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Message from the President

Warm greetings Lo everyone gathered in our nation’s capital
for Small Business Week, 19%&. T am delighted to welcome s gany
entreprensurs who are pursuing the American Dream through small
business ownsership.

With your energy and confidence in America’s f{ree enterprige
syatem, small busipness owners serve ag the solid foundation upon
which our nation bkullds its sconomic strength. My Administration
will continue to work closely with the small buginess community Lo
develop programs that will help to create jobs, increase incomes,
and encourage entreprensurship.

wWe can ke proud that small businesges are enijoying ancther
vear of sustained growth and that new business formations reached
another record level in 19985, About 800, ¢80 new businesses were
ingorporated -~ a five percent Jump from last year -- while both
buginess failures and bankruptciss declined. Industries dominated
by small buginesses contributed 7% percent of the 1.66 million new
jobs created in 1895, In addition, small firms currently employ
54 percent of the private work force, contribute 52 percent of all
gsales, and are responsible for a full B0 percent of private sector
products .

This week provides an excellent opportunity for Americans across
the country to recognize the ongoing contyibutions of small business
owners like you who add so much to our national life. Through
your hard work and initiative, you exemplify the Asmerican spirit
of ingenuity and determination, and your efforts are helping to
create a brighter future for us all.

Best wishes for a productive and enjoyabls week.

e




Message from the Administrator

Even a brief glance at the accomplishments of our fellow participants in Small Business
Week 1996 leads to an inescapable conclusion: the free enterprise system is flourishing in our
country, and small businesses continue to be a principal engine of our economy. You are the
entrepreneurs who keep the economic engine performing at such a high level,

Of the more than 22 million non-farm businesses in the United States, approximately 99
percent are: small firms; from 1990 to 1994, virtually all net new jobs were generated by small
businesses. These last few years have been a remarkably healthy time for small business
formation and growth, helping the U.S. economy to create about 8.4 million jobs since the start
of the Clinton Administration,

President Clinton knows the importance of small business and set for the SBA five goals.
First, expand access to capital. Second, reform Government regulations that are unduly
" burdensome to small companies. Third, reinvent the SBA so that it does more with less. Fourth,
tet the SBA be his “eyes and cars” in the small business community. Finally, enhance small
business education and counselling, Ip response, this Administration is employing a range of
public-private partnerships to expand SBA's programs, reduce our costs, and demonstrate to you
that "this is not your father's SBA."

“All of our work, including this week's celebration, seeks lo champion America’s
entrepreneurs. That is why the President and 1, and all of our SBA colleagues, are delighted you
are here,

Congratulations!

Sincerely,

Dz«&* ®.

Philip Ladér
Administrator
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Small Business Week 1996

Eaci”z yoar since 1963, the President of the United States has
designated a week as national Small Business Week in recogni-
tion of the small business community’s contributions to the
American economy and society.

The 1996 Small Business Week celebration is taking place
June 2-8, 1996, The U.S, Small Business Administration, in part-
nership with public and private sector small business support-
ers, sponsars special activities honoring the nation’s entrepre-
neurs at the local, state and national levels.

Presentotion of several prestigious awards highlights Small
Business Week activities, At the district, state, and national
levels, these awards spotlight the outstanding contributions of
small business persons, advocates, exporters, young entrepre-
neurs and those who have developed their small businesses into
farge ones. At the regional and national levels, awards also
highlight the contributions of outstanding small business federal
governnient prime contractors and subcontractors.

Small business winners from all 50 siates, the District of
Columbia and Puerto Rico as well as national winners in the
advocate and special award categories are invited to Washing-
ton, [30.C., during Small Business Weck for a series of special
events in their honor. A national Small Business Person of the
Year will be selected from among, the state award winners and
recognized during the celebration in the nation’s capital.



addition to the higher resolutions,
the tiew printers were also capable of
producing oversized formats, so that
maore graphics work could be done
ir-house,

Meanwhile, the company grow
rapidly. In 1994, Robert was able to
expatad bis operations witha
$350,000 SBA-backed loan. Later
that year, World Trade magazine
ronked the Mobile company the Hih
fastest-growing high-tech company
i the naton, XANTE, the only
Alabama company on the Jist, was
able t double its sales of $3 millkom
in 1992 to $16 million in 1993, Last
year, editors from Macllser, the
leading magazine for buyers of
Macintosh computers and products,
sehected XANTE's Accela-Writer
820t a5 the best new Monochrome
Printer. At the me, XANTE s
product was the enoly laser printer to
offer resobutions up te 1200 by 1200
dots per minute, as well as the ability
to print on large formal pagues.

Robert Ross, Jr., Presiderit
XANTE Corporation

4621 Spring Hill Avenue
Mabile, Alabama 36608
3347342-4840

Kabert Koss had an idea that
wotdd elininate the costliest head-
ache known to grophic artists aed
desktop publishers: absoleseunce.

As the lead epgineer for a

iter manudacturer in Muobilg,
abwrt’s rescarch found that creating
an upgrade for Apple LaserWriters
watth] mean fagter printing capabili-
Hes without the user having to spend
thousands of dollars for a new
printer

Fis boss relected the kdea, In
1989 Robort left the firm, named his
new company Perdido Systems, Ine,
andd hired three engineers, Fogether
they renufactured the XANTE
Aceal-a-Writer upgrade controller for
Appie Laser Writer printees, In 1990,

the company bocame the XANTE
Corp,

Owners of the first XANTE
upgrade comdroller, which incorpo-
rirtes SR by 600 dots por ndauty,
were able b erjoy all te benetits of o
new printer — higher resedution and
increased capabilities - while stilh
using the old one,

Since 1991, when XANTE
shipped its first product, the come

oy aggressively stayed ahead of

s faser printer manufacturey’ pack
sy Infrosduding novative praducts
that coflocted Robert’s broad vision
In 1992, the company itroduced the
Accel-a-Writer 8000 faser printer, In

Martha ["Marti”} M. Steury
Fresident/CEQ

The Great Alaskan Bowl
Company, Inc.

4630 Oid Airport Way
Fairbanks, Alaska 99709
GU77474-2663

XANTE's achievement in earning the
prestigious award was enhanced by
the fact that it bested the industry
giants — Hewlett-Packard and Apple
Computes

KANTE now hns more than 100
employess, and has opened sales
offices in Loz Angeles, San Frandsco,
Chicago, Atlanta, Dallng, and 2
Europenn office in Arssterdam,
Holland, Last year, the company
foraved inte the Far East market with
an introduction of the Accel-A-Wiiter
B2, a Japanwse version of the
printer Iaudud by Miclser magnzine,

Robert feels that payving atten-
tion fo enginecring is one reason a
small company in Mobile, Alabar
is challenging insdustry giants like
Hewlett-Packard in domestic and
intersational markets,

“There’s nu ang is between me-
and the lowest level engineer,”
Robert feld the Mobile Register, 1
want 1o kvep them focused and keep
the product as fresh as it can be.”

Ina famd purchased from
Russia in 1867 and once known as
Sewarnd’s Folly, Martl M. Steury,
President wid CEO of The Great
Alaskan Bowl Company, Inc. is
dishing up a birch bow! full of
success with her smnulscturing
plant. Alaska might be better known
far its gold rush days, polar bears,
moose hunting and salmon fishing,
but for Marti it bas becorne the home
of her profitable new bowl-making
business,

in many ways Alaska has not
changed, Rugged amd beautiful, it
offers challenge and opportunity lo
those with Inponulty and stick-to-
inveness. That's what Mart wanted.
Shortly after completing high school
at Ferris Figh in Spokane, Washing:-
ton, Marti enlisted In the US. Army
then went on to graduate from
Dataline Computer School in
Sausalito, California.

