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Blanding SBDC
Cedar City SBDC

Cedar Music Store

Cedar Music Store has been owned and operated by Dale and Jolene Heit since July 1, 2001.  They teach piano, voice, and guitar lessons and are a full-line music store.  Dale and Jolene came to see Craig Isom and Joni Anderson at the Cedar City Small Business Development Center because they wanted to learn how to read their financial statements and really know how their business was doing.  We told them about the dashboard project, which is a management tool that helps give key indicators to success and growth, and they were interested in participating.  We initially gave them the assessment tool and they returned that to us with three years worth of financial statements to review.  

After analyzing financial statements and their dashboard assessment, we came up with ratios to benchmark, industry averages, and marketing tools.  We visited Dale and Jolene at their place of business and determined that they needed to track their profit by product line, track and report inventory turnover, stay on top of accounts receivable, and track the efforts of various marketing programs.  We brainstormed to determine the best ways to accomplish all of the above-mentioned tasks.  We analyzed their inventory software in order to see if we could get the software to give them the reports that they needed.  We determined that their inventory software was able to “link” up with their QuickBooks software in order to make tracking and reporting easier for them.  

Cedar Music Store went through a name change during the last half of 2006, and they have been very effective at advertising that name change to their clientele.  Dale and Jolene Heit have a professional reputation and give incredible focus to customer service details.

Helping Dale and Jolene find the “dashboard controls” that allow them to more easily measure their business should increase company sales and productivity along with ensuring that the marketing efforts they are making are providing the proper return on investment.

Dale said “Owning a retail store can be like floating a boat.  You need to know how much water you’re dealing with both on the inside and outside.  The people at the SBDC helped us to understand and measure this.”
Best Business Idea Competition

Best Business Idea Competition

Press Release

December 7, 2006

The results of the 1st Annual Best Business Idea Competition are in, and the winners have been determined!  The event was sponsored by the SUU Small Business Development Center and School of Business, the Cedar City Chamber of Commerce and Iron County/Cedar City Economic Development.  Prize money was donated and sponsorship provided by the Quantum Development Group (of the private sector of our community).  Over 60 imaginative and promising business ideas were submitted for judging.  Eleven finalists were chosen to present their business idea orally to the panel of judges.  Based upon those presentations the five winners were chosen.

And the winners are….

	
	Prize
	Recipient
	Company
	Description

	1st Place
	$5,000
	Chris Culp
	Dumpamatic
	Dump truck insert for the bed of pickup trucks

	2nd Place
	$3,000
	Laura Clinger
	Haute Pursuit
	Uniquely designed and functional handbags

	3rd Place
	$1,000
	Christopher Empey
	Waste Oil Solutions
	Diesel fuel alternative and processing from waste vegetable oil

	Honorable Mention
	$500
	Andrew Walton
	Vita-Cap
	Patented water bottle cap design with vitamins

	Honorable Mention
	$500
	Gary Cohu
	Sort-N-Stor
	Hardware storage and organizer unit


As can be seen, the winners’ ideas covered a wide range of business possibilities.  All represent very practical and innovative business ideas, with very bright prospects for the future.  Three of the five awardees are students of SUU (Laura Clinger, Christopher Empey and Andrew Walton). 

The mutual purpose of each of the sponsors of this competition is to support the development of small businesses in the Tri-County area (Iron, Beaver and Garfield Counties), and to promote healthy economic development with more jobs and an increased tax revenue base.  With the integration of community resources and the talent of our own successful entrepreneurs, we can help more and more small companies get started and successfully grow.  In the not too distant future, we are hoping to develop a “one-stop-shop” business resource center and incubator that will provide necessary support and counseling services for smaller businesses.  Ultimately, such a center would not only provide support services, but help with financing alternatives (including an “angel” or venture capital fund), business partnering facilitation, as well as legal and human resource services.

Craig Isom, Director of the SUU Small Business Development Center and Procurement Technical Assistance Center said, “It is very rewarding to see the response to the competition challenge.  There’s lots of talent in our community and many untapped ideas and opportunities.  We’re happy to get the creative juices flowing and have so much interest in this kind of event.  What’s most rewarding is seeing so many different resources come together (university, public and private) for a very important and common cause.  We extend our thanks to all who participated.  Now we just have to keep the ball rolling and support the launch of new, successful businesses, and build upon this start to a new community partnership.”


