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( 10 Great Ideas (
How To Support Business Start-ups

#1
Business Coaching

Meet in person at least once a month for one or two hours to review progress, discuss challenges and establish an action plan.  Ensure that your client brings in a monthly business report as this holds them accountable while giving you the tracking information that you need.  Hold them to it as this will help them to keep track of their own progress.  Use the Business Coaching Toolkit in this module, and actively refer to their business plan each session.

#2
Telecoaching

In addition to in-person sessions, schedule mini telephone coaching sessions once a week or midway through the month.  These can also be done as group sessions with a facilitator guiding the telephone discussion and callers telephoning a central telephone number at a designated “workshop” time.  This can be an attractive option for clients who have to travel to the delivery agency.

#3
E-mails 

Send your client a regular e-mail message every morning or once a week with a word of inspiration.  Clients can get a hotmail account for free to get started.

#4
Business Mentors

Provide your clients with guidelines on finding their own business mentors or advisors.  Suggest that they can have invite several people to take on different roles in their business, and that they do not need to find that one perfect person to act as their mentor.  They may even wish to consider setting up an advisory board that meets regularly to review their progress and offer assistance.  Review the mentoring handbook in the In Your Toolbox section of this module for some more ideas.

#5
Success Teams

On the last day of the training program, set up success teams of 3 or 4 people.  Encourage them to meet regularly in-person or over the telephone to discuss progress and challenges.  Follow-up with these teams by facilitating quarterly meetings, or by checking in once in a while.

#6
Networking Events

Invite clients to take responsibility for arranging regular group meetings and networking events.  Offer them training space, but let them do the work.  In most cases, a core group of individuals will continue to meet until the need naturally dissolves.

#7
Trade Shows

If you can, sponsor a client’s attendance at a trade show.  Hold a raffle or contest to select the lucky winner.  Arrange a group discount whenever possible.

#8
Business Clinics

Arrange special training sessions as the need arises.  Selling skills, negotiating skills and tax planning are often popular topics for people in start-up mode.

#9
Bring Back As Guest Speakers

When you have another group of new clients starting a training program, invite your graduates to come in as guest speakers to share lessons learned.


#10
Refer Them Business

Support your entrepreneurs whenever you can by using their services in the program, and by referring business their way.  
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