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Graphs Illustrating Characteristics o f Target Communit y 

Purpose of Financing 

Gender Breakdow n o f Owner s 

Male 
43% 

57% 

59% 

Type o f B u s i n e s s 

29% 

Business Structure 
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POST LOAN SUPPORT SERVICES FOR CVRLF BORROWER S 
Gantt Chart (revised 11/16/02) 

ACTIVITY WHO 
Year 2002 Year 200 3 

ACTIVITY WHO Jan I  Feb I  Mar I  Apr I  May Uu n I  Jul I  Aua I  Sep I  Oct I  Nov I  Dec Jan I  Feb I  Mar I  Apr I  May 

O B J E C T I V E 1  -  Identif y &  O r g a n i z e A r o u n d F a c t o r s C o n t r i b u t i n g t o B o r r o w e r S u c c e s s 

& Fa i lu r e 

Output 1.A . -  Factors causing business success and failure are identified an d understoo d by stakeholders 
Activity 1 .A.1. - Borrower Interviews Emily/Borrowers 
Activity 1.A.2 . - Literature Revie w Emily 
Activity 1.A.3 . -  First Borrower Roundtable/Networking Even t Emily/Borrowers 
Activity 1.A.4 . - Technical Assistance Provider Roundtable Emily/TA Providers / Loan Committee 

Output 1.B . -  Stakeholders are engaged in identifying the needs of C V R LF Borrower s 
Activity 1.B.1 . - Engage Borrowers in identifying thei r own weaknesses by requiring TA Plan with application Emily/Borrowers 
Activity 1 .B.2. - Conduct survey of Borrowers to identify financial and technical needs Emily/Bo rrowers/MCIC 
Activity 1 .B.3. - Dig further int o need s using focus group Emily/Borrowers/MCIC 
Activity 1 .B.4. - Communicate results of market analysis so borrowers can compare their need s w/other s Emily/MCIC 
Activity 1.B.5.-  Governing  Board  engaged  through  Roundtable, NCCA  Conference,  Retreat Emily/Board 
Activity 1.B.6.-  Other  stakeholders such  as Banks engaged. 

Output 1.C . - Technical Assistance  Resource s are aware and supportive of Technical Assistance Program 
Activity 1 .C.1. - Develop/maintain contact s with specialized business resources Emily/Board 
Activity 1 C.2. - Maintain contac t with generic technical assistance providers Emily/Board 
Activity 1.C.3.  -  TAPA Conference 

O B J E C T I V E 2  -  D e s i g n &  De l i ve r P o s t - L o a n TA S e r v i c es 

Output 2.A . - Participatory mechanism s established to involve stakeholders in designing services 

Activity 2.A.1. - Conduct follow-up interview s an d site visits with Borrower Emily/Borrowers 
Activity 2.A.2. - Establish and convene Advisory Committee to review result s and design services Emily/Stakeholders 

Activity 2.A.3. - Hold TA Provider roundtables to identify solution s to gaps in pre- and post-loan TA 
Emily/TA 
Providers 

Output 2.B . • Borrowers are engaged in a PLTA Progra m that meets their need s 

Activity 2.B.1. - Schedule and facilitate initial and ongoing PLTA meeting s 
Emily/TA 
Prov/Borr 

Activity 2.B.2. - Involve borrowers in hosting borrower-wide event s and open houses Emily/Borrowers 

Activity 2.B.3. - Develop and disseminate Borrower Connections with news about Borrowers , information, etc Emily/Borrowers 

O B J E C T I V E 3  -  B u i l d F o u n d a t i o n f o r S m a ll B i z N e t w o rk 

Output 3.A . - Community Participatio n Achieve d through Steerin g Committe e 
Activity 3.A.1. - Focus groups gauge interes t o f entrepreneurs in a region-wide smal l business even t Emily/Borrowers 
Activity 3.A.2. - Mailings and meetings to gauge interes t of other stakeholder s Emily/Borrowers 
Activity 3.A.3. - Invite interested stakeholder s to sit on Steering Committee fo r event plannin g Emily 
Activity 3.A.4. - Hold Steering Committe e meeting s to plan for event . Emily 

Output 3.B . - C V R LF Borrower s and entrepreneurs gai n usefu l information an d contact s 
Activity 3.B.1. - Small Business Event includes networking opportunitie s 
Activity 3.B.2. -  Publish and present results of market analysis 
Activity 3.B.3. - Small Business Event offers keynote speaker s and workshops useful to entrepreneurs 

Output 3.C . - Small Busines s Networ k groundwork lai d 
Activity 3.C.1. - Small Business Event includes activities that identify an d build on commonalities Emily/Borr/Entr/Partners 
Activity 3.C.2. - Small Business Network concept is presented by a former founder at Small Biz Event Former Founder I 
Activity 3.C.3. - Steering Committe e reconvene d to plan for network Emily/Borr/Entr/Partners 

O B J E C T I V E 4  -  M o n i t o r &  E v a l u a t e 

Output 4.A . - Appropriate M& E is Researched and Put in Place 
Activity 4.A.1. - Literature Revie w Emily 
Activity 4.A.2. - Establish mechanisms to allow for evaluation (baselin e survey , update surveys , etc) Emily 
Activity 4.A.3. - Design Agreements/Contracts that outline need s of borrower and goals/objectives of TA Emily/TA/Borrowers 

Output 4.B . • Monitor &  Evaluate PLT A Service s 
Activity 4.B.1. - Design interview guid e an d collect baseline dat a Emily/CED hel p 
Activity 4.B.2. - Conduct follow u p monitoring Emily/Borr 
Activity 4.B.3. - Collect and analyze financia l report s Emily/Staff 
Activity 4.B.4. - Hold Advisory Committee meeting s to evaluate post-loa n services Emily/Stakeholders 
Activity 4.B.5. - Disseminate at Small Business Event feedback surveys Emily/Steering 
Activity 4.B.6. - Hold Steering Committe e to monitor and evaluate Smal l Business Event Emily/Steering 

Output 4.C . - Final Evaluation Repor t 
Activity 4.C.1. - Conduct follow u p annual intervie w an d focus group at end of project 
Activity 4.C.2. - Complete final projec t pape r and presentatio n 
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2002 INTERVIEW GUIDE 

Date of Interview:  

Business Name: Responden t Name(s):  

Business Location : 

Principals' Gender #  of males #  of females 

Business Registration Type: 

Sole Proprietorship Partnershi p L L C Scor p Cor p 

Family Run Business? Ye s N o 

Number of Years/Months in Business 

Years/ Month s 

Date of Loan Disbursement 

Loans Received (thru 12/31/02) 

Any Modifications to Note (type, date)? 

Financial Indicators 

Adjusted gros s income from 2001 Tax Return 

Adjusted gros s income from 2002 Tax Return 

Sales as of 12/31/01: 

Sales as of 12/31/02: 

Value of assets as of 12/31/01: 

Value of assets as of 12/31/02: 



2002 BORROWER INTERVIEW GUID E 

Purpose 
The purpos e o f this interview is to help us get a better sense of ho w w e can help you in the futur e 
by lookin g at the performance o f your business over the last year. Th e format o f the interview is 
relatively informal, but broken down into 5 sections: 

1. Gaugin g Business Performance 
2. Assessmen t of C V R LF Service s 
3. Rol e of Entrepreneur 
4. Financia l Indicators 
5. Smal l Business Focus Groups 

The informatio n you provide (both through the interview and through your end of the year 
financials) will be kept confidential. Th e hard data (job creation/retention, gross sales, net 
income, and wages paid to employees) wil l be reported statistically to the State of Vermont . A ll 
data collected from borrowers wil l be compiled and presented i n anonymous format to 
Borrowers for their review in the next issue of Borrower Connections. 

Gauging Business Performance 

1. Lookin g back at 2002, what were some o f things your business achieved? 

2. Wh y do you think your business was able to achieve such things? 

3. Wha t were some o f the least positive things that happened to your business last year? 

4. Wh y do you think these things happened ? 



5. Wha t steps do you think you need to take this year to make sure things go well? 

6. I n what way, i f at all , do you think the "recession" has affected your business, if at all? 

Assessment of CVRLF Services 

7. Wha t C V R LF assistanc e (financial o r technical), i f any, di d you access last year? I f yes, ski p 
to# l l . 

8. I f you di d not access technical or financial  assistance , are you aware of the kind of assistance 
we provide? 

9. I f so, wha t kept you from accessing the assistance? 

10. Wha t kind of assistance do you think the C V R L F shoul d provide? 

11. Ho w di d th e assistance affect you and/or your business? 

a. Ca n yo u attribute any positive changes in you or your business to the technical 
assistance? 

b. Wha t were some of the most useful things you got from the technical assistance? 



c. I f you could two things about the technical assistance you received, what would those 
two things be? 

Role of Entrepreneu r 

12. Ho w much time do you spend per week at your business (on average)? 

13. O n a scale of 1 t o 5 - where 1 i s not enough and 5 is more than enough - t o what degree do 
you feel your take home enough pay from your business to meet your household needs? 

14. D o you have basic healthcare coverage? 

15. Wha t additional support, i f any, do you feel you need in order to successfully operate your 
business? 

Job Creation/Retention 

16. Ho w many people (PT and/or FT), excluding yourself, did you employ in 2001? I s this 
more or less than what you expected? Why ? 

Less than P/T (avg. hours per person )  P/ T (20 hrs) F/ T (40hrs) 

17. I f you have employees, how many employees received the following wage rates? 

<$5.75 
$5.76 - $7.00 
$7.01 - $9.00 
$9.01 -$11.00 
$11.01 -$13.00 

$13.01 -$15.00 
$15.01 -$17.00 
$17.01 -$19.00 
$19.01 < 



18. Ar e you able to offer employee s benefits ? I f yes, what kind? 

Small Business Focus Groups 

The C V R L F i s hosting a  series of four Focus Group Discussions on February 19 t h and 20 t h a t th e 
Central Vermont Chamber o f Commerce. W e hope that you will join other businesses in 
providing the C V R L F wit h input on existing and new loan products and services . 
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Post-Loan Technica l Assistance (PLTA ) Roundtabl e 
Outputs an d Recommendation s for Futur e Actio n 

May 13 , 2002 
CVCAC Boar d Room 

Berlin, VT 

Participants: TA  Providers Caro l Flint, cflint@cvcac.org 
Margaret Ferguson , mferauson@cvcac.org 
Don Padgett , dpadgett@cvcac.ora 
Pat Travers, ptravers@vtsbdc.ora 
Brian Norder , bnorder@sover.net 
Bill MacDonald , bmacdwrv@pop.kl2.vt.us 
Bill Deforge , deforae@trans-video.net 
Don Rowan , aymara54@hotmail.com 
Charles Rubner , Crubner@cs.com 
Claudia Clark , moosewoodhollow@aol.com 

Loan Committee  Pete r Hood, phood@nwiinsurance.com 
Robin Chase , robinani@toaether.net 
Milly Badger , bmilyb@aol.com 
Bertil Agell , aaell@toaether.net 

Outputs: 

Participants discussed the successes , shortcomings, and potentia l o f the CVRLF' s Post-
Loan Technical Assistance Program. Th e following represent s a distillation o f tha t 
discussion, the bul k o f which i s in the for m of recommendation s an d observations : 

> Provid e a mechanis m or way fo r "curren t receivers " of PLT A to offe r testimon y t o 
other borrowers ; thi s coul d b e done through th e existin g "Borrower Connections" 
newsletter; 

> Offe r "carrots " to borrower s tha t wil l motivat e the m t o acces s PLTA on a  regula r 
basis (e.g . retractabl e 1 % interes t rat e reduction , principa l rebat e o r payou t o f 
cash to thos e wh o participate , etc.) ; "carrots" , an d the mechanis m for offerin g 
them, wil l b e discussed further b y the CVRL F Loan Committee ; 

> Requir e borrowers t o participat e i n a financial managemen t trainin g develope d i n 
partnership wit h and conducted b y the SBD C or MBD P for example ; 
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> Identif y ways to unif y th e pre-loa n an d post-loa n technica l assistanc e phases, 
e.g. eac h borrower coul d hav e a busines s generalist who coul d serve as a 
"coach." Thi s coach could ushe r the borrowe r fro m th e applicatio n phas e to th e 
loan closing to th e busines s start-up an d then refe r the m t o industry-specifi c 
assistance. On e potentia l difficult y i n doing thi s i s that pre-loa n technica l 
assistance resource s are no t currentl y se t u p to operat e thi s way ; 

> Requir e borrowers t o acces s pre-loa n (betwee n approva l an d loa n closing) , 
industry-specific mentorin g an d shadowing ; 

> Develo p a lis t o f ready-to-g o an d availabl e industry-specific resource s to enabl e 
the CVRL F to offe r just-in-tim e assistanc e to borrowers ; 

> Identif y potentia l technica l assistance resources through th e connection s o f 
board members ; 

> Creat e a friendly an d open communit y o f borrower s tha t wil l encourag e 
borrowers t o participat e i n PLT A activities ; 

> Tak e steps to foste r network s amon g borrower s (reminiscen t o f the Smal l 
Business Networ k o f centra l Vermont) ; 

> Loo k into co-sponsoring small business conference o r fai r fo r centra l Vermon t 
entrepreneurs; and , 

> Recogniz e that mos t peopl e do no t kno w wha t the y d o no t know ; give n this , 
tools nee d to b e identified tha t can help diagnose the borrower s need s as soon 
as possible ; for example , the CVRL F can require th e borrowe r t o complet e a  self -
administered need s assessment questionnaire. 

Follow Up : 

The group indicate d interes t i n continuing t o dialogu e on issue s related t o pre - an d 
post-loan technica l assistance . Th e followin g ar e three way s that this ca n b e 
accomplished: 

> Post-Loa n Technical Assistance Advisory Committee -  th e CVRL F has two Loa n 
Committee member s an d two borrower s wh o hav e volunteered t o mee t o n a 
quarterly basi s to hel p develo p and monito r th e PLT A Progra m and to serv e as a 
feedback loo p fo r borrower s an d other stakeholders . Tw o volunteer s fro m th e 
technical assistanc e provider poo l are needed. 