That's whun Mark broke with
tracdition and strack ot for Alaska
where she has worked at everything
from clerk typist to marketing
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manager for Alasks Video Produc-
tons, In betwesm she was mee
director and business manager for
the 1 (00-mile Yukon Cuest interna-
tonal Sled Dog Kace from Fairbanks,
Alaska ro Wivtehorse, Yoken Terrd-
tory, Canada, Marti has also been
owner of a parb-time ad ministrative
services company and pariner in an
image consulting frm,

These experiences seemed to
stimulate and inspire Marti in a
world where traditionally men were
“the boss.” She paid littie attention
to the skepticism that surrownded
her. Marti became fond of saying
“if you have lamons . . make
lemonade”

That's when Marti sought
business counsulling at the Fabrbanks
Small Business Development Center
funded by the UG Small Business
Administration. Mere she was able
to sharpess her business skifis and
fine tune hur business plan that
faunched The Great Alaskan Bowl
Company.

The first bowl was produced in
1991, Bul not everyooe was bowled
over. Lenders were not vasily
convinced, Business people soid it
had been tried before. The challenge
only made Marti more doetermined,

Today Marti's birch bowl
maaufacturing plant employs 18
people, turns out over HI0 bowls
vach day and hag back onders ena
waiting Hst, Martd says she's sold
everything she's pradoced - Hterally.

By that Marti means nothing is
wasted. The Great Alaskan Bowl
Company is not merely ecologically
friendly, it is ecologlenlly frugal vight
down to the sawdust. Not one part
of the wood is wasted. Bowls are
carved out of lugs cut in hatf, The
hollowed-out logs are used all veer
Fairbanks as unique and popular
planters. Wool shavings are uswd
for decaration and shipping. Saw-
dust is used for pinscushion dodls,

What's more, Marti has tarned
nll of this manufacturing mmdness
inte a tourist aliraction whoere more
than 45,000 visitors passed through
her showrpom last year, IUs a place
whaere tourists can buy carvad birch
bowls, view the factory, snap photos
amd ask questions.

Marll's company was named
the 1995 "Manufacturer of the Year”
by Make it Alaska, Inc. and selected
by the Alaska State Chanmber of
Commerce for the "Small Business of
the Year Award.”

Atone time there wore many
birch bowl manufacturers n the
United States, Today there are only
two. One is in Vermont, the other in
Alaska.

In the American tradition, hard
waork and Jdetermination have paid

off, O

Mahasen Samaravijaya
President/CEO

irterface Data Systems, InC.
3333 W, Flower Street
Phoernix, Arizona 85017-4802
602/484-0084

The fact that Mahasen
Samaravijaya had never gven seun a
tekbovision before maoving {from his
native Sei Lanka to the US. in 1973~
with $HH in his pocket ~ did't stop
Wi from building lnterface ata
Systems, Inc. (15} into the fsiosh
growing membrane switch company
i the country.

08, which Mahasen has baill
nto @ multimiliion dollar high-tech
compaoy, specializas i computer
membmne switches, elastomer
keypads and custom keyboards, At
the same Hme, HS has built an

impressive clientele, which ranges
from 3M, AT&T and Kodak to Baxter
Healtheare, Johnson & Johnson, John
Deere and Northern Telecom. 109
has export custorrers in Canada,
Singapore and Goermany.

A minority-owrned company
which became profitable in its eighth
menth, 1D has succeeded ina
competitive marketplace by adbering
to the strategy of producing and
defivering quality products at
competilive prices while establishing
true partnerships with 18 customers,
suppliers, employees, sharcholders
and representatives. This partner-
ship philosophy has allowed HIS,
ander Mohasen's leadership, 1o
develop an exceptionally strong
customer base, a qualified supplier
base, an experienced management
team and a motivated work force.

Mahasen faced real obstacles as
e began to build his company,
siiarting in a recessionary eeonamy
sgainst about 200 doroestic mem-
brane switch manufacturers. e mat
that challenge by defining a niche in
the market for a high-quaiity, small
1y mkdesized volume, service-
orented custom moembrans switch
manufnciurer

Mahasen's company has seen
dramatic changes stnce opening its
doors in 1991, swhen IDS employed
four people; today there are over 120
aemployees, During the same time
period, DS sales have gone frinm
$R05,000 to $5.3 million i 1995 - a
590 percent increase, with 1996 sales
expuecied to hit $7 million and 1997
sales expected o double,

. i1 19095, Mahasoen and his
cumpany were named Elechrospace
Minority Supplicr of the Year as well
as Arizena lnovakor Company of
the Yoar, one of Arizona’s “AzTech 50
Fastest Crowing High-Technology
Companies” QDS placed 12th), and
an INC. magasine high-tech finalist
for Avizonn Entreprencur of the Year
i addition, in 1394 Mahason was
SBAs Arizona Minority Small
Business ersan of the Year amd was
named the U.S. Department of
Commueree’s Phovnix Minority
Manufacturing Company of the Year,

"



Witliam Bruce Johnson
President
white River Hardwoods/
Woodworks, inc.
1197 Happy Hollow Road
Faystieville, Arkansas 22701
5017/442-6986
g
"We offer a concept, not just a
soduct” - that's the motto of White
ver Hardwouds /Woudworks, inc,
leading manufacturer of decorative
hardwood mouldings, rail and stile
doors, entry units and curved and
radius metdding, Founded in 1979
by Bruce lohnson, ak a time when
Arkansas premium saw ks were
being cutinto railroad Hes with little
attention to grading-vut the clear
haoards, the company’s principal
activity wos selling hardwood
lumber. The development of a full
line of architectural mouldings and
an independent line of embossed
architectural mouldings woulid
eveaniunlly propel the company into
national ond internationsl markets
places,

Bruce credits his success to his
wife, Joan, who over the yeass has
ened recognition for Jdesign,
proportion and new applications for
interior hardwood mouldings and
millworks iy generai: and o his
einployees, who through guality

serformance and enthuasiasm have
ven White River the roputation of
saprerior customer service, The
company is committed to supporting
complete sell-through via Lvo-step
distributien by partnering with

distributers and dealers to oreate
mrutually protitable sales in concort
with truly superior cducation,
marketing progranss and sales aids.

White River curreatly hag 28
independent mamufactiving repro-
senfatives throughout the country
and a national sales manager, in
addition to a network of 32 stocking
distributors and 314 dealers, The
company's sates in 1998 approached
3.5 million, up 72 percent averall
singe 1981

Brace acknowhsdges that SBA's
support has been vital for his com-
pany. He recvived his first 5BA loan
in 1943 and a second ome in 1992,
The proceeds of these loans enabled
him ko expand warchouse space and
purchase additional production
equipaent at the Fayelivville loca-
Hon and open a warehuuse and
shoseroos in Springfickd, Missouri

Home of White River’s 1995
accomplishments incinde the pro-
duction of: o [{K-pague, four-color
product catalog, an embossed
moulding training manus! with
programs and a product poster with
total prafile offering. The company
also createsd and distribuied its own
two-tloppy product and design-
capable software, s first in the
ikhustry. They successhally pio-
seered a unique, entirely new
prodduct line of non-wood, modium
derssity fibreboard embussed mould-
ings, a substantially lower-cost
alternative to hardwood mouldings.
This new line has opencd ap major
doliar-volume oppertaaities for
White River,

Bruce is an active board mem-
ber for the University of Arkansas
Division of Student Bervices and
several other regiomal and pations]
associations. His hobbies include
golf, gardening, histerical reading
and various leadership programs.
Botl he and Joan like'to travel and
have attended businuss shows in

furope. (3

George S. Genng
President/Founder
Claire G. Gering

Chief Operating Officer
George ndustnies

4116 Whiteside Street

Los Angeles, Califormia 90063
21 37264-6660

Whin the economic climate in
sunny Southern California turned
dark and inhospitable in the carly
1990, many businesses were forced
to fold or leave the state.

