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Blanding SBDC

Aneth Community Development Corporation
Success Story - Cliff Tohsonii – Aneth Community Development Corporation

Cliff Tohsonii, Executive Director of the Aneth CDC, recently received an award as part of the 10th annual American Indian Heritage Month.  The award recognized Cliff for the work he has done with the Aneth CDC.   Cliff has worked closely with the Blanding SBDC during the initiation and development of the CDC.  Since the CDC became operational several years ago Brent Redd, Asst Director of the Blanding SBDC has served on the board of directors.  The CDC and the SBDC have cooperated in serving clients on the Utah strip of the Navajo Reservation.

The week before the award ceremony, Cliff was involved in a single vehicle roll over and was severely injured.  He was in the Grand Junction Regional Hospital when the ceremony took place and was not able to attend.  He is still recovering from the accident but is making progress.  We continue to keep in touch with him and are encouraging him to return to work when it becomes possible.  He has a good attitude and is intent on making a full recovery. 

The Aneth CDC board of directors hired an interim director until Cliff is able to return to work.  The CDC continues to make progress and is a viable force in the Aneth area community.
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State honors advocates for American Indians

By Kristen Moulton
The Salt Lake Tribune

Salt Lake Tribune
Updated:11/24/2008 09:43:13 PM MST
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From a Boy Scout responsible for reburial of the Ute Chief Black Hawk to a Navajo Santa Claus. 13 individuals
and a business were honored Monday for their contributions to American Indians in Utah.

The day, declared Indigenous Day by Gov. Jon Huntsman Jr. as part of the 10th annual American Indian Heritage
Month, was capped off by a reception and awards ceremony at the Sheraton in Salt Lake City.

Forrest Cuch, executive director of the state's Division of Indian Affairs, said the state recognizes people who
make a contribution regardless of race.

"These are a complete mixture of Indian and non-Indian people.” Cuch said,

Joining the 75 individuals and 22 organizations that were honored since 1999, are these new recipients of
certificates of appreciation: Forrest Crawford of Weber State University: Michael Devine of the Northwestern
Band of the Shoshone’s economic development company: Ron Rood, assistant Utah state archacologist; Curleen
Pfeiffer. an Indian youth advocate; Ken Verdoia and Mary Dickson for their PBS Series "We Shall Remain;
Trisha Wrigley. a youth advocate in entrepreneur and business development; and Phillip Gottfredson, a film
documentarian who produced "Black Hawk, Utah War Chief."

Cliff Tohsonie, Aneth Community Development Corp., was awarded the outstanding Indian business award and
Charles Denny was given the outstanding youth services award.

Kenneth Maryboy, who dresses as Santa and delivers goodies by airplane to Navajo children, was awarded the
Unsung Hero award.

Rupert Steele, chairman of the Confederated Tribes of the Goshutes, was given a special recognition award and
professional golfer Johnny Miller was honored for fundraising events that collect money for Indian scholarships.
Shane Armstrong, the Boy Scout who arranged the reburial of Black Hawk, was given a special recognition
award and American Express was honored for continued support of business opportunity development for Utah's
Indians.

The awards. Cuch said, are a goodwill gesture, "We hope it creates more awareness.”

The federal Native American Heritage Day is Friday.
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CedarEdge Medical Coding
Success Story          CedarEdge Medical Coding

Motivated by a shared vision to create virtual opportunities at high tech, high paying occupations in rural Utah five women got together to solve the problem of finding more coding work at better pay that they could do from their homes in rural Utah.   Five women, with help and encouragement from the SBDC decided to start their own business.  Each woman made an initial investment of fifty dollars and a company was started.  The mission of the company was to create a new opportunity and meaningful jobs at better wages than what was currently available.

Consulting with the Blanding SBDC, they used their personal and professional resources and contacts to find contracts, get a business plan, provide a legal structure, conduct professionalism seminars and maintain businesses that complied with complex HIPAA confidentiality regulations.  

It was recognized that providing highly trained and competent coders to the market was essential to the success of the venture.  To achieve a significant level of performance many hours were volunteered providing training and mentoring new coders. Since they were scattered all over the state much time, resources and energy was expended traveling to trainings, seminars, conferences and business meetings.  The results have been to provide a virtual world of opportunities previously unavailable to this untapped resource of rural Utah.   

CedarEdge’s business model is to educate and train individuals to become successful medical coders working in a virtual environment.  In addition to gaining the professional skills necessary to become Certified Professional Coder other skills are necessary to become a successful home based business entrepreneur.  Training has been given in management and operational skills through workshops, breakout sessions in the Coding Conference, and in the mentoring process.

In the planning and analysis of the business opportunity, they discovered that much of the coding work was being outsourced overseas.  By working at home, coders in rural Utah can have a competitive advantage because of very low overhead costs.  There was and still is a shortage of trained coders.  Overcoming the reluctance of organizations to outsource has driven the demand for virtual or outsourced coding.  CedarEdge is well positioned to sustain competitive advantage in the marketplace, and continue to meet market need.

CedarEdge is unique because it is a virtual business.  Everyone works from home in different rural areas of Utah.  Training has taken place through Distance Ed, Conference calls and yearly Coding Conferences.  Small groups of coders from the same areas have gotten together and had study groups to help each other.  

Another barrier to overcome was the so-called experience gap for medical coders.  Many graduates from coding training but were unable to find jobs in the field.  Rural coders had and especially daunting task in their quest for experience.  With few hospitals and clinics in rural areas, the number of coder employment opportunities was limited.  This became the biggest hurdle: to provide a simulated work environment for the new graduate coder who was certified and unemployable due to lack of experience. 

This problem was solved by creating a practicum allowing coders to get hands on experience coding real charts with feedback and mentoring.  The feedback and mentoring are critical pieces of the puzzle.  By going through intensive training and mentoring program coders were able to meet industry performance standards and go to work.  

CedarEdge started with one practicum. It evolved it into several.  This allows experienced coders to provide continuing education and support for new coders in specialty areas.  By doing this they expand their skills and expertise which affords them a greater variety of job opportunities.  Once live these coders are constantly put through rigorous quality assurance measures by the companies we contract with and 10% or less error rate while seasoned coders from all over had a 22% or > error rate.

CedarEdge currently has 36 subcontracted employees.  The majority of these coders have less than the 3 years experience usually required and have proven to be excellent coders.    The mentoring program and the coding practicum developed by CedarEdge has made it  possible to bridge that gap and have coders working from home making a better wage than in the office.  A coder from Blanding, a small rural Utah town, was able to afford a new home because she is able to earn enough to make the house payment.  One coder brought her father to one of the founders at our coding conference. He hugged her and thanked her for the opportunity provided to his daughters.  The one daughter had been deep in debt and living in a trailer.  She and her husband are out of debt and just brought a home.  Something they never thought they could do. 

In meetings with the SBA and the SBDC, strategic plans have emerged that will give this company a firm foundation to continue expansion and provide continuing opportunities for rural medical coders.