> Maintai n a n emai l lis t serv e of technica l assistanc e providers t o addres s specific 
technical assistanc e issues. 
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> Conven e the grou p agai n i n si x month s t o revie w progress ; th e Technica l 
Assistance Provider s Association Conference i n Novembe r migh t b e a n 
appropriate venu e fo r suc h a  meeting . 
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Continuum of Service s & Provision of PLT A 

Session Leade r Task s an d Sequenc e fo r th e Session : 

• Solici t a  volunteer/hav e th e grou p choos e a recorde r t o writ e dow n idea s 
from you r table' s discussio n on paper tha t wil l b e provided . 

• Introduc e everyon e -  g o aroun d an d tel l u s your name , organizationa l 
affiliation, an d you r wher e yo u would plac e yoursel f o n the continuu m o f 
technical assistanc e (pre - t o post-loan) . 

• Fram e th e topi c fo r you r tabl e sessio n (up t o 5-1 0 minute s max. ) 
1. Ove r the pas t two years , the Centra l V T Revolving Loan Fund has been 

piloting a program for post-loa n technical assistance. Th e post-loan program 
provides the CVRL F with funds to subsidize one-on-one industry specific 
assistance for th e borrower , cove r 50% o f th e cos t for a  borrower t o 
attend a business-related training o r event, and cover the cost s associated 
with various borrower-related networkin g an d learning events. T o implemen t 
this program , CVRLF has coordinated with SBDC, MBDP, SCORE and with 
private (mostly industry-specific ) consultants. 

Service Accessed 2000 2001 2002 

One-on-One PLT A 
# of Participants / # of Hour s 

4 participants 
10.6 hours 

13 participants 
203.25 hours 

10 participants 
304 hours 

Borrower Reimbursemen t 
# of Participants / # of Dollar s 

1 participant 
$260 

1 participant 
$110 

Networking/Learning Event s 
# of Participant s 

4 participants 9 participants 

2. I n implementin g thi s program , we have looked at th e variou s factors that 
contribute t o a  business's success o r failure and have attempted to 
determine whethe r post-loa n technical assistance does indeed increase a 
business's chance for survival . Th e results have been mixed. 

3. Implementatio n has been difficult fo r a  few reasons: 
a. a  safe space/relationship needs to b e created betwee n the borrowe r 

and the loa n fund i n order t o hav e an honest discussion about th e 
entrepreneur's weaknesse s and what resources are neede d to shore up 
those weaknesses. 



b. Ne w entrepreneur s of te n d o no t kno w wha t the y d o no t know , and 
"therefore relyin g o n the borrowe r t o sel f -asses s without th e 
assistance o f a  business counselor i s di f f icul t. Withou t a n 
assessment, w e are no t abl e to ef fect ivel y mee t thei r needs . 

c. Borrower s ar e intereste d i n industry-specif ic , one-on-on e technica l 
assistance (on-site , intensiv e assistance) ; it i s d i f f icu lt t o identif y an d 
retain a  poo l o f suc h resources that ca n meet th e majorit y o f 
borrowers' need s 

d. Th e Loa n Fund may no t b e the bes t fac i l i tato r fo r post-loa n technica l 
assistance du e to th e natura l tensio n betwee n a  borrower an d thei r 
loan fund of f icer ; w e hav e been considering ways to involv e 

e. Som e borrowers com e to th e Loa n Fund with specif i c skil l s def ic i t s 
that mus t b e addressed immediately -  an d i n some cases shoul d hav e 
been addressed before th e loa n was approved. Lac k of financia l 
management ski l ls , lack o f a n art iculated an d specif i c marketin g plan . 

4. Thes e obstacles to progra m implementatio n requir e a  broader , mor e 
strategic vie w o f wha t ca n be don e across the continuu m o f technica l 
assistance t o bet te r prepar e ne w entrepreneur s specif ical l y fo r busines s 
start-up an d to bet te r equi p the m wit h a  sense of wha t thei r weaknesse s 
are. 

5. Th e Loa n Fund has been working wit h various T A Partner s t o develo p a 
bet ter proces s for th e provisio n o f T A alon g the continuum . 

a. Develo p a self-administered questionnair e tha t enable s an 
entrepreneur t o conduc t a  S W OT analysi s on their busines s idea and 
their ow n capacit y -  a s par t o f th e busines s plan development process . 

b. Wor k o n a Post-Loan TA Pla n as par t o f thei r busines s plan with th e 
idea that th e T A provide r wil l hel p creat e th e saf e space a ne w 
entrepreneur need s to identif y variou s weaknesses. 

c. Requir e business plans to includ e an implementation pla n (Gant t chart ) 
which lay s out a  course for th e f i r s t si x month s o f implementation . 

d. Workin g wit h T A partner s t o o f fe r a  basic financial managemen t 
course s o that entrepreneur s ar e capabl e of understandin g wha t th e 
numbers ar e tellin g them . 

Introduce focu s question s a s neede d t o st imulate/guid e th e discussion . E .g . 
f o r Successfu l Evaluatio n o f Busines s Star tup Programs , "Ho w hav e yo u 
evaluated programs ? W h a t ha s worked , wha t hasn ' t? " 

See Technica l Assistanc e Continuum 



• Manag e th e discussion/process . Thi s may involve sitting back , or i t ma y 
require remindin g the grou p to shar e airtime, o r havin g a go-around on a 
question, if on e or two peopl e are dominatin g the discussio n or having a dialogue 
that excludes much of th e group , etc. 

• 1 5 minute s befor e th e en d o f th e session : 
1. As k the grou p to not e idea s about ho w they coul d work together i n new ways 

- wha t innovative networkin g idea s have emerged? 
2. Hav e the grou p come up with a headline/news flas h to share with the larg e 

group. 
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PRESENTATION &  ROUNDTABLE DISCUSSIO N 
TOPIC: Pr e & Post-Star t Technical Assistance, A Continuu m 

Emily Kaminsky , C V R L F 

TAPA MEETIN G -  Decembe r 12 , 2002 

Setting the Contex t 
Business succes s i s a function o f man y things : skills , planning, determination, etc . W e 
also kno w that the need s of businesse s and their owner s chang e as they gro w fro m th e 
seed o f a n idea , to start-up , t o adolescenc e and o n t o maturity . T o wha t exten t d o yo u 
disagree or agree with this statement ? 

Question A t Han d 
If ou r purpos e a s servic e providers i s to hel p creat e sustainabl e and health y micr o an d 
small businesse s that improv e th e live s o f ou r client s an d bette r ou r communities , wha t 
can we b e doing to bette r suppor t the m a s they evolve ? I s this a  worthwhile question ? 

Perspectives Fro m th e Fiel d 
To ge t u s warme d up , her e ar e som e perspective s fro m th e fiel d o f smal l busines s 
management and development . 

"Poor, disadvantaged  Americans  almost  by  definition  are  rarely  the  ones  possessing 
college degrees,  marketable  technical  skills,  or  significant  personal  net  worth.  Yet  these 
are the  traits  most often  associated  with  successful small  business  creation."  Servon , 
Lisa J . ; Bates , Timothy . "Microenterpris e a s a n Exi t Rout e fro m Poverty : 
Recommendations fo r Program s and Polic y Makers. " Journal  of  Urban  Affairs.  V . 2 0 
no 4 (1998) p . 419-41. 

After conductin g interview s with approximately 10 0 failed retailer s i n the midwest , 
researchers identifie d severa l factors influencin g smal l business failure. Th e first 
pointed to Inadequate  knowledge  of  pricing strategies,  failure  to  generate a  long-term 
business plan,  ineffective  advertising  and  promotional  strategy,  and  poor  use  of  outside 
advisors". Researcher s indicated that the sampl e group exhibite d seriou s voids i n 
training an d skil l level and over 60% of the entrepreneur s ha d no previous experience 
with small business ownership. A  primar y recommendatio n o f the stud y was that small 
business suppor t program s should "focus  on  equipping  entrepreneurs  with  the 
managerial skills  necessary  for  effective  small  business  operation."  The y also raised 
the question o f whether th e sampl e group would hav e been better of f ha d the y 
"effectively utilized  existing  outside  support  systems."  Gaskill , LuAn n Ricketts; Van 
Auken, Howar d E. ; Manning, Ronald A. " A Factor Analytic Study of the Perceived 
Causes o f Smal l Business Failure." Journal  of  Small  Business  Management.  Octobe r 
1993. 

The smal l business management fiel d talk s ofte n abou t "resource-base d theory," whic h 
by definition, contend s that businesses that are "organized  to  exploit  valuable,  rare,  and 
imperfectly imitable  assets  can  develop  sustainable  competitive  advantages."  A  leadin g 



small busines s managemen t schola r an d researche r contracte d b y th e S B D C , Jame s 
Chrisman, utilize s thi s theor y t o conten d tha t "outsider  assistance  is  a  special  resource 
that entrepreneurs  might  use  to  develop  a  sustainable  competitive  advantage". 
Chrisman, Jame s J . , McMullen , W . Ed . " A Preliminar y Assessmen t o f Outside r 
Assistance a s a  Knowledg e Resource : Th e Longer-Ter m Impac t o f Ne w Ventur e 
Counseling." Entrepreneurship : Theor y and Practice . Sprin g 2000, v24, ¡3 , p37. 

"If entrepreneurs  are  better  able  to  anticipate  the  possible  problems  that  might  be 
encountered at  the  start-up  and  later  stage,  they  should  stand  a  better  chance  of 
dealing effectively  with  those  problems  and  guiding  their  firms  through  difficult  early 
stages." Terpstra , Davi d E. ; Olson , Phili p D . "Entrepreneuria l Start-u p an d Growth : A 
Classification o f Problems. " Entrepreneurship : Theor y and Practice . Sprin g 1993 , v17, 
n3, p5(16) . 

CVRLF Study on Technica l Assistanc e 

Problem Statemen t 
Entrepreneurs wh o borro w capita l fro m th e Centra l Vermon t Revolvin g Loa n Fun d 
(CVRLF) ofte n lac k th e adequat e experience , resources , an d suppor t the y nee d t o 
successfully star t o r gro w thei r business . Withou t thes e necessar y ingredients , a 
significant numbe r o f C V R L F borrower s fac e a  hig h ris k o f busines s failure whic h ha s 
negative consequence s not onl y fo r th e borrower , bu t fo r thei r family , employees , an d 
community. Moreover , th e C V R L F -  a n organizatio n tha t i s capabl e o f commandin g 
resources an d providin g suppor t -  lack s th e informatio n an d system s neede d t o 
effectively develo p and deliver services that are appropriate an d relevan t to borrowers . 

Research Questions 
> T o what exten t ca n access to  support network s an d external advisor s contribute t o 

an entrepreneur's success ? 
> T o what exten t doe s an entrepreneur's capacit y to effectively  utilize  those suppor t 

networks an d external advisors contribute t o their success ? 
> Wha t kind s of suppor t an d assistance are usefu l to entrepreneurs i n the start-u p 

versus the growt h phase ? 
> Wha t metho d o f service delivery i s most effective whe n i t comes to providin g suppor t 

and assistance to ne w and growing busines s ventures? 

Project Activities 
1. Identif y and organize around the uniqu e and common factors that cause the succes s 

and failure o f C V R L F borrower s an d other smal l businesses like them. 
2. Desig n and deliver - wit h the participatio n o f stakeholders - an array o f quality an d 

appropriate post-loa n technical assistance services that meet the ongoin g uniqu e 
and common need s of at leas t 50% of al l active C V R L F borrowers . 

3. Buil d a foundation fo r a  small business network tha t will involv e a  wider group o f 
entrepreneurs i n Central Vermont so that entrepreneurs hav e access to a  greate r 
network o f resource s and support . 



4. Monito r the delivery of post-loan services and evaluate their impac t on borrowers ' 
business performance. 

Some Initia l Findings 
An entrepreneur' s "inability to effectively utiliz e outside support systems" - a s 
referenced i n the study o f the 10 0 failed retailers - does indeed appear to b e a majo r 
factor contributing t o a  business's succes s o r failure. Ther e appear to b e at leas t five 
reasons as to why a n entrepreneur could not effectively utiliz e outside support systems: 

• Th e entrepreneur i s not aware  o f the resource s or services 
• The y are aware, but do no t perceiv e the resource s to b e accessible 
• The y are aware and find the resource s to be accessible, bu t do no t find th e 

resources appropriate 
• the y are aware of the resources , find them accessibl e and possibly appropriate, 

but do no t acces s the resource s because they do no t kno w where to star t 
because they "do no t know what they do no t know " 

• th e entrepreneur does not o r cannot understand the value of business counseling 
or suppor t unles s they hav e experienced its benefits already (catch 22! ) 

From my work with C V R L F borrowers , the ones that are able to mos t effectively utiliz e 
outside support systems and the CVRLF ' s post-loa n technical assistance program are 
those who: 

• hav e a clear understanding of what thei r weaknesses are ; this presume s that 
they hav e some sense o f what they do no t kno w 

• hav e identified what they nee d to do and who they nee d in order to shore up 
those weaknesse s 

• hav e participated i n and, more appropriately, directed the proces s of findin g 
resources (outsid e advisors) 

• hav e taken the appropriat e steps to pla n how they ar e going to us e these 
resources 

For Discussio n 
Here are some ways that TA Providers and Lenders can work together to bette r suppor t 
entrepreneurs in the pre-star t u p phase so that they are better equippe d to effectivel y 
utilize networks and resources to buil d their "competitive advantage" and succeed : 

1. wor k with entrepreneurs during pre-star t to probe , discover, and uncover - an d 
"test" i f possible - what the entrepreneur does know and does not kno w 

2. hav e healthy discussions with entrepreneurs about what they do no t know and 
what they shoul d know; requir e that they identif y u p front the appropriat e 
resources and networks they wil l nee d to succeed 

3. formall y integrat e a  first-year workplan o r implementation pla n into the business 
planning template so that the entrepreneur i s encouraged to think throug h ho w 
they wil l rol l out thei r busines s strategy and what resource s they wil l nee d to d o 
this successfully. 

