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(NAPSA)—Experienced sales-
people will tell you that the keys
to any successful franchise or cus-
tom product service is that you
have to know your products, your
customers and the territory.
That means in addition to your

industry, you have to know your
customer base and you have to
know the geography of the area
and the factors that can help or
hinder success.
For example, when Budget

Blinds wanted to expand its fran-
chise operation into Mexico, it
turned to a man named Adrian
Solis. Solis is launching the com-
pany’s first franchise operation in
Mexico, in his hometown of Mon-
terrey, as a part of his existing
home decor business that serves
residential and commercial proper-
ties in the region. The company has
over 900 franchise territories serv-
ing nearly 7,500 cities throughout
the United States and Canada.
As Mexico’s third largest city

and second wealthiest, Monterrey
provides substantial opportunities
for continued growth of the brand.
When the Budget Blinds corporate
team decided to expand into what
is a new territory, it made the
sound business decision of turning
to a successful businessman from
the area who also knows the
industry, blending his experience
and insight with the company’s in-
home consultation services and
top-notch customer service.
Budget Blinds is known for offer-

ing customers a full line of quality
window coverings including shut-
ters, shades, blinds and draperies.
It also provides free in-home consul-
tations as well as measuring and
installation services.

Solis chose to work with Bud-
get Blinds after identifying a gap
in the window covering options
available in Mexico. He believes
the established franchise brand
provides a variety of premier win-
dow covering options and relevant
trends that will resonate with his
customers.
Upon opening Budget Blinds of

Monterrey, Solis aims to grow the
brand in his territory to demon-
strate that the franchise model
can be as strong and successful in
Mexico as it is in the United
States and Canada. Currently,
Budget Blinds has more than 900
locations across North America.
“I started my import home

decor business about 10 years ago
when the Mexican economy was
growing. I’m excited to bring the
diverse Budget Blinds offerings to
customers who are looking to cre-
ate unique and beautifully de-
signed spaces,” said Solis. “Adding
Budget Blinds’ products and ser-
vices to my current list of offer-
ings will help to differentiate and
grow my business in a way I have
not yet explored.”
For more information, visit

www.budgetblinds.com.

Bringing A Successful Franchise Model To Mexico

Adrian Solis (center) with other
members of the Budget Blinds
team. He is opening the com-
pany’s first franchise in Mexico.

(NAPSA)—People start busi-
nesses every day. Life is full of
opportunities, and pursuing the
American Dream of business own-
ership is one of them. But ask
yourself—do you personally have
what it takes to run a business?
“When you start a business,

your head, heart and gut need to
be in it,” said Diane Emo, author
and former small-business owner,
now with Coverall North America,
Inc. “I believe a lot of people have
what it takes but something holds
them back.”
Despite the fear factor, people

are doing it. According to the May
2014 Wells Fargo/Gallup Small
Business Index, 84 percent of
small-business owners said they
would do it over again. Key rea-
sons included independence, pride
and flexibility. Key challenges
were finding customers, managing
cash flow, and financing.
Do you have what it takes to

start a business? Ask yourself
seven serious questions.
1.Are my dreams bigger

than my fears?
Many people have ideas that

could be great but they fail to take
action. Entrepreneurs arise when
they fix the gap between a prob-
lem and a solution—even if the
rest of us could not see the
need…Facebook, Google and
Spanx. Taking no action is safe
and familiar. Taking action and
starting a business is risky and
unknown. Business owners make
things happen. “Let your dreams
be bigger than your fears, and
your actions louder than your
words.”
2.Am I a perfectionist?
When you’re running a busi-

ness, perfect rarely happens. You
will have to take actions and
make decisions without knowing
all the facts—always moving for-
ward and being smart. No one has
a crystal ball. Overanalyzing can
result in perpetual dreaming.
3.Do I expect pay for every

hour worked?
Employees look at money as

pay for hours worked. Business
owners view money as profit.

They see their business as an
investment, not a job. For exam-
ple, if an employee makes $20 an
hour and works eight hours, that’s
$160, right? But what if you own a
restaurant? Your profit depends
on how many people you served,
what they ordered, labor, advertis-
ing, overhead. Business owners
look at eight hours as opportunity
to create profit.
4.Do I need steady cash flow?
While many of us like to believe

we are risk takers, be honest with
yourself about your tolerance for
erratic income. When cash flow is
steady, you can count on revenue
coming in and expenses paid out.
But when your business has nega-
tive cash flow, the financial and emo-
tional stress can shut you down. Run
through “what if” scenarios and cre-
ate a realistic business plan that
matches your skill set, risk profile
and personal life. What if your cash
doesn’t cover your expenses? What
if you aren’t able to find customers
as quickly as you thought? What if
customers don’t pay on time? Plan
your safety net now.
5.Can I sell?
Do you like to sell? A lot of peo-

ple say no. They may have a nega-
tive perception of people who sell
for a living, or are afraid of rejec-
tion. When you’re proud of your
business, you will want to tell
everyone about it. Selling is about
building relationships and deliver-
ing what you promise. If you don’t
sell, you don’t grow.