Cedar City SBDC

Namesake Tributes
Ben Chappell initially visited the Small Business Development Center located at Southern Utah University in February of 2008.  After researching his original idea, he decided it was too cost-prohibitive.  He came back to see us about one month later regarding his new business idea, which was to create original “posters” based on origination and meaning of names.  Ben described the process of his Namesake Tributes business to Craig Isom and Joni Anderson.  The process includes doing research on each name and writing a poem or verse associated with that name.  Each Namesake is custom-made to suit the recipient (based upon input from the person ordering the item).  He then has artists who do original artwork on each Namesake.  Depending on the customer’s need, the product can be beautifully matted and framed by Namesake Tributes, or the customer can purchase just the poster and frame it themselves.  

We initially discussed pricing and processes along with possible partnership arrangements with similar vendors.  We also talked about the production process and the need to do research on costs.  After doing some research, Ben came back to see us and we discussed his pricing model in more detail along with giving marketing suggestions.  We also had a discussion on legal issues such as trademarks, copyrights, and legal entities.

Ben officially started Namesake Tributes in August of 2008.  The business has a detailed website where customers can view examples of custom-made products and order based upon input that they give regarding the name and the recipient of the Namesake.  

Ben Chappell was very excited about his business idea when he came to the SBDC at SUU for his startup assistance.  He is a very creative person with a product that is based off of that creativity.  Ben diligently worked through the startup process of his business all while continuing his education at SUU.  His plans for the business in the future include expanding the product line and producing Namesakes on a larger scale.

About the assistance provided by the SUU Small Business Development Center, Ben said “The SBDC was a great way to bridge the gap between what I had learned in my classes and practical application in business.  The advice I received at the SBDC really wasn’t anything I hadn’t been studying in my classes, but the opportunity to present my ideas and situations to them, allowed them to teach individualized lessons I needed to make my business succeed.”
Ben Chappell

Namesake Tributes

119 N 500 W

Cedar City, UT  84720

Phone:  (435) 760-6418

ben@namesaketributes.com www.namesaketributes.com
Formal Xchange, LLC
Kaneasha Heirtzler and her mother and father visited the Small Business Development Center located at Southern Utah University in November, 2008.  Kaneasha had done a great deal of research on her business idea prior to our meeting.  Her idea was to start an online dress exchange business.  Kaneasha described her business model and website idea to Craig Isom and Joni Anderson.  We talked through the startup process and had a long discussion on legal entities, liability issues, partnership agreements, and business accounting.  Kaneasha told us about her marketing plans, and as a group we brainstormed other possible ways to market her business.

We could tell that Kaneasha was really ready to jump into her business when the very next day we received a phone call from her mother, Robyn.  Robyn was in the process of getting the business, Formal Xchange, registered with the state of Utah, when she found out that Utah law prohibits minors from entering into legal agreements.  We discussed other possible ways that they could start the business and later transfer ownership to Kaneasha when she’s legally of age.  According to a press release from the company, Kaneasha’s mother and grandmother have stepped in to get the business started on Kaneasha’s behalf.  

Formal Xchange, LLC was officially started in December of 2008.  The company has a very interactive website where anyone can go to buy, sell, or trade their formals.  Dresses are listed on the website from within the state of Utah, but also from all over the United States.  The website also provides advertisements for other related vendors.  
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Although Kaneasha cannot officially own the business yet, her input and creativity such as YouTube advertising spots and local dress exchange events, are key to the businesses success.  In fact, Formal Xchange hosted its first event in Cedar City this month where they partnered with other vendors who offer products for big formal dances, such as the upcoming prom.

About the assistance provided by the SUU Small Business Development Center, Kaneasha said “The SBDC helped us decide what kind of business license to get and what kind of legal protection we needed.  Without your help we couldn’t have set up our business as easily as we did.”

Kaneasha Heirtzler and Robyn Heirtzler

Formal Xchange, LLC

1401 E. Stagecoach Lane

Enoch, UT  84721

(435) 590-2553

contact@formalxchange.com
www.formalxchange.com 

Ephraim SBDC

NHN Holding Company LLC 
I first met Troy Howard at a FastTrac Growth Venture Class that I was facilitating. He was always prepared and willing to answer questions. It was plain to see, he was serious about improving his business skills. He mentioned to me that he wanted to expand and diversify his existing business, which was called Central Valley Mechanical. Central Valley Mechanical primarily is involved in the construction and service business, specializing in heating and cooling systems and all phases of construction and service work. 

Early in 2007 he joined forces with Farrell Newland and Ken Newland and created NHN Holding Company LLC. Steve Robison, owner of RCF, Inc., has since joined the group as an owner. This company would become the primary owner of their new project called the Salt Creek Plaza. The Plaza will house a Theater business and leasing space, presently leased to Quiznos. The partners presently own the franchise for Quiznos for the Nephi area. Ground-breaking date for the Plaza was February 1, 2009. Funding for the project was provided by Capital Community Bank, which included an SBA 504 loan. Total financing was approximately 2 million. There will be around 45 new part time and full time employees, when the project is in full operation.

Mr. Howard’s strengths consist of his business background and experience along with business skills learned by attending FastTrac Growth Venture. He attended the course twice, because he liked the material so well. He is intelligent young man and learned the importance of working on his business as opposed to working in his business.

This project will be an improvement to the Nephi Community. Presently, if a person wants to go out to a movie, one has to drive to Spanish Fork, which is 30 miles away. Also, Quiznos will be an addition to the limited fast food market in Nephi.

Mr. Howard spent a lot of secondary research time, regarding population demographics for the area. He also did primary research with surveys and talking to local people to see whether they would support a local theater. He has also researched his competition which has resulted in his final decision to move forward, thus filling a need for the folks living in and around Nephi.

It is good to see a young man, such as Troy Howard becoming a business success, through hard work and a desire to continually wanting to improve his business skills, while providing jobs for others in the community.

Troy Howard, Farrell Newland, Steve Robison

NHN Holdings LLC-Salt Creek Cinemas LLC

190 S. Main St., Nephi, Utah  84648

Leading the Leaders
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Leading the Leaders
March 2009

One hundred business leaders trained in the last 12 months! Key individuals ranging from pre-venture entrepreneurs to MBAs and presidents of multimillion dollar firms in communities throughout the state have had their perspective changed and found new tools to help them solve their toughest management challenges through a new training program from the Utah Small Business Development Center!
Through an exclusive arrangement with the National Association of Small Business Development Centers (ASBDC), FranklinCovey’s widely acclaimed 7 Habits for Managers training is offered through Small Business Development Centers.  The SBDC at Snow College oversees this offering throughout Utah.  Since the first class offering only 12 months ago, Utah’s 7 Habits for Small Business Managers program has met with tremendous success which has garnered national attention among SBDCs. 
When offered by FranklinCovey, the training costs $795.  However, through the SBDC the same course is offered to small business owners, managers and employees for only $395 per trainee.  Further, companies under 300 employees have traditionally been “under the radar” of FranklinCovey’s training delivery method, but are now being served.  The program is now being brought very successfully to remote communities in rural areas of Utah, where this tremendous opportunity has never before been offered.  The result is that many Utah businesses which wouldn’t otherwise have had the opportunity, have now received these direction-setting principles and management skills.
The principles of the program have had significant influence on those who make a difference in our communities and the economy of the state.  For example, after offering the very first class, one of the attendees, who has a business consulting practice, gave the course a perfect score on her evaluation. Later, she personally accompanied one of her clients to the SBDC office to have the instructor (also the Snow College SBDC director) help with assisting her client, who at that point became a client of the SBDC.
Another attendee who was a seasoned business manager commented, “The principles rang true and were answers to my current and contemplated management challenges."  
He confided that he had all but decided to let go of a seemingly viable and exciting business expansion he had developed because he wasn't confident in his personal capability to manage the company growth and managerial responsibility he anticipated as a result of the expansion.  But as the course concluded, he had made the determination to move forward.  He said that he was now confident that if he applied the simple but profound concepts taught in the 7 Habits program, he would be able to handle the expansion and accompanying challenges.  

