
 



 

 

Introduction 

 
 

Reading this suggests that you have made the decision to start a business or you are seriously considering 

it. Taking the step of becoming an entrepreneur represents a life changing event.    

 

The purpose of this booklet is to help make your idea of owning your own business a reality. Information 

here can help you with your decision making process and the steps you should follow to get your business 

successfully started.  

 

In our continuously evolving society and economic system, the process of entrepreneurship has become a 

much more credible step for individuals.   The U.S. Small Business Administration estimates that small 

firms with fewer than 500 employees represent 99.9 percent of the 25.8 million businesses.  Entrepreneurs 

and small business owners have never been more important to our economic life.    

  

Here are a few suggested steps to using this booklet to its fullest advantage:  

     1. Read it through once in its entirety.  

     2. Do some outside research and gather as much information as possible from the resources available. 

         Visit those websites or send for any of the SBA pamphlets you think could help  

     3. As you proceed, get EVERYTHING down on paper and begin writing a well-defined business plan.  

     4. Consult with your banker, attorney, accountant, insurance and real estate agents about your plans. 

 

The information provided here is basic and generally just hits the highlights so for free and confidential 

assistance and in depth explanations, contact the Small Business Development Center at: 

 

Trinity Valley Community College SBDC 

201 W. Corsicana St. Suite #6 

Athens, TX 75751 

Phone: 903-675-7403 

Email: mellsberry@tvcc.edu 
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BEFORE YOU START YOUR BUSINESS  

 
Personal Qualities  
Before you start your business, you must spend many hours planning. You also should take a serious look 

at yourself. It takes a special kind of person to own and operate a business. First of all, you must have a 

positive attitude about yourself and the business you wish to start. You must have the ability to plan and 

organize. You will also need to be able to deal with the downs as well as the ups.  

When you start your business, you should be aware of the long hours you have to put in to be a success. 

This is not going to be your regular "9-to-5" job with a coffee break and an hour for lunch. Therefore, you 

must dearly love your work.  

Most crucial to your business's success is your knowledge of the product or service you offer. When 

planning a business enterprise, you need to assess your own talents and interests. Even if you plan to hire 

people to do your work, you must know all you can in order to watchdog your business. You must be able 

to intelligently hire employees as well.  

A successful enterprise is usually started because of a deep interest in or the experience of its organizers. 

One of the most important elements of success in operating a small business is education or experience in 

the area of management. Following this self-examination process, take steps to better your education or 

experience; you will be one jump ahead of the game from the beginning.  

 

Management Ability  
It is estimated that 80 percent of all businesses started in the United States eventually fail. According to 

Dun and Bradstreet, the "Underlying cause of failure includes incompetence, lack of business experience, 

neglect, fraud and disaster." Many failures could have been prevented had the owners possessed a better 

understanding of the many management requirements and practices necessary to run a small business 

successfully. 

A partial list of management skills necessary to run a small business successfully is as follows:  

Advertising & Promotions                      Group Dynamics  

Product Service & Maintenance             Bookkeeping  

Hiring Personnel                                     Business Law  

Insurance                                                 Productivity  

Business Logistics                                  Marketing  

Real Estate Law                                      Business Writing  

Office Machines                                     Salesmanship  

Cost Accounting                                     Personnel/Labor Relations  

Taxes & Insurance                                  Equal Opportunity  

Technical or Trade Experience              Employment Requirements  

Pricing  

The entrepreneur must be a self-starter, an able decision-maker, a leader, an organizer, a hard worker, 

trustworthy, responsible and ENERGETIC. If you are ready to accept the many risks which may be 

inherent in establishing a small business, then you can get down to some serious planning. 



 

Defining Your Business Idea 

Your first step is to define your business idea and the opportunity you envision.   Include a description of 

the product or service you will provide, the reasons for starting the venture and the type of business you 

plan to establish (for example, manufacturing, wholesaling, retailing, exporting/importing or service).   

Consider these areas when writing a working definition of your business. 

