
This Small Business
Start-Up kit has three
ebooks on one CD!

User-friendly and loaded with 
tips, The Small Business Start-up 
Kit shows you how to launch a 
business quickly, easily, and 
with confidence.

Small Business Start-Up Kit
• The user-friendly guide to launching
  your venture quickly, easily, and legally
 - Choose the best business structure
 - Create a solid business plan
 - File local, state, & federal forms
 - Keep the records you need
 - Market your business online

Marketing without Advertising
• High-impact, low-cost marketing
  strategies that will help you:
 - Attract new customers
 - Provide great service
 - “Spread the word”
 - Plan marketing events
 - Use the Web ethically & effectively

Investors in your Backyard
• How to raise business capital from
  the people you know:
 - Provides information & documents needed
 - Step-by-step instructions on how to raise capital
 - Create paperwork to formalize the deal

Covers all aspects of
starting a business from
raising business capital to 
marketing without spending
a fortune.

*Windows® & Macintosh Compatible
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