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Peter MacDonald speaks at Aneth CDC Open House 

by  Neil Joslin, Blue Mountain Panorama, Jan 30, 2008 

   Former Chairman of the Navajo Nation, Peter MacDonald, Sr., was the keynote speaker at last Wednesday’s open house for the Aneth Community Development Corporation.
   The Aneth CDC is a new, innovative lending institution for Navajo people in this area.  In offers loans to individuals who want to start their own businesses on the Reservation, and to existing businesses that wish to expand and grow.  In the past year the CDC has worked 
with a number of businesses, including Taste of the Four Corners Catering, which is owned by Vincent Hernandes, and Sacred Monument Tours, of Monument Valley. 
    A number of other projects are being considered, including an RV Park, an office complex and gas station, a painting company and a long term care center.  Malcolm Benally, Technical Assistance Success Coach for the CDC, said fourteen businesses are currently working on business plans, and a few more are working on business loans. 
   According to Cliff Tohsonii, Director of Aneth CDC, the goal of the CDC is to approve loans solely on the merits of their feasibility, soundness of their business plan and whether the businesses requesting funding have a chance to succeed.  He said no politics or family 
interests will be a factor in making business loans.  A 1982 graduate of Whitehorse High School, Tohsonii told a gathering outside the CDC office that as a high school student he had one obstacle, his self esteem. 
   “I was cut out to be a student and a ball player,” he said.  “I didn’t have a model to depend upon.  I had my parents and it was hard to get away from being dependent on them.  A lot of us are conditioned that way. We are still wanting for someone to pick us up.  We need to look for 
something in our own community that will allow us to succeed.  That will help us create wealth on our own.” 
   Tohsonii said that one thing is a successful economy on the reservation, and the key to that is finding access to capital.  That is where the CDC comes in.  The CDC, he said, has access to numerous sources for acquiring capital for small business or expanding larger businesses.  
   “Like the Navajo Nation, we (in the CDC service area) have no real economy.  I know this is something new, but the money is not stopping one time on the reservation.  It is going to Wal-Mart and other off-reservation businesses.   We are being drawn into that market by an invisible arm.  We need to establish our own market, and make our communities better with more opportunities.  If we don’t, someone else will determine our market.” 
   In his speech, MacDonald said, “Having money is like looking over your sheep in winter.  Sometimes when sheep give birth in the middle of the winter, you have to endure the cold to make sure your “sheep” or your “money” will multiply.  And while your sheep are giving birth, there is always the coyote that you have to protect your “bank” from, because he is always hovering about waiting for every opportunity to take your savings away.” 
   He compared further, to much audience laughter, to predatory lending and buying of a vehicle in nearby border towns where sometimes the interest rates can go as high as 25%.  Because of this, a lot of Navajos begin to have credit problems.  At the Navajo Nation government level, the same thing might happen with the line of credit from JP Morgan, where the Navajo Nation leadership has put tribal lands and resources up for collateral. 
   After a narrative that alluded to the traditional Navajo way of life, MacDonald said, “But, the times are changing.  We have to change. A new dawn for access to capital that Cliff Tohsonii just talked about: economic development and access to capital is the way to go.
   “A long time ago, the press and historians referred to Navajos as Lords of the Land.  That is what the nation needs today … and the way to do this now is through the free enterprise, taking care of your money, and through individual development.  Everything that Aneth CDC is talking about, this should be music to your ears.  It is like the morning prayers you make to a new dawn.  This is what Cliff is talking about when he talks about access to capital,” MacDonald said. 
   Victor Dee, who chairs the Aneth CDC Board of Directors, also spoke to the gathering.  He said the CDC is an opportunity for “our people and our community to further themselves.” 
   Dee said the CDC also brings a choice to the people, and in life the wider the variety of choices one has, the better decisions one can make. 
    “The people never feel like they have a choice,” he said.  “They feel they have to accept what they’re given.  But this organization would like to say rather than accept what’s given, what do you want?”  We can show you the way.  If you want to live in a Hogan, that’s okay. If you want to live in a 20-room house that’s okay.  You want one vehicle or several vehicles, that’s okay. 
   “We’re all given a blank canvas, but it’s up to us what we do with the paint brush.  If we are planning we can draw whatever we want to draw.” 
   Dee said he’d like to see a number of individuals starting their own businesses in the next year, with the aid of the CDC.  He said the Navajo Nation is a big nation.  And if the people of this area can create economic development opportunities, the same thing can be done anywhere on the Navajo Nation.  
   Food for Wednesday’s open house was provided by, who else, Taste of the Four Corners Catering and it was very good.   