Customer Viewpoint:  You must adopt your customers’ viewpoint because if you fail to satisfy your 

customers’ needs, your business will fail.   Briefly describe the products/services you will sell and how 

customers will use them. Ask potential customers how they would define your product or service.   Their 

perspective can give you important insight into how your product or service will actually be used.   Keep 

an open mind.   If someone uses your product/service in a new way, it may be a benefit you can add to 

your marketing strategy.   

Product/ Service: Specify the line of product or service you will offer and look for secondary 

opportunities.   For example, are there services you can provide in association with your product, or are 

there products that result from the service you will provide? 

Customers:  Describe your typical customer in terms such as age, sex, income, education, occupation, 

marital status and lifestyle.   What need could your product or services satisfy?  What benefits will your 

customers gain from using your product or service?  What results will your customers achieve for having 

purchased your product or service? Remember, customers buy based on benefits and results, not product 

specifications.  For example, a specification of a life insurance policy is that it is term or whole life.   A 

benefit is that it pays a sum of money upon your death.  But you purchase life insurance for the results-- 

peace of mind that your survivors will be taken care of financially. 

Competitive Edge:  Define the unique qualities of the products or services your business offers.   What stands out 

about your product or service to entice buyers to buy from you?  Is it quality, price, convenience or expertise that 

makes your product or service preferred by consumers? 

 

  

The Feasibility Study 

The next step on your road to starting a business is the feasibility study. This step helps you, the 

prospective business owner; determine the practicality and viability of your business idea.   After 

completing the feasibility study, you will have an indication of market opportunity and growth potential.   

You want this information now, before you risk valuable time and money. 

The feasibility study can help you analyze the possible risks and rewards of your concept and increase the 

probability of your success.   During this exercise, you will gather information on current economic 

conditions and the state of the industry in which you want to start a business.  You will conduct a detailed 

analysis of your competitors and potential customers.   After you have gathered this information, you will 

be able to decide if your idea is worth more time and money. 

 



 

Implementing the Feasibility Study 

The feasibility study helps you examine your ideas objectively from several viewpoints.   The flow chart 

below indicates the process you will follow.   

Every feasibility study begins with an idea.   This idea can be for a product or service.  A market analysis, 

which thoroughly investigates the industry, competitive economic environment and target markets, will 

help you decide if the idea can become a profitable business.   This exercise also helps you make an 

informed decision by identifying the requirements for starting a particular business, such as experience, 

time and legal and funding issues. 

A feasibility study can take weeks or even months to complete, but the process puts you at an advantage 

and increases your chances for success.   If you move forward and start your business, the feasibility study 

will serve as the basis from which to develop a comprehensive business plan.   If you decide to put your 

venture plans on hold, you can apply the knowledge to other possible ventures, or it could prompt you to 

adjust or re-evaluate your original idea.   

 

  

 

 

Market Research 

This section should provide a description of the current market and future opportunities.  Your research 

during the feasibility study phase should have provided you with the data to support your business 

endeavor.  Include this information as well as a discussion of the following. 

Geographical Trade Area: Define your primary trade area. Determine whether you will operate locally 

or plan to compete within your state, nationally, or internationally. 

Customer Identification: What will be your selected customer market?  Who are you targeting? Develop 

a customer profile that illustrates their physical characteristics, needs, and lifestyle.  What is their buying 

capacity, habits, and decisions for buying? What do they value? Discuss the need for your product or 

service.  In this section, you must prove that a market exists in your selected geographic area and show 

the number of people in the area who match your customer profile.   



Competitive Position: Review your competitive advantage.  Why will customers buy from you? What is 

unique about your product or service? List at least three key advantages you have over your competitors 

and analyze how you will capitalize on them.  You must also recognize your weaknesses and how to 

compensate for them.  List three disadvantages and create strategies to secure your company’s 

competitive position. 

 

HOW TO ORGANIZE YOUR BUSINESS   

Your first major concern in establishing a business is choosing the type of organization. There are three 

basic types of organizations: Sole Proprietorship, Partnership and Corporation.  

  

I. Sole Proprietorship - Sole Proprietorship is the most common type of small business. The individual is 

the sole owner of all assets and is the employer. He bears all profits and losses himself, and is personally 

liable for all debts and obligations of the business. Outside assets such as home, car and personal bank 

account are subject to claims of business creditors.   

