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The Gem Rock and Bead Store, LLC  

Logan SBDC  

  
The Business:  The name of Darryl Reese’s 
business is “The Gem, Rock, and Bead Store, LLC”.   
He has worked in lapidary, as a hobby, for 30 
years.  And he sold out of his home since June of 
2000, though he stopped doing that so that he 
could focus on establishing this retail outlet in 
Providence. In addition to offering costume 
jewelry beads, he offers gem stones, minerals, and 
other items. He has various ideas of how to make 
this a store people want to come to.  At least 50% 
of the women have children, so he provides a 
location in the store that children can be active, 
safe and have fun, while their mothers shop.  
People will also be able to watch him work.   
 
Goals:  Within 5 years he wants to have a building 
of his own.  “I also want to make my own beads 
and become a supplier of beads when I have built 
up my equipment. I plan to expand into semi-
precious stones, fossils, and Lapidary Equipment, 
though some of what he wants to offer will be 
brought in from future profits. 
“I chose this business because I wanted to do 
something that did not interfere with my 
disability, and I wanted something I enjoyed 
doing.  I also did not want to go on Social Security Disability. At one time, I had a very 
successful remodeling business; so I do have business experience.” 
His  current wife ,Nancy Hankins, has 17 years of experience as the business manager of 4 
outlets for Wendy’s.  She will handle the records and helps in other ways.  He also has a 
store manager who knows about jewelry and  jewelry trends, who he will bring in later. 
Pricing will be competitive, but still have a good margin. His ultimate goal is to manufacture 
several of the actual beads.   
 
Primary Customers:  Single and married Women 21 – 65, middle class income.  They are 
generally housewives rather than professional career women. Though the store does need 
to be accessible, and fairly close, it is not dependent on the large foot traffic for more 
impulse oriented products. An example of this is Beadles, which has no foot traffic and is 
fairly isolated in its location.  It is located at the North end of Logan and is very successful.   
 
SBDC:  The SBDC played a major role in compiling his business plan, cash flow, funding, 
and stopping him from giving up.  He says, “I could not have gotten to this point without the 
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assistance of the SBDC; I would have given up a long time ago.”  His initial 25,000 in funding 
came from a grant from Voc Rehab plus additional personal funds.  His business is new, but 
off to a good start.  His sales are growing at $1,000 a month. He also has a private investor, 
who has invested over $50,000 in inventory and will pay him $20,000 for his own income 
for the year, for a 49% ownership share.   They have watched him and say it is a gold mine.  
Most everything will be reinvested into the store stock.  Through the help of the SBDC, he 
has created a job for himself, and his family, and kept himself off of long-term disability 
(which was his only other option).  He is already planning on expansion and hiring another 
employee. 
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Laser Precision 
 
 
 
 
Jacob Heaps has worked for a company called Laser Precision for a number of years.  For 
the past four years, he has held the position of Operations Manager, and recently began 
noticing downward trends in the company’s work load and revenues.  He also recognized 
much of the decrease in business was due to the owner’s interests shifting toward other 
ventures.  Based upon his observations, Jacob saw a need for immediate action and felt 
confident in his own abilities to improve the company. He contacted a friend named Mike 
Young, who has an MBA and a strong entrepreneurial spirit, and they began discussing the 
feasibility of purchasing the company from the owner.  The pair determined that if they 
pooled their resources, they might be able to make an offer the owner would accept.   
In August 2009, Jacob and Mike entered negotiations with the company’s owner.  These 
negotiations lasted for more than six months, after which all three arrived at an acceptable 
offer.  
Through the entire negotiation process, Jacob and Mike worked with the SBDC to help 
obtain an SBA loan through Wells Fargo.  The SBDC provided more than 60 hours of work 
for Jacob and Mike, analyzing the company’s historic financial stability, preparing accurate 
financial projections and feasibility studies, as well as helping them write and polish a 
business plan.  Frequently during the process, Mike would state “we could not have done it 
without [the SBDC].”   
 
 In March 2010 the Wells Fargo approved the purchase price of the company, and provided 
a loan making the total funding for the purchase of Laser Precision $705,000.  The 
ownership-transfer contract was then signed and Jacob Heaps and Mike Young became the 
official owners of the company, and began turning it around immediately.  Due to their 
change in ownership, one job was created and at least eight more were sustained.   
Currently, Laser Precision is operating well and aggressively perusing client contracts in an 
expanded area of operation.  The owners anticipate sales revenue and income to be 
quadrupled in fewer than five years, and will maintain a close relationship with the SBDC 
as their company grows. 
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Van’s Drive In 
 
Introduction:  Van’s Drive Inn was first 
established in 1961. It had been a successful 
food outlet for 12 years.  There were a 
couple of failures due to the type of 
businesses and how they were run. Another 
individual took the business over in January 
of 2009.  He had no experience. He had 
great sales the first month, but he had 
several problems: Some of the problems he 
had was that he offered lower quality, did 
not control labor costs, priced himself out of 
the market; and he had a lack of consistency in the food he offered.  He was overstaffed.    

