Cur-price discounting doesn’t work because
1. people go to a brand they know about and its expensive to create knowledge and profile of this in the public consciousness, true discounters can’t afford it

2. people are often ignorant of pricing and will buy something even if its expensive at the going rate, discounting this wastes potential profit

3. when people select a store at random and partly ignore price it wastes potential profit to discount.

4. if you have high-availability i.e. a large number of stores people will go to the closest store even if it’s a bit more expensive, no point in wasting this potential profit.

Publish-or-perish, a website for posting anything you like online – original research that didn't make a journal, poetry, novels. Pay $100 to post it online. Readers can search and read anything for free. Optional $10 payment to author if they find material usefull? i.e. a shareware software pricing model, maybe easier to make it totally free like wikipedia.
Any business has to be 'sold' by getting on the phone and calling people, exception is walk-past traffic but in general you need to put the time in to make it work.

Rather than something general and massive like selling cars, try a small specific market (chosen at random) like rooms for rent. This isn't covered readily my major websites, but both buyers and sellers searching the web will target in on your website. Expand it by having a long list of randomly-chosen specialist topics, ignoring the massive property, jobs, cars and dating handled by major sites (look at ninemsn and specifically DON’T cover the topics listed there). Another example of niche market is deaf people but a bit risky from a political perspective. Advertisers may just look at the classified pages in a newspaper but there are a lot of benefits for both in having the rare entries all collected in one place. Aim is to be a classified ad site for things not already covered by major internet sites – another example is sports partner / friend wanted
Greed & generousity destroys businesses – greed cutting back on investing money in the business until it fades away, raising prices or developing a lot of new and expensive services instead of sticking to a model that works, generosity paying excessive salaries, giving discounts/cheap goods to customers, wasting money on all sorts of things.
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sacking staff is free and instantaneous so you can't get a much better investment than buying an overstaffed business and sacking 30% of the staff. If the business is truly overstaffed there should be very little impact on revenue from cutting staff out but a big impact on expenses. Can check overstaffing by:

revenue per staff member (low, ie. Low (productive) hours worked)


absolute values, staff per salon


comparison with other companies, e.g staff in competitor's salons in the area

BUT have to be careful that it’s the unproductive work/time that is cut out not the productive time, fairly easy in a salon, but in other businesses like IT development could accidentally remove the people doing the work not the ones playing with toys all day.
Take the opposite approach to common wisdom/entrprener's suggestions on:

Don’t negotiate, avoid this by



Dutch auction/tender, get three quotes then select the cheapest or select one and offer a new price at 10% below the bidded price



There is no need for long negotiations when both people fully understand the market and each other the whole thing should be over very quickly.


Don't vertically integrate, use outsourced services (except cleaning for some reason)



Its easier to control an external party than an internal party even if you're the boss, there's more distance and professionalism 



Just moving costs in-house not necessesarily moving profits in-house at all

The best target market you can have is teenagers, 


they spend all their money on music, clothes and jewely (middle aged spend it on investment properties, old don't spend at all).


They have very strong word of mouth so advertising isn't necessary


What's 'cool' is important so if you're lucky enough to strike this chord you can have explosive sales


Relevant businesses – music, boost juice, facebook, ipod

A bit of cheer, lots of them experimented multiple times or had many failures before hitting on the magic process – Edison tried 2,000 different materials for light bulbs, diesel tries endless fuel sources and john grisham was rejected 25 times before going on to become an international bestseller. most long-term failures probably never tried at all they just sat around for 40 years doing nothing, i.e. keep trying even if you're failing.

Its better to have something unique even with its faults than to supply something that everyone else is supplying (macdonalds salads, boost juice salads, coke better tasting cola), the moment you do that bad things happen as you will never do it as well as they do and you throw away your unique advantage. Also related to 'IF ITS NOT BROKEN DON"T FIX IT', i.e. if its working then just keep doing it, maybe with minor improvements, there is no requirement to force change in an attempt to get greater profits when you might just be throwing away something good.

One of the simplest businesses is to rent a shop in a high-foot-traffic center and put in a display of women's shoes – that's it (all that's required).

