
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The Small Business Administration (SBA) was established by the United 

States Congress on July 30, 1953 to provide services, much needed resources, 

and serve in the best interest of the nation’s small businesses, which creates 

66% of all net jobs in our country.  In 1963, President John F. Kennedy 

established National Small Business Week as a way for the U.S. to celebrate the 

achievements and accomplishments of the nation’s small businesses for creating 

jobs, facilitating consistent innovation, fostering an entrepreneurial spirit, and 

helping to stimulate the economy.  This year, as we celebrate entrepreneurship 

and those who “innovate, grow, and succeed” as small businesses during 

National Small Business Week. 

 

  At the beginning of the week, President Trump issued the 54th 

Proclamation for National Small Business Week along with Small Business 

Administration Secretary, Linda McMahon, and business leaders.  Honoring and 

recognizing the nation’s small business owners, those who take risks and 

innovate new businesses, provides much needed encouragement for those who 

are currently in business, or aspiring entrepreneurs who are growing new 

business models.  The SBA recognizes the need to continue supporting our small 

business owners with certification programs, lending opportunities, counseling, 

and education.  See Secretary McMahon’s MSNBC interview discussing the 

importance of small business growth in the United States. 

https://www.youtube.com/watch?v=mdUCj7-GTtE   
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2. Write out your vision statement to capture 

where you see your business in the future.  Your 

vision statement should be short, to the point, 

and capture the long-term vision for your 

business. 

 

3. Develop a mission statement to reflect on the 

purpose for starting your business, and why you 

are starting your business.  A mission statement 

should be short and to the point. 

 

4. Have a business plan written.  If you started 

your business and do not have a plan, there is 

no time like the present to get your plan 

written.  A well written plan should encompass 

your start-up costs, operations plan, marketing 

research, technology needs, sales projections, 

and your financial plan.  The financials should 

either be a 3-year or 5-year plan, with pro-

forma projections to include your profits and 

loss statement, cashflow statement, and 

balance sheet.  If you are seeking financing to 

fund your operations from investors or a bank, 

you will definitely need a business plan.  If you 

financed the business yourself, you will need 

the business plan to help guide you along the 

way.  Your plan should include the first three 

items, your goals, vision, and mission. 

 

5. Establish a timeline to include events leading up 

to the day you launch full-time.  Your timeline 

should include milestone dates to capture those 

significant occurrences in your schedule.  

Timelines are absolutely needed to keep you on 

schedule, with set dates for accomplishing your 

objectives.  You will wish to set a start date, and 

an end date to reflect the time you set for your 

launch. 

 

6. If you are still working full-time, and plan to 

separate from your place of employment to 

manage your business full-time, determine if 

you have enough working capital to sustain you, 

as you grow your business.  You should have at 

least 2-3 times what you were earning on your 

full-time job, either saved, or generating in 

revenue.  Make sure you have several well-

paying clients before you take the leap of faith.  

This ensures that you, at least, have some 

guaranteed revenue, which sets a firm 

foundation for securing additional clients.  

Don’t Run Your Small Business Like a 

Hobby 
Austin E. Thompson, Jr. 

 

Do you find yourself investing little time operating 

your business, and putting enough effort behind its 

growth?  How about not taking serious action in finding 

resources to help grow your business, or getting out and 

networking effectively to let people know what you do, and 

who you are.  Are you still working a full-time job, which is 

perfectly fine, and not spending enough time to promote 

your services and/or products?  Many solopreneurs work 

and use their salaries to finance their businesses, as well as 

to leverage much needed healthcare insurance they may 

not be able to afford independently until business reaches a 

profitable level.  Many are still paying off substantial 

student loans, or paying for the college costs of their 

children.  Whatever the situation, if you are serious about 

building and growing a long-term sustained successful 

business, you should seriously think of ways to balance your 

work and entrepreneurial life.  If you are not taking your 

business seriously, working it intermittently, and not 

investing in its growth, you may have a hobby or a “side 

hustle”, and not a business.  It is commonly recommended 

that an entrepreneur should be generating at least 2-3 

times his/her gross salary before considering separation 

from full-time work, taking into consideration what is 

gained or loss from self-employment, such as healthcare 

costs, retirement (i.e. matching 401K or IRA contributions), 

social security, paid leave (i.e. vacation, sick time, floating 

holiday), and other things to consider. 

 

Below are 10 steps to consider, if you are seriously 

thinking of separating yourself from a full-time job to be a 

successful entrepreneur and small business owner.  It is not 

an easy proposition, but with careful preparation, you 

should have a smooth transition. 