Aneth Community Development Corporation 
300 North UNDC Housing # 11
P.O. Box 626 
Montezuma Creek, Utah  84534 
malcolm@anethcdc.org    Phone:  435-651-3358
Lickity Split Chocolate Studio, LLC

The SBDC continues to support Lickity Split Chocolate with ongoing consulting services and business advice.  The 2007 year was the first profitable year the business has realized in its three year history.  The following highlights key points that have led to a successful year.  The SBDC continues to be a partner in business strategy.

Developing a niche market of Native American chocolates and marketing to Native American Tribes has been extremely lucrative.  There is quite and initiative among the tribes to support Native American businesses.  The largest order in the history of Lickity Split was made in 2007 with a gross sale of $7,200, where 3000 units of chocolate were delivered to a major economic development summit conference.  During this conference the youth of Lickity Split were awarded the honor of Youth Entrepreneurs of the Year.  Follow-on business as a result of this initiative still lingers and produced an average of 40 orders per day on the internet.  Although sales have since tapered-off, the momentum of the business yielded sales of 24 percent greater than the previous year.  

A new building was purchased by Elaine Borgen and consequently rented to Lickity Split for a nominal amount of rent.  The building which became the new home to Lickity Split is located in one of the best locations on Main Street.  A new business strategy was deployed involving local retail sales.  This strategy gives stability to the chocolate sales cycle that is notoriously slow during certain months of the year.  The youth owners of the business have been selling a new line of products to local customers of bakery items that have continuously sold out.  This will provide the financial stability during the summer as chocolate sales decline.  

The business received their first major contract with the Sandia Casino and Resort in Albuquerque, New Mexico.  They will be making 20,000 units of chocolate per year over a four year period.  Product molds and quality specifications are currently being formed with a start date for this contract as April 20.  This contract if executed properly will open the doors for more casino business.

Cedar City SBDC
D & T Entertainment
Devin Brooks and Terry Meads are both college students going to Southern Utah University.  They decided that there is a need for an entertainment planning business in the area, so they came to the Small Business Development Center in December of 2006 to discuss their business idea.  Craig Isom and Joni Anderson told them about the business startup process and the importance of business planning.

Devin and Terry started their business in January of 2007.  In August of 2007, they returned to the Small Business Development Center and gave us an update of their business.  They started their business as a “club” business, but quickly found out that the club model wasn’t working.  They changed their business model and turned it into a party planning business.  Their motto is “We plan, you party”.  D&T Entertainment does corporate functions, family reunions, wedding receptions, birthday parties, awards ceremonies, special events, and other functions.

The reason that they came back to see us was that they realized that they really did need a business plan and that they had been floundering without it.  We discussed the importance of business planning and assisted them with their business planning process.  Several other business items were discussed such as legal entity, non-profit functions, business insurance, and marketing.  

In November, D&T Entertainment hosted a fashion festival and hair show in partnership with the Cedar City Chamber of Commerce Women in Business group.  The successful event was a fundraiser for the Women in Business scholarship fund.  See attachment for more exciting past and future events planned by D&T Entertainment.

Devin and Terry are very proactive business owners.  They have learned how to adapt their knowledge and skills to fit the business that D&T Entertainment has become.  The business has a professional reputation and customer service is extremely important to both of them.  