While George Indusiries, »
subcontractor to militery and sero-
space firs found themselves at the
brink of failure, they werc able to
rebound and enjoy pmfits by devis-
ing » new business ph and modern-
izing, with the help of govermgnent
kans,



George Gering was a {%-vear-
ofch chemistry student 2t UCLA in
1951 when he dovised & way 1o seal
micrescopic pores in mekd parts,
After sending his idea 1o a lab that
was doing work for the Army and
Navy, he was reforred to Defense
Department officlals, who asked him
te expand to anodizing - a process
that protects metals against corro-
sion,

George borrowed $1,500 from
his rother, and a few months later
began George Industrics in Bast Los
Anguloes, .

During the 19503 annd boyond,
Cicorge and his wife, Cladre, who
coriveried the company to auloma.
tion and devised cost control mea-
sures, rode the swelling wave of the
Southern California defense indostry
boom. George Indusiries eranked
out anudized parts for missile
launchurs, bombs, and also subvon-
tracied to the rerospace industry,

Wisely, George and Claire
diversified, anodizing new products
like eyeglass frames, hot water heater
butions, and backpack frames, They
sought out customers, offering
anodized finishes to beautify their
products with colorful finishes,
incheding patterns, logos and designs
without requiring expunsive produo
tiin changes.

Still, neither planning sor
farecasting would help Southern
California businesses when a devas-
tating recession fucled by defense
dewnsizing hit the region in the ‘90s,
Avrospace and defimse contracts
dricd up, and home construckion
haited, George Industrics, which
wis also anedizing brackets for wall
shelves, shower door frames and
bathroom cabinet closums, bagan to
Hise moeney.

Ceorge and Claire relied on
savings to keep the business going,
and had io lay off 40 employoes.

In 1963, business consultynt
jesus Argoelles helped George and
Claire with a new business plan,
while eacouraging them to rethink
their markets, reshape their finances
ad modernize. Jesus helped them
seeure a $200,000 business loan from
the County of Loz Angeles, The
Smal! Business Administration
guasranteed a $4ELND 7{a} loan

extended by Valley Bank of Moreno
Valley.

The company currently em-
ploys 320, up fron 243 just a year
ago. Revenues rose from $12 million
in 1994 1 814 million in 1995
Ceorge Industries was also able
provide employment opportunitics
in East Los Angeles - a community
that has the largest Hispanic popula-
tion in the United States.

Back in the 19305, George
Industries anodized parts for boabs,
Naow, thanks to new equipment and
technedogy developed by George and
Claire, George Industries s pulting p
mrble-1ike finish on products a8
diverse as golf club heads, Fender
guitars, wheelchairs, and even
Peugeot bicyeles. O

RN ¢ i
Joseph M. Aragon

President/CEO

ProServe Corporation

730 Seventeenth Street

suite 817

Denver, Colorads 80202-2518
303/571-0900

foseph M. Aragon has never
forgotten the 12 years he spent
warking with the federal govern-
meat, including an appointment ag
CEQ and director of the Bureau of
Peisons’ correctional foed service
training academy. Throughout his
career, foe applied the philosophy
thot hands-on attention tosdutail and
revuits are the keys to a stecessul

5

food operation. Joe continues to
implement this philosophy today as
president and CEQ of Proberve
Corporation.

Started in 1984, Proberve
Corporation has become a quality
leader in franchised food vperations,
food management and janitorial
services, With nearly 2,000 employ-
ees and sales expected to exceed $43
atillion in 1996, the firm has quickly
become one of the lnrgest Hispanie-
owned businesses i the nation,

ProServe Corporation landed
major concession confracts at the
new Deaver International Airport
{AL In aoint venture with Duty
Free International, the firm is the
largest retail operator at THA with 12
tocations.

The company’s biggest busi-
ness accomplishment is the recont
acquisition of 42 Pizza Hut restan-
rants in Lincoln and Omaha, Neb,
The restaurants are projectest to have
annual sales totalling more than 3238
million.

*ProServe 1 a dynamic, qual
Hy-oriented group thatis a perfeat
match for the worki-class Pizza Hut
family. 1 was our commitiment to
quality service and going that extro
mile that won us the upportunity to
Tun these restaurants,” gaid Joe.
"This commitment Lo service is
instilled in each of our employees
and management stalf.”

As a curront SBA Bla) partich
pant, the business is very sueessful
in nocessing the federal produremend
market with contracts af the US, Alr
Force Academy, Cheyenne Mountain
Alr Station, Poterson Alr Force Base,
ard Crand Porks Alr Force Base,

ProServe faced its grestest
challenge in 1994 with the loss of a
major contract due to an Adr Force
Base closure, The closure resulied in
yearly losses of approximatety 35
million —~ more than half the
company’s anual revenue - and
nearly closel Profurve. But rather
than blaming the base clusing, loe
developed a new business strategy
and identificd new business oppor
tunities which helped the company
win contracts with the Denver
International Airport and Plzza Hut,

ProServe is the whwner of the
prostigious Hennessy Award recog-
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nizing the best food service program
in the U5, Air PForce. The firm also
won the SBA Region VIl Prime
Contractor of the Year Award, and

has been named an SBA Denver
istrict Office Success Story. .

loe is a current presidential
appuintoe ko chalr the Federal Prison
Industries, Inc. board of direciors.
Fle also is on active member of the
Metre Benver Chamber of Com-
smerce, Denver Zoological Feunda-
Hon, Flispanic Chamber of Conm
metce, and Churry Creek Arts
Fogtival, O

Samuel S. Bergami
President

Alinabal, Inc.

28 Woodmont Road
Milford, Connecticut 06460
2037877-3241

Samuel Bergomi began his
career in 1962 as a tool and die maker
apprentice, While earning a Journey-
man License, Sam warked as a
manager at Alinabal, Ing., a manufag-
turer of rod end bearings, DOT
matrix and thermal printers, Inmi-
oated steel sheets, metal stampiogs
and elechromoechanical products,
Several years later, while still ot
Alinabal, Sam founded two compa-

nies, both of which - Milford Electri-
.32 Contractors and Baber Blectricnl

Supply — are siill in operation today,
and growing.

inn 1993 Sam participated in a
leveragad buyout of Alinabal, Inc.

aleng with two other employees
from the original company. Sam and
his partoers rostructured the com-
pany, renaming it Alinabal Holdings
Corpoeration, and created three
subsidiaries, established to codify
cach mamsfacturing operation.
Today, Alinabal Holdings and its
subsiiiaries is a broad-based manu-
facturing company providing
components, parts and assemblies o
the military, acrospace, recreational
vehicle and agriculoure equipment
market, Alinabal’s parts have been
used on the ULS. Space Shuttle as
well as US, and NATQ fighter
planes,

Today, with annual sales in
excess of $36 million and 325 em-
ployess, Alinabal Holdings is one of
Milford's loading emplovers and
responsible for expaading business
employment In the Greater New
Hoven area. Sanvs emplovee
eriented approach o managoment
has prompted the Uaiversity of New
Faven, as part o its curpienium on
Total Quality Management (TOM)L 1o
have students visit Alinabalas o
sucrossful TOM model.

