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Introduction to Business and Companies
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"Businesses are the engines that drive the creation of value and improvement in our lives. They are groups of people working together to make a difference in the world." — Indra Nooyi

[image: Small Town Businesses]

Small Town Businesses

[image: The Eastern Bazaar]

The Eastern Bazaar

Businesses are groups of people who create or sell things we often use. They're like shops or places that offer services to make our lives easier by providing what we want or need.

Think of a town filled with all sorts of shops. There is a bakery, a bookstore, a toy shop for the kids. There could be a spice shop. Each of these is a business with people working together to build and sell things we use and require every day. 

A business can be large, like a factory that makes cars, or small, like the flower shop down the street. Regardless of their size, their main purpose is the same: to assist people by providing goods or services. When you buy something from a business, you're supporting these teams and helping their business grow.

In our vibrant town scene, each store and service adds excitement and usefulness to the town. This illustrates how businesses improve our lives and make things more enjoyable. Like in any town, each business plays a vital role in the community.
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Understanding a Company
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"None of us is as smart as all of us." — Ken Blanchard

[image: A family working together]

A family working together
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[image: Another Family Working together.]

Another Family Working together.

A company is a lot like a big team, where everyone works together under the same name to create stuff or offer services we use.

Think of a company as a large family. In a family, each person has different tasks and responsibilities, and it's similar in a company. Just as a family shares one home, a company operates together under one brand to make or sell things.

In this "family" model, the parents are similar to the leaders in a company. They make choices about family vacations or how to spend their budget. Similarly, in a company, the leaders decide what products to make or how the company's money is used.

Now, imagine the kids in the family as different departments in the company. One kid might be wonderful at storytelling and getting people pumped up about stuff. That's like the marketing team in a company, which promotes what they're selling and draws in customers.

Another kid could be a whiz with numbers, saving their allowance wisely. This is like the finance department in a company, managing money and ensuring there's enough for the company's needs.

Then, you have family members who do the hands-on work, like cooking or fixing things. They're like the operations team in a company, who actually make the products or carry out the services.

In a family, everyone needs to cooperate, communicate, and support one another. The same goes for a company. When someone requires help, others step in. This teamwork makes both a family and a company strong and successful.

Just like a happy, thriving family, a successful company depends on everyone understanding their role, working as a team, and focusing on common goals.
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Starting and Growing a Company
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"If you want to go fast, go alone. If you want to go far, go together." - African Proverb

[image: You get an idea of something that you believe people will be interested in purchasing or a service they will want to use.]

You get an idea of something that you believe people will be interested in purchasing or a service they will want to use.

[image: You think and plan and consider everything you need to make your idea a success and you make a plan.]

You have a long think and consider everything you need to make your idea a success and you make a plan.

Let's dive deeper into planning your business idea! Start by asking yourself some questions: How much money will it take to get your business off the ground? Who are the people you want to team up with to make your business a success? Think about what your customers will love about your product or service – what makes it special for them? And how will you let people know about your awesome business?

It's okay if you don't have all the answers right now. The more you think about these things and jot down your ideas, the clearer your plan will become. You can also learn a lot by checking out other businesses. See how they solve problems similar to yours. It's like being a detective in the world of business – the more clues you gather, the better you'll understand how to make your own business amazing!

[image: Business Model Canvas]

Business Model Canvas

There's a handy tool called the "business model canvas" that's like a checklist for your business. It's got all the important stuff you need to think about when planning your business. Think of it as your business map, guiding you through all the key areas you should consider!

[image: As your business idea grows and starts to sparkle, imagine getting investors – people who want to support your idea with money – really excited about it. Then, you take all those great plans you've made and start building your business, turning your idea into something real and awesome!]

As your business idea grows and starts to sparkle, imagine getting investors – people who want to support your idea with money – really excited about it. Then, you take all those great plans you've made and start building your business, turning your idea into something real and awesome!

[image: Customers get in line to get your products.]

Customers get in line to get your products.

[image: As the word spreads, more people want what you offer ]

As the word spreads, more people want what you offer 

	Find Your Spark: First, you need a cool idea. It's like when a lightbulb turns on in your head, and you think of something really neat that people might want. This idea is the first step in starting your own company.

