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	Cedar City


Story # 1

Individuals/Business Name: Harley McIrvin / Warrior Works and Design

Released: Yes
Harley McIrvin was injured while on the job. The Injury left him with a degenerative back disease that would limit his mobility.  Still wanting to support himself and his family, he sought out training that would allow him to work with his limited mobility.  Since he already had extensive experience with computers, Harley felt that this might be a great opportunity for him to start a business that would allow him to continue working.  Harley found a school that could train him in all aspects of working with computers.  He learned how to repair both the hardware and the software.  Web design also became one of his specialties.  Upon completion of the school he decided that it was now time for him to open his own business.  Even though he knew the ins and outs of computers, Harley needed some help getting his business on its feet.  Vocational Rehabilitation referred him to the Small Business Development Center in Cedar City.  Here he was able to find out about licensing and other things that are necessary for a small business.  He also completed a business plan that showed that this really was a viable business.  He was able to talk about different ideas that he had with the business and what he could do to be more successful.  Realizing that he might want some more education to be a little more business savvy, Harley signed up for the Better Business Techniques Class that was taught by the SBDC.  One of the most important sections of this class was about marketing.  Harley learned how to get the word out about his new business.  As people have found out about the business, Harley has become more and more successful. Each month seems to be better than the last.  He has designed web pages for several local clients and business just continues to grow.  

                                                      Story # 2
Individuals/Business Name: Cindy Jones





Released: Yes
Cindy Jones is a mental health therapist.  She had been working for Southwest Center (SWC), the local community mental health center.  While working for SWC, eligibility requirements changed regarding who could receive treatment there and who could not.  She noticed this left a large group of people without the opportunity to receive services through this center.  Cindy recognized that this presented a great opportunity, for a new business.  She contacted the Small Business Development Center (SBDC) to get some help with the start up information.  Originally the forecast for start up funding was in the neighborhood of $20,000 to $25,000. The SBDC talked with her about different ways to bring this figure down. Eventually she got this figure under $10,000.  They also helped her with ideas about different ways she could get the funding for her business, including discussing home equity loans and personal loans.  Cindy was able to get the funding she needed and is now n business and running a successful practice. 

	Ephraim


Story # 1

Individuals/Business Name: Clark K. Chappell & Jay Miller


Released: Yes
"We needed to know how to develop our business. We didn't know the right questions to ask or how to get the funding required for the business growth we knew we could achieve." That's how Jay Miller of Mountain Mill & Door, Inc. described the major obstacles facing their company as they struggled towards the turn of the century. Competition is tough. Resources seem scarce, and the future can be daunting for people who are in business for themselves. This is the "entrepreneurial adventure."

 "Our founder and C.E.O. had an associate’s degree in cabinetry and more than fifteen years solid experience as a carpentry contractor on significant projects. At the same time, being an expert in your chosen field does not mean that you understand everything involved with how to be a profitable company, poised for expansion and economic growth," continued Miller.

 "The great thing is that he had developed a 'high-quality,' custom-made product that generated a lot of demand from knowledgeable and discriminating building contractors. Once they examined our products, they immediately wrote them into their plan specifications. Our reputation was established over many years and actually stimulated our growth-potential. We were in the enviable but challenging position of having to turn work away because our capacity to fill orders was limited. We had more work than we knew what to do with." 

Miller's tale of "entrepreneurial adventure" then moved to the Wayne County office of Economic Development where they were referred to help from the consultant at Snow College’s Utah Small Business Development Center in Richfield, Utah. There, the company's principles found experts and resources which gave Mountain Mill & Door the "top spin" they needed to keep their ball rolling well-into the 21st Century. Clark Chappell, C.E.O., and Jay Miller (acting as the company's business manager) attended a Scott Perrot strategy seminar at the SBDC's Regional Center in Ephraim, Utah in the fall of 2004. They met many entrepreneurs there, like themselves, who were interested in learning more about the effective principles governing business growth and commercial success. Their network of resources began to expand. They applied for patent protection for the proprietary processes used in creating a product with high demand. "Our SBDC consultant told us that our unique process was an asset of the company and needed protection from the competition," Miller explained. They now have applied for federal patents which may prove even more valuable to them over the years to come. 

The Small Business Development Center coached them while they created a viable business plan. Upon sharing their plan with Scott Campbell at their local Wells Fargo Bank branch, they were then introduced to Ruth Short with the United States Small Business Association. Both Wells Fargo and the SBA endorsed their business plan by requesting a commercial loan application, one where the SBA would indemnify a portion of Wells Fargo's participation in the Mountain Mill and Door, Inc. expansion effort. Local resources also included some funds from the Revolving Loan Fund administered by the Six County Association of Governments. Financing obtained in the spring of 2005] made it a "win-win" deal all around.

