
So your business is up and running. You
have your product or service ready to
sell, you have your 30 second elevator
pitch, and you have your fliers and bro-
chures and business cards. You are all
set, right? Wrong. Not until you have a
clear, concise and meaningful Mission
Statement will you have the focus nec-
essary to convince the world that you
are special and you have something
worth buying.

So what is a Mission Statement and
why is it so important?

It is a concise description of what you
are doing, and why you are doing it. It
is the foundation of your business upon
which future development will take
place. It is the common denominator
that allows yourself, your employees,
your customers, your vendors and your
investors to share in a simple under-
standing of what it is your company is
about. It must contain the answers to
the following three questions:-

What is your key market?
What is your contribution to that mar-
ket?
What is your distinction within that
market?

In other words, who are you selling to,
what are you selling, and why are you
different from all the other people sell-
ing much the same thing. Some com-
panies’ Mission Statements also in-
clude statements about technology,
profitability, return on investment, or

Mission Statements: Your Corporate Identity
the companies’ values. Leave that for
later. For now, include just the three
core components listed above.

Here are some examples. See if you can
pick out the three elements.

“Disney’s overriding objective is to
create shareholder value by continuing
to be the world’s premier entertainment
company from a creative, strategic, and
financial standpoint.” - Disney Corp.

 “To offer the fast food customer food
prepared in the same high-quality man-
ner world-wide, tasty and reasonably
priced, and delivered in a consistent,
low-key décor and friendly environ-
ment.” - McDonald’s

“Since its inception in 1975,
Microsoft’s mission has been to create
software for the personal computer that
empowers and enriches people in the
workplace, at school and at home.
Microsoft’s early vision of a computer
on every desk and in every home is
coupled today with a strong commit-
ment to Internet- related technologies
that expand the power and reach of the
PC and its users. As the world’s lead-
ing software provider, Microsoft strives
to produce innovative products that
meet customers’ evolving needs.” –
Microsoft

“Space, the Final Frontier…These are
the voyages of the Starship Enterprise.
Its five year mission: To explore strange
new worlds, to seek out new life and

new civilizations, to boldly go where
no man has gone before.” - Star Trek

“Business Vectors Inc. mission is to
assist growing small to medium sized
companies in the manufacturing or ser-
vice sectors to identify and implement
business process improvements with a
direct goal of providing a step-function
improvement in profitability. We make
a point of transferring our knowledge
and expertise to clients, not just rent-
ing it out”. – Business Vectors, Inc.

What is your Mission Statement? Let
us know, and get it published in future
SCA newsletter editions.

Reardon Smith is the president and
founder of Business Vectors, Inc. He
can be reached by telephone at
713-805-0618 or via email at
reardonsmith@bizvectors.com.
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I sat in on a discussion group the other
day where the topic was entrepreneur-
ship. It was a pretty lively discussion.
A number of opinions were expressed
and some of
them more
than a little
strongly. Hav-
ing been in the
entrepreneur-
ial education
business for a
few years
now, I was re-
minded of the
d i scuss ions
( a rg u m e n t s
would actually
be the better
word, Dear
Reader, how-
ever since
we’ve numerous universities around the
nation - 4 of them right here in Hous-
ton - teaching entrepreneurship, there
is no sense in rubbing salt in the wounds
of those who were so quite obviously
wrong) where lines were drawn about
the educational likelihood of programs

of study named entrepre-something-or-
another.

Anyway, this recent group was contem-
porary and
well informed
about schools
of entrepre-
n e u r s h i p .
(Which re-
minds me of
another inter-
esting note,
years ago, the
only school
for entrepre-
neurs was
called *hard
knocks.*) I di-
gress, because
this group was
arguing, er, I

mean, discussing entrepreneurship be-
ing an art or a science.

Now, in the event that I remember cor-
rectly, I recall a science being an estab-
lished fact where action “A” will con-
sistently and predictably produce result

Entrepreneurship: Art or Science?

Teaching people
“what” is entirely
different than
teaching people
“how”.

