
 
 

 

 

 

 
2016 Reflection 
By Austin E. Thompson, Jr. 

 

As we come to the close of yet another exciting year, I am reflecting on 

all the great things which occurred in 2016.  Around this time each year, I look 

back at the activities of Thompson Management Consulting, LLC, the radio 

program, Empowered Business News, the Entrepreneurship and Small Business 

Summit, workshops facilitated, and all the exciting activities for the present 

year.  It allows me to contemplate what when well for us, and those things on 

which we must improve.  Thompson Management Consulting, LLC believes in 

process improvement and maintain a fresh outlook with each new year, and 

undertaking these reflections allow for new ideas and strategies to flourish. 

 
 On May 19-21, 2016, I embarked on the 3rd Annual Entrepreneurship 

and Small Business Summit (ESBS), which realized record attendance this year.  

Although we have experienced much success over the past three years with a 3-

day event, we will be transitioning to a 1-day event in 2017, rather than the 3-

day model we’ve implemented since the inaugural event in 2014.  The 

workshops have been a huge draw for entrepreneurs and small business 

owners.  We pre-registered over 450 entrepreneurs this year, and 145 of the 

450 who pre-registered attended.  This is a huge difference from 2014 and 2015, 

where we pre-registered approximately 98 and 250 entrepreneurs respectively.  

However, the Small Business Forum, which is scheduled at the Georgia 

Piedmont Technical College has struggled to realize an increase in participation.  

This component has always been a great draw for those entrepreneurs who 

attend, and for the panel of professional consultants.  In addition, we’ve had 

great keynote speakers, and this year we had the pleasure of recruiting Mr. 

Peter Hajjar of Reliable Restoration to deliver a passionate keynote message.  

We had 15 participating vendors representing such diverse industries as 

telecommunications and wireless services, accounting and finance, financial 

services, fitness and health, jewelry and hand bags, gourmet foods, insurance, 

academia/education, marketing, media, and legal.  The fashion expose featuring 

the designs of Tijuana Faison and Design Faze Boutique was a huge success as 

well.  Going forward, the 1-day event will be a much better model to streamline 

the various components of the ESBS, and schedule all activities into a 1-day 

model, which will be beneficial for all stakeholders.  
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2016 Reflection – Continued from Page 1 

 

Next year’s event will be held in July, rather than in the month 

of May, and marketing for this event will commence in 

January 2017.  We will recruit speakers and panelists to 

participate in next year’s event, who will make a significant 

impact on the small business owners and entrepreneurs in 

attendance.  In addition, we will have the opportunity for 

vendors to register and set up to promote their services. 

 

We’ve had another wonderful year with the 

Entrepreneurship and Business Empowerment Hour on WATB 

1420AM radio, featuring live in-studio personal interviews 

with some of Metro Atlanta’s successful entrepreneurs, 

completing our third year on the radio.  Thanks to Mr. Colin 

Tinto and the Carib and Company Show for allowing us on the 

air for one hour each month to broadcast to our 10,000 

listeners, and those who tune in outside the frequency range 

online.  We continue to solicit participation from business 

owners who are interested in a one-on-one interview on the 

program.  There is no cost for the interview, and the show will 

be downloaded on a flash drive for your own promotion and 

marketing efforts.  We also take pictures in the studio for your 

personal use as well.  It is a great opportunity to reach a 

broader market to let people know who you are, what you do, 

and how your services can help small businesses increase 

profits and grow successfully.  We thank all the entrepreneurs 

who joined us this year on the air, and contributed valuable 

information. 