Continuing from this success, Miller describes the company founder's commitment to the state's viable workforce. "We stress the use of local labor at our rural Utah location. We are concerned with the development of our county and we want to help improve the economic well-being of our resource-rich area." Founded by Clark K. Chappell in 1994 with two full-time employees, this home-grown "micro-enterprise" has a current payroll of five full-time workers and anticipates hiring two to four additional staff before the end of the third quarter of 2005. Chappell and his company couldn't be more pleased with that prospect. "It feels like it makes our county a better place to live, that people are happier to be here  ...we certainly are." Chappell modestly observed.

"Without the SBDC, we wouldn't have been able to put it together," noted Miller. Mountain Mill's management spent over six months in study and preparation to create their plan, prompting Jay Miller to observe, "You know, many business people don't understand that it can't stop there. [Our business plan] is a 'living document.' I'm already revising it." Experts agree that adequate business planning should be thought of as a process, not an event, and one that is ongoing. Contingency planning and exit strategies should be developed and incorporated into the management philosophy at the "front-end," before they're anticipated or required.

With their solid endorsement by Wells Fargo and the Small Business Association, Mountain Mill & Door, Inc. has recently acquired expansion facilities in Wayne County, Utah for the center of their growing corporate operations. They have current plans to acquire and invigorate a previously defunct business as part of their own operations which will be called, "The Mountain Mill Country Store," and will offer retail consumer goods to the rural community. "This is important because of the remote nature of the surrounding communities in central Utah," said Miller, currently acting as the company's Chief Operations Officer.

He continued by saying that, "Through the course of the past year and our relationship with the Small Business Development Center, we have been able to 'stay in the game' and assemble a capable group of local artisans on our team who supply us with retail goods. These will be continually offered at a central location to our entire community. This was a 'value-added' aspect of our involvement with the SBDC's satellite office in Richfield," observed Mountain Mill's confidant C.O.O. "We are prepared and hoping for a prosperous future." 

Most people could certainly understand why.

Story # 2

Individuals/Business Name: Steve & Candice Sanders

Released: Yes
Making decisions that impact the lives of loved ones is a weighty responsibility.  When needed alternatives are unavailable, it is also frustrating.  From desire to dream to reality – oiled with elbow grease and patience – Steve and Candice Sanders’s new business, Autumn Park Assisted Living, eases the weight of responsibility and eliminates the frustration for those facing the decision of how to help aging loved ones.

Located in Mt. Pleasant, Utah, Autumn Park Assisted Living which opened doors in June, 2005, offers alternatives not previously available in this area.  The most significant characteristic that sets this assisted living center apart from others is the fact that it is a Type II facility, which means it incorporates the “Age in Place” principle.  There are generally two classifications of such facilities, Type I and Type II; the compliance requirements mandated by the government differ for each.  Type I facilities are for residents that are ambulatory, needing some assistance in activities of daily living.  Type II residents require more assistance.  Typically, as the daily needs and medical care of residents in a Type I facility increase with deterioration of health, they require transfer to a hospital or care center.  Residents of a Type II facility, on the other hand, are less likely to require relocation.  Thus, they are able to keep comfortable and familiar surroundings and avoid the heartache and difficulty that comes with change and separation from friends… hence the term “Age in Place.”

Type II assisted living centers help residents who need comprehensive and extensive care.  Until now, there have been no Type II assisted living options in the area.  Autumn Park welcomes residents that may only require Type I services as well as those with more advanced needs

State of Utah requirements for such facilities are strict.  The Sanders were required to produce a feasibility study, submit carefully drafted plans, and meet a myriad of other requirements in order to secure approval.  As with all entrepreneurs, they also assumed a great deal of risk in securing funding, investing their own means, time and passion into the project.  

Although Candice has worked for over two decades in geriatric care and Steve has owned and operated other business ventures, they worked closely with the Utah Small Business Development Center (SBDC) at Snow College to develop a business plan.  Their dream began years ago, but the business plan development process accelerated their efforts.  

Referring to the SBDC, Steve Sanders said, “The business plan they helped us develop was the most useful document we had in the start-up process.”  The SBDC-supported business planning process produced material essential in providing a feasibility study to the State of Utah, a commercial loan, and SBA loan guarantee and financing from the Revolving Loan Fund administered by the Six County Association of Governments.  In fact, they even used it to secure needed insurance.

