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executive Summary

The Economic Empowerment Committee of the D.C. 
Chapter of the National Association for the Advancement 
of Colored People (NAACP) strives to revitalize the Black 
business community. The creation of more Black-owned 
businesses has the greatest potential to create jobs for lo-
cal residents and recycle dollars back into Black neighbor-
hoods for the economic empowerment of Black residents.

With that said, let’s talk words! Throughout this toolkit, 
you will see the terms “entrepreneur,” “business owner,” 
“startup” and “business.” We want you to understand the 
difference between these words early on. The word “en-
trepreneur” refers to a person who organizes and oper-
ates a business or multiple businesses, taking on greater 
than normal risks to do so. The word “startup” is the ac-
tion or process of setting something in motion. It is also 
another word for a newly established business. Ultimately, 
this toolkit was created to help aspiring Black entrepre-
neurs create their own businesses by understanding the 
business process, working through their ideas, and gath-
ering data and resources to provide a solid foundation for 
their startups. 

The voice and knowledge used in this toolkit is based on 
information gathered from established and successful 
D.C. Black business owners, the Toolkit Team’s varying de-
grees of experience and knowledge, as well as a host of 
advisory business leaders throughout the D.C. community. 
This toolkit provides a step-by-step guide to what you will 
need to start your business and highlights interviews with 

business owners to give invaluable personal advice on 
how to best start your own business as a Black resident in 
D.C. There are many ways to go about establishing a busi-
ness but the information in this kit is to serve as a guide 
essentially and not a one-size-fits-all.

This toolkit is divided into three sections with a checklist 
and guide to ensure that you thoroughly work through 
the information. Section 1 is titled Preparing for success 
as an entrepreneur and owner and will help you under-
stand the mindset of a successful business owner as well 
as what advantages and disadvantages exist in business 
ownership. Section 2 is titled assessing your Potential 
Business and is focused on the initial and critical steps of 
taking your  ideas for a business and developing a strate-
gy to move forward. You will also learn how to choose the 
best business idea.  Section 3  is entitled Registering and 
licensing your Business and focuses on the necessary 
steps required to register a business within the District of 
Columbia.

In addition to these checklists, each section has addition-
al resources that provides in-depth tools, resources, and  
examples to work through as you develop your business.

While anyone can use this guide, it is especially designed 
for and with Black-owned businesses in mind. Thus, 
we have compiled a fourth section entitled  Words of 
encouragement, highlighting the experiences of local 
Black businesses so that you can learn from their failures 
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executive Summary
and experiences. This is a standard business process but it 
is not a perfect formula to ownership. As you develop your 
business, you will constantly go through different iterations 
at each stage of the process. So, use this toolkit to help you 
fill in gaps in your knowledge, resources, and skills. In addi-
tion, this final section has a video showcasing Black business 
owners in the District sharing their startup story and pro-
viding words of encouragement for future entrepreneurs 
in the community. They will share their dreams, struggles 
and ultimately their triumphs as business owners. We  
encourage you to listen and share this video within your 

network! In addition, we  will later provide a link to the 
NAACP’s upcoming Black Business directory (which will 
also  be located on our website), which is geared at provid-
ing you visibility and access to who and where you can find 
and support other black businesses in D.C. Use this toolkit 
to build your network as well as find a potential mentor 
during your early stages. 

We conclude this directory with a Resource list to con-
nect people to other services offered in D.C. and online 
that can be worthwhile as you start your business. 



8

menu

inTroducTion

BuSineSS regiSTraTion 
and licenSing

addiTional  
reSourceS

Black BuSineSS  
communiTY in dc

preparing for SucceSS 
aS an enTrepeneur 
and owner

aSSeSSing Your  
poTenTial  BuSineSS

How to use this guide

This guide was made with the intention of ‘meeting peo-
ple where they are’. We recognize that everyone will not 
be at the same stage in establishing their business, and 
for this reason, you will see that this toolkit is interactive 
and capable of being downloaded into a PDF. Please note 
that to access the tools and external websites, you need 
to be on the internet. We encourage you start where you 
see fit but to review each section before deciding to move 
on since there may be helpful tools that could refine your 
stages and steps. This interactive element also allows us-
ers to pick-up where they may have left-off in the kit, en-
abling users to click on a section that they have not fully 
completed yet. We strongly encourage first time entrepre-
neurs to read through the entire toolkit first to get an un-
derstanding of the general process. Then, we encourage 
you to work through the steps and sections as you build 
your business.

In each section, you will see a resource box labeled “Quick 
links”. This box will provide a mix of fillable worksheets 
that you can save to your computer, documents that pro-
vide in-depth support on a particular topic, examples of 
business materials, and references to external sites. We 
highly encourage everyone to use these tools before mov-
ing on to future sections. The tools in each section can be 
used to help you fill out your business plan in Section 2, 
Step 9. Our goal is to equip you with the tools and materi-
als necessary to complete a comprehensive business plan 
by the time you finish this kit. 

We encourage you to not only use this toolkit but also 
share this resource within your network and community. 
We also encourage you to refer to this toolkit whenever 
you need additional support on your journey. Best of luck 
on your journey as a startup in D.C.!
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preparing for SucceSS aS  
an enTrepeneur and owner

need to know checklist

SecTion 1

 ■ advantages of business ownership

 ■ Disadvantages of business ownership

 ■ successful Qualities of entrepreneurs and owners

 ■ Methods to Develop successful Qualities as an entrepreneur and owner

 ■ areas of personal strain
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It is essential that prior to working on the formal steps toward building a business (getting registered, creating a business 
plan or proposal, etc.), that you establish a mindset of excellence to build a solid business foundation. You must prepare 
mentally and emotionally to become an entrepreneur and owner. First, find your “why”—the reasons driving you to start, 
maintain, and eventually grow your business. In this section, we will discuss the relevance of your “why” and the role that 
it plays in your business mindset. We will also identify the advantages and disadvantages of being a business owner. We 
conclude by providing tools for business owners to grow in their personal and professional skills, as well as how to proac-
tively address the challenges of building your business and accomplishing your goals. By assessing what it means to be an 
entrepreneur and owner, you will be better prepared to handle the failures and struggles that ownership encompasses. 

preparing for Success as an entrepreneur and owner
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off as an entrepreneur. During these moments, fix what 
you can, and if you cannot – move on, start again, and learn 
from your mistakes! Your “why” should be powerful enough 
and meaningful enough to drive you past your hard times, 
failures, and tears. Spend time identifying your “why.” 
Identifying your “why” is a necessary driver so take time and 
think about why you are thinking about entrepreneurship 
or building your startup. Then, write it down, make it visible, 
and move forward.

If you read a variety of business magazines or listen to 
countless motivational speakers, you will find a variety of 
common themes but at the core, you will also find that iden-
tifying a “why” is the common thread tying these themes 
together. By “why,” we mean, “why” do you do what you 
do? “Why” are you trying to be an entrepreneur or busi-
ness owner? “Why” are you reading this toolkit? “Why” are 
you thinking through different ideas, looking for problems 
to solve, finding mentors, researching the market, reading 
entrepreneur, Forbes, or inc. magazine daily? “Why” do 
you listen to Les Brown or Chris Gardner? “Why” are you 
investing long days and nights into your future? What drives 
you? Who drives you? All these questions will help you think 
through your “why.” 

As a future owner, you may find yourself getting stuck and 
it can feel like the end of the world. These are the moments 
where your “why” will kick-in and you have to remind your-
self that setbacks are nothing more than a bump in the 
road and the greatest achievement is yet to come. Your 
“why” might be because you are tired of living paycheck to 
paycheck, or that you want to build a financially stable fu-
ture for your children, or even want to be able to buy your 
mother a house. Either way, knowing your “why” in the be-
ginning of the process—before writing out a business plan 
or finding partners—will help you when you start to feel 
defeated during your journey. The current failures of the 
moment do not and will not define you, nor will it write you 

find Your “why”

http://www.entrepreneur.com/magazine 
http://www.forbes.com/fdc/welcome_mjx.shtml
http://www.inc.com/
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advantages and disadvantages of Small Business ownership

Owning a small business can be one of the most rewarding 
accomplishments in your life, but it can also be one of the 
hardest missions you have ever ventured into. Being a small 
business owner is more than just a job—it is a different life-
style. You have to be willing to ask yourself some serious 
questions prior to committing your time and finances into 
your business. Also, you have to ask your family, or partner, 
whether they are willing to support your efforts. As an en-
trepreneur, you may be married to your business, which will 
initially mean less time for your personal life. Before you are 
willing to make those sacrifices, first look at the advantages 
and disadvantages of owning your own business. 

Quick links
 Advantages and Disadvantages of  
 Business Ownership  

Quick links
 Qualities of Successful Entrepeneurs  
 and Owners

 Methods to Developing Successful  
 Qualities  

essential Qualities for entrepreneurs and owners
There are key personal and professional qualities you will 
need as an entrepreneur and business owner. While you 
may not have every skill just yet, the great news is that 
through practice you can learn these qualities over time 
or eventually find a partner who embodies some of these 
skills. Take a look at some of the essential qualities that you 
will need to be a successful entrepreneur and owner. If you 
do not have these qualities, start working on building these 
qualities now. If you start now, eventually these qualities 
will become habits as you build your business. Also, you do 
not necessarily need to have every one of these qualities to 

start or be successful. So, review the successful qualities of 
owners and entrepreneurs, and assess what qualities you 
already have and which ones you will need to develop.

http://naacpdc.org/Interactive%20Tools/01-Advantages%20and%20Disadvanges%20to%20Business%20Ownership.pdf
http://naacpdc.org/Interactive%20Tools/01-Advantages%20and%20Disadvanges%20to%20Business%20Ownership.pdf
http://naacpdc.org/Interactive%20Tools/01-Advantages%20and%20Disadvanges%20to%20Business%20Ownership.pdf
http://naacpdc.org/Interactive%20Tools/01-Advantages%20and%20Disadvanges%20to%20Business%20Ownership.pdf
http://naacpdc.org/Interactive%20Tools/02-Qualities%20of%20Successful%20Business%20Owners.pdf
http://naacpdc.org/Interactive%20Tools/02-Qualities%20of%20Successful%20Business%20Owners.pdf
http://naacpdc.org/Interactive%20Tools/03-Methods%20to%20Developing%20Qualities%20of%20a%20Successful%20Business%20Owner.pdf
http://naacpdc.org/Interactive%20Tools/03-Methods%20to%20Developing%20Qualities%20of%20a%20Successful%20Business%20Owner.pdf
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impact of Business ownership on Your personal life

Being an employee is fundamentally different than being 
an owner. As an owner, the distinction between personal 
time and work time will become blurred in many instanc-
es. If your client has an issue, or something goes wrong 
with a process, then it is your duty to make the time 
to fix it; no one will do it for you in the beginning. You 
may miss or forget birthdays and celebrations because 
you are consumed with building your business. You may 
work from home, which may cause conflict over work-
space and different aspects of your home life. Early on, it 
is important to have conversations with family, partners, 
or even roommates to make clear distinctions for both 
workspace and work hours. This will give you a clear and 
identifiable structure for your business. It also enables 
you to work uninterrupted to maximize your work time.

If you have your own family or care for your aging parents, 
it is important to measure the impact that opening a new 
business will have on them. Prior to starting your ven-
ture, make time to have this discussion with your family 
(partner and children) as well as with important individu-
als in your life who require your time. Depending on the 
level of ownership you take on - whether you opt to work 
on your personal business on a part time basis while still 
being employed by another company, or you choose to 
start full time—your time will be limited and your financ-
es will be even more restricted. Make sure your family is 
willing and supportive of these new restrictions. Click on 

the “areas of Personal strain Tool” to consider the fol-
lowing three major of your life that will be most greatly 
affected by your decision to be an owner: source of in-
come, health insurance, and retirement savings.

