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Introduction

Welcome to the Gabriel Dumont Institutes Pathways for Entrepreneurship 
program. This is your personal workbook to help launch your small business. 
The Pathways for Entrepreneurship program is designed for aspiring 
Saskatchewan Métis entrepreneurs. This workbook will help you:

• Explore your interest in becoming a business owner
• Form a feasible business idea
• Understand how to start a business in Saskatchewan
• Explain the various resources that are available to you

The Pathways for Entrepreneurship program is designed to introduce you to 
business ownership in Saskatchewan. Remember, every idea is unique and 
could have more tasks than the ones listed in this workbook. 

You do not need to complete this workbook in one day. Forming an idea and 
planning a business can take months or year. It is best if you complete the 
book in order and read all sections, even the ones you feel confident with. 
Work at your own pace and be thorough. Connect with your GDI Counselor 
at least once every two months to discuss your progress.
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Special Features

Activity Zone
Tasks that you will complete on your way to becoming a 
legitimate business entity.

Make the Connection 
Business support organizations that can 
assist you with the task at hand.

The Inside Track 
Extra information to further develop your knowledge of the task at 
hand.

DeÞnition Download 
Explanation of business terms used in 
the section.

Tricks of the Trade 
Tips to help apply the lesson and 
complete the Activity Zone. 

Milestones
A good time to check in with your GDI Counselor to see if you can 
apply for Pathways Milestone Cash Bonuses. 

This workbook contains various business planning tools, theories and special 
features. Read below to learn how to use the workbook’s special features. 
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Complete the 
Activity Zones 
before moving 

to the next STOP 
to make the 

most out of the 
workbook.



STOP 1: Prepare for the Journey
Personal reflection for success

Deciding to be an entrepreneur is an exciting personal and career choice. 
It is a decision that should be made with careful consideration to finances, 
personal expectations and other life priorities. 

Preparing yourself for the journey is crucial to success. Entrepreneurship is 
not for everyone. Running a successful business is a long term commitment. 
Before investing time and cash, take some time to find out what it takes to 
start and maintain a business. Understand the benefits and challenges of 
business ownership. 

Before committing to business ownership:

• Connect with people in your network who have business experience and 
ask them what it’s like to start or manage a business.

• Think about your long term personal goals. What do you want to be doing 
ten years from now? 

• Make a list of your skills and interests. Be aware of what you are good  
at and what you like doing.

If you have an  
idea, write down your 

thoughts and questions 
about it. This will help 

you understand what you 
need to do before selling 

to your first customer. 
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Why consider entrepreneurship?

Put your ideas to 
work

You have the free will to 
establish processes, policies 

and philosophies for your 
business. You get to set the 

tone for its culture. 

You can build a work life that 
meshes well with your own 
personal values and beliefs. 
You can make contributions 
that have a positive effect in 

your community.

Make your own 
decisions

Being your own boss allows 
for independence and freedom 
to invest in your own ideas. As 
an owner, you get to choose 

how and where to spend your  
energy and time. 

You get to capitalize on 
your existing knowledge and 

strengths, and align your 
interests, experience and skills 

with earning income.

One of the greatest benefits of being a business owner is the ability to work 
on projects that are of genuine interest to you. Being your own boss and 
setting your own goals will be an exciting part of your journey. 

Every owner has his or her own reasons for choosing self-employment as a 
career path. Personal wealth and assets are a long term reward of ownership 
that can be passed on to your children or other important causes. Even 
though making money is important, many successful entrepreneurs take the 
risk for non-monetary reasons.

Owning a business is a long term goal. Below are some common benefits of 
starting your own business. Think about what other benefits you want out of 
this career choice.
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Every potential business owner should evaluate all life priorities before 
choosing to start a business. Objectively evaluate any personal priorities that 
might take your attention away from the business. 

One common challenge for a new owner is a lack of management experience. 
Make daily efforts to increase your general business knowledge and grow 
your network. Success is more likely if you have an open mind about learning. 

Below are two common personal 
challenges of owning a business. Think 
about what other personal challenges 
you may experience during your 
journey.

New owners are often faced with 
running all parts of the business 

including, but not limited to, 
bookkeeping, marketing and 

operations. This requires a diverse 
skill set and a constant effort to 
learn new skills and knowledge. 

Be prepared to learn new 
business practices and skills 

everyday. 

Capacity building
Do you know not only what you 

want to achieve, but why you 
want to achieve it? Can you 

explain what motivates you to be 
a business owner, besides money?

Self-motivation is hard for many 
aspiring entrepreneurs. Knowing 
what your non-monetary reasons 

and goals are will get you 
through hard times and provide 
extra purpose for your actions. 
Motivation will always keep you 

moving forward. 

Self-motivation

What are the challenges of entrepreneurship?

Management: the act and skill 
of controlling and making 
decisions for a business.



Gabriel Dumont Institute has a variety of resources for Métis business owners 
who go through the business planning process using the Pathways Map and 
this workbook. 

Entrepreneurs may be eligible to receive up to three $500 bonuses from GDI 
for achieving milestones.

Milestone 1 – Have you completed your business plan? (STOP 5)
Milestone 2 – Have you registered your business? (STOP 6)
Milestone 3 – Have you served your first customer? (STOP 7)

Talk to your GDI counselor to learn more.

Commercial success comes 
from offering something new or 

unique.

Originality plays a significant 
role in the reception of your 

product or service. Innovation 
and creativity can be difficult 

to achieve, but are important to 
business success.

Ask yourself, “does my idea fill a 
need?”

Business ownership requires 
a high level of involvement, 
participation, and nurturing, 

similar to having children and 
pets. 

Commitment and clear goals 
are key elements to achieving 
success and business growth. 

Make the Connection 
with GDI

Innovation: a new and unique 
idea, process or product. 
Original. First of its kind.

Dedication

Innovation
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• Get up early
• Take care of personal health and mental well-being
• Enjoy decision making and brainstorming
• Budget-conscious
• Outgoing and personable
• Constantly learning 

Tricks of the Trade 
Traits of small business owners

Small business accounts for approximately 
99% of the more than 150,000 business 

enterprises in the province. 