4. i f appropriate resource s and networks do no t exist , work t o develop them an d 
ensure their sustainability . 



5. conside r supporting th e developmen t o f a  smal l busines s network ru n b y and fo r 
business owner s t o encourag e pee r learnin g an d proble m solvin g (thi s could b e 
jumpstarted throug h a  smal l busines s fair) 



RESULTS OF MEETIN G 
Post-Meeting Write-up 

Attendance a t the meetin g wa s high . I n addition t o mysel f there wer e eightee n 
participants a t the T A P A meeting . Participant s included : 

VT Women's Busines s Center Directo r 
VT Women's Busines s Center Project Assistant 
S B A -  Brend a Plastridge 
S B A -  To m Schroeder 
Four VISTA Volunteers 
Two peopl e from BROC/Communit y Action i n Southwester Vermon t 
VT S B D C Counselo r 
Director o f MicroBusines s Development Progra m 
Olivia Gay , Business Basics traine r 
Judith Kaufman , Consultan t 
Women's Agricultural Networ k director , Mar y Peabody 
Deb Heleba , LandLink w/UVM Extension 
Ken Yearman, Job Star t 

After givin g m y presentation , th e grou p hel d a  discussion for abou t 4 5 minutes . 
Outcomes o f the discussio n were a s follows : 

• discussio n of ho w one defines succes s an d failure wa s important ; som e 
entrepreneurs ar e no t intereste d i n profit or growth -  I  explained that an 
evaluation too l use d by the C V R L F allow s the entrepreneu r t o explain wha t 
success was to them.. . 

• ther e wa s a  discussion about wha t rol e the T A Provide r has in supporting a n 
entrepreneur i n developing his/he r business; Mary Peabod y of W A G N 
indicated tha t i t i s often har d for a  TA Provide r to tel l a n entrepreneur tha t 
perhaps they shoul d conside r doing busines s another way ; that' s wh y i t i s so 
important fo r them t o hav e relationship s with their peers ; she liked the ide a o f 
the borrowe r ope n hous e 

• i t was brough t u p that one o f the cause s of success an d failure i s tim e 
management 

• Mar y Peabod y of W A GN mentione d th e nee d for a  program wher e interes t 
rates ca n be bough t dow n i f the borrowe r continue s to underg o professiona l 
development 

• Ther e was consensu s that the lender s should star t requirin g a n 
implementation pla n as part o f the busines s plan - th e participant s though t i t 
a grea t wa y to mak e peopl e think about ho w they ar e actuall y goin g t o 
implement 

• Pa t Travers o f VT S B D C indicate d that business plans don' t eve n includ e 
where th e entrepreneu r want s t o b e in a year 



Discussion ensued about ho w hard i t i s to follow u p with entrepreneurs onc e 
they've gotte n a  loan ; MBDP i s developing a follow-up syste m to check in with 
folks on a quarterly basi s 
Carol Flin t o f MBD P reference d the Detroi t Entrepreneurshi p Institute' s stud y 
on post-loan technical assistance and ho w i t apparently di d no t work wel l a t 
all; the issu e appeared to b e a lack of trust and appropriate assessment 
Judith Kaufma n made the poin t that entrepreneurs d o indee d need differen t 
kinds of assistance at different time s 
Someone mentione d the interes t rat e rebat e on Vermont Studen t Assistanc e 
Corporation loans that would b e a good ide a to motivat e entrepreneur s t o 
submit thei r financia l statements to their TA Provide r or the lende r 
We talked abou t ho w setting expectation s up front with borrowers that there i s 
a continuu m o f services would hel p them fee l like they coul d come back and 
utilize the services 
TAPA participant s considere d the ide a of doing a  Publi c Service 
Announcement that would le t the publi c know that there ar e a wealth o f fre e 
technical assistance resources available 
Participants talked a  lo t about ho w entrepreneurs nee d another plac e to g o 
after they g o through th e trainings ; S B A mentioned th e roundtable/networkin g 
events that used to b e so fantastic and why couldn' t you do that with a whole 
bunch o f people ; someone referenced the smal l business fair ide a 
The Rutlan d Regiona l Chamber business fair was mentioned a s a model for a 
small business fair; i t became clear that people were intereste d i n organizing 
such a n event - statewid e o r regionally ; Olivi a Gay mentioned i t was 
important t o try  an d star t regionall y 
I called for volunteers to si t on a Steering Committee for the C V Small 
Business Fair . I  got the following volunteers : 

1. Lind a Ingold, Directo r of V W B C 
2. Caro l Flint, Directo r o f MicroBusines s Developmen t Program/CVCA C 
3. Ke n Yearman, Job Start/VED A 
4. Jeannett e Widli, M B D P / B R OC Technica l Assistant 
5. Brend a Plastridge, S B A 
6. Olivi a Gay, Business Basics Trainer/CVCA C 
7. Emil y Kaminsky, C V R LF Fun d Manager 
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Central VT Revolvin g Loa n Fund 
Business Support Progra m 

If your CVRLF loa n request is approved, you will hav e full access to ou r unique 
post-loan business support program. Suppor t services are tailored to fi t your 
specific start-up and growth need s throughout th e term of your loan. W e 
designed this program with your success in mind—it's just another way we can 
support you in achieving your business goals! 

Industry Experts 
CVRLF staf f will work with you to identif y a  local 
consultant in your field who can provide the 
guidance and support you need to tackle your 
specific start-up and growth needs . You will have 
access to the consultant for u p to 1 0 hours per 
month—and at no cost to you! 

Partial Tuition Assistance 
There are a wide variety of practical , business-related workshops, seminars, 
events, and course s (online and otherwise) available in the central Vermont area. 

Unfortunately, with time and money in short 
supply, few business owners are able to enhance 
their busines s knowledge. T o help you take 
advantage of these educational opportunities, we 
will pa y up to 50 % o f the tuition o r registratio n 
fee. Thi s assistance is not a loan, it's a grant! 

Networking Opportunities 
As a n entrepreneur, you don' t hav e the time t o see k out th e compan y of othe r 
business owners. Networkin g with peers, 
however, is a great way to socializ e while learning 
ways to improv e your business . You'l l be able to 
accomplish both by attending regular CVRL F 
networking event s whic h ofte n includ e a  guest 
speaker and dinner! 



REQUEST FO R TECHNICAL ASSISTANC E 
(Submit this form to Emil y Kaminsk y a t 19 5 U S Route 302-Berlin, Barre, V T 05641) 

I would like to attend a Business-Related Workshop : 
(Please attach Registratio n Form and other material s regarding the workshop) 

Date: 

Name o f Event: 

Sponsoring Organization: 

Tuition Pe r Person : 

Other Associated Costs : 
(CVRLF ca n reimburse for 50 % of travel &  lodging costs for specia l situations 
where out-of-state trave l i s required; certain restrictions exist ) 

Number o f Peopl e Attending: 
(CVRLF wil l only cover 50% of the tuition cos t for the busines s owner(s) an d no t 
employees) 

I would like to receiv e one-on-one assistanc e fro m a consultant i n one o f 
the followin g areas : 
Check on e of the areas below and describe specifically the natur e o f your 
need: 

Marketing: 

Human Resources : 

Technical (computer) : 

Pricing/Merchandising: 

Financial Management: 

Planning/Growth: 

Other: 

If you have a consultant i n mind that yo u would lik e to work with , pleas e put thei r 
name and contact informatio n here . Otherwise , see attached lis t of consultants: 



APPENDIX H 



1/2/03 
Technical Assistanc e Plan 

[Borrower Name] 

This Technical Assistance Plan for [Borrower Name] (referred t o as "the Plan" ) was create d 
through the cooperation o f the Centra l Vermont Revolving Loan Fund (referred t o as "CVRLF") , 
[Borrower Name] (referred t o as "Borrower"), and other integra l advisors and partners listed 
below. 

The purpose o f the Plan is to set a  course fo r implementing the business pla n and providing 
technical assistance to the Borrower over the term o f the loan , and more specificall y the firs t year 
of operation . Se e attached Goal s & Objectives and Technical Assistanc e Schedule. T o assist 
in the implementation o f this Plan, the C V R L F an d Borrower will work collaboratively to 
identify appropriat e huma n resources. Th e Borrower has already identified the followin g 
resources: 

[Sample Resources } 
• Pa t Travers, Vermont Small Business Development Cente r 
• Nor m McElvany, Marketing & Planning Consultant, Johnson State College 
• Valley , Accountant, Fothergill, Segale & Valley 
• Wendely n Duquette, Quickbook s consulting, Quickstart L L C 
• Rober t Fairbanks, Legal Counsel 

TECHNICAL ASSISTANCE PLA N 
As state d in the Letter of Commitment, re-executed o n [date] serve as the Loa n Agreement, th e 
Borrower is required to access at least one hour per quarter of post-loan technical assistance 
based on this Plan. Th e Borrower is also eligible for up to 1 0 hours per month of subsidized 
private consulting hours a s well as 50% tuition reimbursement assistanc e for business-relate d 
workshops and events. A l l parties acknowledg e that this Plan is a living document an d can be 
modified i n writing as needed an d as determined b y the C V R L F i n consultation with the 
Borrower and other identified consultants . 

[Borrower Name] 

By: 
[Borrower} Dat e 

Central Vermont Revolving Loan Fund 

By: 
Emily Kaminsky, Fund Manager Dat e 
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The following detailed Technical Assistance Plan is meant to be a guide for the roll-out of 
the business plan as well as the provision of technical assistance over the next year. 

Technical Assistance Goal 1: Successfully Transition Ownership 

Objective 1A. Prepar e the Store for Transition 

Activities 
1. Complet e Technical Assistance Plan 
2. Complet e obligations to lenders 
3. Se t up store insurance needs 

4. 50 % off all merchandise to clear out excess inventory. 

Objective IB. Clos e the Store for Transition 

Activities 
1. Orde r Quickbooks Pro 
2. Instal l Quickboosk Pro accounting system (advisor, Wendelyn Duquette ) 
3. Inventory , accounts receivable, gift certificates , prepaid orders, gifts and supplies 
4. Clea n stor e 
5. Bu y new stock to restock store for opening day 
6. Mak e appointment wit h guidance councilor at local high school to discuss job 

training opportunity for 2 part-time student assistant s 
7. Se t up technical assistance adviso r meetings to discuss and review progress 

Objective 1C. Prepar e the Community for Reopening 

Activities 
1. Creat e a marketing plan 
2. mak e a new advertising budget 
3. ge t the word out. Th e company will communicate its plans to reopen to the 

community in a way that creates buzz, excitement, and anticipation (advisors, 
Norm McElvany and Pat Travers) 

Technical Assistance Goal 2; Successfull y Open Store & Develop Employer/Employe e  
Relationship 

Objective 2A. T o create excitement amongst the new Team 

Activities 
1. Ev e of opening day, dinner meeting to discuss ideas, schedules, policies, benefi t 

ideas and excitement, etc. 
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1/2/03 
Technical Assistanc e Goal 3: Ensur e Competitive and Sustainable Profitability 

Objective 3A. T o take charge o f the busines s 

Activities 
1. Atten d workshop (Listening To Your Business), January 22 , 2003, Sponsored by 

the VT SBDC 
2. Atten d Quickbooks workshop. 
3. Atten d C V R LF Busines s Owner's dinner meeting s 
4. Schedul e regular Technical Assistance meeting s 

Technical Assistanc e Goal 4: Buil d Customer Base 

Objective 4A. Ge t the word out! 

Activities 
1. Identif y an d capitalize upon no-cost opportunitie s to increase company' s presence 

in the community 
2. Identif y strategie s to recapture and retain customer base 
3. Utiliz e company's reputation fo r quality service and loyalty to introduce ne w 

products a s described in the business plan. 

Technical Assistanc e Goal 5; Maintai n Financia l Progress Plan 

Objective 5A. Tak e control of the business ! 

Activities 
1. Ad d new  product s 
2. Monito r and evaluate performanc e an d progress (creat e and utilize advisory 

board) 
3. Identif y resources/consultant s t o sit on advisory board. 
4. Advisor y board to meet quarterly for at least the first year to review progress an d 

help owner to identify problems and possible solutions (scope o f discussion could 
include internal controls, financial management, merchandising, competition, 
marketing, human resources, etc . (Patrick Travers, Norm McElvany ) 

5. Mee t with subgroup o r special committee o f advisory board at least once per 
month during the first  six months t o review financial statements and othe r 
indicators o f progress (Patric k Travers) 

Objective 5B. Buil d owner capacity to understand an d evaluate performanc e an d progress . 

Activities 
1. Owne r will attend Quickbooks workshop to gain an understanding o f financial 

statements 
2. Revie w monthly financial statements with SBDC adviso r as needed an d submit 

on monthl y basis to C V R L F (Patric k Travers, Sheila Valley) 
3. Owne r will take advantage of other learning opportunities wit h the assistance of 

the C V R L F ' s partia l tuition assistance program (as mentioned i n the Plan). 
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TECHNICAL ASSISTANCE SCHEDUL E 
The following schedul e lists the sales and profit margin goals projected by the Borrowers in their business plan for the first twelve 
months o f operation. Genera l activities related to technical assistance provisio n and financial  reporting to the C V R L F ar e listed as 
well and are meant to serve as a roadmap fo r Plan implementation. 

