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East Winston Community Development Corporatio n 
1225 East Fifth Street 

Winston-Salem, NC 2710 1 

M i s s i o n Statemen t 

To revitalize Forsyth County's low- and moderate-wealth neighborhoods 
in ways that benefit the whole community . 

Goals 

• To improve the living conditions and stimulate neighborhood 

rev i t a l i z a t i o n in East Winston; 

• To establish a supportive environment for resident-influenced 

community economic development ; 

• To promote independence from external factors; and, 

• To encourage self-help through partnerships with public and private 

entities. 



INTERNAL REVENU E SERVIC E 
DISTRICT DIRECTO R 
401 W . PEACHTRE E ST . N W 
ATLANTA* G A 3036 5 

DEPARTMENT O F TH E TREASUR Y 

Date: 
M A Y 2 o 1 3 9 5 

Employer I d e n t i f i c a t i o n Number : 
58-1304407 

Case Numbers 
58508805? 

Contact Person : 
JAMES ST.  JULIE N 

EAST WINSTON COMMUNITY DEVELOPMEN T 
CORPORATION 

1225 E  5T H STREE T 
WINSTON SALEM * N C 27101-432 6 

Contact Telephon e Numbers 
(404) 331-017 1 

Our L e t t e r Date d 2 
December 22,198 8 

Addendum A p p l i e s : 
No 

Dear Ap p i  i c a n ts 

This modifies our letter of the above date in which we stated that you 
would b e t r e a t e d a s a n o r g a n i z a t i o n t h a t i s n o t a  p r i v a t e f o u n d a t i o n u n t i l t h e 
e x p i r a t i o n o f y o u r ad^anc ^ r u l i n g p e r i o d . 

Your exempt status under section 501(a) of the Internal Revenue Code as an 
o r g a n i z a t i o n d e s c r i b e d i n s e c t i o n 5 0 1 ( c ) ( 3 ) i s s t i l l i n e f f e c t . . Base d o n th e 
i n f o r m a t i o n yo u s u b m i t t e d 9 w e hav e d e t e r m i n e d t h a t yo u a r e no t a  p r i v a t e 
f o u n d a t i o n w i t h i n t h e meanin g o f s e c t i o n 509(a ) o f t h e Cod e becaus e yo u a r e a n 
o r g a n i z a t i o n o f t h e t y p e d e s c r i b e d i n s e c t i o n 5 0 9 ( a ) ( 1 ) an d 1 7 0 ( b ) ( 1 ) ( A ) ( v i ). 

Grantors and contributors may rely on this determination unless the 
I n t e r n a l Revenu e S e r v i c e p u b l i s h e s n o t i c e t o t h e c o n t r a r y . However ? i f yo u 
l o s e y o u r s e c t i o n 5 0 9 ( a ) ( 1 ) s t a t u s ? a  g r a n t o r o r c o n t r i b u t o r ma y not ; r e l y o n 
t h i s d e t e r m i n a t i o n i f h e o r sh e wa s i n p a r t r e s p o n s i b l e f o r ? o r wa s awar e of ? 
t h e a c t o r f a i l u r e t o a c t ? o r t h e s u b s t a n t i a l o r m a t e r i a l chang e o n t h e p a r t o f 
t h e o r g a n i z a t i o n t h a t r e s u l t e d i n you r l o s s o f s u c h s t a t u s ? o r i f h e o r sh e 
a c q u i r e d knowledg e t h a t t h e I n t e r n a l Revenu e S e r v i c e ha d g i v e n n o t i c e t h a t yo u 
would n o l o n g e r b e c l a s s i f i e d a s a  s e c t i o n 5 0 9 ( a ) ( 1 ) o r g a n i z a t i o n -

If we have indicated in the heading of this letter that an addendum 
a p p l i e s ? t h e addendu m e n c l o s e d i s a n i n t e g r a l p a r t o f t h i s l e t t e r , 

Because this letter could help resolve any questions about your private 
f o u n d a t i o n s t a t u s ? p l e a s e kee p i t i n you r permanen t r e c o r d s -

If you have any questions? please contact the person whose name and 
t e l e p h o n e numbe r a r e show n above -

S i n c e r e l y y o u r s 

N e l s o n A  - 6rook e 
D i s t r i c t D i r e c t o r 





THE ASSOCIATION IF COUNCIL AND TENTANTS 

PRESENTS 

THE FIRST ANNUAL EMPOWERMENT CONFERENCE 

BUILDING COMMUNITITES AND EMPOEWRING PEOPLE 

Saturday, February 5,1994 

8:00am 

Mount Zion Baptist Church 

Senior enrichment Center 

950 Fil e Street 

Winston- Salem, NC 

" This is the day the L o rd hath made let us rejoice and be glad in i t " 





THE ASSOCIATION OF 
COUNCIL & TENANTS 

The Second Annua l 

E M P O W E R M E N T 
C O N F E R E N C E 

"TOGETHER WE CAN MAKE A DIFFERENCE" 

February 3rd & 4th, 1995 

Mt. Zion Baptist Church 
950 File Street 

Winston-Salem, NC 27101 

In partnership with 
East Winston Community Development Corporation 

and Consumer Involvement Office 











Winston-Salem /  F o r s y th C o u n t y 

F r i d a y & Saturda y 

M a r c h 1 8 -19,1994 

C e l e b r a t i n g A f r i c a n - A m e r i c an L i f e 
The Visio n in 1994 and Beyond 

T H E B AD N E WS is.. . 
• HIGH RATES OF BLACK-ON-BLACK CRIME 
• DISPROPORTIONATE NUMBERS OF YOUNG MEN INCARCERATE D 
• ILLITERACY DIMMING HOPE FOR THE FUTURE 
• BABIES RAISING BABIES 
• A I D S, DRUGS, ALCOHOLISM 
• DECREASING JOBS .. . INCREASING UNEMPLOYMENT 
• HOMELESSNESS 

T H E G O OD N E WS is.. 
African-Americans in Forsyth County have: 
• STRONG SPIRITUAL POWER 

Nearly 300 Religious Congregations 
• OUTSTANDING PROFESSIONAL & ACADEMI C BASE 
• ECONOMIC POWER 

Millions of Dollars of Buying Power 
• STRENGTH FROM FAMILY & COMMUNITY CONNECTIONS 
• HISTORICAL EXAMPLES OF LOCAL SUCCESSES 
• PROVEN POLITICAL POWER 

Shared political power on Board of Alderman for 10 years / 3 presently serving; 
2 County Commissioners; 2 School Board Members; many state-level positions 

• OUTSTANDING COMMUNITY LEADERS & ORGANIZATION S 
Eastern Star, American Legion Posts, Shriners, Masons, Alphas, Deltas...the list is endless 

• EAGER, DYNAMIC YOUNG PEOPLE 
Winston Lake A AU Organization; Black Achievers; Pop Warner Football Club; Top Teens of America 

B e c o m e P a r t o f t he S o l u t i o n •  J o in U s ! •  M a ke a  D i f f e r e n c e ! 

A F R I C A N - A M E R I C A N S U M M I T 

Anderson Conference Center • Winston-Salem Stat e University • Winston-Salem, N C 

Focusing On These Issues: 

E D U C A T I O N /  E C O N O M IC D E V E L O P M E NT /  C R I M I N AL J U S T I CE / H O U S I NG /  Y O U TH 
Friday Evening's Special Guest Speaker: 

T h e R i g h t R e v e r e nd J o hn Hearst A d a ms 
Senior Bishop, African Methodist Episcopal Church & Presiding Bishop, Seventh Episcopal District of South Carolina 

F r e e B l o od Pressure & Diabete s H e a l th Screening 
A D V A N C E R E G I S T R A T I O N : $15 Per Person for 2-Day Summit (Includes A ll Sessions & Meals ) 

R E G I S T R A T I O N D E A D L I NE IS M A R CH 11,1994 ($20 Registration Fee After That Date) 

W e C a n n o t D o i t W i t h o ut Y o u ! 

A l l S t u d e n ts & Yout h A r e E n c o u r a g ed t o A t t e n d! 

Y E S ! Her e is my $15 registration fee for the African-American Summit. I plan to participate in the following: 
• Friday , March 18 (11:00 a.m. - 8:30 p.m.) •  Lunc h •  Reception & Dinner with Bishop Adams 
• Saturday , March 19 (8:30 a.m.-2:00 p.m.) •  Breakfas t •  Lunch 

I Plan to Participate in the Following Work Group: 
• Educatio n •  Economic Development •  Criminal Justice •Housin g •  Yout h 

I Plan to Have an Exhibit •  Please Reserve My Booth Space 
SORRY! I  cannot attend, but please accept my donation of $ fo r the African-American Summit. 

Name 
Address 
City State Zip Telephone 
Return this reservation slip and a check or money order for your registration fee made payable to: 

African-American Summit • P. O. Box 21342 •  Winston-Salem, North Carolina 27120-1342 
I f you have questions or want more information, please c a l l: (910) 631-9407 

E x h i b i t s 
of 

C o m m u n i t y 
Interest 

are 
G r e a t l y 

Encouraged! 
Ca l l 
for 

Information! 



Join Us 
at the 

African-American Summit! 

Become Part of the Solution 
to Help Overcome 

Problems... 



VISIONS F OR A F R I C A N - A M E R I C AN E C O N O M IC D E V E L O P M E N T 

GOAL: F o r African-American resident s to enjoy financia l securit y a n d fo r th e 

African-American communit y to be strengthen by a nd b e active participants in the 

economic sector of the community. 

Objective A: To support existing African-American financial institutions. 

Key Actions: 

Objective B: T o strengthe n existin g businesses , creat e new businesse s and develop mor e 

multi-million dollar businesses. 

Key Actions : 

2. Form an information clearing house. 

3. Encourage the development of a minority general contractor. 

4. Establish a venture/risk capital consortium to underwrite new 
businesses. 

Objective C: To ensure al l resources in the community are maximized and fairly distributed to 

the African-American neighborhoods . 

Key Actions: 

1. Encourage patronage of African-American businesses. 

1. Encourage African-American residents to establish accounts and 
use the services of Mechanics and Farmers Bank and the Victory Credit Union. 

1. Establish comprehensive cooperation of groups representing 
economic development i.e. East Area Council, WS Chamber of Commerce 
Initiative, East Winston Task Force, and East Winston CDC. 





ENTERPRISE COMMUNITY 
ALL YOU NEED TO KNOW 

YOU CAN GET IT! 

Date: August 28, 1996 

Time: 4:3 0 PM &  6:3 0 P M 

Place: Winston-Salem Urban Leagu e 
201 W. 5th Street 



a n d 

MONTAGE PLAYWRIGHTS 

SHOWCASE ENSEMBL E 

present 

M S I 

The WS/FC 

A r t s Counci l 

written by 
SHARON AGNEW 

directed by 
Nathan Ross Freeman 

"THE WAITING ROOM" 
Special Thanks To: 



Community Performances of "The Waiting Room" 

A l l performances to be at 7:00 p m 

August 30 Premie r Showing! Happy H i ll Gardens Co'innunity 
Center, 920 Mock Street 

September 13 Martin Luther King Recreation Center 
2001 Pittsburg Avenue 

September 14 Winston Lake Family YMCA 
901 Waterworks Road 

September 16 Sawtooth Center 
226 North Marshall Street 

September 27 Mineral Springs Middle School 
4558 Ogburn Avenue 

September 28 File-Goodwin Center, Mt. Zion Baptist Church 
950 File Street 

F o r f u r t h e r i n f o r m a t i o n abou t performance s an d locations , please 

c a l l G e o r g ia S m i th at 723-6990 



The Enterprise Community 

COMMUNITY 

CONGRESS 

YOUR VOTE COUNTS! 

Bringing communities together to make a difference 

Tomorrow 

October 25, 1996 

East Winston Community Development Corporatio n 

1225 E 5th Street, Winston-Salem 

6 t i l 8 p m 

910-723-6990 

Second Floor 

The Enterprise Community Needs You! 



East Winston Community Development Corporation , 
1225 E. Fifth Street, Winston-Salem, NC 27101 910-723-178 3 Fax:910-761-8014 

O c t o b e r 15, 1996 

D e a r Community Resident : 

T h e tim e has arrived for the Enterprise Community P r o c e s s t o c o me together a nd 
ele c t a representative that will exemplify a d e ep committment fo r c h a n ge a nd s e ek 
w a y s to reso l ve c o n c e r ns of vital interes t In our neighborhoods. 

There are six districts: North, Central, Ogbum & Mineral Springs, Southern Gateway, 
E a s t Winston a nd Winston Lake. E a c h o f these district s wil l c o me together O c t o b e r 
25, 1996 at 6:00 until 8:00 p.m., at E a st Winston C o m m u n i ty Developmen t 
Corporation, s e c o nd floor ; a nd select the delegate of your c h o i ce for the C o m m u nity 
C o n g r e s s electio n on November the 9th, at Mt. Z i on from 9:30 am., unti l 2:00 p.m. / 
light L u n ch wil l be provided. Thi s is a great opportunity for the city of Winston-Sale m 
a n d th e residents. 

Please join us on this exciting journey! We promise you, it will make a difference in 
o u r communities tomorrow l 

For further information call Georgia Smith, 723-6990. Thank you for your time and 

attention. 



Electorial Proces s 

The Enterprise Community 

Election of the Governing Board wil l be Nov.9th 

1. 
Is there a certain number that constitutes a valid vote ? 
Is there a quorum? 

2. What if they are fewer people in a district, are they able to vote if there is not a 
strong representatio n of that district? 

3. Should there be an age limit? 

4. Is it fair that East Winston district gets 3 to 1 since it's based on population? 

5. What if all districts are not numerically proportionally represented? 

6. What ways should we identify the voters (community) in order to vote on the 
ballot? 

7. What concerns do you have of this electorial process that would help us 
facilitate this election efficiently? 

8. Is there protocal or certain procedures that we must follow? 



COMMUNITY PERFORMANCES OP THE WAITING ROOM 

AM pefformenoee to be at 7:00 p.m̂  
S«0tember13 Martin Lufw King Recreation Center 

2001 Pittsburg Avenue 

otember 14 Winston Lake Family YMCA 
001 Waterworks Road 

tember 16 Sawtooth Center 
226 North Marsha* Straat 

rtember 27 Mineral Spring* Middle School 
4558 Ogbum Avenue 

ftptember 28 File Goodwin Center, Mt ZIon Baptist Church 
950 Rie Street 

lurch ̂ ê m w 

COMMUNITY 

a n d 

M O N T A G E P L A Y W R I G H T S 

S H O W C A S E E N S E M B L E 

X 

p r e s e n t 

. "THE WAITING ROOM" 

" X  « j > > 
S p e c i a l T h a n k s T o : \ \ 

S M S I 

The WS/FC 

A r t s C o u n c i l 

w r i t t e n b y 

S H A R O N A G N E W 

directed by 

N a t h a n R o s s F r e e m n n 



T h e E n t e r p r i s e C o m m u n i t y 

W i n s t o n - S a l e m / F o r s y t h C o u n t y , thro w 
t h e c r e a t i o n of " P a t h w a ys a nd P a r t n e r s h i ps 
F o r C h ange" , e n d e a v o r s t o a s s 
i n d i v i d u a l s , o r g a n i z a t i o n s a n d i n s t i t u t i c 

i n m a x i m i z i n g o n t h e unde r - t a p p e d 
p o t e n t i a l of t h is area's p o p u l a t i o n . 

J O B C R E A T I O N S E L F - S U F F I C I E N C Y 

N e w Bu s i n e s s 
Hiring Incentive s 
J o b Creatio n 

Entrepreneurial Climat e 
S m a l l B u s i n e s s E x p a n s i o n s 
Community Investmen t 

J o b T r a i n i n g . . . J o b A s s i s t a n c e . . . S u p p o r t S e r v i c e s . . . F i n a n c i a l C o u n s e l i n g 

S O C I A L D E V E L O P M E N T 

Community Developmen t 
E d u c a t i o n P u b l i c Safety Healt h 
S u b s t a n c e A b u se Prevention & Treatmen t 

Church/Community Suppor t 
Family Suppor t 

Youth D e v e l o p m e n t. A r t s & Cultur e 

P H Y S I C A L D E V E L O P M E N T 

* Housing 
* Infrastructure/Facilitie s 
* Street/Utility Improvement 
* Streetscape Improvemen t 
* Transportation 
* Parks and Recreatio n 

R ESULTS/BENEFITS 

Community Congress Governing Board Empowerment Self-Sufficiency 

FOR MORE INFORMATION CONTACT: 

EAST WINSTON COMMUNITY DEVELOPMENT 
P H O N E # : 

723-6990 

T H E VISION 

THE GOALS 

WORKFORCE DEVELOPMENT 

STEIGHBORHOOD REVITALIZATION 







W i n s t o n - S a l e m E n t e r p r i se C o m m u n i ty 

— Enterprise Community Eligible Area 

CBD (Centra l Business District) 



ENTERPRISE COMMUNITY STRATEGIC MARKETING PLAN 

B a c k g r o u n d 

The proposed development of a Community Congress evolved from the Enterprise 
Community (EC ) applicatio n is to be use d a s a  mechanism fo r the development of a n 
organizational structure (the governing board) for the implementation of the EC Strategi c 
Plan. Th e principle , overridin g concer n tha t wa s expresse d durin g th e applicatio n 
process was th e incorporation of a guarantee that the community would continue t o pla n 
a ke y rol e in the implementatio n an d evaluatio n o f the E C Pla n an d it s initiatives, an d 
even though the Cit y was no t selecte d as a n Enterpris e Community, there i s a genera l 
consensus to implement as much as possibl e of the pla n withou t th e federal funds. 

The assurance that was built into the plan was a commitment that community residents 
would hol d th e majorit y of the seat s o n th e governin g board an d tha t a proces s would 
be develope d t o guarante e a  broa d cross-sectio n o f representatio n wh o woul d b e 
accountable t o thei r respectiv e constituencies . Th e developmen t o f a  Communit y 
Congress model was supporte d b y th e community residents who participate d in the E X 
application process . 

Defining the Enterpris e Community Congress 

The Communit y Congress (CC ) a s propose d i s both a proces s and a  serie s of events 
which i s proposed t o address the following community needs: 

1. The CC is to be the mechanism through which individuals will be selected 
as representative s o n th e Enterpris e Communit y Boar d o f Directors . 
Elected individual s will represent a  define d constituency , b y geograph y o r 
interest group category, i n order to assure broad representation of a cross -
section of the community; an d 

2. The CC is the mechanism to assure accountability of representatives to the 
constituency whic h ha s electe d the m an d t o assur e a  proces s fo r th e 
provision of advice an d counse l t o representatives on a n ongoin g basis . 

The CC, as proposed, is similar in concept to the process used in many locations by the 
political parties to elect representatives to regional, state and nationa l conventions. Th e 
proposed representatio n an d proces s wa s develope d t o compl y wit h th e followin g 
articulated criteri a and requirement s for the process and structure : 

The majority of seats on the governing board are to be held by repre-
sentatives residing and/or owning businesse s withi n EC boundaries . 



A structur e that assures balance d geographi c representation from th e 
total EC are a wit h proportionat e allocatio n of electoral votes; an d tha t 
guarantees that n o on e geographi c are a i s allowed t o dominate th e 
decision-making process . 

Obtaining the "firm commitment" of the elected representatives that they 
will consistently attend, participat e and represen t th e interest s of thei r 
areas. 

A built-in mechanism to replace inactive and non-participating 
representatives. 

A mechanism to assure accountability of the representatives to their 
constituency i n the attainment of advice an d counse l an d th e reportin g 
to their respective community. 

The following implementation guidelines and requirements are proposed to address the 
above stated criteri a and requirements . 

1. Community Education Process - A series of neighborhood forums will be 
held withi n a three-mont h perio d precedin g th e schedulin g o f th e initia l 
Community Congress to inform communit y resident s of the purpose an d 
contents o f the EC strategi c plan. Thes e forums will also be use d to assis t 
in developin g o r reactivatin g neighborhood organizations . A  pla n t o 
accomplish these forums is discussed late r in this report. 

2. Community Development Leadership and Team Building Training - A 
minimum o f a  forty-hou r (40 ) trainin g program wil l b e provide d fo r all 
elected representatives and alternate s to the EC Board . I t is also proposed 
that the C C neighborhood/distric t leadershi p wil l be eligibl e t o participate 
in thi s training. Attendanc e of at least 7 5% o f the trainin g will b e a  pre -
requisite to assuming th e electe d sea t o n th e E C Boar d o f Directors. A 
similar attendance requiremen t i s also propose d fo r subsequent Boar d 
membership. Thi s requirement addresses the issu e of "commitment" an d 
accountability, and provide s a  framework for placing community represen -
tatives on a  "leve l playing field " in EC Boar d participation , as wel l as pro -
viding a framework for team buildin g at the beginnin g o f the process . A n 
ongoing process of training and developmen t will be provide d ove r the first 
year of operation . 

3. Community Congress Implementation - Although the number of represen-
tatives on th e E C Boar d o f Directors is limited b y neighborhoo d districts , 
there wil l be n o limi t on th e number of community residents who ma y par -
ticipate in the Community Congress. I t will be necessar y for the distric t to 
arrive at a consensus through a distric t caucus process. I t is proposed tha t 
a C C wil l b e held , a t a  minimum , annuall y t o provid e a  structur e fo r 
reporting back to the community on th e progress an d accomplishment s of 
the prio r period. Eac h distric t may , however , desire more frequen t re -
porting from thei r respective representatives . 

2 



Proposed Representatio n Structur e 

Representation within the Congress, and to the EC governing board, will be defined by 
geographic are a and community interes t group categories . Thes e categorie s reflec t 
community segments whic h contro l resources or decision-making relative to the eco-
nomic and social sen/ice delivery system of the community. 

Geographic Representation 

As the geographic area qualifying for Enterprise Community designation is fifteen (15) 
square mile s withi n fiftee n (15 ) census tracts , and is comprised o f thirty-one (31) 
neighbor-hoods, the area was aggregated into six (6) districts. The following summarize s 
the pro-posed geographic districts and representation: 

Area Name 
19S0 
Pop. 

No. 
Reps Neighborhoods included 

Central 2,098 1 C B D 
W. 10t h Street 

Liberty-Patterso Holly A venue 
Crystal Towers 

North . 7,665 2 Kimberiy 
North Winston 

Greenway 
Old Cherry 

Boston-Thurm 
ond 

East Winston 11,039 3 East Winston 
Piedmont Circl e 
Slater Park 

N.E. Winston 
Bowen Park 
Reynolds Town 

S.E. Winston 
Dreamland 

Southern 
Gateway 

7,946 2 South Marshal l 
West Sale m 
Skyline Villag e 

Watkins Stree t 
Old Sale m 
South Side 

Forest Park 
Happy Hil l 

Ogburn Sta/ 

Min. Springs 
3,467 1 Ogburn Statio n Mineral Springs Montview 

Winston Lak e 4,496 1 Winston Lak e 
Skyland Par k 
Wins.Lake Estates 

Lakeside 
Kingston-Green 

City Vie w 
Lake Par k 

The aggregatio n of neighborhoods int o these six (6) districts are based on propose d 
Neighborhood Strateg y Areas (NSA) which wil l be used fo r community development , 
housing and economic developmen t plannin g and program evaluation . Th e proposed 
NSAs are based on census tract boundaries, community development certificatio n areas, 
and historica l neighborhood identification . Distric t representation reflect s one (1) seat 
for each 4,000 persons of population, or a minimum of one (1) seat. 

A representative and two (2) alternates for each seat is proposed to be elected by each 

neighborhood distric t through the CC process. 

3 





Community 
Empowerment 
For The 21st Century 
Strategies For Implementing A Common Vision In 
The Winston-Salem Enterpris e Community: A Needs 
And Resourc e Assessment Repor t 

T r a i n i n g R e s e a r c h D e v e l o p m e n t 
( T R D ) , /nc. e 199 4 
1 1 3 0 2 4 t h A v e n ue P l a c e , N E 
H i c k o r y , N C 2 8 6 0 1 
( 7 0 4 ) 3 2 7 - 2 9 5 7 

D e v e l o p e d b y : 
F o r r e s t D . T o m s , P h . D . 
T h e o d o r e G . W h i t e 
S y l v i a Y . B i t t l e 
P a t D e g r a f f i n r e a i d t 
P a t S m i t h - D e e r i n g 



COMMUNITY EMPOWERMEN T 
FOR T H E 21st C E N T U RY 

STRATEGIES FOR IMPLEMENTING A COMMON VISION IN 
THE WINSTON-SALEM ENTERPRISE COMMUNITY: 
A NEEDS AND RESOURCE ASSESSMENT REPORT 

INTRODUCTION 

In the decades before the '60s and integration, the African-American community 

in Winston-Salem enjoyed large measures of positive development in the numbers of 

business enterprises, single- and multiple-famil y housing developments, Black-owned 

bus and tax i transportation companies, recreational facilities and areas , schools , 

churches, eating facilities , movie theaters, an d activitie s that contributed to the quality 

of life for its residents. Thi s community -designate d generall y as East W i n s t o n- was 

entirely dominated by African-Americans and include d the more northern-locate d 

segments known as Boston-Thurmond. Many business enterprises were solel y owned 

by members of that community, ensuring ongoin g development, job opportunities, and 

reinvestment in the community o f interest. Th e m a j o r i t y ^ Black income remained 

within the community. 

A s the revolutionary changes of the following decades occurred durin g the onset 

of integration, so did changes take place i n the ethnic and economic makeup of the 

eastern segmen t o f the Winston-Salem neighborhoods-Businesses previously owned 

by community resident s either closed or were bought out by other non-residentia l 



owners or city-owned interests . A major share of Black income left the community, and 

new owners put littl e back into the community. 

Pockets of opportunity for redevelopment and new enterprise continued t o arise 

with disparate efforts made to redress the conditions. Meanwhile, as various attempts 

- b o t h successful and unsuccessful-- were made, a Common Vision of what was 

needed in the Black community was yet to be developed. Give n the complexity o f the 

residents in the Enterprise Community area o f Winston-Salem, there needed to be a 

comprehensive effort to determine the various facets of the plan to implement a 

Common Vision. 

The opportunit y now exists for the Enterprise Community area to move from its 

current status as an economically depresse d area, to one in which the quality of lif e 

meets the criteri a of its*esidents. Unde r the auspices o f the City of Winston-Salem and 

a join t effort of Forsyth County, Common Visions, and the East Winston Community 

Development Corporation (EWCDC), the process require d to apply for the Federa l 

designation of an Enterprise Community has begun . E W C DC was selected to spear -

head the neighborhood organization and planning process , given it s role in administer-

ing both the Consumer Involvement Office (CIO) o f O FF and Neighbors For Bette r 

Neighborhoods and because, as a 501(c)(3) organization formed in 1988, i t has bee n 

charged with the task of addressing th e distressed conditions in the East Winston area . 

By qualifyin g as a Federal Enterprise Community, the City and Are a could acquire $3 

million for job opportunities, community empowerment, and neighborhood revitalization . 

In addition, the City of Winston-Salem has contracte d with Training Research 

Development (TRD), Inc. to assist the City in the development of its strategic plan for 

Enterprise Community designation. Trainin g Research Development (TRD), Inc. of 

2 
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Hickory, North Carolina , under the leadership of Dr. Forrest D. Toms, is a minority-

owned firm with fourteen years of experience i n community developmen t and diversit y 

training, research and program design . Specifically , the task for TRD, Inc . was t o 

develop a  plan and proces s fo r identifying the critical issues facing the residents and 

institutions of the Enterprise Community. I n response to the City's request, TRD, Inc . 

facilitated a series of community-based focuse d groups which were designed to: 

• Bring together cadres of African-American communit y resident s to discuss the 

community's need s and visions around issues related to education, economi c 

development, criminal justice, housing, youth, recreation, and senior citizens; 

• Provide community resident s with an opportunity to develop ideas , clarify 

community goals , and create a vision about how th e community ca n become more 

economically self-sufficien t and revitaliz e itself ; 

• Develo p discussion groups with community resident s about the strengths, 

weaknesses, needs, opportunities, barriers, goals, and vision s of the community in 

the following areas: 

o Educatio n o  Housin g 

o Economic Developmen t o  Yout h 

o Criminal Justice o  Recreatio n 

o Senio r Citizens 

• Encourage community resident s to develop strategie s about how t o improve the 

quality of life of the community; and , 

• Develop a community visio n about how peopl e and resource s can come togethe r 

to revitaliz e the community . 



After numerous community meetings with focus group discussions, and bot h 

formal and informa l resident exchanges with community, city, state, and federa l 

representatives, there i s finally a strategic plan for implementing the activitie s required 

and fo r acquiring the resources critica l to what is now the Common Vision for moving 

the Enterprise Community into a proactive mode that will make i t a place where i t is 

unexcelled i n the quality of life required by al l who live there. That vision and it s 

strategies will propel this community into the forward-thinking, high-tech natur e o f the 

21st century environment while celebrating the multicultural, highly-diverse blend o f its 

residents. The purpose of this report is to provide a descriptive analysis of the 

responses from residents and institution s in the targeted area . 

METHODOLOGY 

Orientation and focu s group sessions were scheduled a t various locations 

throughout the Enterpris e Community area durin g the months of March and April . O n 

March 28th and Apri l 6th, orientation meetings for residents of the targeted community 

were sponsored by (EWCDC) and th e City of Winston-Salem, respectively. The 

orientation meetings introduced al l participants to the concepts of Empowerment Zones 

(EZ) an d Enterpris e Communities (EC), and th e processes involve d in applying for such 

Federal designations. A total of 200 t o 250 resident s participated in these sessions . 

During th e month  o f April, a total of (6) two-hour focus group sessions were held at four 

different locations within the Enterprise Community. A t the beginning o f each focu s 

group session, a representative from E W C DC provide d an overview of the proces s 

involved in applying for the Federal designation of an Empowerment Zone (EZ) o r 

Enterprise Community (EC). I n addition, the representative discussed how the Easter n 

Winston-Salem Community had bee n selected as the targeted area. Followin g thi s 

overview, a facilitator from TRD, Inc . presented th e purpose of the focus grou p 

4 
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s e s s i o n s and emphasize d the importance of residents participating in the process no w 

and i n the future. Participant s were given the opportunity to ask questions concerning 

the process. Afte r ail questions were answered, a survey form, designed b y TRD, Inc. , 

was distribute d to all participants to a s s e ss their perceptions of the strengths, 

weaknesses, needs, barriers, and opportunitie s relative to seven key s areas. Th e 

seven ke y areas which were identified by community residents during the tw o 

orientation meetings were as follows: education; economic development; criminal 

justice; housing; youth; recreation; and senio r citizens. E a c h participant completed a 

survey form individually . Followin g individual completion of the survey, participants 

formed small discussions groups i n which eac h group was aske d t o develop grou p 

responses an d strategie s in relation to the seven areas . A t the end o f each session, 

the facilitator collected al l individual and grou p responses to the survey, and reiterate d 

to al l participants the importance o f their participation in the process, now, an d i n the 

future. 

