








•  Sole Proprietorships 

•  Partnerships 

•  Limited Partnerships LLP 

•  Limited Liabililty Companies LLC and PLLC 

•  C Corporations C Corp 

•  S Corporations S Corp 



•  Liability 
•  Taxation 
•  Management 
•  Control 
•  Raising Capital 
•  Transfer of Interest 

•  Growth 
•  Exit Strategy 
•  Estate Planning 



Sole Proprietorship, General Partnership 

•  Inexpensive and simple to organize 
•  Neither one requires you file with Secy of State 
•  Neither one is a separate legal entity 
•  Neither one has limited liability for owners 
•  Net income or losses of business pass to the individuals 
•  Owner is personally responsible for business obligations: 

–  Loans 
–  Debts 
–  Accidents, contracts, etc. 

•  Two or more partners responsible for obligations: 
–  Loans, debts, accidents, contracts 
–  Even if incurred by other partners 



Limited Partnership, Limited Liability Company, S Corps 

•  More expensive and complex to organize 
•  Filing with Secy of State and annual renewals 
•  Separate legal entities and must be treated as such 
•  Limited liability for owners 
•  Net income or losses of business pass to the individuals 
•  Owners not personally responsible for business 

obligations: 
–  Loans, debts 
–  Accidents, contracts, etc. 

•  Crucial to maintain legal entity, follow by law or 
management agreements 



C Corp 
•  Much like an S Corp 
•  Allows unlimited number of owners; S Corp is 75 only 
•  Filing with Secy of State and annual renewals 
•  Separate legal entity and must be treated as such 
•  Double taxation, the pass thru feature not included 
•  Owners not personally responsible for business 

obligations 
•  Crucial to maintain legal entity, follow by laws 
•  Raising funds may be easier than other entity types 



•  Go back to slide #5 and review the factors, especially: 
–  How many owners? 
–  Are you seeking investors? 
–  How much formality do you want/can you handle? 

•  Seek advice of an attorney 
•  Include an accountant as you plan your business 
•  Remember, you can change business form, entity type, 

and other items as the business changes 
•  Be flexible and seek advice from others 



Part 2 
 Business Models 

•  Traditional 
           vs 
•  Today’s Markets 



•  Give some thought to which NAICS category you 
operate in or may operate in 

•  Look at options for manufacturing, distribution, retail, 
wholesale, service 

•  Study the business model basics to see if opportunity 
exists 

•  Study markets to see if opportunity exists 
•  Study product and applications to see if opportunity 

exists 



311812 Commercial Bakeries 
This US industry comprises establishments engaged in 
mfg. of fresh and frozen bread and bread type rolls and 
bakery products, except cookies/crackers 
• Bagels 
• Bakery products 
• Biscuits 
• Bread and bread type rolls 
• Cakes 
• Communion wafers 
• Croissants 
• Croutons, etc 



•  Look up financial information on an industry (for 
example……I wonder what the average profit margin is 
for businesses in the baking industry?)  

•  Generate contact lists for B2B sales (for example….my 
company produces and sells a specialty grain product; 
what types of baked product manufacturers could I sell it 
to? 

•  I would like to do some competitor intelligence on what 
prices products in my industry sell for.  How can I find a 
list of harvesters in Washington? 



RMA Industry Financial Data 
•  Risk Management Associates 
•  Real company data 

–  Compiled by banks 
–  As businesses apply for loans 

•  www.estatementstudies.org 
–  Subscription based fee 
–  See your local SBDC advisor 
–  Compiled by NAICS code 
–  Current, real data 

•  Average profit margin for industry 
•  Average sales per store/firm 



Reference USA Firm Data 
•  Reference USA 

•  Real company data 
–  Compiled by a private firm 
–  14 million US businesses 

•  www.referenceusa.com 
–  Free access, any library 
–  Or use library card from home 
–  Compiled by NAICS code 
–  Current, real data 

•  Business groupings 



Traditional Business Models: 

•  Define product or service 
•  Develop or test the cost to produce the product 

–  Material 
–  Labor 

•  Estimate the fixed costs or overhead 
•  Calculate a Breakeven level for product line 
•  Analyze the Market 

–  Potential Customers, type and number 
–  Price Points 

•  Put all this in a Business Plan, update frequently 
•  Start up the business, or launch new product 



5 Minute BPlan 
•  Fiber Bread Corp. is a low end bread 

manufacturing company.  They make loaves in 
small bakery, sell them in small storefront (part of 
factory) for $1.79 each.  The ingredients cost $.47 
and the labor is $.32, for a total of $.79.  Their 
overhead is $1980 a month and the owner wants to 
pay himself $4000 per month. 

•  Average Revenue Unit   $1.79 
•  Direct costs     $.79 
•  Gross Profit     $1 
•  Gross Profit Margin %   55.86% 
•  Overhead     $1980/month 
•  Owners Desired Pay   $4000/month 



5 Min B Plan, cont. 

•  GOAL FOR 2013 
•  Goal =($1980 +$4000)/55.86%) = $10,705 sales per 

month 
•  Number of loaves need to sell = $10,705 per month/

$1.79 per unit sales price = 5980 per month 
•  Can bakery produce that many? 
•  Will market buy that many? 



Today’s Business Models 

•  Focus on developing new products or services 

•  Produced from diverse ingredients 

•  And, produced by new methods 

•  To sell to current markets 

•  Or, to new markets 



Materials 

•  GOAL FOR 2013 
•  Goal =($1980 +$4000)/55.86%) = $10,705 sales per 

month 
•  Number of loaves need to sell = $10,705 per month/

$1.79 per unit sales price = 5980 per month 
•  Can bakery produce that many? 
•  Will market buy that many? 



Markets 

•  GOAL FOR 2013 
•  Goal =($1980 +$4000)/55.86%) = $10,705 sales per 

month 
•  Number of loaves need to sell = $10,705 per month/

$1.79 per unit sales price = 5980 per month 
•  Can bakery produce that many? 
•  Will market buy that many? 



•  John Rodenberg, contact directly          
•  Phone:  253 680 7768 
•  Fax:             680 7771 
•  E - Mail:   jrodenberg@bates.ctc.edu 
•  Website:  www.wsbdc.org 
•  Address:  1101 South Yakima, M123 
•  Office Suite at Bates Tech College 