     Advantages:  

          * The business is simple to organize.  

          * The cost of organizing is low.  

          * The owner is solely responsible for decisions.  

          * The business has a minimum of legal restrictions.  

          * The owner receives all the profits.  

          * The profits are taxed only once.  

          * The business is easy to discontinue.  

  

     Disadvantages:  

          * The business does not have a separate legal status.  

          * The owner of the business has unlimited liability.  

          * The owner is limited in raising funds, which may inhibit the expansion of the business  

  

  

II. Partnership - A partnership type of organization consists of two or more owners, with profit and loss 

shared equally or allocated by partnership agreement. Each partner is liable for business debts and 

obligations, and each partner's outside assets may be subject to claims of creditors unless limited by 

partnership agreement.  

  

     Advantages:  

          * A partnership is easy to organize.  

          * A partnership can obtain more operating funds than a sole proprietorship.  

          * A partnership combines the managerial skills and judgments of several partners.  

          * A partnership has separate legal status.  

          * The income is only taxable once.  

          * The income is taxed at the partner’s tax rate.   

  

     Disadvantages:  

          * General partners have unlimited liability.  

          * A change in partners could terminate the partnership.  

          * The authority for decision making is divided.  

          * A partnership is difficult to sell or transfer. 



 

III. Corporation - A corporate structure is a separate legal entity, allowing flexible business operations. 

Your attorney can probably evaluate the possibility of incorporating your business. A corporation has 

limited liability. A corporation is formed when a transfer of money or property, or both, takes place by the 

prospective shareholders in exchange for capital stock in the corporation.  

  

     Advantages:  

          * The owners (stockholders) have limited liability.  

          * The business continues to exist after the death of an owner.  

          * The transfer of ownership is easily done by the sale of stock.  

          * A corporation can raise capital easier than sole proprietorships or partnerships  

  

     Disadvantages:  

          * The corporation is subject to double taxation.  

          * The costs to organize a corporation are higher than other forms of business.  

          * Corporations are heavily regulated through state and local laws.  

  

A person entering business should take sufficient time to study the merits of the type of business 

organization which is being contemplated. There are advantages to each type. Your accountant becomes a 

valuable asset in this decision.   

 

Another alternative to the usual corporate tax treatment is in the form of a sub-chapter S Corporation 

election. Certain enterprises qualifying for this status (thirty-five or fewer shareholders) will not be taxed, 

but rather individual shareholders include profit and lost on their individual income tax returns.  

 
 

The Business Plan 

When you have made the decision to proceed with your business opportunity, your next step is to develop 

a sound business plan.  Before you start, however, keep in mind the following general principles: 

 

First, your goal in writing a business plan is to create an organized view of your business ideas-- a road 

map to follow.  The length of your business plan itself is inconsequential.  The key is quality, not 

quantity.  By formalizing your ideas on paper, you often identify weaknesses to be considered and 

anticipated.  Most important, the business plan guides you to your company’s future and lends focus and 

direction to your ideas. 

  

Second, although the final document can be used to generate investment interest and financing, the 

business planning process is primarily an exercise to help you conceptualize your business and set 

reasonable and achievable goals and objectives.  Theodore Roosevelt once said, “If you aim at nothing, 

you’ll hit it every time.” The business plan helps you visualize your target and guides you in hitting your 

mark. 

 

Third, allocate time to think about the various issues you should consider during the planning process.  

Ask others to brainstorm with you, too.  If you have a management team, get them involved. 

 

Keep in mind, a small business owner’s planning responsibility is to maintain control over the direction of 

the plan and, ultimately, the business.  A business plan should reflect your vision of a market opportunity 

and serve as a blue print for the future. 

 



Fourth, consider these guidelines for brainstorming sessions: 

 

    * Follow an agenda with time constraints, and limit interruptions. 

     *Don’t grasp the first idea that comes to mind, but generate a long list of possibilities. 

     *Don’t let anyone dominate the planning session.  Involve the entire management team and create an    

       environment for the free exchange of ideas. 

     *Conduct the sessions in an informal, relaxed setting. 

     *Don’t rely solely on past experiences for ideas.   Stretch your imagination. 

