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Silver & Wise
Silver & Wise exists to change the live of 
mature Aussies who are starting their 
first business at the age of 40+. We also 
work with existing business owners 
looking to enhance their skills as a 
business owner. 

Our goal is financial security and 
prosperity for the individual, but also for 
the wider economy which needs the 
productive mature age individual to 
continue to work, or run businesses and 
contribute through tax in order to 
maintain a prosperous society. We have 
two main divisions in our organisation. 

One is a select group of mature age 
individuals in our licensed business 
advisory network. These experienced 
and talented individuals deliver the 
coaching services that we offer. 

The second is a team who develops and 
delivers a series of  practical and 
pragmatic business ownership 
programs that will help you start and or 
run a successful business. 

We collaborate with other organisations 
who offer mature age individuals 
opportunities to plan out their future, 
to volunteer their time, or to work in 
interim employment projects as their 
next thing.

Our short term goal is help you, with a 
long term goal to end Ageism.

This e-book is designed to help you 
determine if you are ready to start your 
first business.

The owl is internationally recognised as a 
symbol of wisdom and experience. It also
represents you as a mature individual. We
exist to ensure your wisdom and experience
is valued in work or business.
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Introduction
You may have completed the Business 
Ready Benchmark Online and received 
your score. If you haven’t done that yet, 
please do so in combination with 
reading this e-book.

Are you business ready?

Before we get into commenting on each 
of the ten questions that we asked you, 
remember that these are your scores, 
and your rating. So at the end of the day, 
it is your opinion of whether you are 
ready to start a business that counts.

These questions are our method of 
helping you decide, but they also cover 
some pretty important concepts 
around business ownership. Remember, 
they are our opinions and you are of 
course free to disagree with them, and 
make your own determination.

Becoming a business owner is not the 
easiest thing you’ll ever do in your life. It 
will take some courage, and some hard 
work, and passion.

All we ask you to do is really consider 
your readiness, use these questions as a 
guide.

And we wish you an exciting and 
prosperous journey. Once you’ve 
completed the benchmark and read this 
e-book may we suggest our 
introductory service - the Business 
Ready Workshop where you can learn 
what it takes to start and run a 
successful business.  Delivered online 
and face to face regularly.
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1. Are you passionate about the idea of starting your own business?

We believe that passion has to 
underpin anything about starting and 
running your own business. This is 
your internal drive and enjoyment of 
not only the idea of a certain business, 
but also the actual day-to-day running 
of it. 

We are using the definition of passion 
here that means ‘an intense desire or 
enthusiasm for something’.  I’ve run 
my own business for over 16 years 
now, and I can tell you that my 
enthusiasm is as strong today as it was 
when I started. But it hasn’t always 
been the case that I was enjoying the 
day to day in my business. In fact I’ve 
had at least half a dozen experiences 
that made me question what the hell I 
was doing. 

But in the end it has been my passion 
for helping others achieve their 
business goal that has got me through. 
Without, I could be doing something 
very different, as I wouldn’t have had 
the energy to push through the 
barriers. 

If you’ve answered YES to this that is 
awesome. If not, what could you be 
passionate about in regards to your 
business idea – or maybe you should 
be thinking about another option –ie 
another business or another vocation.

Business Ready Benchmark
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2. Do you have something you are good at?

We talk a lot about general 
management skills in a business in 
relation to our business ownership 
program. In fact, we know that business 
owners who build general management 
skills are better business owners. 

However, when you start your business, 
you are doing everything and THE most 
important thing you will do is develop 
and deliver the product or service of 
your business. Now imagine you didn’t 
know how to make coffee, and hadn’t 
done a course in how to make a coffee, 
but you bought a coffee van and were 
making coffee for customers.
 
How long do you think your business 
would last? Not long right? You would 
find it hard to believe that someone 
would start a business when they didn’t 
know how to do the thing they were 
offering in their business. But it is 
happening every day.

Making coffees is an obvious example 
and close to the heart of most 
Melburnians, but people start 
businesses everyday not knowing how 
to serve customers, not knowing how to 
make food properly, not knowing how 
to read a map or follow directions 
properly. 