W hat follows is a s u m m a ry of t he focus group meeting findings , visions, g o a l s, a nd 

strategies. 

E D U C A T I O N 

S t r e n g t h s 

• Growin g access of community residents to higher levels of education 
• Increase d parental involvement in the educational process of their children 
• Student s in target area have access to magnet schools 
• Blac k colleges/better school facilities 
• School s that operate year-round 
• Bette r screening/training of educators 
• Opportunitie s from cultural diversity: 
• Specia l programs (e.g. tutoring , etc)available 
• Mode m technology (e.g. computers, etc.) providing more reality-based education 
• Thousand s of untapped, talented resources, our children, if handled properly 
• Lot s of qualified teachers in the community, not necessarily in the school system 
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W e a k n e s s e s / N e e d s 

• Nee d more Black male guidance counselor s 
• Lac k of community control of school system, ability to hire/Tire teachers, control curriculum 
• Who' s in charge? Nobody takes responsibility - principals, school board, and school 

superintendent do not take responsibility for the academic under achievement of 
African-American students 

• Student s need more preparation for the "real world" 
• Parent s need help in acquiring the knowledge and developing the skills to help their children to 

know more and to be of more help 
• Nee d community "watchdogs" to monitor schools 
• Teache r insensitivity and apathy 
• Inabilit y of white teachers to receive and embrace cultural diversity 
• No t enough competent Black teachers 
• To o much emphasis on teaching to and meeting quotas, not enough on leading students to 

think, use logic and reasoning for problem-solving 
• Lac k df commitment by parents, teachers, and school administrators 
• Employer s need more empathy when employees must take care of their children's needs at 

school 
• Lac k of sensitivity training, multicultural training 

B a r r i e r s 

• N o setf-esteem among youth 
• Disagreemen t among Winston-Salem residents on integration/busing/freedom of choice issues 
• N o or limited funding for educational programs designed to assist residents in target area 
• Irrelevan t curricula 
• Outdated , outmoded methods of teaching 
• Schoo l locations and control are outside of East Winston area 
• Teachers ' limite d frame of reference 
• Discriminator y legal system 
• Racism/Classis m 
• Apatheti c Black parents who should know why kids are not succeeding 
• Parent s afflicted with drug and/or alcohol abuse and/or incarceration - greatly hindering their 

ability to manage their children's education 
• Departur e from traditional educational values in favor of moving into high-tech environment not 

transferable to the home 

O p p o r t u n i t i e s 

• More representation on school board 
• Inclusio n of school participants in decision-making 
• Networkin g with parents, teachers, boards, business to form educational partnerships 
• Job-relevan t training and education 
• Improve d methods to motivate college students for success in college and beyond 
• Recruitmen t of more Black males/qualified teachers and more Black testing proctors 
• Parenta l involvement or a mechanism for salvaging kids despite their parents 
• Churche s and schools networking to enhance and facilitat e education 
• Conside r suing the school system to ensure educational goals are achieved 
• Mor e vocational education for the non-collegiate bound students 
• Revis e transportation system - eliminate busing to elementary schools outside city limits 
• Provid e more community control of schools, place elementary schools back in the 

neighborhoods of the students to facilitate parental involvement 



7 

E C O N O M I C D E V E L O P M E N T 

S t r e n g t h s 

• Larg e Black population as consumers 
• Growin g numbers of professionals 
• Easie r shopping through convenience centers 
• Stron g desire for change and growth 
• Growin g group of entrepreneurs to train young adults, and provid e goods and services 
• Goo d economic development training facilities and resource s 
• Creativit y to produce excellent products and services 
• Mor e knowledgeable trainers/consumer s 
• Free/affordabl e Job training programs 
• Potential s exist for new small-busines s startups 
• Star t of Black networking/our own •'good-ol d boy" network 
• Untappe d markets, products and services 

W e a k n e s s e s / N e e d s 

• Meaningfu l employment with a living wage, not minimum wage 
• Trainin g for new smal l businesses to avoid pitfalls 
• Lac k of corporate/brother-sister business cooperatio n 
• N o long-rang e plans 
• Plai n old ignorance 
• Lac k of self-motivation, self-reliance, tenacity 
• Substandar d products/services 
• No/littl e support network 
• Nee d to stay current on new technique s and technolog y 

B a r r i e r s 

• N o common vision which produces community division 
• Lac k of trust within the community for own businesse s and organizations 
• Territoria l attitudes 
• Irresponsibility , lack of accountability 
• Knowledg e of - but failure to address weaknesses and barrier s 
• Re d tape : government, community, societal, etc. 
• Black s not working together in a cohesive manner 
• Ver y unequal access to business capital, lack of capital and investment 
• Lac k of knowledge about finances, capitalism - unwillingness to learn 

O p p o r t u n i t i e s 

• Developmen t of a positive system of communication, information-sharing, and action that is 
inclusive, productive and financiall y rewarding 

• Revolutionizin g the community economically, entering on a course of self-actualization 
• Developmen t of a Black network with a focus on trust, resource-sharing, and mutual exchange 

of products, services, and expertise 
• Buildin g new relationship s with lending institutions and the corporate world 
• Meaningful , effective cooperation among Blacks to formulate an economic solution 
• Workin g with city to secure city-supported package for Black contractors' licenses 
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• Creat e work programs for youth through short- and long-term internships 
• Providin g initial and ongoing technical and operationa l expertise for new businesse s 
• Providin g more self-help through increased Black employment and entrepreneurship s 
• Fairer , more meaningful and helpfu l government regulations 
• Movin g from rhetoric (reactive) to an interactive (proactive) yet self-contained community 
• Networkin g to form cooperative businesses, companies, conglomerates by sharing resources 
• Botto m line: self-empowerment, self-employment, self-discipline, SELF-HELP! 
• Apprenticeship s t o develop operational and managerial expertise 
• Lear n more about the Community Reinvestment Act and the role banks are supposed to play in 

the community 
• Pu t money back into the Black community by supporting our own businesse s 
• (immunit y can employ itself and make itself rich 

C R I M I N A L J U S T I C E 

S t r e n g t h s 

• Accordin g to the Constitution, justice in other countries, et. a!., the best system in the world o n 
paper 

• Assert s fair treatment in court for every citizen 
• Mor e African-American judges , lawyers, law enforcement officers than in previous history 
• Th e system itself - despite its failings, there is a system, including trial by jury 
• Increase d participatio n by community residents and a  better sense of trust between law 

enforcement and th e people 
• Priso n sentences that are increasingly harsher 
• Mor e and better  jails/prisons 
• Neighborhoo d policing/foot patrols 
• Mor a cooperation an d respec t between community residents and la w enforcement officers 
• Suc h as i t is, It exists 

W e a k n e s s e s / N e e d s 

• La w favor s the criminals rather than the victims 
• Blacks , particularly young males, are jailed in larger, more disproportionate numbers than whites 
• Unequa l application of justice system nets more innocent Blacks incarcerated 
• Law s that allow hard-core career criminals and violent  felons early release or easy sentencin g 

due t o plea bargainin g 
• To o politica l - with the "good-old-boy" buddy system employed by Whites at the expense of 

Blacks 
• Lac k of cultural sensitivity - by al l White and ethni c groups - and compassion 
• Th e - revolving door" of the system putting career criminals back on the streets 
• Socia l stigmas that continue to condemn those previously-incarcerated who wan t to turn over "a 

new lea f leaving some no reasonable, legal alternative to criminal behavior 
• Poo r communication between the community and the police 
• Inabilit y to stem the tide of drugs, killings, guns, rape, and othe r Black-on-Black violence 
• Inabilit y to override problems that are societal: unemployment, flashy living from "easy money", 

and lo w self-estee m 
• Mor e Black men an d women in law enforcement (from police to judges) to provide positive role 

models 
• Lac k of respect for and automatic suspiciousness o f Blacks disproportionately in potential arrest 

situations 
• One-side d and anti-Black , especially Black males 
• Lac k of parental/guardian involvemen t 
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• Nee d to go back to the old style of justice where criminals are not pampered for their crimes or 
excused - no one i s expected to take responsibility for negative behavior 

• Lac k of alternatives to incarcerating youthful offenders 
• Fe w efforts at rehabilitation - drugs, alcohol, job/skills training, or other education; what exists 

needs to be tougher, including boot camps 
• Praye r 
• Fa r more serious psychological training for law enforcement, both rookies and seniors 
• To o few minority officers patrolling Black communities 
• Court s overcrowded, not enough attorneys available for those who cant afford to pay 
• A  complete overhaul of the system to support the phrase: "Get a fair trial* 
• No t making those incarcerated work - work on highways, farms, etc. by providing too much free 

time and comforts some did not have at home 
• No t enough prevention/rehabilitation programs 
• Hig h rates of recidivism 
• Black s not involved at higher, decision-making levels 

B a r r i e r s 

• Racism : in society, the judicial system, and government codes and regulations 
• Greed : among Whites and Blacks following the country's operating principle - if it's green ($$$), 

it has value 
• Warehousin g mentality, rather than rehabilitation and community repatriation 
• Apath y or lack of involvement and concern for the criminal as an individual 

O p p o r t u n i t i e s 

• Complet e revamping of system, including a close look at the elected and appointed officials 
involved 

• Communit y involvement 
• A  planned process to reintegrate freed criminals into the mainstream of society as useful and 

productive citizens 
• Mor e effective in-prison training programs to promote rehabilitation 
• Contribut e all proceeds from felon earnings in prison to victims' recovery fund 

H O U S I N G 

S t r e n g t h s 

• Ampl e supply of land for construction, spacious design and development 
• Affordable , more diverse housing available for low- and moderate-income residents 
• Increase d development in East Winston, Carver, Glenn, and Lake Park 
• Availabl e rent subsidies and funds for existing renovation 
• 3 % loans available for first-time homebuyers 
• Group s like Habitat For Humanity and government groups like the Winston-Salem Housing 

Development Office are established to assist in housing 
• Sectio n (8) and other programs available and workin g 
• Program s to assist with poor credit, low income, ownership/tenant responsibilities , etc. 
• Stron g W-S Housin g Authority 
• Increasin g representation of African-Americans on housing committees and related city/county 

services 
• Improve d within last 10-15 years, eliminated many slums 
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W e a k n e s s e s / F e e d s 

• Bette r housing/residential laws and enforcement of existing ones 
• Inabilit y of some to afford to buy a home rather than renting, despite existing programs; there 

needs to be an effective action plan in place to assist in applying and qualifyin g 
• Poo r housing zoning and density requirements 
• Better , more affordable housing for singles and familie s 
• Lac k o f monitoring process for realtors and cit y 
• Lac k of knowledge in process for moving from rental property to home ownership for low-income 

residents 
• Nee d for community-based workshops to educate people on what's available, procedures for 

obtaining mortgages, and other related, hidden information 
• Lac k of protective regulations for neighborhood upkeep with reinforcement an d enforcement 
• Nee d new and better  plans for future project housing development, including input from those 

who will be impacted 
• Virtuall y no direct consideration for redressing the growing homeless situation in the city 
• Mor e assistance for low-income families 
• No t enough housing for large families 
• Botto m line: "The poo r don't have anything and cant get anything" 
• Provid e information and hel p for the much-neglected, working middle class 
• Mor e funds and focus on renovation/remodeling o f existing homes/apartments 
• Lac k of care for residential structures 
• To o many "projects"; too many vacant, boarded-up houses 
• Absente e landlords and landlord s who will not maintain their property 
• _ Along with better housing, lower rents that don't continue to escalate as income rises 
• Larg e numbers of substandard and/or vacant houses/apartments due to tenant/landlord abuse 

and neglec t 
• Limi t tenure of public housing tenants 
• - Too much "impactedness" in public housing, a type of density that started with Happy Hill 

Gardens; needs to be spread out more 
• Code s restrict monies available for rehabbing of housing 

B a r r i e r s 

• Lendin g institutions make ownership difficult, if not impossible 
• Blatan t racial discrimination occurs through "Redlining" throughout the city, preventing or making 

difficult home ownership and establishin g that "invisible line" that determines where Blacks ca n 
or cannot live 

• Absolutel y no support system for Black handicapped homeowners 
• Lac k of knowledge of home ownership processes, procedures, availability, etc. 
• Discriminator y neighborhood agreements and restrictiv e covenants 
• Whit e attitudes about Blacks' effect on home and propert y values (you know, "Oops! There goes 

the neighborhood!") 
• African-American s lac k sufficient knowledge of the home ownership negotiation process 
• Poo r credit history/low or no employment or fragmented employment history of residents 

hindering opportunities to own a home 
• Poo r enforcement of existing housing codes and/or inadequate building codes 
• Poo r maintenance/upkeep by residents 
• Inadequat e supply for either singles or multifamily residents 
• Ren t that is astronomically high, regardless of income or rent subsidies 
• Poo r selection of private home development for African-American s 
• Lac k of interest and commitment on the part of government at all levels to housing needs of 

target area residents 
• Th e acquire d "mindset" that pervades the Black community regarding housing, responsibilities, 

and expectation s 
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• Insensitiv e city boards and administration to the housing needs of residents 

O p p o r t u n i t i e s 

• Create and support our own community and families by developing housing opportunities, then 
assimilating them into other communities 

• Us e our own contractor s to rehab houses in the community and offer as one housing solution for 
the homeless and low-income families 

• Provid e employment for new, rehab, and renovation projects 
• Ge t rid of some of the abandoned houses, storefronts, etc. that serve as shields for those 

involved in criminal activities; beautify areas now layin g in squalor 
• Ta x incentives for landlords and homeowners to make abandoned homes livable 
• Informatio n and educational programs on the "how to's" of home ownership, tenant/landlord 

responsibilities, managing your home environment, and other related topics 
• Resolv e housing waiting lists by making abandoned and vacant properties habitable 
• Endin g redlining to place all income-level housing throughout the city and opening up 

opportunities for anyone to live wherever he or she chooses and can afford 
• Us e Black developers, contractors, realtors, bankers, and any others involved in the process of 

building, designing, buying/renting buildings and property, both residential and commercia l 
• Establis h and maintain ongoing, working relationships with financial institutions, particularly with 

banks governed by the Community Reinvestment Act (CRA an d it s requirements for 
reinvestment in the community of the bank location 

• Increas e tenant involvement in the decision-making process impacting the housing they inhabit 
• Chanc e to build more diverse developments designed to attract professionals and others back 

into the East Winston community 
• Redesig n public housing, starting with Happy Hill Gardens, to reduce population density 

Y O U T H 

S t r e n g t h s 

• Posses s energy, vigor, creativity, and potential to bring about meaningful change 
• Hav e time, ideas, and visions for what they want their quality of life to be 
• Mor e opportunities to learn and to work than their parents' generation - also more knowledgeable 

than parents' generation 
• Determine d and intelligen t individuals who ar e also sharing individuals 
• Thei r youth, itself, is a strength to be molded into masterpieces 
• Significan t in numbers 
• Good , ready resource, if used wisely 
• Athletic s - do well in sports, strong, and flexible 
• Kno w that they are somebody regardless of where they come from 
• Eage r to learn, improve their skills, and be given guidance 
• A n unlimited resource of talent lying dormant and untappe d 
• A  great desire to succeed, to be heard 
• Ver y aware that they are not treated fairly 
• Consumer s who spen d millions of dollars 
• Ambitiou s and aggressive, volatile if not handled correctly 

W e a k n e s s e s / N e e d s 

• Nee d a mechanism to "reclaim" teenagers, instill a system of values, respect 
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• Easil y manipulated by peers and the "wrong" crowd 
• Lac k support, direction, education, and adult guidance 
• Parent s not taking responsibility for thei r offspring 
• Nee d more and better employment and job training opportunities 
• Famil y structure is crumbling and needs more community support 
• Nee d role models and participation by those people who car e about the future 
• Nurturing , caring, and sharing from family, community, and educators 
• Poo r motivation and lack of purpose 
• Mone y being thrown into programs that donl have enough actual activities for youth and planned 

by youth 
• Inordinatel y high dropout rate from schools 
• Hig h unemployment rate 
• Hig h rates of teenage pregnancies, absentee fathers, female-headed household s 
• Tota l disregard for human life with Black youth killing each other indiscriminately 
• No t enough meaningful programs targeted toward youth and their needs 
• Medi a do not support morals and faith of the African-American race 
• Hig h rates of illiteracy 
• Hig h rates of Black male incarceration 
• Drugs , AIDS, STDs, and sexual promiscuity 
• Nee d for more significant, meaningful communication between youth and adults - youth have 

things to say and want to be heard 
• Lo w self-estee m 
• Nee d more funding for programs in needy neighborhoods; not being reached i n a manner that 

provides 13-20 year olds with opportunities to become engaged in profitable activities 
• Mor e activities, employment for 13-2 0 year olds 
• Negativ e peer pressure 
• Negativ e mindsets of both youth and adults 
• Little  opportunity for youth to participate in the decision-making process that affects them 
• N o prayer or religious focus in schools, some homes 
• Yout h are leaving the community through death or jai l 
• Hav e lost faith in "The American Dream" - not for Black folks 
• Distrus t those who coul d help; don't listen to pastors, teachers, parents, or any other authority 

figures 
• Som e lack parents or guardians who ca n train them in becoming productive members of society 

need involvement during the formative years to provide positive motivation to deal effectively 
and properly in the community at large 

• Nee d more mentoring programs to offer examples youth can emulate 
• Babie s having babies 
• Nee d to change attitudes of parents, schools, youth, and society itself 
• Don't see the value of education 
• Headstrong , stubborn, resistant to positive changes 
• No t enough caring, qualified teachers 
• To o few Federally-subsidized pre-school programs for low-income, single partners 
• To o littl e participation in parent-teacher programs 
• Mor e understanding of who yout h are and what they want 
• Lac k a solid foundation, understanding of the real world and where they fit in it 
• Mor e parenting love from all adults to ail children; as a community, we al l should take part in 

raising, guiding, and directing our youth 
• Nee d more activities that are non-sports/athletics related 
• Stron g sense of helplessness and hopelessness 

B a r r i e r s 

Shortage of creative youth programs 
Lack of jo b opportunitie s 
Youth-on-youth violenc e 
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• Racia l discrimination, particularly directed at young Black males 
• Money , both by youth and for youth programs and activities 
• Poo r education and insensitive educational system; dropouts 
• Absenc e of value system, materialistic attitude; youth's value system at odds with society's norm 
• Acces s to transportation 
• Lac k of information or failure to understand information on whaf s available, processes, 

procedures, options 
• Commitment s of time and money 
• Attitude s about youth from them and everyone involved with them which hampers effective 

communication 
• Poverty , hunger, and home environment 
• To o much undirected, misdirected time on their hands 
• Bein g young can be a barrier itself 
• Lac k of leadership with vision 

O p p o r t u n i t i e s 

• Le t senior retirees work with youth to develop structure for value system, establishing respect for 
self and for others 

• includ e youth in the decision-making process both for themselves and for other community 
activities to teach responsibility 

• Hol d young Black males accountable for the babies they make 
• Mor e involvement by members of community to provide mentoring, tutoring, one-on-one 

communication 
• New , creative educational opportunities, including alternatives to the established educational 

system 
• Retur n to environment where all children are our children and deserve our time, attention, love, 

and understanding 
• Neighborhoo d sharin g of single-parent needs 
• Community-establishe d preschool facilities with single parents and possibly retirees trained to 

operate the facility 
• Creat e unique, competitive events, activities for school-aged children 
• Develo p a network of parents, employers, and community groups to address the weaknesses 

and implement solutions that work because the young people had input into them 
• Increas e focus on drug and alcohol rehabilitation 
• Communit y training and seminars targeted towards youth 
• Mor e visible, involved role models, mentors for youth committing time, time, time 
• Gettin g youth actively involved in community revitalization projects 
• Develo p a Youth Cooperative - potential for peer tutoring and counseling, production of goods 

and services for sale; operated by youth, funded by community/business/govemment network 
• Provid e more employment opportunities within the community and it s businesses 
• Mor e emphasis on quality education appropriate for individual's needs: educated workforce 

attracts business, business provides jobs, jobs provide the base 
• Pu t community expertise in childreaning to work through parenting classes 
• Provid e Black Family Days like the recent three-day Urban League FUN Fest, celebrating the 

positive qualities of the Black family 
• Establis h extended daycare facilities in communities 

RECREATION 

S t r e n g t h s 

• Thos e facilities that exist are spread throughout the city 
• Exercis e paths for walking, jogging 
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• Are a has available space for activities; vacant properties available for recreational centers 
• Goo d recreational facilities to supplement the YMCA and YWCA 
• Somethin g in most neighborhoods for kids 
• Goo d for developing interrelationship skills, ability to follow rules in young people 
• Stron g in athletics 
• Recreatio n centers serve as an outlet for youth and would measurably deter some from 

involvement in criminal activity due to too much idleness 
• Provid e a source for families to participate in activities together 

Weaknesses/Hoods 

• Lac k of facilities near the communities in need; little recreation in North Hills 
• Som e components at facilities, e.g. swimming pools, are too small or outdated 
• Mor e ball games, tutoring 
• Nee d more varied recreation 
• Lac k of involvement of community to assist/use the facilities 
• Center s do not advertise their activities 
• Nee d training and encouragement for all age levels 
• Mor e qualified staff to provide valid information and assistance 
• Mor e play areas for teenagers 
• To o few evening and weekend activities 
• Everythin g geared towards youth 
• Nee d more recreation areas in poor communities and in the African-American community in 

general 
• Nee d activities designed for the African-American community 
• N o access to ballet, hockey, dance, etc. - some of the cultural, artistic recreational activities; 

focus on basketball and football 
• Dru g activity takes place outside some facilities; people ride by in cars selling drugs, etc. 
• Mor e role models 
• Yout h guidance not adequate 
• Mor e recreation facilities in the high-crime areas to get youth off the streets 
• Mor e walking and bike paths 
• Read y access to toilet facilities in some centers 
• Mor e recreation for senior citizens and youth; youth need a place of evening entertainment 
• Finance s to equip and maintain first-class facilities 
• Mor e space in communities, schools, colleges 
• Club s are not nice; need somewhere that's nice and entertaining 
• No t enough youth take advantage of whaf s available 
• Promotion , publicity, and accountability 
• Affordable , stylish evening entertainment clubs for those over 30 
• Mor e privately-owned clubs and recreation centers in the African-American community 
• Nee d directors with innovative ideas, administrators who understand their clientele 
• Cit y facilities suffer from staffing and top administration's decision-making 
• Nowher e to go that has good supervision 
• No t enough places for young people to become involved in positive activities 
• N o support for Little League recreational programs 
• Rethin k priorities on where money should be spent 
• Ope n pools in Black community 

Barriers 

• To p administration and center administrators 
• Persona l agendas affect interest, activities included, and $$$ spent 
• Funding , funding, funding - everything - wholesome or not - requires MONEY 
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• Communit y apathy/lack of involvement 
• Threa t to safety from criminal element 
• Ourselve s 
• To o much going on outside the house 
• Wit h money low, volunteers are needed but scarce 
• Transportatio n 

Opportunities 

• Communit y support and encouragement, getting involved and getting out the word 
• Meaningfu l activities for seniors to provide outlets for entertainment and recreatio n 
• Mor e interface with the media to do effective public relations 
• Develo p spirit of teamwork, cooperation, mutual respect, ethics, integrity - i.e. values 
• Provid e more recreational activities and facilitie s in distressed, low-income, and high-crim e 

areas, offering an alternative to the streets 
• Summe r or year-round employment for youth 
• Bette r use of facilities through more evening and weekend, publicized activities 
• Fundraiser s to provide better equipment 
• Networkin g between facilities and organizations operating rehab and youth programs to plan 

activities, avoid unnecessary duplicatio n of equipment, supplies, programs 
• Provid e place to alleviate family stress and tension 
• Provid e alternative for youth to manage aggression and anger 
• Develo p real, workable programs and activitie s that will shape better, more productive citizens 

and responsible, contributing residents of the African-American community 
• Involv e Black businesses and churches to support programs, provide volunteers, designate 

percentage of income to assist in funding recreational activities rather than duplicating efforts 
and. expense 

SENIOR CITIZENS 

S t r e n g t h s 

• Knowledgeabl e with wisdom based on past experience 
• Tim e availability 
• Ric h resource of history, foundation of Black community 
• Willin g to work, to volunteer for worthwhile efforts 
• Live d long enough to get senior citizens' discount on transportation, food including food stamps, 

etc. 
• Keeper s of the morals and the faith; the African-American value system 
• Populatio n of elderly has grown significantly 
• Hav e good housing and socia l service opportunities 
• Stron g force in community if strategies are employed for strong participation 
• Variet y of care programs, provision of city/county laws and policie s for senior citizen comfort an d 

safety 
• Stil l willing to reach out and help not only themselves bu t others 
• Man y can serve as role models because of their expertise and longevity 
• Kno w the value of hard work and education, whether they had i t or not 
• Survivor s - their lives are proof we can make it 

W e a k n e s s e s / N e e d s 

• To o many nursing homes and rest homes; not enough private homes 
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• Limite d income, many on welfare at or below the poverty line 
• Ca n b e difficult to deal with, requiring much patience 
• Literac y level usually low but mother wit and common sense are high 
• Lac k of knowledge of what services are available 
• Healt h may fail, requiring someone to assist in personal and hom e care 
• Mor e transportation that is accessible and equipped to handle those with disabilities 
• Man y nursing and res t homes are apathetic towards their patients and their needs 
• Th e elderl y say they need what everybody else needs to sustain a meaningful, viable life 
• Need s seem to fall on deaf ears 
• No t enough use i s made of their wisdom and knowledge 
• To o few programs that would tap the considerable talent available 
• No t readily understood, accepted, or tolerated by young folks; often attacked and mistreated by 

young people 
• Som e need assistance with outside activities like shopping 
• Bette r healthcare and eldercare facilities 
• Mor e food programs besides Meals-on-Wheels 
• Mor e housing that is affordable 
• Lac k of respect for an element of our society that is still vital and productive, despite age 
• Bette r support systems and in-home care 
• Mor e Black-owned nursing and res t home facilities in the community, nearer to where family and 

friends are located 
• Fea r of being victimized 
• Community/societa l apath y 
• Poorl y educated 
• Mus t be concerned with diminished mental capacity, Alzheimer's and other ills of the aged 
• No t enough senior activities 
• Mor e group housing 
• Senio r centers are too widespread for citizens who do not drive 
• Lac k of opportunity to participate in top decision-making proces s 
• Nee d leadership from retired Blacks 
• Mor e community support and better laws; not enough visibility given to needs of seniors 
• Nee d a city committed to cleaning up crime and the conditions that cause it. 
• Provid e foot patrols in neighborhoods with a high concentration of seniors 
• Nee d to form a well-organized group with a major purpose in mind (similar to AARP 
• Senior s tend to be treated as part of our throw-away society 

Barriers 

• Societa l and community attitudes: apathy and lack of involvemen t 
• Transportatio n needs limit mobility 
• Lac k of communication and understanding between the generations creates mistrust 
• Ag e itsel f with its attendant infirmities 
• Mental/physica l deterioration 
• Lac k of adequate income 
• Lac k of expenditures on healthcare facilities, nursing and rest homes, centers for eldercare 

(daycare to allow family mobility, recreational facilities and activitie s 
• Crim e and fear of crime 
• Ignoranc e and illiterac y on seniors' part; ignorance and intoleranc e from younger folks 
• Lac k of respect 
• Governmen t regulations/policies on disability, retirement 
• Ignoranc e of what is available 



17 

Opportunities 

• Stronge r networking between youth and elderly by involving in projects to assist seniors 
• Mor e community involvement in problems of families with elders needing care 
* Establis h a community hospice 
• Mak e better use of senior expertise through sharing with new businesses , new parents , other 

activities and projects that can be mutually beneficial to seniors and community residents 
• Develo p a community transportation/delivery network to handle errands, shopping, etc. 
• Sensitivit y training to improve attitudes towards seniors because we'll all be there one day,if w e 

live long enough 
• Involv e seniors in the decision-making process and the design and implementation of programs 

and policie s for them 
• Opportunit y to form group, united to represent needs and interests of seniors to government and 

other authorities 
• Improve d healthcare/eldercare facilities 
• Mor e recreational activities 
• Improv e social services to meet the needs seniors identify 
• Foo t patrols to improve community and enhance relationship between police and residents, 

reduce stress and fear of seniors 
• Mor e jobs, security, comfort, and happines s 
• Gran t programs to allow seniors to rehab their homes 
• Ta p int o that vast expertise to assess ways to resolve the mess we've made of our community 

COMMUNITY GOALS 

l a addition, focus group participants were asked t o list up to five goals for the 

community in the (7) key areas. The following responses were provided: 

E d u c a t i o n 

• Communit y control of schools 
• Mor e votes on the school board 
• Mor e African-American males at all levels; also more Black females 
• Elementar y schools in the African-American neighborhood s 
• Us e of outside training in school system 
• Developmen t of magnet schools in East Winston 
• Cultura l sensitivity training for teachers, administration, and school board 
• Develo p a strong preschool program 
• Rais e minimum level of education 
• Alternative s to high school leading to a diploma or GE D 
• Zer o school dropouts 
• Ou r own school s 
• Expan d dissemination of information 
• Increase d numbers of tutors 
• Join t ventures between parents and school 
• Ne w an d better neighborhood school s 
• Ensur e that every child gets a chance to finish high school, encourage to stay in school 
• Academi c excellence 
• Developmen t of cultural diversity training for students, administrators, and teachers 
• Improve d test scores 
• Balance d integration, parental involvement, and improved resource s in schools 
• Trackin g and teacher accountability 
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H o u s i n g 

• Constructio n of single-family dwellings with sound design, good insulation 
• Community-manage d financial institution with Black homeowners in mind 
• Bette r dissemination of information and services 
• Landlord/tenan t accountability and better housing code enforcement 
• Mor e affordable, better-designed and insulated housing for everyone, low density 
• Livin g without fear of one's neighbors 
• Communit y control, ownership, management, and involvemen t 
• Redesig n housin g locations 
• Mor e development and reinvestmen t 
• Mor e homeownership 
• Constructio n done by Black contractors, developers, etc. 
• Privat e homes for those on welfare 
• Trainin g of unemployed and homeless to build or rehab houses for themselves and others 