Saskatchewan is consistently 
ranked as one of the best places 

to do business in Canada. In 
2016, there were over 148,500 

small businesses in Saskatchewan 
in virtually every sector of the 

economy.

Small businesses are a major source 
of innovative products, services and 
new jobs. In 2016, small businesses 
employed over 31% of workers in 

Saskatchewan.
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Small business in Saskatchewan
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STOP 1 Activity Zone 
Pathways quiz part A: Personal considerations

Deciding to earn self-employed income means you will 
need to spend time developing a business model 
and evaluating personal skills and resources. 
You can complete this step using a feasibility 
study to gather and analyze information to 
conduct a basic assessment.

First, do a self-assessment. Understand 
the expectations that come with being 
self-employed. You need to realize 
your personal limitations and seek 
appropriate assistance and action where 
necessary. 

After completing the first part of the quiz, 
you should be able to answer the question: 
“Do I understand what’s expected of me as a 
small business owner?”

Answer the following questions with Yes or No. Be as honest as possible. If you 
cannot answer at this time, that’s okay, but remember to seek out the answer.

1. Do you like solving problems? Y   N
2. Do you have self-discipline? Y   N 
3. Do you enjoy competition?  Y   N 
4. Do you like to make your own decisions? Y   N
5. Do you like to plan ahead? Y   N    
6. Can you get tasks done on time? Y   N    
7. Can you take advice from others? Y   N    
8. Are you adaptable to change? Y   N    
9. Do you enjoy challenging yourself and accomplishing goals? Y   N 
10 Have you had a job as a supervisor or manager? Y   N  
11. Have you saved any money? If yes, are you prepared to risk your savings? Y   N
12. Are you physically fit with no major health conditions? Y   N
13. Are you emotionally and mentally healthy with no major personal challenges? Y   N 
14. Do you have at least one person you can call when you are having a bad day? Y   N
15. Are you prepared to lower your standard of living for several months or years? Y   N  
16. Do you know how much personal income you need to live? Y   N
17. Do you know why, besides potential profit, you are considering this business? Y   N
18. Will your business effectively meet your career aspirations? Y   N 
19. Can you make the development of your business a priority in your life? Y   N
20.Do you understand that starting and maintaining your own business may entail              
working 12 to 16 hours a day, almost every day?  Y   N

  

Book an 
appointment with 

your GDI Counselor 
to review the results of 

these questions. 

Note there are two 
more parts to this 
quiz in STOPS 4 

and 5.
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NOTES
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STOP 2: Get a Grip on Finances
Understanding and managing cash and credit

Organizing and maintaining personal finances is critical to the success of your 
business. Most business owners need to wait for about three years before 
the business generates enough profit to provide sufficient personal income. 
This means you should consider saving personal income to not only pay for 
startup costs, but also to ensure a personal financial cushion to use for living 
expenses or in case of a personal emergency. 

If you have not started a business yet 
but think you will one day, start saving 
now. You also will need to pay off 
current debts or loans.  

Everyone can create opportunities 
to save their money for future financial goals regardless of personal income 
level. This first requires detailed tracking of where your personal dollars are 
going. 

Running a business 
means interpreting 
how your business 

dollars are spent and 
earned. Start learning 
by using your personal 
income and expenses 
to understand basic 
financial theories.

Profit: financial gain. The 
difference between money 
spent and earned in an 
investment.
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The cost of living is an important factor to consider when 
thinking about starting your own business. This means you 
will need to budget and save money. Furthermore, you need 
     to understand basic cash flow and financing principles in 
o        order to make strategic business decisions.

Create and follow 
a monthly budget. 

Decide how much you 
need to live and track 

your spending to make 
sure you are spending 

less than you earn. 

Basic tips for saving money...

Why does budgeting and saving matter?
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The concept of saving is different for everyone. 
If you earn just enough to pay your bills, saving 
might seem impossible. Or, you may be at a 
place where you feel you are aware of your 
spending and saving habits, which is great. 

Either way, take time to analyze any patterns 
and changes in your income, spending and 
saving habits. 

Figure out how much 
money you need 
to live, versus the 

things you want to 
buy. Before making a 
purchase, decide if it’s 
a need or a want. If it’s 
a want, decide if you 

can live without it.

You may  
qualify for the  
Self-Employment  
Transition Allowance  
once you are on your 
way to launching your  
small business. 
Talk to your GDI 
Counselor to learn 
more.



Open a dedicated short term savings account with your personal financial 
institution.  Save as much as you can, and work towards a goal of saving 
at least 20% of your earned income or until you have enough to start 
developing your business. Talk to a financial advisor at a bank about planning 
for financial priorities. 

Pay down your 
personal loans and 

debt as much as you 
can before you invest 
in a business. Delaying  

personal payments 
may affect the chance 
of getting a business 

loan. 

Remember to plan 
for the unexpected. 
Life and business 
are full of surprise 

costs and events. You 
never know when 
unexpected costs 

might arise. 

Know where your 
money goes and what 

you are spending it 
on. Group transactions 
into similar categories 

to understand and 
summarize your 

cashflow.  

Make the Connection 
with a financial institution

Cash Flow: the amount of cash 
that comes in and out of an 
entity.

Budget: an estimation of 
expenses and income for a 
certain period of time.

Financial Priorities: the order of 
importance of financial goals 
and costs you have in your life. 
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STOP 2 Activity Zone 
Personal Budget and Savings 

Learning how to save money is a process; it is not something that you can do 
overnight, but you can start the process today. Take some time to understand how 
much money it takes for you to live your life. Your business should eventually earn 
enough profit to cover its expenses AND pay you out. Creating and following a 
budget is one of the first steps to managing your business’ finances.