     *Don’t be timid or self-conscious about your ideas.   Encourage spontaneity and withhold judgment on  

       criticism of ideas until later. 

 

Fifth, don’t be discouraged if you meet unexpected obstacles.  In fact, obstacles are the one thing to count 

on.  Put yourself and your business at an advantage by anticipating and planning for diversions.  When 

outsiders like prospective bankers and private investors read your plan, they consider your aptitude as a 

small business owner.  You will earn credibility by candidly identifying obstacles and your strategies for 

overcoming them. 

 

Finally, your business plan is a dynamic document that you should review regularly to determine whether 

or not you are meeting your goals and objectives.  It should be adjusted as market conditions change.  The 

plan is not something you write once and file away.  Follow market conditions and revise your business 

plan accordingly. 

 

Content 

 

The length of a business plan varies from company to company depending on the type of business and 

market it serves.  What is more important than length is the clarity and substance of the ideas set down on 

the pages.  Your business plan must express various issues in a relatively straightforward and logical 

manner.  Use the following components as a guide: 

 

Table of Contents 

Executive Summary 

Introduction 

Business Description and Vision 

Definition of Market 

Description of Products and Services 

Organization and Management 

Marketing and Sales Strategy 

Financial Data 

Exhibits/Appendix 

 

Remember, you are the business owner, and the plan must reflect your ideas and goals.  By thoroughly 

stepping through the planning process, you can identify the strengths and weaknesses of your operation.  

This should allow you to take advantage of your strong points, while giving you the opportunity to gather 

resources to counterbalance your weak areas. 

The creation of a business plan can be a daunting thought but your Small Business Development Center 

will be happy to assist you with the drafting of it. Call them for assistance 

 

Trinity Valley Community College SBDC 

201 W. Corsicana St. Suite #6 

Athens, TX 75751 

Phone: 903-675-7403 

Email: mellsberry@tvcc.edu 

mailto:mellsberry@tvcc.edu


 

 

FINANCING   

  

It is common knowledge it takes capital to start and run a business. What you may not be aware of is 

exactly how much is needed or where you can obtain the necessary funds. The easiest way to fail is to be 

under financed. As a safeguard, you should line up your maximum credit limit; then, if you need it, it will 

be there.  

  

You should plan your financing very carefully to ensure success. You must have a realistic overall view 

of your start-up costs. You also need to allow enough money for you and your family to live on anywhere 

from three months to a year depending on the nature of your business.  

  

The best person to help you with this planning is your banker. Take great care in choosing a bank and a 

banker. A strong relationship with a bank from the very beginning will be one of your most valuable 

assets.  

  

Your banker will have a good working knowledge of the economic and business picture in the 

community. He may be able to draw on his experience to give you information on area business trends, 

marketability of your product or service, and provide sound practical advice for beginning your business. 

Once your business is in operation, your banker can provide continuing service and advice on such 

matters as retirement plans, accounts receivable, financing, expansion financing, loans and trusts.  

  

A banker can assist you with obtaining the funds needed for your business. There is usually a limit, 

however, to the amount of money a bank will loan a prospective business person. Most banks would 

prefer to see a personal investment of one-quarter to one-half of the money needed before approving the 

remainder of a loan. If you do not have this much available money, do not be discouraged. Some 

programs through the Small Business Administration Loan Program might be available to you. Other 

financial assistance for start-up and expanding business may be available through your local Economic 

Development Corporation so contact them and discuss your venture.   

  

Before you meet with your banker to discuss financing, it is important that you have your good written 

business plan completed. This should include information concerning your personal background, 

including education and training; work experience, special skills, personal financial records, real estate 

owned, references, and projected income and balance sheet.  

 

 

 

LEGAL AND PROFESSIONAL ADVICE  

Do not fall into the trap of trying to save money by setting up your business without professional advice. 

The fees you pay in the beginning may be less than what you would have to pay to get out of legal tangles 

that only your lawyer or accountant could have foreseen. You should present your business plan to your 

lawyer and your accountant in the early stages of forming your business.    

 

 

 



ADVERTISING 

Advertising is essential for most businesses, especially when first opening.  However, the advertising 

must relate to the type of business.  How much exposure and advertising you need depends on how your 

business attracts customers. 

