Hey you! If you've ever thought about starting your own
business in Canada, here are a few things you should know

before you start.

Survival Rates of small businesses are pretty low. In fact,
most small or medium sized businesses (SME’s) don't make

it past 3 years. In both 2008 and 2003, more businesses

exited than entered the market.
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B e — The rise in populdrl’ry Qf crowd fuqd!ng in 2014 has shown
1 a drop in outside funding for SME’s in Canada.
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In the Canadian Market, large businesses
have been able to grow 5% each year on
average. Small businesses have only been
able to grow half that.
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Small businesses face more obstacles restricting their growth
than anticipated. For example, the fluctuation in the market is
one of the largest causes of delayed growth for a small business.
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Are you trying to start your own business?

So is Canada the only country facing this issue?

How our solution would help startups

Compared to other countries, The United States spent
over $52 billion dollars in venture capital in 2014. S
In Canada, only $1.4 billion was spent.
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Did you use Canada’s
small business entrepre-
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where starting out your
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They were bringing in a new
technology that would be a
521 rival to the methodologies
’ of Cisco, the worlds largest
networking company. Thus
large enterprises were not
welcoming to an unknown.
brand like them.

Also many customers were
shy to be the first to try

We ran our new product
through the small business
entrepreneurs data base of
Canada, and found out that
our product was in hot
demand on the market and
was very feasible.

Are you trying to start your own business?

To be able to help out small businesses, a specific resource
is needed. One that would compile all of the available data

The obstacles we were
expected to face were
the technology. made know to us.
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essential information that contribute to the success or
failure of Canadian businesses. Giving the system the ability
to predict the if a new business will be able to succeed in
the market.

I We were also given contacts
of other entrepreneurial
businesses that would
mutually benefit from our
collaboration. From this list
we found our current
longterm partner.

No prior knowledge of the market
they were entering. Resorted to
interviewing seasoned people in
the industry to became comfort-

able with the value proposition of

the innovation.
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