First, add up all of your income that you take home (after income taxes): 

INCOME

Income 1
Income 2 (if applicable)
TOTAL MONTHLY INCOME (A) $

Now think about what you need to keep a roof over your head and the lights on (do 
not include food and transportation):

HOME EXPENSES
Mortgage / Rent  
Insurance
Condo Fees  
Water
Electricity
Natural Gas  
Cell Phone  
Land Phone  
Internet
Property Tax  
Maintenance / Supplies   

TOTAL HOME EXPENSES (B) $
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Now think about what you need to keep yourself functioning and healthy:

LIVING EXPENSES
Groceries
Clothing
Doctors (general, dental, vision etc.)
Medicines 
Health and Life Insurance
Personal Supplies

TOTAL LIVING EXPENSES (C) $

Now think about what you need to get around your primary location:

TRANSPORTATION EXPENSES
Vehicle Payments
Vehicle Insurance
Fuel
Vehicle Maintenance
Bus Pass
Taxi Fare
Parking

TOTAL TRANSPORTATION EXPENSES (D) $

TOTAL MONTHLY INCOME (total from A) $
Minus TOTAL MONTHLY EXPENSES  
(add totals from B, C and D) - $ 
DISCRETIONARY INCOME (E) $$

Your discretionary income should be used to accomplish financial goals, including 
saving for your business and paying down any outstanding debts or loans. Flip to 
the next page to budget for savings and debt payments. 
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After adding your monthly expenses together, subtract the number from your total 
monthly income. If cash left over, can you save this for your business? If you are out 
of cash, can you find expenses that you could cut back on for the benefit of your 
business? 

FINANCING EXPENSES
Credit Card Payments
Debt / Loan Payments
Business Startup Savings
Other Personal Savings 

TOTAL FINANCING EXPENSES (F) $
Minus DISCRETIONARY INCOME (E) - $ 
BALANCE

Do you have a balance of zero? That’s great.
Did you end up with a positive balance? How else could you use this money?  
Did you end up with a negative balance? 
Review your expenses to see where you could cut back.

• Remember your goals. Short term cutbacks can mean long 
term savings. Do you want to invest in this business enough 
that you forgo a few years of store-bought coffees?  

• Keep it simple. Budgeting may feel overwhelming, but getting 
over this feeling is critical to learning how to manage business 
finances. Keep reviewing your spending and savings every two 
to four weeks.  

• Practice balance. While overspending is not productive, neither 
is denying yourself. Sometimes that extra special latte from 
your favourite coffee shop is exactly what you need to stay 
motivated. 16

Tricks of the Trade 
Tips for following a budget



Consistently staying on top of your bills 
reflects strong financial habits to lenders. 
This is why it is important to pay all of your 
bills on time, even the ones that seem small 
and insignificant, and even if it is just the 
minimum payment.

• How long you’ve had credit 
• How much you use monthly
• Missed payment details
• Outstanding debt details
• Any record of bankruptcy

Credit is your ability to get goods before actually paying 
cash, based on the expectation that you will pay in 

the future. The first time you borrowed money 
or received a credit card, a credit report 

was created in your name to keep 
track of your credit score.

Your credit score is a summary of your 
financial history that indicates how well 
you manage money and how risky it 
would be to lend to you. Your score is 
based on a number of factors including: 

Information that appears on your 
credit rating is kept for seven 

years. A higher score means you 
are more likely to qualify for 

loans.

The Inside Track 
Credit Scores
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STOP 3: Ideate
Capitalizing on your passions

Remember 
what you’re 
good at and  
what you like 

doing.

Skip to 
the Activity 

Zone on  
Page 20!

Do you 
have an 

idea?

YES!

Ask yourself:
What problems 

do people 
experience?

Ask yourself:
What trends and 
innovations are 

coming up?

NOT YET!

MAYBE?! Keep 
reading on to 

the next 
page!

Ideation: thinking of new ideas 
and forming new concepts.
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Successful businesses do not just launch products and services at random. 
Sometimes ideas are developed for a few years before being introduced to 
the public. Other times, your idea might be ready to commercialize within 
weeks or months. 

Even if you have an idea in mind, idea generation is an activity that business 
owners do every day. In order to remain competitive, businesses need to be 
creative and original. 

There are a number of  techniques to generate, develop and refine ideas. It is 
a deeply creative process that needs to be led by you as the business owner. 
You can simply go online to search for ideation methods and techniques. 
Most ideation processes have the following phases:

Find a problem: 
The best ideas are those that solve current challenges and provide 
new ways of living.

Decide why the problem should be solved: 
Figure out what impact the problem has on people and their lives. 
How would their lives be better if this problem had a solution?

Learn about underlying factors:
Discover what is causing the problem and preventing previous 
solutions.

Brainstorm solutions: 
Think of ways that the problem could be solved. Do not think about 
how realistic the ideas are at this time.

Choose one idea:
Continue to research, test and improve until the problem is solved 
and the solution is effective and sustainable.

Choose three solutions: 
Determine the feasibility of each possible solution to see what is the 
best fit for your skills and resources.  

19
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STOP 3 Activity Zone 
Pathways quiz part B: Idea considerations

Once you land on a potential idea, evaluate what you already know about the idea. 
After completing the quiz, you should be able to answer the questions: “Do I 
understand how much I know about my idea?” and “Do I understand what I need 
to learn about my idea?” Review these questions keeping in mind that you need to 
cross-reference what you think you know about your business. The more verified 
your answers are now, the easier the business planning process (STOP 5) will be.
Answer the following questions with Yes or No. Be as honest as possible. If you 
can’t answer at this time, that’s okay. 

1. Can you describe your main idea clearly and confidently?  Y   N
2. Can you describe the type of person who you think would benefit most from your  
products or services? Y   N

• If yes, can you explain why this type of person needs a product or service like 
yours? Y   N 

• If no, can you change the idea so they do need your product or service? Y   N
3. Can you explain why someone would choose your products and services over the  
competiton? Y   N
4. Do you have a final list of products and services that you want to sell in the  
next year? Y   N
5. Do you know what resources you need to create your products and services? Y   N
6. Do you have a vision of what you want your products or services to accomplish?  Y   N
7. Does your idea effectively utilize your own skills and abilities? Y   N    
8. Do you know which skills and expertise are critical to the success of your idea? Y   N
9. Have you tested your products and services with real customers? Y  N
10. Have you received feedback from a past or potential customer? Y  N

• Keep a journal on you or record ideas in your phone. Ideas 
come to us all the time but are not always feasible when 
we think of them. Journals keep track of ideas that you can 
revisit at different points in your life.

• Inspiration is an important component of idea generation. Do 
activities, talk to people or go places that inspire you.