6. DoItakecriticismpersonally?
It’s human nature to protect our

ego. So when your customer calls
to complain, there are things you
might want to say (use your imagi-
nation), but only if you plan to lose
a customer. If criticism kills you
emotionally, then you’ll need to
think seriously about how you will
react to customers. Pointing fin-
gers at others and playing the
blame game won’t work. You know
what they say about pointing a fin-
ger at someone else? There are
three fingers pointing right back at
you. As a business owner, change
your mind-set from “He’s wrong
and I don’t need to take this from
him” to “This is a business problem
that I need to solve.” It’s not per-
sonal, it’s business.
7.Am I willing to give up my

free time?
When you’re the boss you have

a lot of flexibility, but the respon-
sibilities and financial importance
of success are greater. As a busi-
ness owner you will need to make
sacrifices and work hard to main-
tain personal relationships, a
healthy lifestyle and a reasonable
balance between work demands
and real life. Become an expert at
quick prioritization, decision mak-
ing and delegation. Always focus
on what’s most important.
Since 1985, Coverall has helped

more than 8,000 people become
independent franchised business
owners. To learn more, visit
www.coverall.com/ownyourfuture.

Seven Questions To AskYourself Before Starting A Business

Many people have ideas that could be great but they fail to take
action. Entrepreneurs arise when they fix the gap between a problem
and a solution. Business owners make things happen.

(NAPSA)—Palliative care helps
prevent, manage and relieve the
symptoms of cancer and the side
effects of cancer treatment, but
too few patients with cancer
receive this essential extra level of
care.
The American Society of Clini-

cal Oncology (ASCO), the world’s
leading professional organization
of doctors who provide cancer
care, aims to change this and has
launched an online Palliative
Care Resource Center that pro-
vides a wide range of information
and tools for physicians and
patients.
In addition to treating physical

issues that may accompany cancer
and cancer treatment, such as
pain, fatigue and nausea, pallia-
tive care also focuses on support-
ing a patient’s emotional, spiritual
and practical needs—and those of
a patient’s family and caregivers.
Anyone, regardless of age or

type and stage of cancer, may
receive palliative care before, after
and during treatment. Talking
about palliative care soon after a
cancer diagnosis helps patients
better understand their prognosis
and goals of treatment, clarifies
their expectations, and maintains
their quality of life.

ASCO is committed to facilitat-
ing the integration of palliative
care into standard cancer care and
will continue to offer support and
leadership for various initiatives
that will help ensure that every
patient with cancer has access to
this important part of a cancer
treatment plan.
ASCO’s new webpage offers a

comprehensive library of pallia-
tive care resources for physicians
and features videos, podcasts and
other materials for patients pro-
vided by ASCO’s patient website,
Cancer.Net.
To learn more about palliative

care in cancer treatment, visit the
ASCO Palliative Care Resource
Center at www.asco.org/pallonc.

New Palliative Care Resource Center

Talking to a doctor about pallia-
tive care can help cancer pa-
tients and their families deal with
the disease.

(NAPSA)—If you or someone
you care about is contemplating a
first or new career, here’s some-
thing to think about: Information
technology (IT) is deeply embed-
ded in virtually every industry.
More than ever, employers seek

technology workers who think
strategically, communicate effec-
tively and possess strong business
fundamentals.
A job in technology can mean a

rewarding, well-paying career
that lets you combine an interest
in tech with another field: health
care, education, government,
finance, entertainment, sports or
dozens of other industries.
Here are just a few of the tech

jobs that are in high demand:
•Network Administrators

are responsible for maintaining a
reliable, secure and efficient data
communications network. This
typically includes a local area net-
work (LAN), wide area network
(WAN), intranet and Internet that
organizations rely on to communi-
cate, share, store and process
information.
•Information Security Ar-

chitects plan and carry out secu-
rity measures to protect an orga-
nization’s computer networks and
systems.
•Cloud Computing Archi-

tects fill a critical role in designing
and implementing cloud-based solu-
tions and resilient and stable cloud
platforms. This involves analysis
and planning to meet business
needs within budget guidelines.
•Mobile App Developers

work in video game studios; ad-
vertising and marketing shops;
media firms looking for new ways
to distribute their content; and

government agencies, financial
institutions, health care concerns,
retailers and others that want to
deliver information, products and
services to mobile users.
•Software Engineers de-

velop, test, maintain, support and
upgrade the software solutions
used by an organization. Medical,
industrial, military, communica-
tions, aerospace, business, scien-
tific, and general computing and
technology are just a few of the
industries with high demand for
software engineers.
To help you see whether the IT

workforce is for you, there’s a free,
interactive career road map. It
can help job seekers identify
career paths in a variety of tech
disciplines and it’s available from
CompTIA, a nonprofit association
for the IT industry. The asso-
ciation also offers CompTIA IT
Fundamentals, a credential that
covers a range of IT topics and
provides a solid grounding in the
technology concepts and practices
organizations use today.
To learn more, visit http://cer

tification.comptia.org/home.aspx.

Your Options In Information Technology

When it comes to enjoying a
good career, many say, informa-
tion technology (IT) is the place
to be.

(NAPSA)—An automatic home
standby generator from Generac
automatically provides power for
heat and electricity when there’s a
power outage. Learn more at
www.Generac.com and 888-GEN-
ERAC.

* * *
By lowering your thermostat

just a few degrees in cooler tem-
peratures, you can help your heat-
ing system work less to maintain
a comfortable indoor temperature.
To learn more about products that
can help you conserve energy and
save money, visit www.york.com.