“A couple of months later he was pleased to show me the rollout of his new division, which was basically an entirely new company,” said Alan Christensen, director of the SBDC at Snow College.  
In the short space of 12 months, 11 different venues have offered to host the 7 Habits class, some of them multiple times.  These venues include Roy, Kaysville, Sandy, Midway, Provo, Price, Ephraim, Richfield, Moab, Blanding, Kanab, and St. George.  While some of these sites have had to cancel or postpone classes for various reasons, significant effort has gone into pushing forward to ensure the program’s success – and it is paying off.
While promotion and rollout of the program has not been without its challenges, it is interesting to note that the courses in rural Utah have met with tremendous enrollment
successes.  For example, a recent course in Richfield filled to capacity and a second section was immediately opened to accommodate several more individuals eager to learn and implement these concepts!  
Through two days of intense training, key business professionals in Utah are internalizing skills that enable them to better “manage themselves, lead others and unleash potential” – this is the program’s mantra.  Doing so, helps lift their companies to a much higher level of success, pulling their area’s economy up with it!  
Approximately 100 business professionals have taken this important training step so far, and many more await this same tremendous opportunity through the courses currently scheduled at www.7habitsManager.com.  

Kaysville SBDC

Specialized Millworks Acquisition and Operations

Clay Rigby and his partner Rick Shock contacted the SBDC in September of 2007.  They had an opportunity to acquire a company that made specialized hardwood moldings and doors for upper scale homes.  The name of the business is Specialize Millworks.  The business is one of the top suppliers of specialized hardwood products to contractors along the Wasatch Front and into Southern Idaho.  Clay and Rick needed some help in reviewing the financial statements of the business in preparation for an offer, and in preparing financial projections for a business plan required to obtain financing from a financial institution.

The DATC SBDC prepared the projections and helped Clay and Rick prepared a package to take to several banks.  By February of 2008 they were able to structure a deal for the acquisition of the business where the owner agreed to finance half of the $2.5 million dollar purchase price and an out of state bank financed the remaining balance.   They closed the deal and took ownership of the business in March of 2008.  Clay and Rick have been operating and growing the business since that date. 

Since that time the DATC SBDC has been consulting with Specialize Millworks helping them set up their QuickBooks accounting systems to accurately account for income.  They meet together at least monthly to review that financial progress of the business.  

Clay Rigby and Rick Shock

1350 West 3350 South

Ogden, Utah  84401

801 334 9490

The Beach House Tanning Salon

Jayson and Debrah Mcleod were referred to the DATC SBDC by their bank for help in putting together the business plan required for an SBA loan application. The loan would be used to buy The Beach House Tanning Salon. The business plan was completed and the application filed.  As a result a  $144,000 loan was approved and The Beach House Tanning Salon was acquired on May 16, 2008.  

     The location of The Beach House Tanning Salon is in an optimal location in the city of Clinton, Utah.  Because of the tremendous growth Clinton experienced within the last few years, a Super Wal-Mart was constructed in an area where two of the busiest roads in Clinton intersect.  Just across the street from Wal-Mart is another strip mall anchored by Albertsons.  The Beach House Tanning Salon conveniently faces 1800 North which is one of the busiest streets in Clinton.  The backside of the Beach House is also conveniently placed and well advertised to anyone shopping at Wal-Mart.  

     The city of Clinton is continuously growing and is currently in the process of building 500 new homes to keep up with the demand.  It is easy to see why other huge shopping stores such as Kohl’s and also Lowe’s are paving the ground in this same centralized area where The Beach House Tanning Salon is located.

     Currently, The Beach House Tanning Salon has a customer base of 5000 clients.  The Beach House Tanning Salon is open seven days a week and is run by one manager and four part time employees.  

     Many hours of research was done in deciding the type of equipment that was to be installed into The Beach House Tanning Salon.  There are several types of tanning beds available to appeal to everyone.  Those that may be more health conscious can choose from either the spray on tan or the high pressure bed that filters out most of the UVB light and also takes less time to acquire and maintain a tan.  Others can choose from the various other top of the line tanning beds. 

Jayson and Debrah Mcleod

The Beach House Tanning Salon

1917 West 1800 North

Clinton, Utah

801 898 3063

Logan SBDC 
X-SYS Computers 
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Small Business Success Story

Byron Lopez - Logan, SBDC

Byron Lopez is trained in information technology and worked for several years in the field.  During this time he discovered an interest in fixing computers, and decided to turn a hobby into a business.  Seeing an underserved market, and acting upon his own entrepreneurial inclinations, Byron founded X-SYS Computers in June of 2008.  X-SYS was started to provide exceptional service to the Cache Valley community with a special interest in serving Hispanic clientele.  For the most part, X-SYS is a family business, with Byron’s family and several employees contributing time and effort into making the business a success.  
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Byron is an extremely adaptable entrepreneur always looking for opportunities.  What began as a retail computer software and hardware store, has since adopted several new products and services.  These efforts have included X-SYS Ink & Toner, and network installation and service contracts with several local organizations, including the local hospital.  Byron is now focused on yet another strategy, offering Spanish language computer classes taught at his store.  Byron is an extremely friendly and talented entrepreneur who does not wait for success to find him, he finds it.  The local community has greatly benefited from Byron’s business.  Spanish language training and assistance had previously been unavailable to a sizable portion of the local community.  Now, thanks to Byron, people will have the tools necessary to increase their computer proficiency which will lead to better jobs and a higher standard of living.  Byron is excited about starting the X-SYS Academy, and has prepared the necessary equipment to make the class a reality. 

 
The Logan SBDC was first contacted by Byron on May 28, 2008.  The SBDC has since provided counseling regarding business structure, financial projections, inventory management strategies, marketing strategies, and assisted throughout the registration process.  Based on current sales, Byron expects to gross $250,000 for 2009.  The SBDC has enjoyed a productive advisory relationship and hopes to continue to offer further assistance in helping Byron to build his business.