Samy's positive impact o the
commumity extesds beyond his
business skills. He is actively
invelved in the community, serving
on the Board of Diroctors of the
Miltord Chamber of Commerce; vice
chairman of the City of Milford's
Boaed of Finanee and is a member of
the Boand of Dircctors of the Univer
sity of New Haven, Dospite his
overwhelring suceess with Alinabal
and his other business ventures, Sam
is not cortent to simply He back and
enjoy the fruits of his labor, In his
conttnuing quest to take Alinabal to
new heights, Sam aspires to become
the mumber one rod end bearings
mtanufacturer in the country. The
gual he has set for himsel and his
company is to make Alinabil a world
¢lass company providing state-of-
themart products for an ever-dncreas-
ing and diversified market,

W

Witliam 0. Budinger

President

Roded, I,

451 Helievue Road
Mewsark, Delaware 19713
3023660500

The small manafacturing firm
that Bl Budinger fbumied in 1968 is
now a global competitor. The solid
growth of Badel, Inc, a company
which miakes reinforred textiles for
workiwide electronics industries, is
based on the strength of a most
wmporkynt resource - the inventions
of s foumlen

In the 1970s, Roded peseirated
the sumicondustor markot with @
procfuct fine dosigned to polish
silicon wafers. Rodel's tnvention
Was sGe a8 @ time-saver in the mass
production of micro-chips,

As Rodel continued to innovate
ami improve the polishing pads used
by the clectrondes industey, Bill, who
holds several dozen domestic and
international patents, saw it was time
to think and act globally, In 1983, a
ioini veniure was established be-
twoeen Rodel and Nitta Industries of
Nara, Japan. Rodel alse merged with
Geos Corporation, a company that
produced the world's leading line of
polishing pads. Today, many of
Rowdel's customers - Flitachi,
Mitsubishi, Toshiba and Satesunyg, to
name a few, are based in Asia.
Rodel’s huge export surplus is
growing at over 40 percent annually.
The company now has offices in
Cermany and South Korea,
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From two employees in 1968,
the company has grown to more than
500 winplioyess, with carnings of
more than 817 mitlon,

Small companies are at
disadvantage in global markets, said
Bill, becanse the large multinational
cc:-rpomi‘ium “don’t take kindly to
neweansers.” Innovation and the
ability to move quickly, he added, is
a weapon gmall manufacturers ean
employ.

T this end, Bill is an activist,
fighting to protect the intellectual
property of inventors. He has boen
involved in the congressional debate
on patent law retorm, and last year
co-authored two “prioy user vights”
bills,

“Without good patent profec-
tipn, the fruits of sur innovation con
Bz tnken [rorm usg,” said Bill. “We
must Bave good patent pristection,
and it must be global”

Last year, Bill served as a
delegate to the Waile House Conder-
ence on Small Business, He also
participated in former Soviet Promier
Mikhail Gorbachuy's summit of 100
global business and political leaders,

Bil has become o community
lfeader in Delaware. He founded
Delaware Innovation Fand, a none
profit organization making loans and
grants to beginning entreprencurs,
He is alse working on the preserva-
tion of Thomas Alva Edison’s
“inyventton factory™ in Wost Orange,
New fersey. O
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Se«zntas F. G&{za CEO
Counter Technology Inc
4733 Bethesda Averwse, #200
Bethesda, Maryland 20814
30179070127

{0istrict of Columbia winner)

Santes Garza learned what it
touk {0 buat the “big jpuys” when she
wag only six years okd, entering
public school in Napervitle, 1]l She
spoke no English, havieg spent her
varly years in the fields where her
parents wore migrant workers, She
wederstowd that thase who come
from behind must run faster, smarter
and harder than those up front.

A fow years later, in 1976,
Santos applivd those lussoms to her
fivst drewm, fllowing her older
brother into police work, Santos
graduated first in her class at the
liinois State Police Academy, and
spent Lws yoars in communications
and nie years on the beat ng
Aurora’s first Hispande female officer

Hy 1987 Santos realized thot her
opportunities in police work were
limited. She pooled all of her savings
arud severance pay and sokd her
small gun coliection to buy o fledg-
ling, cash-starved security business
in Bethesda, Md. The company’s
oniy employee was 8 consultant she
had helped with some debugging
work, amd thelr annual income was
354,000,

Matching her instingts and
street cop background with ber new
empheyee’s technical expurtise in
security systers design, engineering
and integration, Santos turned
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Counter Technology Inc. (CTh into a
$10) million-a-year company with
nearly 4{1 employces in cight short
vyears.

Her expansion plan was based
on airport security, but she found
that ber company was too small to
win contracts. Bringing family
members on board and charging
expenses to credit cards, the firm
landed subcontractor work at OFFlare
and Midway rirports in Chicago,
Still, Santos fingnd that no one was
willing to give s major airpest
security contract to a small company
like CT1 Santos turned fo the SBA's
8(a} program, which ked CThHto
protective services contracts with
several federal agencies, and eventu-
ally, a more chattenging role in
security development ot the U5
Molovaust Moscurs. Mennwhile, 11
kept growing and carning 3 reputo
tion for quaktty work,

Santos volunteered consider-
shle manpower and resources to the
commitiees, task forces and advisory
groups from the Federal Aviation
Administration, the Departoment of
Transportation and aviation industry
associations. The offorts have patd
off by making €11 the home of the
principal aviation industry security
experts at o Hme when the industry’s
technology and regulatery environs
ment were evolving,

Currently, the firm has security
contracts for both Midway and
(¥ Hare tnternational, and at airports
in New Orloans, 5t. Lowis and
Austin, Texas. 1t holds subcontracts
at BWI Airport in Baltimore and
Hartafield Airport in Atlnnta, The
firm regulasly wins contracts now in
open cormpatition with much larger
Frms. CTEs five divisions provide a
diversified menu of gecurity services
o 13 foderal agencics, H major U8,
airports, several major airlines and
Fortune 500 companics, and the firm
was listed in 1993 by Hispanic
Business magazine as the second-
fastest growing MHispanitcsowned
business and by Inc. magazine as the
A7th fastest growing business in the
Unitesd States,

Santos has put her business
sense to goud use not only for CT1,
but for other small businesses as
well, She has served as o mentor to
Maryland businesses in construction,
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auto leasing and manufacturing. She
is a charter member and President of
the Montgomery Police Foundation
and is actively involved in the

irport Minority Advisory Council,

hich represents minority vendors

1 the pirport industry.

Through Santos’ perseverance
and savvy strategic planning, CTI
has proven it could successfully
compiete with the “big guys.” Years
after learning her earliest lessens on
competition in the elementary
schools of Naperville, [, Santos is
standing up front with the leaders, O

Johin M. Zagrobelny
General Manager
J1. Foods Company
gibha The Dide World Restauramt
14415 South Tamiami Trail
Narth Port, Flarida 34287
941/426-1155

There aren't many people who
have a street renarmed in thels honor,
especinily while they are alive, but
Jehn Zagrobelny is anexception. He
i%, in fact, an exceptional man.

A trapsplanted New Yorker,
John sold his firgt entreprencurial
venture - a Park Avenue pharmaey
he hnd purchased in 1972 - after
learning he had muscular dystrophy
in 198, John and his wife, Christing,

oved to North Port, but John dida't

five, Today, ns peneral manager
and co-pwner of Thye Olde World
Restaurant (with his wife, and her
brothor and sister-in-law Jow and

Theresa Skouzylas, all active in the
businesg), John has become Noxth
Port’s largest private emplover.