 

We are completing three years of publishing 

Empowered Business News, a monthly on-line business 

newsletter for small business owners, entrepreneurs, and 

business professionals.  Going forward into 2017, the name 

will change to the Empowered Business Journal, with a new 

look coming in the first quarter of 2017.  Change is always a 

good thing, and this is consistent with our overall core goal to 

continued improvement, and offering continued value with 

the information in each issue.  Eventually, we will be moving 

to an email marketing service to manage all newsletters and 

increase our effectiveness in managing data analytics.  This 

transition will occur by second quarter of 2017.  It will offer us 

increased efficiency in tracking readership, measuring 

effectiveness, and improving a service for those who are 

interested in promoting their business in the publication.  We 

are still going strong with over 1,500 contacts, which includes 

business owners, entrepreneurs, and business professionals 

who find the articles valuable to their daily decision-making 

and professional development. 

Finally, and one of the most exciting developments 

of 2016 is the opportunity for a partnership with the Pile 

Law Firm (PLF).  Licensed to practice law in the states of 

Pennsylvania and New Jersey, PLF is planning to expand its 

law practice in the state of Georgia in 2017, and will be 

establishing a collaboration with Thompson Management 

Consulting, LLC.  This will allow both companies to leverage 

a presence in each other’s existing market, and capitalize on 

an expanded scope of services.  In this collaboration, for 

example, Thompson Management Consulting, LLC will offer 

Estate Planning and legal business formation with business 

plan writing services.  A client could request for business 

consulting services, and now have access to a plethora of 

legal options.  PLF, in addition to consulting on business 

formation, taxation, and other legal services for its clients, 

now has the increased bandwidth to offer business planning, 

marketing, and other management consulting options.  It is 

a win-win for both companies to increase our winning 

strategies and capabilities in offering package deals and 

customization at a greater value to the customer.  These 

options could be packaged and customized for any client in 

need of such services.  For additional information on the Pile 

Law Firm, please go to www.pilelaw.com.  You can also read 

more about our plans for partnership at 

www.tmconsultingllc.com.  Additional information will be 

outlined in 2017, as we grow much closer to realizing this 

major endeavor, and when PLF is officially licensed to 

practice law and offer legal services in the State of Georgia. 

 

Thanks to all, who have made this another successful year 

for Thompson Management Consulting, LLC.  We look 

forward to new experiences in 2017 and working with you.  

Happy holidays. 

Your Business at Start-Up: Critical Steps 

for Consideration 
By Austin E. Thompson, Jr. 

 

Understanding the rudimentary requirements 

needed during the start-up phase of the business lifecycle is 

critical to, not only surviving this precarious phase, but 

moving pass growth and on your way to a successful 

expansion.  The start-up phase of any business is taxing, yet 

exhilarating and rewarding.  The work required to meet the 

goals set for a successful start-up must be planned properly, 

executed based on what is laid out in the plan, and measured 

consistently to ensure you are meeting and accomplishing 

your set goals. 

Continued on Page 3 
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Your Business at Start-Up: Critical Steps for Consideration – Continued 

from Page 2 

 

One thing entrepreneurs do not realize during the 

start-up phase is how to capture all necessary costs needed to 

determine start-up funding.  Determining your funding 

requirements is contingent on how meticulous you are in 

identifying your start-up needs.  For instance, looking at a 

hypothetical example, if you are opening a coffee shop, what 

are all the start-up costs associated with you having a 

successful opening day.  This would include supplies (i.e. cups, 

lids, stirrers, sugars, cup holders, napkins, plates, etc.), 

ingredients (i.e. all raw materials purchased to produce a 

product), coffee/cappuccino/espresso machines, pastry 

counter, point-of-sale systems or registers, and all the other 

items for which you must account.  Many of these items will 

help drive revenue.  Now you look at overhead costs, such as 

salaries, rent, electric, gas, water, medical insurance, 

deliveries, marketing and advertising, and other costs 

associated with operating your business.  Your other costs 

may include those which you incur to get the establishment 

ready (i.e. construction, inspections, plumbing, electrical 

wiring and installation, signage, etc.), FF&E (furniture, fixtures, 

and equipment), and others considered.  You will have direct 

costs (all costs directly associated with producing a product), 

indirect costs (general costs of doing business), fixed costs (i.e. 

