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INTRODUCTION

How are you going to use your job skills after you finish
schogl? o, .
T ‘ . .

.

Have you e€ver thought about starting your own sewing service? -

. ¢

This module describes people who have started and managed
sewing services. It gives you &n idea of what. they do and

some of the special skills they need.

You will read about
planning a sewing service’
‘chooding a location
getting money to start
being in charge
organizing the work
setting prices
advertising and selling
keeping . financial reco;ds
keeping your business successful

\

‘You will also have a chance to practice some of the things

that sewing service owners do.

‘9 —

Then you w111 ‘have a better idea of whether a career as a
sew1ng service owner is for you. .
i

/
+ N

.

Before you étahy this module, you may want to read Module 1,

~

T

Getting Down to Business: What's It All About?

- “ .

When you finish this module, you might want to read -
Module 22, Getting Down to Business: Restaurant Business;
Module 23, Getting Down to Business: Day Care Center;
Module 24, Getting Down to Business: Housecleaning
Service; - T
Module 26, Getting Down to Busipness: Home Attendant
. Seryice. . \ .

<

_These modules are related to other buBinesses in occupational
home economics.

’
Y
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’ e . .
3 . r ! S /l : .
m . . i
. ‘ Goal: To help y u plan your sewing service. Coe
. . ‘ - .
‘ ) Objective 1: Describe the services, customers, and
; ) : competition of a sewlng service. ,
Objective 2: List three special personal 9ya11t1es"
a sew1ng service owner needs.
‘ T ’ )
[ Objective 3; List two ways to help youy sewying -
! ) service compete successfully. .
| ' - )
‘ Objective 4: - List one or more spec1a1 legal © ‘
: requ1rements for running a successful sewing e
service. . ‘
° ¢ -
! -~ . - * N ha
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' ] TALLY PLANS A .SEWING SERVICE
’/“_\ ’ .

’ »

¢ . Tally Smith came from a family of 12 where everybody
léarned to sew. Tally learned to enjoy sewing. * She thought
of someday becom1qg a fashion designer. She took courses
in home'economics and basi¢ business courses in high school.
. She continved her studies at a trade.scheol majoring in °
‘ quhlon des1gn Tally wanted to someday own her o%n sewing
service. Thqp she colild design custom.clothes for people:
. .
. Tally knew that she needed experience after graduatfng
from trade school before going into a business of her own.
So she got a job in the garment industry. .

>

-

Tally worked for four .years in ‘every area of the busi-
ness. She ga1ned experience making and cutting patterns,
draping fabric and even des1gn1ng clothing. While she
worked, she al'so sewed af-home in her garage for friends
and neighbors. Tally loved sewing and working with people,
She felt that with her. creative talent, business know-how,
and preseht experiente she was ready QO'seq'ppoher own
seWwing service. . T

i ~ ~

Taily was sure, from her experLeﬂce in the garments
industry, that there would not be too much.compet1t1on for
‘a custom designer sewing service. \But just to make sure,
she looked up "dfesswakér" and "tailor" in the Yellow Pages.
To her surprise there were quite a few listed. °She decided

-to offer a special service. She would go to her custamers'
for fittings if they(could not come to_ her.

Tally decided to visit her state licensing agency to
see what the legal requirements werge for running a_sewing
service. She learned that her state required a business
11cense and seller's permit. There were, also requirements
for insurance .and for registlering the name of her busimess.
Tally, made sure she understood .what she needed to do- before
going into business. She knew that plannlng was very °
important 1in getting her bus1ness off to’ a successful stirt.

>

/ .

T
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) . T Planning a Sewing Service

’
There are many, many small businesses in America. Small businesses

can have as few as one worker (the owner) or as many as four workers. A

sgall business owner i's "self-employed." Often a whole famidy works

.

together in a small business.
.o ) ’ . , o
¢ : L '
* ¢ . . . . .
There are four main things that you will néed to do when planning a -
e . . .
sewing service: . ‘ | ‘
° decide what ydur services, customers, and compet1t10n mlgﬁt be;
' e’ decide what personal qualities and .skills you need to run a

, sewing service; - ’ . o

° /ﬂeéide what specia1°eervice you need tg offer to compete well; and
y 7/

. . . 4 » . .
e learn about the legagxisqu1rements for runhing a sewling service,
K -

[}
.
'
.
.

Services, Customers, and Competition
N [}

3

, .

Service.* A sewing service specializes in custom-made clothing. Ser-,
vices are neualLy proyided by a dressmaken or tailor. Clothes are made .
to fit the tustomer's figure (made-to-measure). Customers can choose
their own fabrics and design. Some sehing services design clothes .for
their customers, some just alter them. Tally's service will include
de31gnang and altering. 1If a customer'érlngs a picture, idea, copy of a

garment, or describes EOmeth1hg to Tally, she can make it.

2
.

Customers. Everyone is a likely customer--people from eight. to 80

s

When you a;E making custom-made clothing you can sew for chlldren, men,

and women--people of any age, size, or income. This will depend he

.

type of person you w111 want to se;ve. Hewever, the~type of customer you
) L

serve will™usually depend on your ‘location. If you are interested in a

particular income or age-“group, call or contact the Chamber of Commerce

] Y N

» . & [

hd ~ -
4
. . I_l L e
’ f “ .
. .
.

.
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‘ the teléphone book. ~ .. . - . .
f * ¢ ! > S, .
‘ Comget{ti'on. Competition is one of the most important things ‘to-
. . ' consider ion/ selecting the area for any business., Visit other competi/tors
in the area of interest. Like Tally, you can logk them up in the Yellow
Pages. Call them and ask about their services and prides. It will help
N you decide what "special service" you might ‘Heed to offer to make your
< business a success. . ' b \ ‘
¢ ‘ L 14 - ’ J " - N . * .
» . ' . ° . R 7 . . ’ , . -
' - . ™
* - . ® ,
' ’ . . < -
Personal Qualities . ) “ -
. . : ' ’ >
r : { .

. in your area. They can help you. Just look it up in the Yellow Pages of

%I‘ally thinks she "has what it takes" to open afsewing sgrvice.' She

has worked in the garment industry for four years. She has_studied:
‘ . ¢ .
fashion design, ‘and has taken some business,courses. Belpw are some of '

-
>

the qualities that make you "right" for tt\x(is business.

[ e Enjoy sewing-*Your business will be built on(")}our -sewing skills.
' In a pinch you m'ay‘have to do i all alone, so you will have to
. " enjoy doing it. - AR

N " real ity.

v

o DBe'able to work under pressu're}-’-You will have to meet deadli‘nes’

¢ in getting your customers' garments ready on time. Yol may have S
’, ; :
-8everal itefs tqQ get out on-the same day. A
L4 -

# Work long and hard hours--You may have-to work day and night,.

week ends, and soméPimes on holidays to meet the needs of your X

. -

S ’ custoKrS; . ' T .
. s o
® Good bushgess sense - BN

?

. e Creative talent--You will need to mgke a person's ideas become
! ¢

»
°

- . ‘ e - - »
All these qualities are important to the success‘of youtr business. .

y ©

But most important is the personal relations you establigh with your A

. customers. Customers like a friendly. owner who knows their name. These

z

. e W . * : -
are the customers who will come back to you again and again. o

[, 2 ) * . 5
‘ ‘
. ¢ . . . . ! .

.

N
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. How to Compete Well . : ' o )

-~

“

\ . Tally decides th*t her special service will be going to her customers
T for a fitting if they are unable to come to her. She hopes this will

- & .
"cut down" competition. Below are some ways that can help your sewihg

service overcome some of the competition.

e Design for sizes 16 and over--Many heav§~figures need and want

the latest fashions. ,Many clothjng stores don't sell large

~—

a .

. 'sizes. Offer this service for customers.

. e Delivery service--Instead of having your customers come to you

for pickups, tell them that an employee will bring the garment to
them to make the last minute fittiné. If any alterations are
needed; you can handle them then. ’ T
Special service not offered by your competitors can help your business
stand out. Offer your customers a beverage while they are visiting your

. business. Provide a comfortable dressing area for your customers. Call

- . them periodically just to see how they are. Send. a birthday card to your
\iregular customers. People love to be remembered, especially on their
birthdays. .
Special Business Image ) Yo
‘ . q . . ’ . !
. Create a busineqs_imhge that people won't forget. Give your business

-

a "catchy" name. Hire friendly employees who are skillful and don't mind
hard work. Decbfhté'your windaw and display cases in unusual fashions and
. gcolor combinations. Think of ways of letting the public know that your

service is different and special, and specializes in customers' needs.

3
.

-~ ¢ -

-~ legal Requirements

-

a—
[]

‘Contact your state licensing agency ta learn the state requirements
for starting your business.- Here is a list of things that may be
. ) .

. )
required: . v

ERIC . f ' |

2
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a » s ' ~ B . .. !
- . . ru
. . ~ . .
' e a seller s permlt, ' . <
, v M rd
' . ' e a busmeSs license;. ) S
. , TN
‘ e A4, trad’e name (if the name of the business does, not 1nc1ude your
v name, you may_have to register a fictitious trade nqme w1th the-
. ¢« . - -
. . 'city or county government), and N, ‘ -
( i e ) :
{ e insurance (talk to a business insurance agent to find out what
b - ¢ . * ) . '
\ type of dnsurance you will need). ) :
s - b R ' ’
.- .
. &
L Summary. - e . T e
3 . _ .
. . . /\ , ’, N ,' -
& . 1t takes a lot-of planning to get a sewing service.off to°a good -
H
start. .Now’ you know some of the thrngs that you must do as a sew1ng
‘ . N .
seche owner when plannmg to open your own business.
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Individual Activities

.

~ r
) -

1. Pretend that your business-will serve only children.

Learning Activitiesu

maker in_the Yellow Pages of your phqne book:

listed there would probably be competltlon for you.

and ask what servicés they prov1de.

* “ - b
‘ o .
.

2. Do you have the.rlght petsonallty to run a s w1ng service?

. check by each quality you ;hlnk you have'z
\T‘—'——‘ enjoy sewing ,
. be able to work .under pressurg

be able to work hard and iong hours
. possess- good thiﬁesé sense

pogsess ‘creative talent

\

i

»

Look up dress-
Decide which-business
Call one or more

~ !
.

