HE NUMBERS AHE ENOLUGH TO Hl;]‘i{.‘ ;lﬂ\ cntre-

preneur sit up and take nouce: There are

254 million full- and part-ume homebased

business owners in the United States, accord

ing to Link Resources. But if you sell business-
to=business ]lrmlu('lx or services, that's not just a number.
['hat's 25.4 million I‘JIIIL‘IHi,il new Ccustomers gencrating
revenues of $401 billion; 25.4 million people who need to
buy computers, phones, paper, pencils, desks . . ..

If the numbers alone don’t convince you homebased
cntreprencurs should be on your target list, take a look
at the lineup of big corporations wooing this burgeon-
ing market. It reads like a Whe's Who of corporate
Amenca: Aven sells stanonery prmfm'h to make
homebased entrepreneurs look more  professional;
AT&T ofters a computer and communications system
that works easily and quickly; Canon and Panasonic sell
PrINLers th;lt lm.)k g I[I .]rld Cost I:."\-_-; \'ledl"cr‘l‘cu! wants
to help homebased business owners organize, create
and communicate fast; and Mail Boxes Erc. touts the
convenience of a varicty of services in one location.

But before you get dizzy from all the dollar signs danc-
ing in vour head, take a closer look at this market. Con-
I_‘r'.;r_'. o :unpulm' l‘u:hui-. homehased cnrepreneurs are not a
homogenous group that's casy to target.
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Reaching a hidden market—3%401 billion strong

“We have identified more than 200 different types of

BY CYNTHIA E. GRIFFIN

[homebased] businesses. So when you're talking about
homebased businesses, vou're walking about a diverse
group,” explains Rudy Lewis, president of the Nanonal
Associaton of Homebased Businesses (NAHB).

According to Lewis, these businesses range from
j;l\\"'.'t'r‘w to J:.‘\kll'lp publishers, and Il'l."u'kl:tln_i_f to ecach
requires a ditferent approach. There are also telecom-
muters, people with multlevel distributorships, crafts
workers, professional consultants and more.

Marilyn Ross of Communication Creativity Inc., a
puh[h!u:r of hooks on small business, nml'kclmg and
relocating to the country, says there are two categories
of homebased entrepreneurs—those in areas such as
crafts and repairs who earn abour $20,000 annually,
and protessionals who use technology to run their com-
panies and carn 560,000 and up.

Jeff Davidson, author of Marketing to Homebased Busi-
nesses (BusinessOne-Irwin), says you need to pinpoint
what market segment you want to target, such as the
homebased secretarial services, architects or chiroprac-
TOTS 10 your county.

Don’t make the mistake of underestimaung the
homebased market. According to Davidson, the typical
homebased entreprencur carns more, has a slightly higher
educational level, and is more likely to pay bills on time
than the traditional worker.
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