Terry Meads, D&T Entertainment Vice President, said "Experiences with the SUU Small Business Development Center have been great! Having access to the information they had to offer cut our trial and error process almost in half.  Knowledge is key to the recent success D&T Entertainment has had. With the help of Craig Isom and Joni Anderson we have done nothing but grow.  We look forward to achieving greater accomplishments and witnessing the maturity of D&T Entertainment."
Tines Up

Daniel and four partners started the company “Tines Up” in November of 2006.  The business is an antler hunting professional media and apparel business.  Daniel first came to see Craig Isom and Joni Anderson at the SUU Small Business Development Center in January of 2007 to discuss the business.  Multiple meetings have been held since that time.  

During the course of the meetings we discussed various items such as trademarks, their website, volumes, fulfillment centers, organizational charts, SWOT analysis, lines of credit, goal setting, and timelines.  Daniel was diligent in understanding and working through all of the details.  

Daniel submitted his business idea to the Small Business Development Center’s Second Annual Best Business Idea Competition and his company took home Honorable Mention and a $500 cash prize.  Daniel said that the money helped them with buying supplies and getting ready to attend and participate in the Western Hunting and Conservation Expo in Salt Lake City in February of 2008.  Daniel also said “I believe the greatest assistance from placing in the contest came from the morale boost within our partnership.  We were very grateful for the money, but it was the fact that judges from the community believed in our idea enough to allow us to place.  That was a great success.”  

Tines up has two DVD’s on the market – “Above and Beyond” and “They Shed’em. . .I Find’em” and they are well on their way to a magazine publication.  
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2007 Best Business Idea Competition Winners: 

Front row:  Katie Pearson, Rachel Grant, Daniel Thompson, Craig Isom

Back row:  David Grant, Mike Ogden, Tony Carlile

Ephraim SBDC

MegEvap

Steve Robison’s small manufacturing business, known today as MegEvap, began operations in 1983 as a part-time business with a $75 bank account, its main source of revenue being auto glass and equipment repair performed in a run-down, rented building in Fillmore, Utah.  The original name, Robison Repair and Custom Fabrication, gave way to RCF, Inc. (RCF) in 1988 when it was incorporated in the State of Utah. 

After being in business for a year or two with income dependent on the local economy, it was clear that the business needed to position itself to tap economies in other areas.  While this dilemma is true of many small businesses in rural Utah, Steve Robison took action to make it happen and has since become a shining example of what the Utah SBDC at Snow College encourages many companies in central Utah to aim for.

Through affiliations and contacts developed as a result of experience at the Dole Mushroom Farm in Fillmore, Utah, and because of accomplishments there in the field of design fabrication, opportunities began to arise in neighboring states. These early jobs were RCF’s first experience with tapping outside economies and delivering fabricated equipment out of Utah.  This set the stage for future success in exporting to Africa, Angola, Namibia, and Mexico and Canada.

During the period from 1983 until 2004, the company completed numerous design fabrication jobs, with the main focus becoming custom air handling equipment, which evolved to include evaporative cooling. In 2004 they committed their full efforts to making evaporative cooling the main product.  Currently, there are also negotiations for a distributorship in Europe and the Middle East. 

As demand is beginning to outpace MegEvap’s production capacity, they have initiated a plan for expansion that includes expansion of equipment and facilities, procedural improvements, and so forth. MegEvap is progressively preparing to service a larger market. They will increase their exposure and sales in the coming year through an increased web presence, well orchestrated marketing efforts including industry-specific advertising, and distributor support.   Robison is pleased to work with Utah’s valuable small business resource providers including the Small Business Development Center to implement their strategic plans for growth.

Because of the energy-saving characteristics of evaporative cooling, and because of environmental concerns about greenhouse gases, the timing couldn’t be better.  RCF exports not only cooling equipment, but also a philosophy of energy conservation and environmental soundness. The world is ready for the equipment RCF designs and produces, and they are poised to provide it. 

From 2004 through 2006, MegEvap’s gross sales increased by 16 percent.  As of the end of October 2007, annual gross sales have nearly doubled and the company is on track to meet their goal of growing gross annual sales to the $1,000,000 mark by the end of 2009, with a full 50 percent of that being export sales.