North Port is a small, seasonal
retivee town of 13,088 in Southwest
Florida, Determined o operna
restaurant franchise there, lohn
encountered two immediate ob-
stacles: franchisors would not
approve North Port becnnse of s
size and demographics, and there
was a sgvere rostricion on water use
by vew business ventures. John was
instrurnental in removing the restrie
tion, which paved the way nnt ozz%y
for his business, but for others that
followed. Next he persuaded The
Olde World Cheese Shop to approve
a franchise.

Four years after opening in
1988, John left the parent company
ared renamed his business The Olde
World Restaurant. Hoeknew that to
survive in a smal, seasonally popu-
inted town he wonld need to attract
oub-of-town customors. So, Iohs
iiterally put North Port on the map,
persuading a television station to
include the city on the woather map
wsesd during the nighely nvws, The
restavrant itself has become the focal
peint of North Port; ab least 11 area
businesses and clubs now hold their
regular meetings there, and if there's
a fammily reunion, wedding or party,
you can bet it's there, too. Regular
gusgtomers pet a frequent diner card
and discounts. And if the monthiy
calendar that goes out to a mailing
ligt of more than 2,000 is late, the
phones start ringing,.

Although confined to a wheel-
chair since 1992, John stays on top of
every aspect of the business, check-
ing the kitchen, restaurant, lounge
and waiting area via a video moni-
toring system. Sales have increased
ncarly 18 percent over the last three
years, topping $2 million in 1994,
There are now 85 employees,

Among an amazing number of
eivic activities, Joho is a charter
member and former president of the
chamber of commerce. In addition o
numerons awards, be has won
national rocognition for his and
North Port’s contributions to the
Muscudar Dystrophy Assaciation.
The business alse sponsors several
sports teams, 0
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Mary Ann Roberts, Owner
Robers Little Ones Day Care
Center

2721 Highway, 138 S.E.
Jonesboro, Georgia 30236
770747349152

For some people, success is not
enough; they need to malke other
people successful as well, Meet
Mary Ann Roberts, who has not only

 Built sn enormously successful day-

care business, but has also become a
consultant to other aspiring day-care
owners. She has even brought 14 of
them to the BBA for loans and each
time, the loan has been granted:
nearly $11 miltion i loans over six
vears, creating 526 full-time and 112
part-time jobs, including the 176 that
Mary Ann employs herself,

t nll started during the roces-
sion in the 708, Mary Ann's husband,
Tack, was a buitder, and there was
ot much work. But Mary Ann had
always wanted o do day care, so
they Borrowed $25,000 against their
house and bought » small day-oare
venter for BI2S 0 Within fve
vears, it grew froms five teachers and
57 chitdbron 10 40 employecs and 387
childron. Whenever they outgrew
the space, Jack, whe had gone back
to teaching, added annther room,

By 1989, the area was booming,
and it was time to expand. With halp
from the BBA's lonn program, Mary
Ann and fack built a second day-care
center for 200, then added a gymna-
sium to house 150 morg; # filled the
day it opened. In 1994, the 834



backed another expansion,; is theee
months, they were full again, By this
time, they had 111 employees in two
foentions. Thoy alse opened centars
in Smyraa (which grew from 51 to
340 kids in one year) and
McDonough {from 76 te 1553,
creating another 65 jobs, The four
centers are expected o camn $2.5
mitlien annually; Little Ones cares
for morv childsen than any other
center &n Guorgla.

Little Ones incorporaied
swinming pools and skating rinks
into its eperations, and Center 1 has
a gym for basketball, volleyball,
karate, and gywnastics. The stage is
used for dance recitals and graduas
tons, Classes are given during day
care hours, making participation
paster for children — and thuir
parenis. Mote than 500 chaldron take
dance and karate. LitHe Ones has
kindergarten classes and provides
after-school care for children up to
age 12 a fleet of buses delivers and
picks up from 30 schools.

Mary Ann amd Jack have been
recognized by the Georgla Flouse of
Reprosentatives for their contribu-
tioms fo the community, for provid-
ing a safe, secure place for children,
jobs, food and clothing for lonw-
income kids (they are also "secrst
Santas” to many at-rigk kids cach
year}, amd support for the military
and their families during Operation
Desert Storm. Mary Ann won the
SBA’s Outstanding Service Award In
1998 and was Histed i Whe's Whe and
the Efife Rugistry of Exbraordinary
Professionals in 199271993, Mary Ann
siys she wxpoects 1o work until she

is9n. {1

Richard A. Moody
President

Alcha Conferencing Service,
Incorporated

1001 Bishop Street

Puahi Toswer, 18th Fioor
Honoluiu, Hawait 96813
BO8/523-1111

“There is nothing stronger than
an ides whose Hme has come” That
anonymious guote, paraphrased from
Nutions magazine, April 15, 1943,
describes, at feast in part, the huge
success of Aloha Conferencing
Servicr, Ine, of Honelula, Hawail,
founded and headed by Richard A.
Mowdy.

In 1989 Richard’s two-person
operatian vould accommaodate 24
phone lines and 10 ¢onference
vonvirsations at the same time,
Today, less than seven years later, his
company can handie 900 participants
from anywhere in the world, Rich-
ard connects some of the most
influential people in Fortune 300
companics and government through
conference calfs every day. Some of
his olients inclode such notables as
CNN, [BM Corperation, WANG,
Siate of Washington, Siste of Ken-
tucky, Microsoft, Sears and the White
Husiese,

Richard bas accelerated his
company from two to %) employees
where five out of eight are women
and three of Hwe Hve are minorities,
frorn zero clierts to 3,000 clienis,
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from zilch to more than $4.1 million
in revenues in 1994, Hig company
expocts Hs income will have topped
$5 million for 1995,

With the help of the U5, Smadl
Business Administration Richard got
his big break when the State of
Hawail Depariment of Business and
Eeonomic Development agreed to
furmd ¢ $200,000 siart-up loan,
Richard had originally asked for
$500,6003, but lenders were keery of a
new venture in an unproven field of
telecommunieations in a Pacifie
paradise more accustomed to dealing
with tourists than high-tech entrepre-
nears. Richard was given 15 years to
pay back the $200,008 lean. He paid
it off within the Fiest year then went
on o internally finance $2.3 million
in additional upgrades.

Born and raised in Tennessee,
Richard is a single parent, In ks
younger vears Richard was restluss,
He left high school o join the mili-
tary which he credits for putting his
fife: i perspective. Richard says the
military gave him goals, a desire to
suceped, Tueted his ambition and
built self-confidedcn.

After leaving the military
Richard returned to Tennessee where
he worked as a shoe salesoan for a
year then moved o to Washington,
.., where he was emploved by a
smali loan company for six months,
After that, Richant worked as a ficor
manager for & high-end department
store and moved up the ladder o
Toy Department Manager and
Assistant Buyer.

Richard then wont hack to
school enroliing ot Control Datn
Institute, @ four-year high technology
vocational schoo! and went to work
for Clomress, Inc. 18 s administra-
trve agsisiant to the comptrolien
Richand remabrx! at Comress for
four years. He was then hired by
Marriott Corporation as Manager of
Contracted Food Service Facilitios
where he stayed for three years. He
then moved on to MO and beeame
the Washington, D.C. Branch Sales
Manager.

