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	Anderson, Joni
	Natalie Ross 
Pillar to Post Professional Home Inspection® of Southwest Utah 
1543 Southern Homestead Blvd. 
Cedar City, UT 84720 

Frank and Natalie Ross own Home Inspection of Southwest Utah, Inc., a franchise of Pillar to Post Professional Home Inspection®. Their company inspects and creates reports for newly built or previously owned homes, apartments, and some commercial buildings. 

When Natalie came in to see us at the Small Business Development Center she needed some advice about financial analysis, cost control, and cash flow. Natalie needed help showing a bank that the business had positive cash flow and that they should be able to refinance their home in order to consolidate personal and business debt. We consolidated her financial information into a short report for her to take to the bank to prove that based upon the business growth and success, personal credit history and collateral value, they were well qualified to refinance. 

Even though Natalie previously created a business plan in order to receive SBA financing for their business startup (approximately three years ago), she is currently enrolled in the Small Business Development Center’s pilot online BizSMART course in order to continue the learning process and update their business plan. 

With a goal of serving 15% of the home inspection market, Pillar to Post Professional Home Inspection® of Southwest Utah is well on its way of accomplishing that goal due to the strong housing market, a professional reputation, and an incredible focus on customer service details. 
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	ELLISS, JILL
	Pam Shellline - Massage Therapy Academy 

Pam Shelline, an experienced massage therapist, started her original massage therapy school in 1997. She sold the successful operation, four years later. With the growth of the spa industry in southern Utah and Nevada, Pam could see a clear opportunity to get back into the massage academy business. She came to the Dixie Business Alliance SBDC at the recommendation of a commercial lender to get some projections done. After the projections were completed, she could see that she would not need to borrow from a lender at that time, but could self-fund the project. 

Initially, she wanted to be located in a new and very visible office building. Since part of the income from the academy comes from those seeking massage services instead of just those seeking training, Pam believed the new office-building tenants would be drawn to patronize the location since it was to be located on the east front side. 

However, with all of the additional location fees required at the new building that impacted cash flow projections, she decided to look elsewhere. She found a charming old home on St. George Blvd. that she recently renovated. The client treatment and reception rooms resonate with color, charm, and an elegant serenity. Parking to the rear of the building is close and plentiful. There is plenty of space on the second floor of the building to accommodate each training class. In addition, Pam’s husband Don, a principal in the company, is a broadcast specialist. He will produce audio tapes that will supplement class work. 

Students at the academy will enroll in a 700 hour Utah State Licensed massage school. They will be able to enroll anytime and learn at their own pace choosing their own therapy emphasis among 32 classes such as Swedish massage, Business Management and Ethics. The school will also help them prepare and pass the Utah and national tests for massage therapy certifications. 

Supervised students will perform massage, craniosacrial, reflexology, shiatsu and acupressure services for clients at a discounted price. To bring in additional income while the academy gets off the ground, Pam will also employ her esthetician skills. Recently Pam held an open house to show off her new academy location. In her invitation to the SBDC, she wrote, “Thank you so much for all the assistance in the planning stage of my business.” The accompanying photo shows Pam at her new location. 
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	KING, BEVERLY K.
	Wayne R Johnson Sr. – Benchmark Metal Fabrication

When over seven years of employment as an operations manager at a Utah metal fabrication company was ended, my desire to start my own company was reawakened. With over 30 years of industrial/manufacturing engineering experience and an associate degree in business management, I felt I had a good store of knowledge and experience to make a success of it. I chose metal fabrication because of 20 years in that type of industry and my extensive customer and vendor contacts. The Utah SBDC was a key player in helping me determine if my ideas were worthy of the time and effort required to develop a business plan. After I decided to go for it and gathered up the courage, I contacted Beverly King at the SBDC at Weber State. She helped me with my business plan and encouraged me to submit it to the banks. During the time we took developing the business plan, I attended several seminars that Beverly suggested. That time was very well spent. Waiting for the banks to decide if they would finance me was agonizing, but when one finally saw my vision and processed the loan papers, waiting for the final approval was far worse. I received an SBA business loan and immediately began buying equipment. Within a couple weeks of starting the business my past customer contacts started ordering. The sales month over month began to double and our first year, which ended Nov. 15, 2005, had gross sales almost double the first year business plan estimates. Positive cash flow was realized just after seven months, additional equipment and employees were required after nine months. A gross profit before taxes for the first year was about 9%. 

Year 2 has started right where year one ended. I am expecting a 20-25% increase in gross sales in the second year. I now employ 5 in my shop and 1 full time office person. I am expecting to hire two more shop people before mid-year. I am making plans to build a new facility in the third year and have discussed these plans with the bank. 

There has been a lot of late, late hours and restless nights, but well worth the effort.
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	Orton, Michael
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"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 Governemnts. 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 more happy 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. 