Economic Development 

• Equa l access to funding 
• Employmen t or opportunity to own a  business 
• Trainin g for meaningful employment 
• Improve d availability of well-paying jobs (not minimum wage employment 
• Fundin g and support to develop unlimited licensed Black general contractors 
• Ongoin g training for prospective African-American businesse s 
• Startu p and expansion funds for African-American businesse s 
• Communit y support for Black business, keeping Black $$$ i n the community 
• A  better understanding of what constitutes Economic Development 
• Increas e minority business ownership and community businesses 
• A  well-designed economic development package 
• Join t ventures between corporate America and Black youth 
• Creatio n of new businesse s in the Black community; strengthening of existing businesses 
• Blac k economic independence through pooling of businesses and resource s 

C r i m i n a l J u s t i c e 

• Better , more equitable law enforcement 
• Bette r victims' programs and treatment of victims by the legal system 
• Mor e women and Blacks on the police force 
• Mor e effective interface with law enforcement with more positive communication 
• Bette r training for police 
• Stricte r laws and enforcement on career criminals 
• A  criminal justice system that has credibility because it works 
• A  weH-designed criminal justice package 
• Equa l justice, as stated in the Constitution 
• N o more Black justice/White justice, just justice 
• Mor e African-American lawyers, judges, Supreme Court justices, district attorneys, 

policymakers 
• Effectiv e rehabilitation, community repatriation 
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R e c r e a t i o n 

• Universa l with activities that appeal to everyone's Merest 
• Afterschoo l programs 
• Recreationa l facilities in strategic locations throughout the city and the East Winston community 
• Les s emphasis and concentration on the "pro* sports activities; introduce or enhance others like 

horseback riding, swimming, hockey, dance, ballet 
• Emphasi s on the true spirit of sportsmanship 
• Mor e recreational activities and programs to keep young people interested and busy, out of the 

streets 
• Mor e free entertainmen t 
• Share d use of common resources between recreational centers, churches, and other 

organizations 

Y o u t h 

• Trainin g programs geared towards useful skills and constructive use of time 
• Mor e jobs with better pay 
• Mor e consideration for the concerns and cares of youth 
• Decrease d rates of teenage pregnancies, illiteracy , Black male incarceration, AIDS and other 

STDs, drug abuse, and youth-on-youth killings 
• Bette r use of the abilities and skills already there 
• Mor e effective communication between youth and adults - listening 
• Yout h included in the decision-making proces s for areas that affect their quality of life 
• Effectiv e awareness programs on the detriments of drugs, crime, sexual promiscuity, and 

illiteracy 
• Yout h working and living up to their potential 

S e n i o r C i t i z e n s 

• Ful l utilization of seniors in projects that exercise their expertise, wisdom, and knowledge 
• Provisio n of safety and access to activities that give opportunities for recreation, healthcare, and 

other needs 
• Increase d awareness in the community and government of seniors' issues 
• Increase d involvement in decision-making processe s 
• Mechanism s that ensure their safety and provide personal, medical, and financial assistance 
• Provisio n of healthcare and eldercare programs to support needs of the underprivileged 

O t h e r A r e a s 

• Reductio n of racial bias 
• Reductio n of new, young teenage single mothers 
• Bette r healthcare 
• Eliminatio n of violence, particularly Black-on-Black crim e 
• A  change in Black attitudes and prejudices towards "outsiders," both returning natives and 

non-natives to the area, who have ideas and resources to commit to development 
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C O M M U N I T Y V I S I O N S 

Focused group participants were also asked t o list their vision fo r th e community (i.e. , 

what they would like to see the community become) in the seven key areas. Responses 

were as follows: 

E d u c a t i o n 

• A  better educational system, including neighborhood community schools at the elementary level 
• Childre n who ar e aware of any and al l opportunities available to them and the consequences if 

not used 
• Afterschoo l tutorial programs 
• African-America n children striving to do well, an attitude that existed in the years before 

integration 
• Winston-Sale m as one of the leading cities for public education in the country, especially in the 

areas of model programs for education of ethnic minorities 
• Colleg e education as the minimum educational level 
• Self-containe d education - able to provide for ourselves 
• Improve d teaching skills 
• Ever y child with the opportunity to finish high school or an equivalent alternative 

H o u s i n g 

• Single-famil y and multiple-family housing completely meeting construction, density, and 
residential standards 

• Eliminatio n of dilapidated houses and junkyards from the community 
• Rebuildin g and renovation of older areas 
• A  harmonious living environment 
• Equa l access to equal housing 
• Abiltt y to provide our own housing , using our own businesse s and talent 
• Trainin g for both homeowners and tenants to instill pride and caring for their residence and 

community 
• Expansio n of well-constructed, affordable housing i n the East Winston area 
• Differen t housing patterns than currently exist 
• Low-incom e families who ar e homeowners 

E c o n o m i c D e v e l o p m e n t 

• Bette r and more business opportunities 
• Mor e economic independence and self-sufficiency 
• Blac k businesses in Winston-Salem growing and expanding across the state, nation, and world 
• Better , fairer lending practices 
• Mor e Black business districts 
• Financia l base for Blacks to be shared among all Blacks 
• Improvemen t in the types of businesses in the Black community, along with increasing the 

number of Black owners 
• Corporat e America working through the educational system to teach youth what America i s 

about 
• Increase d minimum wage, especially for yout h 
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• Mor e Jobs with increased living wage 
• Mor e grocery stores, particularly Black-owned 

C r i m i n a l J u s t i c e 

• A  complete overhaul of the existing system, its laws, its version of justice, its sentencing 
practices, court calendar overcrowding, the prison system, etc. as all of it relates to equitable 
and just treatment of Blacks, particularly for young males 

• Communit y policing through foot patrols 
• Increase d numbers of police and polic e presence 
• Positiv e communication between law enforcement and the community 
• Communit y policing and enforcement by residents 
• Legalizatio n of drugs 
• Mor e job training and drug/alcohol rehabilitation centers and programs 
• Fewe r jails being built, more emphasis on importance of each individual 
• A  prevention/safety attitude 

Y o u t h 

• Program s to encourage youth to return to school/stay in school 
• A  better, safer, longer life 
• Jobs , jobs, jobs 
• Good , healthy use of their talent 
• A  positiv e outlook on tomorrow through respect, self-esteem 
• Mor e adult involvement 
• Communit y and neighbors responding to all children as though the children were theirs 
• Bette r daycare facilities 
• Mor e leaders 
• Enlightened , hopeful youth with a desire for life, learning to strive to live it fully 

R e c r e a t i o n 

• Mor e fully-equipped, well-supervised facilities 
• Mor e community-provided facilities 
• Instructor s who reall y care about the sport and why th e game is played, not just about winning 
• Facilitie s that are responsive to the needs of all its residents, regardless of age 
• Bette r use of facilities, including evening and weekend activities for singles and families 

Senior Citizens 

• Activ e seniors who ar e a respected part of community life 
• Networ k of seniors and youth, drawing from the expertise and wisdom of one to help the other 
• A  community that takes care of the needs of its elderly residents, ensuring a good, safe quality 

of life 
• Mor e and better staffed/equipped nursing homes, rest homes, and group care/eldercare 

facilities geared to address the special needs of elderly Blacks 

S T R A T E G I E S 
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L a s t l y , p a r t i c i p a n t s w e r e a s k e d t o l i s t s t r a t e g i e s b y p r o v i d i n g 

a n s w e r s t o t h e s e q u e s t i o n s : 

(1) What has to happen (in terms of different people, 
o r g a n i z a t i o n s , a g e s c o m i n g t o g e t h e r i n o r d e r f o r t h e 
V i s i o n o f t h e c o m m u n i t y t o becom e a  r e a l i t y ? 

(2) What are the barriers to achieving the Vision? 

(3) What opportunities are available to make Vision happen 
a n d w h a t r e s o u r c e s ( p r o j e c t s , p r o g r a m s , g r o u p s f u n d i n g , 
e t c . a r e a v a i l a b l e r i g h t now ? 

Things That Have to Happen to Make the Vision A Reality 

• Proactive leadership, acting from a master plan with measurable objectives, responsibilities, 
allocation of resources 

• Mor e involvement by churches and others in the community in less fortunate neighborhood s 
• Eliminat e the "haves, have nots" attitude and develop sensitivity and empathy for others 
• Dro p the community apathy that exists: express viewpoints and get out and make a difference 
• Unif y and make a real effort to make the vision happen 
• Nee d more racially-mixed discussion groups, involvement of all levels of Blacks 
• Trus t and investment i n each other, putting the needs of the whole community ahead of our ow n 

personal agendas 
• A  renewed respect for lif e and the value of every individual 
• Givin g everyone a vested interest in changing the community's quality of life 
• Empowermen t of individuals in the community 
• Learnin g how t o more efficiently and effectively use our own resource s and how t o obtain ar*d 

use other people's money 
• Suppor t and encourage each other and our own businesse s to turn the money around in our ow n 

community; stop the 9 5% income outflow 
• A  resource directory of all products and services available 
• Bot h business and community networking 
• Communit y development facilities 
• Mor e people will have to be fired before they see reality and get sufficiently fired up to get 

involved 
• Organization s need to stop bogging and star t doing, banding together to finance needed projects 

and ventures 
• Stronge r families 
• Le t East Winston CDC b e the voice for change in the community and eliminate all other groups 

that profess the same mission; eliminates confusion and presents a unified voice 
• Tota l inclusion in the information flow 
• Everyon e working together - young and old - i n peace with a mutual goal in view 
• Extende d famil y facilities 
• Mor e senior citizen involvement to express their viewpoints, concerns, and ideas 
• Mor e meaningful prayer and fasting until the vision comes to pass 
• Childre n being taught to be entrepreneurs 
• Program s in schools to teach effective time management and other business-related courses 
• Identificatio n of skills, talents available in community, matching with opportunities available 
• Se t priorities and "get busy" 
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B a r r i e r s T o M a k i n g T h e V i s i o n H a p p e n 

• N o effectiv e leadership with master action plan 
• N o "outreach " by people, churches, and organizations who ar e "in the know" 
• N o belie f in the community and oneself, low self-esteem and negativ e attitudes 
• Money : funding, lending policies, financial and credi t standing 
• Gettin g the right people who ar e willing 
• Mindset : holdover from earty conditioning and racially-motivate d laws, policies, and behavio r 
• Economi c deprivation 
• Careles s schools that do not motivate or educate 
• Ou r own ignoranc e 
• Governmen t restrictions that may b e imposed on this project and those implementing it 
• Infighting , fractiousness, and persona l agendas 
• Lac k of ail required information, being typically outside the flow of information, or inability to 

interpret and us e i t 
• Lac k of strong families, community spirit and prid e 
• Unwis e use of common sense 
• Th e ol d "I'm better , smarter, richer than you" attitude that divides the community into classes 
• Ol d bulls who hav e been in place forever and don't want to budge or yield to new thinkin g 
• Businesse s and housing have all left the innercity and moved to the suburbs, lowering the tax 

base 
• APATHY , you are us! 
• RACISM , racism, racism 
• Fea r and envy of each other and of returning residents or new resident s who wan t to make 

contributions of their resources; class consciousness also enhances those attitudes and th e 
resultant infighting allows the majority to take the opportunity to further divide the Black 
community 

O p p o r t u n i t i e s C u r r e n t l y A v a i l a b l e T o Mak e V i s i o n H a p p e n 

• Eas t Winston Community Development Corporation 
• Eas t Winston Economic Development Task Force 
• Eas t Area Council - Chamber of Commerce 
• Minorit y Development Group - Chamber of Commerce 
• Souther n National Bank Minority Development committees 
• Victor y Mutual Credit Union 
• Self-Hel p Credit Union (no Winston-Salem branch yet 
• Larg e Black businesses (e.g . funeral homes and churches with major $$$ 
• Communit y and recreatio n centers 
• Bi g Brothers/Big Sisters, Salvation Army Boys/Girls clubs, Children's Coalition, among others 
• Wachovi a Bank's NRP Program , Southern National Bank's Home Programs, etc. 
• SBTD C 
• Bes t Choice, LIFT 
• Congressiona l legislatio n pending for financial restoration to minorities 
• State , federal, and loca l legislation 
• Are a colleges: WSSU, WFU, A& T Stat e University, FTCC 
• MICRO : pretending program for potential entrepreneurs throug h Forsyth Technical Community 

College 
• Jolly : pretending program for potential entrepreneurs throug h the City of Winston-Salem 
• EWCDC/WSSU/Seedc o partnership 
• Opportunity : A training center - opportunity for community involvement in a specific project 
• Opportunity : An apprenticeshi p program 
• Opportunity : A networking system and busines s directory for the target area 
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A d d i t i o n a l Comment s o n O p p o r t u n i t i e s 

• Communit y has the resources (people, money, expertise and talent of all varieties, businesses, 
time, and projects to do to get started but must team to pool those resources. 

• Communit y needs to find a specific project to do together, giving everyone - young and old -
involvement and empowering them with a role to play. 

• Sinc e opportunities and resources are in place, we're not using the strategies to make them 
work for us. 

• Al l the resources are right within us and our community. 
• Th e money is there. It should be channeled in the right direction. 
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The repo t i findings reveal that survey respondents are very aware of past 

attempts by the City leadership to foster community economic growth, community 

development and revitalization . On the other hand, findings suggest community 

residents believe that some, but not major progress has been made to create an d 

sustain improvements in the overall quality of lives of residents in the target area. 

Report findings suggest that there were three major themes which surfaced an d 

pervaded throughout the seven categorical areas that have and continu e t o impede 

long-term community economic growth, community development and revitalizatio n 

efforts. 

Community Residents Nee d Additional Knowledge and Skill s To Be Empowered To 

Bring About Change 

Many focus group participants felt that residents in the Enterprise Community 

area were able to identify the problems facing the community, but not necessarily 

equipped with the knowledge and skill s to implement solutions. Some community 

residents feel they lack the knowledge and skill s to empower themselves and brin g 

about change in their own lives, families, and th e community. Survey findings support 

this notion through responses such as: the inability of the community to make the 

school system accountable to the needs and desire s (i.e. hiring/firing issues of staff, 

curriculum issue s of the community; the need for parents to develop parenting skills ; no 

long range community plan for economic development; plain old ignorance; no common 

vision which produces division; knowledge of - but failure to address weaknesses an d 

barriers; Blacks not involved at higher, decision-making level s in the criminal justice 

system; no effective action plan in place to assist community residents in applying an d 



qualifying for home ownership; lack of knowledge of residents in process for moving 

from rental property to home ownership fo r low-income residents; bottom line: "The 

poor don't have anything and can't get anything"; increasing tenant involvement in the 

decision-making process impacting the housing they inhabit; little opportunity for youth 

to participate in the decision-making process that affects them; strong sense of 

helplessness and hopelessness; lack of information or failure to understand information 

on what's available - processes, procedures, and options for youth; more involvement 

by members of community to provide mentoring, tutoring, and one-on-one 

communication; lac k of knowledge of what services are available for senior cozens; 

and involv e senior citizens in the decision-making process and the design and 

implementation of programs and services . 

As stated previously, community residents many times are able to identify a 

need within the community, but lack the information and skills to access, develop, and 

utilize resources to address the need. As a result, many residents feel powerless and 

helpless to improve the quality of their own lives, families, and thei r community. This 

sense of powerlessness oftentimes leads to apathy, frustration, and indifference on the 

part of community residents. 

Community Residents Distrust The Efforts Of The Existing Leadership In 

Winston-Salem (Political . Educational. Business, etc. In Addressing And Meeting 

Community Needs 

There is general feeling of distrust and suspicion of the City's most recent effort, 

Federal Enterprise Community, to develop and revitaliz e the physical plant 
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infrastructure and human resources within the Enterprise Community area. Qualifying 

for designation as a Federal Enterprise Community is the latest in a long series of 

attempts to foster "Black economic development and neighborhood revitalization." 

Model Cities was the attempt remembered most with the aftermath stil l a bitter taste in 

the mouths of many residents. They also remember Planned Variations. 

As a result of this historical relationship of East Winston and the City leadership, 

systems, and organizations, numerous negative comments colored attitudes of some of 

the older residents. Many questioned whether their input would be recognized, much 

less used; whether the city would override any report findings and recommendations; 

who woul d be handling the money; and whether any monies granted would actually 

come into the Black community. They had experienced other times when money, 

earmarked for East Winston, went for construction or improvements elsewhere -

specifically to the majority community fo r housing and business improvements. 

The community's lack of trust for the intentions, willingness, and abilit y of the 

leadership, systems and organizations within Winston-Salem to bring about community 

change has led the community toward finding ways of solving their own problem s and 

to become a self-sufficient community. Th e following Report findings provide further 

evidence of this theme: inabilit y of White teachers to receive and embrace cultura l 

diversity; consider suing the school system to ensure educational goals are achieved; 

provide more community contro l of schools, place elementary schools back in the 

neighborhood of the students to facilitate parental involvement; the need to start a 

Black networkingrgood-old boy " network; development of a Black network wit h a focus 

on trust, resource-sharing, and mutual exchange of products, services, and expertise, 

building new relationship s with lending institutions and the corporate world; put money 
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back into the community by supporting our own businesses ; too few minority officers 

patrolling Black communities; insensitiv e city boards and administratio n to the housing 

needs of residents; create and support our own communit y and familie s by developing 

housing opportunities, then assimilating them into other communities; us e Black 

developers, contractors, realtors, bankers, and an y others involved in the process of 

building, designing, buying/renting buildings and property , both residential and 

commercial; money being thrown into programs that don't have enough actual activities 

for youth and planne d b y youth; have lost faith in T he America n Dream" -not fo r Black 

folks; new, creativ e educational opportunities, including alternatives to the established 

educational system; recreational facilities suffer from staffin g and to p administration's 

decision-making; more Black-owned nursing and res t home facilities in the community, 

nearer to where family and friend s are located; and community/societal apathy . 

From the survey findings, it is clear that focus group participants bejfeve that 

whatever community change process i s considered by the existing leadership (inside 

and outsid e the community, community residents and community-based organizations 

should be involved in the planning, development, and implementatio n phases of the 

process. 

Racism And Cultural Insensitivity 

Conditioning, ingrained since the city's first zoning law in 1930 se t the housing 

patterns, has developed a  certain mindset in both Blacks and Whites in such areas a s 

housing, lending practices, and equitabl e distribution of government-funded programs. 

Although the letter of Jim Crow legally no longer exists , the spirit does. I t impacts what 

has and ha s not been done in the past, and a number of focus group participants 
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believe it will impact the application process and it s outcome -no money for the 

Enterprise or East Winston area, despite any bes t efforts. 

For virtually every issu e addressed, racist attitudes, practices, and policie s -

subtle and over t -- racism and th e Black response or lack of one were cited as primar y 

reasons for lack of more homeownership, unfair and illega l lending practices of financial 

institutions, continued redlining , inadequate numbers and disproportionat e failures of 

businesses an d entrepreneurships , contractor licensing inequities, unequal recreation 

center funding and equipment , lack of police protection, injustice under the current 

system, and a  number of other sub-issues. When matters of funding, borrowing money, 

or achieving livable job income were discussed, racism was ofte n the ultimate reason 

and th e main cause for alternative strategies for action. The variou s groups did 

conclude, however, that it was u p to the community to put an end t o unjust an d 

inequitable situations that impeded progress. Suggestions of such past actions as 

economic boycotts held wide support . Th e followin g comments from the surve y 

provide further support for this theme: Racism; lack of sensitivity and multicultura l 

training; very unequal access to business capital , lack of capital and investment ; 

Blacks, particularly young males, are jailed in larger, more disproportionate numbers 

than whites; unequal application of justice system nets more innocent Black s 

incarcerated; too political - with the "good old-boy" buddy system employed by Whites 

at the expense of Blacks; racism: in society, the judicial system, and government codes 

and regulations ; lending institutions make home ownership difficult; blatant racial 

discrimination occurs through "Redlining" throughout the city, preventing or making i t 

difficult home ownership and establishin g that "invisible line" that determines where 

Blacks can o r cannot live; discriminatory neighborhood agreements and restrictiv e 
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covenants; White attitudes about Black's effect on home and propert y values (you 

know, "Oops! - there goes the neighborhood; yout h are very aware that they are not 

treated fairly; media not support morals and fait h of the African-American race; racial 

discrimination, particularly directed at young Black males; 

NEXT STEPS 

In order for short term, long-range, and sustained comprehensive change to 

occur in the Enterprise Community area, residents inside and outside the East Winston 

area must participate in a Community Development and Strategi c Planning Process. 

The Communit y Development and Strategi c Planning Process will provide the 

Enterprise Community area with a framework for understanding, developing, and 

implementing a n intensiv e and comprehensive community building, community 

empowerment and community change process. 

The proces s will organize and fortif y a cadre of community adults and yout h with 

the awareness, knowledge, and skill s to address issues and implement strategies 

within the seven identified areas (i.e. , education, economic development, criminal 

justice, housing, youth, recreation, and senio r citizens to improve the overall quality of 

life of children and familie s in the Enterprise Community area. 

The Community Development and Strategi c Planning Process could b e 

implemented over a 1-2 year period within the following phases. 
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PHASE I - IDENTIFY AND SELECT EXISTING AND PROSPECTIVE COMMUNITY 

LEADERS 

Participants in this community development process wil l include adults and 

youth. Selecte d participants should include individuals from al l aspects of the 

Enterprise Community area including : 

• Community-Base d Organizations 

• Eas t Winston Community Development Corporation 

• Eas t Winston Economic Development Task Force 

• Eas t Area Council 

• Minorit y Business Development - Chamber of Commerce 

• Community-Base d Churches 

• African-America n Elected Officials 

• Fraternitie s and Sororitie s 

• Community-Base d Businesses 

• City/Count y Government Agencies 

• Socia l Services Agencies 

• City/Count y Housing Authority 

• City/Count y Law Enforcement 

• Loca l Business and Industry Leaders 

• City/Count y Government Elected Officials 

• Chambe r of Commerce 

PHASE II - COMMUNITY AWARENESS AND LEADERSHIP DEVELOPMENT 

This phase i s designed t o increase the awareness and knowledge of designated yout h 

and adul t community leaders to address historical , current, and future issues facing th e 

Enterprise Community area. These groups will meet monthly or bimonthly for training 



sessions. Yout h and adults leaders wil l periodically be involved in joint meetings, and 

other times the focus of the training will vary for youth leaders . 

T he following topical areas will be included in the process: definin g leadership 

and leaders , the challenges and opportunities of being a community builder and leader , 

the bicultura l nature of the African American experience i n America, developing a 

community needs assessment, strategic planning, and becoming a participant in the 

mainstream of the community. Trainin g methods wil l include short lectures, small 

group exercises and larg e group discussions. 

PHASE 111 - COMMUNITY NEEDS ASSESSMENT 

The purpose of this phase is to determine the perceptions of community 

residents relative to: community needs; and the awareness, sensitivity, and 

effectiveness of organizations, and community leaders (inside and outside the 

community in addressing issue s facing community residents. A sub-team will be 

formulated t o compile data from completed assessment reports (i.e . such as this report; 

determine what data i s needed to assist the community in comprehensively asses s i n g 

its needs; develop and administer a survey for community residents; and participate in 

developing a  comprehensive community needs assessment report. 

After the Community Need s Assessment Report is completed, findings are 

reported to the community development team, community residents, community 

leaders (i.e . inside and outside community and other organizations, agencies, an d 

corporations. 
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PHASE IV - COMMUNITY TEAM BUILDING AND STRATEGIC PLANNING 

The community development team wil l utilize the community needs assessment 

report to develop a 1-5 year strategic community action plan. The community team 

building and strategic planning proces s will equip a community development team wit h 

the tools capable of developing an d implementing a 1-5 year strategic community 

action plan within the Enterprise Community area . Communit y Advisor y Sub-Teams 

will be created to develop strategic action plans to address specific community issue s 

(i.e. education, economic development, housing, youth, criminal justice, recreation, 

senior citizens, etc. 

Sub-teams wil l a lso make projections of the human and economic resource s 

necessary to actualize the community's strategic plan. Afte r the draft plan is 

developed, the community development team wil l conduct a series of forums 

throughout the Enterprise Community are a to provide community residents with the 

opportunity to modify or revise the plan. 

PHASE V - MAKING IT All WORK - DEVELOPING A PLAN TQ IMPLEMENT THE 

PLAN 

The goal s of this phase are to assist the Community Developmen t Team to 

develop strategies and tactics for implementing the strategic plan; develop a monitorin g 

and evaluatio n system for the strategic plan; schedule meetings with communit y 

residents to inform them of implementation plan and progress reports . 

On-going education an d training, forums, seminars, and workshops for 

community residents and organizations (inside and outside the community wil l be 



conducted to insure that ail individuals and institution s are kept abreast o f community 

issues and t o provide them with opportunities to a s s e ss and/or modify the plan . 

PHASE VI - COMMUNITY ORGANIZING STRATEGIES BUILDING COALITIONS 

AND ALLIANCES 

During this phase, the Community Development Team se e ks to identify an d 

develop partnerships with organizations inside and outsid e the community to assist th e 

Enterprise Community area i n implementing it s strategic plan. Team members conduct 

a serie s of presentations wit h identifie d organizations overviewing majo r heeds within 

the community; visions and goal s as outline d in the strategic plan. Team members wil l 

d i scuss with identifie d organizations how workable partnerships can be formulated and 

sustained t o assist the Enterprise Community area i n improving th e overall quality of lif e 

of its residents. Also , community-based organizations and resident s will be provide d 

training to further develop their skills to successfully participate, a c c e ss a nd utiliz e 

resources i n the mainstream of the community (i.e. educational, political, and econom 

system, housing, etc... 

PHASE VII - TOWARD DEVELOPING CULTURALLY RELEVANT PROGRAMS 

AND SERVICE? 

In order for viable partnerships between the Enterpris e Community area , 

community- based programs, and organization s within the broader Winston-Salem, 

service providers must examine and explor e thei r assumptions about the needs of th e 

community as i t relates to programs and services . The goals of this phase are to assist 

organizations and agencie s (inside and outsid e the community providing programs an d 
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services within the Enterprise Community area to: clarify the difference between 

creating programs for community change versus developing processe s t o assist in 

creating change; assist them i n assessing the strengths and weaknesses of their 

programs and services; and provid e a process fo r developing culturall y relevant 

programs and services. 

P H A S E VIII - D I V E R S I TY A N D D I F F E R E N C E S IN O UR S C H O O L S A N D 

C O M M U N I T I E S : C H A L L E N G E S A ND D I F F E R E N C E S 

This phase focuses on providing organizations and agencies (i.e . education , 

business/industry, housing, crimina l justice, youth, recreation, and senior citizens within 

the broader Winston-Salem area with Diversity Training. Through a series of 

workshops, service providers will: increase their overall awareness and knowledg e 

related to diversity; increase their overall understanding o f how diversit y relates to 

day-to-day encounters inside and outside the Enterprise Community area; develop an 

in-depth understandin g o f the need to create climates within the community fo r 

diversity; and increase their awareness and knowledge of ethnic, racial, and cultura l 

group differences and it s impact on developing partnershi p and cooperativ e 

relationships in the community.. 

PHASE IX - FOLLOW-UP 

The Evaluatio n and Monitorin g Sub-Team wil l be responsible for conductin g 

on-going formative evaluation s and semi-annual summative evaluation s of the 

community development team process . 
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A Church 

and 

Community Economic Development 

Conference 

July 15,1995 

Mt. Zion Baptist Church 

950 File Street 

Winston-Salem, NC 

Organized by: 

The Minister s Conference of Winston Salem and Vicinity 

and 
East Winston Community Development Corporatio n 



CONFERENCE 
PURPOSE 

T h e p u r p o s e o f t h is c o n f e r e n ce is to b r i ng t he c h u r ch a nd l a i t y t o g e t h er 

w i t h t he E a st W i n s t on C o m m u n i t y D e v e l o p m e n t C o r p o r a t i o n ( E a s t W i n s t o n 

C D C ) t o f o rm an a l l i a n ce t h at w o u ld s u p p o r t c o m m u n i ty e c o n o m i c 

d e v e l o p m e n t a t t he n e i g h b o r h o od l e v e l ; as w e l l a s, to d e v e l op a nd a d o p t 

s t r a t e g i e s a nd t a c t i c s t h at b e t t er u t i l i z e t he r e s o u r c es we c o n t r o l a nd t o 

a c c e s s t h o se we do not. We w a n t to e n e r g i ze a nd n u r t u r e p e o p le at t he 

l o c a l l e v e l to a s c e nd t h e i r c o m m u n i ty t h r o u gh t h e i r o wn s e l f - d e t e r m i n a t i o n. 

Churches, with a shared interest in developing their communities and 

i m p r o v i n g l i v i n g c o n d i t i o n s , c an c o m b i n e t h e i r e n e r g i es a nd p o t e n t i a l 

p o l i t i c a l p o w er to h a ve a d y n a m ic e f f e c t on t he f u t u re of t he c o m m u n i t i e s 

e x i s t e n c e . I n t he p r e s e nt p o l i t i c al e n v i r o n m e n t, t he r o l e of c h u r ch a n d 

c o n g r e g a t i o n a l c o a l i t i o n s a re of p a r a m o u nt i m p o r t a n c e. F r o m i t s v e ry 

b e g i n n i n g A f r i c a n - A m e r i c a n c h u r c h e s h a ve b e e n a t t he f o r e f r o nt of 

c o m m u n i t y e c o n o m ic d e v e l o p m e n t a n d h a v e a l w a y s b e en t h e c a t a l y st f or 

n u m e r o u s c o m m u n i ty i n i t i a t i v e s . 

By being here today to celebrate the historic involvement of the African-

A m e r i c a n c h u r c h , t he c o m m u n i t i es t h a t m a ke up W i n s t o n- S a l e m / F o r s y th 

C o u n t y s h o u l d g a in a t r e m e n d o us a d v a n t a g e o v e r o t h er n e i g h b o r h o o ds 

a n d c o m m u n i t i e s i n N o r th C a r o l i n a. W e h a v e b e g u n t h e a i l i m p o r t a nt 

p r o c e s s of " c o m i ng t o g e t h e r " so t h at we c an i n t e r n a l i z e t he q u o te by J o hn 

S. M b i t i w ho s u m m a r i z es t h e c o n c e pt of c o m m u n i ty as 7 am b e c a u s e w e 

are, a n d s i n c e we a r e, t h e r e f o re I a m" 



Proposed Mission Statement 

"To furthe r i n v olv e th e A f r i c a n - A m e r i c a n 

C h u r c h Communit y i n the whole spectru m o f 
humanitarian needs wi t h in and beyond it s l o c al 

presence and membership; to identify and u t i l i ze 
the accumulating resource s of the East Winsto n 
Community Developmen t Corporation , i n 

partnership wit h th e Ministers Conferenc e o f 

Winston-Salem and V i c i n i t y ." 