Put a

.

»

L4

°

.

A

like.

think people would lee it.

A3
¥
¥

-

o

‘

Write down what the spec1a1°serV1ce would bé,

t

“Think of' 2 "special” service you thlnk people in your area would

and why you .

4, Think of a "cdtchy" name for ybﬁr sewing service. Write it down.

LI fOl‘ runnlng a sew1ng serv1ce.

questlons about any you do not understand

-what you learn.

-
-

N

e DLscuss yOUr name with the other members of your-class,

Q

A\l
. .
.

5. Call your state 11¢en81ng aéan}\ Ask what the legal requlrements are

Ask
Réport to, thé class on

‘e .

Make a llst of the requ1rements.

LR
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Discussion Questions

. .
. : '
* .
- .

7 1. What needs do the services of a sewing service meet? Do you think

- ) . /
those needs exist in your area? Why, or why not? *

- [y :
.

2. Do you think }éﬁly‘will be successful-in punding‘her own business?
> .

-

. Why, or why not? L) . .
. N t ® .
-~ 3. Why do you think people use a sewing service? Do you think it is a.
. ’ good business to go into? Why?
Pal v
M L 4
’ Group Activity ‘- .

3
.

Contact a sewing service owner'in your area. .Ask that person to visit
your class to share his or fer ‘experiences. in running a sewing service..

Make up some questigﬁs you would likesto ask the visitor. Here are a few
[ “ -

3 Y .

f
- . _ ~ ‘

examples. < - ‘

. . E2

) 1. Why did"you decide to become a small business owner?

<

. 2. What Kind of experience did you have be'fore becoming a sewing
' service owner? : ) o /
. 3., What did you'do to plan your business? L

What special servigces did you offer your customers?

- . .
% . 5. Would you advise others to g8 into the sewing business? Why, or
why not? . * . .
v ' "b . L]
. \/
; e Ty ]
] » ., - .
N ' . Ly -
. , .
£ ¢ S~ N
- .
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. Choosing a
t ’ - ’
. v N " N . ‘.g !
. . . .
Goal: To help- you ichoose a loc tion for your sewing -~
- service. ' (g
. ; .
v, N \ “ r .
Objective.l: List three fhings to think about in
. g0 . R . . .
deciding where to localé your sewing service.
. . 15
« Objective 2: Pick the ‘begt location for a sewing
service from three cho¥ges.
. » -
. " I
. \ ,
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e .
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. TALLY CHOOSES A LOCATION

Y

-

N

-

Tally knew where she'wanfed to open her sewiﬁg service..
She had picked a neighborhood shopping center for hér.

[y

o

location.
from work'.

She had passed it for years on her way- to and

)

]

Tally had studied the growth of the area, the: people
. and the type of businesses that had opened. The area was; a
middle-income community with good transportatlon/and ava11—

able pub11c parking.
nesses in the area,

There were'no other clothing busi-
It was a great location- for a sewing

service, &

Tally found a building for rent in the shopping center,
which was just the right size for her business. There wds
enough space for a customer waiting area, and a flttlng

-

3

PR

room.

There was also a separate area'to -set up for sewing

and designing her clothes.

The rent would be $300 a month.
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Choosing a Location

Once you have decided to open your own sewing service, how will you

-

choose your location? Do you have a certain area in mind like Tally? Or

will you try to fit your sewing service to any locagion? ‘

.

v

. N

Things to Think About in Deciding Where to-Choose a Location
7

You should think about the following three things when making your

choice: . ) . .

e competition--the number of other businesses that might provide
the same service; '

possible income--how much money can be made; and

transportatig&:-wil& customers be able ig get‘to your business
easily? :

Competition. Your gompetition may be one of the most impo;tantlthings
to watch when you choose your location. Any location may be a bad one if
there are a lot of similar businesses with the same serﬁ?ge already there.
Find out about\your competitors' services. Visit other similar businesses

in the area before you make & decision about the area.

. '

. . ( N

Pogsible income. How much money will I make if I decide to choose a °

- -~

Iocat%on in this area or"that Frea? You will need to check the ‘amount qs///

v

maney people pay for rental and home costs for each area of interest. 'g

R/

Rental and home costs are usually 20% of'a family's income. s If a fgmilx’

pays $300 a month for rent, family members are probably mé?ing abdut 1/
$18,000 a-yearﬂ . . . ' //

o X ' ./

Call or visit the Chamber of Commerce and'Ehe real estate offide for

¢

each of your areas of interest. Th®y can give you information a?éut.the

income of each community in‘their area.
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. Transportation. Any business should be easy to get to in order to be - .
" Success_,ful." To determine this,:find out:
5 ? -

. , ® the number of people who pass by on foot or in cars;

A @

’ S khe hoursg crowds are heaviest; -

the types of businesses nearby;

. ® plans for growth in the area; -and -~

=y

e public parking spaces.
‘This information can be gathered by visiting’your areas of intefest. You

can also contact the city planning depaytment abo ¢ plans for growth in
’3 P

; the area and the amount of publac parkihg. ~
’ ' C - N ( A -
S
# Choosing a Location _ "3 ) ) ‘ "
. R N N ~

. ‘ In choosing the actuaﬁ site for your sewingjgervice, there is one

thing you will have to do Wirst. Find out if the customers will be ablé

to get to yod. Before you de01de on the location, "clock the traffic."
/ ., Count “the” number of peopIe and cars that pass the spot. Be sure to cover-

‘ .the hours planned for your business. :

In making your ‘decision it is also necessary to decide on ;;2 size of
the business you will run and the rent you will pay. The rent should be.
based ont the.amount of business (money) you expect to bring in. Your

rent should avérage about five pePsent of this amount.

J . .

IS . ‘ -
p Before making a final decision on your locatiop, draw a map of the o
; area by following the steps below. ) ‘ ’ :
4 . . '
’ e Draw a line around the location to include a11 otheb businesses.
° Spot key businesses in the area. . .
° Make a spec1a1‘mark around other 81m11ar buginesses so you can
tell the size, type, location, and competition.
5 - )
2 .'. . . . — 3
Picking a location may be one of the most important decisions you :
: will make in-owning your own business. So plan to put a lot of time into -
'Q(‘ £ ] M . s - . .
o Sl the choice that you iake. 77
3 . ‘\:' ; ® ~ .. ) R '&
| .. ! B - 7 | -\M 0 - -t
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Once ydu have decided to open your own sewing sergjeé, you must

” s
"check out" the competition, pos31b1e income, and tran%J?rtat1on for the
area in whic¢h you plan to set up your bu31ness. You will also need to
decide on the size of your bus1ness and the rent you should pay. Your
A time and planning will determine the.success of your business.
/ . *
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Individual Activities

1. Name the three things you should ‘think a&)out before ‘ou‘

locatlon. . L - -

. ]

v’

. °

[ AN
Make a 1ist of the sewing serv1ces -in your area and list their

\.»v—‘"

special services. Use-the Yellow Pages..~ ~ .
‘
‘ o . . ?

3. A community pays an average of $300 a m%nth for rent and home\costs.

¢

-

Ifj;hese costs are 20% of a family's 1ncome how much 1s each family
naking a year? Lo . .
. ‘f ¢

. -
- . .

4.7 Call the Chamber of Commerce or a rea1»estate offlce in the area

‘where you live. Find- ?ut the number of people in- the community and

their average income. Report your f1nd1ngs ta.the class.

5.. Lrsl at least three things you should find butoabbut a location to

v b

determine if’it is easy to get to.

)

Discussién Questions' : . o
. - . -
‘¢ ‘e - .
{

1. FrOm what you have 1earned in the 1nd1v1dual act1v1t1es, do you thlnk"

o
it would be wise to open a sewing service in ypur area? Why? What

kind of business would you open? th?

- -
b s »
- Y N
.
o

Think of all rhetsuccessful sewing services (dresémaker and tailors)

in your community. Discuss how their location affécts their Succegs.r
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v

a designer éewing service in town. There are three

N

3. You plan to open

buildings where you can open your service. ’ ’
, ™

Site 1: In a central }hopping distritt. There already is a dress--

. maker: and a tailor shop within a block. Rent would be: high.

’
-Site 2: On the fringes of a central shopping district. Rent is low.
The building is two city blocks away from t¥ central shop-
* ping district.
Site 3: ‘In an older shopping center. Some of the old businesses in
Ve . this center are moving out. Rent is highest here.
. Selgct one of these sites to open your business and give your

reasoning. .

Group Activity

—
4 ’ *
. Each student should Pick a site for a sewing service in his or her
community and find out the following information;
e number of other similar businesses in the area; . ' «
o types of business nearby;
. ” -
o income of community; . ) .
. e . traffic patterns; and ' L : ‘
® availability of public transportation and parking space.
. . oo, . . . - - .
Discuss each site. Decide if the location would be a good or poor choice
' for a successful sewing service.
). - 7
1]
- L]
' ’
¥ - . B
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"UNIT 3 .
Getting Money to Start R
\
,Goal: To help you plan how to get money to start your ° -
sewing service. « . LA ) : .
~N <o
Objective 1: Write a-business description for your .
sewing. service. '
Y
Objective 2: Fill out a form showing how much money
you need to borrow to start your sewing service,
.- v '
\ -
L}
v
- : \/
A e e
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»
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TALLY GETS MONEY ‘TO OPEN HER SEWING SERVIGE

3

e . LY
’
-

+ The next step for Tally was to figure out how-much'
money she would need to start her sewing serv1ce. Then she
would need to find out where she could get the” mOney..

Tally made a list of her expenses. The total came to
about $5,000. But this did not include any employees'
salaries. Tally figured that ghe would only need one full-
time sewing operator at first. She would wait to sée how
her business grew before*hiring additional staff. The
salary for this employee would amount to about - $2,700 fox
the first three months. Tally decided- that she would not
take a salary until her bu51ness got going.

I
'~

Tally would alsa need an extra $5, 000 for any problems
that might come up within the first six months of her busi-

" ness. She had ‘sayed $3,000 to .invest in her own blsiness.