The business held its initial open house on June 24 and 25, 2005.  With an ideal location, adjacent to the Mt. Pleasant Senior Apartments and Legacy Park (which was developed for senior citizens in 2000) and with the business plan as a framework to guide start-up and operational activities, the newly constructed Autumn Park Assisted Living is ahead of projections in terms of residents and continues to receive increasing interest from potential residents.  Within the first year the business will employ five to ten individuals and makes a significant contribution to the economy and quality of living in the community.

	Logan


Story # 1

Individuals/Business Name: x
Released: No
This was the sample story we used for 2005, we have several others we will share. I have oral approval several times x owns several acres in Garden City, Utah, located in Rich County, a fairly small rural community.  He contacted us to help him on his plans to establish an X.  We worked together on his business plan and financials.  He first applied for $568,000 and was turned down by both Zion’s and Wells Fargo.  We discussed simplification of his R.V. Park.  As a result, we cut the plans down to where funding of $275,000 was needed.    The SBA had been against this loan due to an R.V. Park bankruptcy in Moab. The SBDC was instrumental in x’s tenaciousness. x contacted Cache Valley Bank who closed a bank loan with him January of 2004.  His business has been up and running since 2004.  As of May 31, 2005, he already has 20 Long Term renters out of his 62 spots. As he said, his “Business is doing really, really, well”.  The SBDC was a major contributor to this business.

x next contacted the SBDC on a Storage Business.  We worked on the business plan and financials.  Again, the SBA would not fund him.  We referred x to the USU Community Credit Union, and they provided funding of $240,000.  He built 20 storage units. He sold his storage units for $500,000 within 8 months and paid back the loan.  The SBDC was a major contributor to this business.

x also contacted a friend and suggested that he use a spot of x’s land for a car wash.  This was done.  x is also currently developing Harbor Village.  They are putting in a real estate office with a Restaurant below.  The SBDC, as of yet, has not participated in this endeavor.

x is changing the looks of Garden City, and impacting on Rural Utah in a very impressive and successful way.  The SBDC is glad to have been part of this significant change to Garden City.  

Story # 2

Owner/Business Name: x 
Released: No
x is our second success story for June 2005.  x owns the x - as well as another business entity to receive rents.  He has been in business since 1979; he has put a lot of time, effort, and risk into building up each of these businesses so that they would be beautiful, of high quality, and, in the case of the Y and Z, be a historic landmark that would be his legacy.  He has accomplished these goals, but in the process he had created a heavy short-term debt load, accounting for a debt payment of $15,000 per month.  And he still has goals to improve his business entities, such as retrofitting for earthquakes.

The business structure is very complex and it is time consuming to make the three different businesses clear for a banker, which we needed to do to get a loan.  We restructured the Balance sheet, the income statement, and showed future cash flows – as well as showing a positive cash flow historically if he had the different debt structure.  Together, we combined all of the sales from his various businesses to show a clearer picture of the businesses’ finances. Because there was a need for immediate financing, we worked through the Christmas Holidays, sometimes over 8 hours in a day, so that he could turn the business plan and loan request in at the beginning of 2005. 

The Bank of Utah was reluctant to refinance debt; but Zion’s stepped in and provided him a loan of $1,650,000 against Cambridge Apartments. The USU Community Credit Union was also interested in the Inn, but x felt he could use some of the funds from the loan on the apartments to fund any remodeling he needed for the Y.  The end result is several thousand dollars a month in available cash.  He no longer has the worry he once had; and also, we have helped in preserving a historic legacy in Cache County as well as increasing the solvency of this business.

	Ogden


Story # 1

Owner/Business Name: Jessica Garcia / Obsidian Inc.
Released: Yes
First, I am very honored that Weber State and SBA would consider my story for a success. 

Second, I thank my family, mentors, a real life education as well as the academic one.

Third, here is my story. 

Made a Decision: I believe that one should make a decision to make the most of your time on earth. I decided to open my own business. I chose a path of no salary, hard work, and relentless effort. My goal in this business is to aid others in their personal lives, Whether that may be sizing them for a foundation piece, or watching them light up in excitement when they put on that new outfit. They are my extended family. 

Foundation:   Family is what gives a person their foundation. My family is no different than any others. I am the result of a teenage single mother, and a father who never claimed me until I was 25. I had a childhood where my mother and stepfather were physically and verbally abusive and cared not whether a child was watching. The constant display of drugs amongst almost everyone around me helped in my foundation too. I came to the understanding early in life that drugs and abuse were not going to be part of my life. I was determined to become educated formally so that I could prepare myself for what life had to offer. 