MegEvap believes that as a nation, we need to reverse the trend of exporting wealth and once again become “the” exporter to the world. RCF, Inc. is proud to be an example of a small business in a rural area becoming part of the world economy and playing a part in returning some of that exported wealth to our country.
Diamond Hills
Walt Womack’s trail to startup success began in August 2004 when he contacted the Utah Small Business Development Center at Snow College as a result of a referral from the Utah Department of Workforce Services.  Snow College had recently expanded their SBDC services through a satellite office on the Richfield campus.  There, Womack met and discussed his ideas for developing a Farm and Ranch Supply business.  A young father and wage earner, Womack was currently employed in this industry.

The SBDC provided business plan development assistance. But the real work occurred as Womack applied information he had received, gathering secondary research data and conducting primary research throughout the regions of Utah in which he had considered starting the business.  Ultimately, the result of his effort was an informed decision not to start the business as planned.  However, the real was the knowledge gained about conducting a feasibility study, researching an idea and developing a plan for success. 

Thus, in pursuit of another potential start-up business Womack, applied what he had learned and continued to work with the SBDC by receiving counseling and attending training programs.  

Throughout the spring of the 2005, the SBDC provided assistance and utilized resources both near and far.  From the shelves of the Snow College SBDC resource materials library was provided a 200 page in-depth publication titled, “Writing Business Plans for Recycling Enterprises: Plastic, Glass, Rubber.”  Drawing on the resources of the SBDCs national information clearinghouse, SBDCnet, in San Antonio Texas several other helpful pieces of information were provided, including a 20 page document titled, “Considerations for Starting a Scrap Tire Company; A Blueprint for Planning a Business Strategy,” and a complete sample business plan from the recycling industry.

By this time, Womack recognized that this business may require considerable time to get off the ground. But, with the support of his wife and family, Womack held on to the American dream and pursued his idea over the course of the next two years.  Each time he encountered a roadblock, he found a way through it with steady and persistent style.

In the fall of 2007, nearly four years from his first steps on the path to business ownership, Womack’s persistence and hard work paid off.  After careful planning, securing the necessary financing, property and equipment, Diamond Hills, Womack’s start-up recycling business, began operations.  Central Utah now has a local resource for rubber recycling and Womack has a business, which promises profitability and fulfillment of the American dream.

Soon after beginning operations, Womack enrolled in the FastTrac GrowthVenture business training program offered by the SBDC at Snow College continue to improve his business acumen and pursue opportunities for growth.  
Logan SBDC

The Hair Shop
The Logan Small Business Development Center has helped several clients in 2007. The following is another success story from our center: Karen Lott came to the Small Business Development Center in January 2007. After working in the salon industry for 16 years, Karen decided the time had come to start her own professional salon. After conducting

a market analysis we determined that there was sufficient demand for another business of this type in the Box Elder County region. We helped Karen create a business plan that included

a marketing plan, income and cash flow projections, pricing strategy, and break-even analysis. After completing the Logan SBDC’s Business Plan for Success Course, Karen received a loan from Bear River Association of Governments in the amount of $15,000 in April 2007. On May 11th Karen and family celebrated the grand opening of The Hair Shop.
Ogden SBDC

LaRanchera Market & Restaurant
I have been in the Hispanic Grocery business for 13 years now.  I was among the very first to niche market to the Hispanics in the grocery industry.  Like a textbook model, I enjoyed high profits until the competition arrived.  Then year after year the gross sales and profits seemed to struggle to maintain and even began to drop.  The Ogden location was my third location.  After over-expanding, I sold off my other two stores and decided one location was a fit for me.  I was referred to the SBDC in 2004.  At the time, I had experienced ups and downs, but at that point I had annual sales of about $1,400,000.