20
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STOP 4: Market Survey Says
Research ideas, industries and consumers

• Primary research includes surveys, questionnaires, focus groups, and 
customer data that you conduct and gather yourself. Primary research 
is useful because you can tailor the research to your specific question or 
idea.

• Secondary research includes existing reports and data that others 
collected and analyzed. This type of research is easy and cheap to collect, 
but you may have to study a variety of reports to fully  
research your idea.

Market research 
involves a mix of 
both primary and 

secondary research. Be 
sure to combine both 

categories when finding 
information for your 

business.

Market research is the act of gathering accurate and relevant information 
about your industry, competitors and potential customers in order to develop 
and maintain a solid business model. 

Business owners conduct market research all the time. When you talk to 
customers about your business or check out the prices of your competitors, 
you are conducting market research. Formalizing the process can produce a 
wealth of information about your products and services, your customers and 
the marketplace you operate in.

Market research is divided into two categories: 
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Why take the time to research?

Businesses do not operate in isolation. Politics, economic conditions, social 
trends, and the natural environment influence the way business is carried out. 
Businesses that respond to these changes are the ones that will most likely 
succeed. 

Even though conducting research is 
time consuming, it is one of the ways 
we can calculate risk.

Market research involves scanning the current operating environment for 
potential opportunities and threats. The operating environment impacts the 
company’s activities. The response of the owners may lead to the success 
or failure of the business. Below are the objectives of conducting market 
research.

Risk: The possibility of financial 
loss.

Learn about your customer. 
Understand the factors and traits of 
your potential customers including 
their needs, desires, expectations 

and opinions. 

By focusing on the needs of your 
customers you can develop and 

deliver products and services that 
truly benefit them.

Understand the industryUnderstand the market

Learn about the indirect factors 
that influence the progress or 

suppression of your industry. This 
could include political happenings, 

economic trends, public opinion 
and natural environmental changes.  

Also, think about how well your 
suppliers’ industries are doing. If the 

industries that you need supplies 
from are doing poorly or well, find 

insights and reasons as to why. 



Make the Connection 
with Square One

Understand the competition

Understand your market position

The rest of this STOP (page 25-30) will require you to actively Þnd data 
about your business idea. Research helps you Þnd opportunities and 
challenges and helps others understand why your business is in fact, a 
good idea. As you will learn in the next few pages, there are many areas of 
research. Start with Square One to access free research reports customized 
to your business idea and region. 

Square One provides reports on competitors, industries and market 
segments.

Call Square One at 1-888-576-4444  or email info@squareonesask.ca.  

Gain an understanding about 
your direct competition. 

Remember that competition is a 
key factor in the development of 

new ideas. 

Your competitors have traits, 
strengths and weaknesses just 

like you. Find out what they are. 

You can not stop a customer 
from buying your competitorÕs 
product, but you can convince 
them to choose your product 

based on its beneÞts and 
features. 

Understanding your market 
position in the minds of your 

consumers will help you 
communicate with them. 

Market Position: the perception 
of your products and services in 
the customerÕs mind, relative to 
competitors.
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First, do a broad scan of the large-scale factors that are currently affecting 
your industry. To begin, choose a geographic scope such as your local region, 
your province or Canada. 

There are many ways to gather and analyze indirect factors that are 
influencing business. A simple tool called PESTLE will help us get started. 

PESTLE is an acronym for a tool used by many small and big businesses to 
conduct a scan of the external operating environment.  PESTLE represents 
categories of factors that should be studied. PESTLE stands for: 

Political Economic Social Technological Legal Environmental (Factors).

PESTLE Factors can be positive, negative or neutral, relative to you. Use the 
activity zone to start working on your PESTLE analysis.

Political: 
Who are the local, 

provincial and federal 
parties in power? Who 

else has influence? 
What are their promises 
and priorities? Are they 

for or against your 
industry?

Economic: 
Are there a lot of 
jobs? What is the 

unemployment rate? 
What is the minimum 

wage? Do people have 
disposable income or 
are they earning just 

enough to live?  

Social: 
What is popular and 
trendy? What public 
issues does society 

currently face? What 
kind of culture  exists in 
the local community? 

PESTLE questions to ask...

Outside in: conduct an analysis on your industry

P E S
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Technological:
How has technology 
changed business? 
What role does the 
Internet play in your 
business? What new 

technologies are 
people using? What 

technologies are dying 
out?   

Legal: 
Are you legally allowed 
to do what you want to 
do, how you want to do 
it? Are there licenses, 
permits and standards 
that you need to meet 

to be competitive? 

P: Some cities prohibit residents from keeping chickens in their back yard. This is 
positive for grocery stores and negative for urban farming. 

E: Saskatoon’s unemployment rate rose from 6.1% (Jan 2016) to 7.5% in twelve 
months. This may mean there were fewer jobs, and lower levels of disposable 
income. 

S: The obesity rate reached a new high in 2015. Factors such as the price and easy 
access of unhealthy food contribute to childhood obesity. This is positive for fast 
food chains and negative for public health agencies.

T: Small businesses pay high credit card processing fees, sometimes as high as
20%. Square Inc. created an app that connects to a bank account and a mobile 
device for a service fee of less than 5%. This is positive for small business and 
negative for credit card companies.
L: Many industries, including health and food services, are regulated. 

E: Plastic, oil, solar and wind energy, nuclear energy and many other natural 
resources have significant environmental and 
commercial impacts. 

Environmental:
How does climate 

change affect general 
business? Are there  
any environmental  
movements in your 
community? Is your 

industry working 
on ways to reduce 

environmental impact?

Tricks of the Trade 
General PESTLE example

ELT
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STOP 4 Activity Zone 
PESTLE template

Find indirect external factors that will impact your business’ profitability and the 
industries you operate in and do business with.

FACTORS  
Find indirect factors in the 
news, research reports and 

other publications

IMPACT  
How does each factor affect 

your business? Is it positive or 
negative?

Political

Economic

Social

Technological

Legal

Environmental



Competition refers to companies that offer a similar product or service. 
For example, fruit juice companies must be aware of not only other juice 
companies, but substitutes such as milk and soft drinks. Surveying the traits 
of your competitors can help you to find a unique market position and 
capitalize on your strengths and minimize your weaknesses. In order to stand 
out from your competitors, you should identify areas of differentiation and 
how you can develop a competitive advantage.