Month Gross Sales Technical Assistanc e and Financial Reporting Activities 

December 
2002 • Mee t conditions of lenders 

January 200 3 • Clos e loan 

February 
2003 

• Technica l assistance tea m meets to review progress to date 
• O n February 15 t h, submit P &L fo r FY 200 2 and January 200 3 
• Als o submit year-end Balance Sheet (as of 12/31/02) and January 2003 balance sheet 

March 2003 • O n March 15th , submit P &L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review progress 

April 200 3 
• O n April 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Borrower' s chosen Advisory Committee meets to review quarterly financial progress (Januar y 

- March ) 

May 200 3 • O n May 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review financiáis 

June 2003 • O n June 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review financiáis 

July 2003 
• O n July 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review financiáis  t o review quarterly financial progress (Apri l 

- June ) 
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Month Gross Sales 
Profit Margi n 

Technical Assistance and Financial Reporting Activities 

August 2003 
• O n August 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review financiáis 
• Submi t 2002 Corporate and Personal Tax Returns to C V R L F 

September 
2003 

• O n September 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review financiáis 

October 2003 • O n October 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Advisor y Committee meets to review quarterly financial  progres s (Jul y - September ) 

November 
2003 • O n November 15 t h, submit P&L an d Balance Sheet to C V R L F 

December 
2003 

• O n December 15 t h, submit P&L an d Balance Sheet to C V R L F 
• Mak e necessary adjustment s t o business plan goals for Year Two 
• Creat e Year Two Technical Assistance Plan with providers and Fund Manager if necessar y 

TOTAL 
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VINE Steering Committee 
March 25 , 2003 

3:00 p m - 5:3 0 p m @  Woodbury Colleg e 

In Attendanc e 
Linda Ingold , V W B C 
Brenda Plastridge , S BA 
Ken Yearman, Job Start/VEDA 
Olivia Gay , M B D P / C V C A C 
Cecile Johnston , M B D P / C V C A C 
Mike Oliver , Time Fo r You Clock Shop 
Emily Kaminsky , C V R L F / C V C A C 

Notes From meeting 
The Committee member s brainstorme d fo r a  long time abou t a  potentia l name , a date, a 
location, event format , etc . I n the interes t o f time, space , etc , the following represent s 
the "options " that the Committe e cam e up with . 

NAME: Vermon t Informatio n & Networking fo r Entrepreneur s (VINE ) 

DATE: Jun e 2, 2003 o r June 9, 200 3 

LOCATION: Woodbur y Colleg e 

TIME: 5:3 0 -  8:0 0 p m 

WHO: Ar e we expectin g 5 0 to 75 ? What' s the standin g capacit y o f th e 
Woodbury cafeteri a versus the training room ? Th e Committee wanted t o 
be sure that the vas t majorit y o f the participant s ar e entrepreneurs an d 
that i t i s not over-ru n b y providers (limite d provide r attendanc e t o Steerin g 
Committee members ? Or, by invitatio n only? ) 

CONTENT: 5:3 0 p m -  6:3 0 p m registration , eating , minglin g 
6:30 p m -  7:3 0 p m Pane l or Keynot e 
7:30 p m -  8:0 0 p m Doo r Prizes/Closin g Remark s 

It was suggested that the following als o be included : 
> Pape r on walls with hanging pens/pencil s to allo w participant s t o write thei r 

thoughts u p about wha t the y wan t t o ge t ou t o f a  networking grou p 
> Hav e limited spac e available for servic e providers t o hav e their material s o n 

display (one table o r a  rack o f information ) 
> Invit e leaders/members of other networkin g organization s who ca n have thei r 

materials als o available 

PURPOSE: 
Although th e Committe e di d no t decide on specifi c purposes, the not e taker (Emily ) ha s 
taken the libert y o f trying to su m u p the "purposes " of the propose d Event . Committe e 
members ar e welcome to modify , add , change: 
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> T o facilitate networkin g opportunitie s amon g area entrepreneur s 
> T o promote th e benefit s o f networkin g 
> T o lin k participant s with existing informa l an d formal network s 
> T o create a core group o f entrepreneurs committe d t o organizing VINE events 

To set the stag e for follow-up VIN E networking events . I t was suggested that the 
Committee decide on a second event date (i n Septembe r 2003) s o that participatin g 
entrepreneurs ca n "save the date " and be confident tha t the VINE events will continu e 
forward. 

It was also reiterated tha t participants shoul d leave the even t with a lis t of participant s i n 
hand. Th e Steering Committee should be sure to creat e a mailing lis t and database of 
people who receive d the maile d invitation a s well as people that registered their interes t 
- wh o wil l coordinate this database? 

Pre-Registration 
The Pre-Registratio n form shoul d include: 

> Communicat e "for whom/why " 
> Lis t the Nam e of the Even t (Date, Location , Time) 
> Brin g Your Business Card s 
> Addres s "what's i n i t for me " question 
> Deadlin e for mailbac k (May 16 t h) 
> Limite d seating - firs t come, first serve? ? 
> $ 5 registration fee , scholarships available upon request . 
> Hav e a link to a  website (Yaho o Groups?) so that participants ca n star t 

networking immediatel y and/o r can register their interes t i n a network eve n i f they 
cannot go to the event . 

The Committee considered a folded-card as a registration form ; participant s coul d tear 
off par t o f the car d and send i t i n with their registratio n fee . 

There was a question about ho w much informatio n t o collec t from entrepreneur s 
through th e pre-registratio n form . Th e Committee decided that they would brainstorm . 
It was also suggested that when they com e to the event , that each participant fil l ou t 
something abou t themselves. 

Distribute th e Pre-registratio n form throug h existin g network s an d partners (estimat e 
about 1,00 0 woul d nee d to b e printed) . 

Marketing 
> Distribut e pres s releases to medi a prior to sendin g out the pre-registratio n card . 
> Marke t through existin g events and partner s 
> Ge t the assistanc e of a marketing consultan t (Emily ) 
> Develo p a consistent image (VINE idea) 

OUTSTANDING QUESTION S 
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> Whic h entity will b e the "presenter " o f the event? Havin g co-sponsoring 
organizations migh t brin g politic s int o an event that doesn't nee d the politics ! 
Nonetheless, i n order for the even t t o hav e credibility , organization s shoul d b e 
listed: 

E.G. VINE Networking Event 
Presented By:  X X X X X X 
Thanks To or Organized  By: (lis t participating organizations ) 
Special Thanks  To:  nam e entrepreneurs o n Steering Committe e 
Underwritten By: Ban k Name or other funde r 

Emily wil l talk with Community Action folks to se e i f there ar e any politica l issues 
with having C V R L F a s the presente r an d listin g C V C A C a s one o f the organizin g 
entities. 

> Whic h entity will receiv e registration funds ? Wha t ar e the logistica l and lega l 
implications o f receivin g funds? C V C A C o r C V R L F ca n receive? 

TASKS 

> Timelin e -  Emily/Brenda?? ? Se e Yahoo Groups set u p for a  calendar and tas k 
list. 

> Organiz e door prize s - Janic e Parkington? Solici t from businesses? 
> Evaluatio n For m 
> Researc h networking group s to invit e t o the even t -  Olivia , Emily 
> Marketing/Outreac h -  Ken , Brenda, Cecile (Emil y wil l contac t marketin g 

consultant t o ge t assistanc e with consistency of image ) 
> Pre-registratio n for m -  Lind a 
> Budge t - Emil y 
> Foo d - nee d someone to coordinate ? S B A ? Loo k for on e Catere r or a  fe w 

different entrepreneur s t o cate r 

NEXT MEETIN G 

April 7 t h 

11:30 p m 
Bring your ow n lunc h 
S B A ? Brend a will le t the grou p know . 
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CVRLF Borrowers 
Quantitative Information 
2002 and 2003 

INFORMATION #1 #2 #3 #4 #5 #6 #7 #8 
Gender F FM F F F MM M FM FF  
Registration Type SP Partnership SP SP SP Corp S Corp SP Partnership 
Date of First Loan 1/22/98 4/30/98 3/16/00 8/24/2001 12/15/98 9/26/00 7/8/1999 2/8/01 4/30/1998 
Amount of Loan Rcvd (<12/31/01) $15,000 $6,000 $10,000 $50,000 $3,000 $25,000 $45,000 $10,000 $10,000.00 
Modifications to Note? Refinance 3/27/00 Refinance 12/29/99 No No No Refinance 1/7/02 Refinance 9/26/01 Ref ($, allonge) No 
Addt'l Financing Rcvd? $5,137.36 $26,895 - - - $10,000 $11,580.56 15/25/01 $5 K No 

11/15/02 $17,116.76 
Adj. Gross Income 99 tax return Pri n 1 $7,266.00 ($2,492) $21,638 $39,868.00 $873 $912.00 $18,902.00 I$1,385.79 dont have 
Adj. Gross Income 99 tax return Pri n 2 $21,140.00 I$40,167.00 
Adj. Gross Income 0 0 tax return Pri n 1 $5,219.00 -$1,476.00 Need $40,906.00 $4,194.00 $702.00 $28,718.00 don't have Idont have 
Adj. Gross Income 0 0 tax return Pri n 2 $12,142.00 don't have 
Adj. Gross Income 01 tax return Pri n 1 $7,401.00 Need $23,613.00 Need Need $7,457.00 Need -$27,779.00 don't have 
Adj. Gross Income 01 tax return Pri n 2 Need don't have 
Adj. Gross Income 0 2 tax return Pri n 1 Need Need Need Need dont have Need Need don't have Idon't have 
Adj. Gross Income 0 2 tax return Pri n 2 Need dont have 

Sales 2000 74,814.00 $29,916.00 $117,664 NA $14,132 $87,558 $413,550 none $54,404.85 
Projected for 2000 53,558.51 $193,800.00 $105,500 NA none $152,216 $401,713 none none 
Sales as % of Projeced for 2000 140% 15% 112% NA none 58% 103% none none 

Sales 2001 $109,062 $18,119.00 $196,117 247814.82 $27,266 $58,924 $415,515 $160,770.00 $18,564.82 
Projected for 2001 $66,948 $223,900.00 $122,100 215000 none $273,000 I$437,539 1256150 none 
Sales as % of Proiected for 2001 163% 8% 161% 115% none 22% 95% 63% none 

no draw no draw no draw 
Sales 2002 $134,587 $177,824 394322.36 $44,116 $401,775 $56,795.30 none 
Projected for 2002 $80,338 $257,550.00 $134,310 282000 $102,800 $468,167 $105,150.00 none 
Sales as % of Projected for 2002 168% 7% 132% 140% 43% 86% 54% none 

1 
2001 Owners dra w $10,758 $0.00 $25,615 salary Salary/Commission $38,600 none officially none 
2002Owners dra w $10,602 $0.00 $36,774 salary ISalary/Commission I$38,000 none officially none 



CVRLF Borrowers 
Quantitative Information 
2002 and 2003 

INFORMATION #10 #11 #12 #13 #14 #15 
Gender FM F FF F FM FM 
Registration Typ e LLC SP LLC SP SP LLC 
Date of First Loan 1/31/2002 1/15/2003 12/4/2001 10/15/2001 12/13/2001 7/23/2001 
Amount of Loan Rcvd (<12/31/01) $50,000 $25,000 $25,000 $40,000 $50,000 $30,000 
Modifications to Note? No No Yes No No Yes allonge 
Addt'l Financing Rcvd? No No No No Yes No 

$1,208.75 ins 
Adj. Gross Income 99 tax return Prin 1 -$151,756.00 don't have 0 don't have 18,529.00 19397 
Adj. Gross Income 99 tax return Prin 2 $23,813.00 0 
Adj. Gross Income 00 tax return Prin 1 -$212,803.00 dont have $4,956.69 $30,396.00 25,983.00 $8,517.00 
Adj. Gross Income 00 tax return Prin 2 $8,561.00 $0.00 
Adj. Gross Income 01 tax return Prin 1 Need 

Need 
$329.00 $6,310.52 $12,401.00 17,924.00 Need 

Adj. Gross Income 01 tax return Prin 2 
Need 
Need $0.00 

Need 

Adj. Gross Income 02 tax return Prin 1 Need Need Need Need Need Need 
Adj. Gross Income 02 tax return Prin 2 Need Need 

Need 
Sales 2000 $31,985.00 76851 0 $28,334.00 0 0 
Projected for 2000 none none 0 none none none 
Sales as % of Projeced for 2000 none none 0 none none none 

Sales 2001 19077 don't have 0 $15,407.00 0 2184.8 
Projected for 2001 none none 0 none none 142704 
Sales as % of Projected for 2001 none none 0 none none 2% 

no draw 
Sales 2002 $95,545.80 $54,909.43 $25,728.00 $30,579.18 unknown unknown 
Projected for 2002 $122,485.00 $85,950.00 $201,108.00 $41,292.00 $75,073.00 $76,750.00 
Sales as % of Projected for 2002 46% 64% 13% 74% NA NA 

2001 Owners draw 0 0 0 0 unknown unknown 
2002Owners draw merchandise 0 $9,000 0 unknown unknown 



Question #1: 
Achievements of 
2001 

46% increas e i n sales; a d d ed new 
employees ( 3 a nd the n 2) 

new clients ; learne d ho w t o operat e 
new tools , graduate d fro m 
Homeownership Center ; wif e starte d 
her career , quicke r to respond to 
clients. 

Increase i n sa les, cu t advertisin g 
budget, ne w product s (wings , etc) 

Incentive pla n fo r employees , hi t larger 
part of the loca l market ; all you ca n eat 
pizza; g o o d staff . 

Got mor e wholesal e accounts ; got 2 
New Eng lan d rep s plu s Ne w Yor k R e p 
to introduc e he r product s - the y mak e 
cold call s instea d o f herself . 

Shift to electronic marketin g campaig n 
- les s costly ; ne w staf f m e m b e r fo r 
sa les , creatin g ne w domest i c marke t 
with Imag e Relay , establis h new 
clients; A / R s col lected . 