rent, insurance, salaries, etc.) and variable costs (i.e. utilities, 

administrative, etc.) to consider in your start-up budget, and 

the more detailed your business model, the greater the depth 

of your start-up budget.  Don’t forget the professional 

services, which will help you maximize the success of your 

start-up business, such as website development, business 

consulting for business plan writing and market research, 

accounting for tax consulting, and legal consulting.  You may 

be able to save on costs, if you can handle construction 

remodeling of the venue on your own.  Many bricks-and-

mortar owners are skilled at managing construction work on 

their own, which can help them save substantially on costs.  

To save on costs, determine what you can reasonably do on 

your own, and what you will hire others to do for you.  There 

must be a clear division of labor. 

 

In all, determining the financing needed to start a 

business is a massive undertaking.  You must consider 

“everything” to know how much money you need to start 

your business.  Restaurant and bars, bistros, cafes, retail and 

grocery outlets, manufacturing companies, and other related 

businesses are inventory intensive, and require robust 

inventory tracking systems and good supply chain 

management.  Reordering goods on a timely basis is key 

 

to remaining successful.  You don’t want a poor tracking 

system to continue missing when you need to reorder 

and supply those “must have” items.  

 

 Your start-up costs will be incorporated 

into your P&L (Profit & Loss) as expenses, but only for 

the period when those start-up expenses occur.  For 

instance, you show them in the beginning of your start-

up on your P&L, also on your Cash Flow Statement.  

These financial documents determine your ability to 

make a profit, or if you show a loss, and what cash you 

will have on hand, as long as you capture all costs 

accurately.  You will be cost intensive at start-up, for 

sure, but you must carefully capture these costs on your 

P&L and Cash Flow Statement to reflect correctly.  95% 

of all business fail within the first 5 years after initial 

start-up, but doing your due-diligence and executing a 

successful start-up process will help you be among the 

5% that escape failure. 

 

Please download the Client Information Form to 

complete and return for our review, so we can get 

started working on your next project.  You can also 

reach us at info@tmconsultingllc.com.  Thank you. 

 

Continued on Page 4 

Are You Capitalizing on Valuable 

Learned Lessons 
By Austin E. Thompson, Jr. 

 

 The cost of doing business can take many forms.  

These costs are not associated with a dollar value, but 

growing from learned lessons affect your bottom-line, 

whether directly or indirectly.  Lessons you learn along the 

way can help shape who you become as an entrepreneur.  

For example, in the early stages of owning a business, 

mistakes are made.  Clearly, there is a learning curve for 

any business owner, and there is no reason to feel shame 

for making mistakes.  Mistakes drive successful growth, 

when those mistakes are documented and influences 

improvement to whatever you did incorrectly.  As you 

approach the later stages of business ownership, your 

knowledge of running your business should increase 

exponentially. 

 

 According to Webster’s Ninth New Collegiate 

Dictionary, a mistake is defined as “wrong action or 

statement proceeding from faulty judgement, inadequate 

knowledge, or inattention.” 
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Are You Capitalizing on Valuable Learned Lessons – Continued from Page 3 

 

We, who are entrepreneurs, know the ultimate risk and 

sacrifice of starting and operating a business comes with 

mistakes from bad judgement, inadequate knowledge, and 

inattention to detail.  We fall short of a quantitative analysis 

or projections, which misrepresents critical estimates.  Also, 

there are instances where decisions are made without 

adequate knowledge, so arbitrary cognition takes place to 

produce results, and being inattentive to a shift or change in 

the market place may cause us to lose competitive advantage.  

As another example, mistakes, and particularly between the 

seed and start-up phases of the business lifecycle, have the 

potential to increase if an entrepreneur attempts to work on a 

business plan without assistance from an experienced 

consultant, rather than seeking someone who can facilitate 

proper research and writing of a quality plan. 