She needed a total of about $12,700 to open her sewing
service. With the, $3 ,000 she had Saved, she would need e?
addltlonal $9,700. S Lt

-, .
’

Tally decided to apply for a business loan from the
local bank. She had heard from other 'female business owners
about a spec1a1 asgistance program avallable to minority
business owners through thg Small Bus1ness Administration
(SBA). This is a federal agency.tHat makes loans through,
commercial banks/' Tally decided to ask about this program
when she applied{for her loan.

a
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< ’ T(iet:t:ing Money to Start N e r/\\
- . . ' ) y )' PS
L , W ) r .. B ’ AN

. ‘ No’w' that you have located a place for your sewing service, you will ) ,_:'“ﬁ
‘ need some mc;ney to start it. This is not -true if you are very wealthy o
Lot “and don t need to borrow money from anyone. For those of yw who fit -
this case, you .may sk1p this section. But for the "strugghng up.'and

T . coming dressmakers or tailors of tomorrow" read on.

P ~ ~ . , -1
Al S, ” N fe) »
. . . r'd M \ - ‘d’
, Lé“l:as say you have tried to borrow from fr1ends and _relatives but

o . they Jus are not able to help right now. To get the money to start’ your -

busmess, you will need to go to a 1ender-—a bank or government:al agency.

- ?"v..

You will need to prov1de a lot of information to prove that you are a .
good business risk. Lenders will want: "'-,,f‘

o ® personal background 1nformat1@ (awrésumé),

. .. e a statement of financial need. b

- 7 (
s o "

B ¢ \) ”
- b N

-
- » e o

| W

4; Personal Background inforrmat,ion (a Résumé)

.
. . ° ~ > -

' - - - “ -

T, A résumé is the flrst thlng you should prepare when requésting a loan. !
The résumé tells the lender who you re, what\yOu are d01ng now, and wh'at iy M
< . yé‘ have done in the past. The lender needs to know about you to get a, .

better idea of your posslbte bus;.nes& success, Refer to Module 1 for a

v

sarmple Jf how to prepare your, résumé

A - M . - :..\L\‘;;\

. . - Business Description ./ . z ) . ,

- ' Q £ - ) ~ .
.- «~ Every new business begins with an idea. ‘ Your mext step in getting

your loan is to putyour idea into writing by preparing a written

o e a description of your business; and , ’ C. :". 1
: : ’

- .

. description of your business. Your business dTescription should include ° - .

-

¢ . N

. the following:. . RN . ‘ .

! “o, . 26 . .
o . " . . .

" B . v ‘ - — -
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e kind of businesg’and its name;

“. e services you will provide;

7

e locafion of business; - .

Al

. ® your competitors ¢other similar*businesses in the area);

e who your customers will be; .

.

*number .of employees you will need to hire; and »
e your strategy for success.

-

Tally completed the following bu31ness description for the $9 700

cred1t to start her bu31ne s:

"I plan t en a sewingAservice._ Its name ‘will be : '
age. I will specialife in custom-made clothing.

I plan to locate the sewing service at 4589 SantaiRosalia

. Boulevard. At this address there is a building that I will )

* use as my shop< My rent will be $300 a month.

b

. . "There are no other sewing services in the area that

‘ R might be competitien. In talking with people and business
owners in the area, I have found a real need for a special-
ized, custom clothing sew1ng service.

- ~ o

.

"I will have one fu11 ~time sewrng operatdr working with

R me. I plan to handle all the de81gnrng and Jfitting. I

. plan to openjizf dewing service Sepgember 30, if I can get .
g this loan from the bank."
. " - L

- 2,
.

*  Statement of Finehcial Need

- » . A
oy - o - . a
. e .

Detailed information about starting expenses and the amount of money

v ' you <have on hand must also be given to the lender.

. .
t - . e
-
-
r ¢

. Starting expenses.' The starting expenses will tell the lender the

_exact amount of money you will need to open your sewing service,

* 0
P <y -
A -'_" - ' . 7 . 4
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AL e ! - N
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“
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. Let's look at what Tally's starting eXpenses list looked like:

. ‘e Rent (first 3 months) $ 900

— Utilities and phdne deposit -~ . 250
o  Business licenses, iqsurance ) °
. and accounting advice o 300
‘e Repairs . 1,000
. o Furniture \ 1,000 -
‘ ' Adveétising . 550 - ~
. . ' Sdpplies : , ' 1,000 -

' TOTAL  ,$5,000 . '

. L4
. - , » > ° * 4

3

The largest expenses Taliy will have will be for repairs, furniture,
and supplies. She will not need to remodel her storé. But she does plan v
to paint and to get some furniture. ' Q
Tally planned for quite a while to- go into her own business. vhhile
she was workid@ in the garment industry she segan buying the equipment
she would need to operate her busiqess. She bought the following types
of power sewing machines and equipment as they Pécage avaftable: '
e button hole machine; , /

e hemming machine; .

. ovsz}ock machine; i .
Ca o single.needle machine; - - ) o7
e cutting table; and ) il
v heavy duty steam iron.
» v . .
’ . You might not be.as fortuna;e as Tally in getting your equipment so ]

easily. You may need to rent or buy your equipment or furniture. Rentiné§
equipment may help keep your starting cost low. But rentiné may be more
expensive in the long run. Don't rent or buy your equipment too‘soonzﬂ
Firét Took up "industrial mach ines" iﬁ‘the Yellow Pages of your phone «
. booﬁ& See what Rind of deal they can offer on new or used equipment,
\
Since Tally had already bought her équipment, her starting expenses

are pretty low. You will probably need to do more planming when you .,
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start to figure out how much you will need to open your sewing service.

Here is-an example of a statement of financial need form.
' !

4

B2

°

. Starting Expenses

.‘Saléries _
Building and Property’
Repairs and Renovations
Equipment aﬁd Furniture
Inventory or Supplies

Adven&islng . o,
Other (busidess licenses,

STATEMENT -OF FINANCIAL NEED

(3

Money on Hand

Cash on Hand.
Gifts or Personal Loans ' .

Investment by Others

TOTAL®

(‘. )
¢

insurance, accounting, utilities

aqa phone deposit). . .
Yt TOTAL A . ) : NS
o : : ' TOTAL STARTING EXPENSES _ °
‘ _ o 9 "¢ ., _ TOTAL MONEY ON HAND .

. TOTAL LOAN MONEY NEEDED

— L4
e .

The statement you will use may be different and the dtems listed may
‘ not 1ncLﬁde all of the things you will need in your bu31ness. For
\ * *
, ex&mple, Tally has planned for. insurance expenses, a businessslicense,

and money she will need for a.phone and utility deposit. Tally will list

these costs separately on her statement of financial need under Other.

.. PN - «

Summary s , -
’ ) L

- When applying for g loan, you will need to provide a description of
your personal background (résumé) and a business statement of financial

need. Your careful planning.will be the key to the outcome of your loan

- ¢

.request. 7 -
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Learning Activities '

-

—

Individual Activities .

1. List at least five thihgs a buginess description should tell a lender.

R

x*

N Y - .
v .

‘e “

How much did Tally need to start her business? Don't include the
salaries or cash needed to carry her through the first six months of

her business. -

'S ’

o0

What were Tally's total starting expenses?

. 2

How much money did Tally have to start her sewing service?

3
>

)

How much did she need to borrgw?

.

Which of Tally's starting expenses would need to be listed under

"other" ) .
% s #

o™
- - -

Fill out for Tally the statement of financial need form'shown on the
A kb

next page.

28 - . o

"
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. STATEMENT OF FINANCIAL NEED

Starting Expenses Money on' Hand

- Salaries ) . - Cash on Hand
Building and Property ) Gifts or Personal Loans ’ ,
Repairs and Renovations S Iﬂvestment_banthers
‘. Equipment and Furniture .
.'; Inventory orASppplies ’ iOTAL
' .. v| Advertising .
- - ", +| oOther (business licenses, ‘ { o
S insurance, accounting, utilities '
¢ and. phone deposit) . 8 .
. TOTAL

TOTAL STARTING EXPENSES
' TOTAL MONEY ON HAND
TOTAL LOAN MONEY NEEDED

.

. Discussion Questions

‘
v

1. How‘do you think a lender, bank, or governmental agency would react

to Tally's business description? . ,

- >

. - * . .
2. What other information other ‘than a business description and a

~ N B . P . . L.
L statement of financial need would a lender want to know before giving
.Tally a loan? v
e B i ’
’ » . _—
1 4
. N t ?
. - : :
®
iy 8
o ‘
S 29
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Group Activay ~ . - : .

=

William Debson has worked in the garment industry de®4gn-
ing women's fashions for three years. He always receives

compliments about his creative designs. William has found a

lovely little shop which he can get immediately. He wdu1¢ .

‘like to open his own sewing service but he has no money. .
: %

-

. _As a group, discuss the following.
P S 1

[

1. What would William's starting expenses probably include{ How ,

would his cost compare to Tally's?

1

-

2. Would he have to apply for a loan? 1If ;5, how would he do this?
. 4 :

3. Do you think William should go into business before saving 'some

\ »,

money? Explain your feelings.

R Y

. 4 L
¥ -
L
.
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Goal: To help you select and manage the .people with whom
you work. ) ‘

. ,

Objective 1: Given the general tasks of a sewing’
service owner and an employee, decide how to
divide the work.

Objective 2: Select from a list of appliqﬁnss those
acceptable for your business.’

Objective 3: List three ways to keep employees
happy. .

[




b )
TALLY TAKES CHARGE

Tally knew ‘from her experience in working in the gar-
ment industry and sewing in her garage at home that she

-would need help in running her business. She might have

several garments to_design within a week's time. Then she
would need'help in getting them completed. Her next step

was to hire 3 sewing operator who could work with her in
the business.

%
,
2 .

Tally maJE up a job description and a list of interview
questions. She knew the qualities of a good sewing oper-
ator. = The persdn would have to have factory experience.
Tally called an employment agency. She also ran an ad in -

-the local newspaper.

\

In one week, Tally had intgrviewed several applicants.
But pone of them were skilled enough to handle the job.

