of NIDILRR, ACL, HHS, and 
you should not assume endorsement by the Federal Government.


	Business name: David's Traditional DrumsThis name is available. I checked with the Montana Secretary of State office to make sure it is not too similar to other local business names. I also checked with the U.S. Patent and Trademark Office to make sure the name isn’t trademarked.  
	Business description: I am going to make traditional drums for use in ceremonies and at powwows. I will sell these from my home, at powwows, and at other cultural events. I will start by making three sizes of drums but eventually I would like to offer more sizes and custom design options. Down the road I would also like to expand to make and sell other traditional instruments such as rattles. I could possibly offer drum-making lessons in the future if there is enough interest. I may also organize drum circles to foster interest in continuing our cultural traditions.
	Daily operations: I will have a tablet with a Square reader so I can take credit card payments at powwows and at my home. I will also have a small cash box so people can pay with cash. I will not accept personal checks. If people pay with a credit card they can choose to have a receipt emailed to them; if they pay in cash I will manually enter their transaction into the tablet and they can have the option of a printed or emailed receipt. Payments made with the credit card reader will automatically be recorded in my QuickBooks account. I will have to manually enter the cash payments in, which I will do during each transaction.I will order materials online from tachinidrums.com, using my home computer. If the website is down or there are other issues, I will call and order over the phone. I will use my van to transport the drums from my home to events.
	Business structure: My business structure is sole proprietorship because I am not starting a business with large liability potential and I don't have large assets to protect. I will have complete control as an owner, and my business profits won't count toward my asset accumulation, which would affect my SSDI benefits. Starting the business will not impact my benefits at first, but it may in the future. I am working with a benefit analyst to figure out when my benefits might be impacted. This business structure can be supported by potential funders, such as TVR, and I am looking into getting a bank loan so I can start my business.
	Potential customers: My customers will be the people living on or near the reservation. The average income is low. My customers are more likely to be men than women, because drumming is traditionally done by men. However, women's and mixed-gender drumming circles are becoming more common and I expect to also sell some drums to women. The age of my customers is likely to vary, but I think most drums will be purchased by middle-aged people (about 30 - 60 years old). Middle-aged people may be buying drums for themselves or as gifts. My customers will be people who value cultural activities, in particular people who participate in powwows or other events.
	Business features: Drumming is an important part of our community culture but there is nowhere to buy drums on the reservation. People have to wait to travel to a powwow or other event to buy a drum. After learning how to make drums from my uncle, I started to make drums to give as gifts to family. Over time, more and more people started coming to me asking to buy a drum. Because of this, I know there is a need for a drum maker in our community.I also spoke to tribal council about starting a drum making business. Tribal council confirmed there was not another drum maker on the reservation and agreed that there is a need for one.
	Marketing: I will put up fliers advertising my business at the community center and other popular locations on the reservation. The cost for the paper promotional advertising is about $50. I will also have a website. I can learn how to maintain the website myself, but there will be some initial set-up costs, such as domain registration. I will also have Facebook and Instagram accounts where I will update my hours, location, and showcase the drums I am selling. A social media presence will not cost anything other than my time, which could be an issue if I am not feeling well.
	Similar businesses: No other businesses sell drums on the reservation. There are two other drum makers in the state who sell drums at powwows and other events. These businesses are: Native Sounds and Ceremony Drums. Both of these businesses are located over 100 miles away from my reservation. My business will be different because I will sell on my reservation, as well as at local events. I will probably only see other drum making businesses at large, regional powwows. My drums are very well made and I think people will want to buy them.
	Business strengths: My business is special because it is the only native drum business on the reservation. I know I’m providing something my customers need because many people like to drum and there are few opportunities to buy traditional drums. Most people wait to buy drums until powwows because there is nowhere else to buy them.I know this because of my own experience living on this reservation for my whole life and also talking with family and friends. I also know there is a need for a drum maker because people who know I make drums as a hobby frequently ask if they can buy one of my drums. 
	Location: My business will be run out of my home. I live on a street with neighbors on either side. There are many benefits of running the business out of my home. This will eliminate time I spend traveling to work and allow me to take breaks and rest when needed. I have been making drums out of my home as a hobby for years, so I know the location will work for me to make drums.One potential drawback of this location compared to a retail storefront could be that there won’t be any foot traffic. This is unlikely to matter for my business, since I don’t plan on any sales coming from foot traffic.
	Home neighbors: One of my neighbors does makes ribbon shirts from her home. There may be some times (in the days and weeks leading up to a powwow) when both of our businesses are busy. This is not likely to be a problem, as there is a lot of parking available near our homes. I talked to my neighbor with the ribbon shirt business and she said none of the neighbors have expressed any concerns about her running her business from her home. My plan is to talk to my neighbors before I start my business so they know there may be additional cars parked outside and a few customers coming/going from my home. I’ll ask that if they are ever bothered by the noise to let me know and I’ll do what I can to keep it from disrupting them. I don’t think my neighbors will affect my business. I am not too concerned about this issue in general because most of my sales will come from powwows and not customers coming to my house. 
	Business neighbors: There are not any businesses, except one home-based sewing business, near my home.  
	Customers: Most of my customers will find me at local events and powwows. Customers can also drive or walk to my home. There is a lot of parking available on the street. There can be flooding in the springtime, which makes it difficult to get to my home. However, it usually lasts less than week so it shouldn’t affect my business.I will advertise my location by putting my address on fliers that I put up around the reservation. I will also put up a large sign in my front window with the name of my business.
	Necessary approvals: I need a business license and a mobile vendor license because I will be "distributing goods" at events. I need to register my business with the state. I will also need a "Home Occupation" permit because I may have customers at my home. I need to apply for a sales tax number. I will budget several hundred dollars a year to cover the business license expenses.
	Challenges: No challenges that I know of.
	Other thoughts: 


