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Partnership since the economics
are reported on your personal tax
filings. One negative is the lack of
personal liability protection.

Another way to limit personal li-
ability is the S Corporation. Profits
& losses go to your personal tax fil-
ing where you pay taxes on your
earnings. More paperwork is re-
quired and some sta tes additionally
tax the S Corp.

The C Corporation provides strong
limited personal liability as well as
lower tax rates on income up to
$75,000. Investors also like the C
Corp. Beware of th e double taxa-
tion on your incom e and be pre-
pared for additional paperwork at
both state and federal levels.

How to Choose the Right Form for
Your Bus iness by Anthony
Mancuso is another good reading.

Sole Prop., S Corp., C Corp., LLC or What?

Business Ownership
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Are you concerned about per-
sonal liability protection, tax
benefits, attracting capital and
other benefits from the confus-
ing options available to legally
structure your company? In
chapter 6 of the book E4 Evalu-
ati ng, Entering, Enh anc ing, & Ex-
itin g Privately Owned Bus i-
nesses , Matt Donnelly, PBC, a
national business appraiser and
ESOP consu l tan t discu sses
these and other ty pes of busi-
ness ownership structure.

Among the many structures
available, Sole Proprietorship,
Partnerships, S Corporation, C
Corporation, and LLC seem to
be the most often us ed by entre-
preneurs. Because of limited
space here, we suggest a serious
discussion with you r tax and le-
gal professionals. However, here
are some thought st imulators to
determine if you might consider
a change.

If you want to avoid a lot of
paperwork, you might consider
a Sole Proprietorship or General
Partnership since the economics
are reported on your personal
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IsIt TimeForYourCompanyToGoGREEN?

What will it co st
personally? Adam
Werbach, feature d
recently in Fast Com-
pany magazine and
at one time the
youngest president of
the Sierra Club, has
written a book Act
Now, Apolog ize Later.
He is now the “go
green guru” for Wal -
Mart. Wow, what a
change! His move to
the largest retailer
(without much cur-
rent green to its
credit) cost him many
of his former friends,
at least temporarily.
Obviously, he must
think he will win per-
sonally as well as
economically. If he
thinks green is a
win-win, would you
join him as a partn er
for progress?

What will it co st
economically? Will
you count the initi al
cost, or will you pay
the price for the long
term gain that could
be as good for bus i-
ness as it is for the
environment? Even if
you do not buy in to
the extent of our for-
mer Vice President,

agree, the sum to-
tal could produce
magnificent re-
sults.

Is there a sacri-
fice involved?
Well, maybe not.
When for health
requirements I gave
up cigars (after
decades of hanging
one in my mouth
for most of my
waking hours), I
thought I had
made the sacrifice
of the century. Ulti-
mately, I felt much
better physically,
saved some money,
and found friends
enjoying more of
our time together…
especially my wife
and family. Obvi-
ously, there was no
ultimate sacrifice.
It was a win -win for
all involved. Surely
the same type ef-
fort will produce
similar results for
our environment
and economy. I’m
not suggesting we
go to “war” about
this, let’s just do
our own individual
parts to paint more
things GREEN!

surely you agree that
there are enough
challenges to warran t
sincere efforts for
some solution s.
American business
has always been ex-
cellent at making
profits out of pro -
gress…would you
agree that this is an -
other golden oppor -
tunity?

Will there be (or is
there already) a
green economy?
Even though some
may have genuine
concerns with some
of the claims of
global warming, an
embryonic economy
is building around it.
Sir Richard Branson
claims he will profita-
bly fly a jet plane on
carbon neutral fu el
and is developing an
island with 100% of
energy needs coming
from the sun and
wind. Will he suc -
ceed? Do we all have
to agree totally on
something in order to
“care” about the re-
sults? Hopefully not!
If most of us will just
work earnestly on
that with which weBizBiz
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Appreciation For APBC (Primary Business Consultant)
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Primary Business Con-
sultants (certified af-
filiates of ABC Advo-
cates Business Con sult-
ants) serve entr epre-
neurs as they Eval uate,
Enter, Enhance & Ex it
business owner ship.
Here are excerpts fr om a
letter of appreciatio n to
Lou Kastelic, a PBC serv-
ing the area surrou nding
our nation’s capital:

It has been just over three
months since I sold my
bus iness, and I jus t could
not let tim e pass w ithou t
send ing you a thank you
letter. Your role in the
sale of my bus iness can
be summed up eas ily--I
simply do not bel ieve that
I could have sold the
bus iness w ithout you!
You were able to get us a
very att ractive sales
agreement desp ite the

shor tcomings of our indus-
try—a trul y remark able
feat in my view.

Dealing w ith you dur ing
the sales process was a
lesson in professionalism,
integrity and pers istence.
You were always righ t on
top of things and made me
feel as if I was your only
client. At all tim es I felt I
was in professional hands
and was treated w ith the
utmost respect and dig-
nity.

As you kno w, I have now
moved on to pursue a long-
sough t dre am of becoming
a bus iness school profes-
sor. The sale of my com-
pany has given me the fi-
nancia l freedom to do
what I trul y want to do. If
you ever have a prospec-
tive customer doubtful
about what you can do,

please have him/ her call me!

Daniel Cohen

The Univers ity of Iowa

GettingASecond
ChanceWithCustomers
Remember the “New Coke”,
F o r d ’s “ E d s el ” , Pep s i ’ s
“Crystal”, Apple’s iPhone, etc.?
Once you make a significant
mistake, how do you get a sec-
ond chance? First, stand be-
hind what you’ve done regard-
less of the initial cost. Make a
onetime promise into a lifetime
guarantee. People appreciate
what you do when things go
wrong more than when things
go right. If the mistake must
cost someone, let it cost you,
not the customer. Don’t wait,
jump in immediatel y and cor-
rect things. Work harder to give
the customer what they need
which will become an invest-
ment in an ongoing relationship
profitable for all.