Preparation:   A formal education is the path I chose. After four years, I earned a bachelor’s degree from Weber State, in Technical Sales and Service and an emphasis in Automotive Technology. After graduation I gained experience by working in many different capacities such as; Government, non-profits, and small businesses.   

The Business:  I began my journey during my graduate studies at the University of Phoenix. While in school I was employed by a small lingerie store. This store had great potential, but unfortunately it was poorly managed. While working for this company, I saw the great need for a high-end lingerie store in Utah. I realized during this employment that this industry had great potential. I came up with my own concept of a lingerie boutique and the work began.  I wanted a boutique that kept in mind that women liked fine fabrics, custom fitting, and exceptional customer service. I was especially excited about the idea of no dress code, no more sexual harassment, making my own hours, seeing my dream come true. 

While in my MBA program, I utilized the research and writing assignments by working them to my advantage. I first contacted my accountant, attorney, for advice on setting up the business. Writing the business plan was next. I researched demographic, economic, financial studies and lingerie lines for eight weeks. After my initial research, I found a supportive location for the boutique and contacted a local realtor in the area for potential space.   

During those eight weeks I developed business contacts via email and phone. I asked one of my instructors for advice on financial projections, which is a significant section of a business plan. He recommended I use another similar business’ projections for reference. Since my concept was so unique there were not any similar projections I could have used. I pursued on though. I completed a draft business plan instead. I then contacted my local business development department for assistance. I knew there was a local office because of the secondary research I had done on the SBA website.
I made an appointment to meet with an advisor for assistance in financial projections. I provided my draft business plan to Beverly King at Weber State University’s Small Business Development Center. Beverly was so professional and supportive in providing recommendations for narrative revisions in parts of my business plan. Once Beverly and I worked through the narrative issues she then assisted in the completion of the two-year financial projections. I then recruited a silent partner who supplemented my portion of the personal investment for the venture. 

During a two-week period, I presented the business plan to three banks. The first two banks, Bank One and Barnes Bank could not see the concept and did not support the venture. They both said I did not have enough collateral and they thought lingerie was not a profitable industry. Without revision, I presented the same business plan to the Women’s Business Center at Zion’s bank and they could see the potential. They had a pre-approval for me in five days. I then chose to close my bank accounts with the other banks. 

I started to make arrangements for ordering product, which meant I had to travel to trade shows at my own expense. I ordered product, set dates of delivery, and networked with critical vendors. The biggest challenge with the vendors was to convince them I was worthy of carrying their lines in my boutique. Persistence and persuasion are qualities I posses, so I used that to my advantage. Once back home, I then made contact with the potential landlord, provided the business plan, and experienced a great deal of resistance and acceptance into the development.  The delay in time proved to be very expensive and altered my business projections.          

My realtor then found another location in the same city. I then provided my business plan again to my current landlord, he was skeptical, but I convinced him to give me a chance. I was referred to a local contractor, who was skeptical, and after the fact he admitted he thought I was crazy. The renovation of the space began, under my guidance via email and telephone; they completed the project in 24 days. During the construction phase I was receiving product at my home and at the boutique. Once construction was complete; I then spent five days entering inventory. With family and friends aiding me setting up the boutique they willingly un-packed, hung, and tagged product.

The Beginning:  I opened doors on June 7, 2005 and have been in business for over one month. Everyone that walks in says that it is a beautiful boutique. I have many return customers, and many, many referrals. In a short time we have a customer database of over 200 people. We have been very well received and as it turns out I am not crazy!  

 My journey has had many obstacles. I am thankful for them, because no matter the outcome, the journey was well worth it. I decided to make my dream come true!   Thank you.  

Story # 2

Owner/Business Name: John Martinez / A & B Metals
Released: Yes

Just to give an overview of what we did and what we went through to get this company started. 
The initial ideas of starting a business began approximately 1 year ago when a couple of the business partners (my aunt & uncle) were unhappy with their current employer.  We discusses the possibilities of starting a similar business for a couple months and when the idea made sense to use we started to put onto paper the initial ball park cost estimates of what it would actually take to get this idea started.  Estimating cost to get this type of business started with inventory, equipment, operating costs, etc we soon realized a rough estimate of what it would take to get this going.  Looking back on our initial numbers, we were very close to what we have spent to date. 

After pondering on this idea for a couple months, we knew that these initial costs were too much for us to handle on our own.  Shortly after, we found another partner that was interested in this business venture.  We then agreed to move ahead with this business. 