Advertising does not always mean spending a bundle on a radio or television commercial.  Advertising 

can be anything from a newspaper ad to a flyer or even a Facebook page.  Just as in any other step, 

advertising must be well planned.  It is easy to go overboard on your advertising expenditures.  We 

suggest you read SBA or trade publications on advertising or attend a short course at a local college or 

university. 

Spend the right amount for advertising:  too much is an extravagance, and too little is dangerous.  Be strict 

with your budget and tie costs to results.  To do this, track your advertising’s effectiveness. 

There are five basic steps in planning an advertising budget: 

1. Decide what you want to sell. 

2. Determine the target audience 

3. Determine why this group buys what  you sell 

4. Select the best communication media to reach your target audience 

5. Complete a media plan.  Assign dollar amounts to the media you have chosen. 

 

 

LOCATION 

There is a wide range of locations from which to choose.  When you choose your location, you must 

consider such things as the proximity to your market and home, accessibility, traffic volume, parking, rent 

and appearance. 

If you plan to work with a real estate agency in finding a location, you should consider the following in 

order to save you and your agent time: 

 What square footage will your business need? 

 What is your monthly budget going to allow for rent and utilities? 

 What kind of exposure does your business need? Will you attract customers off  

 the street, by phone or other means? 

 What kind of storage does your business need? 

 Term of lease – will you want the option of renewing your lease at the end of the term? 

 Lease inducements by the building owner such as free rent or reduced rent for an initial period. 

 

When you find the location you are interested in: 

 Will the utility supply be adequate for your business? 

 Are the taxes and utilities included in the rent? 

 Are maintenance and common area maintenance included in the monthly rent? 

 



 

For a list of possible commercial and industrial locations, or local commercial real estate companies, 

contact your local Economic Development Corporation: 

The City of Emory Development Corporation 

329 N. Texas Street / P.O. Box 100 

Emory, TX 75440 

903-473-2465 x106 or x112 

progress@emorytx.com 

 

 

BUILDING CONSTRUCTION OR REMODELING 

 

All building construction is regulated by City Hall.  If you are building a new building or remodeling an 

existing structure, you need to have your plans approved.  If your plan meets the building and fire code 

requirements, you will be issued a building permit to begin construction.  As many as twenty different 

inspections may be required during the various phases of construction.  These inspections will be 

scheduled by your contractor through City Hall.  Upon completion of construction and final approval, you 

will be issued a Certificate of Occupancy. 

 

City of Emory Code Enforcement 903-473-2465 x 110 

 

ZONING PROCEDURES 

Zoning is the legal and administrative process that establishes land use in a community.  Your first step, 

before committing yourself to any property, should be to check the zoning. 

Zoning information on all property in the City may be obtained from City Hall.  Each piece of property is 

assigned a specific zoning classification and only certain types of land use are allowed in each 

classification.  Business uses are usually not allowed in residential classifications.  Some business uses are 

not allowed in commercial or industrial classifications.  You must satisfy the zoning requirement before 

your business will be permitted to operate.  If the property site you have selected is not zoned for your 

type of business, you may want to attempt a zoning change. 

 

 

 

 



PERMITS AND LICENSES 

Certificate of Occupancy 

If you are starting a business in an existing building, you will need a Certificate of Occupancy.  Assuming 

the business complies with zoning requirements, the Certificate of Occupancy is needed to show the 

building meets the City’s code requirements.  You may apply for the Certificate of Occupancy at City 

Hall.  Representatives from the Inspection Office and Fire Marshall’s Office will inspect the building to 

ensure it complies with the appropriate codes.  Some building modification may be required, especially if 

your business represents a different type of land use than the previous occupant.  If your business is a 

food handling establishment, the city Health Department will also have to approve the building.  It is 

illegal to occupy a building without a Certificate of Occupancy.   

 

Health Permit 

If you plan to operate a food handling establishment, you will need to obtain a food handler’s permit.  