 

 Whatever the situation, capitalizing on lessons we 

learn along the path to entrepreneurial success is key to 

growing and developing.  Lessons are experiences which 

shape our thinking and action, which we can learn from 

observing others, researching case studies, personal 

experience, on the job practical experience, or in a workshop 

or symposium discussing key development scenarios.  

Entrepreneurs can follow through on several steps to 

documenting lessons learned. 

 

1. Keep a journal, which documents all lessons which 

caused you trouble or were a challenge to effective 

management of your business.  Doing this will help 

you approach solutions and alternative options more 

efficiently, when similar occurrences arise.  For 

example, you realized you could have budgeted better 

for marketing, or could have spent your marketing 

dollars wisely, you could have handled an employer-

employee situation better, you could have 

implemented a better accounting system to manage 

your finances, you could have spent valuable time 

speaking to individuals at a networking event who 

qualified as direct targets, rather than finding random 

individuals for conversation, you could have found 

less costly supplies for your business, if you did not 

wait until last minute when the window of 

opportunity was narrow, you could have hired a CPA 

to work on your books, instead of doing it yourself, 

and now you owe a heavy fine to the IRS, and finally, 

you should have spent time managing your cash flow 

more efficiently. 

Other examples include a bad investment, how you 

handled a business partner, doing business without 

any contractual agreement that burned you, and so 

many other examples of lessons from which you 

can learn and grow. 

 

2. Performing a root cause analysis helps you get to 

the core of a problem.  Many challenges may stem 

from problems we casually overlook, because we 

are not thinking of how to resolve a conflict from its 

core.  A root cause analysis helps you examine what 

is driving the problem from the core, and not just 

examining from the surface.  This is where you do 

your investigative work, to see how you can solve 

an issue by investigating its root cause.  For 

example, you wonder why your inventory is not 

being recorded properly, and certain key items are 

not being reordered in time.  A root cause analysis 

of the problem will discover that the program you 

implemented is not properly accounting for certain 

parameters in the order.  Therefore, it is 

overlooking those key items which are selling out at 

a faster rate than other items.  This root cause 

analysis allowed you to investigate the core 

problem which is driving down sales, and not 

properly keeping up with reorders.  After you 

investigate the problem, identify the problem, fix 

the problem, and implement an improved and 

revised process, you are now on the path to 

delivering better service to your customers. 

 

3. One key strategy for capturing information on your 

performance as a business is to distribute a survey 

to your customers.  Drafting a survey which poses 

key questions to your clients, can give you an idea 

of how you are performing, and how your product 

or service help to enhance their lives.  A survey is 

only effective if the answers are honest and the 

constructive feedback drives changes to your 

processes and methods.  You can learn valuable 

lessons from the feedback you receive, which 

enables you to make immediate changes to further 

enhance the experience your customers have when 

patronizing your business. 

 

4. After documenting these lessons in your journal, 

determine how you would improve from your bad 

experience.  What you are doing here is developing  

 
Continued on Page 5 



 
 

  

Are You Capitalizing on Valuable Learned Lessons – Continued from Page 4 

 

a plan for improvement, utilizing information from your 

root cause analysis, surveys, etc.  Lessons are 

experiences from which you grow, and if you do not 

establish a plan for improvement and growth, you will 

find yourself repeating the same harmful habits that 

may lead to business failure.  This journal should be 

organized well and kept up with daily, so you are 

constantly documenting experiences which do not work 

well for you, and those from which you can improve and 

grow successfully. 

 

Don’t be the kind of entrepreneur who blames bad 

experiences on everyone or everything else other than yourself.  

We all make bad decisions, especially if a decision is new, and 

we don’t have any prior experience to use as a barometer.  