Byron A. Lopez
2600 North Main

Suite 114

North Logan, Utah  84341

Standers, Inc.
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Success Story: Jan Miller, CEO

Standers, Inc. From The Logan SBDC

The SBDC:

Jan Miller, the owner of Standers, Inc., has worked with the 

SBDC since before she started her current successful and 

growing business in 1998.  The SBDC has worked with her on 

most aspects of her business:  The Business Plan, Start-up, 

Cash Flow, Marketing, Financing, and numerous other issues 

and questions over the last several years.  Her company is recognized as among the fastest growing companies in Utah.  She is a nominee for the 2009 SBA Entrepreneur of the Year award.

From Classroom to Boardroom
Jan Miller, an elementary school teacher by trade, and granddaughter of Essie, wanted to help her remain independent, but was unsure how. Despite all of the walkers, grab bars and bath benches provided, Granny still had difficulty performing simple daily tasks like getting in and out of bed or standing from a couch or car.”  By caring for Grandma Essie, she saw that there was an enormous need for affordable assistive devices that could actually help the elderly and disabled maintain their independence without being forced into a hospital or nursing home. In response to this new found knowledge, Jan formed Stander, Inc., an inventor and manufacturer of affordable mobility devices for the elderly and disabled.  

Product Development
Standers was to provide high quality, affordable assistive devices that would help people get in and out of a couch, bed, or automobile.  Jan was married to Troy Miller, an engineer, and the individual who designed and developed the various products. Stander’s first three inventions, the BedCane, CouchCane and CarCaddie, were designed specifically to solve Grandma Essie’s greatest mobility challenges and thanks in large part to these products, she was able to live out her life comfortably in the privacy of her own home. 

The Stander Promise: Live the Longer Life You Love
Today, Stander’s product line consists of over 20 innovative mobility solutions with many more on the way. Stander is committed to listening to the needs of the elderly and disabled and inventing products that make their live easier.

Jan Miller is the founder of Stander, Inc., an innovative assistive technology company, located in Logan, Utah. Stander invents, manufactures, and markets mobility solutions in the medical equipment industry. A high-growth company, sales will exceed $2 million in 2008 and is expected to reach at least $3 million by December 31, 2009.  
Stander owns ten patents and another six that are patent pending. The company has sold to more than 1300 wholesale and retail customers world-wide, has shown a profit for 8 consecutive years, and sustains comfortable contribution and profit margins. Standers products have helped well over one million elderly and disabled individuals. 
Jan has built a team that actively listens to customers and provides them with the value that is important to them, both the distributor and the end user. Stander is dedicated to making a positive difference in the lives of our customers, community, and our employees. 

Jan’s primary focus is complete customer satisfaction and she looks at issues from the customer’s perspective, thereby, leading a company that listens to, understands, cares, and delivers the quality that customers expect. Jan believes that Stander employees represent the company’s most valuable resource and she cares for them personally.  She selects, trains, empowers, and rewards those who exhibit her same passion for customer service, vision, and values.

Jan is a consistent and remarkable achiever who believes that integrity is the cornerstone business and personal relationships. She always deals with customers, people, and suppliers, with dignity, honesty, and respect. She makes herself available to entrepreneurs in northern Utah and has been a mentor to many early start-up businesses.

Jan’s success is a result of her business philosophy, which extends through every part of her company:  Integrity and Trust, Customer Satisfaction, People Loyalty, Profits, Service and Performance.

Frank Prante, Director

Logan Small Business Development Center

8330 Old Main Hill

Utah State University   84322-8330

435-797-1780

Ogden SBDC

TEFCO of Utah 

When Val Simmons and his new administrative assistant, Suzie, came into the WSU SBDC in June of 2008, Val felt lost and needed help.  TEFCO of Utah has existed since 1942.  TEFCO manufactures ornamental metal work and employees up to 13 individuals during the summer months.  Val purchased the business several years ago and at that time retained the administrative assistant/bookkeeper, Stacie, who had worked for the prior owner.  She did everything and kept the business operating in good order.  Stacie retired at the end of 2005 and from there on, things fell apart badly.  Between the next two bookkeepers, Val had over $25,000 embezelled and was in trouble with the IRS.  Val hired an accounting firm, and as of September 2007, they had the books up to date.  However, the cost of the accounting firm was high and once he was on his own the books fell behind again.  
By June of 2008, the bank statements had not been reconciled for six months and Val had little idea how profitable he was or how much money he was owned.  Suzie, newly hired, had used Quickbooks before, but is not an accountant and did not know how to get the accounts caught up and reconciled.  
Beverly King with the WSU Small Business Development Center stepped in to help.  Although it took months to get caught up and reconciled, the business now knows their cash and profitability situation.  Suzie has has been a good student and is now keeping the entries up to date and reconciled on her own.  Val has implemented firmer controls to prevent further chances of embezellment by employees and has implemented practices to keep up-to-date on his IRS and State tax remittances.  
According to Val:  “Beverly King has worked with us for the past seven months.  Our Quickbooks bank records were seriously behind and wrong.  She came many times to help sort out the mess and was very informative and friendly.  She trained our secretary in reconciliation and gave tips on taxes.  I highly recommend Beverly King to any small business that is in need of help or advice.  I had spent over $25,000 in professional help in the past and when I found out the Small Business Development Center help was free I was extremely pleased.”

Green the World
The story on the following pages was published in the January 2009 BIZ magazine published by the Standard Examiner.  Beth Bell came to the WSU SBDC starting in February of 2008.  Beth knew that there was an opportunity to market green products, but needed some help with getting started.  Through one-on-one counseling with Beverly King, they talked about location, product line and preparation of a business plan.  Beth found a location that had high visibility without high rents, attended a trade show and worked on her business plan. Having started her business in July of 2008, Beth knows that she is very small with only herself as an employee.  But as can be understood from the article, she has brought a much needed retail store to the Ogden area.
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Orem SBDC

Jones Mobile Marine Service, Inc.
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Kevin Myers
946 West Utah Avenue, Unit B -Payson, Utah  84651
801.427.0668
Jonesmobilemarine.com
Boating is a huge past time for families in Utah. There are so many beautiful lakes and reserves in this desert; and what better way to spend a day with the family then relaxing on the water in the sun or skiing behind a speeding boat. Kevin Myers grew up with boats around him. As a kid he worked in his dad’s and uncle’s business named Eagle Marine. His goal was to own his own place someday, and that dream came true in 2001 when Eagle Marine closed its doors. Kevin purchased all the inventory and tools from Eagle Marine when it closed, and started his business working out of a garage. He named his business Jones Mobile Marine Service, Inc. He quickly realized that the purchased inventory contained many boat parts manufactured from 1950-1990 -parts that are not manufactured any more -parts that a boat owner will pay a good price for just to find them. This is one of Kevin’s distinct competitive advantages. 

Kevin’s start up year was difficult-because of Kevin’s youth and lack of credit history, banks were unwilling to loan him money. Also, the garage he worked out of was too small for working space and storage. As a result Kevin transformed into a mobile boat service and would work on the boats at the customer’s home. This was difficult, time consuming, inefficient, and expensive for the boat owner. Kevin needed money for a shop location large enough to service multiple boats and store parts. He had his wife Carly contact Ken Fakler at the Orem Small Business Development Center. Ken helped him create a “killer” business plan that resulted in a loan from a local bank. Also, Ken helped him locate a building and forge an acceptable lease with the landlord. The result was that the new efficient business has resulted in a doubling of sales each of the three years he has been in business; the need to purchase a larger building to keep the business growing; and the hiring of his father (who has years of experience) to keep an acceptable turnaround time on contracted work. 

