New Canadian businesses start up successfully, end up bankrupt
The majority of new businesses in Canada arise from changing fortunes. When the economy collapsed, for instance, most people lost their jobs. Many turned to businesses without prior experience on how best to run them. Started as famous enterprises, other soon shut up due to inexperienced ownership. Others have mistaken businesses for hobbies and soon give up when they realize that they share the same passion with others. Poor business planning or lack of a plan at all is a cause associated with lack of skill or experience in running a new business. Many new entrants never focus on long-term visions or missions, but immediate profitability of the businesses. When then there are no plans to accomplish long-term plans, the business soon fade away with loss of profitability. Most new businesses also do not have business plans to guide them through the process. Because they lack planning, others are underfunded and soon collapse because they cannot sustain themselves (Herjavec 265). Others also lack objectives or goals upon which to establish strong operations. On the other hand, others fail to measure their goals and progress and eventually become immersed into daily activities without time for assessing their progress. Many new entrants also fail to attend to their cash flows or have poor financial controls or record keeping skills. Eventually, they cannot account for many losses that they make. This drives the businesses down. It is also common for new entrepreneurs to burn out due to consistent long hours of business operations.

Another cause is new businesses do not know how to keep their customers. An industry cannot run without customers. They either pay little attention to the wants of customers or have no effective means of conversing to them. Experienced business owners know that customer needs change over time and that, just as the business owner, will often want to attain prosperity out of their expenses. Failing to satisfy them with proper billing or failing to return their calls in time often leads them to assume poor customer service. In addition, when customers attain interest in a product, they help the business to expand. Also the timing is everything, history is strewn with companies whose concepts and executions were great but whose products or services were either too late or too early for customers to appreciate (Herjavec 94). From their interest in new or existing products, customers will enjoy or be satisfied in it if it is provide to them professionally. Effective marketing strategies are necessary to convince customers that the product is the most appropriate for them. Most new businesses lack this ability. Most new entrepreneurs lack the capacity to segment the market and target particular segments, for instance, geographic, demographic, and/ or psychological segmentation. They do not bother to understand the buying pattern of costumers, what motives they have in doing so and where they buy (Pendrith par 4-6). Instead, they go for every individual. In addition, they lack effective strategic plans to push through their marketing. Some businesses also start up without investigating to understand their industries. It is often necessary to determine the trends of an industry – whether it is growing or declining- and the opportunities for introducing a new product. A perfect positioning strategy is then necessary to appeal to customers. Marketing programs that are poor cannot attract new customers. Many new businesses expect customers to go to them without reaching out. Poor time management and unending procrastination also cause failures because the new business owners fail to prioritize what would grow their businesses from what sinks them.

Perhaps the greatest barrier to the success of new businesses is competition. Rivalry among Canadian businesses and industries has grown so intense that only great strategies can hold business operations. Experienced businesses can avoid errors that were made in the past. For instance, strong, motivated and diverse workforces can be used to dominate new companies that have weak internal structures easily. Without investigating the competition, new companies are easily defeated. They soon apply for bankruptcy. Leadership of businesses is another important role of their success. Most new businesses are lead by ineffective leaders who cannot develop competitive strategies. Either, they underestimate the existing competition or are not cost competitive. For instance, most new businesses underestimate how their strongest competitors would react to their ventures. When it decides to defend its customer base aggressively, the new entrant is exposed to a market with intense competition. If the new business is not cost-competitive, then the sales may not be as efficient (Kuratko 36). Most new entrants set their prices for similar products either lower which is very risky or equal to that of existing businesses. This exposes them to prices wars and lower profit margins. Without proper considerations for discounts and the profitability thereof, the businesses soon fail because they cannot make up for the lost money (Herjavec 69). Often, new businesses focus much on single products, services or clients because of the revenues they attach to it. They often forget that if this single product or customer disappears, then their businesses are exposed. Such little or no mean differentiation do not appeal to customers. In addition, others choose wrong locations for their business in favour of other factors than for profitability. Most new businesses either operate on credit terms or have excess inventory such that their money is often tied in products that do not add value to the business.

Overall, independent businesspersons launch enterprises with hopes of making profits, making own decisions, expressing their ideas or even to be their own bosses. Personal satisfaction drives every new venture and hope is always alive about the success thereof. Whereas some businesses pull through these challenges to join the league of established enterprises, other are forced to file for bankruptcy. Many factors determine the success or downfall of businesses. Failures in new businesses arise from lack of skills or experience to plan a business towards success. In addition, most businesses are started without the realization of the importance of customers. They do not appreciate how well customers should be attended to and soon lose them. The third reason for new businesses is rivalry that must be sustained through strategic marketing. Lack of it, as exhibited by new businesses, is likely to drive new entrants to bankruptcy. In conclusion, the attainment or possession of certain skills necessary for planning and managing a business is very vital. As Herjavec stated, “Experience is a good teacher, but it is a cruel one as well” (92). Lack of it makes most new businesses to fail.