	Draw the Roadmap: Your next step is to make a plan. This plan is like a guide, showing you the steps to take. You'll need to think about what you're going to sell or do, how much it might cost to start, and who would be interested in buying it.

	Gather Your Treasure: Now, you need to get some money. This could be your savings, or maybe money from friends, family, or even investors who like to support good ideas.

	Team Up: Starting a company isn't a solo mission. You'll need a team of helpers. These could be your buddies, family, or new people who have the skills you require, like creating products or selling them.

	Kick-off Your Business: With your idea, plan, money, and team ready, it's time to launch your company. You might open a small shop or start selling online. As people begin to enjoy what you're selling, your company will start to grow.

	Navigate and Grow: Running a business is a big adventure. You'll face challenges and exciting moments. Keep improving your ideas and plans as you go. With determination and a strong team, your company can bloom from a tiny idea into a successful business.


Remember, creating a company is like nurturing a seed into a giant tree. With a great idea, a solid plan, some funding, and a dedicated team, you can build something that people will love and watch your business flourish.
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Revenue and Profit
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"Profit in business comes from repeat customers, customers that boast about your project or service, and that bring friends with them." — W. Edwards Deming, famous engineer, statistician, professor, author, lecturer, and management consultant. He emphasizes that real profits stem from not just one-time sales, but from creating a loyal customer base.

[image: Your products are built in bulk at the factory and sent to you.]

Your products are built in bulk at the factory and sent to you.

––––––––
[image: image]


[image: You receive your products that you paid for at wholesale prices.]

You receive your products that you paid for at wholesale prices. Wholesale prices are significantly less that shop prices or retail prices.

[image: You set the retail prices for your products, which could range from a 10% to over 400% increase from the wholesale cost and sell it to the interested customer.]

You set the retail prices for your products, which could range from a 10% to over 400% increase from the wholesale cost and sell it to the interested customer.

You have got a great idea for something to sell. First, you search online to find someone who can make it for you. Every so often, you find a factory that's already making something similar, and you work with them to change it a bit, improve it, and add your brand name to it.

Once the factory finishes making the first set, they send it to you. You then decide on a selling price that's a bit more than what you paid, but still, something people would be willing to pay.

Here's how the money part works: The factory makes money because you pay them to make your product. You make money by selling these products at a higher price. This extra money helps cover the costs of running your business, pays you, and lets you invest in growing your business in the future.

Now, let's talk about 'revenue' and 'profit.' Revenue is the total amount of money you get from selling your products. It's like your sales income before you subtract any costs. Profit, on the other hand, is the money you have left after you've paid for everything you need to run your business — like paying the factory, covering shipping, and other expenses. So, profit is what you really earn, the actual money you get to keep.

	[image: image]
	 	[image: image]


[image: image]

Growing a Business
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"If you want something new, you have to stop doing something old." — Peter Drucker, influential thinker on management theory. Drucker's quote implies that business growth often requires innovation and the willingness to leave behind outdated practices or ideas.

[image: If you're running a conventional business like a store, you typically begin with just one shop and work on building a good reputation. When the time feels right for expansion, that's when you start opening more shops.]

If you're running a conventional business like a store, you typically begin with just one shop and work on building a good reputation. When the time feels right for expansion, that's when you start opening more shops.
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[image: You grow in your city with more shops.]

You grow in your city with more shops.

[image: Then you grow nation wide with shops all over.]

Then you grow nation wide with shops all over.

Growing a business is like helping a plant grow bigger and stronger. Let's say you start with a small shop, like a tiny seed. To make it grow, you need to do a few important things.

First, you need to increase your sales, which means getting more people to buy what you're selling. You might do this by advertising, having sales, or just making sure your customers are delighted so they come back and tell their friends about your shop.

Then, you might decide to open new locations. Maybe you start with one shop in your town, but then you open another in the next town, and another after that. Each new shop is like a new plant, growing and making your business bigger.

You can also offer new products or services. Possibly, you start by selling just books, but then you start selling coffee and snacks, too. Each new thing you offer can attract more customers.

As you do all these things, your business grows. You need to take care of it, make smart decisions, and continually look for new ways to improve it. And just like a garden, a growing business can be a beautiful and rewarding thing to see.
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