The rising price of gas has not affected Kevin’s business. His sales are still climbing and he is still booked one to two weeks out for work. He has added a new service where he picks up and delivers boats to customers-this helps to lock people into doing business with him. When Kevin purchases that new building, he hopes to start selling a line of small fishing boats and will expand his boat trailer services, boat detailing services, and his parts offerings. Also the expansion will help them maintain their personal, attentive service with his customers. Kevin knows what service really means. 

With the help of the Orem SBDC, Kevin and Carly are making their dream come true. In passing, Carly just had their second child-nothing like good family business to make America the most economically developed country in history! 
The Downtown Philly Cheese Steak
Matt Hassler and Nick Rhodes 

1665 West Towne Center Drive 

South Jordan, Utah 84095 

801.878.8450 
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The “right” cheese is the Cheez Whiz. The City of Philadelphia is known for their delicious Philly Cheese Steaks, Tasty Cakes, and Birch Beer. If you are a Philly native, or happened to live in the surrounding area, giving up these delicatessens is just too hard. This is what Matt Hassler experienced. Matt spent two and a half years in a sales job in Philly and got addicted to these wonderful foods. 

When Matt moved to Utah he met Nick Rhodes. They were both salesmen for a company, and both of them knew that their true calling was in the food industry-both of them realized that they would like to attend Culinary School. They decided to start their own Philly Cheese Steak House-and that is how the ‘The Downtown Philly Cheesesteaks’ idea came into existence. 

Matt found the Small Business Development Center four years ago, but shelved his business ideas due to lack of funding. They decided to give the SBDC another try, and this time found Ken Fakler. They bounced idea after idea off from Fakler, and received many helpful answers. They found out what to expect in a lease, how to set up a business, and they received valuable information fast. They were able to find a good location with heavy foot traffic and tender an offer on needed equipment. The building was ready to open, without needing a build out. Ken sat down with Matt and Nick and checked over their lease before they signed. 

A big challenge they faced was financing. Most SBA Loans were not structured for new business startups. They would need access to a quarter million dollars in assets to apply for the loan as a new business, and they just didn’t have that kind of money. They ended up fronting their own money by borrowing on their own houses and credit cards. Their goals was to make a substantial profit in the first year, and they are well on their way to reaching that goal. Also, they are planning to open a second store in the Salt Lake area this year; and eventually have 5 stores in the greater Salt Lake area. 

Matt and Nick make the ‘Best Philly Cheese Steaks in Utah’ and couldn’t have done it without their very supportive wives – their wives quit their jobs and are working in the business. Matt believes that “People should open their own business” because “it is so rewarding to work for yourself”. He has “learned more in the last 3 months about business than in taking business classes for many years and reading business books.” 

The Downtown Philly Cheese Steak provides a true Philadelphia atmosphere when you walk through the door and authentic Philadelphia food. Their most popular subs are the traditional steak which is filled with steak, fried onions, and cheez whiz or American cheese; and the Garlic Steak which is filled with steaming steak, mushrooms, tomatoes, onions, garlic butter, provolone and cream cheese. It makes your mouth water just reading about them! Matt, Nick, and their wives are making their dreams come true with the help of the Orem SBDC. See the SBDC to help you make your dreams come true, too. 
Price SBDC

Castle Country Candles
In June 2007, Kathleen Palmer bought Castle Country Candles. Her personal investment into the company has been approximately 50K thus far. When she originally bought it she lived in Colorado and traveled to Utah once a week to deal with her business.  Because of the distance Kathy had employed a manger to run the company.   From the beginning Kathy has employed up to 3 employees.  

Within several months Kathy began to experience the challenges of operating a business from another state.  She ultimately knew if the business was going to continue to be profitable she needed to either move the business to Colorado or move to Utah where the business was located.  After some painful months of business she decided to make the transition to Utah.  It was becoming increasingly more frustrating to manufacture the candles from her home in Colorado and transport them weekly to Utah.  Kathy also noticed that her employees were not maintaining consistent hours costing the company valuable sales.  She believed there were more advantages and resources for her in Utah that would strengthen the business.  

During this transition, the disruption had some negative effects to the company’s sales and product.  Though Kathleen stayed proactive in building her business, the distance became a significant problem.  Kathleen had started to create a website.  She knew this would solidify a marketing angle to her clients through the nation.  The website has attracted additional prospects.  Her next stage of the website is to create a merchant account so clients can purchase online.  

Approximately 1 1/2 years from the initial purchasing of the business Kathy was able to make the transition to Utah.  At that time she contacted the SBDC for assistance.  

In conjunction with the BEAR (Business Expansion and Retention) project, the SBDC met with Kathy.  This mentoring process discovered some clear areas Kathy had opportunities to grow her business.  Kathleen working with the SBDC has begun the process of evaluating the different areas of her business to create a strategic plan.  

Though both the Price SBDC and Kathleen know the road is going to be rough for some time, however, with the resources that are available through the SBDC and the dedication and drive that Kathleen has, the Price SBDC is confident that Kathleen with continue to be success in her business venture.  

Kathy Palmer
Castle Country Candles

11 East Main 

Price, Utah  84501  435 637 6860
Carbon County Business Expansion and Retention Project
Carbon County Business Expansion and Retention Project (BEAR)

The Carbon County Business Expansion and Retention Project (BEAR) began in 2005.  It has become the strongest growing effort in the economic development field.  From large metropolitan areas to small towns in every state, local officials are focusing their effort to tending their local business economic fields.  It has been especially successful here in Carbon and Emery Counties were the local businesses need that extra push in order to succeed.  

BEAR continues to make efforts in gathering this critical information by receiving requests to outreach specialists, they then conduct a business assessment, and sometimes the effort is a onetime survey of a particular industry to ongoing data gathering and analysis.  They keep this information in a database, called the Executive Pulse.  It helps track and keep record of what is going on with surveyed businesses.  The survey is designed to identify root causes of the business failures.  Some may be lack of training, lack of capital, poorly identified market, changing market, competition, overhead, employees, etc.  At the same time a similar assessment will be completed on businesses reporting stagnate or declining sales.  The closed company and declining company’s assessments will be reviewed for common factors and remedial action initiated with the purpose of preventing the declining companies from joining the ranks of closed businesses.  The businesses willing to participate in the prevention program will be monitored over the year to determine the program’s effectiveness and results.