There are many ways to gather and analyze your competition’s strengths 
and weaknesses. A simple way is to choose four to six traits to compare 
such as price, product lines, advertising or number of locations. Organize 
your findings in a table where you can compare and contrast the current 
competition’s similarities and differences. 

Outside in: conduct an analysis on your competitors

Pop Brand Pop Brand B 2% Milk Smoothie

Price $ $$ $ $$$

Primary 
Location

Grocery stores, 
restaurants

Grocery stores, 
restaurants

Grocery stores, 
convenience 

stores

Store fronts, major 
neighbourhoods

Sugar Levels !!! !!! ! !!

Product 
Bottle 

Plastic,  
aluminum All Plastic,

Cardboard Styrofoam

C
om

pa
ra

bl
e 

Tr
ai

ts

Competitors 

If Pop Brand A and milk use plastic bottles (possibly associated with cheapness), 
Pop Brand B might use glass to give the appearance of higher quality.  

If the two pop companies have high sugar content, maybe the  
smoothie company decides to offer sugar-free beverages. 29

Tricks of the Trade 
General comeptitor Analysis



STOP 4 Activity Zone 
Competitor comparison template

 1. 2. 3 4. 5.

1. 

2. 

3.

4.

5.

6.

C
om

pa
ra

bl
e 

Tr
ai

ts

Competitors 

30



Determining who your competitors are is not always easy. There are many 
different products and services that compete for a customer’s attention. 
Remember that there are different degrees to which other products and 
services can be substituted, or are substituted, 
for yours. 

For example, soft drink companies may be in 
direct competition with each other, but juicing 
companies provide a similar solution to the 
problem the customer is trying to solve: thirst. 

Another example is home renovations. A customer 
has a number of general contracting companies to 
get quotes from, as well as the option of  “Do-It-Yourself” 
or hiring skilled friends.

The Inside Track 
Finding competitors
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Choose and research a target market. Consumers are flooded with 
advertising and new products every day. Businesses need to create and 
promote products and services with the buyer in mind. The needs and wants 
of a 36 year old professional woman differ from those of a 10 year old boy. 
Both consumers will only tune into the messages and use products that are 
of direct relevance to their lives. 

Choosing a group of customers to sell to allows you to focus on, and create 
messaging for, one type of buyer, and therefore a relationship with that 
group. Who you choose to sell to is ultimately up to you, but make sure the 
chosen group is a profitable option that is interested and able to purchase 
your product.

We can determine the profitability of 
our chosen target market by starting 
with researching the group based on 
three areas:

Age, gender, income 
level, education level 

Explains who your 
customers are 

and if they could 
potentially use 

your products and 
services.

Personality, goals, 
values, opinions, 

attitudes, interests, 
lifestyle

Explains why your 
customers buy your 

products and services 
and how your business 
makes their life better. 

Physical boundaries, 
transportation access,

climate, population 
density 

Explains where your 
customers are and how 

they can access your 
products and services.   

Outside in: conduct an analysis on your customers

Target Market: a defined 
group of customers at which a 
product or service is aimed.

Psychographic
Demographic

Geographic
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Describe the overall size of the market (population of people who could potentially 
buy your products and services) and the physical boundaries of your potential cus-
tomers. 

Describe your ideal customer in terms of age, gender, income, education, attitude, 
beliefs, and values.

Describe what influences someone’s decision to buy your type of products and   
services. Describe who is involved in the decision to purchase and who the end user 
is.

Describe the current ways in which customers access your products and services 
now and how often they purchase.

Describe how loyal customers are to brands in this industry and how many current 
choices they have.

STOP 4 Activity Zone 
Target market template
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STOP 1 Activity Zone 
Pathways quiz part C: Market considerations

Contact Square One at 1-888-576-4444 to start gathering market research and 
put the information about your industry, competitors and market together. After 
completing the quiz, you should be able to answer the questions: “Do I understand 
how much I know about my industry, competition and market?” and “Can I use 
my skills and resources to make a competitive product or service?” Review these 
questions, keeping in mind that you need to cross-reference what you know about 
your business. The more verified your answers are now, the easier the business 
planning process (STOP 5) will be. 

Answer the following questions. Use the Notes area on the next page to record 
your answers.

34

1. Does your idea fill a presently unmet need?  
2. Is your idea in an industry that is growing?
3. Are you legally allowed to operate your business venture? 
4. How does your industry respond to natural environment concerns like climate change 
or increasing natural disasters? 
5. What technological advances will benefit your business? 
6. Are there any public and mass social trends or opinions that affect your industry?
7. What is the minimum wage in the region?
8. How much are people spending on basic living expenses like food, housing and 
transportation? 
9. Are there any political forces that are supporting or depressing the growth of this 
sector?
10. Are your competitors busy to the point where they are turning customers away? 
11. Who are your major competitors? What are their strengths and weaknesses (i.e. quality, 
price, service, payment terms, location, reputation, finances)? 
12. How do you compare to your competitors?
13. What factors could increase or reduce your competition? 
14. What is the current perception of your type of product or service? 
15. Is it easy to sell in your industry? 
16. Do competitors need to educate customers about how to use the various products and 
services offered?
17. How far away are your customers from your business? Can your customers access your 
products and services? How? 
18. What methods of distribution are best suited for your product or service? 
19.Can you sell your product or service at different prices into different markets?
20. How important is low price? How important is service? 
21. What type of advertising and sales do your competitors use? 
22. What type of advertising is best suited to reach your customer?
23. What major questions remain about your proposed venture?
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STOP 5: Make your own Map
Gathering information for a business plan

• Define vision, objectives and activities for the business. Assist with 
strategic planning and goal setting;

• Prove the idea’s potential for success by using market research;
• Determine financial projections for the purpose of receiving financing and 

profit.

Business plans 
are just that - plans. 

Plans change depending 
on a variety of 

circumstances. At a 
minimum, business plans 

can reduce risk and 
anticipate change. 