Afterwards Richard headed to
Californin where be was solicited by
U.S. Sprint Comumunications. He
Buecame their top salesman, He
vpemxd Spriat’s offices in Atlanta,



Georgla, in Dallas, Toxas and finally
in Hawail whure Richard discovered
the “idea whose time had come”

Sprint required its managers fo

set woeokly on conference calls,
hen Richard realized the company
rranging the conference calls wason
the LIS, East Coast, Richard thought
“why not Hawaii” He did his
homoework and the rest i3, as said,
history,

Richard's firm was recognized
by Peeific Business News, First Hawai-
jan Bank and Coopers & Lybrand as
the 19th fastest growing company in
Flawaii in the “Hawail's Fastest 587
comnpclition,

L giving back to his commu-
nity Rickard currently serves as Vice-
Chadr of the State of Hawaii High
Technaelogy Doevelopment Corpora-
tion, arnd has served on the Board of
Birectors for the Better Business
Burcau and as Vice-Chair for the
State of Hawaii High Technology
Advisory Council. [n addition, his
company provides Disaster Rocovery
Service free of charge fo.companies,
organizations and states. 0

Larry Lee Howerlon
President

Dara Lee Howerton
Vice President
Buck’s Bags, In¢,

2401 W Main Street
Boise, Idahio 83747
208/344-4400

His 1K veoars of experience as a
sparting gomds salesman gave Larry
Lo Howerton ideas — ideas about
how b beiter serve Customers with
superior, mnovative products that
e closely met their needs, For
example, when he noticed that small
high schools could o't afferd fobuy
both cguipment bags and sideline
capus, he designed a reversible bag /
cape to serve both purposes. And
when he couldn't find a manufas-
turer for the bag, hoe sef up a sewing
machine ir his home,

That's how, in 1978, Lasry and
his wife, Dara, went into business as
Buck's Bags, Ine. Because of the
cradit crunch of the 1980s, Larry kept
his job as a sporting goods salesman
and stilf devoted 30-40 hours a week
te his new company, but after 1983
he has worked full-tinie with Buck's
Bags: Dara has co-managed the
business since the beginning. Larry
and Dara began Buck's Bags, Inc. in
1979 with three employees - tnched-
ing themselves, Today, Buck’s Bags
is o multimillion dollar manufactur
ity concern that employs 70 people.

Since 1978, Buck’s Bags has
expanded and diversified, amd Larry
and Bara are proud to produce o
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variety of top-quality prodacts that
are “Made in the UBA" Today, their
business, bullt with assistance from
SBA 7in) loans, sells in both national
and internstional markats, and
customuers inchinde 12 NBA twams,
gvery major lengoe baseball twanm,
aned every PAG10 school

Larry sd Dara have broadened
thy product oo for Buck™s Bags, Inc
to include bags and accessories for
Western and Brglish tack and rodeo
computition, hunting, Hshing, law
enforcement and firefighling. Their
diverse customer base alse includes
L.L. Bean, Tilelst, Dunlop, Hewlett
Packard and Cours, nnd Buck's Bags
algo exports to japan, Uanady, the
United Kingdom, Swaeden, Now
Zealond, Austealis, Maxico and
Gerpany.

Larry and Dara's steategy is to
icdentify snd serve the wskgun poads
of their custormers. When he noticed
that professionad baseball plavers
liked 1o wear shioy helimets, and that
helmeds were fransporded in one bag
ane then shined and polished, Larry
designed an inpovative product to
mieet that demaed - The Pro Hodmaut
Bag. Sinve then, other compaows
hage trissd to reproduce this bag but,
bocasse of the dotil in Larry's
design, have been unguceessiul,
Today, every major league baseball
tear prurchases helmet bags frons
Buck’s Bags.

Because they tecoghize that
extracurricnlar activitios are impore
tant {or younyg people, Larry and
Dara donate time and resoueges e o
number of organized atbletic teams
in the Boise Valley, inchading Little



League Foatball, Little League
Baseball, and to the High School
Interscholastic Activity Association.O

Leticia Herrera

Owner & CEC

Exira (leany, ine,

1929 W, 43rd Street
Chicago, Hinois 60609
3127 8431600

it all startod whoen Leficia
Herrera relurned o tavor To 1989 she
was working ax o paralegal and
pulitical activist when a friend told
ber that he was looking for a minor-
ity-owned company to hely cleat the
Chicago Boand of Education head-
quarters. When the firmi Leticia
found backed out just 1 days before
it was confracted to wark, she
incorporated undoe the naras Bxirg
Chean, Inc, got bonding and insor-
ance, bought 5380 worth of supplics,
and spent a weekord with her
mother and an aunt daing the job.
‘Then she forgot about it.

A month later Laticio received a
check for $1,000 as paymoent, more
than she magde in two wecks, and her
life took a dramabic change. Loticla’s
fledgling business would grow from
one employee with $30,000 in sales
into an over §2 million a year busi-
ness with 135 employecs, and an
expectation of 250 employees soon.

Iritially, EC1 ondy handied
general janitorial wark, bet Leticla
saw a potential niche. She sought
contracts for marble snd sions

cleaning and restorstion, chandelier
cleaning, and constructon-site
cleanup, specialized higher-skitled
jobs other firms didn’t want, Today,
ECH s an indusirial and commeraal
mainienance frm gerving privale
businesses, public agencies, institu.
tions and others. A rocent SBA-
backed $73.500 LowDoc loan is
helping fund further expansion.

This art/business major and
former art importer is devated o her
employee family and the work they
do. The company works with
geologists, metallurgists, sculptors
and other specialists to maintain
building interiors and exteriors with
the same skill and devotion neces.
sary to mainiain fine works of art Its
client list includes the Art [nstitute of
Chicagus, the Sears Tower and namny
more, Leticta says BECT roally siands
tor excellence, consistency, and
wntegrity.

+ Ladich b o commitisd activist
who has given significant time and
energy on behalf of small buginess
and community activities, o 1993
she recrived a Women of Achiove.
ment award from the Mexican
American Business & Professional
Women of Chicago. In 1995 she was
recognized as one of Chicage’s lop
women business owners by the
National Assaciation of Women
Business Owiers, and was namuod
Hispanic Businesswonats of the Year
by the U5 Hispanic Chambar of
Commerce. She was also co-chair of
the iHhnois delegation to the 1993
White House Conference on Small
Business. Leticia is a fregunt
speaker at programs dosigned o
assist minority, smadl, and woman-
owned businesses and enlrupre-
neurs, 3
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Atbert Chen, President
Telamon Corporation

5406 W. 78 Su
Indianapols, Indiana 46268
317/471-6655

‘ Telamon Carpuration, the
invisible telephone company, bas
demonstrated its ability to provide
high quality customized products
and services to the telecommunicas
tions industry since its establishtent
in 1984, Over the Iast 12 years,
Telamon has emerged as a goality
driven, award winning vendor that
provides customized telephone
proxducts amd services for many large
communications compaaivs, inchud-
ing Bell Atantic, NYNEX, GTE and
AT&T.

Telamon’s president, Albent
Chen, way born in Taipet, Tatwan,
the oldest of uine children, After
gradunting from Taiwan's Ching Che
University and Portlamd State
University in the US, Albert worked
for GTE for 13 years and eventually
had responsibility for a 700 employee
work force. As a result of a manage-
ment decision to downsize, Albert
was faced with having to issue pink
slips to 200 workers, Fhe dreaded
carrying out the task and finally quit
n anguish. [Cwas then that Albent
decided o start his company.

Through his acquaintances in
the industry and with the help of his
wite, Margaret, Alber established
Telamon, wihich is Greek for “sup-
port” Takbyy mdvantage of the
sntropreneurial opporkunitios created
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by the break-up of the wortd's largest
telephone corporationy in 1984 and
the dercgulation of telephong
cquipment, Telnmon fouwnd & unigque
outsourcing market niche in helping
jor communications companies
ter serve their customers, Today,
Telamon employs 125 people with
top management being 46 percent
minority and 40 percent female.
Telamon boasts annual sales of
approximately $108 million.