We believe it’s pretty important to start 
a business in an area where you have 
experience and skills.  Markets are far 
too competitive these days with many 
people with amazing talents at doing all 
sorts of things – products and services. 
So why would you start something you 
weren’t good at?
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3. Would you be passionate about running a business 
around this skill?

A second level of passion is around 
these skills. You may be very good at 
something – say like financial 
management – but the thought of 
running a business around that skill may 
fill you with dread. 

Not because you can’t do it, but 
because you have been doing it for years 
and just don’t like it anymore.

Or there may be things you absolutely 
love doing – but for you they are a 
hobby or a way to relax and the thought 
of turning it into a business and trying 
to make money from it is not at all 
attractive.

4. Do you believe the world (or at least your market
     needs your skill?

This is really important to know the 
answer to. Too many businesses make 
assumptions about the potential 
demand for their idea or service. Many 
people think they have solved the 
world’s problem with a widget, only to 
find it has already been solved. 

Belief is probably not the best word 
here. But in our view belief must be 
backed by knowledge in order to be 
useful in the business world. 

Never start a business in something 
you’re good at if you don’t want to do it, 
just to make an income.
 
The Japanese concept of Ikigai is about 
combining something you enjoy, with 
something you’re good at, and 
something someone needs and will pay 
you for it.

All elements are important.

Business is not like religion or spiritual 
matters – you can’t just believe some-
thing and have it come true as a profit-
able business without checking if there 
is a real need, not just a perceived one 
–for your skill, in your market.



5. Could you get paid for this skill?

The answer to this question is a little 
tricky. It’s important to be able to get 
paid for your skill, but equally when we 
mean paid – in business we mean paid 
profitably.

There is not point launching a business, 
where to survive financially you’d have 
to work 5000 hours a year, because you 
couldn’t actually deliver that many 
hours. 

I had a friend doing some graphic 
design for me. He was always struggling 
to make enough income, and at the 
rates he was charging would have 
worked too many hours to reach his 
income goals. I remember asking him to 
double an invoice to me for his work as I 
knew the market rate for the quality he 
was delivering. 

He nearly fell of his chair when I did, but 
in the end this transformed his business 
because he only had to work half as 
many hours to deliver the same income, 
and this gave him time to work On the 
business and go and fine new clients, 
and spend some time doing things he 
loved. 

Knowing your value, and knowing you 
can get paid at the right rate for your 
skills is important.  In a product 
business this calculation is around 
whether you can make enough margin 
out of each sale of your product to be 
profitable in your business and generate 
enough income.

Product businesses are all about margin, 
volume and price. You can usually only 
have two of these factors in your favour. 
Lift volume and margin usually goes 
down. Lift price, and volume/demand 
usually drops. 

If you can’t answer this question YES – 
then you really do have some work to 
do before you can start and run a 
successful business. 



6. Are you willing to learn other skills you’ll need 
to run this business?

Business owners rarely start a business 
fully skilled to do everything they are 
going to have to do in their business. I 
have learned something new pretty 
much every day or every week or every 
year I have been in business. Sometimes 
through mistakes, sometimes from 
chatting with suppliers or customers or 
friends.

Therefore, you have to be willing to take 
on new skills and become good at them 
over time or you are not going to make 
a very good business owner.

Imagine a mechanic standing in his 
shop, holding onto old rusty tools that 
aren’t even metric, and wondering why 
he can’t get any business doing the 
service on a new computerized car like a 
Tesla. 

Or a surgeon with old instruments from 
the 1950’s trying to do keyhole surgery 
on a damaged knee.  It wouldn’t happen 
right?

Wrong. Business owners operate every 
day in Australia with outdated skills and 
outdated tools.

And technology and advancement is 
only going to speed up.

So make sure you can answer YES to this 
question before you start a business. 



7. Do you like dealing with people?

This is a huge question to ask yourself. 
As an employee with a technical skill in 
a large corporate of course you have had 
to deal with people. But have you ever 
met someone who just got by tolerating 
people, and was still good at their job. 

Sometimes called a task focused person 
– they are awesome at framing pictures, 
but don’t put them in front of a 
customer. They write code like a ninja, 
but try and get them to serve someone 
and wow! 

