Tepeyac

When the sky of Tepeyac opens its first thin stars and the dark comes down in an ink of Japanese blue above the bell towers of La Basilica de Nuestra Sefiora, above the plaza photographers and their souvenir backdrops of La Virgen de Guadalupe, above the balloon vendors and their balloons wearing paper hats, above the red-canopied thrones of the shoeshine stands, above the wooden booths of the women frying lunch in vats of oil, above the tlapaleria on the corner of Misterios and Cinco de Mayo, when the photog​raphers have toted up their tripods and big box cameras, have rolled away the wooden ponies I don't know where, when the balloon men have sold all but the ugliest balloons and herded these last few home, when the shoeshine men have grown tired of squatting on their little wooden boxes, and the women frying lunch have finished packing dishes, tablecloth, pots, in the big straw basket in which they came, then Abuelito tells the boy with dusty hair, Arturo, we are closed, and in crooked shoes and purple elbows Arturo pulls down with a pole the corrugated metal curtains—first the one on Misterios, then the other on Cinco de Mayo—like an eyelid over each door, before Abuelito tells him he can go.
This is when I arrive, one shoe and then the next, over the sagging door stone, worn smooth in the middle from the huaraches of those who have come for tins of glue and to have their scissors sharpened, who have asked for candles and cans of boot polish, a half-kilo sack of nails, turpentine, blue-specked spoons, paint​brushes, photographic paper, a spool of picture wire, lamp oil, and string.
Abuelito under a bald light bulb, under a ceiling dusty with flies, puffs his cigar and counts money soft and wrinkled as old Kleenex, money earned by the plaza women serving lunch on flat tin plates, by the souvenir photographers and their canvas Recuerdo de Tepeyac backdrops, by the shoeshine men sheltered beneath their fringed and canopied kingdoms, by the blessed vendors of the holy cards, rosaries, scapulars, little plastic altars, by the good sisters who live in the convent across the street, counts and recounts in a whisper and puts the money in a paper sack we carry home.
Start ups
Starting up a business is often easier in the service sector than in manufacturing. In order to start up your own manufacturing firm it is necessary to find premises, probably fairly large ones, to obtain the equipment and machinery needed to make the product you're going to sell and then find staff who are capable of operating that equipment. A service sector start up, however, may require a much smaller initial investment. This means that there are many more small business start ups in the service sector than in manufacturing. In addition it is likely that manufacturers will begin with a higher level of gearing than service start ups, thus implying a higher interest burden to cover in their early days.
However, these brand new service sector firms may take a long time to build up a client base. As discussed in the last article of this series, many service sector organisations, from restaurants to plumbers, tend to rely fairly heavily on word of mouth to attract customers. Word of mouth can take a long while to spread and as a result these new firms will have a particularly uncomfortable first few months while they wait for customers -to arrive. The financial implications of this are clear — with few customers cash inflows will be minimal. This may mean that the firm suffers from a strained
liquidity position — especially if it has used promotional techniques involving price cuts or free samples.
This scenario can be contrasted with a new manufacturer who may have had to find more initial start up capital to finance the acquisition of the necessary fixed assets, but will almost certainly have started up to service an already established demand. In effect, the initial investment required for a manufacturer accentuates the risk involved in starting up and this risk will only be taken if existing demand suggests that there will be a payback in the form of immediate demand for the product. On the other hand, the service sector start up can happen more easily but may be a more speculative enterprise, based on the 'hope' that people will want this particular kind of service. As a result, payback periods for service sector start ups may be longer than those for manufacturers even though the initial investment outlay to set up as a manufacturer is higher.