Church & CED Partnership 



A Churc h 
and 

Community Economic Development 
Partnership 

Saturday, May 25 , 1996 

Hanes C.M.E. Church 
819 Highland Avenue 
Winston-Salem, N C 

Sponsored by the Church & CED Partnershi p 



Isaiah M a d i s on - Institute of Southern 
Studies 

irvin Henderson - Irvin M. Henderson & 
Company 

Eddie Lawrence - NC Church and 
Community 

Development Projec t 

Diana Wilson - NC Rural Economic 
Development Center 

Fannie Corbett - Wilson Community 
Improvement Assoc . 

U p d a t e o n a l l c u r r e nt a n d 

f u t u r e p r o j e c t s b a n g u n d e r t a k e n 

b y t h e E a st W i n s t o n C o m m u n i t y 

D e v e l o p m e n t C o r p o r a t i o n . 

Sponsored By: 
East Winston Community Development Corporator 

and the 
Ministers Conference of Winston-Salem and Vicinity| 

For further information 

p l e a s e c a l l (910 ) 7 2 3 1 7 83 

A Church 
and 

Community Economic Development 
Conference 

I c M f y i n g the common 
goals of the Church an d 
Commurity Development Corporations 
and developing partnerships that 
enable neighborhood revitalizatio n 
through non-traditional programs . 

WORKSHOP FACILITATORS 

Forrest Toms - Training Research 
Development Inc. 

E s t a b l i s h i n g a n e t w o r k t h r o u g h 

w h i c h t o d i s s e m i n a te i n f o r m a t i on 

o n i s s u e s t h a t c o n c e rn t h e 

e n t i r e c o m m u n i t y ! 

Keynote Speaker 
Rev. Stephen Fails 



8:30 a m 

9:30 a m 

10:00am 

Workshop 1 

Facilitators 

Workshop 2 

Facilitators 

Workshop 3 

Facilitators 

Workshop 4 

AGENDA 
Continental Breakfas t 
Registration 

Welcome Pastor Joseph Jones 

Ministers Conference 
of W-S and Vicinity 

Marie Rosebor o 
East Winston C D C 
Board of Directors 

Overview & Purpos e 

Plenary Session 

Session I Workshops 

Housing Development 

Fannie Corbett 

James R. Grace 
East Winston C DC 

Eddie Lawrence 
NC Human Relation s 
Commission 

Lori Gibbs 

C o m m e r c i a l Developmen t 

Irvin Henderson Greg Chen 

Community Organizing 

Isaiah Madison Forrest Toms, P.h.d. 

Child Care Development 

M i c r o Enterpris e L o an F u n d 

C o n s u m e r Involvement O f f i ce 

Facilitators Dian a Wilso n Jame s R. Grace Le e Faye Mack 

12:15 Luncheon 

1:30 pm Session li Workshops (See Above) 

3:30 pm Summary/Close James R. Grace, Executive Director 
East Winston Community Developmen t 
Corporation 

Benediction Dr. Sereneus Chum, Sr. 
Mt. Zion Baptis t Church 





ADMINISTRATION FOR CHILDREN AND FAMILIE S 
370 UEnfant Promenade, S.W. 
Washington, D.C 2044 7 

SEP 3- 0 199 6 

Mr. J a m e s R . G r a c e 
E x e c u t i v e D i r e c t o r 
E a s t W i n s t o n Communit y D e v e l o p m e n t C o r p o r a t i o n 
1225 E . F i f t h S t r e e t 
W i n s t o n - S a l e m , N o r t h C a r o l i n a 2 7 1 0 1 

RE: Grant No. 90EE0202 

Dear Mr. Grace: 

It is a pleasure to inform you that your application to the 
O f f i c e o f C ommunit y S e r v i c e s , U r b a n a n d R u r a l Communit y E c o n o m i c 
D e v e l o p m e n t / P r e - D e v e l o p m e n t S e t - A s i d e G r a n t s h a s b e e n a p p r o v e d 
f o r f u n d i n g . Th e numbe r r e f e r e n c e d a b o v e i s a s s i g n e d t o y o u r 
g r a n t a n d s h o u l d b e u s e d o n a l l r e l a t ed c o r r e s p o n d e n c e . Th e 
F i n a n c i a l A s s i s t a n c e A w a r d w h i c h s p e c i f i e s t he amoun t a n d 
d u r a t i o n o f t h e a w a r d i s e n c l o s e d . 

The Office of Community Services Program Specialist responsible 
f o r m o n i t o r i n g a n d a s s i s t i n g in t he p r o g r a m m a t i c a c t i v i t i e s o f 
t h e p r o j e c t i s: 

Mr. Joseph Carroll 
P r o g r a m S p e c i a l i s t 
A d m i n i s t r a t i o n f o r C h i l d r e n a n d F a m i l i e s / H H S 
O f f i c e o f Communit y S e r v i c e s 
370 L ' E n f a n t Promenade , S W 5 t h F l o o r 
W a s h i n g t o n , D C 2044 7 
T e l e p h o n e : (202 ) 401-935 4 

The Grants Management Specialist assigned to your project and 
a v a i l a b l e t o a s s i s t y o u i n t h e n o n - p r o g r a m m a t i c a s p e c t s o f t h e 
g r a n t i s : 

Ms. Lorraine Berry 
G r a n t s Managemen t S p e c i a l i s t 
A d m i n i s t r a t i o n f o r C h i l d r e n a n d F a m i l i e s / H H S 
D i v i s i o n o f D i s c r e t i o n a r y G r a n t s 
370 L ' E n f a n t Promenade , S W 6 t h F l o o r 
W a s h i n g t o n , D C 2044 7 
T e l e p h o n e : (202 ) 260-547 3 

DEPARTMENT OF HEALTH & HUMAN SERVICES 



- 2 -

I n a c c o r d a n c e w i t h r e g u l a t i o n s o f t h e D e p a r t m e n t o f H e a l t h a n d 
Human S e r v i c e s , g r a n t e e s a r e r e q u i r e d t o s u b m i t s e m i - a n n u a l 
f i n a n c i a l s t a t u s r e p o r t s (SF-269 ) a n d s e m i - a n n u a l p e r f o r m a n c e 
r e p o r t s . A l l c o r r e s p o n d e n ce a n d r e p o r t s r e l a t e d t o y o u r g r a n t 
s h o u l d b e t r a n s m i t t e d t o t h e G r a n t s Managemen t S p e c i a l i s t . 

I wish you success in the operation of your project. 

S i n c e r e l y , 

D o n a l d S y k e s 
D i r e c t o r 
O f f i c e o f Communit y S e r v i c e s 

E n c l o s u r e 



1 RECIPIENT 
D E P A R T M E N T OF H E A L TH AND HUMAN S E R V I C ES 

Administration for Children and Families 

F I N A N C I A L A S S I S T A N CE A W A RD 

SAI NUMBER: 

PMS DOCUMENT NUMBER: 

01 9 0 E E 0 2 0 2 0 1 
1. AWARDING OFFICE: 

I O F F I C E O F C O M M U N I T Y S E R V I C E S (  O C S) 

2. ASSISTANCE TYPE: 

G R A N T 

3. AWARD NO.: 

9 0 E E 0 2 0 2 / 0 1 

4. AMEND. NO.: 

5. TYPE OF AWARD: 

S E R V I C E 

6. TYPE OF ACTION: 

NEW 

7. AWARD AUTHORITY: 

P L 9 7 - 3 5 S E C 6 6 1 

8. BUDGET PERIOD: 0 9 / 3 0 / 9 6 ^ 0 9 / 2 9 / 9 7 9. PROJECT PERIOD: 0 9 / 3 0 / 9 6 T H M 0 9 / 2 9 / 9 7 9 3 
10. CAT. NO.: 

11. RECIPIENT ORGANIZATION 
E A S T W I N S T O N C O M M U N I T Y D E V E L O P M E N T C 0 R P 

1225 E. FIFTH STREET 

W I N S T O N - S A L E M N C 2 7 1 0 1 

3 A M E S R . G R A C E , E X E C U T I V E D I R E C T O R 

12. PROJECT/PROGRAM TITLE: 

U R B A N A N D R U R A L E C O N O M I C 

D E V E L O P M E N T 

13. COUNTY: 
E A S T W I N S T O N 

14. CONGR. DIST.: 
0 

15. PRINCIPAL INVESTIGATOR" OR PROGRAM DIRECTOR: 
J A M E S R . G R A C E 

16. APPROVED BUDGET: 

PERSONNEL $ 

FRINGE BENEFITS 

TRAVEL 

EQUIPMENT 

SUPPLIES 

CONTRACTUAL 

OTHER 

TOTAL DIRECT COSTS 

TOTAL INDIRECT COSTS CALCULATED $ 

AT %  OF $ 

2 5 , O O 0 0 

17. AWARD COMPUTATION: 

A. NON-FEDERAL SHARE 

B. FEDERAL SHARE 

0 

7 5 , 0 0 0 1 0 0 ^ 0 . 

18. FEDERAL SHARE COMPUTATION: 
A. TOTAL FEDERAL SHARE $ 

B. UNOBLIGATED BALANCE FEDERAL SHARE $ 

C. FED. SHARE AWARDED THIS BUDGET PERIOD $ 

75,00C 

0 

7 5 , 0 0 C 

19. AMOUNT AWARDED THIS ACTION;-

20. FEDERAL $ AWARDED THIS PROJECT PERIOD: 

7 5 , 0 0 C 

21. AUTHORIZED TREATMENT OPTOGRAM INCOME: A D D I T I O N AL C D S 1 

TOTAL IN-KIND CONTRIBUTIONS $ 0 22. APPLICANT EIN: 23. PAYEE EIN: 24. OBJECT CLASS: 

TOTAL APPROVED BUDGET (  ) $ 7 5 , 0 0 0 1 5 6 1 6 0 4 4 0 7 A 1 158180447A1 41.51 

D O C U M E N T NO . 25. FINANCIAL-INFORMATION: 

ORGN X « K K X > PROG APPROPRIATION CAN NO. NEWAMT. UNOBLIG. NONFE 

O C S 0 1 - 9 0 E E 0 2 0 2 0 1 

THIS GRAN T I S PAID B Y TH E DHH S PAYMEN T MGT . SYS. , SEE ATTACHED PAYMEN T INFO . 
ATTACHED AR E TERM S AN D CONDITIONS , INSTRUCTION S FOR REQUESTIN G FUNDS , 
REPORTING REQUIREMENTS , 4 5 CF R PAR T 74 , 45 CF R PAR T 9 2 (FO R STATE , LOCAL , A N 
FEDERALLY RECOGNIZE D TRIBA L GOVERNMENT S ONLY) , A  COP Y O F TH E ANTI-LOBBYING 
NOTICE, AN D OTHE R GRAN T INFORMATION . TH E I N I T I A L EXPENDITUR E OF FUND S B Y TF| 
GRANTEE CONSTITUTE S ACCEPTANCE OF THI S AWARD . N O FUTUR E SUPPOR T I S A N T I C l P f l 
ALL CORRESPONDENCE/RPT S MUS T REFERENC E THE AWAR D N O 1 BLOCK 3 ). 
(*> REFLECT S ONLY FEDERA L SHARE O F APPROVE D BUDGE T 

3 6 , 0 0 0 
0 
0 
0 
0 
0 

3 9 , 0 0 0 





B E L L &  G A R D N E R , I N C . 

FAX 910/727-256 6 

January 11, 1995 

Ms. Janet A. DeCreny 
Economic Development Coordinator 
City of Winston-Salem 
PO Bo x 251 1 
Winston-Salem, NC 2710 2 

Janet: 

Re: Phase I "Preliminary" Demographics, Demand and Supply re: a Cafeteria 
on Sit e #1 a t Martin Luther King, Jr. Drive and Ne w Walkertow n Road 

Enclosures for our discussion: 

Table 1: Cafeteria Sales Potentials - as previously Faxed to you December 5, 
1994, thi s table shows the results of Task 1's estimates of population, total 
personal income, retail sales, "eating and drinking " sales and cafeteri a sales for 
1994 an d 199 9 withi n the one, two an d thre e mile radii from the East Winston 
Shopping Center sit e at Martin Luther King, Jr. Drive and Ne w Walkertow n Road. 

Similar numbers were run for three sites and this site ranked first 

The demographics used are from National Decision Systems and the key retail 
sales ratios used are based on sale s figures from the 1992 Censu s of Retail Trade. 

Estimated cafeteria sales in 1994 generated by residents within the one-mile radius 
were $171,944 and $531,904 within the two-mile radius ; both are insufficient to 

support a new cafeteri a without ''sales inflow" representing too significant a share o f total sales ($1.5 millio n minimum sales required for 20C-seat cafeteria with 8,500 squar e feet). 

However, estimates of "eating and drinking' sales generated by residents are much 
higher and bette r reflect, in my opinion , a leve l of food and drin k expenditures from 
which a cafeteria on sit e could realistically capture a sizable share. Fo r example, 
10 percent of the estimated $13.6 millio n "eating and drinking " sales within the two -
mile radius of the site would be $1.36 million , which i s more than the sales 
estimates being achieved b y any o f the five fast food restaurants covered i n our 
survey. But , I expect a cafeteria on th e subject site could easiiy capture the 1 0 
percent figure and more when "sates inflow" was considered . 



Ms. Jane t A. DeCreny 
January 11 , 199 5 
Pace 2 

Table 2: Survey o f Restaurant Competition (with Map 1 ) - the results of our 
Task 2 survey of major restaurant operations in the site vicinity that are competin g 
for "eating and drinking4 ' expenditures by East Winston residents . 

In summary, the indicated sales figures are quite strong and above what I expected 
for the Burger King, the new Bojangle' s and Kentuck y Fried Chicken on Ne w 
Walkertown Road. Sale s estimates for the McDonald's and Kentuck y Frie d 
Chicken on Libert y and 12t h Streets are disappointing but not surprising, 
particularly for the KFC give n its location; McDonald's reportedly has experienced 
some "operating problems" which i s the "kiss of death" for a restaurant. 

I say the sales figures are "strong," even though Burger King, McDonald's and 
Kentucky Frie d Chicken on Libert y and 12t h are below "national sales averages," 
simply because mos t chains in the southeast also are below national averages. 
However, the store sizes {square feet) and number of seats at all five restaurants 
surveyed also are below national averages fo r each chajn and thi s obviously is a 
significant, limiting factor to sales. Sale s at Burger King and KF C o n Ne w 
Walkertown Road are particularly impressive, especially in view of their limited 
seating. 

Re: K&W Cafeteria, my discussion with top management indicated the following: 

1. East Winston interest - yes, they had and still have an interest, but the "timing" 
was no t right when discussion occurrec with William Brandon re: Eastway Plaza. 
This was becaus e o f their lease negotiations re: their Coliseum locatio n and th e 
feeling that Coliseum now serve s some East Winston resident s for dinner and 
downtown workers at lunch and that an East Winston K & W woul d therefor e 
attrition sales from Coliseum for both of these sources of sales. 

2. New locations and coverage patterns - K & Ws Coliseum lease is up in 1995 
and the y will not likely renew it . A  new , 12,00 0 square foot K & W i s unde r 
construction on Hanes Mill Road Extension behind Wal-Mart at Oak Summi t an d 
it will open in 1995; they expect this store to attrition sales at Coiiseum which is 
one reaso n for not renewing. Wit h thi s new northside^lccatio n and existin g K & 
Ws i n South Park on Peters Creek Parkway and Heal y Drive, they want to wait 
and see i f these three locations are perhaps sufficien t to serve the Winston-
Salem/Forsyth County market . 

3. Coliseum store - with 500 seats and two serving lines, this is an "operating 
anachronism" i n the food service business, even though it s estimated sales 
exceed $ 4 millio n (40 percent at iunch) Excludin g the new stor e on Hanes Mil l 
Road, their current store "prototype" is 8,500 square feet with 225 seats. 

B E L L &  G A R D N E R . I N C . 
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Re: th e new cafeteria at WSSU the facility will have 400 t o 500 seat s (designed t o 
accommodate 1,200-1,500 students in "shifts"), be available only to students and i s scheduled 
to open August, 1996. A s a result of its "students only" policy, it will not likel y "attrition " 
potential cafeteria sales to East Winston residents who are not students. I n fact, the opposit e 
may b e true if there was a cafeteria in East Winston. 

In summary, cafeteria sales potentials within the two-mile radius and sales estimates for the 
five competitive restaurants sun/eyed indicate to me, on a preliminary basis, that a cafeteria in 
East Winston on the subject site or nearby is likely feasible. However, further research is 
suggested t o refine these "preliminary" numbers, both for demand and supply , and t o identify 
the specific characteristics of a cafeteria the market can suppor t (size , number of seats, sales 
forecasts, etc.) . 

Please review and call. 

Sincerely, 

BELL & GARDNER, INC 

Rick Bel! 
President 

RB/bb 
Enclosures 

B E L L & GARDNER, INC . 





C a f e t e r i a 

Project 

Marketing Surveys 
March - June, 199 7 



astSide Cafeteria Project Survey 1 (800 Respondents) 

September 10,1997 

Food Preferences 
Ql: In the past six months have you 
purchasedfoodfrom an y of the 
following? 

While there are multiple fast food 

and family restaurants, there is a 

single sizable local cafeteria 
business -and i t is clearly 
competitive with both other types. 

("Other" represents several types; 
Chinese, seafood, health food; etc.) 

Dining Modes 
Q.2: Did you dine in? ..eat out? ..have 
delivered ? 

The numbers show that food delivery is not 
a popular choice fo r our respondents. 

This has ramifications for the cafeteria 
project. There are 5 8% wh o believ e that w e 
should offer delivery service - and only 
4 6 % woul d use it ! 

It is clearly not a high priority service. 

B u s i n e s s S u p p o r t 
Q3: Where did you purchase the food? 

In the six month preceding the 
survey the most popular of the 
existing restaurant types (albeit 
by only a seven percent margin), 

is the cafeteria. And th e nearest 
location is substantially farther 
from our anticipated customer 
population than the proposed 

1 

A Survey of East Winston residents living in a three mile radius of the proposed cafetena site wa s 
conducted in March, 1997 and yielded these results 



Frequency 
Q.4: How ofte n did you purchase food 
from any of the above? 

Note that almost 6 0% o f the 
respondents eat out at least twice a 
week. This suggests a substantial 
customer base for the cafeteria. 

This is supported by another 
question showing that 9 0% o f the respondents would eat at the new cafeteria . 

Meal Preference 
Q.5: In the past six months which meal(s) have you eaten out? 

Almost 7 5% of those who ea t out choose lunch and/or 
dinner. The DB underlyin g these data was querie d for 
each meal about: 

• Th e preferred price range 

• Th e preferred restaurant style 

• Th e preferred days 

There is no statistically significant difference between 
those data and the results for the whole population. 

Restaurant Type Near Home 
Q.6: Indicate which of the following you 
might eat at in the future if conveniently 
located near your home. 

More than two-thirds of the 
respondents would lik e a cafeteria 
nearby. This is reflected also in the 
preferred type near work (67%) 
and the type most used in the past 
six months (62%). These results 
offer strong support for the 

proposed Eastsid e Cafeteria 

Project 



New Cafeteri a Use 
Frequency of Use 

Q.9a: Would you eat at this 
cafeteria? "Yes" (720) 90%! 

Q9b: If so, how often? 

Nearly half of the respondents 
(48%) would use the new 
cafeteria two or more times a 
week. 

These will be correlated with : 

• Preferre d day(s) 

• Preferre d meal(s) 

• Preferre d pric e range 

Preferred Meal s 
Q.10: If you answered 
would you buy? 

Yes" to Question 9, which meals 

The only light use that would be made is at 
breakfast (which has the lowest price meals). For 
the more expensive meals, use be at or near two-
thirds. This could affec t the price structure. 

Days Used 
Q.13: Which day(s) of the week would you prefer to eat at 
the cafeteria? 

Not surprisingly, most respondents (560) would eat 
on workdays . 

The high response for weekends (43% and 52%) 
suggest that the policy of seven-day service is 
feasible. However, staff could probably be reduced 
from weekday numbers. 

3 



Meal Prices 
One of the most important items in calculating profitability is the price charged for a meal. 

Responses to Question 11 "How much would 
you expec t to pay f or a meal in the cafeteria? 
show that: 

• Breakfas t prices should range from low to 
moderate 

• Lunche s should be priced similarly, with 
more mid-range 

• Dinners , the most expensive, should range 
from middle up 

Responses to a similar 
question (Q.1 2 "How much 
do you (spend) now? ") 
showed tha t only 11-
1 2 % woul d pay for a 
high priced breakfast or 
lunch but 3 3% buy 
higher priced dinners. 

The guidelines for a 
price structure are clear. 

The revenue projections of average meal price 
are $3.50 for breakfast, $4.25 for lunch, and 
$5.00 are fairly close to these preferences. W e 
will calculate the effect of reducing average 
breakfast price to $3.00 and raising the average 
price of dinner to $5.50. The net effect should 
be increased revenue since the volume of dinner 
trade is much higher than for breakfast. 

4 



Services 
Q.14: Shoul d the cafeteria offer 

takeout ? 
Q.15: Should the cafeteria offer 

delivery ? 
Q16: I s (shuttle service) a good idea? 

Takeout (92%) is a clear 
favorite. Shuttle service (75% ) 
is apparently desirable but a 
caveat is in order: many 
respondents added comments 
like "...for seniors and disable d 
only". Further study i s probabl y 
desirable. Delivery is low a t 
5 8 % and , i f available, would 
only be used by 4 6% o f the respondents. Cost effectiveness requires a careful analysis of 
profitability. 

P o p u l a t i o n D a t a 

The personal information for the respondents is: 

Male 31% Female 62% Single 54% Married 34% Average # of Children 0.85 

African-American 88% White 4% Other 2% 

Employment Status 
The numbers here are not to o 
revealing, except that the 
unemployed number for the 
respondents is considerably 
below that of the entire East 
Winston community. 

(There were a number of retired 
persons who ar e not included. ) 
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Income 
The income 
level is fairly 
well spread 
out. 

(A number of 
retired persons 
left this item 
blank.) 

6 





TECHNOMIC 
INC. 

Food Industr y G r o u p 

March 14, 199 7 

Mr. James Grace 
Executive Directo r 
East Winston CD C 
1225 E . 5th Street 
Winston Salem, NC 2710 1 

Dear James: 

In response to your request, TECHNOMIC, INC. has performed certain due diligence procedures 
regarding your plans for the development of a cafeteria foodservice concept in East Winston. 
This due diligenc e was limite d to a strategic market evaluation of the proposed concept an d 
location, including the following topics: 

• Price/value position 
• Servic e and menu offering strategy 
• Locatio n 
• Are a customer base size and profil e 
• Existin g competitio n 
• Marketin g and busines s support systems 

In addition, we have prepared a financial analysis of the proposed project, including: 

• Hypothetical sales projections (Year 1) 
• Likel y range of operating incomes and expenses (Year 1 ) 
• Propose d labor, cost analysis (Average week) 
• Cafeteri a concept, productivity measurements (National benchmarks) 

The scope of our assignment did not include any verification of data provided to us by either 
Claritas, the National Restaurant Association, or the East Winston C DC A s such , we ca n neithe r 
vouch for or imply accuracy of the information provided . 

300 Sout h Riverside Plaza •  Suit e 1940 Sout h •  Chicago , Illinois 60606 •  (312 ) 876-0004 



Mr. James Grace, Executive Director 

March 14 , 1997 
Page 2. 

Our opinions expressed in this report are in no way to be implied as any guarantee of current or 
future events on the economy or the proposed cafeteria operations. 

We appreciate the opportunity to be of assistance to East Winston CDC and will be pleased to 
answer any questions which you may have regarding the scope of our assignment or the contents 
of this report. 

Respectfully submitted, 





THE EASTSIDE CAFETERIA 

PROJECT 
A P A R T N E R S H I P B E T W E EN T HE M I N I S T E R S 

C O N F E R E N C E OF W I N S T ON S A L E M 

A N D V I C I N I T Y 

& 

T H E E A ST W I N S T ON C O M M U N I T Y 

D E V E L O P M E N T C O R P O R A T I O N 
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C A F E T E R I A P R O J E CT 

• T o t a l Development Cost $2,500,00 0 

• 15,00 0 square fee t 

• Seatin g for 150 Cafe, 300 Banque t 

• S e r v i n g over 350,000 meals in year 1 

• A v e r , cost of meal (B)$3.50(L)$5.5(D)$6. 5 

• Ope n 364 days a year 

• creatin g 40-50 f u ll and part-time j o bs 



P R O J E C T I M P L E M E N T A T I O N 

• f u l l s e r v i c e c a f e t e r i a 

• o f f e r i n g i n c e n t i v e s t o e m p l o y e e s ( s t o c k 

o p t i o n , f i r s t t i m e h o m e o w n e r s h i p ) 

• o f f e r i n g h e a l t h i e r f o o d a l t e r n a t i v e s 

• p e r m a n e n t t r a i n i n g f o r e m p l o y e e s 

• t a k e o u t c o u n t e r 

• c o n s t r u c t i o n s t a r t - u p M a r c h 2 0 0 0 



S o u r c e s o f C a p i t a l 

• H H S $  2 5 0 , 0 0 0 

• C i t y o f W - S 3 5 0 , 0 0 0 

• B a n k 6 5 0 , 0 0 0 

• C D C F u n d e r 2 5 0 , 0 0 0 

• S t o c k O f f e r i n g $ 1 , 0 0 0 , 0 0 0 

• T O T S O U R C E S $  2 , 5 0 0 , 0 0 0 
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U S E S O F C A P I T A L 

• S t a r t u p F e e s 6 0 , 0 0 0 

• B u i l d i n g 1 , 6 0 0 , 0 0 0 

• E q u i p m e n t F u r . F i x .  4 0 0 , 0 0 0 

• I n v e n t o r y 1 0 , 0 0 0 

• L a n d 1 5 0 , 0 0 0 

• C o n t i n g e n c y 5 0 , 0 0 0 

• W o r k / C a p 2 0 0 , 0 0 0 

• I n t e r e s t ( C o n s t ) 3 0 , 0 0 0 

• T o t a l $ 2 , 5 0 0 , 0 0 0 
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M A R K E T R E S E A R C H & 

E V A L U A T I O N 

• 3 6 , 0 0 0 p e o p l e w i t h i n a 

t w o m i l e r a d i u s 

• a v e r a g e p e r - c a p i t a 

i n c o m e o f $ 1 4 , 2 2 0 

• 6 1 , 0 0 0 w i t h i n a  3  m i l e 

r a d i u s p e r c a p i t a 

i n c o m e o f $ 1 8 , 0 4 2 . 

• a  d a i l y c u s t o m e r b a s e 

o f 6 5 , 0 0 0 w i t h i n a r e a 

• T r i a d 4 % o f r e s t a u r a n t 

s a l e s v s . 1 % n a t i o n a l l y 

• M c D o n a l d s f s g r o s s 

$ 2 . 5 M s a l e s w / 2 0 0 0 

s q u a r e f e e t o f s p a c e 
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( I P O ) 

I N I T I A L P R I V A T E O F F E R I N G 

• C o m m u n i t y o w n e d 

• " D a v i d C a p i t a l , I n c . " 

• 9  m e m b e r B O D 

• D i s t r i b u t i o n o f s t o c k , 

c h u r c h e s a n d E W C D C 

• O f f e r i n g i s a 5 0 4 

• S h a r e v a l u e ® $ 1 0 . 0 0 

• S p e c i a l f o r C D C 

• S a n f o r d &  H o l s h o u s e r 

• S t o c k P r o s p e c t u s 

• $ 1 0 0 m i n i m u m 

• O p e n B O D m e e t i n g s 

q u a r t e r l y 

• G o a l t o r a i s e $ 1 M 

• R e t a i n c o m m u n i t y 

o w n e r s h i p 
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O P E R A T I O N S P L A N 

• 9  m e m b e r b o a r d o f d i r e c t o r s 

• E x p e r i e n c e d M a n a g e m e n t T e a m 

• R e c r u i t i n g a n d t r a i n i n g e m p l o y e e ' s 

• 7 5 % o f e m p l o y e e s l o w i n c o m e r e s i d e n t s 

• T i g h t i n v e n t o r y c o n t r o l 

• C o n q u e r s e r v i c e p r o b l e m w / t r a i n i n g 

• N e w i n d u s t r y t r a i n i n g m o d e l 
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D a v i d 

Capital 

I N C O R P O R A T E D 

In 1995 the East Winston Community 

D e v e l o p m e n t C o r p o r a t i o n a n d t he M i n i s t e r s 

C o n f e r e n c e o f W i n s t o n - S a l em a nd v i c i n i ty m et in 

a n a l l d ay c o n f e r e n ce a n d r e a c h ed a c o n s e n s us on 

a p r o j e c t t h at e a ch f e l t was w a n t ed a nd n e e d e d. 

T h e t w o d e c i d ed t o f o rm a p a r t n e r s h ip ( t h e 

P a r t n e r s h i p ) to d e v e l op a f u l l - s e r v i ce c a f e t e r i a in 

t h e E a s t W i n s t o n c o m m u n i t y . 

David Capital , Inc. (DCI) i s a for 
profit corporation created by the 
Partnership. DCI is organized 
under a special 504 Rule in the 
laws of the state of North 
Carolina. It permits the 
Partnership to operate a com-
munity-owned cafeteria style 
restaurant (EastSide Cafeteria) 
and provide s for the sale of 
stock to community residents. 
The Minister s Conference and 
East Winston CDC are the sole 
owners of DCI an d wil l be gov-
erned by a nine member board 
of directors, who are elected 
annually by the stock holders. 
DCI was created by the 
Partnership to manage and 
operate the business affair s of 
the EastSide Cafeteria. 

The goal is to connect the com-
pany, David Capital , Inc., with 

the people and opportunities to 
create businesses, wealth, and 
new jobs in the community. 
Broad-based support for the 
cafeteria serves to raise the con-
fidence of residents and foster a 
progressive politica l and eco-
nomic environment. 

David Capital's goal is to con-
nect the small investor with 
opportunities that are identified 
within the community and to 
successfully develop those pro-
jects to benefit the whole com-
munity. By working in concert 
with our existing institutions-
churches, by using our leverag e 
as a collective-politics-combined 
with our willingness to love and 
care for those that are dis-
tressed, the road to community 
revitalization will be one filled 
with success an d joy. 



C h u r c h I n v e s t m e n t C o n s i d e r a t i o n 

T h e p r i c e of o ne (1) s h a re of s t o ck in t he E a s t S i de C a f e t e r ia is 
$10. Y ou c a n n o t p u r c h a s e l e s s t h an t en (10) s h a r e s, or $ 1 0 0. 

David Capital, Inc. will not and cannot set the amount that a church can invest 
in the EastSide Cafeteria Project. However, we can share methods other 
churches are using to determine the size of their investment. 