Q u e s t i o n #1 : 
Achievements of 
2002 

C V S W M D grant ; redecorate d store ; 
created ne w brochures ; p lanne d soli d 
a d campa ign , increase d gros s sa le s 
23%; too k s o m e tim e off ; ne w peopl e 
per mont h 10 0 now 60 

more clientel e (word-of-mouth) ; 
keeping loa n current ; f inishe d R e a c h -
Up a n d go t pai d b o n u s e s as a result of 
finishing (go t $20 0 tool/each) ; a  relative 
paid $1,50 0 fo r labo r to paint a  fram e 
on a 4 wheele r 

consistency in product, increase d 
profitability; maintaine d 3 3 % C O G S ; 
moved raw ingredients dow n bac k 
stairs to increase storag e -  bette r 
workspace i n the back; rearrange d 
things t o improve efficienc y 

purchased quipment , f reezers , P O S 
system, pai d of f V C L F loa n 

building Imag e Realy ; S tow e A r e a 
Assoc ia t ion , s inc e S e p t '02 , $15 0 b a se 
fee +  $2K t o do process ing a nd 
uploading; D e c e m b e r '0 2 heard bac k 
from Stat e o f V T, 2  yrs thr u A C C D ; the y 
have archive , edi t the archive, consul t 
for $650/mont h b a s e fee . 

Q u e s t i o n #2 : 

Factors 2001 
More selectiv e abou t qualit y o f clothing; 

o y e e s mow/emplr e priced, mor e sold ; 
store c leane d up 

More practice ; wor d o f mout h 
marketing, learne d abou t buyin g house , 
hard work/busines s supporte d wif e 
going int o he r ow n career . 

Advertising mor e efficient , donat ion s to 
community; reputatio n bring s mor e 
people; qualit y o f service, s iz e of 
portions. 

Family atmosphere , hav e fun , advertis e 
weekly specia ls ; core lunc h crowd . 

F o c u s energie s a n d finall y gettin g 
returns, take s tim e to get feelers out 
there, persistence ; realiz e tha t s h e 
can't d o everything; h a s w e a k n e s s e s 
and need s someon e t o compensate. 

Connect ions to VT Ski Assoc ia t ion, 
timing wit h J a s o n leavin g a n d abilit y to 
get J a s o n o n . 

Q u e s t i o n #2 : 

Factors 2002 
technical ass is tanc e (C . Rubner) ; 
conf idence i n employees; mor e 
employees ; Norm a volunteere d las t 
year, no w s h e get s paid ; student pai d 
by state , ra n out , no w pai d b y CKII 

word o f mouth; march-April-Ma y ar e the 
biggest month s a n d A u g u s t highes t 

J o e her e t o work in the bus iness; g o od 
reputation amongs t e m p l o y e e s , c a n 
retain the m 

necesity state contrac t fee s prevente d the 
a b o v e fro m happenin g befor e 

Q u e s t i o n #3: 

L e a s e Positiv e 

Events of 200 1 

S a l e s droppe d 9-11 ; $10 0 stolen fro m 
c a s h register ; 

S a l e s dropped , break-i n a n d sig n 
destroyed, locatio n poor ; difficult y 
meeting distributor s minimu m sal e 
requirements. 

Product didn' t wor k as p lanned (chili ) 
s o h e discont inued, s p a c e is limitin g 
still 

Delivery busines s started didn' t wor k as 
smoothly at first; s p a c e is a problem ; 
hard tim e negotiatin g wit h landlord ; 
problem wit h unifor m vendo r (lega l 
issue now ) 

B o u n c e d c h e c k s ( C O D ) -  no w doesn' t 
do anymore , couldn' t fill  all holiday 
order i n tim e 

Delay i n cata logue gettin g out , c a s h 
flow crunch , Image Rela y websit e mor e 
expensive . 

Q u e s t i o n #3: 

L e a s e Positiv e 

Events of 2002 

Natalie lef t las t Januar y (wa s her 
Saturday); los t Saturda y hel p a n d 
therefore ha d t o work 6 day s 

lost $1,00 0 i n bad debt ; ha d les s 
inventory; inabilt y t o buy machine s to fix 
up 

didn't s p e n d enoug h tim e @ h o m o e ; 
Mexican P izza ; mak e sa ls a fresh , 
couldn't b e c a u s e ti took longer ; 
employee run-in ; b o u n c e d check , 
s o m e o n e threatene d t o s u e; spen t $  to 
collect $10 

s topped deliveryin g i n lat e Januar y -
flopped du e t o lack o f drivers; staf f 
turnover -  lack o f g o od par t tim e hel p 

yankee image , sa le s fla t 

Q u e s t i o n #4 : 

F a c t o r s 200 1 

Lax security ; 9-11 Weather de layed ; poo r location ; lac k o 
sca le ; e c o n o m y sluggis h 

Product flavo r wa s foreig n Hadn't traine d peopl e properly ; vendor s 
changing staf f -  havin g har d tim e 
getting prices ; proble m wit h unifor m 
vendor. 

Didn't kno w tha t s h e woul d hav e a 
problem wit h C O D , lac k o f exper ience , 
not havin g enoug h labo r tim e 

Didn't d o a pre-re leas e campa ig n for 
catalogue; no t methodica l i n sa les 
follow u p due t o lack o f staff, tigh t 
marketing budge t 

Q u e s t i o n #4 : 

F a c t o r s 200 2 

Natalie wen t to Nursing S c h o o l loan to o high , not enoug h c a s h , poo r 
credit 

bus iness can' t g ros s e n o u gh i n this 
s p a c e t o gross the amount n e e d e d to 
pay anothe r perso n - manager . 

lack o f g o od par t tim e hel p don't hav e th e images, don' t hav e the 
c a s h flo w t o market, don' t hav e $  to get 
the images , hav e t o 5 0% back t o the 
photographers i n commiss ions , 
bus iness mode l wa s f lawed , 9-11 
exacerbated it . 

Q u e s t i o n #5: 

S t e p s for 2001 

Store c leanl iness ; security c a m e r a s , 
a d d anothe r c a s h registe r fo r bus y 
times; 

Find differen t location ; advertising , 
refinance loa n to reduce payments ; 
internet (explor e tha t option ) 

Find a manager, dro p foo d cost , raise 

prices. 

Point o f sa le sys tem , ne w locatio n or 
improve existing , improve/tes t deliver y 

Stowe an d Valle y farmer s markets ; loo k 

for growt h opportunitie s (space , labor) . 

Develop scannin g business , bring mor e 
bus iness fro m sk i resort s throug h 
personal connect ions , deve lo p Imag e 
Relay 

Q u e s t i o n #5: 

S t e p s for 2002 

redecorate th e downstairs; tak e 
additional tim e off so don' t ge t burned 
out 

refinance; E -ba y wit h Bil l D e F o r g e ; 
wants part-tim e help , hav e t o move ou 
looking at E. Montpelie r 

watch foo d cost s a nd portions ; m ay 
want to move i n the next tw o year s -
n e e d s to prepare; lookin g at East 
Montpelier c lose r to S u b a r u; usin g VT 
c h e e s e instea d o f Wiscons in, it' s 
cheaper a n d wil l hel p hi m kee p foo d 
costs down . 

more advertising , mor e dinin g s p a c e 
(was lookin g at moving recently!) , bee r 
a n d win e l icens e (applying ) 

hope t o clinch th econtract wit h the 
State i n the next tw o weeks ; Middlebur y 
Col lege -  set u p a demo accoun t befor e 
a n d no w n e e d s t o follow up ; modes t 
outward sa le s for Image Relay , 
restructure Y a n k e e Image , pursu e 
Burton 

Question #6: 9-
11 

sa les i n S e p t e m b er dropped ; ble d int o 
Oc tober 

No No just tha t week onl y had s o m e cancellat ion s bu t 3 week s 
before X m a s pu t the m bac k in. 

Internationally connec te d bus ines s so 
effect wa s ver y bi g - advertisin g 
industry goin g under . 

No Comparison 
Question 

No No No No No No 



Question #1 : 
Achievements of 
2001 

. 5% increas e i n sa le s eve n tho ' c lose d 
one da y o f th e week ; bookkeepe r 
trained internally , incentive s fo r 
manager t o kee p C O G S down , stat e 
taxes take n car e of ; payrol l down , 
improved efficienc y 

grand opening , pric e increases , fac t 
that the y ar e stil l i n operation . 

Question #1 : 
Achievements of 
2002 

gaining o n ne t income ; pu t i n walk-i n 
cooler finall y ($9K) ; las t fe w months , 
has ha d a  g o o d grou p o f emp loyee s 
who ar e efficient , bette r functiona l 
s p a c e a s a  resul t o f th e cooler ; triple d 
storage s p a c e capacity ; too k firs t 
vacation 

increase sa le s 3 0 0 % ove r 2001 ; pai d 
employees; credi t car d sale s gu t feelin g 
that the y increased ; farmers marke t 
increased sa les , loa n o f course ! 

Bought th e store ; Comple t e 
reorganization a n d cleanin g o f th e 
bus iness; Starte d carryin g retai l lin e 
(greater profi t margi n tha n givin g stor e 
credit t o shoppers) ; Positiv e feedbac k 
from customer s abou t ne w owner ; 
C h a n g e d th e n a m e o f th e stor e -
stopped working  wit h th e franchis e 

none adding th e puppie s t o th e store ; gettin g 
the loan ; getting stoc k buil t up ; gettin g 
more peopl e in ; hig h sa le s i n month s 
when traditionall y slo w (summer) ; tow n 
office i s no w givin g ou t he r numbe r no w 
that the y remembe r s h e i s ther e 

Question #2 : 
Factors 200 1 

Running mor e efficiently , maintai n 
quality; starte d chargin g fo r delivery ; 
labor marke t improved . 

Ask ing fo r hel p wa s a  bi g facto r t o 
staying afloat , famil y support . 

Question #2 : 
Factors 2002 

had c a s h flo w t o d o i t thi s year ; 
previous yea r c a s h flo w wa s goin g t o 
A / P 

commitment o f principles , grea t 
e m p l o y e e s , loa n f inancing , word-of -
mouth fo r yea r befor e ,  g o od busine s 
splan, bette r advertising , consistenc y o f 
hours; B o b Holde n a n d Bil l M a c D o n a l d 
he lped wit h target s a n d benchmarks ; 
g o o d a t lookin g a t markup s 

I a m clea n a n d organize d none 

Question #3 : 
Lease Positiv e 
Events of 200 1 

Payroll perso n too k $10,00 0 o f hi s 
money dest ine d fo r IR S a n d pockete d 
it.; deliver y i s a  constan t pain ; di d no t 
get ne w leas e s igned . 

Getting i n th e hole , no t knowin g 
whether the y wer e goin g t o surviv e 

Question #3 : 
Lease Positiv e 
Events of 2002 

another $6,00 0 pu t t o Ric k Fole y (th e 
accountant); pu t a  mortgag e o n hi s 
house fo r 4  year s a t 12 % bu t i s 4th i n 
line; ha d a  littl e f lood, m a d e a  claim , 
got kicke d of f insuranc e becaus e o f to o 
many claims , no w wit h N W J . 

outside sig n w a s no t a  priorit y o f th e 
Rootswork board ; shippin g difficulties ; 
dealy i n gettin g permanen t s ign , 
d a m a g e d window s tha t won' t b e fixe d 
for awhil e 

B u s i n e s s suffere d financiall y du e t o 
personal issues ; los t customer s a n d 
lost emp loyee s 

bus iness faile d hard tim e convincin g breeder s t o sel l 
their d o g s t o her ; run-i n wit h th e Stat e 
representative abou t he r bird s (h e 
wasn't prepare d i n prope r gea r a n d 
wanted t o g o a n d s e e th e breeder s -
E m m a go t ma d a t hi m -  h e lef t an d sai d 
he woul d b e bac k t o shu t he r down , thi s 
w a s Octobe r 2002 ) 

Question #4 : 
Factors 200 1 

Trusted hi s payrol l guy , didn' t fin d ou t 
what h a p p e n e d unti l to o lat e 

Undercapitalized, order s c a m e i n al l th e 
s a m e da y neve r ha d th e c a s h , n e e d e d 
to hav e a t leas t 3  month s o f c a s h 
reserves, utilitie s wer e ver y high , trie d 
to mee t n e e d s o f customer s bu t 
couldn't. 

Question #4 : 
Factors 2002 

s a m e a s befor e s e e a b o v e Personal issue s that kep t th e bus ines s 
from stayin g o n trac k 

didn't hav e enoug h informatio n i n th e 
bus iness plannin g p h a s e ; shoul d hav e 
gotten mor e tha n o n e technica l 
ass is tance provider s advice ; shouldn' t 
have rushe d th e process ; jumpe d int o 
the bus ines s too quickly ; shoul d hav e 
done R & D first . 

pet s h o p s hav e a  ba d re p 

Question #5: 
Steps for 200 1 

M a y tr y t o sel l bus ines s to manager , 
wants t o ge t th e busines s to a  saleabl e 
stage. 

Work o n growin g th e deli , deliver y t o 
the state , watc h budge t closer , c h a n g e 
banks 

Question #5: 
Steps for 2002 

will take s o m e tim e of f thi s yea r -  want s 
to wor k with a  marketin g consutlant -
Chare ls Rubne r 

u s e othe r shippers , bi g thin g wil l b e 
improving s ignage , wil l ge t th e Dep t o f 
Tour ism sign ; Apri l issu e o f Gourmen t -
c h e e s e 

Increase day s ope n t o 7  an d numbe r o f 
hours ope n increase ; Wil l sel l women' s 
clothing (smal l sect io n -  no t jus t 
maternity); Carr y ne w retai l toy s -
greater profi t margin ; Partne r (no t bein g 
paid) i s committe d t o bein g a t th e stor e 
if there i s a  persona l proble m 

None -  kee p payin g of f th e loan , a s 
quickly a s possible . 

fish clu b s o clu b member s ge t 10 % off ; 
do lik e C h e a p Kid s II , le t peopl e pu t 
cards i n a  fishbow l a n d i f their s i s 
picked the y ge t a  discount ; kee p a d s i n 
T i m e s A r g u s , Wor ld, Tradin g Post , 
B F P , wil l n e e d s o m e sor t o f credi t car d 
s o o n ; ma y conside r no t carryin g lizard s 
they don' t sel l wel l a n d the y tak e u p 
electricity an d room . 

