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uatlook on Business

Cutlook

OING INTO

DBUSINESS

The seven-year itch

By DOUG ROBBINS
 Like the proverbial seven-ycar
iich, businesses elso go through a
seven-year cycle and thisg is one of
the signposts to look for when
buying a business,

Of all the businesses 1've sold
during the past 12 years, there has
not been one individual who hasn't
owned his business a multiple of
scven years, plus or minus a year,

Il a man comes o me and has
been in business 10 ycars, then 1
know something elsc is troubling
him. It's an unnatural point in his
seven-yedr cycle.

Many limes, it's an operating

problem where the business has
grown beyond the manager's
ability 10 operate it successfully —
perhaps a financial problem or
somc other challenge he can't deal
with.

When this happens, the owner'’s
respanse is to scll the business.

When I gel involved in this kind
of situation, many limes we tell that
person he or she needs consulting
cxperlise in a particular arca and
will inttoduce them o someone
who can provide that service.

If someone comes to me and has
had a business for 18 years, chan-
ces are good he or she's really not

What is your financial goal?

Are you achieving it?

(NC)>—"1 want to be a millioaaire' he

said,

“Wonderful,”  replied.” And how far

nlunlinﬂt way are you lowards achiev-
ing that goal”.

“Oh,"” he responded, "once | get my
car paid for, I'm going to s1art saving an
rmournt ¢jual 1o my car paymenis every
monih.”

Isaw him a few years [ater and he was
then driving "another” new car, [ didn't
embarrass him by asking him if he had
started on his way 1o becoming a mil-
lionaire.

Are most of us “fli " about our
financial future? Do we also want "0
become A millionaire™ but that is all it
ever amounts o, “a dreamed of want™?

All of us, no matter where we are in
life, should set goals. In fact, we should
divide themn inlo “short-term goals™,
medium-term goals, and long-term
goals.

Short-term goals mighi be a vacation
this year, or the purchase of a pew or
different car.

Medium-teem goals might be setting
monics aside for the children's educa-
tien, or the purchase of a new house.

L.ong-term goals might be the build-
ing of a family cstat2, or providing fora
decent retirement income.

Long-1crm goals are just thait: *long-
term”™. It means we must think about
them today. But. because they are long-
termn, we tend to want Lo postpone think -
ing and/or planning for them.

What is the most imponant jlcm in
building wealth? As we've stated many
timmes before, in is TIME. Sure, raic of
retusrn, flus “amount of savings”, are
pnportant, but peither of these two
cquate the value of time.

How do we save? We make a deci-
sion (0 save a part of that pay-cheque
every pay-day. If youdecide ™ I'm wonh
10% of whal ] cam™ and you cam $400
per week (310.00 per hour x 44 hours
per week), you would save S40 per
week.

1f youstarteddoing thatatage 25, and
did so for the fony years (o age 65,
saving it in mutual funds that average
15% per year, you would be worth over
3 4 1/4 million dollars ($4,255.584). If
itonly camed 10%, you would be worth
31 mullion ($1,012,651).
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~"IT'S YOUR
" MONEY

Faul J. Rockel

You would have saved a wotal of
$43,200!

Now, somebody ¢lse started making
“long-range gozls” a145, and decided o
save $80 per week (1wice as much). In
the next 20 ycars a total of $83.200
would be saved, but at 15%, the value
would be 5490090,

That's $3 1/4 million less dollars,
despite the (act baoth “long-lerm™ savers
saved the same amount, and eamed the
same rate of retum.

All af us can jusiily the statement
“I'll start saving for my long-tenn goals
"tomorrow” *, but sa often “tomomow”
never comes, or, 48 shown above, it
comes twenty years later, and desptie
the fact we saved twice as much per
week (tptalling same amount as the
younger person}, we ended up with $3
344 million less dollars.

Time made all the Jdifference.

The person’s first “540 per week™
worked for 40 ycars, the neat $40 for 39
years and 51 weeks, clc. The petson
who staned 20 years later, saving $80
weekly, saw the first $80 working for
only 20 yeurs, the next 380 for 19 years
and 51 weeks, cte,

No matter what your age when read-
ing this column, make plans to do three
Ihings:

{1y 5tan saving a par of whal you carm
INOW,

(2} Set financial goals for your retire-
ment {A11he age YOU want ko retise)
(3} Seck 1he best rate of retum you can
[¢r yOUr $avings.

Faul J. Rockel iz author of the hook
“Why | Invest in Muifua! Funds” and
President af Regsl Capltal Planners
Lid.

Far = free table on what aver 20 mu-
tulsl funde have done over the pas!
10 yoars, ask for 10,000 table” and

will®:  peter C. Masson, M.B.A.,
Hegal Ceplisl Planners Lid.,
0 Fagan Drive,
Gerorgetown, Ont.

“Meet by Accident”

CALL US, WE'LL GET
THE JOB DONE RIGHT...

UPTOWN COLLISION

653 MOUNTAINVIEW RD. N., GEORGETOWN
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ready 1o sell but mercly looking at

sclling as an alternative 10 another
problem.

Gencrally, these problems are
[inancial. .But financiatl problems
are like a thermometer. They only
identify another problem.

Usually, it’s a shiflt in market.
The product has matured and
people no longer want to buy what
his or her company makes or
there's a new product on the market
that docs it better or, in the case of
a rctailer, that the community is
moving and the downtown care is
dilapidated and the [irm’s business
is slipping as a resulL

Nine out of 10 businesses 1 szll
are businesses where the owner is
retiring. That'’s the ideal situation,
You want that person o be avail-
ablec loyouinacensulting role, You
may know mose about the industry

but older people also know a great
dcal, especially about the way their
business has operaled for two or
three decades.,

A few yecars ago my wife pur-
chased a flower shop, She con-
tracted the vendors 1o work (or her
full ime for four months, be avail-
able over busy periods as well as
from Lime o me for advice and
counsel. For this she paid a month-
ly reaainer,

It paid off during the eighth year,
Christmas that year fcll on a Mon-
day and she was in a quandary of
whether she should stay open on
the Sunday, the day before

Christmas and usually the busiest
day of the year.
The answer came from the

people she bought the business .

from. They had the business for 40
years and told her they always

iIsn't aGREAT DEA
on a new 1988 car

worth a 15-minqte
dnve to

FINISSAN

6 YEARS 100,000 KM
~~° 3 YEAR 60,000 KM

BUILT FOR THE HUMAN RACE.

NORTH END NISSAN

MILTON

opened on Sundays in the past and
recommended that she do the same
and not miss the busiest and most
profitable doy of the year.

When buying an existing busi-
ness, il's wise to retain your own
lawyer and accountant to quantify
and qualify everything you've been
told by the vendor,
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® REGULAR & 1 TIME CLEANING
* SILVER POLISHING

* CLOSETS & CUPBOARDS

* LAUNDRY « WINDOWS, ETC.
* REFERENCES

“We Tallor Qur Services
To Suil Your Needs”

. GIFY CERTIFICATES
FREE ESTIMATFS = BONDED

877-1724
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1988 Nissan Micra

NO-COST POWER TRAIN
WARRANTY

“NO.COST . NO DEDUCTIBLE™

610 MARTIN ST.
878-4137

BUMPER TO BUMPER
WARRANTY
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