1. The size of a congregation 
• Members volunteer to give a certain amount to their Church to be invested 

in the cafeteria project 
• Each member is assessed a certain amount that would go toward the 
purchase of stock in the name of the church 

• The church makes a decision that they will invest a certain amount per 
member, and is paid from the general fund of the church 

2. The size of the annual operating budget 
•This may be determined by a certain 
percentage (%) of the annual budget 
• From the budget, invest an amount 
per member 

• Determine the amount of investment under the guidelines specified in the chart to theright 

I n d i v i d u a l C h u r c h M e m b e r I n v e s t m e n t 

Individual church members who want to invest may do so through their church. 
When you purchase your individual shares, regardless of in whose name the 
purchase i s made, you will be asked "what church you are a member? " 

The information above is not meant to limit the size of your church investment, 
which i s unlimited, nor to encourage you to invest beyond the capacity of your 
institution. The project is a community effort, and nothing like it has ever been 
done. We encourag e you to please consider and deliberate the issue in that 
context. 

Thank you. 

Important Facts 

• Any individual, organization, or institution i s not required to pay the full 
amount of their purchase, only 2 5% down. I f you purchase less than 50 
shares ($500), you will have 90 days to pay the full amount. If you purchase 
50 shares or more, you will have six months to pay in full . If not paid i n ful l 
by the end of the six month period, you give David Capital, Inc. the right to 
sell the number of shares that have not been purchased. 

• Victory-Masonic Mutual Credit Union has initiated a loan program especiall y 
designed fo r thi s project. (See brochure enclosed for details. ) 

• The 504 securities offering prohibits the sale of stock outside the state of 
North Carolina 

• Method of payment: Visa, Master Card, American Express, or Discover Card 
or by personal check 

BUDGET: INVESTMENT: 

$10,000 -$75,000 $500 -$1,000 

$75,000 - $250,000 $1,000 -$2,500 

$250,000 - $500,000 $1,500 - $3,500 

$500,000 -$1,000,000 $2,000 - $5,000 

$1,000,000 and up $2,500 -$10,000 





DA VlD CAPITAL, IMC 

DOING BUSINESS AS: 



D a v i d C a p i t a l , Inc. 

d o i n g b u s i n e ss as: 

EastSide Cafeteria 

David Capital, Inc. ("David Capital" or the "Company") is a for-profit corporation organized under the laws of the 
State of North Carolina to own and operate a community-owned commercial cafeteria-style restaurant to be known 
as the EastSide Cafeteria. This project addresses the pressing need in the East Winston community for job creation, 
local ownership, moderately-priced food service and development opportunities. The project is an outgrowth of 
community support for the concept developed by a consortium of local churches. 

This document offers subscriptions for a minimum of 25,000 shares up to a maximum of 100,000 shares of Common 
Stock of David Capital at a Subscription Price of $10.00 Per share of common stock. If all the shares are sold, David 
Capital will have capital of $1,000,000. The minimum number of shares that each person must subscribe is 10 shares 
through February 26, 1999. Afte r this date, the minimum number of shares that each person must be subscribed is 
50 shares. Unless terminated earlier, subscriptions will be accepted until 5:00 p.m. Eastern Time on May 31, 1999. 
If the Company fails to receive subscriptions for at least 25,000 shares of Common Stock during this period, it will 
abandon the offering. 

IN THE OPINION OF DAVID CAPITAL'S ATTORNEYS, THE OFFERING AND SALE OF 
THE COMMO N STOC K O F DAVI D CAPITA L IS EXEMPT FRO M TH E REGISTRATIO N 
REQUIREMENTS O F TH E SECURITIE S ACT O F 1933 , AS AMENDED, AND TH E NORT H 
CAROLINA SECURITIES ACT. N O REGISTRATION STATEMENT HAS OR WILL BE FILED 
WITH THE UNITED STATES SECURITIES AND EXCHANG E COMMISSION O R WIT H TH E 
SECRETARY OF STATE OF NORTH CAROLINA OR ANY OTHER STATE IN CONNECTION WITH 
THIS OFFERING. 

INVESTMENT IN SMALL BUSINESS INVOLVES A HIGH DEGREE OF RISK. INVESTORS 
SHOULD NOT INVEST ANY FUNDS IN THIS OFFERING UNLESS THEY CAN AFFORD TO LOSE 
A L L OF THEIR INVESTMENT. INVESTORS MUST RELY ON THEIR OWN EXAMINATIO N OF 
THIS PROPOSAL, OF THIS COMPANY AND OF THE TERMS OF THIS OFFERING, INCLUDING 
THE RISKS OF THE PROPOSAL. THE STOCK OFFERED IN THIS DOCUMENT HAS NOT BEE N 
RECOMMENDED BY ANY FEDERAL OR STATE SECURITIES COMMISSION OR REGULATORY 
AGENCY. NONE OF THESE AGENCIES REVIEW OR APPROVE THE MERITS OF THESE OR AN Y 
OTHER SECURITIES, NOR D O THEY PASS UPON THE ACCURACY OR COMPLETENESS O F 
ANY OFFERING CIRCULAR OR OTHER SELLING LITERATURE. ANY SUCH STATEMENT IS 
A CRIMINAL OFFENSE. 

Temporary Location: Mailin g Address: 

1225 East 5th Street Post Office Box 20279 
Winston-Salem, North Carolina 27101 Winston-Salem , North Carolina 27101 
Telephone: (336) 723-1733 Telefax : (336) 761-8014 Email : DCI@BellSouth.Net 

November 1, 1998 



NO PERSON I S AUTHORIZED TO GIVE ANY INFORMATION OR TO MA KE ANY 
REPRESENTATIONS OTHER THAN THOSE CONTAINED IN THIS OFFERING CIRCULAR IN 
CONNECTION WIT H THIS OFFER. I F GIVEN OR MADE, ANY SUCH INFORMATION OR 
REPRESENTATIONS MUST NOT BE RELIED UPON AS HAVING BEEN AUTHORIZED BY DAVID 
CAPITAL OR ITS BOARD OF DIRECTORS. 

THIS OFFERING CIRCULAR DOES NOT CONSTITUTE AN OFFER TO SELL OR A 
SOLICITATION OF AN OFFER TO BUY ANY OF THE COMMON STOCK OF DAVID CAPITAL 
EXCEPT IN STATES IN WHICH THESE SECURITIE S ARE EXEMPT FRO M SECURITIE S 
REGISTRATION AND ONLY TO RESIDENTS OF SUCH STATES. 

THE SHARE S AR E OFFERED SUBJEC T TO PRIO R SALE , ACCEPTANCE, AND 
REJECTION OF ANY OFFER TO PURCHASE. TH E OFFERING IS ALSO SUBJEC T TO 
WITHDRAWAL OR CANCELLATION WITHOUT NOTICE. 

PLEASE REFE R TO THE SECTION OF THIS OFFERING CIRCULA R ENTITLED 
"CRITICAL RISKS" FOR A DISCUSSION OF THE MATERIAL RISKS IN CONNECTION WITH THE 
PURCHASE O F T HE COMMON STOCK OF DAVID CAPITAL. 
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S U M M A R Y 

The f o l l o w i n g i s a bri ef summary of certain informatio n contained elsewhere i n this 

O f f ering C i r c u l a r . I t is not intended to be a summary of a ll material information, and investor s 

should review the more detailed information appearing elsewhere i n this O f f e r i ng C i r c u l a r . 

DAVID CAPITAL: David Capital, Inc. ("David Capital") is a for-profit corporation 

organized under the laws of the State of N o r th C a r o l i na to own and 

operate a community-owned commercial cafeteria-styl e restaurant 

to be known as the EastSide Cafeteria. Thi s project addresses th e 

pressing need in the East Winston community fo r j ob creation, l o c al 

ownership, moderately-price d foo d servic e an d developmen t 

opportunities. Th e project is an outgrowth o f community suppor t 

for th e concept developed by a group of l o c al churches. See "THE 

C O M P A N Y . " 

SECURITIES OFFERED: A minimum of 25,000 shares and a maximum of 100,000 shares of 

Common Stock are being offered at a purchase pric e of $10.00 per 

share. Th e minimum subscriptio n per subscriber is 10 share s 

through Februar y 26 , 199 9 and 50 shares afte r tha t date. Se e 

" O F F E R I N G A ND M E T H OD O F S U B S C R I P T I O N . " 

TERMS OF OFFERING: The Board of Directors reserves the right to terminate this offering 

without notice . Unles s terminate d earlier , subscription s w i l l be 

accepted un t i l 5:00 p.m. Eastern Time on M ay 31, 1999 . I f the 

Company fail s to receive subscriptions for at least 25,000 shares of 

Common Stock during this period, it w i ll abandon the offering. See 

" O F F E R I N G A ND M E T H OD O F S U B S C R I P T I O N . " 

MANAGEMENT: Proposed development management of the Company is currently the 

East Winston Community Development Corporation, w h i ch w i l l act 

a project manager. Onc e the Company i s funded, i t is anticipated 

that additional , experience d managemen t personne l w i l l b e 

employed to operate th e Company. Se e " M A N A G E M E NT O F 

T H E C O M P A N Y . " 

CERTAIN 

C O N S I D E R A T I O N S : Investmen t i n the Common Stock involves certain risks. No trading 

market for the Common Stock exists or is expected to develop i n the 

near future. Se e " C R I T I C AL R I S KS ." 



A. TH E COMPAN Y 

This project addresses th e pressing need in the East Winston community fo r job creation , loca l ownership , 
moderately-priced food service and development opportunities. Th e projec t is an outgrowth of community support 
for the concept in partnership developed by a consortium of local churches. Th e project will provide several benefits 
including: 

• Creating 30 full-time equivalent jobs for the East Winston community. 
• Inspirin g confidence in other investors about the area. 
• Offerin g a healthier alternative to fast food dining. 
• Providin g adult and youth training in food service. 
• Creatin g assets and net worth i n a declining community. 
• Offerin g ownership incentive s to employees (stock options). 

EastSide Cafeteria will offer high-quality meals at a budget price serving breakfast, lunch and dinner. More 
importantly, it will be a place where local families can dine in a safe, friendly environment. A t the same time the 
project serves our larger goals. I t not only revitalizes our depressed community but also provides life and skill s 
training for its employees. Pre-opening trainin g for employees will be supplemented by 8  hours of monthl y 
mandatory Continuing Education courses designed by Winston-Salem State University. Thi s effort is supported by 
the East Winston Community Development Corporation, Goodwill Industries, Job Link Office, Forsyth County Social 
Services, Forsyth Technical Community College, and the City of Winston-Salem. 

The market in the neighborhood is considerably larger than the population living within a two-mile radius because of 
the many people working i n the vicinity of the proposed sit e who liv e elsewhere. A  tota l of some 125,000 people, 
residents and daily workers, easily serves as a customer base for the cafeteria. Market research has found that most 
residents are eager for an alternative to fast food in the community. 

The building will be a renovation of an existing site in the East Winston Shopping Plaza and will seat approximately 
200 customers at a time. 

The Company is fortunate that an experienced restaurant industry manager and an assistant manager have already 
indicated they want to be a part of EastSide Cafeteria. Their experience is critical to achieving our goals in recruiting 
and training local residents for the project. The trainin g will be both job skills and lif e skills. The project will not be 
considered a success unless we ca n break the cycle of poverty and provide these new employee s with self-esteem and 
a means to build assets for their futures. 

The projec t is feasible because we have the backing of the community and an impressive array of local institutions 
that support the Company's effort to create this much needed economic development project. The projec t not only 
directly benefits the low-income residents who wil l be employed but creates additional benefits for the entire 
community through the opportunity to become owners of the project by investing in the Common Stock. 

1. The Business and Its Industry 

The U.S. restaurant industry has undergone many changes. Since 1976, it has exhibited real growth every year 
except the two minor recessionary years of 1980 an d 1991 . Recentl y the traditional fast food of the McDonald's, 
Burger King and Wendy's chains has been challenged b y alternatives, epitomized by Boston Market, whose menu 
provides a higher quality and a broader menu choice at only a slightly higher price than the fast food restaurants. 

The restaurant industry itself grew from $164 billion in 1990 to a predicted $224 billion in sales in 1997. In the 
commercial restaurant segment (quick service, full service, cafeterias, buffets, bars and taverns), patterns of long-term 
growth are expected to remain constant. 
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The Company believes that the industry will continue to grow in the near future due to demographic and lif e style 
factors that place a premium on prepared over home-cooked meals and the industry benefitted from these changes: 

• The U.S. population is expected to increase at an annual rate between 1997 and 2005 that parallels the growth 
rate over the past ten years. 

• Som e life style changes include: 

— The increase of women in the workforce, creating more dual incomes families 
— Th e increase in single-parent households 
— Decreas e in discretionary time 
— Increas e in demand for convenience 

Barring an unforeseen recession, the industry should continue to experience real growth. Basic consumer trends and 
life style patterns indicate that demand for food prepared away from home will continue to grow. 

2. Products and Services 

EastSide Cafeteria's function is to serve the community and ultimately help employees achieve self-sufficiency and 
a better life. The cafeteria will offer high-quality meals at budget prices, and wil l be a place where any member of 
the family can dine in a safe, friendly environment. Its location in the East Winston Shopping Center is well-lit with 
abundant parking. Since the sit e is at the intersection of two major municipal thoroughfare s it should attract 
appreciable drive-by custom. Take-out will be available, and the company believes it will attract an increased market 
of the growing Hispanic and elderly population within the five-mile radius. I t is the desire of the Company to add 
delivery service at a later date to also serve these community elements. 

A for-profit corporation, "David Capital Inc." (as in David and Goliath), will be operated through a nine-member 
Board of Directors, elected by the stock holders. As a partial goal, the cafeteria will provide state-of-the-art 
comprehensive job training in a program including both life skills and job skills. The background and experience of 
candidate employees (public assistance recipients and at-risk people) will require far more extensive training than is 
normally provided. However , without it, our jo b candidates are likel y to remain people without choices or 
opportunities, contributing to the "depressed area" problem. This training will enable the new employees to break the 
cycle of poverty and move toward self-sufficiency and asset accumulation. And the incentives and opportunities for 
self-improvement (education and entrepreneurial training) and capita l gain (stock options) will make the EastSide 
Cafeteria a unique and desirable employer. 

The building will seat approximately 200 people in 10,000 square feet of space. This ratio of people to space will 
give customers a feeling of ample room in the dining area. The cafeteria will be open seven days a week, 360 days 
a year. Breakfas t wil l be served from 6:00 a.m. to 9:00 a.m. three working days weekly (until business warrants 
expanded service), lunch from 11:00 a.m. to 2:30 p.m., and dinner from 4:00 p.m. to 8:30 p.m. 

The menu will be broad, offering at least ten entrees for lunch and dinner with eight choices of for vegetables, salads, 
desserts and beverages. Menu choices will include items appealing to the local populace, including ethnic selections. 
Low fat and healthy-heart menu items will be featured with special signs to alert customers to these choices. Signature 
salads and on-premise baking will also be featured. Health y choices will also be offered at breakfast. 

A full take-out service will be available whenever the cafeteria is open. Weekday lunch local delivery service will be 
available once the on-site dining patterns have been determined. Delivery service availability will be dictated solely 
by the initial success of the enterprise. 
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3. Market Research an d Evaluation 

There are approximately 36,000 people living within a two-mile radius of the proposed EastSide Cafeteria location, 
with an average per capita income of $14,220. The population grows to 61,000 with an average per capita income 
of $18,042 within a three-mile radius, and within a five-mile radius, 4 1% Black , 5 % Hispani c and 2% "Other. " 

The percentage of households by household income is: 

Household Incom e Percent 

Under $10,000 17.0% 
$10,000 to $19,999 17.3% 
$20,000 to $34,999 24.0% 
$35,000 to $49,999 16.4% 
$50,000 to $74,999 14.4% 
$75,000 and over 10.7% 

The potentia l customer base grows with the addition of daily workers. Ther e are 64,923 employees in 3,598 
businesses within the target area. These include the Forsyth County Department of Social Services, Winston-Salem 
State University, Sara Lee Corporation , R..J. Reynolds Tobacco and the North Carolina Baptist Hospital. Th e 
breakdown of major businesses is: 

Businesses by Type Percen t 

Professional and Religious 25.2% 
Manufacturing 21.8 % 
Finance, Insurance and Real Estate 15.4 % 
Retail Trade (incl. restaurants) 14.7 % 

There are 51,455 private sector and 13,073 public sector workers, with 395 working at home. The averag e annua l 
household expenditure for food away from home averaged $661 fo r lunch and $942 for dinner. 

Average meal ticket prices are projected at $3.50 for breakfast, $4.50 for lunch and $5.50 for dinner, matching those 
at the two K&W Cafeterias . (Note that K&W doe s not serve breakfast. EastSide Cafeteria will begin by serving 
breakfast three workdays per week and expand, as and i f business warrants.) 

The target audience for the cafeteria is the 16-and-over population who either live or work within a five-mile radius 
of th e cafeteria, which include s 126,000 residents and 65,000 daily workers (191,000 total, some of whom are 
residents). Thi s includes all income levels, although high income customers may b e less likely to choose dining in 
a middle class environment. W e anticipat e that this resistance will not apply to the take-out service. 
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In the market, national cafeteria and buffet concepts average a 1  % sale s share of the total restaurant food service 
dollar. Th e competitio n varies widely. The neares t dine-in or take-out facilitie s include: 

McDonald's. 
Burger King. 
Bojangles. 
Kentucky Fried Chicken. 
Mr. L u Chinese . 
Campus Pizza and Sub . 
K&W Cafeteri a (about 6 miles away). 
Bell Brothers Cafeteria. 
Winston-Salem State University cafeteria (students only). 

EastSide Cafeteria will not compare directly in price or menu with the nearby fast food outlets. The closest direct 
competition is the University's cafeteria, but it only serves students. The tw o nearest public cafeterias are K&W an d 
Bell Brothers. 

4. Marketin g Pla n 

The EastSide Cafeteria project will employ a comprehensive marketing strategy to ensure awareness of the cafeteria, 
its importance in the community, its menu, hours of operation and unique take-out and shuttl e services. 

Several mass advertising options will be employed to carry out the strategy. Print media, including The 
Winston-Salem Journal, The Winston-Salem Chronicle, and Winston-Salem State University campus publications will 
be used for dissemination of the information. The same information will be broadcast on radio stations before, during, 
and for a week after the opening, with the possibility of a live remote broadcast from the cafeteria on opening day. 

Flyers will be a major means of promotion. Large local businesses such as R. J. Reynolds, Wachovia and Sara Lee 
will be targeted as well through direc t mail. 

Promotional tie-ins will be made with major events such as basketball tournaments at the Coliseum and the semiannual 
Furniture Mart held in nearby High Point. 

The unique features of this cafeteria, its local support, its hiring and training policies, and the personalities involved 
should generate news stories that will receive coverage in local media during and after the opening date. Media kits 
will be distributed several weeks before the opening and interviews with designated personnel wil l be encouraged. 

5. Development Plans 

EastSide Cafeteria will be a completely rehabilitated structure located in the East Winston Shopping Center at the 
intersection of two major thoroughfares. Th e single-stor y building of 10,000 square feet will provide adequate space 
to serve approximately 20 0 customers. There is ample parking space even when the cafeteria is full . 

An architect firm will develop the site plan, floor plan, elevation drawings and detailed construction plans. The 
interior design of the cafeteria will be designed to be attractive to all income levels and ages. Materials chosen for 
the customer areas of the building will be selected to create a friendly, inviting atmosphere. There will be a mixture 
of booths and freestanding tables. The table s can be moved together to accommodate larger groups. Highchairs wil l 
be provided for children. There will be movable workstations for contracted special events (wedding receptions, 
business breakfasts, etc.). 
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The cafeteri a layout will be designed to handle a large volume of customers with a minimum delay, with staff in the 
dining room to control customer flow. There will be a single entrance leading directly into the food line and a single 
exit positioned near the cashier's station. 

The menu and prices will be displayed in two places in the cafeteria; at the entrance to the customer line and 
immediately befor e the customer makes selections from the food service counters. Thi s information should speed up 
the customer line during peak periods. 

6. Operations Plan 

Critical to achieving the project's goals are the employee recruiting and training programs in food service preparation, 
management and administration. Hiring projections are for 30 full-time employees. The cafeteria will recruit at least 
7 5 % o f the projected employees from low-income residents, including public assistance recipients and at-risk youth. 
These residents will be recruited both through existing channels i n conjunction with the Department of Social Services 
and the Housing Authority of Winston-Salem . The overall goal of the training program is to provide customers with 
the highest possible level of service and satisfaction. 

For EastSide Cafeteria to be successful and competitive it must have employees who want to improve work processes 
and enhance product quality . To be effective, these employees need to know not only technical skills but how to 
provide feedback (both written and oral), participate in problem analysis and solutions, work as team members, and 
lead others in supervisory situations . The y als o need to understand th e concepts of quality and continuou s 
improvement and how to attain quality and customer satisfaction. 

The program will provide mandatory training of up to eight hours per month after the initial training, to provide 
employees with the skills needed to be both productive employees and better citizens. Incentive s will be established 
and employees rewarded for going beyond the call of service in training, performance and commitment. Cash bonuses 
and stock options will be offered. 

Our job skills training program will be implemented on and off site in conjunction with Job Links, Forsyth Technical 
Community College and Winston-Salem State University. 

7. Management Team 

Directors 

The Company's Articles of Incorporation provide for a Board of Directors consisting of a minimum of five and a 
maximum of nine directors, with the actual number being set and changed from time to time by the Board of 
Directors. Th e membership of the initia l Board of Directors is currently set at five.  The number of directors, 
however, may be increased in the future, before or after the Company commences operations. The initial directors 
will serve until the first meeting of the shareholders at which time successor directors will be elected. Th e first 
meeting of the shareholders i s expected to be held in April 1999. Th e initial Board of Directors is authorized to act 
in all matters relating to the business of the Company which are necessary to its organization and commencement of 
business. The Articles of Incorporation will also provide certain limits on the liability of directors for their actions 
as directors as permitted by law. 
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The following is a list of the initia l directors of the Company, each of whom was an incorporator of the Company: 

Name 
Age at 
12/31/97 

Business Experience 
for las t five years 

Cornelius Elroy Battle 39 President, Freedom Insurance Corporation (life insurance agency); loan 
originator, Triad Mortgage; Pastor , Mount Moriah Missionary Baptist 
Church, all of Winston-Salem. 

Ruben J. Gilliam, Sr. 63 Pastor, North Winston Baptist Church, Winston-Salem. 

James R. Grace, Jr. 53 Executive Director, East Winston Community Development Corporation , 
Winston-Salem. 

Joseph Jones 53 Pastor, Zion Memorial Baptist Church, Winston-Salem. 

Marguerite Epps Landingham 4 3 Controller, Greensboro News & Record since 1997; prior to that, General 
Accounting Manager, Lucent Technologies since 1995; prior to that, 
Senior Accounting Specialist, AT&T Secure Communications Systems , 
all of Greensboro. 

Officers 

Proposed management to develop the Company is currently the East Winston Community Development Corporatio n 
("East Winston CDC"), which will act as project manager. James R. Grace, Jr., is the executive director of the East 
Winston CDC an d Marguerite Epps Landingham als o serves as a Director of the Eas t Winston CDC. Bot h serve as 
directors of the Company and their business experience is listed above under "Directors". 

Once the Company has been funded, operational management will be hired. The four key staff positions for ongoing 
management, training and supervision at EastSide Cafeteria are the general manager, two assistant managers and a 
secretary. Management, hired by the Board of Directors of David Capital, will oversee daily operations, including 
marketing strategies, promotions, advertising, human resources (staffing, federal and state regulatory compliance, 
wages and benefits, operating schedules, training, and food service operations), finance and administration (financial 
planning and control, purchasing, payroll, accounts payable, lease and utilities, taxes, freight, depreciation, interest 
and systems support). 

The project will employ a general manager who is experienced in cafeteria operations. He will be responsible for 
public relations, oversee assistant managers, and he will conduct weekly staff meetings and all in-service training. 
The First Assistant Manager will oversee food production in the cafeteria , meet with production staff in the morning s 
about menus and production, oversee the ordering of all food and other products, submit orders for approval to the 
general manager, control china and small wares accrual, disbursements and reorders, and write bakeshop and bread 
menus, and se t dail y production levels. Th e Board of Directors believes it has identified candidates for these two 
positions. 

The Second Assistant Manager will oversee building sanitation, kitchen storage rooms, coolers, dining rooms and 
loading dock. This manager will supervise the serving line to ensure that all workers are in proper uniform and that 
the line s are clean. In addition, the person selected will check portion size, monitor staff behavior, check food quality, 
and work with employees on problems. 

The Secretary will be responsible for bookkeeping, ensure that all reports are produced on time, keep unit operations 
records and manuals updated, work with management to ensure maintenance of employees files , do the payroll, and 
keep records of accounts payable and receivable. 
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8. Overal l Schedule 

The majo r stages of the project are pre-development, construction, furnishings, recruitment, training, and on-going 
management. Pre-developmen t includes the financing, securing a lease, and architectura l design an d drawings . 
Construction tasks include interior finish and leasehold improvements. 

The fina l phase includes purchasing th e equipment and furniture , refining the training curriculum an d recruitin g 
employees. 

Task Projected Date 

Finalize Lease 
Engineering Surve y 
Architectural Designs 
Groundbreaking 
Renovation of Building 
Recruitment/Assessment 
Training 
Order Furniture and Equipment 
Interior Finish 
Install Furniture and Equipment 
Grand Opening 

November 199 8 
November 199 8 
November 199 8 
January 199 9 
January to May 199 9 
February to March 199 9 
March to May 199 9 
June 199 9 
June 199 9 
July - August 199 9 
September 199 9 

9. Communit y Benefit s 

The objectives of East Winston CDC for the EastSide Cafeteria are to create jobs and benefits for residents, improve 
income distribution , produce an d offe r goods and service s fo r residents, involve community resource s i n a 
self-sustaining process, revitaliz e depressed local communities, and stimulat e both self-reliance and independence. 
We inten d to find our primary resources among local people and source s and t o use our profits to reinvest in the 
community fo r more job creation , education, healt h care an d recreation . Decisio n makin g i n our economi c 
development projects will require community initiative and community control. 

The cafeteria will provide for increased economic and social self-sufficiency in several ways. Overall, we expect that 
the project will create at least 30 full-tim e equivalent jobs for the East Winston community. A t least 75% o f these 
jobs (more likely 90%), will be fille d by low-income residents of East Winston, including public-assistance recipients 
and at-ris k people. These will receive extensive and ongoing training in basic employ ability and occupational skill s 
to enable them to remain employed and accept increasing levels of responsibility in management. We hav e obtained 
the assistance of Job Link, Forsyth Technical Community College, Goodwill Industries , and Winston-Salem State 
University for the training phase of this project. With opportunities for employment and extensive job-based training, 
these residents can again have hope for career development and better pay. 

Because of the serious unemployment and underemployment situation in our area, this job training and employment 
opportunity wil l be targeted to those currently unemployed or underemployed. Candidates will be selected with the 
help of the Workforce Development Department (City of Winston-Salem), Goodwill Industries , and th e Forsyt h 
County Department of Social Services. We wil l encourage people to pursue their own restauran t or retail operation s 
ideas and wil l offer the training needed to become highly qualified employees and entrepreneurs . Thi s wil l help 
EWCDC meet our ultimate goal of developing self-sufficienc y among our residents. 
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10. Sources and Use s of Capital Funds 

Sources Amount 

Office of Community Services — Gran t 
NC Communit y Development Initiative — low-interes t loan 
City of Winston-Salem — low-interes t loan 
Bank Loan 
This Offering (at the minimum) 

$250,000 
200,000 
250,000 
241,500 
250,000 

Total $1,191,500 

Uses 
Equipment 
Furniture and Fixture s 
Leasehold Improvements 
Start-up Expenses 
Inventory 
Working Capital 
Construction Interest 

$177,000 
65,000 

664,000 
70,000 
15,000 

180,000 
20,000 

Total $1,191,500 

If this Offering raises more than the minimum ($250,000), the Company will not be required to obtain the Bank Loan. 
A gran t from the Office of Community Services of the United State s Department of Health an d Human Services 
("DHHS") has been approved for $250,000. The low-interes t loans from the NC Communit y Development Initiative 
("NCCDI") and the City of Winston-Salem are contingent on approval of this grant. Althoug h the Company is taking 
the actions it believes are necessary to obtain the low-interest loans from NCCDI and the City of Winston-Salem no w 
that the DHHS grant has been approved, there can be no assurances that NCCDI or the City of Winston-Salem will 
approve the low-interest loans. Eve n if the Company receives the necessary approvals, i t may b e severa l months 
beyond the expected opening date before the Company is able to commence operations. 

B. SIGNIFICANT AND BENEFICIAL IMPACTS 

The EastSid e Cafeteri a project will produce lasting, measurable benefits that will reduce the incidence of poverty in 
this community. 

The most direct effect of the project will be employment of 30 full-time equivalent local residents, most of whom are 
unemployed or underemployed, many on public assistance. A l l of the cafeteria workers will be given not only training 
but also continued support to achieve their goals of self-sufficiency and asse t accumulation to break the cycle of 
poverty. Th e trainin g will include both personal-skills and job-specific skills. 

Overall the community will benefit by having a new gathering place that is safe and reflective of more good things 
to come. The increas e in income accruing to the newly employed will also boost the local economy and improve other 
businesses indirectly. 

The sales generated at the cafeteria and the newly employed workers wages will add revenues to Federal, State and 
City operations. Propert y taxes will rise with the addition of a newly renovated building to the neighborhood. Public 
assistance payments will be reduced as residents move to self-sufficient lives. 

1. Impac t 
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The community is enhanced by construction of a new business i n the area that will help restore pride and confidence . 
The projec t also benefits the community by offering residents the help the y need to become productive and 
self-sufficient. 

2. Community Empowerment 

East Winston is a community in crisis. With census figures showing 43% of our residents living below the poverty 
level, 13% unemployed, 52% on some form of public assistance and more than twice the crime and homicide of the 
overall city, the Company believes this project as a catalyst for permanent, measurable benefits. EastSide Cafeteria 
will be an asset developed, owned, and operated by the community. 

3. Career Development Opportunities 

This project is a means to help our residents increase their income and positive net worth. The training provided is 
not just job-specific but will offer life skills that will remediate some of the needs not provided by their experience 
and environment. Such preparation will encourage employees to continue their education and prepare for richer career 
opportunities. Our goal is to offer these low-income residents a sense of hope that will lead to a safe place to live, 
meaningful work, a sense of security and community involvement. We also envision this opportunity as one that will 
allow employees to develop their entrepreneurial skills. We view EastSide Cafeteri a as a stepping stone for local 
residents to achieve self-sufficiency and a better quality of life. 

