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business opportunities

Time can be money
EVERYONE SHOULD CONSIDER DIVERTING SOME OF THEIR
'FREE'TIME INTO MEASURABLE GAIN, SAYS MIKE CLEARY

mcent and new thinking brought on by supply
chain challenges, environmental protection,
ealth awareness, legislation and hardship

is contributing to many new ways of living our lives
differently.

People are reacting to 20 years or more of massive
global change. What was considered natural. advantageous
progression has resulted in erosion of both the working and
middle classes and the values that stabilised the ways we
used to live in the UK and Western Europe.

CATALYST
Whatever you believe the catalyst to be, there are reviving
or new opportunities all around us that you may be able to
benefit from. Many of which can save expenditure, or create
an additional revenue stream or business opportunity. While
most of us will have to retain our core employment, and
should do so until really sure about going it alone, everyone
should consider diverting some of their 'free'time into
measurable gain.

The state may not be able to assist you as expected.
The recent credit crunch brought on by banking
organisations was only an exposed example of the
realisation that world economies are out of control and that
changes to the way people are living globally are either
ignored, not understood or deliberately manipulated by
those with influence or in power.

The only guarantee you have is that if you do something
you can influence the result; if you do nothing, the result
will be imposed on you by someone else.That free time I
mentioned is readily available to everyone, even though
you may have to watch less television, turn off the mobile
phone and gaming machine, or follow less sport. Instead,
why not put aside the equivalent of 90 minutes a day,
which equates to a working day a week. Properly managed,
that could contribute a significant saving or income.

Savings can come from many sources and clearly relate
to your personal or business situation. You will need to
know where your money goes, so write it down on a piece
of paper or build a spreadsheet. You would be surprised
how many people fill in direct debit forms and use credit
cards without knowing what proportion oftheir income is
being spent until bank or credit company statements arrive
on the doorstep.

Equally, you would not believe how many small
businesses shove their receipts into boxes for the
accountant to do the books, and even then only look at the
results when they have a money crisis. This applies to both
personal and business expenditure. A bit of analysis will
shock many.

Once you know where your money is going, you can
do something about it. For example, if your gas, electric
and other service bills take a lot of your money, check
out the options on the internet or ask one of the other
utility service providers for a quote. Same with stationery,
but include the supermarkets as they often have better
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deals than some of the specialists for commodities like
paper and pens.

If you buy a lot of one type of item, check out bulk
purchase savings. It might sound obvious, but you would
be surprised how many people don't bother. This might
affect cash flow, but if you can do it you can save money.
The analysis will also show up things that you might be
able to do for yourself. Whether it is growing your own food,
washing your own windows, cleaning your own car, cutting
your own grass, or decorating your own premises, there
is money to be saved. Best of all, if you are good at it you
could get paid by someone else who is less capable.

Additional income is also available if you have personal
expertise that can be offered to others. For example, if
you know your way around computers you could offer
services to home-based workers or even individuals with
less knowledge. The number of people working from home
is continuing to grow, so think about the help they might
need. There is also an opportunity to target the growing
markets in health and the environment by offering products
and related services.

ATTRACTIVE
Find something you can relate to that you find attractive
and test it by trying to sell a few. You have to sell, not just
talk about it. Remember that not everyone will like what
you like and, equally, you must find something that you
personally and wholeheartedly believe in.

If you lack the confidence to start your own
independent business, look at some of the smaller and
flexible franchising opportunities. A few of the direct
selling organisations might be an alternative, but avoid
the wholesale buying operations where you have to buy
a fixed quantity every month yourself. You should only be
considering a legitimate opportunity that needs
movement of product or services to a third party, not one
that relies on you buying pre-determined stock in the hope
you consume or sell it. Nor one that relies on you finding
another club member who is also expected to consume
predetermined stock. These industries require careful due
diligence and not just reliance on the word of the nice
person selling you the scheme.

For businesses that have to staff up for peak time
servicing, why have employees sitting around waiting for
customers? Consider multi-tasking roles, or even taking
on non-urgent administration or other work for adjacent
organisations, if you don't have enough yourself. Nothing
is more wasteful and image destroying than to see staff
sitting around chatting or reading the newspaper. From
experience, it leads to internalisation, destructiveness and is
a waste of your money.

Whatever you think about your situation and that of the
world, there are some superb opportunities out there. It
may require you to do some thinking and research,
then apply some energy and time. The rest is stickability.
Good luck. MM
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