Tally decided to call a few friends for possible refer-
rals., She learned that Jean, a sample maker and sewing
operator who had worked for Tally in the garment industry,
was available and looking for work. Tally called Jean and
hired her immediately.

°

J

J— . . . ' -y

FY
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Befng in Charge '

s .

4 4

—~

" Owning and operating a sewing service involves many different tasks.

The most important is hiring and being in charge of your staff.

In'fpis

unit you will learn about:

v

f

z

e the general tasks involved éndvthe staff needed to run a-.small
sewing‘serviée; ' > o
e selecting’staff; and.’ - 4
° Reeping people happy. o . L
r o

Y ——

be dealing with the fol-

Pl . . :
s the owner of a sewing service you will

"lowing tasks:

3

¥

3

discussing the design and material with ‘customers;

meaSur1ng them for size;-

K

drawing patterns or alterlng a sffandard patxern to fit the- cus-

tomers'®

measurements; -

'S

Will you be able to handle all these tasks on_your own?

sewing, fitting, finishing, .and pressing a &a;ment; and

managing and supervising your staff.
: =

L3 L. N — g

Being an

ownex~<of a sewing service requ1res constant supervision of the business.

Like Tally, you may need to hire someone to help in handling some of

these tasks.

3 ; ' -
The number of staff you will need will depend on the size of your

\) . .
business afid the number of customers you will want to serve.

» »
"t

]

14

How will

N

you seleét these'people? You need to know what t&pe of employee you are

looking for, gag also need to know where to look fogﬁthgh.

-

t

<

‘o
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%electing Job Applicants o, 2

. public and private.

¢
+$

The 3uccesskof your business depends on the\Skiils? cooperation, and
loyalty of its employees. .It widl be important for you to select job

applicants carefully, The success and reputation of your business will ., '
depend on how well you make these selections. ) '(

¢ . v 3

Sources of employees

"There are several ways ;o find an employee°

. ® frlends and acquaintances; .
. employment agencies; . - .
® newspaper advértisefments; apd

e personal applications. ' S '

° ;
Friends and acquaintédnces are-sometimes able to recommend possible

applicants. These references are usually the best begause they know your

business needs. They also know?what type of person you-have-in m1nd
b Y .. .

- .

Employment agencies are also a good.source. There are two’ types—-—

The U.S.~Employment Service has ‘public empleyment

offices in each state. It is set up for the benefit of both;employer and

worker. Private agengies usually charge a fee but some speéiaiize in

certain kinds of employment. They might be a goodlsource for getting
. . . .

.
°

skilled"employees." . o .

| . ¢ -

The newspaper advertisement is tbe most widely used way‘ofulookidg
) ~ C . . . % .
for employees. But another good source.would be vocational counselors in

r -
schools and vocational programs like home economics, .

~ . (Y
P <
as

- After you have found some potential employees you will have to learn

LY

certain things about them. You can get-this informatien from a detailed

application. The applicant should: . ' .
o, fill out a deta11ed app11cat10ﬂﬁ v <07 ’ L.
° provide personel refe47nces; and ' ' . -
e have a persone} inter4iew. ; ' [

The amount of detait”in the app11cat10n'w111 depend on the type of Job

2
you want to fill -

(X4
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Personal Interview

, « ) . . "I'
The personal ‘“interview is especially important. It can tell yeu L

about the personal qualities that don't show up in the application. In

you;-r;terv1ew you should dlscusg(:arefully the job qualificatiqns with

the applicant. Through a friendly conversation you can find out how the

person meets your standards.

?

.
-

Personal Réferences - . ‘ 4

Before hiring.the person, check hiis or her references. éRemember that .
‘R
hiring a person represents a large investment. An appllcatlon and inter-
¢ .
view may show that a person is qualified to do the job., But after check-
ing references, you may find this is Epe wrong person for the jobf/A
The best type of reference check is persbn-to-person. Call the

#Sference and discuss the applicant. Prepare a list of questions tosask. —

.T'hes._e might inc luieﬂemployment record, .what kind of employee the person .

was, and how well she or he got alShg\with others. It takes a lot of -

time, patience, and skill to check references. But they are the best, ~

" . ) . - ° () L]
most reliable source of.information about the applicant.

. - oo

keeping People Happy

o
- N
L 4

~

A sewing serv%pe, like any'qther business, must keep its people happy

to stay in business. The owner can can do this bi maintaining good per-

sonal relations with staff, offering special benefits, "and providing clearly

P

- -

stated policies, ‘ . ?

Good personal relationg. People who work in a creative area want
- =

recognition for their effor::> You mugt place your:staff on jobs that .
they enjoy doing. You sPouwid# never overwork them or encourage them to do

something they dislike. It will show in their work or your finished

_product. Listen to their complaints a;xd problems and help them work «‘

- ~

. :27!. 1

. 3% . S

. . ~
. , .
- .
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. M ‘e

toward a positive solution. Give them advance notice of the amount of
p

work you expect them to do. Also tell them about the problems they may,

have in completing the work. r’ . ™ e

A .
Special benefits agd services. To attract and keep your staff, you

will need to offer something extra. You might offer better pay and fringe~ .

benefits as compared to what is offered in other similar businesses. : ¢
4 ' ‘ '
L2

.
. &

Clearly stated policies. Provide enough training and instruction to .
. -' o .
allow your staff to carry out their tasks. Provide written infermation

on &our,policies to all of your staff. Then they will know just how you -

operate. Include such things as employment requirements (health, insur-

ance) » work assignments and how they are made, dress code, fringe béne-

. . . &
fits, working hours, and overtime payment. Then, when everyone knows the

"rules and regulations," follow them in a'business-likg way.

.

Summarx

\
2 -

. -

In running a sewing service,”there are several tasks to consider when
hiping new employees., Selectiné employees will involve finding them,
reviewing thgir applications, interviewing them, and checking their per-

sonal references. Keeping the people you hire happy involves establish- ',

ing good personal relétionst offering special benefits and services, and

stating your operating policies clearly.
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Learning AEEivitieg
p :

. -

Individual Activities

1% What are some of the tasks a sewing service owner might do?

k4

2. Name at least three ways to find employees. e

Y
* * .
3

3. List the things an applicant must d%'when applying for a job.

v
", - ~

4., Why is the pérsonal interview especially important?

v -

?. What is the best type of personal reference check? Why?

A} b

6. List at least three 'extras" a sewing service might offer its staff

~

to keep them happy. . ) -

. .
. . Y

Discussion Questions T .

— . .
l. You are a<tai1qr or dressmaker of a sewing seryice. You have just
. interv%gwed a_job appficant. You feel that the-applicant is very
qualified for the job. But in checkiﬂé.the referenceé you are #old
that the person is not §ery reliable. He or she-.aften comes in late
* -

arid frequéptly calls in sick. What should you do?

~

2. Assumg\ at Tally's business got to a fast start, She soon had.

more éustomers: thar she could hanfle. Wha ight’ Tally do to improve
" the situation? .o . "
' ’ 2 . . ! v
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- Group Activity

What problems might a sewing service owner have

inexperienced sewing operator?

r

/

%

e

*

/ S

.

1 -

. .
if he.or she hired an

@

Henry. Je fferson has applied for a tailor's positioh in Tally's ehop.

His appllcat1on shows that he has had several years of experlénce working

in the garment 1ndhstry.

to visual prgbleuw:

However, he has recently become unemployed due

Role play Tally interviewing Henry,

\
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Organizing the Work
Vs . - N > N .
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\ o L
' Goal: To help you organize the work of your sewin/gx service.
N , ' o} 3 - 7
' Objective 1: Fill out forms showing work orders. - ‘
' ~ ‘e %
I3 . ~ . . Y
- Objective 2: Write a work schedulé for yourself “ -
. - »~', or an employee. s ¥
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TALLY OKGANIZES THE WORK

Tally was pleased with the progress of her business.
She was kept busy discussing fabrics and designs with'cus—
tomers, designing, pattern making, cutting and fittings.

She hardly had tlme for customer phone calls’ or personal
business. - . ‘

Tally began to receiye several customer requests for
garments within the same week. Many of these customers
wanted their garments completed on the same dates. To
complete these requests on tlmet/ggllz\sssdcd‘to set up a
schedule, 7 -

Tally decided to handle all of the designing, cutting,
and fittings herself. She would give each garment to Jean,
the sewing operator, for stitching as needed. Tally would
check each garment as it was completed. She said, "I want
to do the finishing téuches on each garment to make sure
that each one is perfect.. My customers want things fast
and perfect." C <

When Tally needed to visit customers for fittings, she
would orgahize her work so that Jean could handle thlngs
while she was away.

v
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Organizing the Work

Doing the work of any business, large or small, involves three steps:
» o organizing the work;
e doing the work; and

e checking the work.

To do these steps as a sewing service owner, you will need to keep
track of the garments (jobs) that customers request. An easy way to do

By looking at ‘the work order, you

L 4

this is to £ill out a work order form.
can plan a work schedule to complete each garment .

N Organizing the Work

Tally used the form shown on the next page to fill her customer orders

and to keep ‘track of jobs completed on each garment., This way, she could

tell just how close she was to completiﬂg each garment.

. .

»

When customers request an order, Tally writes down their name,

. address, date, due date, and phone number on the form.' Then she wr1tes

what type'of garment ‘they want-~two-piece dreSs, one-plece dress, three-

piece suit, etc. Tally takes the customer's measurements and then figures.

out what tasks and supplles are needed to ¢omp1ete the garment. She also

. notes how long each task should take. -
’ ‘ . R i

% . . 4 3 . . ‘ -

A7




" WORK ORDER

Name and address ' ) e \
_ Date
Due Date

Phone Number

" Type of Garment

1)
1

Measurements

size b hips " neck to waist
bust/chest arm length

waist . leg length

“

B

“Person ° - - ' Time
Doing Work Description of Work Started | Completed

\

.
. ’ -

Supplies. Tally buys her fabrics and accessories as she receives.a

custometr order. She.buys only enough to coﬁplete each gafment. Tally

. / - < .
usually buys from the "yardage houses" in the garment districts where she
receives a discount on her purchases. She usually gets from $.50 to $2 -
off the retail prices for each yard of fabric she buys. Tally says, "The

difference in price often depends on the salesperson."