C. CRITICAL RISKS AND ASSUMPTIONS 

Construction Costs and Delays. Delays in the planning and construction phase could lead to cost overruns and thus 
materially increase the cost of the cafeteria. 

Dependence on Management. Failure of the project to attract a sufficiently qualified manager to oversee the entire 
project or failure of the manager to conform to required performance standards could have a material adverse effect 
on the project. 

Staff and Training. An inability to attract and thoroughly train the staff to ensure a top-quality operation when the 
Company opens the cafeteria could have an adverse affect on the financial success of the proposal. 

Lack of Operating History. The Company does not have an operating history. As a consequence, prospective 
subscribers of the Common Stock will have limited financial information on which to base an investment decision. 
The Company's proposed operations will be subject to other risks inherent in the establishment of a new business and , 
specifically, of a new restaurant. 

Grant and Loan Approvals. The Company must apply to NCCDI and the City of Winston-Salem for approval 
of low interest loans and must receive approval of the low interest loans from NCCDI and the City of Winston-Salem 
to commence it s business. Whil e such approvals wil l be sought and are expected to be obtained, no assurance can 
be given that they will be received. Even if the Company receives the necessary loan approvals, i t may be several 
months beyond the expected opening date before the Company is able to commence operations . 

Absence of Trading Market. There currently is no trading market for the Common Stock. There can be no 
assurances that an active trading market will develop for the Common Stock. Therefore , there is no assurance that 
subscribers wil l be able to resell their shares of Common Stock should the y need to liquidate their investment. 
Subscribers be financially prepared and able to hold their shares for an indefinite period. 

Determination of Offering Price. The offering price of $10.00 per share was arbitrarily established. No particular 
factors or negotiations played a role in setting the offering price. The minimum aggregate amount of the offering was 
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established by the Board of Directors to assure the minimum capital required by the projected business plan of the 
Company. Since this is an initial offering for a start-up restaurant, the aggregate purchase price for the stock (net of 
offering and organizational expenses and interest income) is essentially the same as the Company's initial book value. 
There is no assurance that subscribers will be able to resell their shares of the Common Stock at any time in the future 
for a price per share that is equal to or more than the offering price. 

No Dividends. It is expected that any Company earnings will be required for the development of the Company's 
business. Th e payment of dividends either in cash or stock will be considered by the Board of Directors when it is 
deemed prudent to do so. Further , the Company's ability to declare and pay futur e cash dividends wil l be dependent 
upon, among other things, the Company's income and fiscal condition, tax considerations, and general business 
conditions. I t is not anticipated that the Company can or will declare or pay cash dividends in the immediate future. 
Therefore, investors should not purchase shares with a view for a current return on their investment in the form of 
dividends. 

Competition. It is anticipated that the Company will encounter strong competition from other restaurants operating 
in the surrounding area. Many of these competitors have substantially greater resources than the Company and offer 
certain products and service s that the Company will not provide. While the Board of Directors believes that there is 
a need and a demand for the Company's services, there i s no assurance that the Company wil l be an effective 
competitor. 

Economic Conditions. The Company intends to be a community institution and anticipates the majority of its 
customers will be located in and doing business within a ten-mile radiu s of its proposed. Any factors adversel y 
affecting the economy of the community could, in turn, adversely affec t the abilit y of the Company to attract 
customers. Unfavorable economic conditions in the community could therefore have a material adverse effect on the 
profitability of the Company. 

D. OFFERING AND METHOD OF SUBSCRIPTION 

To Subscribe 

Complete the attached Subscription Offer and forward it with your payment to the Company. 

Terms of the Offering 

The Company is hereby offering subscribers a minimum of 25,000 shares up to a maximum of 100,000 shares of its 
Common Stock at a sales price of $10.00 per share. 

The Company reserves the right to terminate this offering at any time without notice. Unless terminated at an earlier 
date, subscriptions will be accepted by the Company until 5:00 p.m. Eastern Time on March 31, 1999. 

A minimum purchase of 10 shares (a minimum investment of $100) will be required of each subscriber until February 
28, 1999. Afte r that date, the minimum subscription will be 50. The Company may raise or make exceptions to the 
minimum and maximum shares offered should the Company determine that such action would be in the Company's 
best interests. 

This offer is being made only in North Carolina where the securities are exempt from securities registration. Offers 
and sale s of the Common Stock may be made by certain of the Company's officers and directors in reliance on 
applicable securities laws. Such officers and directors will receive no additional compensation for such services but 
may be reimbursed for reasonable expenses. Salarie s for Company personnel employed in connection with thi s 
offering and the costs of organizing and opening the Company and fo r professional and consulting fees will be incurred 
and charged against the funds collected for the Common Stock. 
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Each Subscription Offer will be held until it is accepted, rejected, or accepted in part. The Company may reject any 
offer to subscribe in whole or in part for any reason or no reason or may cancel acceptance of Subscription Offers 
in whole or in part for any reason or no reason until the date the shares purchased through this offering are issued, 
whether or not other subscribers are treated differently. I f a subscription or any part thereof is not accepted by the 
Company, the unaccepted payment, without interest , shall be promptly returned to the subscriber. Certificate s 
representing the shares of Common Stock purchased through this offering will be issued to subscribers as soon as 
practicable following the conclusion of the offering. 

If the Company is not organized for any other reason, all subscription proceeds after payment of expenses (but 
including any interest income earned on such funds), will be promptly returned pro rata to subscribers. 

Any interest income accruing on deposited funds will be the property of the Company. While held by the Company, 
deposited funds may be subject to claims of creditors of the Company. Subscriber s will not be permitted access to 
their funds unless and until the offering is terminated. 

The terms of this offering may be modified by the Company at any time without notice. 
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S U B S C R I P T I O N O F F E R 

D A V I D C A P I T A L, INC . 

W I N S T O N - S A L E M , N O R TH C A R O L I N A 

I have received and reviewed the Offering Circular dated November 1, 1998 (the "Offering Circular") of 
David Capital, Inc., a corporation organized under the laws of the State of North Carolina (the "Company"), and in 
sole reliance on the information contained therein, I hereby subscribe for shares of the common stock of the Company 
(the "Common Stock") at a price of $10.00 per share . 

In making this Subscription Offer, I acknowledge and agree that: 

1. This Subscription Offer may not be canceled, terminated or revoked by me unless the offering is 
terminated a s described in Paragraph 4. 

2. The Company reserves the right to accept this Subscription Offer for a lesser number of shares than 
the number noted below or to reject it altogether, for any reason or no reason, whether or not the subscriptions of 
other subscribers are treated differently. Subscriptions may b e accepted at any time . Acceptances must be in writing 
and ar e legally effective and bindin g on me whe n mailed to the address shown on this Subscription Offer, or i f m y 
address has changed and I  have provided th e new addres s to the Company in writing, to my ne w address . I f the 
subscription is accepted in part, I agree to purchase the accepted number of shares subject to the terms of this 
Subscription Offer. A  refund , wit h n o interes t or income thereon, wil l be made of al l amounts received for 
Subscriptions Offers not accepted. 

3. The Company reserves the right to cancel accepted Subscription Offers for any reason or no reason 
until the date the shares purchased through this offering are issued, which may b e several months after the offering 
ends. 

4. If the Company has not received Subscription Offers for at least 25,000 shares of its Common Stock 
by May 31 , 1999, then the subscription funds paid under this Subscription Offer, after deduction of the expenses of 
the offering, shall be returned pro rata to all subscribers, together with any interest income thereon (if any), provided 
that the distribution of interest income shall be weighted based upon the time elapsed from the date the subscription 
payment was made. 

5. All terms of the Offering Circular of the Company are incorporated herein by reference. I have read 
the Offering Circular and understand it, or have had i t explained to me b y my lega l representative, and I acknowledge 
the terms and conditions under which this offering is made as more fully set forth in the Offering Circular. In making 
my decisio n to purchase the Common Stock, I am relyin g solely upon the representations contained i n the Offering 
Circular, and I  confirm by my signatur e below that this Subscription Offer is made in accordance therewith. 

6. This subscription is nonassignable and nontransferable, except with the written consent of the 
Company. 

Substitute Form W-9; Under penalties of perjury, I certify that: (1) the Social Security number or Taxpayer 
Identification Number given below is correct; and (2 ) I am no t subject to backup withholding. (INSTRUCTION : 
YO U MUS T CROSS OUT # 2 ABOVE IF Y OU H A V E BEEN NOTIFIED BY TH E INTERNA L REVENUE 
SERVICE THAT Y OU A R E SUBJEC T TO B A C K U P WITHHOLDING BECAUSE OF UNDERREPORTIN G 
INTEREST OR DIVIDEND S ON YOU R TAX RETURN. ) 



My subscriptio n for V O I D 
shares of the Common Stock is payable in the 

($>0:Wper snare subscribed). A check in the full amount is included. A l l payments 

Signature 
(SEAL) 

Date 

Additional Signature 
(SEAL) 

Date 

STOCK REGISTRATION INFORMATIO N 
PLEASE PRINT 

Name(s) in which stock is to be registered 

Address (Street or P.O. Box) 

V O I D 

City, State and Zip Code 

Daytime Phone Evening Phone Taxpayer I.D. 
or Social Security Number 

Legal form of ownership: 
( )  Individua l 
( )  Tenant s in Common 
( )  Othe r 

( )  Join t Tenants with Right of Survivorship 
( )  Unifor m Transfers to Minors 

Please complete al l blanks on this Subscription Offer, make check or money order in the amount of $10.00 
for each share payable to "David Capital, Inc." and mail subscription and check to: 

David Capital, Inc. 
Post Office Box 20279 
Winston-Salem, Nort h Carolina 27101 

1733. 
Any questions concerning subscriptions or the offering may be directed to the above address or to (336) 723-

FOR OFFICE USE ONLY (DO NOT FIL L IN) VOID  Pai d with Subscription $_ 
No. of Shares Requested Refun d (i f any) $_ 
No. of Shares Accepted Balanc e due (if any) $_ 

amount of $. 
shall be made in United States currency by check, draft or money order payable to "David Capital, Inc." 

I HAVE READ AND UNDERSTAN D THIS SUBSCRIPTION OFFER . 



Q & A 

for peopl e interested in buying the common stock of David Capita l 

Q. Wha t is David Capital , Inc.? 

A. Davi d Capital, Inc., i s a company that hopes to set up and operate a new restaurant, tentatively called the 
Eastside Cafeteria, in the East Winston Shopping Plaza. The company was organized by the East Winston 
community and religious leaders, for two purposes: (1) t o establish a cafeteria to serve healthy food in our 
community, and (2) to provide jobs for local residents. The board of directors will include five local 
people who are business and religious leaders. The East Winston Community Development Corporation 
will manage the restaurant. 

Q. Tell me about the cafeteria. 

A. I t will be located in renovated space in the East Winston Shopping Plaza. The cafeteria intends to serve 
three meals a day and seat 200 people. I f this offering succeeds, the cafeteria should open in September 
1999. 

Q. Tell me about the stock that is for sale. 

A. Th e stock price is $10 a share. We have a total of 100,000 shares, and we must sell at least 25,000 shares 
in order to raise enough money to begin operations. I f we sell only 25,000 shares, we may operate the 
company, but we will have to get a commercial bank loan. 

Q. What are the risks of buying this stock? 

A. Th e risks are great, and you should not buy this stock if you cannot afford to lose the total amount you paid. 
Here are some of the reasons: We may not be able to find an experienced manager. We may not be able 
to find good employees. We wil l depend on loans for much of our budget, and these may not come 
through. There is a lot of competition in the restaurant business, especially from the many fast food 
restaurants in the area. Most importantly, there is no market for this stock, should you decide to sell. 

Q. How much stock can I buy? 

A. I f you buy before February 26, 1999, you must buy at least 10 shares (a total of at least $100). I f you buy 
after that time, you must buy 50 shares (a total of at least $500). We wil l stop selling stock when all the 
stock is sold or on May 31, 1999, whichever happens first. 

Q. If I buy stock, will the company definitely start operating the cafeteria? 

A. W e hope so, but we cannot promise. We have to sell 25,000 shares. I f we don't sell that many, we will 
not have enough money to start the business. I f you subscribe and we do not sell enough stock to begin 
operations, you will receive most, but not all, of your money back. We wil l deduct the costs related to 
making this offering from each share proportionately. 

Q. How do I buy stock? 

A. Us e the Subscription Form at the back of this Offering Circular. 





F O O D S E R V I C E 

May 11,19997 

Mr. Floyd D. Young 
President & CE O 
FDY, Incorporate d 
3401 S t Vardell Lane, Suite-B 
Charlotte, NC 28217-080 0 

To Whom It May Concern: 

This letter is to confirm the agreement between Floyd D. Young, Jr., Incorporated (FDY, Inc.) and the 
East Winston Community Development Corporation, too manage the EastSide Cafeteri a Catering an d 
Banquet facility. FD Y i s currently under contract to operate and manage the EastSide Cafeteria. 

FDY, Incorporated, a minority owned company, was founded in 1982 to meet the growing demands for 
quality food management and vending services in the Carolinas. Sinc e the company's inception, its 
services have grown to include all aspects of contract food and vending services. To date , FD Y 
employs 325 career-minde d men an d women. 

The business and Industrial Division provides full line cafeteria, catering and vending services to the 
businesses in the community. The commitment to excellence, quality and customers service is the 
responsibility of this division. Some of our business and industria l sites (some as large as 2,200 
employees) are at Fortune 100 companies. 

Our managers' expertise, professionalism, and attention for detail and sanitation, along with the support 
of over three hundred (300) employees ensure successful operations throughout the company. 
Currently, FDY, Inc . serves over 7,000 customers daily at eight different Businesses and Industrial 
facilities. 

We are excited about this new venture. The Winston-Salem/Forsyth County minority market is virtually 
untapped for catering and afford s many new opportunities . Also, the market for a quality banquet an d 
meeting facility is unmet in a community where African Americans enjoy 4 3% o f the city's population. 
We stan d ready to work with East Winston CDC t o make this project successful. 

Sincerely, 

Floyd D. Young, Jr. 
President/CEO 

FDY Inc. , A Food Service Management Company 

3401 ST. VARDELL LANE. SUITE B . CHARLOTTE, NC 28217 . (704)523-6605 



FOOD SERVICE 

Change of P a c e: Offer s an ever-changin g selectio n of re g i o n a l 

specialties, Mexican/South American Foods, 

Taco Bar, Pasta Bar, a nd othe r ethnic cuisines. 

Main Street Grill: Breakfast/Brunch offers eggs cooked to order. 

Lunch offers made-to-order c h a r - g r i l l ed burgers, 

steaks, chicken, a nd othe r hot sandwiches . 

Tomatoes: Offers an enormous selection of garden fresh 

items, soup of the day, c h i l i , specialty salads, 

a n d more. 

These stations permit us to serve more students more quickly while offering more variety a n d 

more quantity. 

The addition of the branded concept, like HI Dino's, also added variety and boosted 

participation. Confidentl y we ar e p r o v i d i ng a variety of satisfying, well-balanced, a n d 

nourishing meals to over 11,000 campus residents, faculty, a nd st a f f members, at f i ve major 

colleges/universities in N o r th Carolina . 

B U S I N E S S A N D I N D U S T R Y D I V I S I O N 

The Business and Industrial Division provides full line cafeteria, catering and vending services 

to the businesses in the community. Th e same commitment to excellence, quality a nd custome r 

service i s given in this division. Frequen t customer surveys feedback from  thi s a r ea help u s 

deliver the latest trends a nd preferences to our Business a nd Industria l accounts. 

Some of our business and industrial sites (some as large as 2,200 employees) are at Fortune 100 

companies. Ou r well-traine d s t a ff develops menus that provide well-balanced, nourishing, a nd 

attractive meals. Ou r o v e r a l l business structure allow s us to provide meals to our clients at 

competitive prices. Client s have the option of choosing either a profit/loss or f u l l y - s u b s i d i z e d 

accounts. 

Currently, FDY, Inc. serves over 7,000 employees daily at eight different Business and Industrial 

f a c i l i t i e s . 
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A p p l i c a t i o n fo r E m p l o y m e nt E a s t S i d e C a f e t e r i a A n Equa l Opportunity E m p l o y e r 

Please Print In Pencil D a t e P o s i t i o n A p p l y i ng F o r : . A c c e p t a b l e S a l a r y : $. . p e r . 
HOUR/ YEAR 

MX 

Street Address 

City, State Zip 

County 

T e l e p h o n e . 

T 5 T 

SCHOOL N A M E & ADDRESS OF SCHOOL DID YOU 
GRADUATE 

DEGREE & MAJOR 

HIGH 
SCHOOL 
HIGH 

SCHOOL 
HIGH 

SCHOOL 

TECHNICAL 
BUSINESS 
ORTRADE 
SCHOOL 

TECHNICAL 
BUSINESS 
ORTRADE 
SCHOOL 

TECHNICAL 
BUSINESS 
ORTRADE 
SCHOOL 

COLLEGE COLLEGE COLLEGE 

S p e c i a l Q u a l i f i c a t i o ns A nd S k i l l s 

Certificates or Special Training 

Restaurant Equipment Used. 

S u n M o n T u e s W e d T h u r F r i S a t 

E M P L O Y M E N T H I S T O R Y 
Start With Present or Last Job and work Back, Ask for Additional Sheets i f Necessary 

E m p l o y e r 

Address 

Dates 

. Job T i t l e. 

D u t i e s 

E n d Start 

Supervisor 

Reason F or L e a v i n g . 

B e g i n n i n g S a l a r y. 

E m p l o y e r 

Address 

Dates 

E n d . Start 

Supervisor 

Reason F or L e a v i n g . 

. B e g i n n i ng S a l a r y. 

E n d i n g S a l a r y . 

E m p l o y e r 

Address 

Dates 

Start E n d . B e g i n n i ng Salary 

E n d i n g Salarv 

E m p l o y e r 

Address 

Dates 

. Job T i t l e. 

D u ties 

E n d . Start. 

Supervisor 

Reason For L e a v i n g . 

. B e g i n n i ng S a l a r y. 

E n d i n g Salary. 

M a y W e C o n t a c t Y o ur P r e s e n t E m p l o y e r? Y e s N o 

F o r O f f i c e U se O n l y 

H i r e D e c i s i on 

S t a r t Date . 

E n d Dat e 

S t a r t P o s i t i o n . 

E n d P o s i t i o n 

N a m e 
Last First 

S o c i a l S e c u r i ty N u m b er 

B i r t h D a t e 

A d d r e s s 

P e r s o n To N o t i fy In C a se Of E m e r g e n cy Phone: 

Relationship Last 

T y p e of W o rk S e e k i n g : F u l l - T i m e P a r t - T i m e T e m p o r a r y 

C i r c l e A ny D a ys T h at Y ou C a n n ot W o r k: Su n Mon Tue s Wed ™ u r Fr i Sa* 

List A ny Hours you Cannot Work 

E n d i n g Salar y 

Job Title . 

D u t i e s 

Job T i t l e 

D u t i e s 

Reason F or L e a v i n g 

Supervisor. 

B e g i n n i n g R a te 

E n d i n g R a t e 





i c t o r y 

a s o n i c 

Utual Credit Union 
I N C O R P O R A T E D 

Victory MMCU and David Capital, Inc. 

W o r k i n g T o g e t h e r T o B u i l d 

A B e t t e r C o m m u n i t y 

T h e E a s t s i d e C a f e t e r i a 

Victory M M CU and David Capital 
Inc. Have united in an effort to 
increase community participation 
in the Eastside Cafeteria. As 
Winston-Salems oldest black 
owned financial institution, 
Victory-MMCU has played a cru-
cial role in assisting many in the 
black community to accumulate 
wealth and gain access to capital. 
Since 1946, Victory has provided 
loans and savings accounts to serve 
the needs of the often neglected 
and underappreciated people . 
Today, this desire to be of service to 
the community is evidenced 
through its partnership with David 
Capital, Inc. to develop the 
Eastside Cafeteria. 

David Capital 
Equity Accumulation 
Financing Program 

Individuals, churches, businesses 
and non-profit organizations can 
purchase a greater number of shares 
in David Capital and reduce initial 

outlay of cash by financing their 

stock purchase through a David 

Capital Loan from Victory 

Masonic Mutual Credit Union. 

David Capital 

Equity Loan Features : 

Loan Amounts: 
Loan terms: 
Interest Rate: 

$2,000 through $30,000 
Up to 5 years 
9.95% Fixe d 

Application Fee: $0 
Loan Fees: $ 0 
Membership Fee: $5 
Collateral: David Capital Stock at 
90% loan margin or 

other acceptable collat-
eral 

Other Requirements: 1 0% of loan 
Amount shall be main-
tained in savings 

account at V($15.00 minimum bal-

ance to maintain credit 
union membership) 

Financing Examples: SEE LOAN 
TABLE ON REVERSE SJDE 



Loan Amount $2,00 0 $5,000 $10,000 $15,000 $20,000 $25,000 $30,000 

$500 $1,000 $1,500 $2,000 $2,500 $3,000 

Payment Amounts 

3 year term $65/m $161 /m $322 / m l i l l i i s i $645 / m $806 / m $968 fm 

$780 / y $1,932 /y $3,864 / y $5,808 / y $7740 / y $9672 / y $11,616/y 

$43 /m $106 / m $212 / m $318/m $424 / m $531/m $637 / m 

$516/y $1,272/y $2,544 / y $3,816/y $5,088 / y $6,372 / y $7,644 fy 

Q u a l i f i c a t i o n C r i t e r i a : 

• Participant s must live within a 50-Mile radiu s of Winston-Salem 

• Individual s must meet Victory's standard loa n underwritin g 

guidelines 

• Churches , businesses and non-profit organizations must be at 

least 5 years old with 3 credit references and 2 years financial 

statements 

FOR MORE INFORMATION OR TO PARTICIPATE CALL 

O R C O M E BY : 

V I C T O R Y M A S O N IC M U T U AL C R E D IT U N I ON A T 

1225 E 25 TH S T R E E T 

W I N S T O N - S A L E M , NC 2710 1 

(336) 724-9081 F AX (336 ) 724-6014 

OFFICE HOURS - MONDAY THROUGH FRIDAY 

1 0 : A M T O 5:0 0 P.M . 













" M i l l i o n D o l l a r D a y " 

-Invest in Yourself and Your 

Community" 

=> Date: September 25,1999 

=> Time: 1:00-7:9 0 P M 

=> P l a c e : A e g i s F a m i ly Health C e n t e r 

2 299 East 14th S t r e et 

=> Of f New W a l k e r t o w n Road 

=> Contact : Eas t W i n s t on GOO 723-170 3 

G o s p e l C h o i r s / F o o d 

A C o m m u n i t y P l a y 

G o s p e l C h o i r s / F o o d 

A C o m m u n i t y P l a y D A V I D C A P I T A L , I N C O R P O A T E D 

I n v e s t I n " T h e E a s t s i d e C a f e t e r i a " 

T H E T I M E T O I N V E S T I S NOW 

F e a t u r e d S p e a k e r : R e v e r e n d J o h n M e n d e z 



September 15, 1999 

Dear Sir or Madam: 

On September 25, 1999, at Aegis Family Center, 2295 East 14th Street, David Capital 
wi l l host " M i l l i on Dollar Investment Day." The purpose o f this event is to extend an 
invitation to the faith-based community, and to all North Carolina residents, an 
opportunity to purchase stock in the EastSide Cafeteria. 

The East Winston Community Development Corporation and the Ministers Conference 
of Winston-Salem an d Vicinity formed a partnership called David Capital, to develop a 
full-service cafeteria in East Winston. Th e goal is to connect David Capital with the 
small investor and to give him/her the opportunity to create business wealth and new job 
opportunities in the community. 

We are asking for donation of services, and of merchandise that can be given away as 
prizes or taken as gifts for this event—Million Dollar Investment Day. Please complete 
and return the attached form with your donation. Our contact person, Georgia Smith, w i ll 
be contacting you by phone during the week of September 20th to arrange for your 
donation to be picked up. 

Please complete the attached form and fax it to 761-8014, or you may mail it to: 

Your contribution could greatly increase our chances fo r success and exposure throughou t 
this very diverse community. Thank you. 

Respectfully, 

David Capital, Incorporated 
1225 East 5th Street 

Winston-Salem, NC 2710 1 

James R. Grace, Jr. 
Director/David Capital 

1225 East fifth Street • Winston-Salem, A(£ 27101 • (Phone: (336) 723-1783 fAX: (336)761-8014 



The Mini s t e rs Conference o f Winston-Sale m 
a n d "East Winston CDC cor d i a l l y extends a n d 

i n v i t a t i o n to y o ur gospel, young adult or 
i n s p i r a t i o n a l choirs to p e r f o rm at the " M i l l i o n 
D o l l a r D a y" community event, an occasion to 

conclude th e stock sale f or th e "EastSide 
Cafeteria "Project. We  ar e asking l o c al church 
choirs to volunteer their services. I f you are 
w i l l i n g to help this most worthy effort , a nd 
contribute to it's success, please fill  out a nd 

r e t u r n the information c a rd i n c l u d ed "Than k 
you f or y o ur tim e & consideration 

E a s t S i d e C a f e t e r i a 

'Million Vollar Investment Day 

September 25, 1999 

i:ooTm - 6:ooTm 

Aegis Health Center 
( Parking Lot ) 

2295 Tast 14th Street 

Winston-SaCem, NC 

R.S.V.P. 9-16-9 9 
(The rai n date w i ll be the f o l l o w i ng Saturday. October 2. 1999) 



H i e New E a s t s i d e Cafeteria. J o i n us. 

I t i s r a re t h a t we f i nd t he o c c a s i o n to 

r e ( ax a n d e n j o y t he m a ny r e l a t i o n s h i p s 

t h a t we s h a r e . T t e a s e j o i n u s f or a 

r e ( a x i ng a f t e r n o o n t h a t w i l l f e a t u re 

" a n o r i g i n a l c o m e d ic s k e t c h, f o o d 

v e n d o r s , g a m es f or c h i l d r e n a nd m u s i c 

B y s o m e o f t he a r e a s Best, y ou will  a l s o 

h a v e t he o p p o r t u n i ty t o h a ve y o u r 

q u e s t i o n a n s w e r e d r e g a r d i ng t he 

p u r c h a s e o f s t o ck i n t he p r o j e c t. 

'EastSide C a f e t e r i a 

"Million Vottar Investment Day" 

September 25,1999 

vooTm - 6:oo?m 

Aegis famity Health Center 
( P a r k i n g t o t) 

2295 East 14th Street 

'Winston-Salem, NC 

R.S.V.T. 9 1 6 - 99 
(The rain date will be the following Saturday, October 2,1999) 





Percentage of 
Business Per Month 

Sept 

7.40% 

Oct 

7.40% 

Nov 

8.33% 

Meals Per Day 
Breakfast 

Year 1 
Year 2 
Year 3 

66 
76 
84 

66 
76 
84 

75 
86 
95 

Lunch 
Yearl 
Year 2 
Year 3 

332 
377 
423 

332 
377 
423 

374 
425 
476 

Dinner 
Yearl 
Year 2 
Year 3 

264 
302 
339 

264 
302 
339 

297 
340 
381 

Total (B +L+D) 
Yearl 
Year 2 
Year 3 

662 
756 
846 

662 
756 
846 

746 
851 
952 

Average Number of Customers 
Per Day 

Yearl 
Year 2 
Year 3 

Breakfast 
75 
86 
95 

Lunch 
374 
425 
476 

Average Ticket 
Yearl 
Year 2 
Year 3 

Breakfast 
$ 3.50 

3.60 
3.65 

Lunch 
$ 4.2 5 

4.35 
4.45 

Days Open Per Year 360 

Hours of Operation 
Breakfast 
Lunch 
Dinner 

6:30 A.M. 
11:00 A.M. 
4:30 P.M. 

to 
to 
to 

10:30 A.M. 
2:30 P.M. 
8:30 P.M. 