36

Business planning is the process that owners and managers go through 
periodically to develop strategies and objectives. The business plan is the 
document that outlines these strategies and objectives, so that potential 
lenders or partners can understand the idea and how profitable it is. A 
business plan is most needed during the startup phase. 

Both the act of business planning and the actual document serve a variety of 
purposes:
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What sections are in a business plan?

All business plans are unique. Business plans vary in length, content and 
format. However, all business plans should contain these basic elements:

Company Overview

• Brief description of owners 
• Reason for plan
• Structure 
• Contact information

• Last section written 
• Placed at the front of the 

final document
• Explains contents of 

document in two to three 
pages

Business Strategy Market Analysis

Executive Summary

Marketing

• Pricing strategy
• Product details  
• Distribution channels 
• Advertising efforts

Operations

• Daily schedule 
• Hours of operation
• Supplier information
• Equipment requirements

Financial Statements
• Startup costs
• Projected income
• Projected cash flow
• Projected assets and debts

• Basic strategy and reason 
for existing

• Brief description of 
products and services

• Competitor analysis
• Market analysis
• Industry analysis

• Team description
• Required labour
• Compensation details

Human Resources
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STOP 5 Activity Zone 
Business plan preparation

Company Overview
Describe why you are starting 
this business, what skills and 
resources you are bringing 

to the business, contact 
information and other legal 

information. 

Business Strategy

Market Analysis

Marketing

Describe your product and 
service scope and the basic 

reasons why the business will  
be profitable.

Describe your research findings 
that back your reasons for 

starting this business. Include 
data about your competitors, 

industry and customers.

Describe your pricing strategy, 
product and service details, 
distribution channels, and 

advertising efforts.
38



Executive Summary

Operations Plan

Financial Statements

Human Resources

Describe your supply chain, 
daily tasks, hours of operation, 
and equipment requirements.

List your startup costs as well 
as projected expenses, income, 

cash flow, and debt for a 
minimum of three years.

List your current and future 
team. Explain your labour 

requirements. Include wages 
and any benefits you may pay 

out. 

Include the most important 
information in the plan: 

research, financial projections 
and business strategy.

Before starting a new document, use the table to write down details for your 
business plan. Once completed, access business planning support, templates and 
guides from the organizations listed on page 54.
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These four items are 
best followed in the 

order listed, although 
sometimes you 

might find you have 
completed one area 

and need to catch up 
on another, and that’s 

okay.

STOP 6: Make it Real 
Forming a legitimate business in Saskatchewan

Businesses need to complete tasks with various levels of government and 
industry associations in order to become a legitimate entity. The tasks can be 
broken down into four steps:

• Choose a business name and business structure. Register this information 
on a provincial and/or a federal level to ensure your business name will not 
be used by others.

• Find and apply for licenses and permits. Regions and industries often have 
their own set of standards that a legitimate business has to follow. 

• Understand how sales tax is applied to your products or services. Most 
products and services are taxable.

• If applicable, understand your obligations to sub-contractors and your 
employees.
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Forming a business in Saskatchewan is a formal process. Entrepreneurs may 
find themselves selling products and services before completing the steps 
below. Even though this is a normal way to test the profitability of your 
idea, at some point you will need to go through certain formalities to be 
recognized as a legitimate business. 
 
Registration and proper licensing is important to ensure that your business 
is legitimate and to gain trust from various stakeholders. At any point, a 
customer or competitor can find out if you are registered and licensed, and 
how credible your business is. 

When you decide to start your own 
business, the first decision you need 

to make is what type of structure 
best suits your needs and objectives. 

Registering a business or corporation 
in Saskatchewan is a two-step 
process that requires you to 

submit a business name, structure, 
location and other information to 

Saskatchewan’s corporate registry.

For information on choosing a 
structure, flip to Make the Connection 

on Page 45. For information on 
choosing a name, flip to the Activity 

Zone on Page 46.

In order to comply with regional and 
industry regulations, you may need to 
acquire various licenses and permits 
from different levels of government.  

Before applying for licenses, you 
typically need to determine your 
business address before being 

approved.

For information on how to find 
various licenses and permits, flip to 

Tricks of the Trade on Page 44. 

Register your business name 
and structure Apply for licenses  

and permits

What makes a business legitimate?



Make the Connection 
with Square One: SaskatchewanÕs Business Resource Centre

Square One can help you work through the four steps below. Book an 
appointment to learn more about each of the steps and how Square One can 
support you. Remember, before starting these four tasks you need to know 
your business name, business address and business structure. If multiple 
people are involved in the business, determine who is legally responsible for 
the businessÕ activities before registering. 

Call Square One at 1-888-576-4444  or email info@squareonesask.ca to get 
started.

 

If you sell to people who live in 
Canada, you need to understand how 

and when to charge sales taxes for 
the goods and services you supply. 

There are about 15 taxes in Canada. 
The two main sales tax authorities in 

Saskatchewan are:

Provincial Sales Tax - PST 
Ministry of Finance

Goods and Services Tax - GST 
Canada Revenue Agency (CRA)

Talk to an accountant before making 
any business decisions on taxation. 

At some point in time, you may need 
employees or sub-contractors.  If you 
decide to engage in paying someone 

for work, there are regulations and 
expectations that you will have 
to meet, such as opening up a 

Payroll Program Account with CRA, 
paying for Workers Compensation 
Insurance (WCB) and complying 
with Saskatchewan Employment 

Standards.

Talk to a Human Resources 
Professional before making any 

major labour changes.

Understand how sales  
tax is applied Protect employees and sub-

contractors
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Most businesses should 
purchase liability 

insurance. Insurance 
helps protect you 
in case you, your 

employees, or your 
customers make a 

mistake. 

Talk to a lawyer about 
the potential risks in 

your business and how 
to protect yourself. 

Your bookkeeping 
system will provide 

valuable information for 
projecting the financial 
health of your company. 

Bookkeeping systems 
do not need to be 

complicated, as long 
as all the relevant 

information is collected 
and recorded. 

Talk to an accountant 
to learn how to set up a 

bookkeeping system. 

Talk to any financial 
institution about the 

benefits and costs of a 
business bank account. 

You need a business 
bank account if you 
are a corporation, or 
if you do not want 

your personal name on 
cheques or receipts. 