L4

f

"

, a v
Tally checks the work.order forms each day to see if she is on

schedule,




Doing the Work

Y . \
ks .
& . .

.

Tally uses the bottom portion of her work order form to schedule her ‘

work. If a garment needs stitch{ng, button holes, or a zipper put in,

Jean checks the order and handles these tasks. Jean writes the date, the .
time she starts her task, and the time it is completed. Tally also checks -

off tasks that she has completed on'each garment.

.
-

-: *- Work orders can save y&u a lot of time. They help to keep track of ’ ’
. the. jobs that need to be done. They help plan a work schedule. They also

help to keep you up-to-date on what you have done and what, you need to do. ‘

- -

Citgcking the Work -

., Tally knows that it is very important to have quality work. She wants -
her customers to be satisfied with their garments. If customers don't
think the job is well done, the& will Abt come back. They may even tell
others not to use your services. . . -
: >
. So, Tally checks\\very garment after it has been completed. ‘Iflthere

‘

are any probIéms, she caQ\correct them immediately. When customers are 0

paying for a creation, the; want perfection. Remember'to check every séang,

a . J .
and don't,forget those loose or hanging threads, *
° Summary . . .
Y .
. .. . . N . ] ! . . * .
e . A sewing service owner must get jobs done properly and 6n time. Using
_we ~ work orders céreﬁuliy can be a big help. Planning a work schedule for‘each
0 . worker helps to get the work done on time. The three things to think about
| in runping-your business are: organizing the work; doing'the work; apd
e ' ¢hecking to make sure it is of the highest quality. Remember, perfection
is your business. . ’ A
- /' - -
. § N
5 .
# ' 45 ‘
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Learning Activities

s - 2
2 f *"1

Ind1v1dua1 Activities

e

1. On December 13, Kim Wilkins of §372 Victoria Road in Los Angeles;
visited Tally to discuss an evening dfess she wﬁhted on Decepbér*18.ﬂa

Kim's phone number was 293-8621 and her mea;urements were as follows:
Size _10 _ Hlps 34" Neck to Waist _17"
Bust/Chest 34" Arm Length 18" ' B

Waist 24" . Leg Length 35"

Fill out the top and middle parts5of the work. order form on the 'next

A

page. . ‘ .

Tally scheduled her work on Kim's dress as follows:
’ * ‘ * Saa
C i o S :
12/15 Cuttihg dress ©8100-9:00 - Tally

12/15 . Stitching 9.:30-10:30 J;an
12/16 Stitching dress and -

. making 24 buttonholes . 9: 30 -12:00 Jéan
12/}6 Fitting - ) 1.90—2.00 Fally

)

12/17 " | “Finish 10:00-12:00 Tally

)

[N

Fill out the bottom part of the work order form on the next .page.

t
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AR WORK ORDER
: P Name and ‘address / . .
‘ ) . Date
’ v » Due Date
Phone Number ,
-
, Type of Garment
L3 ’
(4
i Measurements,
‘;A ‘ size hips neck to waist
) Pust/chest <\ , arm length
° waist leg length
’ . K\ ‘ Person 4 - Time
Date -Poing Work Description of Work Started Completed
’ I3 » . R
T v
. . \

3. List the three reasons that a work order ‘is helpful to a businessfo

< R .

[N

Discussion Questions

after it has been completed?.
§ ¥ s )

N

T

you think Reggie's buginess failed?

e

48

N N

-
’

1. Why do you think it is important for Tally to check each garment

L

Reggie Smith opened a small sewing service. When customers came in
to have a garment made, Reggie would write their measurements on a

piece of paper. But she would forget to write their names. Why do

b d

,J]“
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3. Do you think it is always easy for Tally to make up a schedule?

: 5 .
Why? Why not? ) . T
& s &
Group-Activity Y *
o ) ’ ' - -
Collect work orders and worR schedules from sewing services SdreséL '
makers-and tailors) in your commtinity. Also ask for any other types of
forms the business\qay-use: As a class, talk about how these for¥ms would
.be used.. Decide if each one would be used before or after a work sched-
'ule was completed. Make a list of the order of use of these forms.
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To help you decide how to set prices for your ewing
service. :

" -

Objective 1: Set an appr priafg—bricg for a garment.._




- as-rent, salaries, taxes, insurance, and advertising.

-

R
TALLY SETS PRICES

-

12

Tally had to decide on tHe prices she would chaxge, for
her garments. She 'visited various department stores to see
what théy charged for their clothing. Tally found theil
costs quite expensive. Many things looked alike and were
poorly made. She knew that she could qﬂke the same garment
better and for less money.

“Fally had had experience in the garment, industry. . She
had sewed f@r friends and neighbors_in her garage. She -

. s .
knew that the markup for custom-made garments averaged
about twice the cost for supplies=-materials, thread, and
other accessories. '

~

;} a dress cost $30 to make, sewing services usually
charged the customer‘$60, Tally would use this average to

Al
¢

set her prices. This would cover operating -expenses sucH\\ /

"Al though mjlpré§es seem, high," shid Tally, "I have found
that people don't mind paying for'something they really
want,'" - ©

<
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Setting Prices !

v

In settin; the prices of the custom clothing in you; sewing service,
there .are four main thlngs to consider: ® ‘
s - e the wholesale cost of your cloth and other sew1ng supplies;
e your operatlng expenses;
e the amount of profit you want to make on your garments; and
e your competition.

3 Y e

In this unit you will learn about pr1c1ng considerations and the way

you go about d01ng it. o —_ s

Costs, Expenses, and\Profft . - .
) ‘ :

To make a profit in your seWwing service, you must sell clothes for

) ~
g

more than it costs you to make them. The difference between the whole-

sale cost'of your supplies (cost of goods sold) and‘thelretail price is
called fmarkup or gross grofit.' For example, if materials to make a gar-
ment qost you $30 and you mark up the prlce to twice that amount ($60),

-
~o .

your gross profit is $30, or 50% of the total price.
. T

- . . o,

5 - [
Part of your gross profit shouldgincludé'money~to cover your operating
. expenses. These expenses should include: ) . )
e rent payment:.; ‘ ] . . .
e salaries of employees;, ) ".
i o advégtising and prpﬁotion costs; and . '
°

utilities,. insurance fees; éﬁd:taxgs._
You will also need to make a net profit on every garment. If your

markup on a dress is $30 and you need'$20 of this for operating expenses,

¢ ¢ ‘your net profit will be $10. This doa# not sound like much, but ;q,your

s .ol '

(S
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-

number of sewing jobs increases, so\giil your net profit. The key to a<
' healthy, business is‘to Keep your operatling.expenses down and your profits
. higlf. ’
“ > . r

Supply and’ Demand

. >

Customers are willing tb'pax more for services that they really want

and éhat.are hard 'to get. For example, there are plenty of boutiques and
department stores;with ready-to-wear clothing. But-a service that offers
garments made to fit the person are not easy to find. Or-°if people buy
oan expensive.outfit from a store and need to have it- altered, these ser-
.vices may'be fairly scarce. Depending on the;income of your customers
and the number of dressmakers and tailors in your area, you may be able
to charge #pirly good prices for your services.

t

However, your customprs will not pay higher prices than your competi-
. tion charges. -Keep in mind whaf‘similgr bﬁsingsses are askipg‘when you
‘ set y[our prices. Of course, if you offer somei:hing special you can charge\
more. For example, if you give your customers the best fit in the area

: -
and finigh your work faster than others, you>could probably charge a

slightly higher price. " .
. ‘ ‘ o .
. ‘ . ‘ . . o
Summary’ ~ . \
, < .

R There are four main things to consider when setting a price for your

r

service: the cost of your supplies, operating expenses,‘profig, agu

c supply.and demand.

L1
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Individual Activities

e

-

LedThing Activities

1.

Figure out the pricing problems,belod.

e e——

0
1

Cost of goods sold $25; ﬁggkup $30. Find tﬁé.gptail price.
b. Retail $50; markup $25. .Find-the cost of the cloth used and sewing .
supplies (cost of goods?sold).- - )

. c. Cost $60; retail $129. Find the gross profit in terms of dollars
* l -
and percentage of the total price.

» 4
. >
2. ‘Explain the'term gross profit. Give an example. >
3. Assume you have designec} a g'armént. * Your cost of good'old is $30. -
Your markup is $3Q. The cost for ruﬁning your busines8 o make this

garment is $20. You madé $10 for yourself on this garment.
4. What is your total price of the garment?

b.” What portiph of your total prige is each of the following? -

Net profit . e ~N,
Gross profit . - '
E
Operating expenses : — .
5 . . N
. i -

Discussion Questions . a .
. . 9
. ) . I}

1. List and discuss the expenses a store owner might have that would

reéduce his o} her profits.. S 5 n

1

2. 1Is it a good idea for new businesses to charge less than theit

~

competitors?

9

Group Activity . :

>

-, . [}

L
S .
.

‘ By phone,. interview local dressmakers or tailors, Ask them about .their,
Rricigg policies and markups. Present the finding8 of the interviews to
the class and compare notes.. ~ ‘ ' T

1 3

« . . ‘ K 3 . ' .
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) Goal: To help you sell”and advertise your sewing service. ’
Objective 1l: Choose the best way to advertise your ,
' sewing service for .a specific purpose.
< . . - = B
n’ - -
Objective 2: Develop & Printed ad for your sewing. ° ,
service for the Yellow Rages or a newspaper. . )
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TALLY ADVERTISES

4 .

Tally was able to _get her bu81ness organlzed and” opened
on time. She declded to give an open house for the grand
opening. ~ She hahdwrote announcements to give a "perSon;}
touch.”" These were sent to. friends and potential customers

~— M

Tally was .not going to sell ready-to-wear clotﬁing So
she made up several original garments to place in her store
for her opening. She wanted people to see what type of
work she could do. *

. ey

.

'Th&'opening was a success. She ;mmedlately recéived
~orders: How did she manage such instant success? About
three months before her openlng, Tally placed this ad in-
the Yellow Pages.