Kirk Madsen acquired the business September 28th.  He has the equipment and inventory 
on the premises but he needed to be able to pay for it fairly soon.  He also needed survival 
money.  He changed the name back to the original Van’s Drive Inn.   He has great signage 
not shown in this picture. Due to his extensive experience and pure determination he is 
rebuilding his client base. He also has new vendors for products, he has labor costs under 
control, 7 excellent employees, (there were 14); this change reduced labor from 52% to 
just 25% of sales.  He achieved this in just over three months. – “my employees are 
productive and competent. I have 25 years of experience in restaurant management.  The 
business is starting to turn around.  We are close to break-even, I know that I can make this 
a successful business.” 

Product Line:  “The product line is good food fast:  Onion rings, hamburgers, french fries, 
chicken sandwiches and various types of salads and soup.  We also provide shakes and 
drinks.  We offer the Original Van’s Hand-dipped Onion Rings. In addition, we serve several 
other Original Recipes and Specialty Burgers, most of which is not offered in the fast-food 
chains. We have a friendly attentive staff and friendly atmosphere.” 
 

Target Market:  The older generation uses the drive-in, or just walk in for dinner.  They 
bring their families in. For the lunch crowd, his location is very good in that it is across from 
two schools.  “ I have incorporated a meal that is affordable for the high-school students 
during lunch time ($2.99), which matches Burger King’s and Wendy’s (they are located out 
of town by the highway).  We also are close to businesses that can use our services.”   
 

The Restaurant Industry.  Box Elder had sales tax on restaurants in 2001-2008 of 
$386,670 and sales of $6,236,613.  This is an average of $519,717 per month.  “Our sales for 
January, always a slow month, were $11,746.  This means we average 2.9% of the total 
restaurant sales in Box Elder. My goal is to increase customer sales 10% a month and to 
reach out to people that have never purchased as well as previous customers.”  
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Financial:  The average ticket is $6.00; we are starting to make a small profit.  Based on 
what the business was doing when it first started under the previous owner, and the 
current monthly increases, his projection of 10% growth per month should be 
conservative.  Breakeven is $15,480, which allows a draw of $2,000 for the owner.  He only 
needed $9,638 for equipment and working capital.  The SBDC helped him with his business 
plan, cash flow projections, and identified and helped with an application for a Utah Micro-
Loan program.  He obtained the loan very quickly.  He will make this business a success and 
employees will increase to the previous 14 as sales grow.  He said that the SBDC also gave 
him hope; that things looked better after his visits to the SBDC.  He needed the combination 
of his own excellence, the SBDC, and UMLF to be successful.  He is going to do great things! 
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Free Spirit Holistic Mountain  

Ogden SBDC 

 
  

 



Utah SBDC | 6/30/10 Success Stories 
 

16 

Jonathan Wright 
 

Hot spot:  Baked potatoes the focus of 
Brixton’s 
 
Last updated 
Thursday, April 8, 2010 - 7:42pm 

 
 
 

Friends Jonathan Wright, Jeff Hill and Tehmina Mian made a long-anticipated dream come 
true this spring when they opened their new restaurant, Brixton's Baked Potato, at Ogden's 
Junction. 

After living in England, where loaded potatoes are a popular dish, Hill decided he wanted to 
do something unique with potatoes here in the Top of Utah. The idea simmered at the back 
of his mind for the past 15 years as he collected research here and there. 

The trio imported special potato bakers from Europe and worked with professional chefs 
to refine recipes representing various regions in the U.S. and multiple countries. 

Potatoes at Brixton's aren't your typical baked potato. 

"You don't need to drown it in butter and sour cream because it is saturated in sauce," 
Wright said. "You never hit a dry bite with our potatoes." 

The potatoes form the backdrop for entrees such as Hawaiian BBQ ($6.49), a moist chicken 
breast in a unique bourbon sauce with chunks of pineapple; Pulled Pork ($5.99), Memphis-
style barbecued pork topped with coleslaw; or the Meatball Marinara ($5.49), a classic 
Italian sauce with meatballs, and ricotta and mozzarella cheeses. 