The BEAR program is an interagency cooperative program operating in the area for about three years.  During that time they have conducted 1,766 business assessments in Carbon and Emery Counties.  Below is a summary of the statistics generated during that time.  The numbers are annual and not cumulative.
Summary Statistics

	Summary Statistics
	01/01/2006-

12/31/2006
	01/01/2007-12/31/2007
	01/01/2008-12/31/2008

	Generated Referrals
	95
	200
	340

	Successfully Closed
	54
	195
	264

	Time Spent (in hours)
	107
	49
	105

	Projected Value of Service
	$138,740
	$127,600
	$794,400

	Estimated Total Cost Savings
	$16,000
	$22,800
	$85,00

	Estimated Total Increase in Revenues
	$80,000
	$70,000
	$217,250

	Jobs Created 
	6
	24
	60

	Jobs Retained 
	3
	9
	36

	Public Investment
	$34,000
	$79,750
	$233,965

	Private Investment
	$1,193,900
	$908,550
	$2,028,500


Mentoring generally requires several visits over the course of months.  Each visit is logged on the system with appropriate follow up dates and goals.  The success of the mentoring primarily lies with the business management and how quickly they respond to the suggestions and support offered.  Some have made dramatic progress in management skills and potential success.  Others have not implemented needed changes, employee policies, and safeguards.  As a result the company continues to flounder, continuing to lose valuable working capital and potential profits.
The BEAR Project is a coordinated effort of various partners including the Utah Small Business Development Center (SBDC).  BEAR continues to refer businesses to those resources including the SBDC.  The SBDC provides these businesses with individual counseling in all functional areas of business management, marketing, record-keeping, financial planning, production, business plan preparation, workshops and training, preparation of financial documentation for loan packaging and general management.  

The Carbon/Emery County BEAR Project and the Price-SBDC will continue to work together as partners in assisting businesses with their difficulties and in helping them manage their businesses in order be successful.
Sandy SBDC

Coldsweep

	Potent, delicate dry ice helps Utah firm tackle toughest cleaning jobs
Coldsweep blasts grime with dry ice

By Bob Mims 
The Salt Lake Tribune
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Coldsweep technical and safety supervisor Jim Sorensen uses dry ice to blast away layers of old paint on the railings at the Utah State Capitol. (Chris Detrick/The Salt Lake Tribune ) 
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Restorationists faced the prospect of long hours of painstakingly scrubbing and peeling away multiple layers of old paint and lacquer on ornate wood and metal work at the Utah State Capitol. 
    Instead, the Capitol Preservation Board chose a high-tech solution to refurbish the 90-year-old surfaces of the historic governmental monument: Randell Heath and his Coldsweep Inc. crews were hired to blast away the years with pressurized dry ice. 
    Architect Dave Hart said Coldsweep was awarded a contract after Heath demonstrated the powerful yet delicate touch of dry ice blasting on a variety of wood, marble and metal samples. 
    "We liked what we saw. There's no leftover residue, no dust was created and it leaves little to clean up other than the paint," he says. "Best of all, it didn't damage any of the great decorative surfaces, and was able to get into cracks and crevasses even sandblasting couldn't reach." 
    The alternatives to dry ice included painstakingly dismantling railings, stairs 
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Coldsweep's Jim Sorensen blasts away grime at the Capitol using dry ice that is 109 degrees below zero. (Chris Detrick/The Salt Lake Tribune ) 
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and other Capitol fixtures and sending them to a stripping company. There, the items would have undergone the time-consuming process of being dipped in chemical vats to remove paint, then shipped back to the Capitol for reassembling and replacement. 
    "It's all in the size of the dry ice particles," Heath says. "For this job, we have machines that shave blocks of dry ice into sugar-sized granules. One hour of our dry ice blasting is equivalent to about eight hours of manual cleaning with solvents and brushes." 
    All told, Coldsweep's contract for the Capitol job came to $128,000, which figures out to about $150 per hour. But the payoff is more than money. 
    "It's been fun to see all all that gorgeous, decorative stuff come back to life," Heath says. "It was [originally] a beautiful building, and will be again." 
    Unlike sandblasting, pressurized dry-ice poses no air-quality concerns and leaves only a fraction of the cleanup afterward. And, unlike solvents, dry-ice blasting leaves no potentially toxic residues to remove. 
    "We were up there several months and ended up with just two barrels' full of paint chips to show for it," Heath says. "There's no secondary waste at all with this process; you just sweep up and vacuum whatever's left and you're done." 
    Dry-ice blasting depends on basic principles of physics and chemistry to work its wonders. When dry-ice particles strike the target surface, it goes through a process called "sublimation" - transforming from a solid into a gas. Together, the kinetic energy and the 109 degrees (Fahrenheit) below zero thermal effect quickly cleans surfaces. 
    When the dry ice goes from solid to gas, it expands up to 800 times its volume; it gets under imperfections, "lifting them off like a spatula," Heath says. 
    Heath and his wife, Tina, launched Coldsweep five years ago in Mountain Green. A 20-year veteran engineer formerly with Hercules/ATK, he was looking for a change - and a chance to be his own boss. 
    He had been exposed to the dry-ice cleaning process during a 1995 demonstration. His former employers were considering acquiring the technology to clean out rocket fuel propellant mixing bowls at the Bacchus plant near Magna. 
    A few years later, when the aerospace company announced a voluntary layoff, Heath took it, investing in what he believes is the state's only full-bore, commercial dry ice-based cleaning company. Today, with seven employees, he does cleaning projects throughout the Intermountain region. 
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 Coldsweep buys multiple tons of dry ice annually from Airgas Inc., then uses its dishwasher-sized ice-shaving machine to process particles ranging from the size of sugar granules to grains of rice. 
    While the smallest particles are used for delicate projects, such as the Capitol, the heavier pellets can cut through grease, rust and grime on heavy machinery like power plant turbines, petroleum refineries, commercial printers and food processing equipment. 
    "We can do some very delicate cleaning. We can take tar off of stucco without damaging it - or we can blast old ink and dirt off a printing press," Heath says. 
    Last year, the company handled more than $600,000 in contracts, taking on such clients as breakfast cereal makers, Nevada power plants, PacifiCorp and General Electric facilities and even recently blasting away grit and gunk from 100-year-old electric pump motors at Bear Lake. 
    He expects to double revenues in the coming year, and is adding equipment to handle a growing workload. 
    A lot of that work is coming from Scott Barben, an estimator with Utah Disaster Kleenup. His company calls in Coldsweep when it needs quick, thorough and cost-effective removal of soot and charring from fires. 
    "Traditionally, fire cleanups can be a time-consuming, filthy, gritty job," he says. "You'd send in a bunch of guys with putty knives and scrapers. But we can send Randell in and he blasts the soot off, and there's virtually no cleanup to speak of." 
    In Park City, painting contractor Fred Marshall has Coldsweep helping him restore graying exterior logs on 16 condominiums to their original blond luster. Not only is the dry ice process faster and cleanup easier, but in the long run it is cheaper, he says. 
    "The convenience of doing this may be the biggest advantage," Marshall says. "Sandblasting leaves sand everywhere, permeating everything. But this leaves nothing, not even any wetness. It's the wildest thing you ever saw." 
    bmims@sltrib.com 
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Utah First Friday

Utah First Friday is all about helping small businesses grow. Re-launched in October 2008, it is a business networking event and educational forum usually held the first Friday of each month. 