People shown in the picture are (from left to right):


Craig Isom, Director, SUU Small Business Development Center


Andrew Walton, Honorable Mention, Vita-Cap


Laura Clinger, 2nd Place winner, Haute Pursuit


Chris Culp – 1st Place winner, Dumpamatic

Gary Cohu, Honorable Mention, Sort-N-Stor


Christopher Empey – 3rd place winner, Waste Oil Solutions


Carl Templin, Dean, SUU School of Business

Contact information of winners and others involved is available upon request for follow-up interviews and additional information.

Ephraim SBDC
PermSeal
As one who recognizes opportunities and organizes resources to take advantage of the opportunity, Mr. Michael Blair is truly an entrepreneur. Currently a resident of Sanpete County, Blair operates several small business ventures ranging from a counseling service to cleaning and grout sealant services.

Blair’s pattern of recognizing opportunity, organizing resources and then putting in the elbow grease to provide needed products and services profitably has been enhanced by his commitment to constantly improving needed business knowledge and skills.  Early in 2006, Michael spent a significant amount of time both in and out of the classroom engaging in the SBDC-offered business development course, FastTrac GrowthVenture.

“Michael was an active participant and it was obvious that he was not only learning but helping others do the same.  He understands the power of networking,” said Alan Christensen, FastTrac instructor.

The FastTrac course touched on many aspects of successful business operation and the ensuing months found Blair delving deeper into educational resources offered by the SBDC to hone skills in these various aspects.

For example, Blair’s wife Ranea, who is an active part of management of the Blair companies, completed the SBDC’s QuickBooks training course in the fall.  Blair knows the importance of carefully tracking the company finances and using such data as a management tool.  A proper understanding of the software his company uses helps them to this end.

Seeing the value of better utilization of the internet as a marketing tool for PermSeal, Blair’s grout sealant company, he completed a local internet marketing course in January, 2007.  The training was offered at Snow College by the Sanpete County Office of Economic Development and was supported by SBDC planning and counseling assistance.  Plans developed in that course are an example of ways Blair is expanding his market.

Another example of how Blair is constantly growing his businesses to meet the demands of central Utah is by expanding his counseling services to offer mediation.  In addition to being a licensed marriage and family therapist counselor, Blair underwent training courses to qualify as a Utah Court-rostered mediator.  Previously such a service has not been locally unavailable.

Referring to the services of the Utah Small Business Development Center at Snow College, Blair said, “I’ve been really impressed with what I’ve learned.  There’s a high level of learning opportunity!” 

Lee Ann Smith – EBay Entrepreneur
Success is a relative thing.  In very small towns, success may occur in job creation of one, two or three, rather than 20, 30 or 100.  Interestingly, when one gains insight to avert the start-up and failure of an ill conceived business idea, that too, is success.  Further, when a life is changed for the better, it is indeed success.

Ms. Lee Ann Smith first came in to contact with the Utah SBDC after seeing a poster on a local community bulletin board.  The poster advertised entrepreneur training, a business planning class.

Smith had been selling on E-bay and inquired about the entrepreneur training course as a means of helping her learn about expanding her business.  Following some customized counseling sessions with an SBDC consultant, she determined to enroll in the course.  In spite of the two-hour round trip winter-weather drive through a windy mountain highway road to for nearly three months of class, she persisted and completed the business plan.  According to Smith the business plan helped her see that some of her ideas may not work as she had anticipated.  Averting unnecessary loss is definitely a successful outcome of the business planning process.   Further, the entrepreneur training course helped Smith see how much more there was to learn in business, before growing the type of venture she dreamed of.

Speaking of the entrepreneur training curriculum and the instructor, Smith said “You inspired me to go on.  If it weren’t for that help from the SBDC I never would have enrolled in the business program at Snow College.” 

In January, 2004, after not having been in a school classroom for over 30 years, Smith enrolled as a full time student at Snow College majoring in business management.  After briefly dropping out of high school she had returned to get her diploma in 1974.  Developing her business skills in a college classroom was anything but easy, Smith recalls, “I actually sat in the bathroom and had a panic attack just prior to my first semester’s exams.  If it weren’t for personal attention of the Snow College business instructors I couldn’t have done it.  They really and truly do care.”

To other students and entrepreneurs alike, Smith has been a shining example of courage and persistence.

Smith qualified to compete in Utah’s 2007 state DEX (Delta Epsilon Chi) competition at which she placed second in both the Retail Management and Advertising Campaign categories.  This qualified her to compete in the international DEX competition in Orlando, Florida in April.