Question #6: 9 -
11 

No Just tha t da y 

No Comparison 
Question 

No No 



INFORMATION #1 # 2 # 3 # 4 # 5 # 6 
Question #7: 
Recession 

not muc h effect , peopl e ar e lookin g t o 
stretch thei r dolla r more ; bu t peopl e 
aren't spendin g as much . 

Y e s , sa le s down . No. No affect , lac k o f sno w ha s affecte d 
sa les 

Product appear s recess io n proof . Advertising take s a  bi g hit , layoff s 

Question #6 : 
Recession 

recession ha s affecte d sa les ; peopl e 
who didn' t sho p before ar e shoppin g fo r 
u s e d clothes ; middle incom e fol k wh o 
look fo r part y d resse s buy fewe r 
(instead o f $100 , s p e n d $30 ) 

people d o no t hav e an y mone y yes , bu t no t mor e tha n 5% ; recessio n -
people hav e highe r oi l costs , ga s costs ; 
freezing outside . 

less peopl e vacationing , #'s ar e dow n 
from las t yea r 

contract f reeze s 

Question #8: Di d 
you access TA 
in 2001 ? 

S B D C t o tal k abou t settin g u p 
employees 

Met wit h M B D P bu t ass is tanc e hasn' t 
helped hi m ge t wher e h e n e e d s t o be ; 
limited. 

Worked wit h S B D C abou t quarterl y ta x 
estimates. 

M a y hav e talke d wit h S B D C . Y e s , worksho p wit h Nor b Johnsto n wa s 
great! 

Financial 

Question #7: Did 
you access TA 
in 2002 ? 

yes , charle s rubne r marketin g 
consultant a n d tw o roundtable s a n d 
open h o u s e 

April Roundtabl e -  Jan ic e stol e th e 
show, h e couldn' t ge t a  wor d i n 
edgewise 

February roundtabl e wa s somewha t 
useful; wa s happ y h e coul d contribute . 

y e s , kitche n desig n possibilit y fro m 
Brian Norde r 

$10,000 financia l 

Question #9: I f 
not, were you 
aware that 
ex is ted? 

N A N A time ha s bee n a n issu e for him . Y e s 

Question #8 I f 
not, were you 
aware that 
existed? 

N A y e s by 7  p m h e i s able t o atten d a n event , 
but d e p e n d s upo n th e night . 

Y e s y e s 

Question #10: I f 
so, why not ? 

C o u r s e s , event s offere d weren' t 
specifically relevan t 

Can' t lear n wel l i n grou p situation s -
better i n o n e - o n - o n e situation s 

haven't h a d issue s that can' t b e fixed 
by lawyer , don' t n e e d muc h ass is tanc e 

Question #9: I f 
so. why not? 

N A N A no tim e not e n o u g h tim e t o follo w thoug h wit h 
the p r o c e s s 

not usefu l 

Question #11 : 
What Should 
CVRLF Provide? 

facilitate grou p insurance ; help wit h 
marketing 

n e e d s o n e - o n - o n e ass is tanc e Bookkeep ing , growt h strateg y kitchen consultant , managemen t 
course , energ y efficienc y ( V E A P ) 

n e e d s t o d o mor e reflection , bus ines s 
mentor 

Consultant t o develo p marke t fo r Imag e 
Relay -  resourc e developmen t i n 
particular. 

Question #10 : 
What Should 
CVRLF Provide? 

roundtable d iscuss ion s -  se t th e 
expectation tha t peopl e ar e s u p p o s e d 
to attend ; facilitator s wit h expertise ; 
Norb Johnsto n was reall y g o o d ; tha t i s 
the kin d o f speake r ever y on e likes ; 
general topic s fo r roundtable s a n d 
facilitator woul d b e poo d 

doing somethin g wit h 
products/inventory; smal l bus ines s 
conference t o sel l product s 

a c c e s s t o accountan t o n ta x issue s no forma l answer , althoug h w e talke d 
about a  H R consutlant . 

K P M G consultant ; n e e d for m fo r 
Borrowers t o fill  ou t abou t consutlant s 

No Comparison N A N A N A N A N A N A 

Question 
Question #11a : "Charles ha d a  t remendou s impac t o n None N A No N O 

Can you my business. " I t wa s hi s ide a t o spruc e 

attribute any the stor e u p befor e th e a d campaig n a s 

positive changes o p p o s e d t o waitin g fo r th e c a s h t o 

as a result? c o m e i n fro m sa les . "Havin g hi m her e 
at leas t tripe d th e amoun t o f th e gran t I 
got fro m th e C V S W M D " . I  got a  bette r 
brochure -  tw o fo r differen t aud ience s 
instead o f one . I  reall y m a d e i t a  retai l 
store a s a  result . Charle s was goo d fo r 
her ego , go t acknowledgemen t tha t sh e 
W A S smart . 

No Comparison 
Question 

N A N A N A N A N A 

Question #11b : 
What were some 
of the usefu l 
things you 
obtained fro m 
T A ? 

s e e a b o v e None N A N o n e N o n e 

No Comparison 
Question 

N A N A N A N A N A N A 



INFORMATION # 7 # 8 #1 0 #1 1 #1 2 #1 3 

Question #7 : 
Recession 

No Lot of people i n area lai d off , spendin g 
less i n general. 

Question #6 : 
Recession 

1st time he hasn't poste d a net income; 
January 03 was horrible . 

Hard t o know b e c a u s e nothin g to 
compare i t to, thin k s o m e peopl e are 
coming to Vermont drivin g instea d of 
going e lsewher e 

Winter wa s wors e tha n usual ; Th is is 
the kin d of bus iness that peopl e wil l 
s h o p mor e a t b e c a u se of a recession 

N A doesn't know ; D e c e m b e r a n d 
N o v e m b e r wer e wa y down . But 
January w a s highe r tha n normal . 

Question #8: Did 
you access TA 
in 2001? 

Norb Johnsto n a nd S B D C Financial a n d post-loa n 

Question #7: Did 
you access TA 
in 2002? 

November 200 2 ope n hous e Financial a n d technica l Y e s -  Do n Padget t a n d Margare t 
Ferguson (doesn' t cons ide r her wor k 
with Margare t technica l ass is tance ) 

Y e s worked wit h C laud i a in the pre-loan 
p h a s e ; workin g wit h Marci a no w on 
bookkeeping 

Question #9: I f 

not, were you 

aware that 
e x i s t e d ? 

S o m e w h a t 

Question #8 I f 

not, were you 

aware that 
e x i s t e d ? 

Y e s N A Y e s N A N A 

Question #10: I f 

so, wh y not? 

Question #9: I f 

so. wh v not? 

not appl icabl e t o what he is doing; 
bookkepinq unde r contro l 

N A N A N A 

Question #11 : 

What Should 

CVRLF Provide ? 

Will mee t wit h S B D C t o develop 
postcards, da tabase , targe t marke t 
market, selectiv e marketing . 

N e e d e d hel p settin g u p books, TA 
a h e a d o f the openin g woul d hav e bee r 
useful , hel p makin g th e first orde r a n d 
decisions. 

Question #10 : 

What Should 

CVRLF Provide ? 

one -on -one functiona l marketin g pla n 
ass is tance 

m a y b e have th e L o an Commit t c o m e 
to d o a sit e visi t befor e the y mak e a 
loan a n d c o m e bac k a n d visi t to s ee 
how the y ar e doing . Mak e sur e tha t the 
borrower know s wha t to expect writ e 
from th e beginning, betwee n aprpova l 
and disbursemen t 

Lega l , C P A , Qu ickbooks , Marketin g technical ass is tanc e that know s wha t 
they ar e talkin g abou t befor e th e loan is 
approved; chal leng e applicant s more ; 
small bus ines s counselor (generalist ) 
plus a specialist (lik e a 
wholesaler/importer) i n the pre-loan 
phase. 

N A 

No Comparison 

Question 
Question #11a : 

Can yo u 

attribute any 

positive change s 

as a result ? 

can ru n Z  reports of f of the register ; 
can trac k sa le s a n d bette r understan d 
bus iness; c a n m e a s u r e agasins t benc h 
marks 

No -  the exper ience wit h the two T A 
providers i n the post-loan p h a s e w a s 
not positive ; the first on e wa s no t abl e 
to transfe r an y knowledg e t o them; he 
just talke d abou t hi s bus iness ; he 
couldn't giv e concret e feedback . 

without C laud ia , s h e woul d no t have 
stuck wit h the bus iness application ; 
C laud ia provide d emotiona l support ; 
Marc ia pu t everythin g throug h the 
checkbook a n d se t up a petty c a s h . A l 
income accounte d fo r - s he u s e d to 
take m o n e y ou t o f the drawe r befor e i t 
went int o the bank; s o it was neve r 
recorded. Withou t Marci a s h e u s e d to 
leave doin g f inanciá i s to the e n d; u s e d 
to d o manual inventory , no w s h e u s e s 
the P O S ; ha s les s anxiety , s h e s c a n s 
items whe n the y c o m e i n a nd sell ; 
much eas ie r to keep trac k o f inventory. 

No Comparison 

Question 

N A 

Question #11b : 

What were some 

of the usefu l 

things you 

obtained from 

T A ? . -

N A knowing Vally e Pizzeri a doin g the same 
thing 

None s e e a b o v e 

No Comparison 

Question 

N A 



INFORMATION #1 #2 #3 #4 #5 #6 
Q u e s t i o n #1 1 c : 
Feedback. 2 
th ings y o u 
w o u l d c h a n g e 

the proces s worked wel l (I.e . linkin g he r 
up with Charles) ; would hav e like d t o 
s e e mor e participatio n a t th e 
roundtables; s h e enjoye d gettin g 
feedback fro m th e roundtable s tha t sh e 
wasn't th e onl y one facin g crisis ; ther e 
is a lo t w e ca n lear n fro m on e anothe r 

None N A B e mor e prepare d t o lear n fro m th e 
consultant (there' s to o muc h goin g on ) 

N o n e 

Q u e s t i o n #12 : # 
of h o u r s s p e n t 
o n b u s i n e s s pe r 
w e e k 

60 hrs/wee k 60 hrs/wee k i n summe r a n d 2 5 
hrs/week i n winte r 

70 hrs/wee k (use d t o b e 8 0 hour s i n 
beginning) 

60 t o 11 5 hour s 80 hours/wee k N A 

Q u e s t i o n #12 : # 

o f h o u r s s p e n t 

o n b u s i n e s s p e r 

w e e k 

60 hrs/wee k ( 6 d a y s a  wee k a n d 1 0 
hours a t home) ; h o p e s t o cu t bac k t o 
50-55 hours ; is n o longe r doing sewin g 
machine repairs . 

march throug h novembe r d o e s 5 0 
hours spr ing/summe r a nd 1 5 hour s 
pwer wee k fall/winte r 

70 hour s 55 before, 50-6 0 hour s i n Y u a n k e e Imag e 
now 2 0 hour s on Y l a n d IR , wit h mor e 
time spen t o n I R 

Q u e s t i o n #13 : 

D e g r e e t o w h i c h 

take h o m e pa y i s 

e n o u g h 

2 1 4 4 2.5 o r 3 N A -  didn' t answe r 

Q u e s t i o n #13 : 

D e g r e e t o w h i c h 

take h o m e pa y i s 

e n o u g h 

1 ($10,60 2 thi s year) ; s h e d o e s ge t 
clothes a t th e stor e whic h reduce s he r 
monthly e x p e n s e s ; a nd s h e ha s a 
significant othe r tha t help s with th e 
mortgage now . 

no c a s h ou t o f bus iness ; dippin g int o 
reserve t o pa y loa n - 1 

4 i n th e summer ; 3  i n th e winte r 5 -  wouldn' t d o i t otherwis e 1 

Q u e s t i o n #14 : 
H a v e 
Hea l thcare? 

N o n e Medica id , Dr . Dinosaur , wife' s 
insurance soo n 

H a v e V H A P N o n e V H A P N o n e 

Q u e s t i o n #14 : 

H a v e 

H e a l t h c a r e ? 

no -  m a y b e eligibl e fo r V H AP thi s 
coming yea r s inc e s he n o longe r get s 
other incom e fro m chil d support ; 

Medicaid; Johnel l e ha s choic e to g o t o 
Penny 's insuranc e bu t the y didn' t 
understand th e informatio n whe n the y 
pot i n th e mai l s o they thre w i t away . 

V H A P y e s -  finally , B C B S -  starte d i n lat e 
2002 

N o n e 

Q u e s t i o n #15 : 

W h a t add i t iona l 

s u p p o r t ? 

N A gets $40 0 fro m chil d support ; n e e d s 
more mone y 

learn mor e abou t bookkeeping , growt h 
down th e road , ho w t o dea l 

talked abou t kitche n consultan t 

Q u e s t i o n #15 : 

W h a t add i t iona l 

s u p p o r t ? 

s e e above ; s h e i s concerned abou t 
having t o pa y a  liveabl e w a g e o r a 
higher wag e b e c a u s e i t will pu t he r ou t 
of bus iness ; s h e joined NFI B whic h i s 
lobbying agains t that . M a y loo k t o 
Wells Rive r to borro w m o n e y i n th e 
future. 