Quick links
 Areas of Personal Strain

http://naacpdc.org/Interactive%20Tools/04-Areas%20of%20Personal%20Strain.pdf
http://naacpdc.org/Interactive%20Tools/04-Areas%20of%20Personal%20Strain.pdf
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Step by Step checklist

SecTion 2

 ■ solve a problem
 ■ Find Your passion
 ■ identify a gap in the Market
 ■ Product/Service Differentiation

 ■ Learning Your strengths and weaknesses
 ■ compensating for weaknesses

 ■ business selection chart

 ■ additional Mentorship resources

 ■ target Market
 ■ competitors
 ■ Location, Location, Location

 ■ target Market Feasibility
 ■ Financial Feasibility

 ■ creating s.M.a.r.t goals

 ■ create a budget
 ■ create a Marketing strategy
 ■ raise capital
 ■ test Your business/proto-type

 ■ research your business name
 ■ buy your domain name
 ■ Design your Logo
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Every great business started with an idea. This section will help you take your great idea or ideas and assess if they 
are worth starting a business. By following the steps below, you will get a better sense of your idea and also have 
the major components to build a general business plan. Business plans take many forms, but all have one thing in 
common – they provide a road map for your business. So, get ready to assess your potential business!

assessing Your potential Business
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inTroducTionStep 1: establishing an idea
Great business leaders understand the importance of 
ideas for business success and the need to turn their idea 
into a business. While ideas can lead you to a future filled 
with success, they also have a short lifespan. So, you have 
to capture the moment and act on your ideas to see where 
they can take you. The more ideas you have, the more 
chances you stand in finding one that can launch you to-
wards success.  Below are several methods for identifying 
great ideas. 

Solve a Problem
Do you have an idea that will solve a problem or that pro-
vides an alternative to a current product or service? Have 
you gone through a process and thought to yourself, ‘I wish 
this part was easier?’ Did you ever eat or drink something 
and then realize you can make it better? If you answered 
‘yes’ to any of these questions, take the first step—write 
your idea down. Then, think through the problem and try 
to diagnose the situation or product so that your focus is 
not just on the problem, but also outlines the symptoms 
that caused it. Use these techniques to work through the 
problem and solution process. 

Here are flowcharts that can help you identify the expect-
ed steps of a process and cause-and-effect diagrams to 
define and analyze root causes. Take time to fill these out 
and see if you identify any great ideas! 

Quick links
 Solve a Problem

Flowchart For Understanding Process  
(fillable PDF and *optional*example)

Cause-And-Effect Diagrams to define 
and analyze problems (fillable PDF and 
*optional*example)

Brainstorming Techniques

Generate Solutions
Once you have worked through the problem, you will have 
identified one or more solutions that may address the 
problem or serve as an alternative to the process. Do not 
be in a rush to select a solution until several alternatives 
have been proposed. In Step 3 of this section “Select the 
Best Business,” we have a tool for you to outline all your 
ideas and determine the best solution or idea to consider 
starting a business with. A standardized process allows 
you to evaluate the different ideas relative to each other 
and your overall skills. Brainstorming and team problem-
solving techniques are also both useful tools in this stage of 
problem solving. 

http://naacpdc.org/Interactive%20Tools/05-Solve%20a%20Problem.pdf
http://asq.org/learn-about-quality/process-analysis-tools/overview/flowchart.html
http://asq.org/learn-about-quality/cause-analysis-tools/overview/fishbone.html
http://naacpdc.org/Interactive%20Tools/05-Solve%20a%20Problem.pdf
http://asq.org/learn-about-quality/idea-creation-tools/overview/brainstorm.html
http://asq.org/learn-about-quality/idea-creation-tools/overview/brainstorm.html


menu

17

aSSeSSing Your  
poTenTial  BuSineSS

Establishing an Idea

Assess Your Skills

Select the Best Business

Find a Business Mentor

Preparing to Launch

Target Market and 
Competitors

Goal-Setting Guidelines for 
Business Owners

Business Plan

Business Name, Domain,  
and Logo

Business and Market 
Feasibility

preparing for SucceSS 
aS an enTrepeneur 
and owner

BuSineSS regiSTraTion 
and licenSing

addiTional  
reSourceS

Black BuSineSS  
communiTY in dc

inTroducTion

Find Your Passion
Do you have a passion for fashion, hairstyling, leadership, 
travel, real estate, consulting, jewelry, etc.? Have you ever 
wanted to take your passion and make it into a sustainable 
business? If you answered ‘yes,’ then start thinking through 
your passions and list the ideas for a business that this pas-
sion might generate. Establishing a business is a tough pro-
cess. As one of the business owners we interviewed stated, 
opening your own business requires long hours and a lot 
of hard work, so you must enjoy what you do, at least on 
some level. However, not all passion driven ideas will lead 
to a business. 

Click the “Find your Passion Tool” to assess your passions 
and identify your goals. 

Identify a Gap in the Market

Have you ever wanted to work in certain markets such as 
exporting or importing? Ever looked at a specific market like 
travel and said the Black voice is missing? Does your busi-
ness idea fulfill a need or want that is lacking in the market 
or industry currently? If you have ever identified a potential 
gap in the market, then you may have a potential business 
idea. So go ahead and write it down. 

Use the “Identify A Gap In the Market Tool” to see where 
you can fill a gap with your business idea! 

Step 1: establishing an idea

Quick links
 Find Your Passion Tool

 Identify A Gap In The Market Tool

Differences Between Product-Base  
and Service-Base Businesses
Product-base businesses and service-base businesses are 
very different, and the startup costs and projections for 
growth also vary greatly. Most businesses offer a hybrid 
between product and services in their overall business. 

Customers are always looking for inventive services that 
improve their life. Selling a service usually entails selling 
your knowledge or expertise on a topic. Check out this great  
article for ideas to start a service-base business. The ben-
efit of selling services is that you can make money as soon 
as you start—as long as you are great at selling your ser-
vices. If you are great at execution and delivery, your rep-
utation should help you maintain your business and get 
new clients. In a service driven business, you are usually 
selling your time (hours you work) to provide your knowl-
edge or expertise. Over time, you will be able to sell your 
services at higher and higher rates. The downside is that 
service-base businesses are time dependent, so you are 

http://naacpdc.org/Interactive%20Tools/08-Who%20Is%20Your%20Ideal%20Customer.pdf
http://naacpdc.org/Interactive%20Tools/07-Finding%20Your%20Passions.pdf
http://naacpdc.org/Interactive%20Tools/08-Who%20Is%20Your%20Ideal%20Customer.pdf
http://www.entrepreneur.com/article/80684
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‘billing’ for your time. This type of business is usually easier 
to establish but harder to grow, because you can only bill 
for as much time as you work. However, if you can hire 
good people and keep the level of quality high, you can 
grow from a single person into a full service firm. 

A product-base business, on the other hand, involves 
much more than your knowledge—it requires design, 

Step 1: establishing an idea
packaging, prototypes, channels of distribution, and more. 
Products require an investment of time, effort and funds 
to get them off the ground and into the marketplace. This 
can mean a costly start for many people but the long-term 
reward is often greater. Once your design and packaging 
is ready, the product has a distributor, and sales start, you 
have a chance at large sales and lower production costs—
two factors ideal for higher profit gains!
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It is critical for entrepreneurs to assess their strengths 
and assets early on in their journey to account for their 
weaknesses. Gallup developed a valuable book series that 
helps individuals and leaders identify their strengths. The 
series is called Strengths Finder 1.0 and 2.0. As you read 
through the books, you can take an assessment to identify 
your talent. Then, focus on developing your talents further 
so your time is best spent on your natural abilities. 

It’s also important to understand what makes YOU uniquely 
qualified to run the business that you are proposing. Do 
you have years of experience in that industry? Do you have 
management experience? Have you made the product or 
provided the service before? Are you a good sales person? 
These are all important questions to ask yourself so that 
you can explain why you can and will be a successful 
entrepreneur and owner. Do not sell yourself short. You are 
unique and your ideas were given to you for a reason. It 
is your job to identify that uniqueness and the skills and 
strengths that come from it. Harnessing that knowledge 
can be revolutionary to your business and essential for your 
business idea.

Use this “Learning Your Strengths and Weaknesses Tool” 
to identify your unique abilities as a potential business owner!

Remember: You do not have to be skilled in the market you 
want to work in, but you must have a strength or some level 
of experience that you can leverage. For example, if you are 
considering starting a cake bakery with your grandmother’s 

recipes, but have never been a dessert chef or worked in the 
cake industry, that does not automatically disqualify you. 
If you have been baking your grandmother’s cake for five 
years and sharing and selling this cake at events at your job, 
family get-togethers, or your friend’s celebrations, then that 
is considered beneficial experience that can be leveraged. 
There is a demand and a desire for that specific cake. Now 
you have a product that you can turn into a business!

Learning Your Strengths and Weaknesses

assessing youR sTRengThs
As you evaluate your strengths and weaknesses, make sure 
to be honest with yourself. Do not be alarmed by your weak-
nesses—everyone has them and knowing them is critical. 
Identifying your weaknesses will help you as an owner to 
delegate these responsibilities to individuals who possess 
strengths in those areas. 

This Business Strengths and Weaknesses checklist  to 
determine if you are ready to launch your new business. 

Quick links
Strengths Finder 1.0  

Strengths Finder 2.0 

 Learning Your Strengths and   
 Weaknesses

http://naacpdc.org/Interactive%20Tools/19-Personal%20Strength%20and%20Weaknesses%20v2.xlsx
http://naacpdc.org/Interactive%20Tools/19-Personal%20Strength%20and%20Weaknesses%20v2.xlsx
http://naacpdc.org/Interactive%20Tools/19-Personal%20Strength%20and%20Weaknesses%20v2.xlsx
http://naacpdc.org/Interactive%20Tools/19-Personal%20Strength%20and%20Weaknesses%20v2.xlsx
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coMPensaTing FoR WeaKnesses
Once you have assessed your strengths, continue to work 
on them daily  to become the best leader and future owner. 
The second half of this tool will assess your weaknesses. 
If you discovered that you do not have all of the traits 
you need to be successful, do not worry. There are many 
options that will help you offset your weaknesses. Below 
are various routes you can take to help you overcome 
your weaknesses.

hire someone. Think about the areas you do not enjoy or 
lack knowledge. Ask yourself if you can afford to pay some-
one else to perform them. For example, if you do not like to 
sell, you can hire a salesman, or if you struggle with account-
ing then hire a bookkeeper or accountant. While you may 
not initially be capable of hiring someone during the early  
stages of your business, there are countless free or low cost 
organizations that can help you accommodate. As you get 
further along in setting up your new business, you may de-
termine that the convenience of paying someone else to do 
the work far outweighs the costs. But for now, all you have 
to do is identify whether someone else could do the work 
for you and take note. Start by Googling different apps or 
nonprofits that exist within your weak areas.

Find a good Partner. Another option is to partner up with 
someone who has the skillset to complement yours. For 
example, a people person who struggles with numbers may 
be a good partner for a person who is great at numbers but 

struggles working with people. Partnerships can present 
difficulties. Many people partner up with people they know 
best, such as friends and family members. Be aware that 
partnering with those you know best does not always work. 
Some marriages and friendships have been ruined by 
business partnerships, while others have been enriched. 
You can find partners through a variety of avenues such as 
business association, or industry events but these are even 
more tenuous. The best advice is to be careful and make 
sure that you share the same vision, and agree upon your 
roles before you go into business together. Lastly, ensure 
that you have a contract detailing your relationship, roles, 
and an exit strategy so you can maintain your relationships. 

learn new skills. Sometimes, it might be necessary for you 
to develop the traits and skills you lack. Here are several 
ways you can get the skills you need:

 ■ small business incubators. This may be your most 
effective option. Incubators are programs that provide 
you with hands-on advice, office space and access to 
office equipment and supplies, as well as access to 
workshops and trainings. Federal or local government, 
nonprofits, usually sponsor many incubators but there 
are some private ones as well. Check out the d.c. 
incubators list under the resources section below. 
These incubators are usually sponsored by federal or 
local government, nonprofits, or foundations, but there 
are some private ones as well. To find the location 

Step 2: assess your Strengths and assets

http://dmped.dc.gov/page/incubators-accelerators-and-co-working-spaces
http://dmped.dc.gov/page/incubators-accelerators-and-co-working-spaces


menu

21

aSSeSSing Your  
poTenTial  BuSineSS

Establishing an Idea

Assess Your Skills

Select the Best Business

Find a Business Mentor

Preparing to Launch

Target Market and 
Competitors

Goal-Setting Guidelines for 
Business Owners

Business Plan

Business Name, Domain,  
and Logo

Business and Market 
Feasibility

preparing for SucceSS 
aS an enTrepeneur 
and owner

BuSineSS regiSTraTion 
and licenSing

addiTional  
reSourceS

Black BuSineSS  
communiTY in dc

inTroducTionStep 2: assess your Strengths and assets

of the incubator nearest you, contact the national 
Business incubation association or call them at 740-
593-4331. You can also contact the small Business 
administration at 1-800-827-5722.