In May, 2007 Smith will graduate with honors from Snow College’s business program.  Asked what she may do from here, she speaks of opening a small curio shop in Mount Pleasant, Utah and is also toying with the idea of a shipping center.  She feels that either would offer needed services to the small community and create additional employment opportunities. But, with an understanding of the importance of careful planning with both consumer demand and competition in mind, she is also keeping an eye out for other opportunities to assess.

“Now I know how to do it,” said Smith.  

Of course, the Small Business Development Center will again offer support and assistance as she gets her business venture off the ground.

Logan SBDC
Azteca Market & Tortilleria
“Logan Entrepreneur Brings Unique Tortilla-Making Machine to Cache Valley” 

Anna Lopez came to the Logan SBDC in August, 2006 with hopes fulfilling her dream. Five months later she opened The Azteca Market & Tortilleria and now provides the only source of fresh corn tortillas in Cache Valley. “Before, we’d  have to go to Ogden or Salt Lake to get fresh corn tortillas,” she said. “We just like to see people happy, and we want to bring a little bit of their culture into their lives.”

The Azteca market also offers a range of Latin American products such as Inca Kola, jalapenos, hot sauce, garbanzo beans and a authentic Latin American candy In addition to the market, Ana identified another need for a reception hall that caters to the Latino community in providing a place for Quinceaneras celebrations. To meet that need, she turned the basement of the market into a reception hall and is now booked weeks in advance.

Anna received help from the Logan SBDC in writing a business and marketing plan. She received funding of $280,000 from Zions Bank.

“We ran with our dream, I guess you can say,” she said. “Don’t ever give up on what you want to do because someday it will happen.”
Concrete Cutting Service

Braden Atkinson first came to the Small Business Development Center in October 2002.  After working in the concrete cutting industry for 2 years, Braden decided the time had come to start his own professional concrete cutting service.  After conducting a market analysis we determined that there was sufficient need for this service in the Cache Valley region.  

We helped Braden create a business plan that included a marketing plan, income and cash flow projections, pricing strategy, and break-even analysis.  Braden received $20,000 from Utah State Vocational Rehabilitation and $15,000 from Lewiston State Bank in September 2003. He purchased and flat saw, trailer and other necessary equipment and began operations that same October.  

Braden returned to the SBDC for help in procuring an additional $50,000 from Lewiston State Bank and used the funding to purchase a Wall Saw. With the addition of the wall saw, Braden secured a niche in Cache Valley as one of the only concrete cutting contractors to offer a complete line of services. Since that time his business has flourished. He has hired three additional employees, established an excellent reputation with contractors, and has built over $60,000 of equity in his business. 

Ogden SBDC
Lincoln Environmental Services 

Lincoln Environmental Services was begun in the spring of 1994.  It was the idea of Mr. Gary Baur, based on a hazardous materials recovery/remediation business started by a friend in Tulsa Oklahoma.  Mr. Baur contacted a former high school friend, James T. Grover, to see if he would be interested in starting a similar service in conjunction with his youngest son’s towing business.  Mr. Grover had retired from the Utah Highway Patrol as a hazardous materials coordinator and had also retired from the Utah National Guard having served quite some time as the nuclear, biological, and chemical warfare supervisor.  Educationally, Mr. Grover had obtained a BS in Business Administration and an MS in Environmental Safety and Health.  

Mr. Grover constructed the infrastructure of the business, policies, contacts, goals, work plans and permitting from the spring of 1994 through the opening of doors in October 1994.  He also organized the part-time employee pool which met all guidelines established by OSHA for hazardous materials employees.  

The emphasis of the business was over the road (OTR) accidents or incidents involving hazardous materials and petroleum spills.  The first year brought enough success to further compete the business.  Initial year gross was $107,000.  Each succeeding year has brought increasing revenues.  The complimentary businesses of Brett’s Towing and Lincoln Environmental Services was of great measure.  In the spring of 1998, the U.S. Air Force promulgated a request for emergency response services for the Intercontinental Ballistic Missile Program at Hill Air Force Base.  Brett’s Towing and Lincoln Environmental Services, partnered again and Mr. Grover constructed a successful bid for this requirement.  The initial contract was signed in June of 1999.  It was for five years.  It was extended for one year and then successfully re-contracted for an additional five years.  It is currently in its second year of the second five year contract. Brett’s Towing and Lincoln Environmental Services were separated during the first contract and made into separate corporations.  This separation was to streamline operations and to clarify business identity.

