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Three areas of business
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Business Failure Points

Businesses fail for a variety of reasons such as
economic factors, competitive behavior, etc.

However the key cause of business failure is due to
management action (or inaction).

There are three key points in the business cycle
where this could happen:

1. Start up Phase
2. Fast Growth Phase
3. 2" Brick Wall phase
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Start Up Phase

Obviously this is when a business is weakest both
from a financial and an experience point of view.

The main pressures on the business owner are:
1. Getting enough revenue
2. Establishing distribution channels

3. Having the confidence to make the required
Investment for growth

4. Accessing the required seed capital

During this phase we emphasise the revenue area of
the business .
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Growth Phase

Whilst this is a positive period for the business from a
revenue perspective, it's very easy for a business
to lose control and fail unexpectedly.

The main pressures on the business owner are:
1. Handling the demand for services
2. Staffing and resourcing the growing business

3. Understanding the balance between capacity
growth and revenue growth

4. Accessing adequate working capital

During this phase we emphasise the infrastructure
area of business Shirlaws

Love business.



2"d Brick Wall Phase

The business is at a mature stage however if the necessary
platforms have not been put in place, the stress and
demands on the owner and key personnel can be
overwhelming.

The main pressures on the business owner are:
1. Lack of effective delegation and succession
2. Overreliance on key individuals
3. Falling levels of profitability (uncontrolled expense)
4. A general sense of disillusionment

During this phase we emphasis strategic areas to change to
an advanced growth business Shirlaws

Love business.



Exit and Value
Creation
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Calculating Business Value

There are many different ways to asses the value of a
business but the most common way is the
earnings multiple model
Value = Earnings x Multiple

Where Earnings is usually a revenue or profit based figure and
the Multiple is an assumed industry benchmark

But is the multiple a standard figure, or can it be
increased?

How do you increase it?
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Valuation Framework

. Client Pase l
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3. x 9(@»5%% X3
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Setting a Vision for increasing value

. Cliend Pase
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Creating Business Value

It is easier to create business value through working
on improving the multiplier than by concentrating
on earnings

Improving the Multiplier from 2x to 3x will give
a 50% uplift in valuation.

How much harder is it to achieve an uplift in earnings
of 50%7?

How difficult would it be to maintain this over
successive years?
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End of Presentation
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Managing Staff Effectively
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Do yourself Direct staff Train staff Coach staff Mentor staff
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Working in Context
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CONTEXT adds meaning to CONTENT

e |ssues are best resolved at a contextual level
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Layers of Coaching

| Concept

Hear the idea

A %&%W

Education & plan

3 Tmplementation

Embedding change

Next Prose

Planning ahead

Leveragye

Fully integrating
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Our process
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Management Capabillity
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Summary

It is more effective to coach
and mentor staff

Work in context rather than
content when resolving
Issues

Don’t go straight from
concept to implementation

SME owners need to build
up management capabilities
as well as technical skills
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»Ratent and Trademark Office -
Agency of the U.S. Department of Commerce)

office employs over 7,000 full time staff to
Jport its major functions

mlnatlon and issuance of patents and the
Xamination and registration of trademarks.

ucatlon through public seminars
6n|me filing of trademarks

* Electronic filing of patent applications
~® Online database

e USPTO.GOV
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P
of Intellectual Property..~

| g lHity, besign, Plan
unauthorized use of the invention of another

'_'_e'marks — McDonalds
gde Dress — Mickey Mouse Ears, Coca Cola Bottle
De |berate copying of a mark or use of something confusingly similar
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H!*f'l“rade Secrets
- Formula for Coca Cola
e Pattern, technique, program
¢ Violation not in the use, but in the way info is obtained

® Copyrights — Music and Pictorials
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0 Started

there a need or market for your
vention?

Sind the best lawyer you can afford

—

--;, the invention patentable? Is it unique?
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= o Infrmgement and patentabllity search
® How do you finance your invention?
® How do you finance your marketing?