None Robert P a c e -  hoo k hi m up . talked abou t H R consultan t flexibility o n payments , thankfu l tha t 
they coul d go o n n o n - A C H , K P M G 

Q u e s t i o n #18 : 

G i v e t h e m 

benef i ts? 

No benefits , firs t dib s on clothing ; s o m e 

holiday b o n u s e s 

N A Free lunch , s o d a, flexibl e schedul in g T o p 2  ge t vacatio n a n d sick/personal 
time. 

N A C o m m i s s i o n 

Q u e s t i o n #18 : 

G i v e t h e m 

b e n e f i t s ? 

no benefit s -  the y d o ge t 1s t dib s stil l 
although Jan ic e d o es mos t o f th e 
laundry s inc e it turns ou t t o b e ta x fre e 
(quote-unquote) incom e 

N A free mea l pe r shift , 2 0 % discoun t o n 
food whe n the y c o m e i n a n d 1/ 2 pric e 
drinks whe n the y ar e workin g 

vacat ion, health , hol idays , m a s s a ge no 



INFORMATION # 7 # 8 #1 0 #1 1 #1 2 #1 3 

Question #11 c. -
Feedback, 2 
things yo u 
would chang e 

N A meet wit h Bil l M a c D o n a l d earlier ; joi n 
the Al l ianc e of Independent Countr y 
stores 

Confidentiality -  kne w tha t the 
consultant wa s pai d b y C V R L F an d tha t 
the consultan t w a s reportin g bac k to 
C V R L F . Didn' t lik e tha t especial l y 
when the y wer e i n a vulnerable spot . 

the arrangemen t wit h C laudi a worke d 
well; bu t if C laud ia h a d staye d o n to 
work with he r s h e doesn' t thin k s h e 
would b e calling he r now , doesn' t kno w 
how Claudi a woul d b e useful.; to kno w 
what's neede d a  head o f time; basi c B P 
instead o f 3 -page summary . 

Question #12: # 

of hours spen t 

on business per 

week 

40-50 hours/wee k before , no w 3 0 
hrs/wk 

E a c h perso n s p e n d s at least 8 0 hrs/w k 

Question #12: # 

of hours spen t 

on business per 

week 

About 3 0 hours; picke d u p more hour s 
to alleviat e payrol l i n J a n. 

60 hour s fo r L inda , 1 0 hours for Bruce 
plus mor e 

T u e s d a y throug h S u n d a y , 8  hour s -  5 C 
hours on averag e 

N A 80 hour s 

Question #13 : 

Degree to  whic h 

take home pay is 

enough 

4 1 (but live i n h o u se at tache d t o 
bus iness a n d ea t food ) 

Question #13 : 

Degree t o whic h 

take home pa y is 

enough 

4 c los e to $38,000 thi s yea r 1 - breakeve n nex t yea r 1 N A S h e ' s no w takin g $25 0 ou t of the 
bus iness e a c h wee k ($1,000/month ) 
a n d puttin g i t in sav ings 

Question #14 : 

Have 

Healthcare? 

None Medicare , V H A P 

Question #14 : 

Have 

Healthcare? 

mutual o f o m a ha catastroph e polic y 
a n d accidenta l injur y 

V H A P Lind a a n d Larry ; Bruc e no t on 
anything 

Primary P lus / Medicai d N A Dr. D inosau r fo r kids ; V H AP fo r E m ma 
& Paul ; sh e ha s asthm a an d ha s to pay 
$140/month fo r i t b e c a u se it s not 
covered.. . there i s no generic. 

Question #15 : 

What additiona l 

support? 

Question #15 : 

What additiona l 

support? 

marketing pla n assistanc e continue technica l ass is tnac e with Bil l -
website 

N A None 

Question #18 : 

Give them 

benef i ts? 

Nothing, want s t o offer insuranc e to 
employees , mos t o f them hav e V H A P . 

No. 

Question #18 : 

Give them 

benefits? 

free meal s a n d drink s housing, food , a n d hel p wit h h o m e w o r k No N A No -  somet imes daughte r help s a  bit. 



APPENDIX K 



Attachment A 
Scope o f Service s 

Charles Rubne r will provid e on-sit e an d phon e technica l assistance to the followin g 
Borrower o f the Centra l Vermont Revolvin g Loan Fund : Chea p Kids II , Barre , VT. Th e 
principal o f the busines s and mai n poin t o f contac t i s Janice Parkington. 

Technical assistance will b e provided accordin g to the followin g objectives : 

1. Advertising—assistance with the developmen t an d drafting o f bot h prin t and 
radio advertisin g copy . 

2. Publicity—assistanc e in getting editoria l coverag e i n area papers with regar d 
to the business. 

3. Brochure—assistanc e with copy development an d layou t suggestion s for a 
new busines s brochure, t o hel p attract customers to store . 

4. Slogan—hel p brainstorm variou s ideas/concept s to com e u p with a slogan o r 
"tagline" fo r the busines s that can be used in advertising, printe d materials , etc . 

5. Sale s Promotion—assis t i n developing severa l promotion idea s that can b e 
executed b y Cheap Kids I I ove r the nex t 6-to- 9 month s tha t will hel p attrac t 
customers to the store ; hel p rais e awareness of Chea p Kids II ; an d hel p foster a 
positive imag e o f the stor e an d the qualit y o f merchandis e sold . 

6. Merchandising-Hel p Cheap Kids I I maximiz e the stor e "experience " for bot h 
current shopper s as well a s first-time customers, giving al l customers the bes t 
possible environment i n which t o shop ; and working wit h Janice on windo w 
displays to mak e certai n the y ar e as inviting a s possible to prospectiv e 
customers. 

The consultan t i s expected to spen d on average 1 0 hours pe r month fo r the ter m o f th e 
Agreement. Hour s are expected to b e spent a s follows : 

• Approximatel y nin e (9 ) hour s o f phon e communicatio n o r on-site assistanc e to 
the Borrower ; 

• On e (1) hou r fo r communicatio n wit h and preparatio n an d submitta l o f report s t o 
the C V R L F Fun d Manager , Emil y Kaminsky. 

A repor t detailin g th e assistanc e provided an d recommendation s i s to b e submitted t o 
the C V R L F Fun d Manager , Emil y Kaminsky , and within ten (10 ) day s of the en d o f th e 
month. A  sampl e repor t i s attached. 



Post-Loan Technica l Assistanc e 

Supporting Sustainable an d 
Healthy Small Businesses in 

Central Vermont 



Project Abstract 
Address the challenge s that Central Vermon t 

Revolving Loa n Fund (CVRLF) Borrower s fac e 

in starting an d growing thei r businesses. 

•Improve the acces s o f Borrower s to outsid e 

resources and suppor t tha t meets thei r needs . 

•Increase their opportunities to develo p 

healthy an d sustainable enterprises . 



Where is Central Vermont? 

Central Vermont is located 
in the heart of Vermont. 

Population = 62,000 

Industries: tourism, 
granite, manufacturing, 
agriculture 



What is the CVRLF ? 

Mission 

Contribute t o a  stron g Centra l Vermon t 

community b y helpin g smal l bus inesse s prosper 

through th e provisio n o f flexible financin g an d 

ongoing technica l assistance. 



Project Target Communit y 
Included 24 businesse s (3 7 individuals ) wh o 
share the followin g characteristics: 

>Female-Owned 

>Low-to-Moderate Incom e 

>Poor o r N o Credit Histor y 

>Scarce Persona l Resource s 

>Limited Prio r Experience 

>Start-Up 

>Low Profi t Margi n 



CVRLF Borrower s 

Montpelier Village Pizza 
Montpelier, V T 

East Warren Schoolhouse Market 
Warren, VT 



CVRLF Borrower s 

Ornamental Soaps 
Warren VT 

Cheap Kids II 
Barre VT 



CVRLF Borrower s 

J&D's General Store 
Berlin VT 

Flower Depot 
Waterbury VT 



Description of Problem 
Poor Borrowe r Performance 

•Sales Les s Than Expected: I n 2001, 62% of 
Borrowers grossly under-performed . 

•Delinquencies and Defaults: 70 % had difficult y 
making payments at one time during their loan ; 40% of 
all Borrowers since 1997 have shut their doors due to 
insolvency. 

•No Acces s to Assistance: Borrower s lack the 
financial wherewithal and  connections to outside 
assistance and support network s to help them 
overcome challenges. 



Description o f Problem (cont.) 
Inadequacy of CVRLF' s Post-Loa n Technica l 
Assistance (PLTA ) Program: 

•Only made referrals t o "generic" business advisors as 
opposed to industry o r sector-specific experts. 

•CVRLF staf f and service providers lac k understandin g 
of the causes of Borrowers ' success or failure. 

•No participator y mechanism s were i n place to involv e 
Borrowers i n identifying busines s development needs . 



Problem Statement 
Without acces s to appropriate resource s and 
support networks , Borrower s will hav e fewer  
opportunities t o succeed in business. 

If nothing i s done to improv e access.. . 
•Borrower delinquency and default rate s will sta y 
the same or increase. 
•Business failure wil l hav e negative effects o n th e 
entrepreneur, family , communit y 
•Defaults deplete C V R L F asset s to re-lend. 



Project Hypothesis 

Entrepreneurs with access to intensive , one-on-on e 
specialized assistance , learning opportunities , an d 
peer networks hav e bette r chance s for success . 



Goal Statement 

Improve the acces s o f C V R L F Borrower s to th e 

outside resources and ongoing support they nee d 

in order to enhance their opportunities t o creat e 

and sustain healthy businesses . 



Project Objective # 1 

1. Raise awareness among stakeholders of the post -
startup needs of disadvantaged entrepreneur s 
> Develo p an interactive Borrowe r Interview Guide 
> Conduc t 1-on-1 Borrower interview s 
> Conduct Literature Review 
> Roundtable s for Borrowers , Technical Assistance 

Providers, and CVRLF Board 
> Outreach to sector and industry-specific 

consultants 



Project Objective # 2 
2. Design and deliver appropriate technica l assistance 

to transfer needed skills and knowledge to at least 
75% of all active Borrowers 
> Facilitat e meetings between Borrowers and 

industry and sector-specific consultants 
> Suppor t Borrowers in planning for Post-Loan 

Technical Assistance 
> Organize and host Borrower roundtable s 
> Distribute "Borrowe r Connections" newsletter 
> Create a Community Advisory Committee 



Project Objective # 3 
3. Create  sustainable forums  through whic h 

C V R L F Borrower s ca n gain acces s to learnin g 
and networkin g opportunitie s wit h their peer s 
> Focu s groups to gauge interest o f othe r 

entrepreneurs i n a small business networ k 
> Creat e a Steering Committee for a small 

business event 
> Hos t a small business event that focuses on 

increasing networking opportunitie s 
> Tak e necessary steps to cultivate, incubate , and 

launch a small business networ k 



Project Objective # 4 
4 Monitor  and evaluate to gauge the impact and 

effectiveness of the Project 
> Conduc t baseline and follow-up interview s with 

Borrowers. 
> Identif y monitoring an d evaluation indicators. 
> Desig n PLTA Plans and consultant contracts 

that aid in monitoring an d evaluating impact. 
> Collec t and analyze financial reports from 

Borrowers. 



Results - Raise d Awareness 
• Stakeholder s are aware of and understan d the 

factors tha t influence busines s performance . 
- 1 3 Borrowers participated in interactive 1-on-1 

interviews 
- 1 1 entrepreneur s participated in roundtables. 



Results - Raise d Awareness 
• 2 6 Technica l Assistance Providers, 1  lender , 

and 4 C V R L F Boar d members participate d i n 3 
roundtables 



Results - Raise d Awareness 
• 1 8 sector-specific private an d publicly-funde d 

consultants ar e supportive o f PLT A Projec t 

Consultants 2001 2003 
General 3 3 
Marketing 0 4 
Human Resources 0 1 
Quickbooks 0 1 
Financial Mgm t 0 4 
Food Production 0 1 
Manufacturing 0 1 
Wholesale/Import 0 1 
General Store 2 2 
TOTAL 5 18 



Results - Desig n & Deliver 
• Borrower s ar e engaged i n a technical assistanc e 

program tha t meets thei r need s 

- 100 % of Borrower s hav e use d PLT A a s o f 
2003 a s opposed to 65 % in 2001. 

- Increase d access : averag e o f 27 hour s o f 
technical assistance ; median hour s =  5 . 

- Post-Loa n Technical Assistance Plans: 25 % 
of Borrower s hav e PLT A plan s i n place . 



Results - Desig n & Deliver 
- 3  Borrower roundtables planned ; 2 hel d 

"I enjoyed  getting feedback from other businesses at 
the roundtables I attended. I  was happy to know that 

Iwasn 't the only one facing a crisis!" - retailer 



Results -- Design & Deliver 
- 1 4 1-on-1 initial PLTA meeting s facilitate d 

between Borrower s and consultants/advisors . 

- 9  (38%) Borrower s did no t utiliz e outsid e 
resources to thei r advantage . 

- 4  issue s of "Borrower Connections" 
newsletters publishe d and distributed . 



Marketing Seminar Highlights 
February—Borrower Roundtabl e 
O n Februar y 28,2002, CVRL F Borrowers carn e 
together for good company, good food, network -
ing and learnin g at the Centra l VT Chamber of 
Commerce i n Berlin . 

A tota l of seven businesse s wer e represented . 
The group wa s very diverse with businesses fro m 
the foo d industry , woodworking, auto service, 
quality crafts, children' s clothing, and flowers . 

The featured speake r fo r the event was SCOR E 
volunteer an d entrepreneur , Claudia Clark. 
Claudia spoke about Guerilla Marketing Tech-

niques. Mor e on Claudia' s presentation ca n be 
found insid e this newsletter o n Pag e 2. 

Following the presentation , Borrower s gathere d 
together for an intimate discussion about market -
ing techniques, successes , an d obstacles . Bor -
rowers wer e abl e to make connections, referrals , 
and som e eve n found opportunitie s fo r collabora-
tion an d co-marketing ! 

