For Ann Kerley, the greenhouse
business started as something to do in
the farm’s off season. Vicki Dye's
business grew from efforts to peddle
her own crafts,

Nannette Hornsby's nding stables
were a way to shoulder expenses to
maintain the family’s riding horses.
And Mary Ahrends just wanted to
hear the ning of laughter again in her
childhood home.

What all these folks have in com-
mon is a monecymaking business
based right in their homes. The best
part of being at home, they say, is
schedule flexibility, freedom from
control by others, potential for finan-
cial independence, and no commut-
ing to an off-farm job.

Some drawbacks do exist, though.

“There are long hours,” says Vicki
Dye. She runs J, V. Dye and Associ-
ates, a giftware and accessory manu-
facturers’ representative business,
from her family’s corn and bean farm
in Bristow, lowa.

“You have to deal well with
pressure and learn how to separate
the business from distractions at
home,” she says. Discipline is the
key, Dye claims, along with goals
and a high degree of motivation.

Getting Started

A network of advisers and a solid
business plan are important for en-
treprencurial success.

Ann and Jerry Kerley of Cross-
ville, Tenn., say their best advice
came from a frniend who had been in
the greenhouse business for years

For folks who lack a mentor such
as the Kerleys' friend, there are nu-
merous resources available.

“The Small Business Development
Center [SBDC] at lowa State Uni-
versity was most helpful to me,"”
claims Vicki Dye. “They sent a sen-
ior accounting student from the uni-
versity to set up the bookkeeping
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Start a Business,
Stay at Home

If you're thinking of starting a home-based business for a
little extra cash, you might be surprised. For some farm families,
the “pocket money” has become a big source of income.

i AR
- S5, W T
N ",

s s

Nannette Hornsby says profits from the Bar H Stables on her Alabama ranch enable the farmly

1o enjoy extras—like vacations-
talked to me about which computer
would be best for my business.”

Another invaluable adviser is a
certified public accountant. **You
need a CPA who's on top of the tax
laws,”" Dye says. “If anyone’s going
to be audited, it's the sole business
owner. So you need to have your
records straight and available.™

A sound business plan 1s essential
for any new venture, especially if
you'll be applying for a loan from a

that they couldn't afford otherwise
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bank or the Small Business Adminis-
tration (SBA).

Again, SBDC’s, generally based at
major statc universities, can help.
Wiley S. Messick, deputy regional
administrator with the SBA in At-
lanta, says, “"They can help with pro-
jections, business plans, marketing
aids, and break-even points.”

The Service Corps of Retired Ex-
ecutives (SCORE) is another group
that can provide management assist-
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(Right) Vicki Dye of Brivsow, lowa, runy her sales represemiative
business from the office on her family's corn and bean farm

Frots Greg RysnSaity Beyer

(Right, below) Jerry and Ann Kerley of Tennessee say thewr greemhowse
business grew from a hobby 1o one-third of their total income

within seven vears, Moto Jan Weatt

(Below) Stan Akrends operates a cattle and hay farming operation in
and his wife, Mary, runs a bed and breakfast

Mountar City, Tenn.,

business in their home, Proto: Gary Cuark

ance, suggests Messick. SCORE
chapters are located in most major
cities.,

For people in Tennessee and the
Appalachian arcas of Alabama,
Georgia, Kentucky, Mississippi,
North Carolina, and Virginia, the
Tennessee Valley Authority can be
of help in starting a new business.
Gale Trussell, TVA tourism coordi-
nator, says, ""We especially try to
help folks in the depressed counties,
particularly the Appalachian re-
gion.”" Trussell says TVA sponsors
guest lecturers and sets up craft coop-
eratives to aid new businesses.

What It Costs

Besides failing to do appropriate
market rescarch on a product or ser-
vice, Trussell and Messick concur
that the biggest mistake small busi-
ness owners make is underestimating
financial resources.

“They spend all their available
money to get into the business and
don’t save some for the first few
months when things are just begin-
ning,” says Messick, “You have to
have reserve to build volume and to
carry you through the first few
months,”

Some families, such as the Kerleys
and Nannette Hornsby's family in
Tuskegee, Ala., allowed a hobby to
grow into a business. So no startup
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cash was needed 1o begin the busi-
ness at a specific time.

As a business owner who carefully
planned her bed and breakfast ven-
ture more than two years ago, Mary
Ahrends of Mountain City, Tenn.,
says a person in her same business
would have minimal startup costs.
“You could go into business for a few
hundred dollars,” she says.

Part of Ahrends’ initial costs were
for brochures, business cards, new
linens. and a sign to mark the drive to
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Hidden Acres Farm. Other costs in-
cluded a county business license and
a certificate of registration from the
state, totaling less than $50, To learn
about necessary licenses and registra-
tions required in your area, Messick
suggests checking with your Cham-
ber of Commerce, SCORE group, or
your state representative.

Neither the Kerlevs, Dyes,
Hornsbys, nor the Ahrendses bor-
rowed money to begin their busi-
nesses. According to SBA's Messick,
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most home-based businesses don't
require a lot of capital. But for those
that need to borrow money, he ex-
plains that all small businesses are
cligible for loans from the SBA.

“Most of these loans are guaran-
teed by us 85 to 909 . What the appli-
cant has to do is to convince a
bank—by presenting good, sound
projections—to submit an applica-
tion to us,” he says.