- C. Dean Kring

You teach your children to look both
ways before crossing the street, but
have you overlooked another principle
equally as basic? Learning the value of
money is something the entire family
can benefit from, including your chil-
dren. Here are two ways to improve
your family’s knowledge in finances:

Make financial concepts tangible.
Make financial theories come to life by
demonstrating different principles. For
example, at your local library locate old
newspapers and compare today’s prices
with prices 25 to 50 years ago.  Or while
you’re at the grocery store teach your
child how to determine the best price
per ounce. When you are eating out,
teach them how to calculate a tip.

You can also try a new twist on play-
ing house with your children. Give
them play money to make payments for
the electricity, gas, phone and water as
if they are homeowners. Vary the cost
of the utilities according to the season
and add property taxes and
homeowner’s insurance during appro-
priate months. Offer the chance to buy
privileges, such as deciding which
movie to rent or choosing family meals
for a week, with the extra play money
left at each month’s end.

Set mutual goals.
Establish joint goals for your family to
strive for, like a special vacation or an
expensive video game. Create reason-
able amounts for each family member

Teach Your Children the Value of Money

“B” time and time again, no matter how
many times you test it, with an art be-
ing that which is subject to variations,
interpretations and other random fac-
tors and yields an inconsistent result,
subject to eye-of-the-holder evaluations
and other such stuff. So, what we have
is schools of engineering, mathematics
or business administration science, for
instance, and schools of martial, culi-
nary and performing arts. That’s pretty
clear to me.

Here’s where it gets tricky: Given the
essence of entrepreneurship as find a
niche, make sales, manage profits and
repeat the process, that’s the “science”
part of entrepreneurship. Now teaching
people “what” is entirely different than
teaching people “how” and therein lies
the rub. It’s going to continue to be in-
teresting in watching who is teaching
how vs. what.

C. Dean Kring is the Director of
Research for Services Cooperative
Association. He can be reached by
telephone at 713-932-7495 x.13 or
via email at cdkring@servicesca.org.

to contribute toward the goal. Your en-
tire family will feel a sense of accom-
plishment when the goal is reached and
understand what it takes financially to
make such things possible.

Teaching your children the basics is
important. So, when you’re educating
them on the importance of not playing
with matches, don’t forget to include
the ABCs of finances. For more infor-
mation about this and other financial
topics, contact me.

Christopher B. Hensley is a Financial
Representative of Principal Life
Insurance Company and a Registered
Representative of Princor Financial
Services Corporation. He can be
reached at 713-681-9020 x.24.



Why should I back up my system? I
bought a $2000 computer! Nothing
should ever go wrong with anything
this expensive! I have only had it for a
few months...maybe a year. Wait!
What is this….?!?!?

A> Drive C not found.
A>

It must just be a glitch…I will
reboot…..

A> Drive C not found.
A>

What is wrong with this thing….let me
reboot again….I don’t understand, it
was working right a few minutes
ago…..I better call for help.

Hello, Personal Computer Assistance,
this is Renee, may I help you?

The above scenario is one that many
people find themselves in these days.
Unfortunately, the worst case is that the
C drive is really not recognized and all
the hard work and effort put into time
consuming tasks are GONE! Recipes,
Novels, Accounting, Proposals, Every-
thing!

Today, most computers are sold with a
Time Saving, Business Saving, Mind
Saving feature called a CD-RW player.
CD-RW stands for Compact Disk-
ReWritable. The first CD-RW drives
became available in mid-1997. They
can read CD-ROMs and can write onto
today’s CD-R disks, but they cannot
write on normal CD-ROMs. However,

thanks to the Multi-Read technology
developed by Phillips Electronics and
Hewlett Packard, we can save data to
CD-RW disks just like floppy or hard
disks, reusing the same storage space
over and over. This handy device al-
lows you to back up your data on a regu-
lar basis in just a few minutes!

What, Where, When!

What should be backed up? Anything
that is not replaceable! All of your per-
sonal data! If you lose your hard drive,
you’ll have to take a few hours to re-
build your system from the original pro-
gram disks. This is time consuming but
reasonable in this type of extreme cir-
cumstance.

Where is the data I want to backup?
Most commonly, personal files are
stored in a directory called “My Docu-
ments”, however all application soft-
ware should be researched for files that
need to be backed up. Some applica-
tions like QuickBooks have a backup
feature and can be backed up directly
to the CD-RW.