The Texas Chili potato ($5.49) features an all-meat homestyle chili. The Thai Curry ($5.99) 
comes with chicken or beef in a mild coconut curry sauce with edamame. And, for a south-
of-the-border taste, the Chili Verde ($6.99) combines a fresh green chili sauce with choice 
of beef, chicken or pork. 

http://www.standard.net/sites/default/files/imagecache/max_800/2010/04/08/story-go-brixtons-1-24286.jpg�
http://www.standard.net/sites/default/files/imagecache/max_800/2010/04/08/story-go-brixtons-2-24287.jpg�
http://www.standard.net/sites/default/files/imagecache/max_800/2010/04/08/story-go-brixtons-3-24288.jpg�
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The recommendation for kids is the Potato Pizza ($4.29), topped with marinara, mozzarella 
and pepperoni, served with a cookie and small drink. 

For those who prefer their potato more traditional, the Veggie Delite ($4.99) is served with 
broccoli, cauliflower, carrots, edamame and a creamy cheese sauce. And, the Just Baked 
($2.49) has only butter, sour cream and chives. 

Wright said that he and his co-owners are striving to bring a product that is unique, 
delicious, filling and value-priced. 

Brixton's Baked Potato 

• Address: 2386 Kiesel Ave., Ogden (at The Junction) 
• Hours: 10 a.m.-10 p.m. Monday-Saturday 
• Phone: (801) 827-0222 

 
 

When you know where to look, there are amazing resources and help available to get a 
business started.  

In the summer of 2008, Jeff Hill approached me about a restaurant concept, featuring baked 
potatoes, that he had been pondering for 15 years. We started doing some research and 
began putting our ideas together. Soon after, I read an article in the newspaper about a 
business plan contest called The Retail Challenge that Ogden City (Utah) was sponsoring 
with cash prizes for the top three plans. Life is busy and it is easy to let the development of 
an idea drag on much longer than anticipated or desired. So we decided to use the entry 
deadline for the contest as our personal deadlines to have a business plan written and a 
strategy for launching the business in place. 

We combined our due diligence and writing with some excellent assistance on the 
financials (one of the most important sections in a business plan) from Beverly King at the 
Small Business Development Center located at Weber State University along with some 
ideas and a lot of encouragement from Jo Canfield and Jeanne Harris at the BIC (Business 
Information Center) in downtown Ogden.  

We had the business plan written, spreadsheets polished, and everything printed and 
bound and turned in well before the deadline. Okay, we actually turned it in 20 minutes 
before the contest closed, but we did see two other entrepreneurs enter the building with 
their hot-off-the-press contest submissions after we did. To our great surprise, on 
September 11, 2009, at a press conference which we were invited to attend as one of 
several finalists, Ogden Mayor Matthew Godfrey announced our concept, Brixton’s Baked 
Potato, as the 1st place winner of the contest.  
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Within weeks, we recruited a third partner, Tehmina Mian, and began working to make this 
dream a reality. The contest stipulated that to collect the cash prizes, the business had to be 
open (in the downtown business district) and a business license issued within 12 months. 
In March 2010 we held our grand opening and had the thrilling experience of receiving a 
gigantic check (4 feet long) for $10,000 from Mayor Godfrey. 

Many thanks to the visionaries in Ogden for sponsoring the contest and selecting Brixton’s 
Baked Potato and to the talented and enthusiastic folks at the BIC and the SBDC. 

 

Brixton’s Baked Potato 

Jonathan Wright 

Jeff Hill 

Tehmina Mian 
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Goodies Cake Decorating and 
Candy Making Supplies 

Orem SBDC 

 
 