One of the outfalls of this contract was a requirement for “cost accounting”.  Mr. Grover and the company CPA understood the basic meaning and intent, yet were unable to successfully implement this requirement.  One of the auditors with the Defense Finance Accounting Service (DFAS) suggested use of the Small Business Administration for guidance regarding “cost accounting”. 

The SBA had a Ms. Beverly King, who works in the Small Business Development Center at Weber State University, attend a meeting to resolve this situation.  To say that her contribution was staggering is understating what she contributed, significantly.  Her prior experience as an accountant with another large government contractor lent itself to our situation perfectly.  She understood where the government wanted to go with the “cost accounting” requirement.  She, in conjunction with the CPA’s office, altered our accounting system to provide all the information required in a timely and efficient manner.  She has continually provided excellent counsel regarding recurring questions from DFAS.

Her contributions are a large part of our business success as a federal contractor.  Her efforts and guidance are a direct reflection of our success in re-bidding the current contract with the Air Force.  Revenues from the HAFB contract alone are currently at over $500,000 annually.
Stinson’s Incorporated 

Stimson’s Incorporated was formed in 1947 by three local grocery market operators in Ogden, Utah.  They brought together their three small corner markets and operated quite successfully until the larger supermarkets like Albertson’s, Smiths and the like began to overwhelm them in the 1960’s.  The company then transitioned into the “convenience store” arena by being innovative and adding drive-thru windows, self-service gasoline, and a proprietary food service program that included fresh made sandwiches and fried chicken.  The company operated with stores in Ogden, Layton, and Salt Lake City until a divorce property settlement caused the liquidation of the Layton and Salt Lake City locations in 2004.  

The remaining store in Ogden had been the “flagship” of the company, but the changing demographics, age of the facility, and the general economic decline of the central Ogden area had brought the remaining store to a point where it has been unable to operate profitably.  In November of 2006, Dan Vaughan, CEO, began working with the Bank of Utah to secure funding that would allow him to better control his gross margin and operating expenses.  The bank loan officer he was dealing with asked for projections which would show what impact the desired changes would provide.  He also advised Dan of the existence of the Small Business Development Center and the assistance and services they could provide.

Dan contacted Beverly King, Director of the Small Business Development Center at Weber State University.  They held an initial meeting where they discussed at length the current situation.  Dan provided her with the previous three years of financial information for her analysis.  They discussed the history, demographic changes in the area, and other issues facing the business.  She then spent several days working with this information before having Dan return to review her findings and to discuss the future of the business.

Her analysis was very succinct and direct.  In fact, Dan felt that he learned more from her free analysis that he had learned through paying some very expensive advisors.  The business had been carrying large losses for years and was only able to survive based on selling assets and investment of owners’ retirement funds.  It was Beverly’s recommendation that he look to sell the business or look to do something else with the property.  She also suggested that he refinance the note or renegotiate the terms of the existing note on another store operated in South Ogden in an attempt to reduce the debt load on that store.  Dan is actively attempting to follow her suggestions.  While this is not the type of success that he had envisioned, he does have a better understanding of the position and the challenges he would face in trying to make it the same successful business that it was years ago.  Dan wishes he had known of the Small Business Development Center before, so that he might have been able to utilize its services before the business had gotten into its current situation.  Dan has suggested the services of the Small Business Development Center and given business cards to several acquaintances.

Orem SBDC
Chinyere International LLC
As a young girl in Barbados, Chinyere Sam was given the opportunity to work for Ebony Models International.  It was there that she learned, cultivated, and strived to become the best model she could be.  Later her experiences proved to be invaluable when she came to the US to receive an American education.  While here, Chinyere was able to work for many talented modeling agencies.  However, she realized that none of those agencies had the quality and level of professionalism that Ebony Models International had.  In fact, at one agency she began assisting in the recruiting and training of models in between the modeling jobs she personally received because they saw the vast knowledge she possessed in comparison to their other employees.  After a while, she realized that she was doing a better job at selecting and training the models than the professionally hired trainer was.  This realization stirred within her a desire to start her own modeling agency.    

Chinyere continued working her way through school and a year before graduation she started her own modeling agency.  From the beginning, Chinyere envisioned her business as one that would openly solicit models from all ethic backgrounds.  In addition, one of her primary goals was to make the dream of becoming a model financially obtainable for individuals with significant economic barriers.    