20

• Visit www.bizpal.ca to start searching for various licenses 
and permits across Canada.

• Find and talk to an industry association to learn about 
standards set by your industry.

• Always talk to your regional authority (city hall, 
municipal office) to make sure you are properly licensed. 

What other tasks do businesses consider during set up?

Set up a  
bookkeeping systemPurchase insurance  

and reduce risk

Open a business  
bank account

44

Tricks of the Trade 
Finding licenses and permits



Saskatchewan businesses must register with ISC’s Corporate Registry. This 
is a basic formality that ensures you can legitimately use your preferred 
business name. In order to register, you need to decide on not only your 
name, but also your structure. Your structure determines a variety of 
subsequent decisions, such as bank account requirements, income tax or 
insurance needs.  There are fees associated with registering your name and 
structure. 
 
Visit www.isc.ca/corporateregistry to learn more. 

Co-operatives

One owner. No legal 
separation between the owner 

and the business. 

Profit is taxed at the individual 
tax rate. 

Registration is simple and 
maintenance is relatively 

inexpensive with a renewal fee 
every three years.

Partnerships
Similar to sole proprietors but 

with two or more people. 

Profit is divided between 
owners and is then taxed at 

the individual tax rate. 

Registration is simple and 
maintenance is relatively 

inexpensive with a renewal fee 
every three years.

Corporations
Distinct legal separation 
between owners and the 
business. Provides basic 

liability protection.

Profit is divided between 
owners and is then taxed at 

the individual tax rate 

Registration is complex 
and maintenance is more 
expensive with an annual 

renewal fee.

Sole Proprietors

Made up of six or more 
individuals who pool resources 

and for a common project. 
Every member has an equal 

vote. Profit is divided between 
owners and is then taxed at 

the individual tax rate. 

Registration is complex 
and maintenance is more 
expensive with an annual 

renewal fee.

Used for businesses that exist 
for social causes. Profit is not 

an objective. 

Registration is complex 
and maintenance is more 
expensive with an annual 

renewal fee.

Non-profit 
Corporations

Still unsure? 
Speak to a lawyer or a 
trusted advisor about 

the best choice for you 
and your business.

There are five main structures to choose from:

Make the Connection 
with Information Services Corporation (ISC)
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Choosing a name is a defining moment for a startup, so be sure to choose wisely. 
Your name is an advertising tool that you will build your brand from. If you have a 
name, or need to develop one, make sure it follows the requirements below.

The business name must contain a distinctive term or phase, which must be 
different from competitors. The name must also contain a descriptive term or 
phrase, that eludes to the industry and or the product or service scope.   

If the name you choose uses the same distinctive term and does the same type of 
business as another business, you may not be able to register that name even if the 
descriptive terms are different. For example, if “Bob’s Delivery Service” is already 
registered you would not be allowed you to register “Bob’s Courier Service”.

What is your business name? 

You may not be able to use the following phrases in your name:
• Saskatchewan; Sask Operated By or o/b
• A division of
• Operating As or o/a; Doing Business As or d/b/a; Trading As or t/a;
 
Do not use:
• Brackets
• Year-marks 
• Profanity or obscene terms
• Acronyms

There are also several terms that require special consents to use. 

The first step is applying to reserve the chosen name under the chosen structure. 
The name submission is approved by the corporate registry. This is not an official 
registration. This is only a name search to ensure other businesses in Saskatchewan 
are not using a similar name. 

The second step is to formally register the name with the corporate registry.
Flip back to Make the Connection on page 45 for information on the corporate 
registry. 

STOP 6 Activity Zone 
Developing a business name
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Call Square One at 1-888-576-4444 to learn about your 
provincial and federal tax requirements, as well as how to 
apply for Worker’s Compensation Insurance.

Once you complete your business registration or incorporation, 
up to three agencies will contact you for follow up information 
based on the nature of your business: 
• Canada Revenue Agency (CRA) 
• Ministry of Finance (PST)
• Worker’s Compensation Board (WCB)
Every business that registers through the corporate registry is 
automatically enrolled with CRA. However, you have to opt-in 
to register with WCB and the Ministry of Finance. 

Saskatchewan Ministry of Finance  
Provincial Sales Tax Program

All Saskatchewan businesses are 
required to register with the Ministry of 
Finance. Call the Ministry of Finance at 
1-888-777-7777 to learn about PST.

Canada Revenue Agency  
Business Number (BN) Program

If you register your business with the 
corporate registry, you will automatically 
receive a BN as a part of the registration 
process. You need a BN to open federal 
tax program accounts, if applicable. Visit 
canada.ca/en/revenue-agency.html to learn 
more about Canada’s federal tax system.

47

The Inside Track 
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STOP 7: Go to Market 
Marketing and communicating your offerings

Selling is a constant part of owning a business. There are many tactics and 
methods you can use to solidify and focus your marketing efforts. Some of 
your marketing strategy should already be determined in your business plan 
and market research, such as your target market and competitive advantage. 

Who you are selling to is equally as important as what you are selling. Refer 
back to your business plan and remember who your ideal customer is. Decide 
if you want to have a secondary or tertiary market. Develop your marketing 
strategy around each segment. 

One basic starting point is to determine if you are selling to other businesses 
or individual consumers. From there you can consider other factors such 
as disposable income and other market conditions, lifestyle or culture, 
geographic region, media and news preferences and daily challenges. Once 
you know your target markets and your competitive advantage for those 
markets, you can develop your marketing strategy based on:  

• Pitching your business 
• Pricing strategy
• Product benefits and features
• Promotional efforts
• Placement and distribution 

Knowing your competitive 
advantage is half the 

battle. Can you answer the 
question:

 
 “Why should someone 
buy my product over a 

competitor?” 
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A pitch is a short, verbal explanation of your o!ering. Your pitch should 
highlight the beneÞts of your product or service, the market served, and 
contact information or an invitation to learn more. 

Instead of simply saying, ÒI own a bakeryÓ say, ÒI can make custom cupcakes 
for your next party that your guests will never forget.Ó Follow it up with 
proposed next steps and contact information such as, ÒDrop by next week for 
a free sample at our store at the corner of Main and George.Ó

Practice your pitch as many times as you can. Practice in front of your friends 
and family, or video record yourself. You never know when you will have an 
opportunity to pitch to your target audience. Be ready to capitalize on the 
time you have, even if itÕs only one minute.  