 ■ online skill Programs: Today, building your skills, 
getting certified, or building knowledge has become very 
accessible—it just requires commitment. Online programs 
such as Skillshare or coursera which have smaller 
learning timeframes and prices that can range from 
free to a small monthly fee, are great sources in building 
knowledge and new skills. These self-paced programs can 
fit easily into your busy schedule as an owner. 

Quick links
D.C. Incubators, Accelerators, and Co-Working 
Spaces

National Business Incubation Association 

Small Business Administration

Skillshare

Coursera

Step 3: Select the Best Business

By now, you will have identified a variety of ideas—wheth-
er these ideas are solutions to a problem, alternative ser-
vices or products, gaps in the market, or passion-driven 
ideas. You should be knowledgeable about the personal 
and professional strengths and weaknesses you have 
and how to account for the areas you least thrive in. The 
next step is to decide which business idea you are most 
capable of launching and which has the most potential 
for success. Using the data gathered from Steps 1 and 2, 
we encourage you to take the time to fill out this Business 
Selection Chart to assess the best business options avail-
able to you and your strengths. 

Quick links
 Business Selection Chart

http://www.nbia.org/
http://www.nbia.org/
https://www.sba.gov/
https://www.sba.gov/
https://www.skillshare.com/
www.coursera.org
http://dmped.dc.gov/page/incubators-accelerators-and-co-working-spaces
http://dmped.dc.gov/page/incubators-accelerators-and-co-working-spaces
http://www.nbia.org/
https://www.sba.gov/
https://www.skillshare.com/
www.coursera.org
http://naacpdc.org/Interactive%20Tools/06-Brainstorming%20Solutions.pdf
http://naacpdc.org/Interactive%20Tools/06-Brainstorming%20Solutions.pdf
http://naacpdc.org/Interactive%20Tools/06-Brainstorming%20Solutions.pdf
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During your ideas phase, we suggested finding a 
mentor as you prepare to be an entrepreneur. Now, it is 
mandatory that you find one! If you have any connections 
in the field, use them. Starting a business can be a risky 
venture and having additional insight can make or break 
your business.  Work your network and see if you know 
anyone in the field or any other business owners that 
could help give you advice as you create your business.  
Many of the business owners we interviewed wished they 
had a mentor when they started their business to provide 
extra assistance when they had questions. If you do not 
have any connections, feel free to reach out to businesses 
in your field or in similar fields. You would be surprised 
at how many people want to help you, but you must be 
willing to ask. The Economic Empowerment Committee of 
the NAACP D.C. Branch will be releasing a Black-owned 
Business directory that can help you locate business 
owners in D.C. who may potentially become a mentor 
or provide some great feedback. However, if you cannot 
find someone, there resources that can provide insight to 
help you with your business as well as match you with a 
mentor. Check out these additional mentorship resources 
to get you started. 

Quick links
 Additional Mentorship Resources

500 Mentors

StartupBootcamp

http://naacpdc.org/Interactive%20Tools/11-Additonal%20Mentorship%20Resources.pdf
http://naacpdc.org/Interactive%20Tools/11-Additonal%20Mentorship%20Resources.pdf
http://naacpdc.org/Interactive%20Tools/11-Additonal%20Mentorship%20Resources.pdf
http://500.co/mentors/
http://www.startupbootcamp.org/mentors.html
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inTroducTionStep 5: Target market, competitors and location

Now, that you have decided upon a business venture, your 
next goal will be to understand your audience (target mar-
ket), your competitors, and how and where you would like to 
be located. 

Determine Your Target Market 
Have you clearly thought about your target market? Who 
are your customers? Who is buying your products? How 
old are they? Where do they live? How much do they make 
annually? Where do they normally shop for products and 
services similar to yours? Understanding your future cli-
ent/customer is key to your business success. You should 
have a thorough understanding of who you want to buy 
your product and who is willing to pay for it. There is a dif-
ference between who wants your service and product and 
who is willing to pay for it. A college student may want to 
buy your product but a 30 something year-old with a full 
time job may be able to afford it at the price you have set. 
Make sure you understand this difference when assessing 
your potential target market. Spend time talking to your 
ideal customer and client base. Make sure you ask them 
questions regarding what would drive them to buy your 
services/products and what additional value they would 
find from using your business versus others. Learn more 
about how to identify your target market here.

Quick links
Define a target market for your business

http://www.nolo.com/legal-encyclopedia/define-target-market-small-business-29950.html
http://www.nolo.com/legal-encyclopedia/define-target-market-small-business-29950.html
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Business Competitors
Getting to know your competitors is important. They will be 
fighting for your profits and your customer base. They are 
also a great resource to help devise a better service and 
product. Here is a great article on the keys to researching 
your competitors. The internet allows you to research any-
one producing the same product or service anywhere in 
the world. Start by researching locally, then by state, then 
within the U.S. and finally internationally. This will help you 
become aware of what is being done and how. Upon acquir-
ing this knowledge, you can further develop the uniqueness 
of your services while identifying what works and what does 
not from the experience of other owners. 

A great way to check out the competition is to is to be one 
of their customers. Learn how their customers are hearing 
about them. Ask yourself what is the customer service like? 
Ask their patrons these questions as you wait in line to make 
a purchase. How do you feel as their customer? Once you 
have asked all the questions and learned more about their 
service, process, and products then ask yourself what can 
you do to enhance the customer’s satisfaction with YOUR 
product or service? 

Remember, business is not all about a superior prod-
uct or service but also about a superior experience. 
Customers come because of what you offer, but they 
stay because of how you make them feel. Make the time 
to learn about the competition, because if you do not, 
this can hurt you. Smart business people know who the 

Quick links
Keys to researching your competitors

key players in the market are and they assess their busi-
ness threat levels based on who has the most purchase 
power from customers. You cannot compete unless you 
know who your competitors are. So get to know your  
competition early in your process.

Location, Location, Location
Will you be running your business from your home, or will 
you be buying or renting a space? This is an important 
question to ask. Working from home allows for low over-
head costs, since you can save on building and utility costs, 
as you will not need an office just yet. Think about all the 
costs that would be associated with having your own loca-
tion. If you can develop a virtual business even better. If 
you need brick and mortar (which means physical store), 
then do some serious cost analysis of what you will need to 
start your business. Are you going to rent or buy? Have you 
found a location where your target market frequents? Are 
your competitors close by? These are important questions 
to ask before you start your business. You must include 
this expense in your budget and then keep that set budget 
when considering locations. 

Step 5: Target market, competitors and location

http://www.inc.com/guides/201105/10-tips-on-how-to-research-your-competition.html
http://www.inc.com/guides/201105/10-tips-on-how-to-research-your-competition.html
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Another important factor to consider if you will be building 
or working in a physical store or Mom-&-Pop is the zoning 
laws for the area you want to conduct your business. This 
zoning search tool for the District of Columbia allows you 
to search addresses in D.C. and see their zoning category.

To get assistance with location selection you can also reach 
out to the Washington D.C. Economic Partnership.

Another resource for companies is the various co-working 
spaces around the city. These spaces provide entrepre-
neurs a professional place to work without the burden of a 
long lease. The number of incubators / co-working places in 
D.C. is constantly growing and changing but a recent list can 
be found here.

Quick links
D.C. Zoning Search Tool

Washington D.C. Economic Partnership

D.C. Incubators and co-working 

Elevation DC Media

Step 5: Target market, competitors and location

Use the tools in the resource box to help you review the 
different locations, and the different questions to consider 
with each location.

http://zmap.dcoz.dc.gov/
http://wdceprss.dc.gov/
http://www.elevationdcmedia.com/features/coworking_guide_031114.aspx
http://zmap.dcoz.dc.gov/
http://wdceprss.dc.gov/
http://www.elevationdcmedia.com/features/coworking_guide_031114.aspx
http://www.elevationdcmedia.com/features/coworking_guide_031114.aspx
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inTroducTionStep 6: Business and market feasibility

A simple feasibility study will measure if your product is:

 ■ Unique from the competition

 ■ Targeted to a particular customer base

 ■ Financially viable to produce revenue for the business 

As discussed before, an important part of this step is to de-
termine a basic strategy that will make your product stand 
out from the competition. Remember, every business has 
competition. Customers are spending their money some-
where—it is your job to find out where.

Below is an example of a table that you can develop to com-
pare your product/service against your competitors. Our 
product will be of the cake business discussed earlier. We 
will refer to it as Ma’s Cakes moving forward and in the ex-
ample below. 

Once you have identified your target customers, and 
considered the location, the next step is to explore 
the feasibility of the concept. Feasibility is an assess-
ment of whether the business concept is executional. The 
feasibility study is a great way to find out early on if an 
idea will work before investing considerable time and re-
sources. For example, if you plan to sell cakes for $30 that 
costs $10 to make, you should know how many cakes you 
would need to sell to cover rent and utilities, build out 
a location, and pay employees. It may turn out that you 
need to sell more cakes than there are households in the 
neighborhood that you’re considering, or need to raise 
prices to more than the average household can pay. A 
feasibility study will help you answer some of these ques-
tions and allow you to make adjustments as needed. 

product customer Value approximate price availability
Ma’s Cakes Cakes from a southern 

family recipe that have won 
awards  

$30 H Street neighborhood store 
and online sales

Vegan Cakes Plus Cakes that are vegan $50 Bethesda store and online

Georgetown Cupcakes Cupcakes with artisanal 
recipes

$5 Georgetown and Bethesda 
only

Grocery Store Cakes Convenient to get and  
customizable for occasions

$15 All over region
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Another source of information about specific D.C. neigh-
borhoods can be found by accessing the Washington D.C. 
Economic Partnership.

If you are considering a business-to-business enterprise 
(also referred to as “B2B”) such as an accounting firm for 
hospitals, then there are two sources that may be helpful. 
The first is an industry association for your target customer. 
Many businesses belong to industry associations where they 
work together for the betterment of the industry as a whole. 
The industry associations have a wealth of information re-
garding the industry and may have an online membership 
directory that can point you to potential customers. There 
are industry associations for all types of businesses and 
many are located in the Greater Washington D.C. region. If 
you cannot find an industry association or want to expand 
your list of target customers, a good resource is yelp.

From this simple example, you can see that customers have 
a wide range of cakes to choose from and at lower costs. 
Thus, one key to success may be positioning Ma’s Cakes as 
more authentic than the competition. One way to do this is 
to highlight that this cake business is a family and genera-
tional cake recipe.

Please see the resource section for a fillable version of the 
“Feasibility Chart” that we offered above. Make sure to use 
this table to conduct the same study for your business and 
competition. 

Target Market Analysis
Once you have identified your target market, conduct an 
analysis of the number of customers, and types of custom-
ers, that you can sell to. One key to business feasibility is 
ensuring that there are enough customers to support your 
endeavor. There are many ways to determine this from the 
very micro level (surveying customers in the neighborhoods 
you are considering as a location) to the very macro level 
(reviewing investor filings for large companies that are in 
your industry). The goal is to get comfortable identifying 
and reaching enough customers to support your business. 