“Whatever telephone compa-

s do, we want to help them do it
but better, faster, and at a lower
cost,” Albert sayg. “All thess services
require an investment that phone
gompanies would rather ot make
thomselves, go we take the hendaches
out for them.”

AnSBA-approved, ¥{a) contras-
tor since 1990, Telamon also revvived
3 $200,000 SBA-guaranieed loan
which provided working capital to
help fud the company’s growth,
The 5BA’s certified development
campany program is also helping to
fund the construction of 4 new $3
million building,

Because perfurnance depends

.11 quatity, Telamon has its own

mmpany-wide program called
“Quality Through Efficiency and
Commitment” of QTEC. QTEC i3
based onindividual ownership
whore quality is the responsibility of
cveryone, As Albert says, "Rvery-
thing F've achieved has come from
the people who have helped me, and
the dedication of cur staff.”

Albert’s list of honors include
being named the SBA's Indiana
Minority Small Business Merson of
the Year and to Inc. magazine's list of
the 500 fastest-growing companies in
the country, Albert is a string
supporter of cducation and personal
growth amd motivates bis employees
ared their children to become prodhuc-
tive citizens of the community,
Albert received the Family Life
Enhancemoent Awand for offoring
family-frivmily polictes for is
emplovees. He is a leader in the local
Asian community and is invoived

ith numerous charitable organiza«
sns, U

Matthew W. Grundman

Owner

M.G. Machining

204 State Strest
Bedford, lowa 50833
712/523-2840

It all started in a basement with
onge milling machisg, ane manual
fathe, eme account mnd a praver. That
was 1988, and Matt Crundsman put
in five to eight hours each night after
working another job all day, but
bofore fong, the prayer was an-
swered: in 19BY, bie was able fo quil
the other job and today he has two
machine shops, conploys 20 and
expects to crack the mition-dollar
mark this year He also expects to
add another six workers.

Matt graduated from lowa
Wostern Community College with a
degree in mechanical technology in
1982, He went to work as anengd
neer for Valean Industries in Magno-
fia, Jowa, helping design wastewater
treptment maintenance prodocts, In
1984, Mutt and his family moved fo
his wife's hometown of Bedford, and
Matt went to work for Laclede Chain
Manufacturing in Maryville, Mo,
where he gained exporience with the
texa] and diz machines he had learmed
te design. Matt also learned the
value in investing in the best: down-
time with old or inferior mochines
L Cost more.

As Matt sow indusirios seale
dlown their in-house ool-and-div
opurations amd contract work out, be
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recognized the potential for a small,
flexible, responsive machine shop.
And o i was that, aftor kts of
calcudations and prayers, he started
M.G. Machining in the basement of a
restaurant. ‘today Matt owns the
builkding - M.G. Machining uses all
but a small rental space ~ and
recently opened a second shop in
Clarinda, 20 miles away to better
respond to a large client there. He
owns that buikling as well.

M.G. Machining makes replaces
mient paris for industrial production
machinery, and the work roguines
extremely tight tolerances, Matt's
machinery is all state.nfethe-art and
I is continually upgrading. Matt
also plans 1o expand into porishable
touling, making parts that are
consumed on a regular basis in
production,

Matt is very involved in his
community. He has coached Little
League basebatt and basketball,
junior high baseball, aed flag oot
bail, andd has helped with high schapl
athletic events. He also plays
baskeiball on s competitive lovel
Mait is the Civil Dofense divector for
the city, i on the water Board and I8
2 member of the chamber of com-
merce. Fe is also very involved with
his church, giving back some of what
hie has heen given. [



Lioyd J. Parker, President
Contract Services, Inc.

B8O W, &th Street, Suite C
P.C Box 3019

Junction City, Kansas 66441
G13/762-616]

By looking at his career, from
his distinguished service in the US,
Army to his formation of Contract
Services, Inc. (CHE, it's casy to tell
thiat service hos always been oune of
Lioyd Parker’s top priorities. After
his retirewsent from the Army, Lioyd
preparad himmself for the world of
business by attending SBA-spon-
smed seminars amd mueting with
active snd retired business execus
tives to Jearn from their entrepre-
neurial experience,

Armed with learning experi
ence and a 816,000 Certifiente of
Dluposit, as wall as with ambition,
ability and experience in hard work
amd fairnesg, Lloyd formed CSlin
1989 with two other employees, €51,
a prime defense contractor, provides
qualifiedd nanagement, supervisory,
technicn! and administrative person-
nel to support maintenance functions
in many prwurement-related sress,

When (51 wwon its Hrst cone
tracks in 1990 ot Port Riley and with
the General Services Administralion,
employment at TSI jumped by an
astounding 3333%. to 103 people. In
1995, C81 employed a total of 225
people, and ts a successful gradunie
of the SBA’s 8{n) program.

Llowd enables U5 o romainan
the cutting edye by anticipating

customer demand, For example,
after he noticed that one customer
veeded the same ropairs done to
many vehicles, he invented and
patented 3 unique bumper that
resulted in a significant decrease in
damages to the equipment. Through
his innovation and long-term vision,
Llayd saved his customer money
while bendfitting his compary
through sales of the patented
product.

Lioyd’s philosophy of Total
Quality Management and Continu-
ous Improvement Process, combined
with his commitment to innovation,
Hexibility, dependability and leader-
ship, have built CSIinto a multimil-
Hon dollar company with a mission
uf excellenge, This was most evident
during Operation Desert Storm,
when the raphd mobilization and
deployment of Army equipment and
personnel required U5 te repaint
8,000 pieces of cyuipment for trans-
portation to desert locations withina
45-day time frame.

Loyd, named Minority Small
Business Advoceate of the Year by the
Kansas State University Small
Business Development Center and
Minority Small Business Person of
the Year by the SBA's Wichita District
Office, is a City Comunissioner in
junction City and also participates in
nurmerous civie and charitable
activities. [
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Robert W, Patterson, Jr.

Presicent

Corsumers Choice Coffee, Inc,
4271 Produce Road

Louisville, Kentucky 40218
50279684151

When Bob Patierson ioined
Consumers Choioe Coffea as Prasi-
ot amed partner in 1990, the come
pany had just had its worst financial
performance in its (then) 20-year
history.

The company suffered a loss of
& MeDenadd’s restaurants in Tan-
nesse, 4 40-mnit CStore chain in
{Ohie (s fourth largest customer),
and the number one custommer,
Theston O, gave notice they would
b reviewing confinuing the contract
unless servic issues were not deatt
with,

With an attrition rate of 20
pereent, Bob had to inmediately
begin an aggressive action o save
the company and the businoss amd
etnployee base, Externally, be
personally met the top 20 customers
in his first month to sell the NEW
Consumers Choice Coffee. Inter-
nally, he focused sales people on
maior sales inatead of small accouets,
greatly enhancing performance. Bobr
constructed job descriptons and
stamdards for all sales and manage-
ment stalfers, and reviewed the
meenfive programs 1o enbanee the
rewards for better perfortance
towards goals and objectives.
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Bob has embarked onan
improvement strategy to replace a
10-vear-oid computer syster that
tracked proposals, accounts, cost

stimates and Profit & Loss state.

ents with a PU-based network

esigned to increase spead and
efficioncy. Bob also upgraded and
recycled the coffee brawing machines
which reduced maintenance costs
and enhanced sales and profitability.