Disaster.

Well, here is the bad news for you. In 
running your own business, you simply 
must be a ‘people’ person. 

Whether it is suppliers, staff, customers 
or the general population, a business 
owner has to live(no love) dealing with 
people. They must be able to get along 
with those they like, deal with those 
they don’t, and communicate with 
those they don’t even know.

This is pretty much a deal breaker if you 
don’t like dealing with people.  If you do, 
perhaps consider a joint venture with a 
friend who is a people person, and then 
you could be the technical skills person. 

But never try and start and run a 
business if you don’t enjoy dealing with 
people.



8. Do you have enough cash or finance to go for at least 
six months without making money or pay from your business?

It is a rare, rare business that generates 
enough cash from day 1 to support 
you with a wage anywhere close to 
what you were used to when you were 
an employee. 

Even then, you may have clients who 
have agreed to pay you enough to 
cover your wage, but you’ll work for at 
least a month before sending your first 
invoice and with some big businesses 
you might get paid in 120 days or 
more. 

That is five months right there before 
any money appears in your bank 
account.

So we recommend you have a 
minimum of six months in reserves 
behind you when starting a business so 
you can draw a wage. 

And this is excluding any costs of 
starting the business, making 
products, taking office or shop space 
and so forth.

Of course, how you fund this is up to 
you. It might be from your redundancy 
payment, it might be a bank loan, it 
might be from forward selling some 
services to a friendly customer. 

Just make sure you have some funding 
to get yourself through, without 
having to get by on canned soup for a 
year!



9.  Do you have a good personal network of prospects who 
    might buy from you if you started a business?

Even if you have the best product in the 
world, and the best marketing strategy 
to execute so that everyone hears about 
you, it will take time to build demand 
for your business.

It makes sense to be able to tap into 
people you do know in the early days of 
your business. 

Could you sit down with a big sheet of 
paper and write down one hundred 
people that you know that you could 
talk to about your service or product?

How many of these are in your target 
audience, or could refer you to someone 
in your target audience?

It is a very good exercise to do. 

Because if you don’t know a lot of 
people who could buy from you, or 
refer to you, it is going to take a while to 
build momentum from scratch.

Even if you have cured cancer or the 
common cold.

But very few businesses have game 
changing products or services like this.



10. Do you have a business idea in mind already?

If you already have a business idea, and 
you’ve done some research and you’re 
confident in the idea and it’s execution 
you’re going to be a long way ahead of 
the pack.

Conversely, if you don’t even have an 
idea of what business to run, then it is 
going to take you between 3 months 
and 12 months to properly research, 
plan and launch your business.

I’m already a business owner, and it has 
taken me nearly two years to develop 
the right business model and value 
proposition for Silver & Wise. 

I might be slower than average (I don’t 
think so!), or more conservative 
(unlikely!), but I’m just saying it takes 
time to do it right.

So if you haven’t got an idea I doubt 
you’ll be ready in the next few weeks to 
start the business. And you’ll probably 
waste a lot of time and money if you 
don’t wait until you’ve done the 
research and worked out your business 
model. 

I would suggest, politely that you are 
not business ready if you can’t answer 
YES to this question.

Product businesses are all about margin, 
volume and price. You can usually only 
have two of these factors in your favour. 
Lift volume and margin usually goes 
down. Lift price, and volume/demand 
usually drops. 

If you can’t answer this question YES – 
then you really do have some work to 
do before you can start and run a 
successful business. 

&
Silver

Wise
Long Live Experience

Want more information?

Please visit our website:
www.silverandwise.com.au
Or email us at:
hunter@silverandwise.com.au
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Hunter Leonard is a multi award 
winning business owner and best selling
author of 7 books on business and marketing.

He has a passion for helping mature individuals
create a future where their experience is valued.

Books

Generation Experience
Amazon Best Seller. Find out the 8 steps to 
business success in this book based on
over 10000 surveys of 
business owners.

The Experience Equation
Amazon Best Seller - Create a future 
where your experience is valued. Build
your own Future Plan and understand
the future of work.