Attendees are small business operators and those at the pre-venture stage wanting to reach out, connect, and explore opportunities with other small businesses as well as government agencies. Attendees cut across all industries.

Regular Utah First Friday (UFF) events are two hours long. It starts at 8AM with a breakfast networking session and is followed by a guest speaker at 9AM. UFF strives hard to come up with topics that are relevant, presented by those who are engaging. 

Recent past speakers have included Patrick Byrne (founder of Overstock.com), Alan Hall (Chairman of MarketStar and local VC), Shawn Nelson (founder of LoveSac Alternative Furniture), a panel discussion on business financing options, and Jody Stamback discussing tax issues. Attendance consistently is around 70-90.

To further promote business development, Utah First Friday also hosts two expos each year; one usually around the end of Spring and the other around the end of Fall. The expo runs 3 hours with a 1 hour presentation before the expo itself. The expo draws in almost 200 attendees with almost 50 tables sold.

Upcoming Utah First Friday events can be found at our website:

www.utahfirstfriday.org
St George SBDC
Hummel’s Automotive Diagnostic Center 
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HUMMEL’S AUTOMOTIVE DIAGNOSTIC CENTER

SBDC SUCCESS STORY

John and Janice Hummel have owned Hummel Automotive Diagnostic Center since It was started on May 5, 2000. The original location was not ideal. It did not have good exposure and the parking was nonexistent. However, even with these drawbacks the Hummel’s thrived and grew. Over the years, they were known for their diagnostic ability and their outstanding repair service. When no one else in town could fix it, John could do it! Later John and Janice brought two of their sons into the business. In 2007, the sales reached a peak of $232,000. In 2008, the sales were down slightly as they worked to complete their new facility. It is anticipated that the sales in 2009 could reach $250,000 to $275,000. In 2010 the sales should be over $300,000.  
In early 2006 the Hummel’s realized they needed to move to a bigger location. They purchased two acres in the Fort Pierce Industrial Park. This is where the action is in St. George. Most major new manufacturing and industrial businesses are headquartered in Fort Pierce. There are now several thousand employees in that area. Additionally, the Hummel’s realized that they would have the first auto repair facility on the Southeast side of St. George. They could cover the large industrial base as well as the residential base.

The property is two acres. The facility is 7,000 square feet with 8 bays. The original loan was an SBA loan with the Village Bank and Mountain West Small Business Finance. The original amount was $618,090.  The permit and building process was delayed almost from the very start. By the summer of 2008, there was a question as to whether or not the project would be finished. 

The Hummel’s were not only trying to arrange additional financing to finish the project but were also working to sort out the costs that had been incurred for a potential business partner that was suppose to build a structure on one acre of the property. This is when Janice Hummel came to the Small Business Development Center to consult with Len Erickson. As Len, Janice and John worked their way through the details of the costs that had been incurred it became apparent that it would take another $233,800 to finish the project. Also it was determined the future partner would owe approximately $201,000 in shared costs. Len Erickson has met with the Accountant for the future partner to lay out the costs that need to be paid by the partner. It appears now that both parties are near a settlement.

The Hummel’s were able to return to the Village Bank with the information determined above and secured financing to finish the project. They have now moved into the beautiful new building and are planning an open house to celebrate the long and sometime difficult road to completion.  
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Canyon Creek Kitchen & Bath 
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Canyon Creek Kitchen & Bath Success Story

Canyon Creek Kitchen & Bath has two equal owners, Chris Palmer and Bryce Whitney. They have worked for Whitewater Whirlpool baths and systems for 18 and 16 years respectively. Bryce moved to St. George in 1996 to open the St. George branch. Chris joined him as the Branch Manager in 2000. These partners had a rare opportunity in late 2008 to purchase the St. George Branch of Whitewater for the cost of the inventory which was under $20,000.
Whitewater has restructured to be a manufacturer only. They will support the new operation Canyon Creek Kitchen & Bath in whatever capacity possible. The St. George operation of Whitewater increased their sales over the years to the high point in 2006 with sales of $4,047,769. In 2007 sales dropped to $2,128,010 and in 2008 sales will be $995,000. The operation was profitable in all years. 
Canyon Creek Kitchen & Bath borrowed $25,000 from Mountain America Credit Union in a line of credit and $65,000 from Zions Bank to finance the purchase and startup cost of $31,146 and to provide working capital.   Chris and Bryce have used their business sense and initiative to reduce the overall costs by at least $82,220 per year. 
Projected Sales will be $847,156 in 2009, $931,872 in 2010 and $1,022,059 in 2011. With the reduced costs, the profits will be strong.  Breakeven Sales for 2009 is $429,740.  This is literally one half of the forecast for 2009.
Southern Utah Homebuilders Association said that building permits were 2,175 in 2006, 1663 in 2007 and approximately 800 by year end 2008. It is estimated that that they will be down slightly in 2009. The National Association of Homebuilders believes that the housing production will return to a somewhat normally level in 2012. Canyon Creek is assuming the worst it its projections for the next 3 years. The Remodeling Pulse from the Case Remodeling Institute believes that remodeling will increase as owners remodel instead of moving. It is estimated that remodeling will increase at least 3.7%. Canyon Creek is going to concentrate on remodeling to be about 50% of its sales to take advantage of this trend. The NHBA states that in 2009 remodeling expenditures will be robust driven largely by improvements expenditures strengthening as housing market conditions improve and in spite of a counter-cyclical slowing of maintenance and repairs. Two major customers Sun River and Suncor (Coral Canyon), have both written letters of support for the new venture Canyon Creek Kitchen & Bath. Even though their sales have decreased, they will use the new company in their projects in 2009. 
We at the Dixie SBDC worked with Bryce and Chris to develop a strong business plan to present at both Zions Bank and Mountain America Credit Union.  They were approved by both and used both sources.  The Dixie SBDC will continue to follow-up with Bryce and Chris to assist them in any further training and classes as required.
We at the Dixie SBDC see a great future for Canyon Creek Kitchen & Bath. They have seized an opportunity and developed a lean and savvy operation that is poised to exploit every project with an attitude of great performance and equally great Customer Service.
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AWEAR
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AWEAR Success Story 

Vicki Fitch came to the Dixie SBDC in June 2008.  She is a very savvy business person with many good ideas.  At first she told the SBDC that she and her sister Pam Zaferes were looking to start a business that St. George needed.  She looked at a coffee house and a high quality used book store where you could sell your Barnes and Noble books after you finished them.

Then one day Vickie came into the SBDC with a twinkle in her eye.  She said she and her sister had decided to start a local boutique featuring recycled natural fabric clothing.  It would be named “AWEAR”.

AWEAR specializes in recycled clothing for women who want classic comfortable, one-of-a-kind clothing at an affordable price.  All items are made from 100% natural fabrics such as cotton, linen, flax and ramie.  The clothing has been laundered and pressed to “perfect condition”.

