
 

Small Businesses Must Seek Own Level  

 
Our advisement to business owners in America today is to go find your own way in the world!  

The economy of the world is no more solvent and secure than it was some forty-two months or 

so ago when the recession hit rock bottom.  Countries such as Greece, Italy and Spain are 

teetering on the brink of financial bankruptcy, the result of decades of entitlement giving and 

other social programs.  In the United States, the present administration appears to finally 

understand that small business growth in the best way to re-establish the economic foundation of 

America.   

 

During the first thirty-six months of his administration, President Obama has demonstrated little 

understanding and even less compassion for the small business owner in America.  Since his 

economic policies of spending have produced few tangible results, Obama has reversed his 

thinking somewhat and has now enacted into law several hiring and tax benefits to help the small 

business owner. 

 

It is important that start up and expanding businesses today employ all the grant allocation and 

tax incentives allowable by law.  One of the more savvy business strategies that small business 

owners can employ is developing a niche strategy.  A niche strategy allows you to specialize in 

servicing a certain market that is specific for your field.  By honing in on a small percentage of 

your market, you can differentiate yourself from other competitors.  Additionally, you will be 

able to provide better service to your customers because you will not be spread too thin.  

Sometimes, your business can develop a less than satisfactory reputation by trying to please 

everyone.  In trying to please everyone, quite often no one is satisfied, and business is lost in the 

long run! 

 

It is an unwise business strategy to think you can undersell your competition in order to gain a 

larger share of the market. There are many large retail companies that are profitable because they 

offer a wide variety of products or services to the public at a low cost.  Unless you are a Wal-

Mart or a Target Mega-store, this is not a sound strategy.  If you have fewer than 100 employees, 

then perhaps you should rethink your mission and retool for a niche market. 

 

The trick of establishing a niche market for your business is that you must be careful not to focus 

your business so myopically that you crowd yourself out-of- the-field.  Let’s take the 

landscaping field as an example.  Instead of offering the same services as the hundreds of other 

landscapers that you might be in competition with, find yourself a niche. You can offer a special 

manicure of the grass or you can offer lawn treatment that would be considered ecologically-

friendly.  If you are in the food industry, perhaps you are better served with specializing in 

cupcakes rather than a full-blown café menu – you can always expand! 

 

Whatever you feel that you’re best at should be your first option for your area of specialization. 

These factors should be the main considerations for small business owners if you want to make it 

in today’s economic climate.     