When should I backup? At least once a
week and store the CD in a remote/
offsite storage area.

If you think that this can not happen to
you….WRONG! If you own a
computer…it can happen!

Renee Sullivan is a personal comput-
ing consultant with Personal Computer
Assistance. She can be reached by
telephone at 713-816-2941.

Computer Backups

Quotable:
“To avoid criticism, do nothing,
say nothing, be nothing.”

- Elbert Hubbard
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The Business Software Alliance, a
watchdog group representing the
nation’s leading software manufactur-
ers, began auditing Houston businesses
for software license compliance Feb-
ruary 1st. This represents the first time
the B.S.A. has conducted a comprehen-
sive audit in the Houston area. The
B.S.A. represents companies like
Microsoft, Apple, Symantec, Adobe,
Intel, Intuit, Compaq, Dell and more.
Many companies, knowing the B.S.A.
was on the hunt, chose to engage in a
private audit. A good audit generates a
comprehensive report indicating all of
the software that is installed on all com-
puters and devices within a company’s
network. This review allows companies
to ensure that all software is properly
licensed. Many of the free auditing
tools found on the web fall short of
identifying all software in an enterprise
and can leave companies vulnerable to
a probe by the B.S.A.

The B.S.A. can assess fines up to
$150,000.00 per incident of unli-
censed software.
The B.S.A. gets its power from its
members, who in many cases, have
given the B.S.A. power of attorney to
pursue legal recourse and fines against
any company found to have unlicensed
software in their business. The B.S.A.
maintains the right to conduct “raids”
which consist of onsite audits of tar-
geted companies. If necessary, the
B.S.A. will be accompanied by federal
marshalls as software piracy falls un-

der United States Copyright Infringe-
ment laws.

Special Points of Interest
• A recent B.S.A. study cited that

Texas had a piracy rate of
17.9% during 2000 for busi-
ness software.

• When evaluating the impact to
the economy of Texas, piracy
of all packaged software re-
sulted in a state tax loss of
more than $84 million.

• It is estimated that software
piracy cost the U.S. economy
over 190,000 lost jobs, $4.5
billion in lost wages and almost
$1 billion in tax revenue.

Several Texas Businesses Fined
Business Software Alliance (BSA) an-
nounced that four Texas companies
agreed to pay a combined total of
$439,302.35 to settle claims they had
unlicensed copies of software programs
installed on office computers. In addi-
tion to the payments, the companies
agreed to delete any unlicensed copies,
purchase any needed replacement soft-
ware and strengthen their software
management practices.  Most BSA in-
vestigations begin with a call to BSA’s
hotline, 1-888-NO PIRACY, or with a
report to BSA’s Online Reporting Form.
In these cases, BSA contacted the com-
panies through their attorneys, although
in some cases BSA pursues a software
raid. In response to BSA’s request, the
companies each conducted a self-audit.

The B.S.A. Audits Houston Area Companies
The following companies settled
claims with BSA:
AMS Production Group, a video pro-
duction company headquartered in
Dallas, TX, paid $55,000 to BSA after
a self-audit revealed more copies of
Adobe, Macromedia and Microsoft
programs on its computers than it had
licenses to support.

Evercom, Inc., a telecommunications
company headquartered in Irving, TX,
agreed to pay $210,000 to BSA to settle
claims that it had more copies of
Microsoft software programs on its
computers than it had licenses to sup-
port.
     
IPI Security, a provider of security sys-
tems and services headquartered in Irv-
ing, TX, paid $69,302.35 to BSA after
a self-audit revealed more copies of
Adobe, Autodesk, Microsoft and
Symantec programs on its computers
than it had licenses to support.

Skyking, a freight company headquar-
tered in Carrollton, TX, paid $105,000
to BSA after a self-audit revealed more
copies of Microsoft and Symantec soft-
ware programs on its computers than it
had licenses to support.

Don Hohensee is employed at Allison
Business Group, a major provider of
computer network management and
administration services. For ques-
tions regarding the B.S.A., audits, or
network services, call 281-484-9393.
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