Counting Up Overhead

Overhead costs vary with different
businesses too. Vicki Dye says that
keeping in contact with her 1,000
plus customers and 45 product manu-
facturers means a monthly phone bill
of $300. In addition, she rents a
showroom year round where she
takes orders for products from gift
retailers. Her monthly overhead
totals about $3,000.

Mary Ahrends’ bed and breakfast
expenses involve buying yearly busi-
ness licenses and hiring weekly clean-
ing help.

Jerry and Ann Kerley include the
cost of replacing the plastic covering
on the greenhouses every three
years, heating, and $16,000 total in
full- and part-time labor.

Feed, fertilizer, farrier and veteri-
narian services, and barn improve-
ments are totaled for yearly expenses
of the Hornsbys' Bar H Stables.

Insurance is another factor to con-
sider. The Bar H Stables average 100
customers weekly and offer hayrides,
bonfires, campouts, and riding les-
sons. The riding lessons don’t pro-
vide much income, but they allow the
Hornsbys to receive liability insur-
ance as a nding school.

Expecting a Return
Three years seems to be a good

average for establishing a new busi-
ness. In five years’ time, Vicki Dye
has seen her business grow beyond
her expectations.

“Never did we dream it would
come to mean what it has,” she says,
“My income takes care of some of
the family needs and provides us with
extras, which frees up more capital
for our farming business.”

For the Hornsbys, it took two
years to see a profit. Although the
nding ranch is still nonessential in-
come, the business makes enough
money to provide the family with
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extras. “We are adding a room onto
our house, and we've taken some
vacations,” says Nannette. “Both are
things we wouldn’t have been able to
do before.”

Jerry and Ann Kerley, graduates
of business school in accounting, ex-
plain that they did see some profit
from Kerley's Greenhouse their first
business vear. Now it serves as one-
third of the family income.

Recordkeeping is essential to mon-
itor the health of the business, the
Kerleys claim. “"One of the worst
mistakes I see people make is that
they wait until the end of the year to
take a look at their records. Don't
wait until April 15 when you do your
taxes to see what you've done. By
that time, you're probably making
plans for next year, and you might
decide it’s not worth it,”" advises
Jerry,

Ann suggests keeping the records
and expenses itemized to determine
actual business cost and profit. “l
record all expenses separately,” she
says. “Then the overall net profit is
what we make."”

How do you know when to quit a
failing business? “If it doesn’t turn
between 25 and 30% of the initial
investment within three years, I'd get
out of it,"”" Jerry says firmly. “If I put
in $100,000 and it doesn’t net $30,000
by the third year, I'd consider it a bad
move and quit.”

Getting Publicity

Local newspapers can be a great
cost-free publicity tool., Mary
Ahrends simply called the local
newspaper and invited a reporter to
feature her bed and breakfast opera-
tion in a story.

As for paid advertising, most of
the business owners mentioned here
agree that it is necessary. But they
carefully select the type that works
best for them. For the Kerleys, classi-
fied ads bring in more customers than
the more costly business ads. Mary
Ahrends is publishing brochures that
she hopes to place in every welcome
station in Tennessee. The Hornsbys
place ads in a nearby university's stu-
dent newspaper.

Word of mouth shouldn’t be over-
looked as a major source of publicity.
Mary Ahrends says most of her busi-
ness comes from referral. “Everyone
in the county knows me, and they tell
people. I've even had business from
someone who stopped to fill up with
gas at the local station,” she recalls,
“The service station attendant told
him about me."”

Although word of mouth can help,
it also can hurt if your product or
service isn't up to par. “It’s the worst
and the best thing for you," says
Jerry Kerley. “Bad news out-travels
good news many times over.”

By DEBORAH G. LOWERY and NANCY
DORMAN-HICKSON

Small Business Development Centers
They can offor business plans and projections,
marketing akis, consultations for bookkoeping,
computer setups, managenal and lechnical
training, and the “Potential Entrepreneur
Assossment” test. The centers are usualy
based at major stato univorsities.

Senall Business Administration

Senall business loans and a list of business-
help publications are svaiiable by contacting
your local Small Business Administration of-
fice. To dentity your closest ofice, call SBA
Answer Desi. 1-800-368-5855.

Service Corps of Retired Executives
SCORE offers local and state Scensing Infor-
business projections. Offices are located in
most majoe cities. Call SBA Answer Desk (soe
above) for the cosest chapler.

TVA's services Include workshops, promotion
of acea businesses, itarature, dovelopment
and publshing of brochures, meda ks, and
typesetting and photography hedp for residents
of Tennessen and Appalachian regions of

Where To Get Help

Alabama, Georgia, Kentucky, Mississipps,
North Carolina, and Virginia. Write 10 Gale
Trussell, Tourism Coordinator, TVA, Osd City
Hall 2C-41-8, 601 West Summit Hif Dr., Knox-
vile, TN 37802, or call 1-615-632.7410, for
more informason,

Farming Alternatives Project

Fact shoets and handbooks (some of which
o fro0) aro avakable through the FAP. Write
o Judy Green, Projact Coordinator, 443
Warren Hall, Comell University, Ithaca. NY
14853-7801, or call 1.607-265-0832.
National Assoclation of Towns and

an sudio-visual presentation. (You must pre-
pay with ordor.) Writa 10 the National Associa-
ton of Towns and Townships, 1522 K St.
N.W., Sulte 730. Washington, DC 20005, or
call 1-202-737-5200.

Services

For how-10 publications, business counsoling,
resource rederrals, of 10 schodule guest lectur-
ors, conlact your local Extension ofce.
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