If your startup is a consumer business then it is impor-
tant to look at demographic data. One of the best sources 
of information for demographic data is the us census 
Bureau. The census has information about income, race, 
education and various other socioeconomic indicators. 

Quick links
 Feasibility Chart

US Census Bureau

Washington D.C. Economic Partnership  
Neighborhood Information

Small Business Development Center

Step 6: Business and market feasibility

http://www.wdcep.com/tools-research/publications/
http://www.wdcep.com/tools-research/publications/
http://www.yelp.com
naacpdc.org/Interactive%20Tools/20-Financial%20Feasibility%20Model.xlsx
http://www.census.gov/data/data-tools.html
http://www.census.gov/data/data-tools.html
naacpdc.org/Interactive%20Tools/20-Financial%20Feasibility%20Model.xlsx
http://www.census.gov/data/data-tools.html
http://www.wdcep.com/tools-research/publications/
http://www.wdcep.com/tools-research/publications/
https://www.dcsbdc.org/
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After you figure out the gross profit of your business, you 
can factor other expenses such as rent, utilities, market-
ing and personnel to figure out how much true profit will 
remain after expenses. The best way to calculate this  pro-
cess is by developing a monthly “financial model” for the 
business. A financial model is simply an excel spreadsheet 
that performs calculations and allows you to adjust num-
bers in a simulated business. You’ll find an example of a  
financial model for Ma’s Cakes on the next page.

A highly recommended resource for entrepreneurs in D.C. 
is the small Business development center (SBDC). SBDC 
provides its clients with free services and access to some of 
the best target market data available. The center also pro-
vides its clients with a range of reports and data within par-
ticular neighborhoods, industries or markets.

Financial Feasibility 
It is important to do a financial analysis that demonstrates 
the viability of a business. While finances can be an intimi-
dating part of business, it is a critical component of a suc-
cessful business. The first step to determining financial 
feasibility is to determine the Gross Profit of your product. 
Gross Profit is simply the sales price of your product minus 
the costs to produce the product:

For example, in the cake business (Ma’s Cakes which is con-
sidered an example of a product-base business), the costs 
of eggs, milk, sugar and other ingredients are the product 
costs. For a service-base business, such as an accounting 
firm, the product costs would mostly be the hourly wages of 
the accountants that are providing the service.  

Step 6: Business and market feasibility

Quick links
Small Business Development Center

groSS
profiTS

producT
SaleS

producT
coSTS= -

https://www.dcsbdc.org/
https://www.dcsbdc.org/
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As you can see from the figures above, based on the numbers presented, it appears that the cake business may be fea-
sible because the anticipated profit is sizable. However, remember at this stage we are only using estimated numbers 
and trying to get an idea of feasibility. The key objective is to develop a model that you feel comfortable with, especially, 
regarding the number of customers that you can turn into buyers. 

These numbers become tangible and realistic when having discussions with potential funders and bankers. On the fol-
lowing page is a potential scenario of how this new data would play out in a conversation with a banker (note that fic-
tional data is used).

Step 6: Business and market feasibility

average sales Price $30.00 number of customers in Target Market 100,000

cost of goods sold $10.00 Number of Sales per Month 1,000

Gross Profit $20.00 conversion 1.00%

Total Sales per Month $30,000.00

Total Costs of Goods Sold $10,000.00

Total Gross Profit $20,000.00

Rent $1,000.00

Utilities $250.00

Marketing $750.00 Marketing and the number of customers relate

Personnel $4,150.00 # of people “hourly rate“ avg. # of hours worked per week” 4

Administrative 500.00

Total Operating Expenses $6,610.00

Earnings before Interest Taxes $13,390.00 assumes a 35% tax rate

Taxes $4,685.50

Total Profit $8,703.50
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so tell me a bit more. who is the target market for your cake business?

Banker

Banker

ma’S cakeS

ma’S cakeS

Great! How many people do you think fit that description? 

we are targeting the portion of the D.c. population that appreciates good home cooked 
cakes from their grandmother’s kitchen and are probably from the south. the person 
is not too focused on calories and wants to splurge for a real authentic tasting cake. 
we are also thinking about the group that is buying cupcakes and doughnuts (two fast 
growing products in D.c.), so ideally targeting customers from competitors like D.c. 
cupcakes, sprinkles, etc. 

there are 1,000,000 people within a 30 minute drive of the location we are considering 
putting our store, ideally in the h street corridor. we picked the location because a lot 
of the people that live there are young and transient. we have learned that the region 
gets about 200,000 people per year and half of them are from southern states. we 
think that about a quarter of the people that live in the area currently are also from 
southern states. that means that our current target market is one quarter of the people 
that live here already, that is about 250,000 and growing every year by 100,000 (half of 
the people that move). that gives us a pretty strong base that we can grow from. 

Banker
ok, that sounds great. how do you plan on targeting these people?

Scenario: owner of ma’s cakes is seeking a loan through the bank to build a store for ma’s cake in 
the H Street corridor of d.c.
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Banker

Banker

ma’S cakeS

ma’S cakeS

that makes sense. tell me more about the numbers.

sounds like you have done your research. great job, you may be eligible for a loan. it 
looks like you have really taken the time to think through your numbers as well as your 
marketing opportunities. based on this conversation alone you may be eligible for a loan. 
i will still need to review your paperwork further and will get back to you soon.

we plan to have free tasting at places where we think “foodies” and the “buy small/buy 
local population” gather (i.e. Union Kitchen, eastern Market, and Farmers Markets). we 
will also showcase our products during the h st Festival, which averages an attendance 
rate of 10,000 plus locals as well as other larger festivals around the city such as 
emporiYum. we will also focus our marketing and partnerships on more “southern 
focused” strategies. For example, we will work with bbQ restaurants and bourbon 
festivals as well as blues and soul concerts. we hope by providing samples throughout 
the district, partnering with southern cuisine restaurants, and becoming active on the 
festival scenes as well as leveraging a heavy social media presence, that we can draw a 
following and audience who really appreciate and buy our cakes.

our analysis has shown that we need to sell 1,000 cakes per month. as a product-base 
business, we also realize that keeping our customers and relying on word of mouth 
are important components so we will make it a priority to build a great reputation for 
service and satisfaction. our goal is to have all of our customers become consistent 
buyers as well as help spread the news about our cakes to their families, friends, and 
social media followers. 
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Quick links
 Feasibility Financial Model

Many business owners will mistakenly say “the market for my 
service is $100 million and if I capture 10% of the market, I will 
make $10 million.” This analysis leads to errors because you 
never detail how you will capture the 10%. A more sensible 
approach is to say “if I can get 1,000 people to buy my product 
each month, I will be more likely to be successful” and know 
that you can get 1,000 based on surveys and target market  
analysis. 

An example financial feasibility template is provided here. 
Use this exercise to ask yourself these same questions. Is 
this feasible and do the numbers make sense? Be realis-
tic but also optimistic. Please find the “Fillable Feasibility 
Financial Model Tool” below to think through some of the 
questions that the banker asked Ma’s Cake to determine the 
feasibility of her business! 

Step 6: Business and market feasibility

naacpdc.org/Interactive%20Tools/20-Financial%20Feasibility%20Model.xlsx
http://bestentrepreneur.murdoch.edu.au/Business_Feasibility_Study_Outline.pdf
naacpdc.org/Interactive%20Tools/20-Financial%20Feasibility%20Model.xlsx
naacpdc.org/Interactive%20Tools/20-Financial%20Feasibility%20Model.xlsx
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Setting target goals that are attainable and meet your 
business demands can be a lengthy process, but it is 
critical to your business that you set goals and work to 
achieve them. You will need to gather the right informa-
tion, and by now we hope that you have a great business 
idea, have started researching your target market, have 
assessed the financial feasibility, checked out potential 
competitors in your market, and are ready to set realistic 
goals.  Eventually, this information will be used to create 
a solid business plan. Let us take a look at some of the 
guidelines for setting quantifiable business goals. Use 
this sMaRT goals resource to set realistic and achiev-
able goals.

Be specific. Make sure to establish goals that are specif-
ic and well defined. Assign a way to measure them and 
create a specific timeframe for completion. For exam-
ple, you may set a goal to have a certain number of em-
ployees, or reaching a particular level of sales. Tie those 
numbers to specific time frames (within six months, two 
years, 10 years, and so on.)

Be realistic.  Make sure that you establish goals that 
are reasonable and achievable. Do not burn yourself out 
early by setting unrealistic goals. Setting smaller short 
term goals that feed into a long term goals can provide 
you smaller successes along the way and help you avoid 
feeling defeated early on in your journey.

Step 7: goal-Setting guidelines for Business owners

Be aggressive.  Do not set goals that are too easy to reach. 
Aim high but make sure your goals are realistic. Set your 
goals using both short-term and long-term desired outputs. 
If after six months in business, you accomplish all of your 
goals, then what? Do not sell yourself short—if you want to 
be bigger than McDonald’s within 20 years, that is great. Be 
sure to build out your goals and identify the length of time 
for each short-term and long-term goal you outline. 

Be consistent.  Consistency is key. Setting goals is a con-
sist habit and achieving goal is a step towards realizing suc-
cess. Beware of unconsciously setting inconsistent goals. 
For example, a goal of growing fast enough to have three 
employees within two years might be inconsistent with a 
goal of earning a particular amount of money if the cost of 
adding the employees ends up temporarily reducing your 
income below the target level. There is nothing wrong with 
having both goals—just be aware that the potential conflict 
exists and establish priorities among your goals so that you 
know which ones are most important to you. Using the tool 
above, you should be able to set and prioritize these goals. 

Quick links
 SMART Goals 

http://www.bizfilings.com/toolkit/sbg/startup/planning/benefits-of-a-written-business-plan.aspx
http://naacpdc.org/Interactive%20Tools/15-SMART%20Goals.pdf
http://naacpdc.org/Interactive%20Tools/15-SMART%20Goals.pdf
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entire sections of bookstores dedicated to marketing, which 
shows how critical it is and how many variations of customer 
marketing methods exist. In fact, many people believe sales 
and marketing are the lifeline of a business. As a small busi-
ness owner, it is important to find out what works best for 
you and your business. The key to marketing is to understand 
that each type of marketing has a different level of effective-
ness, a different cost and a different time commitment. You 
as a business owner have to find the right balance of mar-
keting tools that ensures you do not spend more time and 
money marketing than you are making from your business. 
For example, if Ma’s Cakes spends $1,000 buying an ad in a 
Good Housekeeping magazine, it will probably only result in 
gaining one or two new customers, who might buy one cake 
a month—amounting to roughly $60. This does not justify 
the money spent on the ad. A full list of the types of sales / 

Developing a business in theory and on paper is necessary, 
but to launch preparation must also take place in an open 
market. Let us check out what your product looks like on the 
open market. Using all the information you have gathered 
it is time to create a budget, develop a marketing strategy, 
think through how to raise starting capital, and then test 
your product or service on the open market. Nothing works 
better then actually trying to sell for a profit. 

Create a Budget
A clear budget is a critical component of your business plan, 
especially for the first year of your business. Expenses will 
be tight when starting a business and having a strong un-
derstanding of what you will need to spend could be the 
deciding factor in keeping your business up and running. 
You will find a tool for developing a budget in this section. 

Make sure to account for the cost of taxes and business fees 
in your budget by using resources like the small Business 
administration.  

Below is a resource available to create a budget:

 ■ Inc. magazine has created a guide for creating a 
budget.