 

1. Carefully determine what your goals are.  Goals 

should be S.M.A.R.T (Specific, Measurable, 

Attainable, Realistic, and Time-specific).  They 

should categorically be set as short-term goals 

(within one year), intermediate-term goals (within 

1-3 years), and long-term goals (3 years and 

beyond).  These should help guide you and set the 

course for developing a successful venture, 

whether you are in the start-up phase, or growing. 

Continued On Page 3 



 
 

 

 

 

 

 

 

 

 

  

Many events are organized by private event 

planners, or by local chambers of commerce and 

business associations.  Get out, meet people, 

follow up with contacts made, and expose your 

brand to potential business partners and 

customers.  Seek support from resources like the 

Small Business Administration (SBA), Small 

Business Development Centers (SBDC), and the 

Service Corps of Retired Executives (SCORE).  

These organizations are great for helping you 

leverage information for planning and growing 

your business.  The SBA and SBDC schedules 

hundreds of workshops each year covering 

various business topics. 

 

10. Make a list of banks that you identify as having 

resources to help establish your merchant 

account.  Do not co-mingle your funds.  Keep 

your business account separate from your 

personal account, which will help you manage 

your finances more effectively. 

 

These are some key points to consider.  You can 

add to this list and expand on the points listed above.  

However, do something constructive to help move along 

successfully.  Entrepreneurship can be a rewarding 

experience, but the smarter choices you make, the better 

your experience.  Turn your hobby into a well-planned and 

highly optimized business endeavor.  HAPPY NATIONAL 

SMALL BUSINESS WEEK 2017. 

 

Do you wish to discuss your business plans for 2017?  Are 

you ready to invest in a business and need to discuss 

what steps to take?  Contact the offices of Thompson 

Management Consulting, LLC and we will be happy to 

develop an outline for you. 

 

1-Hour Consulting Session 

Call today and get started!  

(404) 587-3949  

$75
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It helps if you have a significant other for support.  

A spouse can place you on their healthcare plan, 

and use their salary to provide assistance until 

things become more favorable. 

 

7. Identify what resources you will need to help get 

you going in your business.  For instance, 

depending on your business model, you may 

consider being home-based and save on overhead 

costs.  There are a plethora of executive/co-

working office facilities if you need to have one-

on-one meetings with clients, video conferencing, 

large conference meetings, and do not wish to 

entertain business in your home.  Regus, ROAM, 

WeWork, are just a few for consideration.  There 

are other smaller facilities in your local area which 

offer affordable rates and amenities for your 

accommodations.  Regardless of your 

requirements, these facilities and others offer 

suitable accommodations that fits your basic 

needs, help you minimize your overhead costs, 

and be more budget conscious. 

 

8. Identify three professionals who will help you 

along your journey.  They are your attorney for 

legal matters, accountant for taxes and financial 

matters, and business consultant for strategy 

planning and development.  You can expand that 

to include your media consultant for your website 

development and maintenance, and helping you 

build a robust digital presence.  You need subject 

matter experts, who will help you grow 

successfully, because you do not know everything. 

 

9. Find networking events to attend and start 

growing your support base.   

Continued On Page 4 

When Your Business Practice Causes 
You to Lose Sight of Your Customer 
Relations 
Austin E. Thompson, Jr. 

 

 Oh my, what 

do we have here?  An 

airline passenger,  

Vietnamese-American Dr. David Dao, on a United Airlines 

Flight headed to Louisville, KY from Chicago O’Hare 

International Airport, was forcefully removed from his 

seat, because he refused to forfeit the very seat he 

purchased, and which United Airlines purposely 

overbooked.  This seem to be a common practice within 

the airline industry, but what happened to Dr. Dao was 

too much for many of us to comprehend, and video of his 

harsh and inhospitable mistreatment sent shock waves 

around the world.  Eventually, it developed into a public 
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relations nightmare for United Airlines, as United CEO, Oscar 

Munoz, changed his commentary several times during 

numerous interviews to try and insulate the image of United 

from impending damage.  How could an airline company, 

with such an internationally respected brand, allow 

something like this to happen to a passenger, a paying 

customer?  How could the flight crew stand an allow Mr. 

Dao to be hoisted aggressively out of his seat, struck in the 

face, bloodied from the mistreatment, and dragged down 

the aisle like yesterday’s trash?  How did United allow this 

situation to reach such horrific levels?  United staff should 

have prevented the situation from escalating, because Mr. 