With these primary goals at the forefront of her actions, Chinyere Sam officially established her business in April 2005.  During the first few months of operations, she had many questions that she lacked the answers to.  Then, she heard about the services that the Orem Small Business Development Center offers to business owners.  She immediately knew this was the place that could help her with all the business related questions she had.  As advertised, the staff at the SBDC was able to help Chinyere answer all her business related questions.  On her first visit they helped her develop a business plan and project cash flow statements.  

Later, Sam returned to the Orem SBDC when she needed help on generating financial statements and figuring out complex human resource requirements.  As a result of her own determination, and the assistance she received from the Orem SBDC, Chinyere has built a successful agency that focuses on providing ethnically diverse models/actors to the media industry.  She currently employs two independent contractors and roughly 30 models/actors.  Her dream is to continue expanding her business so she will eventually have offices located across the United States and the world.      

The Hundred Dollar Business

Carolynn Duncan is a determined lady who is constantly analyzing her options and trying to solve the problems she sees around her.  So, it was no surprise to anyone when she decided to implement a business idea that would test the concepts and principles she had recently been learning in the local university class she was attending.  Her idea was to use $100 to start a profitable business within a 30 day time frame.  With her partner, Rachelle Anderson, by her side, Carolynn set out to test her business idea.  One of the first things Carolynn did was schedule an appointment with the Orem/Provo SBDC to receive advice and help on the technical aspects of starting a business.  She received assistance on reading legal documents, writing partnership agreements, tracking cash flow, and handling employee relations.  

After receiving the help she needed from Ken Fakler at the Orem SBDC, Carolynn contacted a local mall and was given the opportunity to lease a kiosk during the busiest month of the year – December.  To accomplish her goal of only spending $100 on the establishment of her business, Carolynn negotiated agreements with a few of the retailers who each paid a portion of the lease rental in return for their product being sold in the kiosk.  With those agreements in place, Carolynn and her partner Rachelle happily went to work selling these products to the holiday mall shoppers.  

From the very beginning Carolynn had many obstacles to overcome as she developed her business.  She quickly learned that there were many aspects of running a business that she hadn’t known about or considered.  For example, in the first few days of the venture, Carolyn ran into significant staffing problems that needed a solution.  She also needed to implement a simple, yet accurate, method to track inventory levels without wasting her valuable time.  Furthermore, she learned the importance of planning transportation routes from the suppliers to the store location.     

From her experience working with the Orem SBDC Carolynn said “Being able to have business mentoring from Ken really has shown me how valuable it is for startups to get additional support, information, and coaching. When there's a crucial time in a business, a mentor can be extremely helpful in keeping the business on track, particularly for new startups -- and I really appreciate it!”

Price SBDC
Jim Henrie Heavy Hauling

I first met Billene Henrie of Jim Henrie’s Heavy Hauling at a entrepreneur course taught by the SBDC at the Southeast Applied Technology College in Price, Utah.  She attended the course in order to learn how to write a business plan to help their existing company obtain finance that was needed to grow.  Her and her husband owned and operated a trucking company that transported heavy equipment.  At their current location they were running out of room to expand.  They needed more equipment and man power to keep up with the demand for their services.  This would also require more land for the equipment. 

Over the next eight weeks she began to put together her plan following the principles taught in the class.

Over the course of eight to nine weeks between the class and occasional one on one counseling she was able to gather the proper information to establish an excellent business plan.  

Shortly after the class was done Billene approached a local bank for financing.  Upon approaching the bank the manager asked her to sit down and fill in a few forms.  At that time she hand him her plan to read.  After several minutes the Bank manager asked her to stop filling out the forms.  

He was so impressed with her business plan he would make the arrangements to do a signature loan for the amount she needed.  

Billene discovered that through hard work, a little help along the way, and a great business plan that obtaining financing for expansion was easier then expected. 

The expansion helped them to acquire other employees, more equipment, and the needed ground for yard expansion.

Bevan’s Precision Alignments

Bevan Collard of Bevan’s Precision Alignments had and idea for a company that stemmed from a problem he saw at the company he was working for.  He noticed that on heavy equipment there is significant tire wear when the axels are out of alignment, specifically with tandem or triple axel trucks.  

With a background in auto mechanics Bevan knew that he could start a business doing alignment repair on heavy equipment.  With the help of the local economic developer and the SBDC he went to work putting together a business plan.  Over the next few months a business plan was established. With the help of the local SBDC counselor cash flow projects were created, analysis of the market area, target markets/clients, and many more important factors of a business plan were developed.