In my visit with Beverly King with the Weber State University Small Business Development Center in Ogden, she pulled out large books that contained industry standards for the grocery business.  As she and I studied the numbers, I realized that those that sold about $1,000,000 per year were not profitable.  Beverly said “It becomes the volume that makes the difference between being profitable and not.”  My eyes were opened.  According to these statistics, the gross margin was not nearly as important as sheer gross sales.  That convinced me to implement more marketing and more aggressive pricing.  I also realized that selling wholesale meat to Hispanic restaurants was an area where I could quickly expand gross sales.  So very methodically I began to cold call Hispanic restaurants to procure more sales.  With this focus on gross sales, as opposed to gross profits, we raised sales in 2005 to $1,700,000, in 2006 to $2,000,000 and in 2007 to $2,700,000.  Just as Beverly predicted as gross sales increased, so did the bottom line of net income.

Beverly encouraged me to develop a business plan.  How refreshing and important it has been to have in detail my business.  It has been useful in guiding decisions for the business.

Beverly also encouraged me to develop and use a budget.  This was a difficult area to work, as even my CPA asked why we would waste our time on a budget.  Using a budget has cleared and inspired my thoughts as I strive to grow and prosper my business.

In short, I will always be grateful for my association with the SBDC.  I would encourage one and all to seek them out.

Bo McDonald

Northern Utah Academy of Spanish
The Northern Utah Academy of Spanish (NUAS) was formed in the Fall of 2003 as a sole proprietorship and officially incorporated January 2005.  Trenton L. Maw, President/Director of NUAS is the sole founder and owner.  He holds a bachelor of foreign language Spanish and Master of Business Administration degrees.  Along with a continual education of seminars, workshops, and coaching programs, he furthers his education by studying and applying new learning.  

Since 2003 the Northern Utah Academy of Spanish has successfully bridged the communication gaps between the Spanish and English languages for corporations and other organizations along the Wasatch Front of Utah.  Exclusively licensed in the State of Utah by the U.S. Institute of Languages to use their Visual Link Language software programs, NUAS has thrived on using innovative technology to gain a competitive advantage.  We are now providing Spanish courses live in person, live through the web, some on-demand e-learning, and intensive courses where the participants travel to our location.  We  also have a growing section of English as a Second language corporate clients and provide managing multi-cultural workforce and multi-cultural safety workshops.

Located in South Ogden, Utah, we have successfully served clientele from the Idaho border to as far south as Utah County and as far east as Park City.  Our team of language trainers reside along this area and generally work with the clients in their regions.  We have broken out into national and even international opportunities recently and are pursuing these larger markets through e-learning and other innovative approaches to language training.  Although there is competition on a national level, research shows the market is not saturated and there is ample room for growth.

The fall of 2003 was a time of planning and laying the foundations of the business.  In January 2004, I officially hit the streets to market and get the word out about this great new service.  I was literally walking along in the middle of the winter in my dress clothes, passing out flyers and stopping in to ask if businesses had any need to learn Spanish.  This was a very difficult time with my first baby on the way and having quit my other jobs.  I was only 23 at the time and was very ambitious but relatively inexperienced in running a business or even marketing one.

My first clients were a couple of local real estate offices that had some agents interested in learning to speak Spanish for their profession.  I started working with them while in the meantime developing relationships with other organizations like the UCAT campuses between Weber and Salt Lake counties.  My first large project was with Utah Transit Authority where we trained about 50 people to speak a basic level of Spanish which was taught by a part time instructor and myself.  From there sales started to take off and steadily grew until 2006 when they jumped.  In 2005 we finished with just over $65,000 in revenues and jumped to roughly $150,000 in 2006.  2007 saw a healthy increase and we are poised to double again in 2008 based on current sales and opportunities in the pipeline.  We now have seven employees, two of which are full-time and the others part-time.

In 2004 I scheduled an appointment with Beverly King at the Weber State office of the SBDC.  We discussed the business plans and she helped me to crunch some of the numbers to see how my plan looked.  The interesting thing is that the numbers looked difficult to manage on paper but I believed that I could make it work.  I learned about some other resources like SCORE and talked with a member of the SCORE team in Ogden who gave me some additional insights.  I attended a symposium and various seminars over the next couple years including legal and marketing topics.