Create a Marketing Strategy
One of the most important questions you, as an owner, will 
have to ask yourself is, how do you plan to get customers 
to your business after you open your doors?  One business 
owner put it aptly when she said “You cannot just open your 
doors and wait patiently for people to walk in.” There are 

Step 8: preparing to launch

Quick links
 Business Startup Projection Kit 

Work through this Worksheet (The attachment) 
to do a Schedule A and C, do a Schedule B if you 
plan on going full time and need to figure cost 
of family expenses

Taxes and Business Fees from the Small 
Business Administration

Inc. Magazine Budget Guide

http://naacpdc.org/Interactive%20Tools/18-Estimating%20the%20Cost%20of%20A%20Startup.xlsx
https://www.sba.gov/category/navigation-structure/starting-managing-business/starting-business/establishing-business/taxes
https://www.sba.gov/category/navigation-structure/starting-managing-business/starting-business/establishing-business/taxes
http://www.inc.com/encyclopedia/businessbudget.html
http://www.inc.com/encyclopedia/businessbudget.html
http://naacpdc.org/Interactive%20Tools/18-Estimating%20the%20Cost%20of%20A%20Startup.xlsx
https://www.sba.gov/category/navigation-structure/starting-managing-business/starting-business/establishing-business/taxes
https://www.sba.gov/category/navigation-structure/starting-managing-business/starting-business/establishing-business/taxes
http://www.inc.com/encyclopedia/businessbudget.html
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marketing approaches you should consider can be found 
here and here (more online focused). Technology has also 
made marketing much easier but also much more niche 
base and competitive. Learn how to develop a successful 
website, create eye catching logos and graphics, and build 
a consistent social media campaign around your business. 
YouTube, Twitter, and Instagram have countless lessons 
on how to boost your businesses social media. So pay at-
tention and use the methods that work best for you.   

Regardless of the type of marketing that you plan to pur-
sue, you have to make sure that you are presenting your 
business in the best way possible. This means making sure 
that everything that you do looks professional and well 
thought-out. This is very important for new businesses, 
because consumers today have very high expectations 
about how companies should look. For example, if you 
saw a flier that was cut out of blue paper with black letters 
that said “Ma’s Cakes” in a big font, you would question the 
quality and service of the company. However, if you saw a 
great design with high definition pictures on a glossy, thick 
flyer, you would think very differently about the company.  
Also, once you truly understand your target market, you 
then are more equipped to use the graphics, voice, and 
platforms to best reach them. Understanding the culture 
of your market is also important. Each generation has a 
unique way of being marketed to so do your due diligence.

Quick links
Sales and Marketing Approaches

Online Sales and Marketing Approaches

Step 8: preparing to launch

http://www.mikemichalowicz.com/the-50-best-marketing-strategies-for-small-business/
https://www.shopify.com/guides/make-your-first-ecommerce-sale
http://www.mikemichalowicz.com/the-50-best-marketing-strategies-for-small-business/
https://www.shopify.com/guides/make-your-first-ecommerce-sale
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Raise Capital
Understanding your finances when starting a new business is 
crucial.  After creating a business plan, you will have a budget 
of what you will need to spend to get up and running.  Using 
this budget, take a look at your current financial situation and 
consider whether you will need more capital from investors 
or banks or if you can pay for all the expenses yourself.  Many 
business owners we interviewed waited to open their busi-
ness until they saved enough money to finance themselves 
without loans. 

However, some business owners said that having additional 
funds would have helped them during their first few years of 
business.  To take out loans, there are two important factors 
to consider: 1) your personal financial state, and 2) the vision 
of your business’s financial state in the future.  You must have 
good credit to take out a loan, so consider your finances and 
assets. We caution you to consider taking out a loan, as this 
will place you at a deficit when you start. Instead, we believe 
that before you decide to go take out loans, you should look 
for alternatives and exhaust all possibilities.

Is your idea or business innovative and creative? If so, try the 
crowd funding alternatives here or look for local and national 
pitch competitions, scholarships, etc. Can you take on an ex-
tra part time job prior to launching to help you get the extra 
capital? Can you borrow money from a parent or someone 
who believes in your idea? Can you cash in your 401K or some 
mutual bonds? Can you sell your car? Remember when you 
have an investor or someone who has loaned you money, you 

Step 8: preparing to launch

basically have a silent partner. These individuals and groups 
expect a return on their investments quickly. So get creative 
and think through how you can raise your own money so that 
you do not need as much help to start out.

There are also government grants available for small business-
es in D.C. Remember you also have an additional advantage, 
you can register as a minority owned, woman owned, or vet-
eran owned business if that fits your representation. There are 
countless grants and funding programs tailored to help these 
demographic groups. This is money offered by the government 
or foundations to incentivize people to start certain types of 
businesses that are needed. You can search for them here. 

While many traditional lenders may not be keen to lend to new, 
small businesses, there are several resources that may be able 
to get you the financing needed to get your business funded. 
For an updated list of D.C. area-financing options, see the Busi-
ness Financing Section of the WDCEP Doing Business Guide. 
You can also learn about community-based lenders here.

Quick links
Government business grant programs

Business Financing Section of the  
WDCEP Doing Business Guide

D.C. Small Business Loans from  
community banks

http://www.forbes.com/sites/chancebarnett/2013/05/08/top-10-crowdfunding-sites-for-fundraising/
https://www.sba.gov/category/navigation-structure/loans-grants/grants
http://www.wdcep.com/wp-content/uploads/2012/07/DBDC12_Ch03.pdf
http://www.wdcep.com/wp-content/uploads/2012/07/DBDC12_Ch03.pdf
https://www.dcsmallbizloans.com/
https://www.sba.gov/category/navigation-structure/loans-grants/grants
http://www.wdcep.com/wp-content/uploads/2012/07/DBDC12_Ch03.pdf
http://www.wdcep.com/wp-content/uploads/2012/07/DBDC12_Ch03.pdf
https://www.dcsmallbizloans.com/
https://www.dcsmallbizloans.com/
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Test Your Business/Proto-type
One way that you can reduce the risks of starting a business is 
by testing your business concept in the open marketplace. By 
finding a way to test your business, you can see if the market 
is truly receptive to your product or service. Additionally, by 
testing a business in the market you will get a better under-
standing of who the target customer is and the effort it takes 
to attract them. Finally, you can gain a better sense of the fi-
nancial costs and the marketing strategies that seem to work 
the best. Testing is key. No product is ever out on the market 
without a great deal of tests to constantly refine it until the 
owners and customers will be happy. There are a variety of 
ways to test a product. One example, try selling your product 
on etsy or Big cartel and see how well your products do. 
How great is the demand for your product? How quickly does 
it take you to fill orders? Registration on these platforms is 
a small nominal membership fee. If you are services orient-
ed business, try selling your services on Fivrr or Freelance.
com. Another option for product-based businesses is to pro-
duce a small number of your product that can be sold on 
consignment to a local retailer. Additionally, a business could 
test a product through vending at a conference, festival, or 
weekend markets. 

For entrepreneurs who are interested in food or restaurant 
related businesses, two unique opportunities to test your 
business are Mess hall d.c. and Union Kitchen. Be creative 
and test your business with real people. This is a great indica-
tor of your company’s future success.

Quick links
Etsy

Big Cartel

Fivrr

Mess Hall D.C.  

Union Kitchen

Step 8: preparing to launch

https://www.etsy.com/?utm_source=google&utm_medium=cpc&utm_term=etsy_exact&utm_campaign=Search_US_Google|Branded|Etsy|Brand|Exact&utm_ag=A1&utm_custom1=79862f69-77e1-4bef-9469-1cee0cfa6f49&gclid=CjwKEAjwpsGqBRCioKet--bp_QcSJADCtbsbLjTYs19acFOB9DEDYg0j9BCzKqXiL1eARauy-Cb1BBoCfF7w_wcB
https://www.bigcartel.com/
http://lp.fiverr.com/lp-tv/?u_sou=google&u_med=cpc&u_ter=one-fivrr_(exact)&u_cam=brand/ge_sh_bd_us_RLSA&gclid=CjwKEAjwpsGqBRCioKet--bp_QcSJADCtbsbjzBpVjGqs-1rybpm2I7x6yG7a9gGPeQdZkvM3Xof4BoCDwDw_wcB
http://lp.fiverr.com/lp-tv/?u_sou=google&u_med=cpc&u_ter=one-fivrr_(exact)&u_cam=brand/ge_sh_bd_us_RLSA&gclid=CjwKEAjwpsGqBRCioKet--bp_QcSJADCtbsbjzBpVjGqs-1rybpm2I7x6yG7a9gGPeQdZkvM3Xof4BoCDwDw_wcB
http://www.messhalldc.com/
http://unionkitchendc.com/
https://www.etsy.com/?utm_source=google&utm_medium=cpc&utm_term=etsy_exact&utm_campaign=Search_US_Google%7CBranded%7CEtsy%7CBrand%7CExact&utm_ag=A1&utm_custom1=79862f69-77e1-4bef-9469-1cee0cfa6f49&gclid=CjwKEAjwpsGqBRCioKet--bp_QcSJADCtbsbLjTYs19acFOB9DEDYg0j9BCzKqXiL1eARauy-Cb1BBoCfF7w_wcB
https://www.bigcartel.com/
http://lp.fiverr.com/lp-tv/?u_sou=google&u_med=cpc&u_ter=one-fivrr_(exact)&u_cam=brand/ge_sh_bd_us_RLSA&gclid=CjwKEAjwpsGqBRCioKet--bp_QcSJADCtbsbjzBpVjGqs-1rybpm2I7x6yG7a9gGPeQdZkvM3Xof4BoCDwDw_wcB
http://www.messhalldc.com/
http://unionkitchendc.com/
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inTroducTionStep 9: create a Business plan

Creating a comprehensive business plan is a key step in 
starting your business.  During the process you will develop 
clear short- and long-term goals for your business and list 
the steps that will help get you to these goals along the way.  
Although many of the business owners we interviewed did 
not have a business plan when starting their business, they 
often regretted not having a clear plan of action to organize 
around.  The first year of your business should be the most 
clearly defined, as it is the most critical time for any start-up.  
Having a business plan is key for raising funds, as you will 
be able to budget and make future projections.

The Business Plan Checklist:
A general business plan is usually made up of six different 
sections. While each industry will have certain requirements 
that may be added, these six components are the base of 
any strong business plan. Remember you will be refining 
your business plan through the duration of your business. 

The Business Plan checKlisT:

 ■ The Executive Summary

 ■ The Vision

 ■ The Market and Marketing

 ■ The Operations

 ■ The People

 ■ The Finances

Work through the starter Business Plan Template Tool using 
all the information you have collected throughout the guide.  

Quick links
 Business Plan Template Tool

Additional industry-specific resources are 
available to help you construct a business plan:

The D.C. Small Business Development Center 
Network also has a business plan outline.

BPlans offers sample business plans for 
different industries and types of businesses.

http://naacpdc.org/Interactive%20Tools/13-Business%20Plan%20Template%20Explained.pdf
http://naacpdc.org/Interactive%20Tools/13-Business%20Plan%20Template%20Explained.pdf
https://www.dcsbdc.org/DocumentMaster.aspx?doc=1037
http://www.bplans.com/sample_business_plans.php
http://www.bplans.com/sample_business_plans.php
http://unionkitchendc.com/
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inTroducTionStep 10: Business name, domain, and logo
There are three big tasks you need to complete as soon 
as you get the best idea for your business. First, think of a 
name for your business. Research it on Google and see if 
it is already taken. Once you find your name, register and 
buy the domain name. Finally, get a logo made. Fivrr of-
fers great logo designers starting at $5 and up. If you will 
be engaging in a great deal of networking, think about 
printing yourself some general business cards with your 
logo and business name from vistaprint or Moo. The 
logo will help you with building your web page and other 
marketing materials, which you can also get designed 
on Fivrr and other cost effective platforms. Make sure to 
read through these great pointers from the small Busi-
ness administration to gain more understanding about 
how to go through this process. While this is Step 10, you 
can technically do parts of this step at any stage upon 
getting your idea finalized and thinking through your tar-
get market and your brand as a company.

Research your business name:
As you choose your business name, make sure to pick 
a name that reflects your brand identity, then ensure it 
is properly registered and protected for the long-term. 
You should also give a thought to whether the name you 
chose is “web-ready”. Is the domain name available? Here 
are some points to consider as you choose a name:

 ■ how will your name look? – On the web, as part of a 
logo, on social media. Envision it early.

