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When Maria Onesw _ loran, owner of Green 

Home Experts in Oak Park, started planning her 

business, the biggest hallenge she faced was the 

lack of a business model. 

Her idea - 0 establish a specialty re­

tailer offering en\-ironmenrally-friendly building 

and home supplies - was so innovative there were 

no "Best Practices" to serve as a guidepost. 

Josephine Njoku Sanders faced a differ­

ent situation. When she and Sherri Murphy de­

cided to launch Room 2 Play Chicago, an indoor 

children's play space, there were similar business­

es around, just not in the geographic area that was 

convenienr for moms and child care providers. 

What unites the two women is the age­

old issue of business survival. Taking the leap inro 

business ownership requires a great deal of plan­

ning as well as faith: faith in your business idea. 

But before you hang out that shingle, stop and 

take a good, solid personal assessment of your 

strengths and willingness to take risks to deter­

mine if business ownership is right for you. 

Conduct a personal and business as­

sessment. Your search for the right business idea 

will be aided by taking a personal assessment of 

your interests, skills, knowledge and financial 

situation. Consider your strengths and what you 

most enjoy doing. Determine your priorities to 

get a better sense of how you can coordinate your 

work and family schedules. Assess your willing­

ness to take risks and your current financial situ­

ation to determine how much the business will 

need to pay you during its first year. 

Remember that as a business owner, 

you'll need to wear many hats. All the planning, 

decision-making, producing, sales and account­

ing will come from your own efforts. 

Maria's background was in fund raising, 

and she had no business background. But she had 

done freelance work and knew through the expe­

rience that she had the motivation, discipline and 

skill set to be successfully self-employed. 

Prepare a market research study to 

determine if there are buyers for your product or 

service. Learn more about your industry to bet­

ter understand how it works, the cost of doing 

business, whether Licenses or permits, et cetera. 

What you learn in this stage becomes the mar­

keting segment of the business plan. Josephine 

and Shern-'s research told them there was a ma~­

ket for a children's play space on Chicago'S near 

South Side. Maria knew there was no company in 

Chicago offering environmenrally friendly prod­

ucts for home remodeling. 

Prepare financial projections. With 

the right amount of market research, you will be 

able to make sales projections for the business. 

Build these projections into a monthly estimate 

of "cash flow" and "profit and loss" projections, 

which must include start-up costs. If your finan­

cial projections show you can make the business 

work, you're ready to prepare the business plan. 

Complete and use a written business 
plan. Your business plan, which includes the 

market research and financial projections, will 

become a critical tool for implementation of the 

business and a guide on getting help from experts. 

Most professionals offer a complementary initial 

consultation, enabling you to determine if they're 

a good fit to help you starr your business. It took 

Josephine and Sherri two years of planning before 

they opened the door to Room 2 Play Chicago. 

Maria took one year from concept to reality. 

Find the best help and utilize the best 

resources you can to insure you're making the 

right decisions about your business. Enroll in 

business development classes. Even if you don't 

need financing, developing a business plan can 

help you get organized to reach your goals. Also, 

tap into various business networking groups like 

the National Association of Women Business 

Owners. Be courageous and move forward with 

your business plan, even with your self-doubts. 

Maria encourages women w be proud of their 

business concept and share it with others. "My 

family was the main reason I moved forward," 

she says. "They told me 'you only live once,' and 

that I was too young to have regrets." • 
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