In 2007 I reconnected with Beverly King and also met Steve Cloward and Brent Miekle at the DATC who all have great experience and insights that have helped me.  During this time I started to work more closely with Beverly on forming a more complete and solid business plan.  We started to work with the High Performance Entreprenuer system which has given us some very important insights into what I need to work on first.  I anticipate this being a process that will take some time, but may very well be one of the keys to reaching for heights that were previously not even in sight.

I’m currently considering options to fund the launch of a national marketing campaign that will carry us forward and Beverly has been extremely helpful in helping me fine tune my business plan and look at funding options.  However this turns out, I’m confident that the route I take will be based on good judgment with the help of the local SBDC.

Orem SBDC
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Katumba’s Day Spa & Salon
“Katumba is derived from an old South Pacific word meaning beautiful.  My father served there in World War II.  He later named his cabinet making business Katumba’s.  In honor of my father I have carried on his name to my business in hopes to give you the same breath taking service he gave to his clients.  My name is Floralyn and Katumba’s Day Spa and Salon is a dream I have had since I became a Cosmetologist.  I worked at the same salon for 13 years and didn’t feel like I was providing my clients everything I had to offer.  After several years my husband and friends finally convinced me that I had the potential to start a salon that would be beautiful and successful.  Katumba’s was founded on the idea that everyone has the ability to do whatever they put their mind to.”  

When Floralyn Martinez first came into the Orem Small Business Development Center and told us about her dream, we were very anxious to assist her.  Floralyn’s determination and stick-to-itiveness impressed us.  There were many challenges to overcome as Floralyn began the process of starting her business.  The first major obstacle was funding.  As a result of some difficult personal financial hardships Floralyn and her husband had declared bankruptcy several years before and no bank was willing to fund them.  However, with the assistance of the Orem SBDC Floralyn was able to successfully obtain two local economic development loans.  The $40,000 she received from these loans carried her through the startup phase of her business. 

The Orem Small Business Development Center also helped Floralyn with her financial projections.  This included estimating her startup costs, inventory costs, monthly sales, and working capital.  Once her projections were complete the center helped her write her business plan, which included multiple revisions for her different funding partners.  

Since that time, Floralyn says she has learned many important aspects of being a business owner.  She has learned that:

1. Everything is more expensive then you think it is going to be.

2. You have to keep a positive perspective on everything you do in the business.  

3. As a business owner you need to build a good support team to assist you.

Part of Floralyn’s support team has been the Orem SBDC.  When asked about her experience with the Orem SBDC Floralyn said, “Ken made me feel like I was on top of the world and that I could do anything.  I also felt at peace with him immediately.  The Orem SBDC has a relaxing office environment. So as a client, I didn’t feel intimidated.  Ken never let me get discouraged and he is always so positive. When you start getting discouraged he tackles the issues behind the discouragement and you work together to find solutions.”
Law’s Lawn Care
The key to success for Law’s Lawn Care has been customer service, customer service, customer service.  Ryann Law, company founder and president says the growth his business has experience has come primarily from “wearing himself out” in making sure the company’s customers are happy with the service they receive.  In the beginning, Ryann understood that it was important, with this type of company, to contact and connect with his customers in a meaningful way.  With his gregarious personality and instant smile, Ryann quickly gained the trust and respect of his client base.  His initial marketing strategy of door-to-door contacting is proving to be tremendously successful.   

Law’s Lawn Care also has found success as they’ve established personal relationships with all of their clients.  This type of relationship goes far beyond typical lawn care company services.  For instance, Ryann and his company keep detailed records of each client they serve and whenever possible employees are encouraged to address the client by name when communicating with them.  The company also encourages employees to “go the extra mile” by asking clients for their specific preferences in regards to the services they receive.  These two strategies have significantly set this company apart from their competition.      
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Law’s Lawn Care funding has come from self funds.  Initially, Ryann agonized over the option to self fund.  However, after a few months of being in business, the company’s profits grew substantially.  It was then that Ryann knew this funding method would be a success.  The first six months of company revenues were $14,500 which the company used to purchase additional equipment.  This equipment allowed Law’s Lawn Care to expand their service offering and shortly thereafter they hired their first employee.      