Some of the most celebrated coaches made bad decisions on 

critical plays.  Some of the most revered business men, women, 

and organizations made bad strategic decisions.  The important 

thing is to learn from these lessons.  Study what went wrong, 

and seek options for improvement.  If you do not make a 

conscientious effort to learn from bad lessons and change, then 

you are riding a dangerous wave toward a serious wipeout.  

Owning and operating a business is all about consistent growth 

and maintaining profitability.  Learn from bad lessons, but also 

learn from good lessons, because good lessons can always be 

improved.  Good becomes great, and great becomes 

phenomenal.  Make a change for the better, and grow your 

business successfully.  Onward to greatness! 

 

 

 

 

2016 Holiday Shopping Breaks Records 
By Austin E. Thompson, Jr. 

 

 The holiday shopping season is well underway, and 

records have already been broken.  Holiday shoppers began 

purchasing gift items after Labor Day weekend, and increased 

after Halloween to get a head start on the Black Friday 

shopping deals, which were announced by retailers, who 

made attempts to capitalize on the appetite of holiday 

shoppers for deals, and remain competitive at a time when 

retailers are positioning themselves to benefit from increased 

disposable income that could potentially lift them into the 

black. 

 

 Black Friday sales, from shopping activity on the day 

after Thanksgiving, reached an astonishing $1.93 billion, as 

shoppers began the Black Friday sales on the evening of 

Thanksgiving.  Stores were open and ready for shoppers as 

early as 5:00 p.m. on Thanksgiving day.  Retailers experienced 

almost $2 billion in sales on Thanksgiving day, 13% higher 

than in 2015.  According to AOL Finance, almost $1.15 billion 

were spent online by shoppers excited to capitalize on 

discounted prices between midnight and 5:00 p.m. on 

Thanksgiving day. 

 

 With Sales on Small Business Saturday at $16.5 billion 

in 2015, up 14% from 2014, the nation was sure expecting to 

see another record breaking Saturday of the Thanksgiving 

holiday weekend, where retailers were poised for another 

surge through their front doors.  One thing is for sure, U.S. 

consumers are ready to shop and they do not mind 

disrupting their holiday gathering with family to spend some 

cash and be a part of the holiday rush. 

 

 Cyber Monday recorded $3.45 billion in sales online, 

with Amazon reporting record sales on the Monday 

Immediately after the Thanksgiving holiday.  This online sales 

record was 12% higher than in 2015, which shows the 

strength of online sales to reach astronomical numbers in 

competition with shoppers who buy in the stores. 

 

 With the unemployment rate down to 4.6%, and the 

U.S. moving closer to full employment, the country still 

grapples with a 7.9% unemployment rate for those with no 

high school diploma, as reported on CNN in an interview with 

Dave Ramsey.  However, those who are employed and 

command strong salaries are helping to drive a strong 

economic surge, which will take us into 2017 with a positive 

economic outlook. 

 

Happy Holidays to all our clients, 

radio interviewees, Empowered 

Business News contributors and 

everyone we worked with us in 

2016.  Merry Christmas, Happy 

Kwanzaa, Happy Hanukkah, and 

Happy Holidays to all. 
 

       
 



 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Business Classifieds 

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/
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 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


 
 

Upcoming Business Events 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Gwinnett Association of Business Entrepreneurs – GABE 

Free Networking & Business Meeting 

Vendor Tables $25.00 – Advertise your business 

Remaining Tuesdays for 2016 – 12/6 and 12/20 

6:30pm to 8:00pm 

Refreshments Always Served 

For Information: The LONA Gallery (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 Newsletter 
 

Empowered Business Newsletter (EBN) is published by Thompson Management 

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

business owners, entrepreneurs, micro enterprises, solopreneurs and business 

professionals who support small business development and growth.  The EBN is not 

produced in hard copy format.  Articles in the EBN are written by small business 

owners, who contribute to the success of each newsletter by providing insightful and 

informative articles for the small business community.  Moreover, the EBN 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 EBN 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 

www.tmconsultingllc.com.  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. 
 

 

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