DIC ctTﬁﬁ‘The Inventlon

mnon Sense Approach

e all employees sign confidentiality and secrecy
ements

t0 a patent attorney

\ :htor should keep a log of when he thought of
ifferent things and when he tried them, good to have

= Witness.
—ﬁ'-fsmre Trade Secrets In a safe area

—— Al_vvays require confidentiality and secrecy agreements
with vendors

® Inthe U.S. - Government only gives creator of
Intellectual Property right to enforce their invention, but
not participate in infringement action (civil not criminal)
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ierage of 149,000 Utility Patents issued per
rover |e J Years JI99- 005)

sign Patents issued per year — averaged over
/00 every year over last 10 years (1995-

005)

_ O 000 utility patent application received each
_--E._Jmséear
— & 30% filed by small inventors
- ® 2001 there were 8314 patent suits

® 2005 there were 12184 patent suits
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Of Lawsuits

gal services, court fees, travel expenses,
ting, expert witnesses, translators, surveys,
[y advisors, similar expenses for either party:

| ,;";' ént Infringement Suit
== ) 05 $2,000,000
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== Trademark Infringement Suit
~* 2005 - $700,000

® Copyright Infringement Suit
e 2005 - $440,000




.E‘A
on Problems Faced by SMES™

Hitigation Is very expensive because
IS complicated

Jst because a patent Is issued does
t mean that you do not infringe on

= another patent
e Why sue? Publicity, to protect right
* Why give up? Costs more to enforce
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sommendations

j'_:-.;?- IP Into or Out of USAj

2 diligence of business partners

ke step by step approach — feasible to
t art with dated technology?

=Defense policy responds to defending
= __#m-émfrlngement suits

~ & Abatement policy responds to stop
production and invalidate infringing
patents

® Never put all your eggs in one basket
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Contact Info:

Candace Chen

Whole Earth Essentials, LLC

3704 Avalon Blvd, Los Angeles, CA 90011-5660 USA

Tel. 323.235.3367 Fax. 323.235.6259 Email. candacechen@cox.net
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California Advantage

6th largest economy in the world
Largest in US

Second largest is New York’s economy at only
60% the size of California's $1.5 trillion

50%0 of trade related jobs are in California

#1 In export related jobs (1 out of 12 jobs)
#1 In agricultural exports (15% total value)
#1 In computers and electronics (42%)

#2 overall, behind Texas




Structure

Governor

Business
Transportation
Housing Authority

Office of International Trade
www.bth.ca.gov




Examples of California’s Trade Partners

World Trade Centers
World Trade Center of Los Angeles
(Co-Exist with USEAC Downtown Los Angeles)

Local Trade Associations
Valley International Trade Association

Chambers of Commerce
California Chamber of Commerce
Los Angeles Area Chamber of Commmerce

Ethnic Trade Associations
Japan American Society of Southern California

Women in International Trade
Foreign Trade Association of Southern California

Cities and Counties
San Bernardino
Los Angeles




Other Resources

s UPS - Seminars
FEDEX — Export University
GOOGLE
EBAY
PNC Bank
s SCORE
s CITDs
s World Trade Week
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Senior Corp of Retired Executives

Non-profit organization of about 10,500 volunteer
counselors

Volunteers are mostly retired business owners,
executives and corporate leaders who want to
share their wisdom and lessons learned In

business.

Mentoring 24/7 via website/email
389 chapters throughout USA
Service is FREE

Works closely with Small Business Administration
(SBA)

WWW.Score.org




Center for International Trade
Development (CITD)

Established in 1990
Currently about 30 locations

Joint program between Chancellor's Office of the
California Community Colleges - Economic and
Workforce Development Program, and selected
community Colleges

Funded by the State of California
Hosted by a local community college

Provides a variety of free or low-cost programs &
services to assist local companies in doing
business abroad.

These include one-on-one technical assistance
and consulting, market research, training and
educational programs, trade leads and special
events.




World Trade Month

Created In 1926 by Los Angeles Area Chamber of
Commerce

Highlights international trade

Community focus — achievement, benefits,
education

1935, President Roosevelt signed into law a
national observance of World Trade Week

Week long event grown into more than 30 events
held each year in month of May

Observed in other major US Cities
www.worldtradeweek.com




#1 Trading Partner for California?

s U.S. Department of Commerce!

s USEAC (US Export Assistance Center
Directors are often Board members
or Directors of these trading
partners.

s DEC (District Export Council)
members are often in leadership
roles at these trading partners




Thank You!

m Let’s hear from you -

Contact Info:

Candace Chen

Whole Earth Essentials, LLC
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