-

N TALLY'S GARAGE ~
Garments custom-made to fit your figure.
) We specialize in: <
Dressmaking
- Design -
Special patterns
Perfect fittings
Fine alterations
Open 9 a.m. = 6 p.m.
4589 Santa Rosalia N
299-5849 .

Tally‘also placed an ad in the local newspapers announ01ng
“the Grand Openlng of “Ta11y s-.Garage." - . -




-

P ~ - >
- .

Advertising your sewing. service is very important to the success of
your business.f It is a quick and effective way 'of télling people about
your services.

you have a special service like Tally"s, you will want to tell customers

- [

service owner you will need to do two things when adver-
’ L]

| -
- - N
.

, -

choose the best media to get your message-across to your cus-
tomers; and

»

e learn about the qualities ,df good advertising

Choosing Advgrtising Media < .
. LG

. 5
" r -
N

< LA
There are severa} good ways that you can use to attract customers to

»

‘

your business.

'

at

v .
. " hd
X B

Yellow Pages. Advertising in the Yellow Pages is a must. 'Youf ad

will reach the entire community or area of iInterest.

~

It will last a long

time, too. It _should be de31gned to appeal to the customers you want to-

reach. , . ‘
PR . e ’ »‘
.An ideal ad shéuld be: e . N
v . N - . 3 .
e - simple; ‘ .
' . * . “ ¢
. o informative; , - * R
e truthful; ’ : - R
‘ 2 e o

clear about important or special servaces,'and
3

° ,,unagmat:.ve and%ttract:.ve. Y. -

°

The purpose of ,advertising is to attract customers. When*

-
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N .. 't

These ads can get you a lot of response. So make sure they are
‘ geared to the customer you want to serve. The cost-of these ads is
usually. based on page splce. . : 2
. ’ ’
jf ‘ ' Lhoﬁ at your competitors' ads.. Try to get an ad that will include a
. headline, informat{on about the sewing service, your name, address, and

phone number. Place.your ad far enough 1n advance to appear by, tHe time

) -

you open for bu51ness.
* -
e -t R

. .- ,» Newspaper ads. Advertising in the newspaper is a good way of

attracting‘customers. Newspaper ads*have several advantages:

- . -

- e They redach a large number of people, *

-

G e They are oretty cheap for the number of people tifey reach,
- e . They can reach all types of people. P

o . R

’
f

. . The cost of the ads are usually based on column inches, with the

highest for ?etropolitan dailies and lowest for weeklies. Contact the ‘ Coe

-

;- might needa 9 ., .
~ . ~ » 3 .

. ‘ newspaper display- a-dvert:.s:.ng department for detailed information you

¢ Direct mail. Thls type of advertlslng is sent right to the customer. -
. Fliers apd, 1etters are uséd in this type of advertlslng Direct mail o
‘.advertrsrngkcan be sent to a special group of people who*nould likeiy be ' -
. infldenced by it. It is the most personal of alt advertisfng bécause it 2 '

is directed to an individual by name.

¢ N 4 M ) .
B

~ s
v )
¢ -

N Tﬁe advantage)of Ehis type of advertising is that the message is
S " addressed and de11vered only to peoplefyou want to reach and at 'the t1me e

. o you want them to receive it. ) .

Referfals. Word of mouth is the best means of‘adbertising for the

N . - . - Ed
~ ' sew1ng serwlce buslness. As your reputatlon grows a% a re11abLe, qua11—

. f1ed sewing service owner,,ybur business will grow. Your customers will
want to use your services and will refer other customers to you, °

«
Y .
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Qualities of a Good Ao , .

‘ <

Here are a few tips you can use when you start to develop your choice
of advertisement. Your ads shduld: Ba .

e be simple, informative, and truthful as well as attractive and

-
.

imaginative; )
e be easy to recognize-~give your ad some f1a1r* . )

R how the creative talent of your bu31ness, and
‘e use wordlog,that your customers w111.understand.

-

-In a newspaper orhdirebt mail ad you may want to include a discount
coupon or announce a limited tﬁne‘oeriod for a sp;cial servitey This will
encourage customers to reopond quickly. You may élso want tojaevelop a
spe01a1 31gJ'(logo) that people will be able to 1dent1fy with your
bu51oess at a single glance. Remember, the purpose of advertising is to
get custbmeré to your business. Advertising will help bring them in.

Try it and see. .

"~

Summary

hY . 3 -

P aald
e - P

There are many ways to gell and advertise your business including

Yellow Pages, newspaper ads, and d1rect mailings. . Of course, word of

_mouth is always the best. 1In plénning'your Advertising, remember to
Y

create a good business image as well as to stimulate your sales.

,

-
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Individual Activities
l. What are the two things you will need to do as a sewing service owner . .

- ¢ ~

when advertising? "

» -
. g
. O

2. Name three ways to attract customers to your sewing service.- ' .

-
a [YEYN '
. .

3. You may want to reach a special grohp of people. Which of the fol-
lowing types of advertising media would you chooge? )

<

Yellow Pages

Neﬁspaper Ads . ‘ ; .

_ Direct Mail - g .

1at is the best means of advertising for a sewing service business?

5. Tally wants to-change her adﬁin-théaiéllow_;;ges; " She ?ouwaI{ke to

\ . add that she will be open Tuesdays Ehrough Saturdays, She is also

/3 _considering changing the style of the ad: Make up a new ad for her *

P .

B . business.

<Y

& R

¢
.

» - . {"'
Discussion Questions

4 -

1. ngoraﬂ Kaufman has just opened a/tafior shop; She wants to p1;ce an
ad in the newspaper but she has a limited amoupt to spend for adver-
tising. Deborah has already placed an ae in%he Yellow Pages. )

T : Should she place her ad injthe daily~or weekly newspaper? Why? .




IS

Monita Hopkins opened a d}easmakiné—sewfhg service, Sh
attract senior citizens, de31gn1ng fashlons for them.

her business, she placea an ad in the Yellow Pages only
few responses. What could Monxca‘have done to have rec
,respons??'

Why, or why not?

® i s

- o

¢ ]
e will try to ‘ .
To advertlse .

She recelved .

eived a better
?

- ‘

Do you think she used the right-means of advertising. t

. -

. . pe . .
I3 . | = .o -
N o y s e I . - /s
. . Group Activity | :
. . . - 5
. . . . -
R Ei;? student should bring to class a dressmaker or tailor's business i .
Al
ad., mpare ads and answer the following questions. : . -
k]
- 1. Which ads provide special services? )
> .
2. Which ads do you tHink cost the most and the least? Why? .
. I <
. 5
3. Which ads are dressmaker business and which are tailors? Are
there similarities-in their services and advertisements? Explain '
. . your findings. K "
. .
- ' 4, .Which ads are most appealing? Why? . - e .
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Keeping Financial Records ‘
> ) v .
Goal: To hélp you learn how to keep financial records for
your sewing service. . 3 .
N - - ~
Objective 1: Given information about the services
) performed for a customer, fill out a customer
acgcount form. : .
Objective 2: Given infornation about income and ~- g
e expenges on a single day, fill out a daily cash - ‘
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TALLY SETS UP HER FINANCIAL RECORDS

<
%

Tally develéped'her own bookkeeping system to record

all her sales and purchases.

She decided to keep a weekly

record cash sheet.
sdles each day. So
this sheet weekly.

She does not handle a large number of
she felt it would beeasier,to complete
At the end of each day though, she

* in and how much~money was paid out.

would total all salés she had made qnd record any money she
had paid out that day for salaries, supplies, rent, or any
other expenses. '

Ay

Tally's bookkeeping system was sﬁngie. Each time a
customer placed an order, she would record.it on a customer
account form. A sales slip was also filled out describing
the garment, quantity, price, tax, and the totatl amount

‘paid by the customer: . .

Tally also kept track of how the garments were pur-
chased. Customers paid either by“cash or check: Since she
worked on such a small productlon basis, Tally did not take
crédlt cards. /

. . ~_

The business was doing well Ta11y receivéd as much as
$300 in payments in one day. “But in that same day she had
to pay $10 for advertising, $41.23 for utilities, and
$55.37 for supplies. Tally knew daily how much _money came
It sounds-like Tally's
bookkeeping chores are a full day s work. But ‘actually she
only spends an hour each day keeplng.track of her finances.

- - - - e e the

-




'Keeping Financial Records

. ' o

t e o»
' ‘
+ L4

.
. »

As a business owner you must have an accurate way of keeping track of
your income and expenseg. You must keep good financial records. That *°
& way you will know how your business is doing and.can:make better business

" decisions.

4 ' -

. s Your record system does not have to be complicated. It can be simple

\. and easy to keep adleequire little time. You will need to}}ﬁbw how to
keep track of the money coming in (cash receipts) and going out (cash

* payments) of _your business. In this section you‘will learnxhowfto keep

, - track of your money on a daily basis, your sales) and how to fill out a’

. da11y cash sheet.

- - ‘ 4 L

< ¢ ”
Cash Sales -~

Your qgsh sales will help you to answer such questlons as:
. e How many ‘sales d1d I make7: -

' e  What type of atems did I sell and how many’

X

.« ® What were the amoynts of my sales? v -

. . g - .

>

Cash¢sales are usually recorded at the time éhe customer pays for his

-or her purchases. You“or a salesperson will f111 out a sales slip. These
sales can be rung up and recorded on a cash register. r they can be kept
_in a record book as Tally preferred to do. £¥\\\\, .

I3
¢ r
- ‘ ~

M v

Sales slzp recelpts and cash register tapes will be the basis for

a e

:your bookkeeplng,system. Thls information will give you the total sales

for the day. o >

-
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i e .
'. ~ When a customer makes a purchase, he or she' is given a sales slip.
i “ ,
» THe sales slip provides the customer with proof of payment in case the

. customer wants to return the purchasie. A sfgcond copy of the sales slip

. is kept in your .files so that you can keep track of your sales.
‘ - &

3

This is a copy of the sales slip that Tally used in her sewiné

gservice.
R ! SALES SLIP _ ’
r . Datg . T
o i Customer . .
“ DESCRIPTION OF SALE PRICE

s

~

: . . P . . M
‘ .. ' Cash D . Subtotal J

Check D ¥ Sales Tax T, . ’
' TOTAL ‘

' On this'sales slip; Ta}ly‘recéraed a description of the garments sold. -
She kept track o£ the price and the sales tax paid by the customer. She
als‘o kept a‘recprd of e customer's nam‘apd address. -This information
can-be-used-to-develop—amatting1isvf67 Rer customers. There is also

. . 4 - . ",
-. ‘ space to indicate whether the purchase was made’'by cash or:check. -
. | ‘

.