Goodies Cake Decorating and Candy 
Making Supplies 

Denise Ferrell 
151 North Main Street 

Spanish Fork, UT 84660 
 
  
Goodies in Spanish Fork is a perfect example of how businesses need to constantly be 
changing with the times.  Denise Ferrell originally started her business in Arizona in the 
early 90’s.  At that point in time scented candles that looked and smelled like desserts were 
the biggest rave.  Denise was very successful, but after moving to Utah decided to 
discontinue the candle business.  On September 9, 2009, Denise reopened her candle 
business on quaint Main Street in Spanish Fork.  This time, she had a small corner of the 
store dedicated to cake and candy making.  All September, she only made $250 in sales, all 
from friends and family, and only from the cake/candy corner.  She knew it was time to 
revamp. 
 On October 29, 2009 Denise reopened her doors as ‘Goodies,’ this time focusing on 
cake and candy making.  Sales went up over 10 fold with this change in both November and 
December.  But Denise had a problem, she only had enough new inventory to cover the 
small front room of her store, and did not have enough money to order new items.  She 
knew she had to act, and fast, or her business would go under. 
 In February of 2010 Denise rediscovered the Small Business Development Center.  
She started working with Ken Fakler who was ‘instrumental’ to her success.  He pointed 
her in the direction of the Mountainland Revolving Loan Fund as well as the Utah Micro 
Loan Fund.  The Orem team coached Denise through her fast pitch and business plan, 
getting her ready for D-Day (meeting with the board members.)  Initially, board members 
thought that Denise was stretching herself to thin and were not interested in lending her 
the money.  Ken encouraged them to go home and see if their wives would be interested in 
such a store.  Thanks to the wives and Ken pressing for an extra board survey, Denise was 
able to get the start-up money she needed from the two lenders.  This happiest of days 
happened on March 20, 2010. 
 Denise held a grand re-opening on April 17.  The store had completely changed and 
is now filled with candy and cake supplies.  Sales have sky rocketed and keep rising every 
month.  Denise opened the store in September as the sole employee.  By her grand re-
opening she obtained 3 part time employees, and with her rapid growth will be hiring on 
one more full time person at the beginning of fall.  Denise stocks her shelves not with items 
she thinks will sell, but through taking constant suggestions she carries what her 
customers want.  Just recently she added a new product called the ‘sugar veil’ an airy thin 
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substance that is flexible and can take almost any shape.  She is one of the only Utah 
carriers at this time. 
 Denise also offers classes to teach customers just how to make that perfect 
cake/candy decoration.  Her classes fill up fast, and all the instructors she has just happen 
to be past customers.  This is just one example of her wonderful people skills.  Denise’s 
customers tend to become her fast friends. 
Through being open to new ideas, revamping and a great marketing strategy Denise has 
been able to get her business out of a sink hole and thriving.  “This wouldn’t have happened 
without the help of the Orem SBDC team,” says Denise. 
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Do It or Diet 
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Price SBDC 

Sturdy One Services 
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BEAR 2010 
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Sandy SBDC 
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St George SBDC 
 

TNT Archery, Inc. 
 
Terry Beck has been the owner of the TNT Pro Archery Shop for the past twelve years. It is a 
pro shop for the real archery enthusiast.  Over that period he always wanted to start an indoor 
archery range that could be open year round. Currently the one outdoor range lacks year round 
access due to the heat and its lack of real attention. The proposed location is the old H&E 
Equipment facility on 3050 East and 653 north. It is a perfect fit for an indoor archery range with 
very little renovation to make it work for an archery range. 
 
Terry’s thought was that it is time to have a facility that will accommodate leagues of all types as 
well as training and open 
shooting, YEAR ROUND. It 
will be a great draw to Terry’s 
archery shop and with all of the 
enthusiasm for archery, it will be 
self supporting. The archery 
business is nearly a billion dollar 
industry.  
 
TNT Archery and Terry take 
pride in providing the services 
that cannot be found on the 
internet or in big box stores. 
Terry has the ability to set up 
any bow and tune it to the 
individual specification of the 
archer.  He is a real expert in the 
industry and he has a great following. 
 
The total startup costs were financed internally. The costs approximated $50,000. Len Erickson 
of the St. George SBDC worked with Terry to develop and complete plan to take to Zion’s bank.  
The thought is to develop a line of credit for the future and for any expansion of the archery 
range. The loan is in process. 
 
TNT Archery, Inc. has been a part time passion of Terry Beck. The business has absorbed many 
costs over the years. Even in a grim economy, the business has done well. Sales have been 
$222,924 in 2006, $228,982 in 2007, $184,486 in 2008, and $170,750 in 2009. Even though the 
sales did drop in the economic downturn, his bottom line improved: Income in 2009 was up 
dramatically from 2006. This was due to cost containment and developing increased margins on 
bow setups bow sales and repairs. 
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It is estimated that the range sales 
will approximate $100,000 
additional sales this year. 
Additionally, the Pro Shop sales 
will increase due to exposure to 
the location and to increased 
advertising and longer hours. 
Overall sales are estimated at: 
$340,450 in fiscal 2010-2011, 
$362,450 in fiscal 2011-2012 and 
$373,450 in fiscal 2012-2013. 
Income before Tax will be 
proportional. 
 
It is a great marriage when 
someone is so passionate about his 
business and he can make a living at the same time!! 
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Vernal SBDC 

Anthony Fraguada and Sons Boxing 
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Cornaby’s Spreadable Fruit 
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