 ■ What feelings does it evoke? – Is it too corporate or 
not corporate enough? Does it reflect your business 
philosophy and culture? Will it appeal to your market?

 ■ Is your name unique? – Pick a name that has not been 
claimed by others, online or offline. A quick web search 
and domain name search (more on this below) will alert 
you to any existing use.

If you are having a hard time deciding which name to select, 
you can take a survey of your target audience to find  which 
name resonates with them the most by launching an online 
survey. survey Monkey is a great platform to build surveys 
for free or low cost. You can also host a contest among your 
target audience to think of creative names that best de-
scribe your business. 

Quick links
How to name a business from the Small 
Business Administration

vistaprint

Moo

Survey Monkey

http://lp.fiverr.com/lp-tv/?u_sou=google&u_med=cpc&u_cam=brand/ge_sh_bd_us_RLSA&u_ter=one-fivrr_(exact)&gclid=CjwKEAjw5J6sBRDp3ty_17KZyWsSJABgp-OayNAoq8ZwxbsYPOr9s9YqOzFAuzRDLoed2k3quU_lOhoCIx3w_wcB
http://www.moo.com/us
https://www.sba.gov/content/how-name-business
https://www.sba.gov/content/how-name-business
https://www.surveymonkey.com/
https://www.sba.gov/content/how-name-business
https://www.sba.gov/content/how-name-business
http://www.vistaprint.com
http://www.moo.com/us
http://unionkitchendc.com/
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inTroducTion

Buy your domain name
Buy your domain name as soon as you select your business 
name. Domain names will eventually be your webpage and 
lead people to your business. Many website hosting servic-
es will give you a domain name for free and even let you 
register the domain name as part of the service. Here are 
ten domain hosting sites where you can also buy domain 
names. You can buy your domain name and host your web-
site on Blue host or go daddy. We also recommend buying 
your own web hosting, so that when you are ready to de-
sign your webpage, you can be the host. In many instances, 
you want control of your own site both in hosting, domain 
name, and the skill needed to make quick changes. So make 
sure when you design your website that your designer 
teaches you how to make needed updates and changes to 
your webpage. 

Design your Logo
Your logo is an important part of your marketing, branding, 
and company as a whole. Make sure that your logo repre-
sents your company accurately and conveys a simple mes-
sage. You should consider testing your logo with a group of 
friends (hopefully in your target market) to see if it portrays 
the message you want to send. Having a great brand does 
not have to be expensive. We have included some resourc-
es you may want to consider. Also, it is critical that your logo 
fits well into your webpage. Usually, it is ideal to design the 
logo first then the webpage.

Quick links
Ten domain hosting sites

Wix / Squarespace – Provide free or low cost 
websites that look professional

99designs – Marketplace where designers 
compete to provide you with marketing designs 
at affordable costs.

Fiverr – Marketplace where people will do a 
variety of marketing related (logo design, web 
design, shirt designs, etc.) tasks for as little as $5.

Step 10: Business name, domain and logo

http://www.top10bestwebsitehosting.com/DomainHosting-Comparison?kw=buying a domain name&c=41782791708&t=search&p=&m=e&adpos=1t3&a=205&gclid=CjwKEAjw7MuqBRC2nNacqJmIpT0SJABQXAOt0jC-So_0z28BafHxqgpqGYjjMfP0IkaDFGQr7I8FWxoCornw_wcB
http://www.bluehost.com/
https://www.godaddy.com/deals2/default.aspx?gclid=CjwKEAjw5J6sBRDp3ty_17KZyWsSJABgp-OaCljy_ziS3YFHpJaNWVF-kUfvwlWp1oDKPPWtNn4mdxoCJKbw_wcB&isc=gofd2003ae&cvosrc=ppc.google.go daddy&cvo_crid=73955703204&matchtype=e&ef_id=VEZrzQAAAPV6Ti3N%3a20150622214032%3as
http://unionkitchendc.com/
http://www.wix.com/
http://www.squarespace.com
http://99designs.com/
https://www.fiverr.com/
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SecTion 3

Step by Step checklist

 ■ types of business entities

 ■ business trade name registration

 ■ Federal Employer Identification Number (FEIN/EIN)

 ■ D.c. business tax identifucation number 

 ■ business insurance

 ■ basic business License 

 ■ Industry Specific Licensing

 ■ Certificate of Occupancy

 ■ Clean Hands Certificate

 ■ permits
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inTroducTionBusiness registration and licensing

Getting all the proper paperwork and licensing to official-
ly establish a business is a complicated and long process.  
This step-by-step guide will explain what paperwork you 
need to complete, where you need to submit it, and what 
additional information you need to bring with you when 
you submit your paperwork. This will streamline the pro-
cess for you so that you can start your business as soon 
as possible and with the fewest bumps in the road. 

iMPoRTanT noTe! We understand that everyone is 
coming from different levels of access, comfort levels 
and available time. Some of us may not feel comfortable 
with only using online sources to establish your business 
and will prefer to go in person. Some of us may not have 
the time to go in person to complete the paperwork. If 
you have access and are comfortable with navigating the 
internet, we recommend that you submit all paperwork 
online to save time and energy. For those of you with lim-
ited internet access or comfort, we recommend that you 
go to the DC Department of Consumer and Regulatory 
Affairs Small Business Resource Center before going to 
get your licenses and permits. This center provides indi-
vidual counselors that you can see on site that can help 
you streamline the process. This way you ensure that 
you have the correct paperwork properly filled out know 
which lines to go in. To make use of your time, schedule 
an appointment, although you can stop in anytime. 

Remember, we want to prevent you from getting frus-
trated or wasting precious time. Going to the Business 
Resource Center will help connect you with further re-
sources that you might not have known about. Overall, 
going to this center can set you on the path of success 
while you are licensing your business!

D.C. Government Resources
The D.C. Government guides local businesses through 
corporate registration, licensing, and the other regulato-
ry procedures required to do business in the District. The 
d.c. Business center website, being developed now, is 
a guided, comprehensive starting point where owners 
can receive information tailored to their specific needs.

 

Quick links
The D.C. Business Center from D.C. 
government for registering and licensing a 

http://business.dc.gov
http://business.dc.gov
http://business.dc.gov
http://business.dc.gov
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inTroducTionStep 1: registering Your Business as a legal entity
When you decide to formally start a business, important 
decisions must be made around the type of legal entity to 
form. The type of entity you form can have significant im-
pacts on your taxes and your own liability. You want to be 
sure that you are protected in case anything goes wrong 
with your business. We recommend that you speak with 
an accountant and lawyer about your situation to deter-
mine what’s best for you. The different types of legal enti-
ties that exist are there to protect you, your business, and 
your business’ future growth. Make sure to learn about the 
different types of legal structures your business can have 
and select the one that best fits your needs. A great plat-
form to help you incorporate your business is legalzoom. 
Legalzoom will incorporate your business, provide your 
Tax ID, as well as provide attorneys and accountant ser-
vices depending on the package your purchase. For ex-
ample one of the most extensive packages is under $800 
and includes all access to legal and financial counseling,  
legal and service document templates, all registration, as 
well as a step by step guidance through the process.

Types of Business Entities
Selecting the right type of legal structure for your new busi-
ness helps maximize your chances of financial and opera-
tional success with the proper protection that is right for 
you. Below are common business entities that you may want 
to consider. You can read more here about the different 

structures and learn more about the advantages and disad-
vantages of each structure here. 

Types of Business entities Tool

Additionally the small Business administration pro-
vides a guide to the various types of business structures. 
Another resource you may want to consider is The District 
of columbia Bar Pro Bono services. This organization 
provides free legal consultation to D.C. residents looking to 
start small businesses in the district, and can help you fig-
ure out which legal structure is right for you. 

Quick links
Overview of the types of legal  structures

Comparing the types of business entities

Advantages and disadvantages of different 
types

Small Business Administration guide to 
different structures

The District of Columbia Bar Pro Bono services

 Types of Business Entities Tool

https://www.incorporate.com/business_structure_comparison_chart.html
http://www.legalzoom.com/
https://www.incorporate.com/business_structures.html
http://smallbusiness.findlaw.com/incorporation-and-legal-structures/benefits-and-drawbacks-of-different-types-of-business-entities.html
http://naacpdc.org/Interactive%20Tools/14-Types%20of%20Business%20Entities.pdf
https://www.sba.gov/category/navigation-structure/starting-managing-business/starting-business/choose-your-business-stru
https://www.dcbar.org/for-the-public/help-for-small-businesses/
https://www.dcbar.org/for-the-public/help-for-small-businesses/
http://naacpdc.org/Interactive%20Tools/14-Types%20of%20Business%20Entities.pdf
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Business Trade Name Registration

A business is not required to trademark a name. The legal 
name of your business does not need to match the trade 
name of your business. So, for example, you can be legally 
registered as Ma’s Cakes LLC and just go by Ma’s Cakes. A 
“trade name” is useful for using shortened business names 
when conducting business or when providing official re-
cords of all owners associated to a business name. A trade 
or fictitious name is any name used in business that does 
not include the full legal name of all the owners of the busi-
ness. Your trade name is different from your corporate 
name; your business may have only one corporate name 
but as many trade names as you desire. So, in the instance 
of Ma’s Cakes, she only has one corporate name of Ma’s 
Cakes LLC and might have two trade names she goes by of 
Ma’s Cakes and Ma’s.

“Trade name” means a word or name, or any combination 
of a word or name, used by a person to identify the person’s 
business which:

(A) Is not, or does not include, the true and real name of all 
persons conducting the business; or

(B) Includes words which suggest additional parties of inter-
est such as “company”, “and sons”, or “and associates”. Learn 
more from department of consumer and Regulatory 
Affairs (dcRa).  

Quick links
How to register a trade name in D.C.

Step 1: registering Your Business as a legal entity

http://dcra.dc.gov/service/register-trade-name
http://dcra.dc.gov/service/register-trade-name
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inTroducTionStep 2: federal employer id and Tax id

Federal Employer Identification  
Number (FEIN/EIN)
An Employer Identification Number, or EIN, is required for 
the purpose of tax administration and can be obtained from 
the IRS.  You can obtain an EIN by completing a Form ss-4 
and calling (866)-816-2065, mailing the form to IRS Attn: En-
tity Control, Philadelphia, PA 19255, or by going online to 
get one immediately.  

For more information, click here.

D.C. Business Tax Identification Number
You need to have:

 ■ Your EIN or social security number

 ■ Your legal form of business (e.g. partnership, corporation, 
sole proprietor, etc.)

 ■ Your business address and the addresses for all locations 
where you will collect sales tax in the District of Columbia

 ■ The former entity information if previously registered 
with the District

 ■ The names, titles, home address, and social security 
number of the proprietor, partners, or principal officers.  

This information will allow you to complete the online tax 
registration form (FR-500 Combined Registration Applica-
tion for Business D.C. Taxes/Fees/Assessments).  You can 
also register to file and pay your taxes online through the 
District’s eTaxpayer Service Center (eTSC).

For more information, click here.

http://www.irs.gov/pub/irs-pdf/fss4.pdf
http://www.irs.gov/Businesses/Small-Businesses-&-Self-Employed/Apply-for-an-Employer-Identification-Number-%28EIN%29-Online
https://www.taxpayerservicecenter.com/fr500/
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inTroducTionStep 3: getting your Business insured

Business Insurance
Business insurance is required for all businesses working in 
the District and is administrated through the D.C. Depart-
ment of Insurance, Securities and Banking (DISB). Make 
sure to contact a Business Insurance agency in the district 
or speak to your current insurance agency to identify what 
type of insurance would be most appropriate for your busi-
ness. In most service-oriented businesses, general liability 
insurance is a great starter. 

