
CCYYMK

KEN LOVE/Akron Beacon Journal photos

B uilding 
a business

requires
learning

Growth of Portage couple’s store over
six years illustrates six lessons

ddie Harris was in his element. A B  ible in
his left hand, his right arm was pumping for
emphasis . 

‘‘Le t me hear some praise!’’
A mens and claps emerged from the

congregation . 
H arris had just told his church members to

lean on their God for strength in their daily
struggles . 

H arris preached about how earlier in the day,
he had received quite a shock at the Portage
C ounty business – Jaytek Signs & Graphics – that
he has run for six years with his wife, Toni
B rown - H arris . 

Th e H arrises faced a possible business expense
o  f $3,0 0 0 t  o $4,0 0 0 they weren’t expecting . 

Th e couple prayed for direction. That helped
them put the problem in perspective.

‘‘Th e r e’s always solutions to the problem. You
just have to find the answer,’’ said E ddie . 

S mall - business owners often rely on their
business plans, insights and instincts to stay
focused and grow.

Fo r the H arrises , their business plan and their
religious faith are intertwined like different
colored threads in a tapestry. God and hard work
provide for their business; their business provides
the means for their church.

E ddie and Toni were able to create this

entrepreneurial balance because they own what
experts call an established business, one that is
growing and has evolved beyond the
vulnerabilities of a new business.

Ne w businesses have problems with
marketing , revenue and support aspects such as
payroll and medical benefits.

M ore established companies have systems in
place to overcome these problems as they seek to
grow . 

S tatistics show that in the early years of a
business , the failure rate shrinks over time.

A 2003 study for the U.S. Small Business
A dministration found that 66 percent of new
businesses survive at least two years, 50 percent
at least four years, and 40 percent at least six
years . 

S uccess for the Harrises was an even higher
probability because they bought an existing
company , said Scott S hane , a professor of
economics at Case Western Reserve U niversity ’ s 
W eatherhead S chool o  f Management . 

B usinesses that have been bought have a
higher survival rate because they have
determined a demand for their product or service
and haven’t fallen into the trap of production
costs exceeding revenue, Shane said.
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At far left,
E ddie H arris , 
5 3, looks over
a collection of
snapshots of
signs he has
made at
J aytek S igns 
& Graphics , a
R avenna 
business he
and his wife
bought in
2000 . At near
left , the
longtime
artist paints a
border on a
sign .
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M arketing plan
essential if you
want to get a loan
I dentify your customers, what they
need , and how best to reach them
if you want to succeed.
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By Betty L in - F isher • B eacon J ournal business writer

E ddie H arris 
preaches at
U pper R oom 
M inistries 
C hurch o  f God
i  n Christ in
R avenna in
addition to
running
J aytek S igns 
& Graphics . 
‘‘Th e r e’s
always
solutions to
the problem,’’
E ddie says . 
‘‘Yo u just
have to find
the answer.’’

I nternet 
spawning
businesses
O nline auction sites such as
eBa y provide new sales channel
for entrepreneurs.
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F ind out
what rivals
are doing
E very business should
routinely perform
competitive
intelligence . 
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