Dao was their customer, not a customer of the Chicago 

O’Hare police.  Furthermore, to exacerbate an already 

explosive situation, an investigation into Mr. Dao’s past was 

undertaken to find anything which could be used to 

mischaracterize his image, and substantiate the decision to 

forcefully remove him from his seat.  Actions were taken to 

maliciously smear the character of Mr. Dao to intentionally 

discredit his image and soften any damage from 

reprehensible actions taken by the officers.  This was further 

disgraceful on the part of United Airlines, regardless if they 

initiated this unfortunate investigation or not. 

 

One thing for sure, this is a lesson not only for 

United Airlines and the airline industry, but for many 

companies from which to learn.  Decisions we make as 

companies, especially small businesses, which affect how we 

treat our paying customers, can lead to a ruined brand and 

eventual demise.  The video of Mr. Dao being aggressively 

snatched from his seat and dragged down the aisle of the 

airliner, is said to have 6.7 million Facebook viewers within 

24 hours of the incident.  At this point, the incident was not 

only viewed by those who were in the vicinity of Mr. Dao’s 

seat, but by millions around the world, and continues to be 

circulated on social media.  In today’s social media sphere, 

news travel rapidly, and reaches vast masses of people 

globally in a very short span of time.  Such an incident of 

similar proportion, even if without such an adverse outcome, 

can be detrimental to the brand of a small business.  A global 

conglomerate like United Airlines may be able to absorb 

harsh criticisms from this incident, and loss of revenue from 

fleeing customers disgusted by what transpired.  However, a 

small business, especially micro enterprises, may not recover 

from the mistreatment of loyal and paying customers, 

especially when it leads to eventual loss of revenue. 

 

 

When a company grows and expands in operation, 

it loses touch with the intimate and personable atmosphere 

it governs.  In doing so, and for all the right reasons for 

expanding, it can overlook basic customer relations 

management, as bottom line results become more of an 

emphasis than being family oriented and looking out for the 

customer.  Businesses have to be mindful of the way in 

which each customer is treated, managed, and supported 

beyond the sale.  Customers expect, when paying for a 

service or product, to be treated with respect, especially 

when a situation arises that is out of the customer’s 

control, and one which was not created by the paying 

customer.  In the case of United, they overbooked the 

flight, and expected Mr. Dao to agreeably forfeit his paid 

seat and be voluntarily inconvenienced by taking a later 

flight, when he clearly expressed his need to fly for 

emergency purposes.  When he did not comply with airport 

police to surrender his seat, they took adverse action to 

physically remove him from his seat, while United staff 

members observed without intervening.  That should not 

have happened, because the airline industry should not 

grow comfortable with such a dysfunctional business 

practice, as to purposely overbook seats and expect 

passengers to willfully relinquish their seats, especially 

when they have an emergency, as in the case of Mr. Dao.  

United should not have allowed Mr. Dao to be treated in 

such a manner, and staff members should have worked 

along with Chicago O’Hare police to negotiate an option 

with Mr. Dao, or just let him remain in the seat.  Eventually, 

a settlement was made to swiftly compensate Mr. Dao for 

the treatment he received, and a permanent and negative 

blemish is seared into the brand of United Airlines. 

 

 A lesson is learned here from this case that your 

customers are the reason for your existence.  Without 

paying customers, your business will cease to exist.  When 

you implement and foster business practices which 

inconvenience your customer, for the sake of protecting 

your bottom line, eventually, those practices will become 

dysfunctional and detrimental to the survival of your 

operations.  This was an international nightmare for United 

Airlines, and one which every airline business should take 

notice.  Evaluate your own business practices and from 

your audit, discard any practice which may be an eventual 

driver for business failure.  You will lose value, credibility, 

and brand position.  Your customers are the lifeline of your 

business.  Without them, you have no business to operate.  

Happy National Small Business Week 2017. 



 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Business Advertisements 

Celebrating 20 years of business operations as one of Georgia’s premier shipping companies, Caribbean International 

Shipping Services has been an institution in the metro Atlanta area providing consistent and quality service to its 

customers, and has provided jobs to residents of DeKalb County.  Please support our small businesses. 