Application for this permit may be made at the: 

Texas Department of State Health Services 

1517 W Front Street 

Tyler, TX 75702 

Phone: 903-533-5286 

 

 

ASSUMED NAMES 

If you are going to do business under any name other than your real name, you must go to the office of the 

Rains County Clerk.  There you will check the records to be sure that no one else in Rains County is using 

the name you want to use.  You will then fill out an application to record your business name and pay a 

filing fee. 

Note:  Most sole proprietorships operate under assumed names.  Unless your business name includes your 

full name and describes your business completely, you will need to register with the County Clerk.  For 

example:  John P. Jones Lawn Mowing service is not an assumed name.  Jones Enterprises, John Jones 

Company, Lawnco, Mowers’ R Us, etc. are all assumed names. 

Rains County Clerk 

Rains County Annex 

220 W. Quitman / P.O. Box 1150 

Emory, TX 75440 

903-473-5000 x 103 

903-473-5086 (fax) 

 



 

LABOR CONSIDERATIONS 

The Fair Labor Standards Act requires employers to maintain records on wages, hours and other items.  

The Department of Labor and Standards, Labor Law Division, is responsible for the administration and 

enforcement of labor laws and the prosecution of offenders.  Information regarding labor laws may be 

obtained from: 

U.S. Department Labor 

525 Griffin Square, Suite 80 

Dallas, Texas  75202-5007 

800-321-6742 or (214) 767-6895 

www.dol.gov 

 

State Unemployment Insurance 

The State Unemployment Insurance Tax is paid by firms that employ one or more individuals during a 

portion of a day in each of 20 different weeks in calendar year, or if they make $1,500 or more in wages 

in a calendar quarter. 

The Texas Workforce Commission is the agency charged with collecting the unemployment insurance tax 

and with paying unemployment benefits to individuals who qualify.  To acquire a Texas Workforce 

Commission Identification number, employers must submit Form C-1 Texas Workforce Commission 

Status Report.  The tax must be submitted quarterly on Form C-3/C-4. 

 

The tax number assigned by the Texas Workforce Commission will be used on all quarterly returns.  It 

will also be used on the Federal Tax Return 940 in order to show that you have paid the state tax. 

For information or free pamphlets, contact: 

Texas Workforce Commission   East Texas Workforce Solutions 

2500 Stonewall Street, Suite 201   209 Quitman Street 

Greenville, Texas 75401-4212   Emory, Texas 75440 

903-454-9350      903-473-8757 

 

 

Work in Texas 

The Texas Workforce Commission offers free job listings in their Work in Texas Program.  Employers 

can post jobs listings for free and those looking for work can access the free database for employment 

opportunities in their area. 

Visit:  WorkInTexas.com    for their job search section. 

 

http://www.dol.gov/


Skills for Small Business Program 

The Texas Workforce Commission Skills for Small Business program responds to the needs of more than 

433,000 small businesses that have fewer than 100 employees.  Training through the program increases 

business competitiveness, upgrades the skills of current employees and prepares newly hired employees 

for job requirements. 

The program offers training for full time employees; up to $1450 for tuition and fees per hire; up to $725 

for tuition and fees per incumbent employee; and training selected from courses offered by a Texas public 

community or technical college or the Texas Engineering Extension Service. 

For more information about the program, visit https://ssb.texasworkforce.org 

 

Workers’ Compensation 

The Texas Industrial Accident Board is responsible for administering workers’ compensation.  Workers’ 

compensation is not mandatory in Texas, but you should seriously consider carrying such a policy. 

Workers’ compensation coverage is available through private insurance companies.  The State Board on 

Insurance, which regulates all insurance rates, keeps a list of insurance companies qualified to write such 

policies. 

 

If you decide to carry workers’ compensation insurance, you must notify the Industrial Accident Board.  

Additional information may be obtained from the following agency.. 

Texas Department of Insurance 

Workers’ Compensation Section 

333 Guadalupe 

P.O. Box 149104 

Austin, Texas  78714-9104 

(800) 578-4677 –General Information 

www.tdi.state.tx.us 

 

UTILITIES 

It is important to plan ahead to all the details involved in opening the doors of your business.  Utilities 

should not be overlooked.  The information below gives some guidelines to follow when working with the 

various utility companies. 