After gathering and analyzing this information Bevan could see how lucrative his idea really was.  He knew he had a great idea and the numbers and research proved it.

He then approached his local bank for financing.  After working with his local banker, he was awarded an SBA guaranteed loan.  

Salt Lake SBDC
TNT Truck Driving School

Business Description: 

TNT Truck Driving School, started in 2006, provides training to persons interested in receiving their CDL. Persons taking his training go on to either work for existing trucking companies or start their own trucking companies.

Opportunities/Challenges
· While Antonio had 20+ years of experience in the truck driving business and had previously had a truck driving business in California, his business failed due to a lack of understanding of business principles. 

· After discovering the market for CDL training while taking the Fast Trac New Ventures class, Antonio decided to start a truck-driving school instead of starting another trucking company. 

Assistance provided by SL Region SBDC

· He took the FastTrac New Ventures class taught in Spanish, put on by the SL Region SBDC and taught at the Pete Suazo Business Center, to try to learn how to develop a business plan and learn how to run such a business. 

· Mr. Gonzalo Palza, a fluent Spanish speaker and native of Bolivia, provides the instruction in Spanish on behalf of the SL Region SBDC.

· Due to having attended the class and developed his business plan, Mr. Tinti was able to successfully start his business and continues to operate his business successfully. 

· This has allowed many persons to obtain their CDL to work for companies as well as many which have started business of their own. 

Economic Impact

· Antonio Tinti started TNT Truck Driving School.

· TNT has taught approximately 100 students, some which have started their businesses and others who are now working for trucking companies.

· TNT has earned approximately $80k in revenues in 2006.

Mabel’s Beauty Care

Business Description: 

Mabel’s Beauty Care provides skin care treatments and products and has licensed estheticians. 
Opportunities/Challenges:

Mabel had been a licensed esthetician in her home country of Mexico for several years. A short time after arriving in the U.S., she started operating her esthetician business out of her basement by herself. She wanted to be able to have a thriving business with several estheticians operating within her business but did not have the necessary training to operate at that level. 
Assistance provided by SL Region SBDC:

· She took the Fast Trac New Ventures class taught in Spanish, put on by the SL Region SBDC and taught at the Pete Suazo Business Center, to try to learn how to develop a business plan and learn how to run such a business.

· Mr. Gonzalo Palza, a fluent Spanish speaker and native of Bolivia, provides the instruction in Spanish on behalf of the SL Region SBDC.

· Due to having attended the class and developed her business plan, Ms. Gonzalez was able to successfully start her business and continues to operate his business successfully. 
Economic Impact: 

· Ms. Gonzalez started Mabel’s Beauty Care in 2006.

· She has hired 4 full-time employees with the potential to have up to 8 employees in terms of the infrastructure.

· She had revenues of approximately $180,000 in 2006.

· She recently increased the square footage she rents by 300% with plans to start her own hair salon and is in the start-up stage of developing an Esthetician School for Spanish-speaking persons wanting to become estheticians.

· She has become a very astute businesswoman which will allow her to continue being successful in her other entrepreneurial endeavors.

· Her success has provided the motivation for more than 50 Hispanic persons to attend our Fast Trac Spanish class in order to start their own businesses.
Aunt Fannie’s Bloomers

Business Description:

Lulu McCann had the opportunity to purchase an existing flower shop.  She had worked there for a number of years off and on.  The flower shop had two owners and one recently died.  It is a longstanding local business which receives income through the Teleflora network in addition to many local loyal customers both in and out of state.  The remaining owner wants to retire and is asking $50,000.00 for the shop.  Lulu only recently received tax returns on the business.  The asking price includes all the assets of the business.  Lulu is in the process of listing these out.  She estimates the value of the assets at over $100,000.   The flower shop is part of the FTD network.  Lulu wants to finance this purchase.  Her she and her spouse had a bankruptcy about 2 years ago.  They re-affirmed on their house and car and have since been prompt in making payments.  Her husband’s employer was interested in financing the business but has since dropped out.  We are looking at an SBA loan for the full $50,000 plus $15,000 for working capital.  Our second option is to re-finance her home and use the equity towards the purchase of the business.  Our last option will be to request a $25,000 loan from the UMLF and ask the owner to take back a note.  Lulu worked with SBDC counselor Danielle Lower over the next three months to help her with the purchase and start of this business.