 
Available in softcover and hardcover at www.amazon.com and at www.barnesandnoble.com  

 

Have your business advertised in our publication to over 1,500 subscribers.  Thompson 

Management Consulting, LLC promotes small businesses and entrepreneurs, and our subscriber 

database is growing fast.  Be empowered, and invest in your continued success.  Visit us at 

www.tmconsultingllc.com and send your comments or questions to info@tmconsultingllc.com  

http://www.amazon.com/
http://www.barnesandnoble.com/
http://www.tmconsultingllc.com/
mailto:info@tmconsultingllc.com


 
 

 
  

 
• Business Plan Writing & Reviews 

• Marketing – Analysis, Writing, and Reviews 

• Project Management 

• Feasibility Studies 

• Financial Analysis & Budgeting 

• Strategic Planning & Development 

• Business Event Planning (workshops, symposiums, conferences) 

• Business Coaching 

• Workshop Facilitation & Keynote Speaking 

 

 

 

 

www.tmconsultingllc.com 
 

Email: info@tmconsultingllc.com 

Phone: (404) 587-3949 

http://www.tmconsultingllc.com/
mailto:info@tmconsultingllc.com


 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

  
 

 

Place your ½ page ad here.  

See below on page 11 for 

details. 



 
 

Upcoming Business Events 

 
 

 
 

 



 
 

 

 

  
 

Gwinnett Association of Business Entrepreneurs – GABE 

Free Networking & Business Meeting 

Vendor Tables $25.00 – Advertise your business 

June 6, 2017 

6:30pm to 8:00pm 

Refreshments Always Served 

For Information: Call Sylvia or Carolyn at (678) 349-2223 



 
 

 

 



 
 

Advertising in Empowered Business News 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Advertise in 

Empowered 

¼ page ad 

$35/month 
 

(Black and White, or Color.  Ad 

must be ready for placement in 

JPEG format) 
 

Call us and get started today! 

(404) 587-3949 

 

 

Advertise in Empowered 

½ page ad (vertically or horizontally placed) 

$45/month 
 

(Black and White, or Color.  Ad must be ready for placement in JPEG format) 

 

Call us and get started today! 

(404) 587-3949 

 

Advertise in Empowered 

 

These advertising rates are for solo and micro 

business models, SOHOs, and small businesses with 

annual gross receipts of < $100K.  For major 

corporate advertisement or for businesses with 

larger revenue profiles, please call (404) 587-3949 

or email us at info@tmconsultingllc.com for rates.  

No contract required.  Pay monthly, quarterly, or 

annually.  Thank you for your support of 

Empowered Business Newsletter.  We support 

small business success, so let’s grow together! 

mailto:info@tmconsultingllc.com


 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Advertise in Empowered 

Full page ad 

$75/month 
 

(Black and White, or Color.  Ad must be ready for placement in JPEG format) 

 

Call us and get started today! 

(404) 587-3949 

 



 
 

 
 

 

 
 

 

 

 

About Empowered Business Journal 
 

The Empowered Business Journal (EBJ) is published by Thompson Management 

Consulting, LLC as an online publication to provide business related information for 

small business owners, entrepreneurs, micro enterprises, solopreneurs and business 

professionals who support small business development.  The EBJ is not produced in 

hard copy format.  Articles in the EBJ are written by small business owners, who 

contribute to the success of each publication by providing insightful and informative 

articles for the small business community.  Moreover, the EBJ promotes small 

businesses, spotlights entrepreneurs, reports on business, political and economic 

activity which affects small business owners, and highlights developments from 

Thompson Management Consulting, LLC.  The EBJ has a direct distribution to over 

1,500 contacts, who receive the publication via email and share it with their 

contacts.  Copies in PDF format can be retrieved from our website at 

http://tmconsultingllc.com/newsletter.html.  We invite small business owners to 

submit subject matter “Business-related” articles for publishing, along with a head 

shot and brief bio.  All submittals are vetted carefully to qualify for our readers.  

Finally, we encourage small businesses to advertise with us and support a 

publication looking out for the concerns of small businesses.  Thank you. 

 

 

About Thompson Management Consulting, LLC 
 

Thompson Management Consulting, LLC works with small business owners and 

entrepreneurs who are primarily in the 0 – 5 year range of the business lifecycle, 

those in the seed and start-up to expansion phases.  We assist with business plan 

writing, marketing, feasibility studies, project management, financial and budget 

analysis, business event planning, and business training.  Thompson Management 

Consulting, LLC produces an Annual Entrepreneurship and Small Business Summit in 

celebration of National Small Business Week, and hosts a monthly radio program, 

The Entrepreneurship and Business Empowerment Hour on WATB 1420AM.  We are 

A+ accredited by the Better Business Bureau, and hold memberships in the Gwinnet 

Chamber of Commerce and Georgia Hispanic Chamber of Commerce.  Additional 

information can be found at www.tmconsultingllc.com/about.html.   

 

A+ 

http://tmconsultingllc.com/newsletter.html
http://www.tmconsultingllc.com/about.html