Feb Mar Apr May Jun Jul 

9.30% 9.30% 9.10% 8.33% 7.70% 7.70% 7.40% 

83 
96 
106 

83 
96 
106 

82 
94 
104 

75 
86 
95 

69 
79 
88 

69 
79 
88 

66 
76 
84 

417 
474 
531 

417 
474 
531 

408 
464 
520 

374 
425 
476 

345 
393 
440 

345 
393 
440 

332 
377 
423 

332 
380 
426 

332 
380 
426 

325 
372 
417 

297 
340 
381 

275 
315 
353 

275 
315 
353 

264 
302 
339 

833 
950 

1,063 

833 
950 

1,063 

815 
930 

1,040 

746 
851 
952 

689 
787 
880 

689 
787 
880 

662 
756 
846 

Revenue 
Total Customers Per Year Breakfas t Lunc h Dinne r Tota l 

268,560 $  93,96 1 571,24 1 534,82 2 1,200,02 3 
306,450 111,09 9 664,70 7 624,21 3 1,400,01 9 
343,020 124,67 2 761,98 6 713,41 9 1,600,07 7 

Dec 

9.02% 

81 
93 
103 

405 
460 
515 

322 
368 
413 

807 
921 

1,031 

Total 
746 
851 
953 

9.02% 

81 
93 
103 

405 
460 
515 

322 
368 
413 

807 
921 

1,031 

Dinner 
298 
340 
382 

Dinner 
$ 5.0 0 

5.10 
5.20 



Eastside Cafeteria 

Yearl 

Cash on Hand 
Sales 
Other 
Total Cash Available 
Cash Paid Out: 
Food 
Management 
Supervisor 
Gross Wages 
Payroll Tax 
Health Insurance 
Insurance 
Worker's Comp 
Equip Service Contract 
Utilities 
Telephone 
Trash 
Accounting & Legal 
Travel 
Supplies - Operation 
Advertising/Marketing 
Laundry 
Interest 
Depreciation/Amortization 
Equipment Lease 
Miscellaneous 
Taxes 
Subtotal 
Loan Principal 
Equipment 
Total Cash Paid 

32.0% 

10.5% 

2.8% 

2.6% 

3,013 

Note 1: 650,000 Term: 15 Years Rate: 10.0% 
Note 2: 200,000 Term: 15 Years Rate: 6.0% 
Note 3 350,000 Term: 20 Years Rate: 6.0% 

1 2 3 4 5 6 7 8 9 10 
Sept Oct Nov Dec Jan Feb Mar Apr May Jun 

355,000 346,548 339,803 335,866 338,626 342,986 345,392 353,210 359,644 362,670 
88,914 91,878 96,752 108,379 108,379 104,294 111,744 109,341 103,425 92,519 

0 0 0 0 0 0 0 0 0 0 
443,914 438,426 436,556 444,245 447,005 447,280 457,136 462,551 463,069 455,189 

28,453 29,401 30,961 34,681 34,681 33,374 35,758 34,989 33,096 29,606 
4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 
7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 
21,000 21,000 21,000 21,000 21,000 21,000 20,000 20,000 20,000 20,000 
3,496 3,496 3,496 3,496 3,496 3,496 3,391 3,391 3,391 3,391 
4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 
300 300 300 300 300 300 300 300 300 300 
499 499 499 499 499 499 484 484 484 484 

2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 
2,490 2,573 2,709 3,035 3,035 2,920 3,129 3,062 2,896 2,591 
300 300 300 300 300 300 300 300 300 300 

1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 
750 750 750 750 750 750 750 750 750 750 
200 200 200 200 200 200 200 200 200 200 
2,312 2,389 2,516 2,818 2,818 2,712 2,905 2,843 2,689 2,405 
6,446 6,594 6,838 7,419 5,819 5,215 5,587 5,467 5,171 4,626 
500 500 500 500 500 500 500 500 500 500 

8,167 8,146 8,126 8,105 8,085 8,064 8,043 8,022 8,000 7,979 
5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 

150 
0 0 0 0 0 0 0 0 0 

150 150 150 150 150 150 150 150 150 150 
0 0 0 0 0 0 0 0 0 0 

99,788 101,025 103,071 107,980 106,359 104,206 106,224 105,184 102,654 98,009 

Prepared By: 
SBTDC 3/6/00 

11 
Jul 

359,414 
92,519 

0 
451,933 

29,606 
4,792 
7,500 
20,000 
3,391 
4,000 
300 
484 

2,000 
2,591 
300 

1,000 
750 
200 

2,405 
4,626 
500 

7,957 
5,435 

0 
150 
0 

3,034 3,054 3,075 3,096 3,116 3,137 3,159 3,180 3,201 

97,987 

3,223 

102,802 104,05 8 106,12 5 111,05 5 109,45 5 107,32 3 109,361 

12 
Aug 

356,158 
91,878 

0 
448,037 

29,401 
4,792 
7,500 
20,000 
3,391 
4,000 
300 
484 

2,000 
2,573 
300 

1,000 
750 
200 

2,389 
4,594 
500 

7,935 
5,435 

0 
150 
0 97,694 

3,245 

108,343 105,83 4 101,21 0 101,21 0 100,93 8 

Total 

1,200,023 
0 

384,007 
57,498 
90,000 
246,000 
41,317 
48,000 
3,600 
5,902 
24,000 
33,601 
3,600 
12,000 
9,000 
2,400 
31,201 
68,401 
6,000 
96,628 
65,226 

0 
1,800 

0 

37,534 

Cash Position 
(Add back depreciation) 

346,548 339,80 3 335,86 6 338,62 6 342,98 6 345,39 2 353,21 0 359,64 4 362,670 359,414 356,158 352,53 4 

Operating Income 
Taxes 
Net Income / Loss 

-10,874 -9,147 -6,319 
35% 

399 2,020 88 5,520 4,157 771 -5,490 -5,468 -5,815 

-10,874 -9,147 -6,319 399 2,020 88 5,520 4,157 771 -5,490 -5,468 -5,815 

-30,158 
0 

-30,158 

Annual Sales >  1,200,02 3 
Annual Expenses >  1,230,18 1 
Net Income >  -30,15 8 



Name Of Business Prepared By: 
SBTDC 3/6/00 

Year 2 
1 2 3 4 5 6 7 8 9 10 11 12 Total 

Cash on Hand 352,534 350,777 351,046 354,648 366,199 372,641 379,054 388,769 397,407 405,571 406,279 406,986 
Sales 103,733 107,191 112,877 126,442 126,442 121,676 130,367 127,563 120,662 107,938 107,938 107,191 1,400,019 
Other 0 0 0 0 0 0 0 0 0 0 0 0 0 
Total Cash Available 456,266 457,968 463,924 481,090 492,641 494,317 509,421 516,332 518,069 513,509 514,217 514,177 
Cash Paid Out: 
Food 31.0% 32,157 33,229 34,992 39,197 39,197 37,719 40,414 39,545 37,405 33,461 33,461 33,229 434,006 
Management 4,900 4,900 4,900 4,900 4,900 4,900 4,900 4,900 4,900 4,900 4,900 4,900 58,800 
Supervisor 7,800 7,800 7,800 7,800 7,800 7,800 7,800 7,800 7,800 7,800 7,800 7,800 93,600 
Gross Wages 24,500 24,500 24,500 24,500 24,500 24,500 24,500 24,500 24,500 24,500 24,500 24,500 294,000 
Payroll Tax 10.5% 3,906 3,906 3,906 3,906 3,906 3,906 3,906 3,906 3,906 3,906 3,906 3,906 46,872 
Health Insurance 4,300 4,300 4,300 4,300 4,300 4,300 4,300 4,300 4,300 4,300 4,300 4,300 51,600 
Insurance 300 300 300 300 300 300 300 300 300 300 300 300 3,600 
Worker's Comp 558 558 558 558 558 558 558 558 558 558 558 558 6,696 
Equip Service Contract 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 24,000 
Utilities 2.8% 2,905 3,001 3,161 3,540 3,540 3,407 3,650 3,572 3,379 3,022 3,022 3,001 39,201 
Telephone 300 300 300 300 300 300 300 300 300 300 300 300 3,600 
Trash 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 12,000 
Accounting & Legal 800 800 800 800 800 800 800 800 800 800 800 800 9,600 
Travel 300 300 300 300 300 300 300 300 300 300 300 300 3,600 
Supplies - Operation 2.6% 2,697 2,787 2,935 3,287 3,287 3,164 3,390 3,317 3,137 2,806 2,806 2,787 36,401 
Advertising/Marketing 5.0% 5,187 5,360 5,644 6,322 6,322 6,084 6,518 6,378 6,033 5,397 5,397 5,360 70,001 
Laundry 550 550 550 550 550 550 550 550 550 550 550 550 6,600 
Interest 7,913 7,891 7,869 7,847 7,824 7,801 7,778 7,755 7,732 7,709 7,685 7,661 93,465 
Depreciation/Amortization 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 5,435 65,226 
Equipment Lease 0 0 0 0 0 0 0 0 0 0 0 0 
Miscellaneous 150 150 150 150 150 150 150 150 150 150 150 150 1,800 
Taxes 0 0 0 0 5,109 2,345 4,136 3,569 0 0 0 714 15,873 
Subtotal 107,658 109,068 111,400 116,993 122,079 117,320 122,686 120,935 114,485 109,194 109,171 109,552 

Loan Principal 3,267 3,289 3,311 3,334 3,356 3,379 3,402 3,425 3,448 3,472 3,495 3,519 40,697 
Equipment 
Total Cash Paid 110,925 112,357 114,711 120,327 125,435 120,699 126,088 124,360 117,934 112,666 112,666 113,071 

350,777 351,046 354,648 366,199 372,641 379,054 388,769 397,407 405,571 406,279 406,986 406,542 
(Add back depreciation) 

Operating Income -3,925 -1,877 1,478 9,449 9,472 6,701 11,817 10,197 6,176 -1,256 -1,233 -1,647 45,353 
Taxes 35% 5,109 2,345 4,136 3,569 714 15,873 
Net Income / Loss -3,925 -1,877 1,478 9,449 4,363 4,356 7,681 6,628 6,176 -1,256 -1,233 -2,361 29,479 

Annual Sales >  1,400,01 9 
Annual Expenses >  1,370,54 0 
Net Income >  29,47 9 



Name Of Business 

Year 3 

Prepared By: 
SBTDC 

Annual Sales >  1,600,07 7 
Annual Expenses >  1,523,98 5 
Net Income >  76,09 2 

1 2 3 4 5 6 7 8 9 10 11 12 Total 

Cash on Hand 406,542 408,996 412,963 419,423 431,843 444,255 454,561 468,681 481.560 491.393 495.620 499 837 
baies 118,556 122,508 129,007 144,510 144,510 139,063 148,996 145,792 137,904 123,362 123.362 122.508 1.600.077 

Total Cash Available 
Cash Paid Out: 
Food 
Management 
Supervisor 
Gross Wages 
Payroll Tax 
Health Insurance 
Insurance 
Worker's Comp 
Equip Service Contract 
Utilities 
Telephone 
Trash 
Accounting & Legal 
Travel 
Supplies - Operation 
Advertising/Marketing 
Laundry 
Interest 
Depreciation/Amortization 
Equipment Lease 
Miscellaneous 
Taxes 
Subtotal 

Loan Principal 
Equipment 

Total Cash Paid 

Cash Position 
(Add back depreciation) 

Operating Income 
Taxes 
Net Income / Loss 

31.0% 

10.5% 

1.5% 

2.8% 

2.6% 
4.4% 

35% _ 

0 
525,098 

36,752 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,320 
300 
1200 
833 
350 

3,082 
5,187 
600 

7,637 
5,435 

175 
302 

117,994 

3,543 

121,537 

408,996 

864 
302 
562 

0 
531,504 

37,977 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,430 
300 

1,200 
833 
350 

3,185 
5,359 
600 

7,613 
5,435 

0 
175 

1,130 
120,409 

3,567 

123,976 

412,963 

3,228 
1,130 
2,099 

0 
541,970 

39,992 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,612 
300 

1,200 
833 
350 

3,354 
5,644 
600 

7,589 
5,435 

0 
175 

2,486 
124,391 

3,591 

127,982 

419,423 

7,102 
2,486 
4,616 

0 
563,933 

44,798 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
4,046 
300 

1,200 
833 
350 

3,757 
6,322 
600 

7,564 
5,435 

0 
175 

5,708 
133,910 

3,616 

137,525 

431,843 

16,308 
5,708 
10,600 

0 
576,353 

44,798 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
4,046 
300 

1,200 
833 
350 

3,757 
6,322 
600 

7,540 
5,435 

0 
175 

5,716 
133,894 

3,640 

137,534 

444,255 

16,333 
5,716 
10,616 

0 
583,318 

43,109 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,894 
300 

1,200 
833 
350 

3,616 
6,084 
600 

7,515 
5,435 

0 
175 

4,596 
130,527 

3,665 

134,193 

454,561 

13,131 
4,596 
8,535 

0 
603,556 

46,189 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
4,172 
300 

1,200 
833 
350 

3,874 
6,518 
600 

7,490 
5,435 

0 
175 

6,664 
136,620 

3,690 

140,310 

468,681 

19,039 
6,664 
12,376 

0 
614,473 

45,195 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
4,082 
300 

1,200 
833 
350 

3,791 
6,378 
600 

7,465 
5,435 

0 
175 

6,008 
134,633 

3,715 

138,349 

481,560 

17,167 
6,008 
11,158 

0 
619,464 

42,750 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,861 
300 

1,200 
833 
350 

3,586 
6,033 
600 

7,440 
5,435 

0 
175 

4,382 
129,766 

3,741 

133,506 

491,393 

12,521 
4,382 
8,138 

0 
614,755 

38,242 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,454 
300 

1,200 
833 
350 

3,207 
5,397 
600 

7,414 
5,435 

0 
175 

1,377 
120,805 

3,766 

124,571 

495,620 

3,934 
1,377 
2,557 

0 
618,982 

38,242 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,454 
300 

1,200 
833 
350 

3,207 
5,397 
600 

7,388 
5,435 

0 
175 

1,386 
120,789 

3,792 

124,580 

499,837 

3,959 
1,386 
2,574 

0 
622,345 

37,977 
5,000 
8,000 
28,000 
4,305 
4,600 
300 
615 

2,000 
3,430 
300 

1,200 
833 
350 

3,185 
5,359 
600 

7,362 
5,435 

0 
175 

1,218 
120,246 

3,818 

124,064 

503,716 

3,479 
1,218 
2,261 

0 

496,024 
60,000 
96,000 
336,000 
51,660 
55,200 
3,600 
7,380 
24,000 
44,802 
3,600 
14,400 
10,000 
4,200 
41,602 
70,000 
7,200 
90,018 
65,226 

0 
2,100 
40,973 

44,144 

117,065 
40,973 
76,092 



Pro-Forma Balance Sheet 
Opening and First Three Years 

[ Year Ending — ] 
Opening Yearl Year 2 Year 3 

Assets 
[Current Assets] 
Cash 355,000 352,534 406,542 503,716 
Accounts Receivable - - - -
Inventory 10,000 10,000 10,000 10,000 
Prepaid Expenses - - - -
Other Current Assets - - - -
Total Current Assets 365,000 362,534 416,542 513,716 

[Fixed Assets] 
Land 170,000 170,000 170,000 170,000 
Equipment & Machinery 310,000 310,000 310,000 310,000 
Furniture & Fixtures - - - -
Building 720,000 720,000 720,000 720,000 
Accumulated Depreciation - 54,226 108,452 162,677 
Total Fixed Assets 1,200,000 1,145,774 1,091,548 1,037,323 

[Other Assets] 
Start-up Expenses 60,000 60,000 60,000 60,000 
Contingency 50,000 50,000 50,000 50,000 
Accumulated Amortization - 11,000 22,000 33,000 
Total Other Assets 110,000 99,000 88,000 77,000 

Total Assets 1,675,000 1,607,308 1,596,090 1,628,039 

Liabilities and Shareholders' Equity 
[Current Liabilities] 
Accounts Payable -
Current LTD 
Current LTD 37,534 40,697 44,144 47,901 
Other Current Liabilities - - - -
Total Current Liabilities 37,534 40,697 44,144 47,901 

[Non-Current Liabilities ] 
Note(s) 1,162,466 1,121,769 1,077,626 1,029,724 
Total Long Term Debt 1,162,466 1,121,769 1,077,626 1,029,724 

Shareholders' Equity 
Common Stock 475,000 475,000 475,000 475,000 
Retained Earnings - (30,158) (679) 
Current Earnings - (30,158) 29,479 76,092 
Total Equity 475,000 444,842 474,321 550,413 

Total Liabl. & Equity 1,675,000 1,607,308 1,596,090 1,628,039 

[ Yea r Ending ] 
Ratios Openin g Year l Yea r 2 Yea r 3 

Current 9. 7 8. 9 9. 4 10. 7 

Quick 9.5 8.7 9.2 10.5 

Working Capital 327,466 321,837 372,398 465,815 

Debt/Equity 2.5 2.6 2.4 2.0 

Depreciation & Amortizatio n 

Depreciation: Yr s Amoun t Pe r Year 
Equipment & Machinery 1 0 310,00 0 31,00 0 
Furniture & Fixtures 7 
Building 3 1 720,00 0 23,22 6 54,22 6 
Contingency 1 0 50,00 0 5,00 0 
Start-up Expenses 10 60,000 6,000 11,000 
65,226 



Opening and Post Loan Balance Sheet 

Period: 30-Sep DEBIT CREDIT PRO-FORMA 
Assets 
[Current Assets] 
Cash 
Accounts Receivable 
Inventory 
Prepaid Expenses 
Other Current Assets 

475,000 

10,000 

120,000 355,000 

10,000 

Total Current Assets 475,000 10,000 120,000 365,000 

[Fixed Assets] 
Land 
Equipment & Machinery 
Furniture & Fixtures 
Building 
Accumulated Depreciation 

170,000 
310,000 

720,000 

170,000 
310,000 

720,000 

Total Fixed Assets 1,200,000 1,200,000 

[Other Assets] 
Start-up Expenses 
Contingency 
Accumulated Amortization 

60,000 
50,000 

60,000 
50,000 

Total Other Assets 110,000 110,000 

Total Assets 1,320,000 120,000 1,675,000 

Liabilities and Shareholders' Equity 
[Current Liabilities] 
Accounts Payable 
Current LTD 
Other Current Liabilities 

37,534 37,534 

Total Current Liabilities 37,534 37,534 

[Non-Current Liabilities ] 
Note(s) 1,162,466 1,162,466 
Total Long Term Debt 1,162,466 1,162,466 

Shareholders' Equity 
Common Stock 
Retained Earnings 
Current Earnings 

475,000 475,000 

Total Eauitv 475.000 475.000 

Total Liabl. & Equity 475,000 1,200,000 1,675,000 

Debt to Equity = 2.5 to1 

Project Cost 

Startup Fees 60,00 0 
Building 720,00 0 
Equipment Furn & Fix 310,00 0 
Land 170,00 0 
Inventory 10,00 0 
Contingency 50,00 0 
Other 
Total Startup Costs 1,320,00 0 

Working Capital 355,000 

Total Project Cost > 1,675,000 

CAPITALIZATION 
Loans: 
Bank(s) 650,00 0 
CDC FOUNDERS 200,00 0 
City: Winston-Salem 350,00 0 
Total Loans >  1,200,00 0 

Equity: 
Grants 325,00 0 
Churches (Shareholder) 100,00 0 
Private Donations 50,00 0 
Foundations 
Total Equity >  475,00 0 

Total Capitalization 1,675,000 



Income Statement 
Yearl Year 2 Year 3 Yearl Year 2 Year 3 

Sales 1,200,023 1,400,019 1,600,077 100.0% 100.0% 100.0% 

Food 384,007 434,006 496,024 32.0% 31.0% 31.0% 
Management 57,498 58,800 60,000 4.8% 4.2% 3.7% 
Supervisor 90,000 93,600 96,000 7.5% 6.7% 6.0% 
Gross Wages 246,000 294,000 336,000 20.5% 21.0% 21.0% 
Payroll Tax 41,317 46,872 51,660 3.4% 3.3% 3.2% 
Health Insurance 48,000 51,600 55,200 4.0% 3.7% 3.4% 
Insurance 3,600 3,600 3,600 0.3% 0.3% 0.2% 
Worker's Comp 5,902 6,696 7,380 0.5% 0.5% 0.5% 
Equip Service Contract 24,000 24,000 24,000 2.0% 1.7% 1.5% 
Utilities 33,601 39,201 44,802 2.8% 2.8% 2.8% 
Telephone 3,600 3,600 3,600 0.3% 0.3% 0.2% 
Trash 12,000 12,000 14,400 1.0% 0.9% 0.9% 
Accounting & Legal 9,000 9,600 10,000 0.7% 0.7% 0.6% 
Travel 2,400 3,600 4,200 0.2% 0.3% 0.3% 
Supplies - Operation 31,201 36,401 41,602 2.6% 2.6% 2.6% 
Advertising/Marketing 68,401 70,001 70,000 5.7% 5.0% 4.4% 
Laundry 6,000 6,600 7,200 0.5% 0.5% 0.4% 
Depreciation/Amortization 65,226 65,226 65,226 5.4% 4.7% 4.1% 
Equipment Lease 0 0 0 0.0% 0.0% 0.0% 
Miscellaneous 1,800 1,800 2,100 0.1% 0.1% 0.1% 
Operating Expenses 1,133,553 1,261,202 1,392,994 94.5% 90.1% 87.1% 

Operating Profits 66,470 138,818 207,083 5.5% 9.9% 12.9% 

Interest 96,628 93,465 90,018 8.1% 6.7% 5.6% 

Profits B4 Tax -30,158 45,353 117,065 -2.5% 3.2% 7.3% 
Tax 35 % 15,873 40,973 0.0% 1.1% 2.6% 
Profit After Tax -30,158 29,479 76,092 -2.5% 2.1% 4.8% 

Cash Flow From Operations: 
Profits -30,15 8 
Depreciation 65,22 6 
Cash Flow 35,06 7 

29,479 
65,226 
94,705 

76,092 
65,226 
141,318 

Interest 
Principal 

96,628 
37,534 

93,465 
40,697 

90,018 
44,144 

Cash Flow to Interest 
and Current Total Debt 
EBIT to Interest Expense 
EBIT to Inter &CMTD 

0.26 
0.69 
0.50 

0.71 
1.49 
1.03 

1.05 
2.30 
1.54 



Income Statement 
by Quarter YEAR 1 YEAR 2 

First Second Third Fourth Total First Second Third Fourth Total 

Sales 277,545 321,053 324,509 276,916 1,200,023 323,801 374,560 378,592 323,067 1,400,019 

Food 88,814 102,737 103,843 88,613 384,007 100,378 116,113 117,364 100,151 434,006 
Management 14,375 14,375 14,375 14,375 57,498 14,700 14,700 14,700 14,700 58,800 
Supervisor 22,500 22,500 22,500 22,500 90,000 23,400 23,400 23,400 23,400 93,600 
Gross Wages 63,000 63,000 60,000 60,000 246,000 73,500 73,500 73,500 73,500 294,000 
Payroll Tax 10,487 10,487 10,172 10,172 41,317 11,718 11,718 11,718 11,718 46,872 
Health Insurance 12,000 12,000 12,000 12,000 48,000 12,900 12,900 12,900 12,900 51,600 
Insurance 900 900 900 900 3,600 900 900 900 900 3,600 
Worker's Comp 1,498 1,498 1,453 1,453 5,902 1,674 1,674 1,674 1,674 6,696 
Equip Service Contract 6,000 6,000 6,000 6,000 24,000 6,000 6,000 6,000 6,000 24,000 
Utilities 7,771 8,989 9,086 7,754 33,601 9,066 10,488 10,601 9,046 39,201 
Telephone 900 900 900 900 3,600 900 900 900 900 3,600 
Trash 3,000 3,000 3,000 3,000 12,000 3,000 3,000 3,000 3,000 12,000 
Accounting & Legal 2,250 2,250 2,250 2,250 9,000 2,400 2,400 2,400 2,400 9,600 
Travel 600 600 600 600 2,400 900 900 900 900 3,600 
Supplies - Operation 7,216 8,347 8,437 7,200 31,201 8,419 9,739 9,843 8,400 36,401 
Advertising/Marketing 19,877 18,453 16,225 13,846 68,401 16,190 18,728 18,930 16,153 70,001 
Laundry 1,500 1,500 1,500 1,500 6,000 1,650 1,650 1,650 1,650 6,600 
Depreciation/Amortization 16,306 16,306 16,306 16,306 65,226 16,306 16,306 16,306 16,306 65,226 
Equipment Lease - - - - - - - - - -
Miscellaneous 450 450 450 450 1,800 450 450 450 450 1,800 
Operating Expenses 279,445 294,292 289,998 269,818 1,133,553 304,452 325,466 327,136 304,148 1,261,202 

Operating Profits (1,900) 26,761 34,511 7,098 66,470 19,349 49,093 51,457 18,919 138,818 

Interest 24,439 24,254 24,064 23,871 96,628 23,673 23,472 23,265 23,055 93,465 

Profits B4 Tax (26,339) 2,507 10,447 (16,773) (30,158) (4,325) 25,622 28,191 (4,136) 45,353 
Tax 35 % 7,454 8,419 15,873 
Profit After Tax (26,339) 2,507 10,447 (16,773) (30,158) (4,325) 18,168 28,191 (12,555) 29,479 

Income Statement 
by Quarter YEAR 3 

First Second Third Fourth Total 

Sales 370,071 428,083 432,692 369,232 1,600,077 

Food 114,722 132,706 134,134 114,462 496,024 
Management 15,000 15,000 15,000 15,000 60,000 
Supervisor 24,000 24,000 24,000 24,000 96,000 
Gross Wages 84,000 84,000 84,000 84,000 336,000 
Payroll Tax 12,915 12,915 12,915 12,915 51,660 
Health Insurance 13,800 13,800 13,800 13,800 55,200 
Insurance 900 900 900 900 3,600 
Worker's Comp 1,845 1,845 1,845 1,845 7,380 
Equip Service Contract 6,000 6,000 6,000 6,000 24,000 
Utilities 10,362 11,986 12,115 10,339 44,802 



Telephone 900 900 900 900 3,600 
Trash 3,600 3,600 3,600 3,600 14,400 
Accounting & Legal 2,500 2,500 2,500 2,500 10,000 
Travel 1,050 1,050 1,050 1,050 4,200 
Supplies - Operation 9,622 11,130 11,250 9,600 41,602 
Advertising/Marketing 16,190 18,728 18,929 16,153 70,000 
Laundry 1,800 1,800 1,800 1,800 7,200 
Depreciation/Amortization 16,306 16,306 16,306 16,306 65,226 
Equipment Lease - - - - -
Miscellaneous 525 525 525 525 2,100 
Operating Expenses 336,037 359,691 361,571 335,695 1,392,994 

Operating Profits 34,034 68,391 71,121 33,537 207,083 

Interest 22,839 22,619 22,395 22,165 90,018 

Profits B4 Tax 11,194 45,772 48,726 11,372 117,065 
Tax 3,918 16,020 17,054 3,980 40,973 
Profit After Tax 7,276 29,752 31,672 7,392 76,092 





1 Januray February March April May June July August September October November December 
Percentage of 
Business Per Month > 7.40% 7.40% 8.33% 9.02% 9.02% 9.30% 9.30% 9.10% 8.33% 7.70% 7.70% 7.40% 
Meals Per Day 

Morning 
Yearl 41 41 46 50 50 51 51 50 46 42 42 41 
Year 2 56 56 62 68 68 70 70 68 62 58 58 56 
Year 3 67 67 75 81 81 84 84 82 75 69 69 67 

Mid-Dav 
Yearl 130 130 146 158 158 163 163 159 146 135 135 130 
Year 2 205 205 231 250 250 258 258 253 231 214 214 205 
Year 3 275 275 309 335 335 345 345 338 309 286 286 275 

Evening 
Yearl 227 227 256 277 277 286 286 279 256 236 236 227 
Year 2 302 302 340 368 368 380 380 372 340 315 315 302 
Year 3 339 339 381 413 413 426 426 417 381 353 353 339 

Total (B+L+D) 
Yearl 397 397 447 484 484 499 499 489 447 413 413 397 
Year 2 563 563 634 686 686 708 708 693 634 586 586 563 
Year 3 680 680 766 829 829 855 855 837 766 708 708 680 

Average Number of Meals Revenue 
Per Day Morning Mid-Day Evening Total Total Customers Per Year Morning Mid-Day Evening Total 

Yearl 46 146 256 448 161,100 $ 103,159 393,251 1,011,817 1,508,227 
Year 2 63 231 340 634 228,300 143,083 644,370 1,407,540 2,194,993 
Year 3 75 310 382 766 275,820 182,019 890,471 1,646,352 2,718,842 

Average Ticket Breakfast Lunch Dinner 
Yearl $ 6.2 6 $ 7.50 $ 11.0 0 

Year 2 6.50 7.75 11.50 

Year 3 6.75 8.00 12.00 

E a s t S i d e C a t e r i n g & B a n q u e t 

P r e p a r e d by: J r g r a c e 

V e r s i o n # 5 

Days Open Per Year 36 0 

Hours of Operation 
Morning 6:3 0 A.M. t o 10:3 0 A.M. 
Mid-Day 11:0 0 A.M. t o 2:3 0 P.M. 
Evening 4:3 0 P.M. t o 8:3 0 P.M. 