The types of insurance include:

 ■ Workers’ Compensation

 ■ Group Health and Disability

 ■ Business Property and Liability

 ■ Commercial Auto 

 ■ Group Life and Key Person Life

 ■ Home-based Business Insurance

Step 4: certificates, licensing, and permits:

Basic Business License 
You may not necessarily need a Basic Business License (BBL) 
but it is important to find out which kind of license is re-
quired for your type of business. You must search through 
the different categories and endorsements to see which 
one is best for your business. You can apply for a license 
in-person at the Business Licensing Center, 1100 4th Street, 
SW, 2nd Floor, Washington, D.C. 20024, (Monday - Wednes-
day, Friday 8:30 am - 4:00 pm, Thursday 9:30 am - 4:00 pm) 
or go online.  You can also apply via mail by mailing the BBL 
form (or whichever is appropriate) to the Department of 
Consumer and Regulatory Affairs, Business Licensing Divi-
sion, P.O. Box 91360, Washington, D.C. 20090 and make the 
check payable to “D.C. Treasurer.”

For more information, click here. 

Industry Specific Licensing: 
There are professions that you cannot take part in without 
having the proper licensing through the government.  They 
have separate organizations that can give you certification 
for the profession to ensure the health and safety of the 
general public.  The following professions require licenses:

 ■ Certified Public Accountants

 ■ Appraisers

 ■ Architects

 ■ Asbestos Workers

 ■ Athlete Agents

 ■ Barbers

 ■ Boxers, Wrestlers, and Mixed Martial Artists

http://dmped.dc.gov/service/apply-basic-business-license-bbl
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inTroducTionStep 4: certificates, licensing and permits:

 ■ Cosmetologists

 ■ Electricians

 ■ Elevator Maintenance

 ■ Funeral Directors

 ■ Interior Designers

 ■ Land Surveyors

 ■ Plumbers 

 ■ Professional Engineers

 ■ Real Estate Agents and Property Managers

 ■ Refrigeration and Air Conditioning Mechanics 

 ■ Security

 ■ Steam Engineers

 ■ Tour Guides

For more information, click here.

Certificate of Occupancy
Certificates of Occupancy (C of O) are used to ensure that 
any building, structure, or land is being used in the business 
complies with the zoning regulations in D.C. In most cases, 
this means that no person can use a building, structure, or 
land in the District of Columbia for any other purpose than 
a single-family dwelling. applications must be submitted 
in-person at D.C.RA’s Permit Center which is located at 1100 
4th Street SW, Second Floor.  Most C of O applications will 

be for an Ownership Change, which requires you to also 
have:

 ■ A copy of the current C of O for the building or leased 
space

 ■ A C of O Authorization Form

 ■ A copy of the deed

 ■ A copy of the signed lease  

If you are opening an eating establishment, you also need 
to submit an Eating Establishment Questionnaire.

For more information, click here.

Clean Hands Certificate
The Clean Hands Certificate must be completed online after 
being referred by another government organization.  This 
form is to ensure that you and your business do not owe 
more than $100 to the D.C. government. 

For more information, click here.

Permits
Permits come in many forms. Make sure to do your due 
diligence to find out if you will need a permit for any part 
of your business. Oftentimes, the most commonly required 
permits exist in construction and building usage. A build-
ing permit will authorize you to build according to the spe-

http://dmped.dc.gov/service/get-professional-license
http://dcra.dc.gov/sites/default/files/dc/sites/dcra/publication/attachments/COO_Application_2_14_2012_nogrey.pdf
http://dcra.dc.gov/sites/default/files/dc/sites/dcra/publication/attachments/CertificateofOccupancy_Authorization12_12_0.pdf
http://dcra.dc.gov/sites/default/files/dc/sites/dcra/publication/attachments/EATING_ESTABLISHMENT_QUESTIONNAIRE_8-14-08_CORRECTED_fillable_0.pdf
http://dmped.dc.gov/node/564332
http://dmped.dc.gov/webform/certificate-clean-hands-formerly-certificate-good-standing
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inTroducTion

cific scope of work.  If you wish to renovate or remodel your 
place of business, you must get a permit before beginning 
construction.  You can apply for a permit by going in-person 
to 1100 4th Street SW, Second Floor, Washington, D.C. 20024 
(Monday - Wednesday, Friday 8:30 am - 4:30 pm, Thursday 
9:30 am - 4:30 pm).  The forms required for the application 
are found below and once you apply for the permit, you 
can check the status of the application online.  Examples of 
projects that will require a permit include:

 ■ New construction and foundations

 ■ Additions, alterations, or repair of existing buildings

 ■ Demolition

 ■ Razes

 ■ Construction of retaining walls, fences, sheds, garages, 
or vault construction

 ■ Erection of signs or awnings

 ■ Layout of interior space for tenants in new or existing 
commercial buildings

For more information, which including the forms that are gen-
erally necessary for permit applications, click here.

this is a compilation of information from the D.c. government, 
the D.c. small business Development center, business knowl-
edge and experience from the writers, various business specific 
sites (see more in the sources list) and interviews from local 
business owners.  For more information, please visit the D.c. 
government website or the D.c.sbD.c. website. 

Step 4: certificates, licensing and permits:

http://pivs.dcra.dc.gov/OBPAT/Default.aspx
http://dmped.dc.gov/page/about-permits
http://dmped.dc.gov/page/business-regulations
https://www.dcsbdc.org/DocumentMaster.aspx?doc=1008
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SecTion 4

Step by Step checklist

 ■ Messages from D.c. black owners

 ■ black-owned business Directory

 ■ business highlights
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The Black Business community in d.c.

words of encouragement

Beyond the basic step-by-step process of owning a business, we believe that these pieces of advice from local business owners 
will give you a boost of encouragement when starting your own business. Building a business is possible with hard work, per-
sistence, great preparation, and the positive mindset. The businesses highlighted below are a testament to that very notion. 
These business owners who are thriving and continuing to grow and serve as an example that it is possible to find success in 
D.C. as a business owner. 

Creating your own business is not the end of the journey. By building connections with other businesses and organizations 
within D.C., you can create a safety net for yourself and support your family members, while reinvesting in your community.  It 
is essential in order to build back the strength and power within the black community and a key part of Black business owners 
supporting each other.

As a part of the NAACP D.C. Branch’s efforts, we have conducted interviews with local business owners to see what it takes to 
open a business in the District. We have taken those findings and compiled it into “Words of Encouragement” from owners. 
We will also be providing an interactive Black Business directory with Black businesses in D.C. Finally, we have highlighted 
several successful businesses and startups making an impact in the community by sharing their journey in a video. We wish 
you well on your journey and encourage first-time business owners to read through the whole toolkit. Once you get an under-
standing of the process, we encourage you to work through your ideas and start the process of establishing a business. For 
those who have already started the process, use the information as needed.  
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lessons learned from Business owners

Money is always an issue when 
starting up a new business. But 
you have to look beyond today to 
your long term goals to get past 
this part in the beginning.

Many local D.C. business owners attribute finances or 
working capital as a major barrier to starting a new 
business. In most cases, finances were tight during the first 
year of business. Many of the business owners waited to 
start their own business until after they had the personal 
funds to be financially secure, ensuring they could afford 
the long-term costs of the business they planned to 
open.  They emphasized the importance of having strong 
personal credit, understanding the state of your finances, 
what you’re capable of paying for, and knowing what you 
might need to borrow.

“

I wish we invested the time to 
find a business mentor in the
beginning. It would have really
saved us some headaches.

Fortunately, there are many Black business owners in 
D.C. and we should help each other grow and develop.
Unlike many of the other owners we interviewed, Nnamdi
and Na’Im from neatMeatdc, a sloppy joe food truck,
did have a mentor when starting up their businesses
and they cite the mentorship they received as one of the
major reasons for their success. We hope to spark more
opportunities for mentorships between established and
aspiring entrepreneurs in the black community as this
plays a critical in a businesses success.

“
- nnaMdi nWaneRi & na’iM Moses,

NeatMeatDC

- MeKa MaThis, Skin Beauty Bar

http://neatmeatdc.com
http://www.neatmeatdc.com
http://www.skinbeautybardc.com/index.html
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lessons learned from Business owners

Some frustration expressed by owners is the lack of a vis-
ible black business community. Sala Damali from Kumba Kol-
lectibles, a business that creates Afro-centric greeting cards, 
highlights that there once was a collaborative black business 
community but some of that collective feeling has waned. It 
is important that we as a community, and especially as cur-
rent and future owners, become more aware of our roles to 
lead and collaborate in D.C. The threats for black business 
are constantly growing, as are the opportunities, but only in 
unison can we better position our communities and busi-
nesses to take advantage when they are presented.

D.C. does not really have a solid
black business community, but
there is a great deal of Black
business owners. We just do not
come together to truly
support each other right now.

“

Having a business plan would 
have greatly helped.

Some owners wished they had created a business plan 
from the start rather than waiting until later. Business plans 
are necessary to get loans and investors in a business, but 
beyond that, they are just great for building the direction 

“
- ida, Ida’s Idea

- sala daMali, Kuumba Kollectibles

of the business. Business plans are always adjusted and 
numbers are refocused, but having a plan is a great start 
to everything in life, including and especially a business. 
Our recommendation of completing all of the steps in this 
toolkit was to get you ready for the different parts of your 
business plan, like identifying your passion, knowing your 
strengthens and weaknesses as an owner, understanding 
the logistics of business, and setting goals. So, while 
business plans do sometimes change, having one to refer 
to, with all of the sections that we provide in the kit, might 
help your business stay grounded in the beginning stages.

http://idasidea.com/
http://www.kuumbakollectibles.com/
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Looking back, I would recommend 
going into the community to 
promote your business and make 
your business known.

Marketing and making your business known around the 
district was something that many Black business owners 
who were interviewed raised as an important issue. Some 

“
- Tilli WilliaMs, Natural Rhythm

Business owners interviewed mentioned that getting access 
to capital or other things to start their business sometimes 
was a challenge. When applying for a loan or even trying to 
rent out a space, business owners had to rely on their credit 
score. For some of them, this was a challenge since they had 
poor credit from their personal life. One business owner 
had their spouse help him improve his credit by co-signing. 
Another mentioned the importance of staying current on 
her taxes to help improve her score. Others mentioned 
that they received an additional line of credit by using their 
status as a homeowner. In one case, because she started 
off with good credit but no capital, she was able to get the 

Credit is important. It was a
challenge for me, but doesn’t have 
to be a challenge for you.
“

- josePh KelleR, Egdes Barber Shop

capital to start her business. Find out what your credit score 
is and keep track of your report. Talk to your local bank or 
even go online to experian.com to ensure that your credit is 
working for you!

business owners suggested creating a thirty second “pitch” 
that they practiced and rehearsed so that they could share 
their business with others in a short time frame (on the 
metro, at an event, or even in the elevator). Others thought 
it was helpful to make appearances at church services, 
community events, clubs, or even different college campuses 
or seminars. Whichever method you choose, just be sure to 
always present yourself professionally, have business cards, 
make sure your website is up and running, and provide 
flyer’s about your business, if possible! You can provide these 
materials when you go to public events to talk about your 
business to self-promote!

lessons learned from Business owners

http://www.drtilli.com/about.php
www.facebook.com/edgesbarbershop 
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Black-owned Businesses in d.c.

The Economic Empowerment Committee of the NAACP D.C. 
Branch is working to help Black-owned businesses in D.C. net-
work with each other and create a stronger community.  We 
have found that many Black business owners do not feel sup-
ported by their community and we want to change that.  

We have created a Black Business directory as the first step 
to building a visible and strong community.  We have compiled 
a virtual and interactive directory focused on capturing basic 
businesses information such as contact information, indus-
try, and a summary of services/products provided.  Through 
this directory, Black residents and owners alike in the District 
can find each other and support Black businesses, thereby 
reinvesting the dollar in the black community. It is time that 
our community moves from a consumer based community to 
investors and owners. This is a step towards that vision. 