Total we have 4 partners and none of us have a business background.  I knew that I needed to get myself educated in some of these issues in order to make this happen.  Two of the partners have plenty of work experience in this industry, but no formal education.  I don’t have any direct experience in this industry, but have a lot of experience in manufacturing, design, tooling, supervision, and problem solving, so with a combination of our cumulative skills and knowledge we would have a good chance of success.

I started to do a lot of research mainly on the internet to see what is available to start up companies; also we started to get our business plan developed, purchasing our manufacturing equipment, setting up a shop and determining our initial inventory.  
Our main determining factor to start was the fact that we would not necessarily be starting into an industry as strangers.  We felt that our advantage was that two of the partners had been in this industry for of 20 years each and have a close relationship with many of the companies that could be our potential customers and a good feel as to what types of products to sell, what each customer regularly buys and how well each customer pays. 

We knew that if we were going to make this successful the best way to go about it would be to pick the best performing customers which our initial mailing of our price listing was what we called our “Top 200 List”.

After our initial opening, we soon realized that we didn’t have enough funds to get us through the time period that this month’s sales will be paid to us. At this point we knew that we needed to get a loan in order to make this all happen.  I took on the responsibility of structuring the administrative side of the company and tackled the business loan issues.  I had to get educated on what types of programs are available to small businesses/start up businesses.   Fortunately there is so much information on the internet that is very beneficial to everyone wanting to start up a business. 

I found that Ogden City offers small business counseling/mentoring so I decided to take advantage of this.  Later I was referred to the business office located on Weber State University which was a definite asset in getting our financial projections put together and was able to get some answers to my questions to overall business. 

After getting financial projections from the help from WSU, I moved ahead with applying for a business loan.  With the recommendation from the WSU business office, I was able to obtain out first loan through Zions Bank, which has enabled us to continue operations through this season’s slow period because without it we would be facing low inventory and virtually not enough funds to operate until business picks up.

We have been open now for nearly 3 months and business is continually growing.  We just sent out a new pricing catalog because we had added a couple new items to our inventory and adjusted our pricing.  

Over all this process of starting a business has not been as painful as I expected and perhaps it is because there is plenty of help available from various organizations like the SBA, SCORE, Ogden City, and other small business internet websites.  
	Price


Story # 1

Owner/Business Name:  Tammy Jensen
Released:  Yes
In May of 2005 Tammy Jensen came into the Price SBDC looking for help to start a business.  Because of the lack of preschools in the area she saw a niche that she could take advantage of.  For the next two months the USBDC worked with Tammy to help her put together a business plan.  Through Tammy’s hard work and the direction of the Price SBDC Tammy was able to receive the start-up grant funding she was seeking to capitalize her business through the Department of Vocational Rehabilitation.

Tammy will start teaching her first set of just Beginning Preschool students the second week of September.  Tammy has acquired most of the supplies, equipment, and curriculum for her September start date. She is currently short of full enrollment, which she expects to be at full enrollment by September!

Tammy is also taking the NX Level entrepreneur Course.  She felt that it would build upon the business skills she has.  Tammy knew it would be a needed course to help her be successful in her new business venture.  

Story # 2
Owner/Business Name: Shauna Hoffman 
Released: Yes
Shauna Hoffman enrolled in the NX Level entrepreneur course offered by Price Southeast Applied Technology College Small Business Development Center. Shauna is working with the department of Vocational Rehabilitation, where her counselor suggested she take the course to help her with some of the needed business skills she would need to tackle some of the business ventures she was pursuing in Tabiona. 

After moving to Tabiona she saw opportunity after opportunity for starting various businesses that she thought could be profitable.

Shauna had been working in the legal/law industry for the past 20+ years were she had dealt with business from the legal side but never hands on as an owner.

The very first session that she attended she was counseled to go to her bank and get her credit report.  In small business the owner is the business, so credit is very important.  She was not sure that it would do her any good to look at her report, but followed through with the assignment.  

On the Second class Shauna reported an incredible story about her experience with her personal credit assignment.  When she pulled her report it showed a huge real estate balance.  6 years previous she had settled a real estate deal.  The mortgage company failed to report that the balance had been satisfied.  During the previous 6 years she had applied for a few random loans being denied and never knowing why until now.

Shauna acting on this new information was able to contact the mortgage company and have the balance removed from her report electronically.  The mortgage company also sent her a written letter explaining what had happened that she could keep on file for any other future needs regarding her credit.

By Shauna sharing her story with the class brought new light to the other individuals on why checking their credit report was so very important.

For Shauna the NX Level course offered by the Price Applied Technology College Small Business Development Center directly impacted her in just the first session, let alone the other courses to follow.  
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