Those who were unabl e to make the roundtable , 
will receive material s from th e marketing presen -
tation shortly . Joi n us for the next roundtable ! 

There was a wealth of experience to draw from at the roundtable. Borrowers shared lesions learned and 
discussed opportunities for co-marketing. Image development, and client relations. 

B i - M o n t h l y B o r r o w e r R o u n d t a b l e s 
Sharing experiences, laughin g at and learning from 
mistakes, making new contacts , an d explorin g co-
marketing opportunities wit h other busines s 
owners ar e al l invaluable experiences. Th e Feb-
ruary roundtabl e wa s an excellen t forum for do -
ing this! 

Following the roundtable , borrower s fel t th e 
need t o continue dialoguin g with one anothe r and 
requested tha t CVRLF sponsor additiona l round-
tables focusing on information exchange an d peer 

To answer tha t request, beginning April 2002 , the 
CVRLF wil l sponsor a  Borrower roundtabl e 
every other mont h a t the Centra l VT Chambe r 
of Commerce . 

I suggest we pic k the 4t h Wednesda y o f each 
month fo r our roundtables . Th e next meetin g 
would be A p r i l 24th . 

If yo u want to hel p organize this event , pleas e cal l 
Emily at 479-1053 o r email her at ekamin-
sky@cvcac.org. 

Borrower Newsletter #2 

INSDE THIS ISSIE: 

Virtual Incubater Project 

FINANCIAL RE-
PORTS DUE! 

If you owe monthl y 
reports, they are du e 
on the 10t h o f eac h 
month. 

If you owe quarterl y 
reports, 1s t Quarte r 
was due April 30th. 

All Borrowers ow e 

Next Borrower Event—Augus t 6th 
Cheap Kids II Ope n Hous e 
On Tuesday , August 6, 2002, from 6 to 
8 pm , you and your family (that means 
kids!!) are invited to an exclusive Open 
House for Cheap Kid s II at I8S North Mai n 
Street in Downtown Barre . Foo d and 
refreshments will be provided. 

What ' s th e occasion ? 
Janice Park'ngton, owner of Cheap Kids II 
and CVRLF Borrower, has been working on 
a new and improved image for her 
children's used clothing store on Main 
Street in Barre. Fo r the past month, she 
has been renovating her store, designing a 
new slogan , developing new print and radio 
ads, and planning for growth! 

H o w i s she able to do all this? 
To fin d out the answer, you'll have to come 
hear for yourself. Jus t a few hints—Janice 
tapped into some grant funds for recycle 
and reuse thanks to Central VT Solid Waste 
Management Sh e also has had assistance 

from Post-Loa n Technical Assistance 
Consultant, Charles Rubner. Charle s will 
join us at the Ope n House to answer any 
questions you may have about marketing 
strategies. Rea d more about Charles below. 

Cal l Emil y at 479-1053 to RSVP ! 

BEFORE RENOVATIONS! Here's  Janice in her shop 
prior to the renovations! Come  see the difference! 

N e e d H e l p ? C h e c k o ut t h e se C o n s u l t a n t s ! 
T h e C V R L F ' s lis t o f specialized technical 
assistance consultant s i s growing. I f you 
see someon e yo u would l ike to w o rk w i t h , 
cal l Emi l y at 479-1053 . 

Marketing—Charles Rubner , a resident o f Cal -
ais, marketing guru, and former McDonald's 
marketing exec is an excellen t resource i f you 
need assistanc e i n designing and implementin g a 
marketing strategy. Jus t ask Janice! 

Selling on Internet / E-Bay-Bil l DeForge , a 
resident o f Berlin and long-tim e savvy busines s 
owner an d consultant , coul d be the sawiest E-
Bay affkionado you can find  in central Vermont! 
Bill also has expertis e i n the foo d industry , hav-
ing owned an d consulted fo r are a convenienc e 

Financial Plannin g & Management —We' re 
currendy checkin g out a  new consultant wh o ha s 
built a king and successfu l caree r i n financial plan-
ning for smal l businesses. She' s currently teach -
ing managerial accountin g at Vermont College in 
Montpelier an d may be available for one-on-on e 
consultations a s wel l as group training s on finan-
cial planning. Mor e info on her later! 

Food-Related Consultants-Claudi a Clark, 
SCORE volunteer , an d Bria n Norder , director of 
the Vermon t Food Ventures Center , are excel -
lent resources whe n i t comes to food businesses . 
Claudia's specialty is in marketing while Brian i s a 
wiz at production an d management 

A l l B o r r o w e r s can acces s up to 1 0 hours o f 
specialized post-loa n T A per mon th . 
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Next Borrower Event—January 2003 
Schoolhouse Harket Ope n House 
O n T h u r s d a y , January 23 , 2002 , 
from 6  t o 8  p m , you ar e invite d t o a n 
exclusive Open Hous e hoste d by th e 
East Warren Schoolhous e Market lo -
cated a t 4 2 Roxbur y Mountai n Roa d i n 
East Warren. Foo d and refreshment s 
will be provided . 

W h a t ' s t h e O c c a s i o n ? 
Linda Faillac e and Bruc e Fowler, owner s 
of Eas t Warren Schoolhous e Marke t 
and C V R L F Borrowers , just complete d 
their first  ful l year o f operation . A l -
though ope n for severa l years, the stor e 
was no t full y operationa l du e to limite d 
funds and ongoing repairs. N o w on e 
year int o thei r Busines s Plan , they ar e 
on targe t with projection s an d pla n t o 
grow i n Year 2003 . 

B e i n g R e s o u r c e f u l G e ts Y o u A h e a d 
Success i s hard t o achiev e on your own . 
H o w hav e the folk s a t Eas t Warre n 
Schoolhouse bee n abl e to achiev e what 

BEHIND THE SCENES TEAM 
Bruce Fowler, Linda Faillace, and Larr y Faillace 
pose behind the counte r at the Market . 

SCHOOLHOUSE MARKET: A  DESTINATION 
Despite being located outside of Warren Vil -
lage, die Marke t does fantastic business, primar-
ily during the sk i season, summer, and foliage. 

they hav e s o far?  You'l l have t o com e 
hear fo r yourself . Jus t a few hints—th e 
owners hav e tapped int o som e wonder -
ful resources , including family, friends , 
the community , the town , loca l nonprof -
its, and a  C V R LF consultan t who wil l b e 
our Specia l Guest for th e evening . 

Spec ia l G u e s t 
Consultant and Smal l Business Owner 
Bill MacDonald ha s worked wit h Eas t 
Warren Schoolhous e Markets o n every -
thing from financia l managemen t t o 
store layout . Bil l is the owne r o f th e 
Waits Rive r Genera l Stor e an d has years 
of experience i n the foo d industry . H e 
is a VT Grocer s Association board 
member an d a  founder o f the V T Inde -
pendent Allianc e of Country Stores. 

Linda Faillac e will be sendin g you a n invi -
tation shortly . Don' t mis s this event ! 
C a l l E m i l y a t 479-105 3 t o R S V P ! 

NEW BORROWER S 
NEW MISSION STATEMENT 

FINANCIAL 
REPORTS DUE! 

Monthly reports ar e 
due by the 20th of 
each month. 

Quarterly reports for 
January-March 2003 
and 2002 Corporate/ 
Personal Tax Re-
turns are due April 
30th. 

New Businesse s Join CVRL F 
Borrower Grou p 

Congratulations an d a  big welcome t o 
businesses that have joine d th e CVRL F 
Borrower grou p i n die pas t six months : 

Janice D e G o o s h purchased The 
Pink Shutter Flowe r Sho p in Montpe -
lier with suppor t from th e CVRL F 
and BankNorth . 

T i p Ruggle s o f Somer s Hardwar e 
received suppor t to re-ope n hi s 
long-standing and much loved Mont -
pelier hardwar e store . 

E m m a G r a n t , owne r o f Bird s R U s 
Plus i n Eas t Montpelier, receive d a 
loan t o gro w he r in-hom e pe t shop . 

The T e r e c h i n F a m i l y o f Taste o f 
Russia i n Waterbury receive d a  loa n 
to gro w thei r specialt y foods busi -
ness. 

R a i n a Launderv i l l e an d Shan e 
Far re l l receive d a  loan to ope n a 
new sho e store i n Montpelier . 

A m y an d Jay R ibera , receive d a 
loan to purchas e Curves for 
Women—Berl in . 

C h r i s t o p h e r a n d C l a r e M c A f e e , 
of Wiggoddess.com i n Nort h Mont -
pelier receive d a  loan to gro w thei r 
retail and wholesale wig business. 

CVRLF Missio n Statement & 
Guiding Principles 

"To contribute to  a  strong Central Vermont 
community by helping small businesses prosper 
through the provisio n of flexible financing and 
ongoing technical assistance." 

The followin g principle s guide the Loa n Fund 
Board an d Staf f i n achieving its mission: 

W e ar e dedicate d to i m p r o v i n g th e 
access o f loca l entrepreneurs an d smal l 
business owners t o flexibl e an d afford -
able financing to suppor t start-u p an d 
growth; 

W e hol d i t to b e true that every entre -
preneur an d smal l business owner ca n 
enjoy greate r opportunitie s fo r succes s i f | 
they hav e acces s t o appropr ia t e r e -
s o u r c e s an d o n g o i n g suppor t ; 

W e striv e t o p r o m o t e e c o n o m i c o p -
por tun i ty a n d f inancia l secur i t y fo r 
Central Vermonter s b y targeting re -
sources t o thos e businesse s that ar e 
owned b y or emplo y lo w o r moderat e 
income individual s in our community ; 

W e ar e committe d t o bui ldin g an d 
sustaining c o m m u n i t y r e s o u r c e s 
that will provid e long-lastin g support t o 
local businesse s now an d int o th e future . 
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Results - Sustainabl e Forums 
•Community participate d i n planning networkin g 
event through a Steering Committee : 

- 1 3 people representin g 6  organizations an d 4 
businesses participat e i n Steering Committe e 



Results - Sustainabl e Forums 

- 6  planning meetings held to dat e 
- Networkin g even t planne d for June 9th 

Tasks Remaining 
•Sponsorship 
•Marketing 
•Speakers 
•Actual even t 



Results - Monito r & Evaluate 
• Appropriat e monitorin g an d evaluation systems 

are in place. 
- Borrowe r Interview s 
- Smal l business focus groups 
- Advisor y Committee - no t ye t 
- Borrowe r Focu s Group s - no t ye t 

• PLT A services are monitored an d evaluated 
- Post-Loa n Technical Assistance Plans 
- Borrowe r Financia l Statements 
- Consultan t Scopes o f Work, monthl y report s 



Project Impact on Borrowers 
Three Borrower s referenced PLTA a s contributing 
to the success o f their business . 

Increased market share, 
self-esteem, an d 
confidence: "Charles  had 
a tremendous impact  on  my 
business. He  helped me 
create new brochures and  a 
solid ad campaign. He 
helped me turn this into a 
real retail store. He 
validated me as a business 
owner; he believed in  me." 
- Janice Parkington, Chea p 
Kids I I 



Project Impact on Borrowers 
Enhanced capacity t o 
take the "pulse " of the 
business: "I  learned how 
to run Z reports off  of the 
register. Now  I can 
measure our  progress 
against benchmarks.  Bill 
helped us  make sure our 
markup on  our products 
was sufficient. I  would 
have liked to  have met with 
Bill earlier, even  before we 
got the loan."- Lind a 
Faillace, Schoolhouse 
Market 



Project Impact on Borrowers 

Difficult To Measure Short-Term Impacts 
• Ove r a period of time, access to network s and 

resources will most likely have a positive impact 
on sales and net income. 

• 3  Borrowers exceeded their projection s in 2002 
as compared to 2 borrowers in 2001; not a  direc t 
effect o f PLTA . 

• Acces s to resource s immediately affect s 
Borrower confidence. 



Conclusions 
• Capacity : Targe t Communit y an d CVRL F di d no t 

have sufficien t capacit y to effectivel y utiliz e existin g 
resources to their advantage. 

• Criteria : A  se t o f criteri a need s to b e i n plac e fo r 
selecting consultant s and  matchin g the m t o 
Borrowers' needs. 

• Community : Th e succes s o f grou p learnin g and 
networking event s i s limite d withou t a  sens e o f 
community and a critical mass of participants. 



Conclusions 
•Collaboration: Projec t activitie s canno t b e 

implemented without th e support and participation of a 
wide variety of stakeholders and partners. 

•Continuum: PLT A is most effective when it is 
delivered as part of a continuum of services that 
include pre-loan support and post-loan approval 
guidance. 

•Personal Learnings : 
> Yo u canno t wan t it more than they do. 
> B e cognizan t o f your rol e (perception of the community ) 
> Personality , ethics , an d approac h ar e importan t 



Conclusions 
CED-Ness of Project: 

• Participation: Targe t Community was involved in 
designing their own PLTA Plans ; participatio n 
engenders commitment to success . 

• Equality : Acces s to resources helps to level the 
playing field for inexperienced entrepreneurs who 
have limited resources 

• Sustainability : Projec t activities sought to create 
sustainability of impact (knowledge transfer) as well 
as relationships through group activities and 
networks. 



Recommendations 
• Develo p Capacity - o f borrowers and  organization 
• Formaliz e Program Parameters - ensur e 

consistency and standards 
• Increas e Impact Through Partnerships - leverag e 

existing resources to their fulles t 
• Lin k Target Community to Wider Networks - ther e 

is no substitution fo r peer  support 
• Wide n Spectrum of Services -  entrepreneur s 

should have access to sector and industry-specifi c 
resources in the prestar t phase. 

• Pla n for Sustainability - phas e in a fee-for-service 
model that reduces the expense of providing PLT A to 
the organization. 



The End 

Quest ions? 