As far as the future goes, Law’s Lawn Care continues to develop company strategies based on their core competency - customer service.  Future company plans include aggressive growth tactics designed to transition Law’s Lawn Care into a large competitor in the lawn care and landscaping industry.  As for the short term, company goals include: hiring two maintenance crews to keep up with company demand, doubling their revenue stream, and allowing the founder and president, Ryann Law, to refocus his efforts on future planning and business strategies.  

The Orem SBDC has been instrumental in the success of Law’s Lawn Care.  The Center has assisted Ryann with Marketing Strategies, Training Classes, Employee Regulations, and Tax Consulting.  With this joint partnership Ryann Law knows he has the keys to ensure his business success.  

Ryann says that “With the mentoring of Ken Fakler I was able to learn about how to go about starting a new business from all the licensing to my marketing strategies. This help is what I needed most when everything seemed so foreign to me. His advice became the backbone to organizing all the thoughts and ideas that fluttered through my mind.”
Price SBDC

All-Star Rental
Nicole Lobato noticed a need or lack of Heavy equipment rental offering as she tried to rent equipment for her previous employer.  She approached her local SBDC office in Price, Utah for help in identifying whether opening another heavy equipment rental shop would be a viable idea.  She felt the area needed one more heavy equipment company to compete with.  She had many poor experiences with the only company in the area and new she could provide better service and machinery.  After doing Market Research with her local counselor she felt that this would be a very good business to pursue.  She worked with the local SBDC office to put together her Business Plan  in hopes of getting a loan.  She met with a Heavy Equipment Distributor, and discussed how a split would work until equipment is paid off and she can begin profiting.  Between bank financing and a deal with a heavy equipment company, Nicole has opened her business, and is doing very well.  She is in the process of hiring the needed employees, and has a handful of contracts with local businesses.  Needless to say Nicole is very ambitious, determined, and intelligent.  Nicole is in the process of becoming a great business woman, and thriving in our rural area of Utah.


TKB Tires
Tim Brophey is a dedicated business man from Carbon County, UT.  He has always been a man who wanted to work for himself and make a living on what he loves doing.  He decided to start supplying tires to the Rocky Mountain States, which was proving to be a good business, and a tough one at that. He approached his local SBDC in Price, UT and began to investigate possible ways to expand and help his business grow.  The local SBDC in Price showed him some things that needed to be done in order to help direct him in the direction they felt would be beneficial in helping him in his cash flow and financing, so that his business would profit.  In June of 2006 he traveled the whole month selling his product, and doing very well at it.  As a result he ended up needing to hire another hand.  He was also able to find a product that was shipped from over seas, knowing that is other competitors did not carry this line of product.  It has proved to be a smart move for his company. So now Tim has a crew and a thriving business that seems to be doing extremely well, more and more everyday.

Sandy SBDC

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 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 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.

St George SBDC
John Chapman
John Chapman was a successful manager of a local fast food restaurant. Year after year, his store pulled in profits for the franchise owner, but John was determined to spend his efforts building something of his own. When an opportunity for him to purchase a different franchise in Hurricane, he came to the Dixie Business Alliance SBDC in St. George to ask for advice.

The advance to purchase came in phases. At first, the bank was not excited to be part of a business purchase which looked risky. John resigned from his job in St. George and took over as manager of the underperforming franchise outlet in Hurricane. 

Over the next year, it became apparent that his management was making a difference. The previously lackluster store steadily gained in sales every month. At the end of the year, he had strong evidence that he could indeed perform. At that time, 

The DBA SBDC assisted with completing the business plan and preparing projections.

The bank agreed that the future looked bright for the franchise with John as its owner. He was able to purchase the store and continue with the store’s success in a rapidly growing region.

John paid the DBA SBDC a special visit to say thank you. “You helped me create the strategy and plan that got the job done,” he said.

Critter Corners

JoAnne Rando Moon loves animals and believes they deserve extra special care. She started Critter Corners, a tiny store in Kanab that would provide premium food accessories and toys for mainly dogs and cats.