Electric Service 

Contact a retail electric provider in advance for electric service for existing buildings. Visit 

PowertoChoose.org for a complete list of providers. Power to Choose is the official and unbiased electric 

choice website of the Public Utility Commission of Texas. This website is available to all electricity 

providers to list their offers for free. Compare offers and choose the electric plan that’s right for you. 

https://ssb.texasworkforce.org/
http://www.tdi.state.tx.us/


 

Gas Service 

If you are in a building that had prior gas service, contact the company prior to the day you need gas.   

ATMOS Energy 

7909 Traders Cir, Greenville, TX 75402 

(903) 453-2144 

 

 

Water, Sewer and Sanitation Service 

For water service, contact the Water Department to investigate what requirements are: 

City of Emory 

399 N. Texas Street / P.O. Box 100 

Emory, Texas 75440 

903-473-2465 

 

 

 

 

Telephone Service 

For installation, additional service and changes in service call the provider listed below. When contact is 

made, requirements for deposits, directory listing, and connection will be explained. 

Verizon 

1-800-VERIZON 

 

 

Internet Service: Internet Service providers: 

 

Verizon    Peoples Communications  ETEX – Satellite 

1-877-781-7233   102 N. Stephens   189 N. Texas Street 

     Quitman, Texas 75783  Emory, Texas 75440  

     903-878-2197    903-473-3393 
 

  



LOCAL TAX REQUIREMENTS 

Real property is taxed by the City of Emory, Rains County and Rains Independent School District. 

Tax values are determined annually by the Rains County Appraisal District. Their office is located at 145 

Doris Briggs Parkway, Emory, Texas 75440.  Their number is 903-473-2391.  

Each taxing unit then sets its own tax rate.  Tax statements are usually sent out in October and taxes are 

due by January 31
st
. 

For current tax information, tax rates, and tax roll database, visit http://www.rainscad.org.  

If you are selling products or services, you will probably be required to collect sales tax.  Contact the 

State Comptroller to acquire a Sales Tax ID number and requirements. 

 

Texas Comptroller of Public Accounts 

Post Office Box 13528, Capital Station 

Austin, Texas  78711-3528 

877-662-8375 

http://www.cpa.state.tx.us/ 

 

 

AMERICANS WITH DISABILITIES ACT 

The Americans with Disabilities Act of 1990 (the ADA) has five sections or Titles that may affect your 

business.  The first four titles set out specific standards for nondiscrimination and equal opportunity in 

four key areas.  Title V includes several administrative and miscellaneous provisions.  Titles I through IV 

are briefly summarized below. 

Title I. Discrimination against qualified individuals with disabilities is prohibited in all aspects of 

employment including hiring, advancement, discharge employee compensation and job 

training. 

Title II. Discrimination against persons with disabilities is prohibited in all services, programs, or 

activities provided by public entities.  A substantial part of Title II addresses transportation 

provided by public entities. 

Title III. Affects three sets of activities that are pertinent to the built environments: “Readily 

achievable” removal of barriers; alteration to all existing buildings must be readily 

accessible and usable to the maximum extent feasible; any new building or facility 

occupied after January 26, 1993, must adhere to the new construction of ADA. 

Title  V. The nation’s telephone companies are required to begin offering telecommunications relay 

services for individuals with hearing impairments or speech impairments. 

 

http://www.rainscad.org/
http://www.cpa.state.tx.us/


 

CONCLUSION:  WHAT ARE THE CHANCES FOR SUCCESS? 
 

To strengthen your business position in the community, you should consider joining the Area Chamber of 

Commerce and other civic groups that interest you. A Chamber of Commerce membership will offer your 

business many benefits such as: 

     Free exposure to thousands of potential customers in the Membership Directory/Buyers Guide. 

     Business After Hours and Membership mixers which enable members to make business contacts. 

     The opportunity for business referrals. 

     A monthly or weekly newsletter with information on events and business prospects. 

     Your membership investment may be deductible as a business expense 

     A voice in local, state and national public affairs. 

     The Chamber can assist with the opening of your business, i.e. ground breaking and ribbon cutting. 

 

Starting your own business is hard work; hard work that is laced with determination and a bit of luck.  

The more research, planning, management talent and knowledge that goes into your business venture, the 

greater your chance for success. 