\

¢

N e
* . Custome® Account Form e

!' ., * -
. . . N " * IS

How you handle your customer accounts will depend on the needs of
your buginess. This form tells you how much a customer owes‘your
business;. f‘l‘ally kept track of her work orders by filling out a customer '
account form from her eredit sales®slips. If a customer requested a

_; . garment ar\1d placed a deposit on it, Tally would record this information

.

-
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on the customer account form. She used these forms to determine her .

workload for the week. This is the account form that Tally used,.

i e

~ ‘ TALLY'S GARAGE
‘Custemer Account Form

N

-

\
Customer: Brenda Holly Garment Due Date: '9/18 N
R K i i K
- . Amount ) Payment Balance
Date Description of Sale Charged Received Due -
9/15  Pants Suit (standard pattern)  $60.00 7$20.00 ¢ $40.00

~

Brenda Holly was charged $69)£or a pants suit. ‘She placed a $20

deposlt on it, leaving a balance of $40. .Brenda requested delivery of

the garment by\feptember 18 Pally had three days to domp{ete it.

~ ’ :

*

The form has been simplified for you.. The exact forms that you would
use in your sewing service would depend an your own needs and would ‘prob-

ably be somewhat different from this one.:

URPRR S

Daily Cash .Sheet - ‘ - -

-

Ta11y used a daily cash sheet to keep track of the.. money comlng in

and g01ng out of her business each day. This is a way of recordlng the
cagh and credit sales (1f used) for each'day. 'On this form the sales are
recorded on the left side of the form and are added up da11y.

1

On the right side of the form yot ﬁould,entea the money you paid out’ -

each day. These are the cash payments of your business.

[N
.
.4
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g * L) \
' . [ . ) 't s
. N . )
- DAILY CASH SHEET
. Cash Receipts . Cash Payments -
Cash Sales ¢ . {“w. Salaries s
| Credit, Accounts toa - | Building Expenses . g
. , .o Equipment and Furniture )
. 1 Idﬁentory or Supplies
b : . ,
X Advegtlsing . .
) ] Other ) e
TOTAL CASH RECEIPTS - -TOTAL CASH PAYMENTS -
rS . E

- . 4
-

- -

At the end of each month or year, these daily forms are added'up:
You will have deta11ed and accurate records to let §ou complete a profit/
loss statement. Using your daily’ records, ydu Ean also complete 2 balance <

sheet. You w111 1earn about the proflt/loss statement in the next unit. R

<

» If you start a bus1ness, get the advice ofsatt accountant about how to

L_~————n~—eomp}ete -a—balarnce sheet. ’ *

=

Summary . _ . . L. -
N - c N r / » [ :a tr- T e : 4
Keeplng ffnagc;al necords is a necessary patt-ogrrunnlng your sgéwing
sefv1ce.1 Cash sales shouLd be reeqrded on a sales sl1p. These sales -
slips W11; be used as the bas;s of a good‘bookkeep1ng system. good
booﬁkeeplhg system involves keep1ng accurate daily, records of sales

@

- (money caming in) and cask payments (money going out).
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" Ledrning Activities )
" o . ‘
' .o 7 , :
Individual Activities : . ) ) < i
o 2 N ' . he
< ’ - - - . - " >
1. Lisa Monroe,came into Tally's shop on October 10: She pickedup two (
. L’ LIS
— outfits designed especidlly for her. One was a jumpsuit for $85 and
N the othet was a three-piece cotton suit for $200. The :sales tax is

. 6%. She paid by personal check. Complete the sales receipt below.

.

T F: ) - ’ )
E 4 r S
! * A v . a
PR r, SALES SLIP ) ‘
' ~H Date
Y| Customer’ : . : ( - . 4
. . ¢ . \ . ' - . \.
3-me i N > = = = 4
.S '~ X " JF .. DESCRIPTION OF SALE - PRICE

- : .. » N
4 L 4 . . M ’
-
7] b . . s . -
- > px IR
Ll . . t \i ~ v i
‘ : - -~ —tt T
o - . -~ - « '
. — d s .
‘ - - 13
r v . - . » ; Y
. — —1 )
- @ ¢ o’ . . - .
. N - .
' ’ LY o4 -
&
3 .
* .o L4 - - -
R . Cash El . 1 Subtotal : o,
Check- [ | Sales Tax - S L
. z N .
N TOTAL - [ - e
- " 4 ~
L4 . 7
-
2 -, .
- . ¢ " - _
VA :



. ‘ 21.. Sue Lee wanfs a debutante, dress for a cotillion on October 1. She
i ) y

b discussed her design and the fabric §!{e wanted with T'ally on Septem-

— -

" ber 3. Tally/quoted d price of $300. Sue placed a deposit of $100 . N

s on the dress. Fill out the customer account form below uging the

el N . ~ o, ; \
4 above information.,
TALLY'S GARAGE T
) ‘ Customer Account Form ’
- i
. Customer: z Garment Due Date:
~ - -
< . " ! - '
e . Amount Payment Balance
) Date” Description of Sale. - Charged Received Due
- / .
LY ¢
o . ) -
< ) f”
'. 3. Briefly describe a daily cash sheet and list the information it
s contain%. ‘-
4. Coniplete a daily cash sheet for Tall;. Read the case study. - Using
‘ . ' today's date, how much money did Tally take in, and how much was paid
- qut? - , . ‘ - .
L. - ’ Vs W - ! . . “
T R R DAILY CASH SHEET -
g " Cash Receipts - Cash’ Payments
] ) - . Tt * ~
. . Cash Sales . Salaries .
Credit Accounts ' Building®Expenses -
: " Equipment and Furniture - .
. In‘ve'ntory‘ or Suppli\es
o X , . Advertising ' )
o . | other a
S TOTAL CASH RECEIPTS = TQTAL CASH PAYMENTS - o
o L — 5 ] .
: - ] "
< ‘- \ :
i‘ . 4 w N
. 7369 ’ 4 ' Yo
i T N - . * ) )
A TR, . P
e oy R . . P
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Discussion Questions

-

. -~

hY
L. What other types of financial records would the owner of a sewing

service have to keep? Think of other type$ of money dealings-this

, .

business'would have.

2. Would the‘figepcidi recordkeeping of an apparel store be different

from that of a sewing service?

Co

”

c . fe e e = . .
}. What, are the reasons why it is important .to keep good financial

%
regords?

Group Activity
- \N
Collect sample sales slips from other similar types of businesses.

-

Compare them.¢ How are they similar? _How are they different? What

information do they ask for?

[
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Keeping Your Business Successful .

LA ) /

- ' P '

. B A Y /
Goal: To help you learn how to stay successful.

¢
= ’
> -

- - Objective 1: - Given.some information about a busi-
. hess' income and expenses, figure' out the net
profit (before taxe#®, profit ratio, and expense -
* ratio. :

Objective

2: Given a decline in profits, state one

way to increase profits.

.

Objective

3.

Given a sp

fic problem of low sales,

suggest a way to change your business-to increase-
sales.




TALLY CHECKS HER BUSINESS' HEALTH

’
N .

.
.

Tally has now been in bisiness for over a year. For
the most part it has been quite successful. She has sev-.
eral regular customers. She also has hired a tailor to
" handle all of her alterations. Tally has also started to-
sew and design)for a few singing groups. o ‘

-

. . i
But, during this past year, Tally has been faced with a
* serious problem. She has noticed that profits went down at
" certain times of the year. Holidays and prom time were
Tally's busiest periods. During the other tlmes of thy
year, ‘however, sales have been low.
Although Tally is making money,. she thinks she.could
Wake more. Tally decides to make some changes in order to’
keep her business growing. She has to figure out a way to
increase her profits. Should she raise her prices? Oz
should she inclide a line of ready-to-wear originals to

-

attract moye customers?




Keeping Your Business Successful
Everyone who ‘'goes into business wants to be successful. But how to
be successful is always a business owner's problem.
There are three imegrtant ways to keep your business successful:

e Make.sure you have enough money- on hand.

.

.’® Keep.profits up and costs down. ', -
e Make changes in business whenever necessary.. . .

v
.

In this unit, you.will learn how to keep Efaqk of and increase your
profits. You also will learn how to' change your business to increase
-3

- - your sales.,

Keeping Track of Profits

- -
-

At the end of every year, you should complete a profit/loss statement
for your business. _ A profit/loss statement tells you what your business
has taken in, whét it has spent on coséé and operating expenses, and how
much profit you have made over the year. . A profit/loss statemént‘will

let ‘'you know the direction your business #s taking from year to year.

’ The profit/loss statement consists of five parts:

e e revenues--money that comes into your sewing service from retail

N " [

cash.and credit sales;

e cost of goods‘sold--whdlesale cost of your supplies that are sold

to your customers;

e gross profit--amount of monef from retail gale% after paying the
- _ wholesale costs for supplies; - '

' v : ] eernseé——moneX Q;ent in operating the buéiness, inciuding)
‘ employees' salaries, rent, utilities, gdvertiging, and so.on; and

.
.
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-

e net profit--amount of money left over from your gross profit

Profit/Loss Statement

3

after all your businmess expenses are paid,

Profit - Expenses) -

(Net Profit

= Gross

Below is an example of the profit/loss statement you might use in

your sewing service.

-

Cash Sales

Revenues

‘ Expenses

Salarieg

Suéplies

Advertis}ng

Other
TOTAL

Net Profit

" Credit Sales
- . -  TOTAL

Rent & Utilities

-

PROFIT/LOSS "STATEMENT

Q

5

.