Opportunities/Problems:

· When Lulu first met with the SBDC counselor she did not have any documentation to support the proposed $50,000 asking price for the business.  She had a feeling that the assets involved were valued much higher than this, but nothing else.  
· Lack of valuation for the business.
· Lack of business plan and financial forecast.
· Lack of formal legal documentation and attorney to represent her interests in the transaction.
· Lack of funding for the acquisition of Aunt Fannie’s Bloomers.
Assistance provided by the Utah SBDC 

· Helped Lulu get necessary inventory/asset lists and historical financial statements to come up with two approaches to “value” for her business (discounted cash flow and liqudation value for assets).  Helped educate her on what these historical statements mean.

· Helped Lulu write a business plan and financial forecast for the proposed business.

· Provided demographic research for the location.

· Provided pro-bono legal and accounting advice.

· Attorney referral.

Resources used to provide assistance

· Demographic research:  SBDC net geographic ring study.

· Sample business plan that counselor had on-file for a retail floral shop.

· Pro-bono legal and CPA services provided by Miller Business Innovation Center.

Actual or expected results including economic impact

· Loan received for $57,000 to purchase business and some working capital.

· Business acquired.

· Jobs created:  1.5.

· Anticipated year 1 revenue of approximately $100,000.00.

HATCHiT Exhibit Display Solutions

Business Description:

HATCHiT LLC is a partnership of two former senior project managers from an industry leading manufacturer of tensioned fabric structures & large digital printing. Their service involves project-managing exhibit, tradeshow and banner projects for re-sellers all over the country. 

HatchIt Exhibit Display Solutions was formed in the Spring of 2006 by Kib Dacklin and Shane Collard.  Kib and Shane first came to the SBDC for assistance while they were both employed in the exhibit manufacturing industry.  They had a plan to start a company working as the “middle-man” between the end consumer (businesses who need high end graphic exhibit displays) and the exhibit manufacturer.  They came with considerable industry experience but no management or small business ownership experience.    

Opportunities/Challenges:

· Setting Legal structure:  partners were unsure about how to structure their business.  They had not thought through many issues facing two people who would like to go into business together.
· Choosing and implementing accounting software.  The owners knew they wanted to use software to track their finances.  They had no experience in accounting, budgeting, bookkeeping etc….
· Forecasting.  Owners had not prepared financial forecast for their business.  Did not understand importance of financial forecasting.
· Understanding of basic financial principles underlying bookkeeping entries into software.  After a couple of sessions it became apparent that although the owners were very sophisiticated in many areas of small business management, accounting and financial essentials were basically unknown to them.  

Assistance Provided by Utah SBDC:

· Legal.  1 hour pro-bono legal appointment.  Counselor helped client’s understand the importance of an operating agreement in order to preserve friendship, assist in resolving conflict/issues and exit of one or both partners.
· Accounting Software:  Provided client with pro-bono Microsoft Small Business Accounting software.  Helped them in various client sessions with issues regarding this software and general questions.
· Forecasting.  Provided client with forecasting worksheet.  Worked with them on setting a one year forecast.  Currently working with them on 3 year forecast.
· Basic finance and accounting concepts.  Counselor spent at least one session going over basic accounting concepts with them.  Clients are scheduled to  participate in a Financial Tools class in April.
Economic Impact:

· Started business.
· Hired part-time sales associate in 2006.
· FY 2006 revenue was $322,758.
St George SBDC

Gateway Salon and Spa
Danagail Elzy was on her way to a new life in Biloxi, Mississippi when Hurricane Katrina hit. She moved back to southern Utah to build her dream in St. George. Her friend Traci Heaton was selling her home in Florida to move to southern Utah and join in the dream. In the spring of 2006, Danagail began writing their business plan - that of a beautiful serene day spa in which customers could relax while getting their hair and nails done, receive facials and massage,  and purchase  personal care products.

Danagail worked continually during the summer and added details to her plan One of her goals was to fill up the 16 available booth spaces in the spa. She, herself is a nail technician, and her business partner Traci is going to school to be a licensed Esthetician. They approached a bank and were approved for a loan to fund their dream. Meanwhile, Danagail and Traci put in significant sweat equity at the Tonaquint location. They even put the stain on the trendy concrete floor.

The Getaway Salon and Spa opened in December 2006. Located in the new Tonaquint shopping center, the spa will serve not only the upscale residents that live in the area, but those employed in the new business and technology parks located nearby. Decorated in warm, earthy tones, the spa has a series of niches where hair and nail stations are located, enhancing the feeling of intimacy, serenity and relaxation. The gurgle and rippling water feature in the center of the spa adds to the ambiance. 