Its important to avoid industries where the whole industry operates at an unsustainable loss level on average because people keep dumping capital into the industry and operating loss-leading startups, its possible that restaurants fall into this category. This is a good reason to avoid industries that are frequently targets for people wanting to invest money. That probably isn't quite the term, restaurants don't generally loss-lead, but its possible that dumping capital into the industry makes too many restaurants so most have insufficient number of customers and don't survive.
There's nothing like selling something you don’t have (yet). Bill gates sold an operating system to IBM before he actually had one, alan bond sold blocks of land after he'd bought it but not paid anything towards the loan.

Don't assume that everyone knows everything you can go a long way, apparently, based on other people's lack of knowledge (although its questionably ethically), blocks of land were for sale for a quarter of the price across the road next to bond's blocks but he still sold them all though showy advertising and sales. Bunnings advertises extensively as the cheapest but apparently it isn't by a long way. Well this couldn't always work.
A lot of good, health businesses are destroyed because there is an expectation that profit must be increased each year, i.e. the business must be changed to make it more profitable. If the business is already healthy then any changes e.g. cost cutting are more likely to destroy it. If the business is healthy treat it as a cash cow and just run the business as it is, don't have an expectation that the business must be improved. Some tasks are fundamentally un-improvable, like cutting hair which hasn't (and can't be) changed since biblical times. Any unused management effort can be used in buying a bad business and fixing it or starting a new business from scratch. In this scenario the business could still grow in size each year, but ratios like ROE etc would be constant. Don't destroy good things with an attitude that 'things can always be better' this often leads to destructive changes as these are the only changes possible and management/directors/shareholders/the market demands that changes be made for supposed improvements.
The hire-technical-writers-to-write books idea is a similar business model to a music label. Over time you could build up a set of book titles which you owned the copyright to and build up a library of intellectual property. Books are intellectual property like software and music although usually books IP seems to be owned by the author, in contrast to music (the recording company) and software (a business). One problem is that there is a vast oversupply of material, although most is poorly written so once the idea was properly established this might not be such a problem.
Start a bank. Obviously there are minimum size and capital requirements but the bank's profits are so fat now that it suggests maybe there is an opportunity. Could try some ideas like investing the money in bonds in a trust instead of loans for simplicity and high yields. Most people hate banks although there service is probably no worse than any other large business. Open weekends and try to have simple IT systems saving hundreds of millions in costs. In contrast to managed funds products there are only a handful of banks in Australia (although large size is obviously critical for a bank). Run it like a managed fund product, issue bonds to investors to raise cash and make loans to customers. However there are a number of 'finance companies' which could be the same as this. One option is to target the sub-prime market, i.e. high interest loans for people who can't get bank loans.
Some entrpreners: Christopher skase, alan bond, Janine allis, Julia ross, Lindsay fox, dick smith
Business idea – a dictionary of meaning. Most dictionaries are actually aimed at word historians, even the complete oxford with a page per word only includes a few words about the actual meaning of the word, which is what normal people actually want to know. To have several sentences on meaning for each word would require a multi-volume dictionary though (internet based? But then it would have to be free).

There are a lot of things that you can do for your customers that cost little but they really appreciate (and most businesses don’t do!) a good attitude is free but you can’t really create this its just lucky getting a good staff member (try psychometric tests designed to detect positive attitudes). E.g. most tickets are non-refundable on low-cost airlines, it really costs nothing to refund a ticket as you can always sell it to someone else but people’s plans change a lot and they would really appreciate being able to move or refund a ticket without wasting money.

Bank/finance company

Traditional banking is much too conservative and rejects many profitable and safe loans, e.g. a loan with 50% LVR on quality property to someone with a bad credit history. It uses a veto arrangement where failing any one of the legs of credit checking leads to loan rejection. Try a flowchart arrangement, i.e. ‘strip lending’ as it is a sequence of steps. e.g.


If high quality security (e.g. 80% lvr residential property), APPROVE, else


If strong cashflow able to repay loan in 2 years, APPROVE with max 5 year term,


Else REJECT

Other notes:


Set interest rate based on risk, e.g higher rates for greater risk (well banks already do this)


Score credit based on number of children, this is ignored but is BY FAR the greatest decider of financial stress (also look at if the wife works or not)

Bring back the ‘cigarette girl’, ie. In old movie theatres a girl would bring around a tray of cigarettes and food this is a great idea, especially for internet café’s as an example.
