PETER SWITZER'S GUIDE TO GETTING STARRED IN BUSINESS
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* Take the start-up test

e Complete the cash flow chart

* Set your goals

» Write down your vision

» Develop your brand

* Understand the role of systems

» Close the sale

+ Start an online business

» Cover story: Millie & More
From start-up to success

in three years
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In profile

‘made 'china "

Chirs

A Chinese-Australian entrepreneur is building cultural and business Thres
bridges between the two countries she calls home. :?:f;—;
s maurgen jordan chotography kylie hood = = ¢
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of many businassas can claim

10 have launched on a budget
of just 52000 using an intermst

Gak as head office.

For Lindy Chen and har company,
ChireDiract Sourcing Sedvices, such simple

l;e-'_:"" ngs angk a somewhet distant memony.

Threa years since the launch, Chen uns

2 advisory business that
OMpanEs navigate China's
notonious busness maze and deal directly
wih factories on the mainland. Ope
tut of Brishane and with an office in

Lhing, she is considerad one of Australia’s
remost expens on doing business with

China, and has raceised recognition 8s a

finalist in the 2007 Cueensland Business
Woman of the Year awants.
Things did nat ook 5o b

a smatiedng of Engl
prospecis Evs & her pre
n Ching 83 & senior manag
work proved difficull. Volunteer roles and a
number of casual sales positions followed,
and she spent seven months Sludying
English to hona har languags skills.

A big break came with har appoinimant
o teach businass administralion at a
business collage in Adelalde and lectune in
international trade al TAFE South Australia.

“WWhen | was leciuring atl TAFE, fiends

gatting

would agk me to source products for them
from Ching.” Chen says. ° found that | had
& regl talent for this, and thera was high

damand for this sandce
arket research followed and, in 2005,
Chen lasnched Chinalirect on a computer
at her local internet cafa, T
has since thrived courtesy of Chen's
encouragement of a corporate culture
that promotes straight talk, continuous
improvement, empowerment and trust.

Survival instincts
Born and ralsed on & miitany bass in rémote
Ching, Chen can't be accused of baing
born wilh a siver SPoOon in e '1*:,1*1
Har father was imgprisoned for three
waaks whan Chen's sister steppedona
chalk drenving on the footpath of Chairman
Mao Zedong, and her
eamed tha aquivalen
raise a family of six,
The upbring "q as helped Chen

parents raportedy
tof

£1.34 aweek 10

understand the virtues of tenacity and thrift,
both of h ghe has usad in businass,
Ower tha past three years, she has focused
on Saving money — fior the busness and

"5 thing | did 1o gat tha business
vas axtensng mMaret reseancn using
the free internat senice at the library,” sha
2ays. “To save costs, | worked from home,
mit clients in & ¢afé and used educational-
basad markat NG 10 proMmole e DUSiNess "
While a home-Dased Dusiness can sava
on overheads,
“Ag consyftants, wea'ra axpaciad to ba
professional in all aspeacts of ou

@ hen propose an in-person

bein a cafd, it can raise a quastion mark
for some paople, espacialy those who
ara unaware of cur credentizis.” Tuming a
paotential negative Mo 8 posite, she has
found that honesty is the bast policy.

“To avercomea this concem, we Tal
|cliants] wpfrond and with confidenca that
the reason we're mestingin a café is
because we're 8 home-based businass,
end that they benafit because ywe pass
along the savings of having lowear overheads
= v ara, afier all, In the business of saving
manay for clents!” Shea has alen bean
conscious af 1aking advantage af other
toals, apphying for the federal government's
Mew Enterprise Incentive Scheme,
funding to undertake a coursa in small

siness managemant.
*[This] provided mentoring that helped
Crenaliract thrive in the start-up phase.”

Being different
Oither strategies have paid off for
ChinaDirect. By remaining autonomous from
supplers in China, the business has forgad
selling proposition that Chen says
has made it easier to woo and keep clignts.
“We're independent and transparant,”
she says. "We'va baen abla o buld a
business with a foundation of integrity,
making us an easy cholce for prospects (o
partnar with.”

ChinaDirect also prides itself ona
ystemised sourcing process and attention
o detad, while having Auwsiralan and
Chinesa offices allows the business to
overcome the culiural hy
many clher import-export enlerprises,

Chen, says inndvation has aleo been
crecial 1o the DUSINess's Quick growih.

“Thene Isn't & wesk that goss by
gdon'l implement a new innovation. For us,
this means finding ways to defver mone
valua to cliants at less cost 1o them.”
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rdles that stymie

Giving back

Wihat most separates ChinaDinact from
15 rivals, perhaps, i a commilment 10
employees and to China itsell. tis &

pheanthropic approach thal siems Trcorn

" -
Chen's tough upbrnging.
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we invested more than 520,000 in person
“They ara
ences and geminars and then

P el e ig e B e o el o el
1t back on whal they have aarmed and

]

raged to at

gls and therefone own thos

back into the commumnity. In late 2007, she staried the Australian

Buying Group to assist charites that have a shortfall in

ods and that can benefit from Chingse imports, Chen

launched a China sarthgquake appsal with the aim of
00,000 to help the victims of the devastating May 20

sarthquake in Sichuan province. Other indliatives ana in the pipaing.

reiging 3

Chen says: “Chinall

MBS 8 VisaD

O groweth of tha co mpany

T to provicke 1000 aducation sc

Harsnips

ey q

1, &5 wel a3 inCreasing awaraness o

1 Awstralia.” ChinaDirect i

V& up to the busing

NS prospencus and globa

steps success

Lindy Chen offers some advice to those
starting out...

1. Research the market 1o ansura demand exists.

2. Test the business concept on friends and family first.
Undertake a small busingss managemant Course,

. Educate yourself - naver stop learning,

Engage an Australian marketing expert.

Keep initial costs low by operating as a home-based business,
Build a website and an online strategy 1o generate leads.
Daliver value to potential clients with free repors

and seminars.

9. LUse all mistakes as an opportunily 1o improve your business.
10. Enter (and winl) business awards
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snapshot

Ages: 36
Lives: Brisbane, QLD

Operating since: 2005
Phrase to work by:
Living ‘alive’. I laugh
with passion and power!

I started...
With only 52000 and a $49 USE stick in an internet
café ag an affice.

My dream is that...
ChinaDirect will allow me to educate one million
underprivileged kids by 2020.

I admirae...
Fred Deluca from Subway. He started from scratch
and grew like crazy!

To be successiul, it is important to...
Find out if you're the right personality type tobe a
blUSiNess OWTEr,

Never underestimate...
The value of your services. Package them go the elient
understands what they are paying for.

My best adviece is to...
Omly take clients who can see you adding value to
their business. .

My favourite quote is...
‘Cheose a job you love, and you will never have to work
i day in your life’ (Confucius)

The most important thing in business is...
Systems. Systemise all aspects of the business, from
answering a phone call to managing the whaole
gourcing process. Its systems that have given us our
competitive advantage,