Revenue: Yearl 
Morning 7,643 7,898 8,317 9,317 9,317 8,966 9,606 9,399 8,891 7,953 7,953 7,898.24 
Mid-Day 29,138 30,109 31,706 35,516 35,516 34,178 36,619 35,831 33,893 30,319 30,319 30,109 
Evening 74,969 77,468 81,578 91,382 91,382 87,937 94,218 92,192 87,204 78,009 78,009 77,468 
Total 111,750 115,475 121,602 136,215 136,215 131,080 140,443 137,423 129,988 116,281 116,281 115,475 
Year 2 
Morning 10,823 11,183 11,777 13,192 13,192 12,695 13,601 13,309 12,589 11,261 11,261 8,201 
Mid-Day 47,744 49,335 51,953 58,196 58,196 56,002 60,002 58,712 55,536 49,679 49,679 49,335 
Evening 104,290 107,766 113,484 127,121 127,121 122,329 131,067 128,249 121,310 108,518 108,518 107,766 
Total 162,856 168,285 177,213 198,509 198,509 191,026 204,671 200,269 189,434 169,459 169,459 165,303 
Year 3 
Morning 13,487 13,936 14,675 16,439 16,439 15,819 16,949 16,585 15,687 14,033 14,033 13,936 
Mid-Day 65,978 68,178 71,795 80,422 80,422 77,391 82,919 81,136 76,746 68,653 68,653 68,178 
Evening 121,985 126,051 132,738 148,689 148,689 143,085 153,305 150,008 141,892 126,930 126,930 126,051 
Total 201,449 208,164 219,208 245,551 245,551 236,295 253,173 247,728 234,326 209,616 209,616 208,164 
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Revenue; Year1 
Morning 7,643 7,898 8,317 9,317 9,317 8,966 9,606 9,399 8,891 7,953 7,953 7,898.24 103,159 0.068398 
Mid-Day 29,138 30,109 31,706 35,516 35,516 34,178 36,619 35,831 33,893 30,319 30,319 30,109 393,251 0.260737 
Evening 74,969 77,468 81,578 91,382 91,382 87,937 94,218 92,192 87,204 78,009 78,009 77,468 1,011,817 0.670865 
Total 111,750 115,475 121,602 136,215 136,215 131,080 140,443 137,423 129,988 116,281 116,281 115,475 1,508,227 
Year 2 
Morning 10,823 11,183 11,777 13,192 13,192 12,695 13,601 13,309 12,589 11,261 11,261 8,201 143,083 
Mid-Day 47,744 49,335 51,953 58,196 58,196 56,002 60,002 58,712 55,536 49,679 49,679 49,335 644,370 
Evening 104,290 107,766 113,484 127,121 127,121 122,329 131,067 128,249 121,310 108,518 108,518 107,766 1,407,540 
Total 
Year 3 

162,856 168,285 177,213 198,509 198,509 191,026 204,671 200,269 189,434 169,459 169,459 165,303 2,194,993 

Morning 13,487 13,936 14,675 16,439 16,439 15,819 16,949 16,585 15,687 14,033 14,033 13,936 182,019 
Mid-Day 65,978 68,178 71,795 80,422 80,422 77,391 82,919 81,136 76,746 68,653 68,653 68,178 890,471 
Evening 121,985 126,051 132,738 148,689 148,689 143,085 153,305 150,008 141,892 126,930 126,930 126,051 1,646,352 
Total 201,449 208,164 219,208 245,551 245,551 236,295 253,173 247,728 234,326 209,616 209,616 208,164 2,718,842 

1,508,227 

Eastside Catering Note 1: 250,000 Term: 5 Years Rate: 114.0% Prepared By: 

Yearl 
Note 2: 200,000 Term: 15 Years Rate: 6.0% EWCDC 3/6/00 

Yearl Note 3 50,000 Term: 5 Years Rate: 7.2% 
EASTSIDE CATERING & 1 2 3 4 5 6 7 8 9 10 11 12 Total 
BANQUET Sept Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug 

Total 

Cash on Hand 10,000 7,688 7,411 10,478 21,524 34,170 44,412 59,767 73,473 83,119 85,281 87,443 
Sales 111,750 115,475 121,602 136,215 136,215 131,080 140,443 137,423 129,988 116,281 116,281 115,475 1,508,227 100.0% 
Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0.0% 
Total Cash Available 121,750 123,164 129,012 146,693 157,739 165,250 184,855 197,190 203,460 199,400 201,562 202,918 
Cash Paid Out: 
Food 35.0% 39,113 40,416 42,561 47,675 47,675 45,878 49,155 48,098 45,496 40,698 40,698 40,416 527,880 35.0% 
Management 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 4,792 57,498 3.8% 
Supervisor 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 7,500 90,000 6.0% 
Gross Wages 28,833 28,833 28,833 28,833 28,833 28,833 28,833 28,833 28,833 28,833 28,833 28,833 345,996 22.9% 
Payroll Tax 10.5% 4,318 4,318 4,318 4,318 4,318 4,318 4,318 4,318 4,318 4,318 4,318 4,318 51,817 3.4% 
Health Insurance 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 4,000 48,000 3.2% 
Insurance 300 300 300 300 300 300 300 300 300 300 300 300 3,600 0.2% 
Worker's Comp 617 617 617 617 617 617 617 617 617 617 617 617 7,402 0.5% 
Equip Service Contract 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 24,000 1.6% 
Utilities 2.8% 3,129 3,233 3,405 3,814 3,814 3,670 3,932 3,848 3,640 3,256 3,256 3,233 42,230 2.8% 
Telephone 300 300 300 300 300 300 300 300 300 300 300 300 3,600 0.2% 
Trash 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 12,000 0.8% 
Accounting & Legal 750 750 750 750 750 750 750 750 750 750 750 750 9,000 0.6% 
Travel 200 200 200 200 200 200 200 200 200 200 200 200 2,400 0.2% 
Supplies - Operation 2.6% 2,906 3,002 3,162 3,542 3,542 3,408 3,652 3,573 3,380 3,023 3,023 3,002 39,214 2.6% 
Advertising/Marketing 7,588 7,774 8,080 8,811 7,211 6,554 7,022 6,871 6,499 5,814 5,814 5,774 83,811 5.6% 
Laundry 500 500 500 500 500 500 500 500 500 500 500 500 6,000 0.4% 
Interest 3,675 3,666 3,658 3,649 3,640 3,631 3,621 3,612 3,602 3,592 3,582 3,571 43,498 2.9% 
Depreciation/Amortization 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 68,866 4.6% 
Equipment Lease 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 12,000 0.8% 
Miscellaneous 150 150 150 150 150 150 150 150 150 150 150 150 1,800 0.1% 
Taxes 0 0 0 0 0 0 0 0 0 0 0 0 0 0.0% 
Subtotal 118,408 120,091 122,863 129,489 127,880 125,139 129,381 128,000 124,615 118,382 118,372 117,995 

Loan Principal 1,393 1,401 1,410 1,419 1,428 1,437 1,447 1,456 1,466 1,476 1,486 1,496 17,315 1.1% 
Equipment 

1.1% 

Total Cash Paid 119,801 121,492 124,273 130,908 129,308 126,576 130,827 129,456 126,081 119,858 119,858 119,492 

Cash Position 7,688 7,411 10,478 21,524 34,170 44,412 59,767 73,473 83,119 85,281 87,443 89,165 
(Add back depreciation) 

Operating Income 
Taxes 
Net Income / Loss 

27,614 
0 
27,614 

1.8% 
0.0% 
1.8% 

Annual Sales >  1,508,22 7 
Annual Expenses >  1,480,61 3 
Net Income >  27,61 4 
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EASTSIDE CATERING & 
BANQUET 
Year 2 

Prepared By: 
EWCDC 

Annual Sales >  2,194,99 3 
Annual Expenses >  1,887,41 3 
Net Income >  307,57 9 

3 

i 

Cash on Hand 
Sales 
Other 
Total Cash Available 
Cash Paid Out: 
Food 
Management 
Supervisor 
Gross Wages 
Payroll Tax 
Health Insurance 
Insurance 
Worker's Comp 
Equip Service Contract 
Utilities 
Telephone 
Trash 
Accounting & Legal 
Travel 
Supplies - Operation 
Advertising/Marketing 
Laundry 
Interest 
Depreciation/Amortization 
Equipment Lease 
Miscellaneous 
Taxes 
Subtotal 

Loan Principal 
Equipment 
Total Cash Paid 

Cash Position 
(Add back depreciation) 

Operating Income 
Taxes 
Net Income / Loss 

31.0% 

10.5% 

2.8% 

2.6% 
5.0% 

35% _ 

89,165 
162,856 

0 
252,022 

50,485 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
4,560 
300 

1,000 
800 
300 

4,234 
8,143 
550 

3,561 
5,739 
1,000 
150 
0 

135,246 

1,507 

136,753 

121,007 
5,739 

27,610 

27,610 

121,007 
168,285 

0 
289,292 

52,168 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
4,712 
300 

1,000 
800 
300 

4,375 
8,414 
550 

3,550 
5,739 
1,000 
150 
0 

137,482 

1,518 

139,001 

156,030 

30,803 

30,803 

0 

156,030 
177,213 

0 
333,243 

54,936 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
4,962 
300 

1,000 
800 
300 

4,608 
8,861 
550 

3,538 
5,739 
1,000 
150 
0 

141,167 

1,530 

142,697 

196,285 

36,046 

36,046 

4 

196,285 
198,509 

0 
394,794 

61,538 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
5,558 
300 

1,000 
800 
300 

5,161 
9,925 
550 

3,526 
5,739 
1,000 
150 
0 

149,972 

1,541 

151,513 

249,020 

48,537 

48,537 

5 

249,020 
198,509 

0 
447,528 

61,538 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
5,558 
300 

1,000 
800 
300 

5,161 
9,925 
550 

3,514 
5,739 
1,000 
150 

67,041 
217,000 

1,553 

218,554 

234,714 

48,549 
67,041 
-18,492 

6 

234,714 
191,026 

0 
425,740 

59,218 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
5,349 
300 

1,000 
800 
300 

4,967 
9,551 
550 

3,502 
5,739 
1,000 
150 

15,462 
162,311 

1,566 

163,877 

267,601 

44,177 
15,462 
28,715 

7 

267,601 
204,671 

0 
472,272 

63,448 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
5,731 
300 

1,000 
800 
300 

5,321 
10,234 
550 

3,489 
5,739 
1,000 
150 

18,265 
170,750 

1,579 

172,329 

305,682 

52,185 
18,265 
33,920 

8 

305,682 
200,269 

0 
505,951 

62,084 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
5,608 
300 

1,000 
800 
300 

5,207 
10,013 
550 

3,476 
5,739 
1,000 
150 

17,367 
168,017 

1,592 

169,609 

342,081 

49,619 
17,367 
32,253 

9 

342,081 
189,434 

0 
531,515 

58,725 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
5,304 
300 

1,000 
800 
300 

4,925 
9,472 
550 

3,462 
5,739 
1,000 
150 
0 

146,150 

1,606 

147,756 

389,498 

43,284 

43,284 

10 

389,498 
169,459 

0 
558,956 

52,532 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
4,745 
300 

1,000 
800 
300 

4,406 
8,473 
550 

3,447 
5,739 
1,000 
150 
0 

137,866 

1,621 

139,487 

425,209 

31,593 

31,593 

11 

425,209 
169,459 

0 
594,667 

52,532 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
4,745 
300 

1,000 
800 
300 

4,406 
8,473 
550 

3,432 
5,739 
1,000 
150 
0 

137,851 

1,636 

139,487 

460,920 

31,608 

31,608 

12 

460,920 
165,303 

0 
626,223 

51,244 
4,900 
7,800 
30,000 
4,484 
4,300 
300 
641 

2,000 
4,628 
300 

1,000 
800 
300 

4,298 
8,265 
550 

3,416 
5,739 
1,000 
150 

47,486 
183,600 

1,652 

185,252 

446,710 

29,188 
47,486 
-18,297 

Total 

2,194,993 
0 

680,448 
58,800 
93,600 
360,000 
53,802 
51,600 
3,600 
7,686 
24,000 
61,460 
3,600 
12,000 
9,600 
3,600 
57,070 
109,750 
6,600 
41,913 
68,866 
12,000 
1,800 

165,620 

18,901 

473,199 
165,620 
307,579 

100.0% 
0.0% 

31.0% 
2.7% 
4.3% 
16.4% 
2.5% 
2.4% 
0.2% 
0.4% 
1.1% 
2.8% 
0.2% 
0.5% 
0.4% 
0.2% 
2.6% 
5.0% 
0.3% 
1.9% 
3.1% 
0.5% 
0.1% 
7.5% 

0.9% 

21.6% 
7.5% 
14.0% 

3/6/00 



EASTSIDE CATERING & 
BANQUET 
Year 3 

Prepared By: 
SBTDC 

1 2 3 4 5 6 7 8 9 10 11 12 Total 

Cash on Hand 446,710 482,612 521,094 563,820 616,681 669,535 718,818 774,590 828,259 876,759 915,737 954,705 
Sales 201,449 208,164 219,208 245,551 245,551 236,295 253,173 247,728 234,326 209,616 209,616 208,164 2,718,842 100.0% 
Other 0 0 0 0 0 0 0 0 0 0 0 0 0 
Total Cash Available 648,159 690,777 740,302 809,371 862,231 905,829 971,991 1,022,319 1,062,584 1,086,375 1,125,353 1,162,870 
Cash Paid Out: 
Food 31.0% 62,449 64,531 67,954 76,121 76,121 73,251 78,484 76,796 72,641 64,981 64,981 64,531 842,841 31.0% 
Management 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 5,000 60,000 2.2% 
Supervisor 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 8,000 96,000 3.5% 
Gross Wages 31,500 31,500 31,500 31,500 31,500 31,500 31,500 31,500 31,500 31,500 31,500 31,500 378,000 13.9% 
Payroll Tax 10.5% 4,673 4,673 4,673 4,673 4,673 4,673 4,673 4,673 4,673 4,673 4,673 4,673 56,070 2.1% 
Health Insurance 4,600 4,600 4,600 4,600 4,600 4,600 4,600 4,600 4,600 4,600 4,600 4,600 55,200 2.0% 
Insurance 300 300 300 300 300 300 300 300 300 300 300 300 

668 
3,600 0.1% 

Worker's Comp 1.5% 668 668 668 668 668 668 668 668 668 668 668 
300 
668 8,010 0.3% 

Equip Service Contract 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 2,000 24,000 0.9% 
Utilities 2.8% 5,641 5,829 6,138 6,875 6,875 6,616 7,089 6,936 6,561 5,869 5,869 5,829 76,128 2.8% 
Telephone 300 300 300 300 300 300 300 300 300 300 300 300 3,600 0.1% 
Trash 1200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 14,400 0.5% 
Accounting & Legal 833 833 833 833 833 833 833 833 833 833 833 833 10,000 0.4% 
Travel 350 350 350 350 350 350 350 350 350 350 350 350 4,200 0.2% 
Supplies - Operation 2.6% 5,238 5,412 5,699 6,384 6,384 6,144 6,582 6,441 6,092 5,450 5,450 5,412 70,690 2.6% 
Advertising/Marketing 4.4% 8,813 9,107 9,590 10,742 10,742 10,337 11,076 10,838 10,251 9,170 9,170 9,107 118,944 4.4% 
Laundry 600 600 600 600 600 600 600 600 600 600 600 600 7,200 0.3% 
Interest 3,400 3,382 3,364 3,345 3,325 3,304 3,281 3,257 3,232 3,205 3,176 3,146 39,416 

68,866 
1.4% 

Depreciation/Amortization 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 5,739 
39,416 
68,866 2.5% 

Equipment Lease 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 12,000 0.4% 
Miscellaneous 175 175 175 175 175 175 175 175 175 175 175 175 2,100 0.1% 
Taxes 17,140 18,538 20,834 26,301 26,308 24,397 27,903 26,783 24,014 18,901 18,911 18,621 268,652 9.9% 
Subtotal 169,618 173,736 180,517 196,706 196,693 190,986 201,352 197,988 189,729 174,514 174,495 173,582 

268,652 9.9% 

Loan Principal 1,668 1,685 1,704 1,723 1,743 1,764 1,787 1,811 1,836 1,863 1,892 1,922 21,397 0.8% 
Equipment 

0.8% 

Total Cash Paid 171,286 175,422 182,220 198,429 198,436 192,751 203,139 199,799 191,565 176,377 176,387 175,505 

Cash Position 482,612 521,094 563,820 616,681 669,535 718,818 774,590 828,259 876,759 915,737 954,705 993,104 
(Add back depreciation) 

Operating Income 48,972 52,966 59,525 75,146 75,166 69,705 79,724 76,523 68,611 54,004 54,032 53,203 767,577 28.2% 
Taxes 35% 17,140 18,538 20,834 26,301 26,308 24,397 27,903 26,783 24,014 18,901 18,911 18,621 268,652 9.9% 
Net Income / Loss 31,832 34,428 38,691 48,845 48,858 45,308 51,821 49,740 44,597 35,102 35,121 34,582 498,925 18.4% 

Annual Sales 
Annual Expenses -
Net Income 

2,718,842 
2,219,917 
498,925 

4 



Opening and Post Loan Balance Sheet 

Period: 30-Sep DEBIT CREDIT PRO-FORMA 
Assets Project post 
[Current Assets] 
Cash 950,000 820,000 130,000 Startup Fees 25,000 
Accounts Receivable Building 700,000 
Inventory 15,000 15,000 Equipment Fum & Fix 225,000 
Prepaid Expenses Land 150,000 
Other Current Assets Inventory 15,000 
Total Current Assets 950,000 15,000 820,000 145,000 Contingency 20,000 

Other 
[Fixed Assets] Total Startup Costs 1,135,000 
Land 150,000 150,000 
Equipment & Machinery 225,000 225,000 
Furniture & Fixtures 135,000 135,000 Working Capital 90,000 
Building 700,000 700,000 
Accumulated Depreciation Total Project Cost > 1,225,000 
Total Fixed Assets 1,210,000 1,210,000 

[Other Assets] 
Start-up Expenses 25,000 25,000 
Contingency 20,000 20,000 CAPITALIZATION 
Accumulated Amortization Loans: 
Total Other Assets 45,000 45,000 Bank(s) 25,000 

CITY OF W-S 200,000 
Total Assets 130,000 1,270,000 820,000 1,400,000 FUNDERS 50,000 

Total Loans > 275,000 

Liabilities and Shareholders' Equity Equity: 
[Current Liabilities] Grants 450,000 
Accounts Payable Churches (Shareholder) 500,000 
Current LTD 17,315 17,315 Private Donations 
Other Current Liabilities Foundations 
Total Current Liabilities 17,315 17,315 Total Equity > 950,000 

[Non-Current Liabilities] 
Note(s) 426,835 426,835 Total Capitalization 1,225,000 
Total Long Term Debt 426,835 426,835 

Shareholders' Equity 
Common Stock 950,000 950,000 
Retained Earnings 
Current Earnings 
Total Equitv 950.000 950.000 

Total Liabl. & Equity 950,000 444,150 1,394,150 

Debt to Equity = 0. 5 to 1 5,85 0 
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Pro-Forma Balance Sheet 
Opening and First Three Years 

Year Ending 
Opening Yearl Year 2 Year 3 

Assets 
[Current Assets] 
Cash 130,000 89,165 446,710 993,104 
Accounts Receivable 
Inventory 15,000 15,000 15,000 15,000 
Prepaid Expenses 
Other Current Assets 
Total Current Assets 145,000 104,165 461,710 1,008,104 

[Fixed Assets] 
Land 150,000 150,000 150,000 150,000 
Equipment & Machinery 225,000 225,000 225,000 225,000 
Furniture & Fixtures 135,000 135,000 135,000 135,000 
Building 700,000 700,000 700,000 700,000 
Accumulated Depreciation 64,366 128,733 193,099 
Total Fixed Assets 1,210,000 1,145,634 1,081,267 1,016,901 

[Other Assets] 
Start-up Expenses 25,000 25,000 25,000 25,000 
Contingency 20,000 20,000 20,000 20,000 
Accumulated Amortization 4,500 9,000 13,500 
Total Other Assets 45,000 40,500 36,000 31,500 

Total Assets 1,400,000 1,290,299 1,578,977 2,056,505 

Liabilities and Shareholders' Equity 
[Current Liabilities] 
Accounts Payable 
Current LTD 
Current LTD 17,315 18,901 21,397 26,447 
Other Current Liabilities 
Total Current Liabilities 17,315 18,901 21,397 26,447 

[Non-Current Liabilities] 
Note(s) 257,685 238,784 217,386 190,939 
Total Long Term Debt 257,685 238,784 217,386 190,939 

Shareholders' Equity 
Common Stock 950,000 950,000 950,000 950,000 
Retained Earnings 27,614 335,193 
Current Earnings 27,614 307,579 498,925 
Total Equity 950,000 977,614 1,285,193 1,784,118 

Total Liabl. & Equity 1,225,000 1,235,299 1,523,977 2,001,505 

(175,000) (55,000) (55,000) (55,000) 

[ Year Ending ] 
Ratios Opening Year 1 Year 2 Year 3 

Current 8.4 5.5 21.6 38.1 

Quick 7.5 4.7 20.9 37.6 

Working Capital 127,685 85,264 440,312 981,657 

Debt / Equity 0.3 0.3 0.2 0.1 

Depreciation & 
Amortization 

Depreciation: Yrs Amount Per Year 
Equipment & Machinery 10 225,000 22,500 
Furniture & Fixtures 7 135,000 19,286 
Building 31 700,000 22,581 45,081 
Contingency 10 20,000 2,000 
Start-up Expenses 10 25,000 2,500 4,500 

68,866 



Notel Loan $25,000 
BANK Interest 9.50% 114.0% Per Annum 

Periods 60 5 Years 
Repayment 

Of Remaining 
Month Payment Interest Principal Balance 

0 0 0 0 25,000 
1 2,385 2,375 10 24,990 
2 2,385 2,374 11 24,978 
3 2,385 2,373 12 24,966 
4 2,385 2,372 14 24,953 
5 2,385 2,370 15 24,938 
6 2,385 2,369 16 24,922 
7 2,385 2,368 18 24,904 
8 2,385 2,366 19 24,884 Inter. Yr 5 

Interest Yr 1 9 2,385 2,364 21 24,863 11,965 
28,410 10 2,385 2,362 23 24,840 Princ. Yr5 

PrinciDal Yr 1 11 2,385 2,360 26 24,814 16,659 
214 12 2,385 2,357 28 24,786 

13 2,385 2,355 31 24,756 
14 2,385 2,352 34 24,722 
15 2,385 2,349 37 24,686 
16 2,385 2,345 40 24,645 
17 2,385 2,341 44 24,601 
18 2,385 2,337 48 24,553 
19 2,385 2,333 53 24,500 
20 2,385 2,328 58 24,443 Inter. Yr6 

Interest Yr 2 21 2,385 2,322 63 24,379 -20,877 
27,989 22 2,385 2,316 69 24,310 Princ. Yr 6 

PrinciDal Yr 2 23 2,385 2,309 76 24,234 49,500 
635 24 2,385 2,302 83 24,151 

25 2,385 2,294 91 24,060 
26 2,385 2,286 100 23,961 
27 2,385 2,276 109 23,852 
28 2,385 2,266 119 23,733 
29 2,385 2,255 131 23,602 
30 2,385 2,242 143 23,459 
31 2,385 2,229 157 23,302 
32 2,385 2,214 172 23,130 Inter, Yr7 

Interest Yr 3 33 2,385 2,197 188 22,942 -118,464 
26,737 34 2,385 2,180 206 22,737 Princ. Yr7 

PrinciDal Yr 3 35 2,385 2,160 225 22,511 147,087 
1,887 36 2,385 2,139 247 22,265 

37 2,385 2,115 270 21,995 
38 2,385 2,089 296 21,699 
39 2,385 2,061 324 21,375 
40 2,385 2,031 355 21,020 
41 2,385 1,997 388 20,632 
42 2,385 1,960 425 20,206 
43 2,385 1,920 466 19,741 
44 2,385 1,875 510 19,231 Inter, Yr8 

Interest Yr 4 45 2,385 1,827 558 18,673 -408,440 
23,017 46 2,385 1,774 611 18,061 Princ. Yr 8 

PrinciDal Yr 4 47 2,385 1,716 669 17,392 437,064 
5,606 48 2,385 1,652 733 16,659 

Yr1 Yr2 Yr3 Yr4 Yr5 
Current LTD 214 635 1,887 5,606 16,659 
LTD 24,786 24,151 22,265 16,659 0 
Total Debt 25,000 24,786 24,151 22,265 16,659 

Repayment 
Of Remaining 

Month Payment Interest Principal Balance 
49 2,385 1,583 803 15,856 
50 2,385 1,506 879 14,977 
51 2,385 1,423 963 14,014 
52 2,385 1,331 1,054 12,960 
53 2,385 1,231 1,154 11,806 
54 2,385 1,122 1,264 10,543 
55 2,385 1,002 1,384 9,159 
56 2,385 870 1,515 7,644 
57 2,385 726 1,659 5,984 
58 2,385 569 1,817 4,168 
59 2,385 396 1,989 2,178 
60 2,385 207 2,178 0 
61 2,385 0 2,385 -2,385 
62 2,385 -227 2,612 -4,997 
63 2,385 -475 2,860 -7,857 
64 2,385 -746 3,132 -10,989 
65 2,385 -1,044 3,429 -14,418 
66 2,385 -1,370 3,755 -18,173 
67 2,385 -1,726 4,112 -22,285 
68 2,385 -2,117 4,502 -26,787 
69 2,385 -2,545 4,930 -31,717 
70 2,385 -3,013 5,398 -37,116 
71 2,385 -3,526 5,911 -43,027 
72 2,385 -4,088 6,473 -49,500 
73 2,385 -4,703 7,088 -56,588 
74 2,385 -5,376 7,761 -64,349 
75 2,385 -6,113 8,498 -72,848 
76 2,385 -6,921 9,306 -82,153 
77 2,385 -7,805 10,190 -92,343 
78 2,385 -8,773 11,158 -103,501 
79 2,385 -9,833 12,218 -115,719 
80 2,385 -10,993 13,379 -129,098 
81 2,385 -12,264 14,650 -143,747 
82 2,385 -13,656 16,041 -159,788 
83 2,385 -15,180 17,565 -177,354 
84 2,385 -16,849 19,234 -196,588 
85 2,385 -18,676 21,061 -217,649 
86 2,385 -20,677 23,062 -240,711 
87 2,385 -22,868 25,253 -265,963 
88 2,385 -25,267 27,652 -293,615 
89 2,385 -27,893 30,279 -323,894 
90 2,385 -30,770 33,155 -357,049 
91 2,385 -33,920 36,305 -393,354 
92 2,385 -37,369 39,754 -433,108 
93 2,385 -41,145 43,531 -476,639 
94 2,385 -45,281 47,666 -524,305 
95 2,385 -49,809 52,194 -576,499 
96 2,385 -54,767 57,153 -633,651 
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Income Statement 
YeaM Year 2 Year 3 Yean Year 2 Year 3 

Sales 1,508,227 2,194,993 2,718,842 100.0% 100.0% 100.0% 

Food 527,880 680,448 842,841 35.0% 31.0% 31.0% 
Management 57,498 58,800 60,000 3.8% 2.7% 2.2% 
Supervisor 90,000 93,600 96,000 6.0% 4.3% 3.5% 
Gross Wages 345,996 360,000 378,000 22.9% 16.4% 13.9% 
Payroll Tax 51,817 53,802 56,070 3.4% 2.5% 2.1% 
Health Insurance 48,000 51,600 55,200 3.2% 2.4% 2.0% 
Insurance 3,600 3,600 3,600 0.2% 0.2% 0.1% 
Worker's Comp 7,402 7,686 8,010 0.5% 0.4% 0.3% 
Equip Service Contract 24,000 24,000 24,000 1.6% 1.1% 0.9% 
Utilities 42,230 61,460 76,128 2.8% 2.8% 2.8% 
Telephone 3,600 3,600 3,600 0.2% 0.2% 0.1% 
Trash 12,000 12,000 14,400 0.8% 0.5% 0.5% 
Accounting & Legal 9,000 9,600 10,000 0.6% 0.4% 0.4% 
Travel 2,400 3,600 4,200 0.2% 0.2% 0.2% 
Supplies - Operation 39,214 57,070 70,690 2.6% 2.6% 2.6% 
Advertising/Marketing 83,811 109,750 118,944 5.6% 5.0% 4.4% 
Laundry 6,000 6,600 7,200 0.4% 0.3% 0.3% 
Depreciation/Amortization 68,866 68,866 68,866 4.6% 3.1% 2.5% 
Equipment Lease 12,000 12,000 12,000 0.8% 0.5% 0.4% 
Miscellaneous 1,800 1,800 2,100 0.1% 0.1% 0.1% 
Operating Expenses 1,437,115 1,679,881 1,911,849 95.3% 76.5% 70.3% 

Operating Profits 71,112 515,111 806,993 4.7% 23.5% 29.7% 

Interest 43,498 41,913 39,416 2.9% 1.9% 1.4% 

Profits B4 Tax 27,614 473,199 767,577 1.8% 21.6% 28.2% 
Tax 35 % 9,665 165,620 268,652 0.6% 7.5% 9.9% 
Profit After Tax 17,949 307,579 498.925 1.2% 14.0% 18.4% 

Cash Flow From Operations: 
Profits 17,94 9 307,57 9 498,92 5 
Depreciation 68,86 6 68,86 6 68,86 6 
Cash Flow 86,81 5 376,44 6 567J9 1 

Interest 43,498 41,913 39,416 
Princ'pal 17,31 5 18,90 1 21,39 7 

Cash Flow to Interest 
and Current Total Debt 1.4 3 6.1 9 9.3 4 
EBIT to Interest Expense 1.6 3 12.2 9 20.4 7 
EBIT to Inter & CMTD 1.1 7 8.4 7 13~2 7 

Income Statement 
by Quarter YEAR 1 by Quarter 

First Second Third Fourth Total First YEAR 2 
Second Thir d Fourth Total 

Sales 348,827 403,509 407,854 348,037 1,508,227 508,354 588,044 594,375 504,220 2,194,993 

Food 122,090 141,228 142,749 121,813 527,880 157,590 182,294 184,256 156,308 680,448 
Management 14,375 14,375 14,375 14,375 57,498 14,700 14,700 14,700 14,700 58,800 
Supervisor 22,500 22,500 22,500 22,500 90,000 23,400 23,400 23,400 23,400 93,600 
Gross Wages 86,499 86,499 86,499 86,499 345,996 90,000 90,000 90,000 90,000 360,000 
Payroll Tax 12,954 12,954 12,954 12,954 51,817 13,451 13,451 13,451 13,451 53,802 
Health Insurance 12,000 12,000 12,000 12,000 48,000 12,900 12,900 12,900 12,900 51,600 
Insurance 900 900 900 900 3,600 900 900 900 900 3,600 
Worker's Comp 1,851 1,851 1,851 1,851 7,402 1,922 1,922 1,922 1,922 7,686 
Equip Service Contract 6,000 6,000 6,000 6,000 24,000 6,000 6,000 6,000 6,000 24,000 
Utilities 9,767 11,298 11,420 9,745 42,230 14,234 16,465 16,642 14,118 61,460 
Telephone 900 900 900 900 3,600 900 900 900 900 3,600 
Trash 3,000 3,000 3,000 3,000 12,000 3,000 3,000 3,000 3,000 12,000 
Accounting & Legal 2,250 2,250 2,250 2,250 9,000 2,400 2,400 2,400 2,400 9,600 
Travel 600 600 600 600 2,400 900 900 900 900 3,600 
Supplies - Operation 9,070 10,491 10,604 9,049 39,214 13,217 15,289 15,454 13,110 57,070 
Advertising/Marketing 23,441 22,575 20,393 17,402 83,811 25,418 29,402 29,719 25,211 109,750 
Laundry 1,500 1,500 1,500 1,500 6,000 1,650 1,650 1,650 1,650 6,600 

68,866 Depreciation/Amortization 17,217 17,217 17,217 17,217 68,866 17,217 17,217 17,217 17,217 
6,600 
68,866 

Equipment Lease 3,000 3,000 3,000 3,000 12,000 3,000 3,000 3,000 3,000 12,000 
Miscellaneous 450 450 450 450 1,800 450 450 450 450 1,800 
Operating Expenses 350,362 371,588 371,160 344,004 1,437,115 403,247 436,239 438,860 401,536 1,679,881 

Operating Profits (1,535) 31,921 36,693 4,033 71,112 105,107 151,805 155,515 102,684 515,111 



Interest 10,999 10,919 10,835 10,745 43,498 

Profits B4 Tax (12,534) 21,002 25,858 (6,712) 27,614 
Tax 35% 

(6,712) 

Profit After Tax (12,534) 21,002 25,858 (6,712) 27,614 

Income Statement 
by Quarter by Quarter 

First Second Third Fourth Total 

Sales 628,822 727,396 735,227 627,397 2,718,842 

Food 194,935 225,493 227,920 194,493 842,841 
Management 15,000 15,000 15,000 15,000 60,000 
Supervisor 24,000 24,000 24,000 24,000 96,000 
Gross Wages 94,500 94,500 94,500 94,500 378,000 
Payroll Tax 14,018 14,018 14,018 14,018 56,070 
Health Insurance 13,800 13,800 13,800 13,800 55,200 
Insurance 900 900 900 900 3,600 
Worker's Comp 2,003 2,003 2,003 2,003 8,010 
Equip Service Contract 6,000 6,000 6,000 6,000 24,000 
Utilities 17,607 20,367 20,586 17,567 76,128 
Telephone 900 900 900 900 3,600 
Trash 3,600 3,600 3,600 3,600 14,400 
Accounting & Legal 2,500 2,500 2,500 2,500 10,000 
Travel 1,050 1,050 1,050 1,050 4,200 
Supplies - Operation 16,349 18,912 19,116 16,312 70,690 
Advertising/Marketing 27,510 31,822 32,165 27,447 118,944 
Laundry 1,800 1,800 1,800 1,800 7,200 
Depreciation/Amortization 17,217 17,217 17,217 17,217 68,866 
Equipment Lease 3,000 3,000 3,000 3,000 12,000 
Miscellaneous 525 525 525 525 2,100 
Operating Expenses 457,212 497,406 500,599 456,632 1,911,849 

Operating Profits 171,609 229,990 234,628 170,766 806,993 

Interest 10,146 9,973 9,770 9,527 39,416 

Profits B4 Tax 161,463 220,017 224,858 161,239 767,577 
Tax 56,512 77,006 78,700 56,434 268,652 
Profit After Tax 104,951 143,011 146,158 104,805 498,925 

10,648 10,543 10,426 10,295 41,913 

94,459 141,262 145,089 92,389 473,199 
82,502 83,117 165,620 

94,459 58,760 145,089 9,272 307,579 
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