Original financial projections for the Getaway showed the spa gradually ramping up its numbers of technicians renting the booth space. But the facility was rented almost from the beginning. One reason for renter excitement was the advanced e-mail booking system. While most beauty shops in the area still employ the old fashioned call and reserve system, Getaway clients can make their appointments online day or night. Some of the best hair, nail, massage technicians and estheticians in the area recognized the value of beautiful surroundings and professional systems.

Danagail and Traci acknowledge the efforts of the Dixie Business Alliance Small Business Development Center in helping the day spa dream come to pass. 

“Without the Dixie Business Alliance we would not have been as prepared to open and run a successful business. Jill helped us realize we needed a plan and we had to stick to it. Dixie Business Alliance helped us get our business in order to take to bank to prove we were cut out and ready for the challenge. Running a business is hard enough but to have all the people, classes, seminars offered by the DBA, helps keep our Spa running
Hummel Automotive
Since first opening in May of 2000, John and Janice Hummel have seen Hummel Automotive grow to a client base of over 800. But growing pains have brought challenges. Their current location can accommodate three cars at a time, but they cannot bring in a hoist, so the services they can perform are more limited. Other problems at their current location include inadequate parking, only 5-6 cars are allowed to remain on the premises after hours, and poor visibility. 

In spite of these obstacles, it is a testament to Johns skills that the business has outgrown its space. John has over 24 years in mechanic experience with leading St. George dealerships. The Hummels have a son who has won statewide mechanical contests. With her associate’s degree in business, Janice does the “business” side of Hummel’s. John credits their growth success to their constant work ethic and his quest to remain educated on the latest repair procedures for the highly automated modern vehicles.

Their initial searches for suitable property on which to expand were not encouraging. St. George commercial property has skyrocketed in the last few years. Eventually, John and Janice found a lot in the Ft. Pierce Industrial Park. Their dream was to build a facility that would not only give them breathing room, but expand services and allow them to hire additional techs.

After being frustrated in their first attempt with the bank, they came to the Dixie Business Alliance Small Business Development Center to get some refinement for their projections. The Hummels and SBDC counselor Jill Elliss went through each number and modified the sales projections as well as making a list of the assumptions that went with each number. These numbers were compared to their actual financial statements of the previous year. Janice prepared a business plan that outlined their future plans and how they would achieve them.

The business planning work paid off. In November of 2006, they got word that their SBA/bank funding had been approved, and they could move ahead on the project. They are currently moving the project through the regulatory issues, but the dream is becoming more of a reality every day. The new building will have 6000 square feet with 8 bays and 4 hoists, one especially designed for exhaust work. They will still specialize in electronics and advanced diagnostics, but will also be able to do heavy mechanical work. They are focusing on the services that are more profitable and will likely hire an additional four tech to help them reach their sales goals.

John and Janice acknowledge the assistance provided by the Small Business Development Center in St. George: (a statement from them here)

Vernal SBDC

Beehive Homes of Vernal

3 Employees

Beehive Homes is an assisted living center for the elderly.

Guy’s need was primarily obtaining financing to start then later he had regulatory needs.  Guy has provided employment for himself and 3 other individuals as well as a location for senior citizens who are not in need of full time care.

Guy Collett first came into the Vernal SBDC offices in November of 2003.  He had just finished his education in Family Health and Development.  After having been employed by social services for the State of Utah, Guy saw a need for an assisted living center in the Vernal area.  The waiting period for the local full care facility was long and many people did not need that level of care.
There was an empty building that had been used as an assisted living center that was available for sale.  The banks guy spoke with were not very excited to loan money for another business like the one that had just gone under.

Guy came in for assistance in business plan and financial projection writing.  He obtained the financial information from the prior owners.  Armed with that and his knowledge of the industry Guy set to work.  “A turning point for me was when with the help of the Vernal SBDC I had a solid business plan that I could take to banks outside the local market” said Mr. Collett.

Guy was able to obtain the funding needed and filled the available units almost immediately.  Then came the payroll tax notices.  Once again Guy turned to the SBDC to help with the filing of payroll tax reports.  After walking Guy through the process for a couple of quarters he was soon ready to take over all of the tax reporting.

Guy’s facility is now full and he is looking to expand and build another facility.  Guy has already told the Vernal SBDC staff to be watching for him to come back for more help.






Picture available on request
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