The information in your profit/loss statement can be used to figure

out the proflt ratio and egpense ratio of your sewing service.

following formula to compute ‘these ‘ratios:

79

qu the

»
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Net Profit
Revenues

s

Profit Ratio =

. Expenses
Expense Ratio =
Revenues
Profit ratios are used to-compare a business' success over the years. -

They can also be used to compare one sewing service's "health'" with
y p

another one of similar size.

Improving Profits

What if your profits are too low and business is not growing enough?
You can try several ways to'increase them: ‘
® ‘increase sales;
.e raise prices; and s

e - reduce expenses.

.
-

Changing Your Business to Increase Sales

-

Your pfafits and sales.may be low for any nd;ber of reasons. You will
have to find eut why they are down before you decide to make any changes.
There are two ways you can 1ncrease your sales in order to ralse your

_profits: (1) 1mproqg the quality of your business, or (2) change your

. merchandise.

.
0

Iy
b4

Depending on your prbblém, therd are manylchanges that you mfght con-

’ . .
sider for your sewing service. You might consider trying a new ﬂdvert1s—

ing and proﬁotion campaign. Tally decided to add a new line of original
,Feédy-to-wear garments to attract cust®mers. You may need' to change your

business to attract a new taigeﬁ customer: ! :

e
.

You may also want to hire a saiespersonl Tally will need to hire

someone to handle her new.line of merchandise. It is important for you




03 e .
[ P
F )
inad » . :’
‘ * to keep up with new trends. Look out for changes and try to stay one top
of them. Fashions and tastes change codstantly.

To adjust’to changes, you must be alert to all fashion trends and
customer tastes. To get this inéormation, ask your customers for suggef-
tions on how you can improve your business. You might need to improve- ’
'ybur relations with your customers and staff. You might change pricing

. e . . . . . . 4,
policies to make you more competitive with other similar businesses ‘in

the area. . ¢ ) :

*

-—

- LJ;k at your community and competition. Study the fashions and maga-
zines in your line of business. Are your fashion designs right for your
customers? Are you advertising in the right places? Are there any wayé\

you can cut.down on operating expenses without losing customers?

You can figure out proflts and compare them on a monthly or yearly
basis by recordlng income and expenses on a -profit/loss stat;gant You
- . e may want to increase profits. Then»you must increase sales, raise

prices, or reduce expenses. To increase sales you may need to improve

the quality of your merchandise or make er changes in your sewing
sarvice. .
! \ '
. . ]
i -~ 7 ’ : )
1
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. Learning Activities

N —

Individual Activities

° ’

-

1. Figure out the net profit, profit ratdio, and expense ratio fer this

home-=based sewing service with only one worker (the owner).

*

PROFIT/LOSS STATEMENT )
~y a Year 1
- L] $ N %
‘ Revenues $30,000 ,,10‘(.)’_%;_ .
Cost of Goods Sold 15,000 '
. " Gross Profit $15,000 -
Expenses . ) ;
Rent & Utilities' 800
7 Telephone * * 240 ~
) _Advertlsmg oo . . 600 —_—
Other (accountant,
J repairs on sewing - b
:»  machine, etc.) 360 -
’ . TOTAL $ 2,000 _
ke &
Net Proflt ,{ $
1 For el r1c1ty, heat, ~ -
and "rent f one room ’
of the owner's home. ~
2. Define net profit and gross profit. R
‘“ -
- - 82 o .
. . b 7Y

“»

.y -

'
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‘3. What are some ways to increase préfits when sales are too

, B

Discussion Questions

‘ e
~
N

Tally made about $13,000 in profit durihg.the first year. Why do you
] ° P v
think she is concerned about her profits? \

- - » .
o 3

Think of things Tally can do to increase her profit mhrgin.
)

[ .

-

List as many reasons as you can think of why profits in a sewing:

servic& might decline. .

-~
Y

Group Aétévity

- oAt M

As a class, list several different activities that you would have to

;Qgﬁif you were the owner of-a sewing service. After you have completed

this*list, discuss how you feel ‘about doing these tE}ngs. Give yourself

three points if you think you would like,& an activity, two pointz if you
would not mind it, one point if you would do it but would not w

nt to,

and zero if you wounot do it at all. It doesn't matter how many points

you get because there are no right or wrong answers. This is just to see

if owning a sewing service might be right for you.

< 4
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This module has been .about owning -a sewing service busi-
ness. People with training in fashion design and experience

in the garment industry.can start sewing service businesses.

14

- v

To start a small business, you need to do lots of plan-
ning. First you have to be sure that owning a small business
is right for you. Then you have to decide what services to,
offer, how to compete, and what legal requirements to meet.

To pick a good location, you have to find out if custo-

mers would use your business. Then you have to get money to

start. That means showing a banker that your idea is a good

~

Being in charge means d1v1d1ng the work and hiring good

workers.. Then you must keep track of jobs to be dowéd and who

will do them. v

- 3 ’ ) - ) 2 .

Setting prices means figuring out, the lowest price you
can charge and ‘also the highest price. -To do this you need-

4 - n
information on your expenses ‘and on your.competition's prices.
“ ! >
« Advertising and selling are the ways you get customfers to

bu&. ‘The good things your business does in town are called
promoti These are all important ways to help your busi-~

ness st d..

e’l




v § . ‘.

) You should keep goédlfinancial records so you will know '
- how the business is doing. Then you can dgcide if you can
. ‘ expénd your business or if you need to cut it back.

i N ‘. B .
> . ~ .
- . ] \

To own and operate a sucéessful sewing service busfhess, ‘
. P
N you need traln1ng in fashion de31gn, work exper1ence, and the
spec1al bus1ness management skills we have covered 1n this
module. YQP may not have had a course in fashion deslgn.
Then you should take one before deciding to own:a sewiné
service business. You can learn business management skills
. through business classes, experience, or by using the ‘advice

., - and example of an expert. . : A 1

‘N < . ¢

.
«

i3
.
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- , . . ’
List three personal qualities an owner of a sewing service ) /
. .
should have. , ’ -
. L
a. .
b. -
c. .
List three special services a sewing service owner can 9 .
offer to compete well. ) \\ a
a. - . T
b. 8
c. . . »
List at least two legal requirements you will have to meet i .
to open a sewing service. \\' : / . ' *
a. . . ®
b. 8
When you choose a site for your business you should : ' L
consider: ) ‘ -
{ N
a. parking ]
b. competition , T
c. possible income s, ) )
d. rent . ‘ . - -
é. size of your business . o
f. all of the above -. 5 / - \ ‘
S Y .oa
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3

] t »
5. ~Ifformation that daes not need to be inclqﬁed in your

*7.

}0.

" a. the number of employees you plan to hire.

budiness description is:

b.» the target customers. ) :
c. a complete list of your supplies or merc ise,
d. services you w111 provide,
~— *

Which of the following would need_to be in your fi@anéial‘
plan? _bg:

a. How much money yod made in your last job *

PR

.b. Money for emergencies

c., How much money your ‘parents make
C .. :

_Betty Miiler's starting expenses for her new-sewing ser-

vice are S%B 000. She had $2,200 of her own that she had

]
saved. Her grd&dmother gave her $4 500 as a glft. How

much money will Betty need to borrow? o

2

- g
s

Which information should be included in a job deséription?

a. Salary, benefits, hours . - .

.

N . ¢
b. Personal qualities, age, sex wanted s

-

C.. Address, type of special service, directioms to,thd

'

store

-

- “’

L ]

¢ ° L 4
. be . .

If this were,the only information you had, which person

wéuld probably,make the best sewing Bperator?‘ .
a. A Personﬁwﬁo reallg-ngedéd a job

b. A person who cannot wor&xfnder pressure ; -

¢c. A person who had factoqy experieénce in the garment

1ndustry - ~ ) ‘ .
L S . - »

b - . ¢

List at least three ways to find an employee.

a.

Cy .




s - .'v L “ »
‘ . 11. List the three things you should ask in a p’erson-t‘o-person
= ) reference check. .7
. _ o
a, '
S i b. . V4
c: .
. ‘q‘ -
N - - = -
. . .
= 12. List the three steps involved in doing the work of any
business. .
) . . ‘ . ‘ i
‘ - a. ’ ’ s
» ) i N . ® .
b... . " s o .
c. ’
¥
- .. . . e , '
13. For sewing services, the retgil price of a garment is N )
. ususally how much larger than your cost? ’ - T e
a. Twice - . .t
# . .. ' N
b. Three times .
;9 » . ‘ ]
e ) c¢. Four times o v . )
e * 1 N N . .~
- ‘; d. . None of these— ‘ \
PO Y . ' ) ’ . * , -
M - . . i * . - ’
: 14, List three advertising methods used to attract.cistomérs .
to a business,
. .a'. 2 3 :
b. L .
N ) , ¢, . , <
‘ 3. . N ,
* , 15. List four:types of information included on‘'a sales slip. .
- ‘ »
— T, : .
-, e v
> . . i s .
..:_’.:-: - - , » &
_— d -~ ¢ . N .
- . 1 . b 2
.. . R W . " -
4. - , . .
' . B . , -
Ny - 7 l L » U
——— - . - - e et e ST WSS S i N
" 0 a7 "‘.. . (.' . ’ N
Lo, 4 x -
. ) A . )
- ’ ”
. * 4 * -
" . ) . .
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17.

18.

~a. Cash sales and -payments

-

Which of the following information does a'daily cash sheet

» -

include?
b. Cash sales, payments, and profits ’
c. Cash sales, spayments, and debts -

5

d. Cash sales, payments, profits, and debts .

- ', .

A nediy opened tailor shdp shows sales of $45,000 on the -
Year 1 re&ord, cost of goods sold- of -$22,000, and total »
expenses of $10,000. Compute the ﬁpllowiﬁg}

Net Profit o

a

Profit Ratio

Expense Ratio -

The best way to find out whethe? your business is as suc-
cessful as other similar sew%pg/service businesses is to

compare® . / -

a. prices*

19.

b. workers' salaries. ’

-

¢. operating expenses.
d. profit ratios. "

AN
-

List three things you could do to increase your salary in
your sewing service business.
a. ,

b. & V4

c. 5 /

. : . / *

. - -

List two kinds of changes you could make in your serviees
in order to increase sales.
L]
ar - - s
\
b.

/
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