This committee will host monthly and annual events as well 
as in partnerships with other service providers to offer work-
shops, summits, seminars, educational courses, networking 
events, and webinars in the future. These gatherings are fo-
cused on educating, connecting, and empowering Black busi-
ness owners to form a collective mindset to support each 
other. To learn about these events, please visit our website 
and request to be added to our listserve by emailing us at 
economic.naacpdc@gmail.com.

Lastly, this directory is ongoing, as businesses open and close 
monthly, we will be updating monthly, so please feel free to 
send us your new business information here. (Google Forum)

mailto:economic.naacpdc%40gmail.com?subject=
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addiTional reSourceS
Washington D.C. Economic Partnership D.C. Doing 
Business guide Quick links

Tool and Resource list for New 
 Founders

Sources of Information

downloadable worksheets
Advantages and Disadvantages of Business Ownership

Qualities of successful entrepreneurs and 
Business owners

Methods to Developing Qualities of a Successful 
Business owner

areas of Personal strain

solve a Problem

Brainstorming solutions

Finding your Passions 

Who Is Your Ideal Customer?

your unique Qualities

learning new skills

Additional Mentorship Resources

competitor analysis

Business Plan Template explained 

Types of Business entities

sMaRT goals

Tools & Resources for new Founders

sources of information

Estimating the Cost of A Startup

Personal Strengths and Weaknesses

Financial Feasibility Model

doWnload all WoRKsheeTs 

http://wdcep.com/dc-doing-business-guide-20142015-edition-now-available/  
http://wdcep.com/dc-doing-business-guide-20142015-edition-now-available/  
http://naacpdc.org/Interactive%20Tools/16-Tools%20_%20Resources%20for%20New%20Founders%20.pdf
http://naacpdc.org/Interactive%20Tools/16-Tools%20_%20Resources%20for%20New%20Founders%20.pdf
http://naacpdc.org/Interactive%20Tools/17-Sources%20of%20Information.pdf
http://naacpdc.org/Interactive%20Tools/01-Advantages%20and%20Disadvanges%20to%20Business%20Ownership.pdf
http://naacpdc.org/Interactive%20Tools/02-Qualities%20of%20Successful%20Business%20Owners.pdf
http://naacpdc.org/Interactive%20Tools/02-Qualities%20of%20Successful%20Business%20Owners.pdf
http://naacpdc.org/Interactive%20Tools/03-Methods%20to%20Developing%20Qualities%20of%20a%20Successful%20Business%20Owner.pdf
http://naacpdc.org/Interactive%20Tools/03-Methods%20to%20Developing%20Qualities%20of%20a%20Successful%20Business%20Owner.pdf
http://naacpdc.org/Interactive%20Tools/04-Areas%20of%20Personal%20Strain.pdf
http://naacpdc.org/Interactive%20Tools/05-Solve%20a%20Problem.pdf
http://naacpdc.org/Interactive%20Tools/06-Brainstorming%20Solutions.pdf
http://naacpdc.org/Interactive%20Tools/07-Finding%20Your%20Passions.pdf
http://naacpdc.org/Interactive%20Tools/08-Who%20Is%20Your%20Ideal%20Customer.pdf
http://naacpdc.org/Interactive%20Tools/09-Your%20Unique%20Qualities.pdf
http://naacpdc.org/Interactive%20Tools/10-Learning%20New%20Skills.pdf
http://naacpdc.org/Interactive%20Tools/11-Additonal%20Mentorship%20Resources.pdf
http://naacpdc.org/Interactive%20Tools/12-Competitor%20Analysis.pdf
http://naacpdc.org/Interactive%20Tools/13-Business%20Plan%20Template%20Explained.pdf
http://naacpdc.org/Interactive%20Tools/14-Types%20of%20Business%20Entities.pdf
http://naacpdc.org/Interactive%20Tools/15-SMART%20Goals.pdf
http://naacpdc.org/Interactive%20Tools/16-Tools%20_%20Resources%20for%20New%20Founders%20.pdf
http://naacpdc.org/Interactive%20Tools/17-Sources%20of%20Information.pdf
http://naacpdc.org/Interactive%20Tools/18-Estimating%20the%20Cost%20of%20A%20Startup.xlsx
http://naacpdc.org/Interactive%20Tools/19-Personal%20Strength%20and%20Weaknesses%20v2.xlsx
naacpdc.org/Interactive%20Tools/20-Financial%20Feasibility%20Model.xlsx
http://naacpdc.org/Interactive%20Tools/00-NAACP%20Worksheets.zip

	Next Bttn 11: 
	Next Bttn 2: 
	Page 2: Off
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 

	Back bttn 2: 
	Page 2: Off
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 

	Menu button 3: 
	Page 2: Off
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 

	Establish An Idea_TOC: 
	Adv/Disadv of SBO_TOC: 
	Assess Your Skills: 
	Esential Qualitiees of Entre_TOC: 
	Select the Best Business_TOC: 
	Impact of Business Ownership_TOC: 
	Find A Mentor_TOC: 
	Target Market and Competitors: 
	Biz and Market Feasibility_TOC: 
	Goal-Setting Guidelines: 
	Preparing to Launch: 
	Biz Plan_TOC: 
	Biz Name, Domain and Logo_TOC: 
	Registering Your Business_TOC: 
	Words of Encouragement_TOC: 
	Fed EIN_TOC: 
	BOB in DC: 
	Biz Insured_TOC: 
	Lessons Learned_TOC: 
	Certs Lic & Permits_TOC: 
	Box_Yes: 
	Box_Yes 14: 
	Box_Yes 15: 
	Box_Yes 18: 
	Box_Yes 19: 
	Box_Yes 20: 
	Box_Yes 16: 
	Box_Yes 17: 
	Box_Yes 1: 
	Box_Yes 2: 
	Box_Yes 3: 
	Box_No: 
	Box_No 14: 
	Box_No 15: 
	Box_No 18: 
	Box_No 19: 
	Box_No 20: 
	Box_No 16: 
	Box_No 17: 
	Box_No 1: 
	Box_No 2: 
	Box_No 3: 
	Box_Yes 4: 
	Box_Yes 5: 
	Box_Yes 6: 
	Box_Yes 7: 
	Box_Yes 8: 
	Box_Yes 9: 
	Box_Yes 10: 
	Box_Yes 11: 
	Box_Yes 12: 
	Box_Yes 13: 
	Box_No 4: 
	Box_No 5: 
	Box_No 6: 
	Box_No 7: 
	Box_No 8: 
	Box_No 9: 
	Box_No 10: 
	Box_No 11: 
	Box_No 12: 
	Box_No 13: 
	Find Your Why_TOC: 
	Next Bttn 3: 
	Page 9: Off
	Page 10: 

	Back bttn 3: 
	Page 9: Off
	Page 10: 

	Menu button 12: 
	Page 9: Off
	Page 10: 

	1_Find Your Why: 
	1_Adv/Disadv of SBO: 
	1_Essential Qualities: 
	1_Impact of Biz Ownership: 
	Box_Yes 21: 
	Box_Yes 22: 
	Box_Yes 23: 
	Box_Yes 24: 
	Box_No 21: 
	Box_No 22: 
	Box_No 23: 
	Box_No 24: 
	Next Bttn 4: 
	Page 11: Off
	Page 12: 
	Page 13: 

	Back bttn 4: 
	Page 11: Off
	Page 12: 
	Page 13: 

	Menu button 4: 
	Page 11: Off
	Page 12: 
	Page 13: 

	Next Bttn 5: 
	Page 14: Off
	Page 15: 

	Back bttn 5: 
	Page 14: Off
	Page 15: 

	Menu button 5: 
	Page 14: Off
	Page 15: 

	2_Establish an Idea: 
	2_Assess Your Skills: 
	2_Select the Best Business: 
	2_Find A Mentor: 
	2_Target Market: 
	2_Biz Name Domain Logo: 
	2_Biz and Market Feasibility: 
	2_Business Plan: 
	2_Goal Setting: 
	2_Prepping to Launch: 
	Box_Yes 25: 
	Box_Yes 30: 
	Box_Yes 26: 
	Box_Yes 31: 
	Box_Yes 27: 
	Box_Yes 32: 
	Box_Yes 28: 
	Box_Yes 33: 
	Box_Yes 29: 
	Box_Yes 34: 
	Box_No 25: 
	Box_No 30: 
	Box_No 26: 
	Box_No 31: 
	Box_No 27: 
	Box_No 32: 
	Box_No 28: 
	Box_No 33: 
	Box_No 29: 
	Box_No 34: 
	Next Bttn 6: 
	Page 16: Off
	Page 17: 
	Page 18: 
	Page 19: 
	Page 20: 
	Page 21: 
	Page 22: 
	Page 23: 
	Page 24: 
	Page 25: 
	Page 26: 
	Page 27: 
	Page 28: 
	Page 29: 
	Page 30: 
	Page 31: 
	Page 32: 
	Page 33: 
	Page 34: 
	Page 35: 
	Page 36: 
	Page 37: 
	Page 38: 
	Page 39: 
	Page 40: 
	Page 41: 

	Back bttn 6: 
	Page 16: Off
	Page 17: 
	Page 18: 
	Page 19: 
	Page 20: 
	Page 21: 
	Page 22: 
	Page 23: 
	Page 24: 
	Page 25: 
	Page 26: 
	Page 27: 
	Page 28: 
	Page 29: 
	Page 30: 
	Page 31: 
	Page 32: 
	Page 33: 
	Page 34: 
	Page 35: 
	Page 36: 
	Page 37: 
	Page 38: 
	Page 39: 
	Page 40: 
	Page 41: 

	Menu button 6: 
	Page 16: Off
	Page 17: 
	Page 18: 
	Page 19: 
	Page 20: 
	Page 21: 
	Page 22: 
	Page 23: 
	Page 24: 
	Page 25: 
	Page 26: 
	Page 27: 
	Page 28: 
	Page 29: 
	Page 30: 
	Page 31: 
	Page 32: 
	Page 33: 
	Page 34: 
	Page 35: 
	Page 36: 
	Page 37: 
	Page 38: 
	Page 39: 
	Page 40: 
	Page 41: 

	Next Bttn 7: 
	Page 41: Off

	Back bttn 7: 
	Page 41: Off

	Menu button 7: 
	Page 41: Off

	3_Register Biz: 
	3_Fed EIN: 
	3_Getting Your Biz Insured: 
	3_Certs Licenses Permits: 
	Box_Yes 35: 
	Box_Yes 36: 
	Box_Yes 37: 
	Box_Yes 38: 
	Box_No 35: 
	Box_No 36: 
	Box_No 37: 
	Box_No 38: 
	Next Bttn: 
	Page 42: Off
	Page 43: 
	Page 44: 
	Page 45: 
	Page 46: 
	Page 47: 
	Page 48: 

	Back bttn: 
	Page 42: Off
	Page 43: 
	Page 44: 
	Page 45: 
	Page 46: 
	Page 47: 
	Page 48: 

	Menu button 8: 
	Page 42: Off
	Page 43: 
	Page 44: 
	Page 45: 
	Page 46: 
	Page 47: 
	Page 48: 

	Next Bttn 8: 
	Page 49: Off

	Back bttn 8: 
	Page 49: Off

	Menu button 9: 
	Page 49: Off

	3_Word of Encouragement: 
	3_BOB in DC: 
	3_Lessons Learned: 
	Box_Yes 39: 
	Box_Yes 40: 
	Box_Yes 41: 
	Box_No 39: 
	Box_No 40: 
	Box_No 41: 
	Next Bttn 9: 
	Page 50: Off
	Page 51: 
	Page 52: 
	Page 53: 
	Page 54: 

	Back bttn 9: 
	Page 50: Off
	Page 51: 
	Page 52: 
	Page 53: 
	Page 54: 

	Menu button 10: 
	Page 50: Off
	Page 51: 
	Page 52: 
	Page 53: 
	Page 54: 

	Next Bttn 10: 
	Page 55: Off

	Back bttn 10: 
	Page 55: Off

	Menu button 11: 
	Page 55: Off