Price your products 
based on a reason. 

There are numerous 
pricing strategies such 
as value, competitor, 
Freemium, cost-plus 

and skimming. 

Focus on the beneÞts, 
not the features, 
of your products 

and services when 
advertising. Features 
refer to the look or 

function of the product 
or service. BeneÞts 

are what the customer 
receives as a result of 

using the features. 

Basic marketing tips...

What does it mean to pitch a business?
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Marketing, communications and advertising are crucial parts of generating 
enough customers to sustain your business. Customers see hundreds of 
advertising messages a day both in-person and online, so it is important to 
be thoughtful about your marketing decisions.

Marketing can be expensive, but it has a return on investment when 
strategically implemented. Work with a marketing agency to develop 
strategy and to ensure your brand and messages are consistent, concise, 
accurate and appealing. 

Ask your GDI Counselor for a list of marketing service providers  
who can help you with the advertising and communications for  
your business.

 

Find other businesses 
that complement 

your offering. Cross-
promoting could be 

as simple as a referral 
system or exclusive 

discounts. 

Reaching out to 
companies that serve 
the same market as 
yours is an easy way 
to meet your target 

audience.

Use words and imagery 
that your market will 

understand and identify 
with. Your advertising 

message needs to 
be clear, concise and 
quickly understood. 

Know where your 
customers look for 
information. Figure 

out where they spend 
their time and how they 
shop for new products 

and services.  

Make the Connection 
with a marketing agency
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The public will create a perception of your brand based on your actions 
and choices. Work on having a positive image to make your business more 
appealing to customers. Consider these tips to boost your positive image:  

The Inside Track 
Creating a positive image

Invest in marketing 
materials and tools such 

as your website and 
business cards. Ensure your 

business name and logo 
are meaningful, easy to 

remember and unique to 
your business. 

Not everyone you speak to will 
want to do business with you. 

Be able to handle rejection 
and respect those who do not 
show interest in your offering 

and learn from those who 
complain. 
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Speak to customers directly, 
and in person if possible. 

Listen to and acknowledge 
their thoughts, comments 

and suggestions. Be friendly, 
positive and helpful.



Starting a business is a lot of work, and if you have completed the tasks in 
this workbook, you should be off to a good start. However, after your startup 
phase is over, business planning, strategizing and selling still continue. You 
will need to do certain daily activities to remain competitive and grow your 
business. Take time to continue to understand your customers and what 
their desires, needs and expectations are. Be strategic about your business 
decisions and be able to explain why you are making those particular 
decisions. 

Continue:

• Finding sources of financing  
• Conducting market research
• Looking for new talent 
• Managing rising costs of supplies, equipment and raw materials
• Networking to maintain partnerships and sales 
• Learning about best business practices, new technologies and 

sustaining your business.

STOP 8: Now What?
Maintaining and growing your business

Remember to maintain 
your relationship with 
GDI, CCDF, SMEDCO, 
Square One, and any 

other business support 
organization or mentor 
you’ve connected with.
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Support Organizations
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Square One  
Saskatchewan’s Business  

Resource Centre

Square One serves all of Saskatchewan’s 
entrepreneurs. Contact Square One for:

Business plan samples 
Document templates  

Startup guides and self-help resources 
Sources of small business financing 

CONTACT
1-888-576-4444 

info@squareonesask.ca
www.squareonesask.ca 

SMEDCO 
Saskatchewan Metis  

Economic Development 
Corporation

SMEDCO is dedicated to Metis business 
development by providing:

Financing (Metis businesses only) 
Business planning support and advising 

CONTACT
306-477-4350

smedco@smedco.ca
www.smedco.ca

CCDF 
Clarence Campeau 
 Development Fund

Clarence Campeau is dedicated to Metis 
business development. CCDF provides:

Financing (Metis businesses only) 
Business planning support and advising  

Educational opportunities

CONTACT
1-888-657-4870 

info@clarencecampeau.com
www.clarencecampeau.com

This is not a full list. There 
are a variety of business 

development programs that 
you may be eligible for! 

Ask any one of these three 
organizations or check in 
with your GDI Counselor.
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OFFICE LOCATIONS

www.gdins.org
1-877-488-6888

BEAUVAL
Village Office

Box 158
Beauval, SK  S0M 0G0

Phone: (306) 288-2304
Fax: (306) 288-2309

LA LOCHE
D-5 La Loche Avenue

Box 910
La Loche, SK  S0M 1G0
Phone: (306) 822-2812

Fax: (306) 822-2815

NIPAWIN
210-1st Street W.

Box 2513
Nipawin, SK  S0E 1E0

Phone: (306) 862-5045
Fax: (306) 862-5048

PRINCE ALBERT
48-12th Street E.

Prince Albert, SK  S6V 1B2
Phone: (306) 763-8013

Fax: (306) 763-8016
SASKATOON

1003-22nd Street W.
Saskatoon, SK  S7M 0S2
Phone: (306) 683-3634

Fax: (306) 683-5208

ÎLE-À-LA-CROSSE
Integrated Services Centre

Box 510
Île-à-la-Crosse, SK  S0M 1C0

Phone: (306) 833-2760
Fax: (306) 833-2763

MEADOW LAKE
204-1st Street E.

Box 656
Meadow Lake, SK  S9X 1Y5

Phone: (306) 234-2370
Fax: (306) 234-2373

NORTH BATTLEFORD
North West Regional College

10702 Diefenbaker Drive
North Battleford, SK  S9A 4A8

Phone: (306) 445-5081
Fax: (306) 445-5084

REGINA
1235-2nd Avenue N.
Regina, SK  S4R 0X5

Phone: (306) 352-5620
Fax: (306) 352-5623

YORKTON
#308-120 Smith Street E.

Yorkton, SK  S3N 3V3
Phone: (306) 782-5266

Fax: (306) 782-5269

SASKATOON HEAD OFFICE
917-22nd Street W.

Saskatoon, SK  S7M 0R9
Phone: (306) 242-6070

Fax: (306) 683-3508