Under normal circumstances, a county with a population base of less than 6000 people would not such support such a store. But Kanab is the home of the Best Friends Animal sanctuary. Best Friends is known throughout the U.S. as premier destination of pets who have been rescued from cruel owners, natural disasters and other mishaps. The non profit organization brings in millions of dollars a year from donations. In addition thousands of animal lovers flock to Kanab to see its red rock scenic wonders and volunteer part of their vacation time to serve the animals. Others retire to Kanab so they can work full time at Best Friends which is one of the area’s top employers. All these visitors and residents insist on the best food and toys for their critters.

JoAnne signed up for the BizSMART® entrepreneurial training to learn more about the business side of her business. With the help of her BizSMART coach, Jill Elliss, she gained confidence in her management ability and expanded her store to a larger location. The move more than doubled her floor space and, allowed her to expand her offerings such as frozen dinners for pets.

 As she watched her sales rise, she called on the SBDC to help her chart her progress.

“I’m not good with the numbers and the charts and graphs helped me see things in a much clearer light,” she said. “I tell everybody about the class and how it helped me.”

Vernal SBDC

Walsh & Weathers Consulting
Shirley Weathers and Bill Walsh spent a number of years in the academic world and upon purchasing their dream home in rural Utah felt a need to give back to the community.  They tried a few business ideas revolving around their property in Fruitland Utah which is about halfway between Salt Lake City and the Colorado border on Highway 40.  These ventures were meant to enrich their lives as well as provide some stimulus to Duchesne County.  The rural nature of their property makes for a wonderful lifestyle but lacks the traffic needed for certain businesses.

While putting those early ventures together, Shirley met with a number of people with similar interests, many of whom had some disability which was blocking their path to success.

Walsh & Weathers Consulting was created to aid persons with disabilities who may or may not be enrolled in other programs such as Vocational Rehab.  This dynamic duo began efforts to counsel and help people.  In early May of 2005 they had their first meeting with the Uintah Basin SBDC.  Shirley has a varied background but right away saw the value of an office that could work as a resource not only to help her build her business but to help her clients.

During the past 3 years Walsh & Weathers have helped many people who would have gone unaided in their ventures.  During that same period the Uintah Basin SBDC has served as a resource for questions and research to which, Walsh & Weathers did not have access, not only for themselves but for their clients.  While Walsh & Weathers have helped dozens of disabled persons better their lives, the Uintah Basin SBDC has helped Bill and Shirley better their business with discussions on taxation, marketing, accounting and inventory control just to name a few topics.  The relationship continues and the SBDC is a proud partner in their efforts to serve an underserved part of the state community.

Guy Collet

Guy Collett started working with the Uintah Basin SBDC in November of 2003 in the summer of 2004, with the help of the SBDC Guy purchased is first assisted care facility.  It was a small facility that had previously been used as an assisted care facility.

Soon after opening that first facility, Guy was again visiting the Uintah Basin SBDC for help with accounting, payroll tax and a strategic plan to build a second, new facility.  Part of that plan was to use the original facility as the base for income and the new facility for overflow as the pricing would need to be higher due to increased expenses.  Once the original facility was operational we could see the need and potential as the population ages.

While helping with advice on the day to day operations questions, the Uintah Basin SBDC also helped Guy put together a new business plan and financial projections and supplied presentation advice for chambers of commerce and financial institutions.  The SBDC worked closely with Guy and his Certified Public Accountant to make sure everything was correct and would give the bankers the proper impression of this businesses potential.
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In the fall of 2006 with partial financing secured Guy broke ground and began construction on the new facility.  After securing the remaining financing in late 2006 and early 2007 construction proceeded and the new center was open for business in fall of 2007 with the creation of 8 new jobs.

Then the unexpected happened.  Rather than being partially filled as an overflow facility, the new building filled immediately.  The public recognizes the high quality, intense service levels and value of this facility in our community and look to it as the premier assisted living location for their family members.
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