“We think of AWEAR as the store with a conscience”, said Vicki Fitch. “ Not only is all of our clothing recycled, but our store has been designed with as many recycled items and materials as possible, including our hangers and bags, which are made from 100% recycled paper.”
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The sister’s aim to make buying recycled clothing a more relaxed and personalized shopping experience.  “We hope that women, who haven’t bought recycled clothing in the past, will change their mind when they come into our boutique” said Pam Zaferes.

AWER’s inventory changes regularly, with 30-40 new items added every week from out of the area buying trips to various major cities, including, Los Angeles, Dallas and Las Vegas.

As Vicki and the Dixie SBDC looked at the business plan, the sales projections, the lease costs and inventory costs it became apparent that the sisters could finance this project with $7,000 of their own money.  They did obtain a $15,000 line of credit from Wells Fargo as a backup.

The store opened in October 2008 and has seen a steady increase in customers and most of the customers are avid fans and come back time and time again.  Sales should reach the forecasted goal of $111,000 in 2009, $145,000 in 2010 and $167,000 in 2011 with significant cash flow in all three years.
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As part of their motto to keep their clothing environmentally friendly, sisters and co-owners of AWER have added a new line of accessories made from natural material and made in a “fair-trade” environment.

Co-owner Vicki Fitch said all the accessories she sells that are made from a third world country are part of a “fair-trade” organization; an organization that ensure the artisans are paid fair wages and do not use child labor.  The jewelry is made from natural materials such as coconut, beach glass or bamboo.  She said the bracelets are made from trees that have already fallen down or from tree farms that are closely monitored to ensure new trees are being replanted.

The sister’s believe that recycling in all of its forms will benefit the earth.  They have also found a way to benefit the women of St. George with the establishment of AWEAR in the historic Gardeners Club at Ancestor Square.
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Rocky Mountain Collision
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Rocky Mountain Collision Success Story

Rocky Mountain Collision is a Premier collision repair facility in St. George Utah. It is located at 1346 South 320 East #3 in St. George. It has been in business for approximately 8 years. The previous owners Bryan and Sandy Dalton owned the company since 2005. Bryan and Sandy Dalton wished to retire and Terry Geisner wished to purchase the business.  He contacted the Dixie SBDC to help him prepare a business plan for the Wells Fargo Bank and to present it to them.  
[image: image46.jpg]



Terry Geisner has over 35 years in the collision repair business. Most of the facilities he has managed where larger than Rocky Mountain Collision. He has a stellar record with great references.  He always wanted to own his own shop and grow it to new levels. Rocky Mountain Collision has an excellent customer base with many Insurance Companies such as: Travelers, Farm Bureau, Liberty Mutual and Bear River. They also have other solid accounts such as: the State of Utah, City of St. George, State of Arizona and the BLM. 
Revenues over the last 3 years periods have been $1,073,308 in 2006; $919,231 in 2007; and $1,016,833 in 2008. 
The current owners wanted to sell the business to Terry Geisner for $200,000. Terry purchased the Corporation.  Terry acquired over $200,000 in equipment. It is all in excellent shape with a solid liquidation value.  Terry borrowed the $200,000 from Wells Fargo Bank as an SBA loan.  He also put down cash and his home for collateral. 
Terry has reduced his operating costs by $25,000 per year and has improved the cash flow by $17,000 per year. 
As he looks at his 3 year projection the revenues are estimated at $966,059 for fiscal 2009; $995,040 for Fiscal 2010; and $1,024,892 for Fiscal 2011. With the cost reductions and increased efficiencies Rocky Mountain Collision will be very profitable in all three of the forecasted years. 
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Rocky Mountain Collision has a positive Image in the Community and a solid Customer Base. Terry has been with Rocky Mountain Collision for over 3 Years and has represented the business well. It was a seamless transfer of ownership.
This purchase by Terry is a great opportunity for him to continue to grow the reputation, service and size of one of the best collision repair facilities in Southern Utah.[image: image37.jpg]ROCKY MOUNTAIN COLLISI¢
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Vernal SBDC

A1 Contracting Solutions
Jeff Bischoff and his partners have an idea.  Make finding an affordable, reliable, licensed contractor to do home repairs, safe and easy for someone who doesn’t know a friend of a friend that will stop by.  Then, provide that assistance nationwide.  Sounds like a big dream but it is one step closer to reality.

While searching the internet for help with a business plan, Jeff came across the Utah Small Business Development Center Website.  In the contact section he found the link to contact Mark Holmes at the Uintah Basin Small Business Development Center.  Within the State of Utah, Mr. Holmes handles all requests for online counseling through the SBDC system and for Utah State University Extension.  The partnership between the SBDC and USU Extension is bringing counseling opportunities to people who live in locations which make obtaining face-to-face counseling difficult to say the least.  However, some people simply prefer to work online, from home.  That is the case with A1 Contracting Solutions in Lehi, UT.

Jeff needed help with a condensed Business Plan to compete in the Utah Entrepreneurial Challenge.  He received an outline and instruction on the format from the SBDC.  Jeff was also coached in giving an “Elevator Pitch” and writing in that style for this condensed format.  His plan went through a few revisions that were packed into a very busy week.  The competition arrived and A1 Contracting Solutions made it into the semi-finals.

The final 30 in the competition are now preparing their full plan for presentation.  Jeff and his partners needed more detail.  The Uintah Basin SBDC was able to provide them with “Ring Studies” for their proposed markets.  The Ring Studies are more than simple demographics but detail buying trends and average dollars spent by families within the rings of the study.  Here is a direct quote from Jeff’s last email regarding the help he received. 

“Mark, 

These [ring studies] are great!  Thank you so much!  I couldn't even imagine where to get this kind of information… Your advice and criticism are very welcome and I know that [the] specific advice you have already given got us through that first round.


Thanks again for everything!

Jeff”

Jeff Bischoff

A1 Contracting Solutions

4862 N Shady Hollow Ln

Lehi, UT 84043

Bastian Trucking
Amanda Bastian was sent to the Uintah Basin Small Business Development Center by a local bank for help with a business plan.  She and her husband had seen the amounts of money to be made in the oilfield and wanted to start their own water hauling business. 

The Uintah Basin SBDC began working with Amanda on her Business Plan.  Through the ongoing local research done by the Uintah Basin SBDC, the Director was able to advise her that applications for permits to drill and “Spudded Wells” those that had just begun to drill, had fallen off 30% in 2007 and an additional 40% in 2008.  In the economy that prevailed in early 2008, if they could get a truck they could have worked it nearly 24 hours a day.  Because of the approaching slow down seen by the SBDC Director there were discussions about diversifying and moving into other areas of transportation instead of buying a truck that would only haul water.

By the end of the summer of 2008 Amanda and her husband were able to borrow the money needed and started Bastian Trucking.  Almost immediately the economy began to slow down.  There have been a few cash flow problems and the SBDC was able to supply some strategies to get through the pending problems.  Because of their planning and preparation they have been able to survive which for a start-up in this economy is truly a success story.  The operation employs her husband full-time and herself part-time.  As soon as the energy crisis once again rears its ugly head, and it will, they will be ready to expand and grow.

Amanda Bastian

Bastian Trucking

PO Box 8

Neola, UT  84053
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