Within two years, Bob has
stopped the loss of profits and
customers, He successfully poen-
vtrated the lucrative fine dining
restaurants in the core markets of
Louisville, Lexington and Evansville,
As a result of his efforts, the com-
pany now serves rmore than U200
restauranis throughout Kentucky,
indiana and Ohio, Bob was ehoated
to the board of the Kentucky Kestau-
rant Association in 1993 and worked
for the rights and interests of the
mdustry as co-chalr of the Legisglative
cormmittes, making numerous rips
to Frankfort and Washington, D.C

When many competibors were
sealing down, Consuiners Choice

hoffee has expanded its staff by five,

wry have also intraduced Seattle
Roast (TM} to provide Kentucky with
a dark roast gourmet product ko
address the challetge of the recent
speciatty coffee market expansions.
Thuy also added flavoered coffec
greamer to augment salos at conve-
nienge skores, resuliing ina 14
porcent increase insales. Giher
innovative products o augment their
coffee sales includer Iced Toa Brow-
vrs, Bag in Box Orange Juice, UHT
Half & Half, Torami Colfce Syrop
flovorings and Polar Wave Gourmet
ked Tea.

Not content with just doing
business as usual, the 19-person
company is also active in Dare (o
Care, March of Dimes’ Chef's
Adventure Auction, and Healing
Place’s Super Chef Series, which
gonerates funds for the adult home-
loss shelter. Bob also uses the
resources of the company to bhelp the
Family Place, the Salvation Army,

tary Chub of Downtown Lowis-
fie, the Ronald McDonald House
ancd the Boy Soouts of America

As Uresident and CEO, Bob has
met the challenges of this highly

competitive industry, increasing the
company’s bottom line from the
worst in its history to the best
performance ever [

S. Todd Burns, President

Tirne-it Lube, Inc.
{205 £, Bert Kours

lriciustrial Loop
shreveport, Louisiana 71105
31877970702

When Todd Burns opened the
dears to his first Time-It Lube in
Bussier City, Louisiana in 1987, the
seene around him was Jdismal af bost,
Businesses were going bankropt,
Sales of sutomobiles, homes and
retail shops were down. Construc-
fion was at a standstil

Being a driven, tenacious, s¢lf-
motvaied individual, Todd knew
that he could run a small business
suecesshully. So, when he saw the
opportunity to purchase a failed,
quick oil change business through
the anqumph(m of an SBA loan that
was in default, Todd borrowed
money against o rental house he and
his wife owned and became a
bugingss owner.,

Approximately nine months
after opening the first location, Todd
fult the company was ready o open
another. However, he had no way to
fund o store from the ground up.
Todd felt that Time-Tt Lube would be
loft behind, because the industry was
growing so fast, so he put together a
toan package and fried to sell it to
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traditional lending institutions. Due
tor his short track record and youth,
he was unsuccessful in securing bank
financing. Refusing to let this
obstacie stop the growih of the
company, Todd found a buginessman
who was looking for places fe invest
his money and convinced him that
Time-It Lube could repay a $200,060
loan. This investor continued lo
imrvest in the company unti} the
fourtl location was financed witha
loan from a Iocal bank, guaranieed
by GHA.

Almost 18 months after open-
ing, the fourth location, Todd located
a cholce plece of property in Bossier
{.ity, La, and with a combination of a
conventional loan and another SBA
guaranteed looan, he opened his fifth
location in August 1994, A sixth
location opened in Shreveport in
Recember 1995,

[ cight years Time-t Lube bag
become o leader in the quick oil
change and lube industry nation-
wide, Through his uncompromising
dedication o customer serviee, Tocdd
has nchioved o level of success
sefdom enjoved by a person his age.
The company currently has 40
armployees,

in the early years of operation
Todd realized that to make the
company a success he was going to
have to come up with innovative
tdeas to pravide the best customer
service avaifable in Loudsiana. Time-
1t Labe was the first quick eil change
business to offer to check and top off
all fluid kevels, free of charge, at the
time the oil is changed. That practice
has now become standard for the
industry. The company was also the
fiest tor use computer-generated
remicder totices to customers, Tedd
was instrumental in the devclopment
of this comparter software program
that has been sold nanonwide.

Tonddd I8 committed to the
support of quality-of-life in the
Shreveport/Bossier City community.
Hiys comnpany regudarly sponsers area
schools” athletic teams. Time-R Lube
s alse a spopsor for the Muscular
Dystrophy Association and March of
Dimes activities, The company was
instrumental in raising funds for
construction of Hei-Port in Shreve-

port. [



Gregor Davens, President
Susan Davens, General
Manager

HMarbarside Enterprises, Lid.
dba Harbaorside Graphics

4 Airport Road

P.O. Box 246

Belfast, paing 04915
207/338-4509

“Earn a fair profit, Provide a
safe and environmentally sound
workplace. Create seowre and
rewording cmployment opportuni-
ties. Be our customers’ best vendor
To accomplish outr misskn, we will
be true to our values.” That vision
has built a lay retel] shop awd T-shint
printing businiess into an $11.4
mifion-a-year finm that is state-of-
the-art nost only In it products,
cyuipnent amnd employes benefits,
but also in its coologically sound
production,

Gregor amd Susan Davens
started printing wildlife and environ-
mental designs on T-shirts in {978 for
theie outdoor dothing shop, In 1878

a pifin Toshirt was included in the
National Audubon Suclety’s catalog,
and by 1981, the company was
supporting six fall-time employees.
That year they moved to a new
facility in Belfast, and again in 1985,
The retat) operation was sold and
Ciregor and Susan devotid theme
gelves @ printing sputtswear. In
1994, they added an embroidery line,
Today Harborside's 105 employoes
supphy Li. Bean, REL Orvis and
Manterey Bay Aquarium among
others,

In 1990, with the help of an
BBa-backed loan, Gregor, Susan and
their employces designed and builf &
22 3013 square-foot, state-of-the-art
plant, expanding their space to
25,000 syuare foet in two logations. A
safe, clean, encergy-cfficient environ-
ment that far exeeeded national
standards for energy-officiency, #ts
site was also naturalized to attract
witdlifi. That approach s typical of
Gregor and Susan’s devotion to
environmental concarns and o their
workers, They seck supphiers who
meet both veslogical and quality
stanclards, Water-based inks and
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cleassers protect the enviromment and
workers. Regular exercise broaks
help prevent work-related isjuries.
Healtly programs and a fitness club
improve health, while literacy and
GER incentive programs, opportusd-
ties for advancerment, a pension plan
and many recreational activities
improve employee well-being.
Through ingenuity, reducing, reusing
and recycling, the employees aut
waste in hatf over the last five years,

Gregor, Susan and their eon
ployees give vory generously of thair
Hme, products and money o nany
environmental and givie organiza-
tions, &3

Rafael S. Correa, President

MaTech, Incorporated
27120 Qcean Gateway
Hebron, Maryland 21830
4315/548-1627

Passion. s a word not often
used fo describe a business execu-
tive, but it is detining for Rafadl
Correa. His passion has been the
driving forve behind MaTech, Inc, 2
company that, in under seven years,
has grown into a multimitiion Jdoliar
firm that employs more than 90 and
projects $6 million in sales for 1996, 1t
is what inspires Rafacl’s employees
o exceed thetr own expectations.
And it is what has made him a leader
in Maryland, fighting for botter
technicnl training for teday's work
force andl the work force of tomor-
row, Rafaels advice is sought by
Congress, before which he has


http:imprm.rc

4

testified, and by the Maryland
governorn

Rafacl camw from Chile with his
prarents, brother ancd thee sistors in

264, With limited or no skill in

nyplish, they worked hard to make
the American Dream come true, To
augment their income, Rafael’s father
started a machine shop in the family
basement, and cven when the
children were grown and working,
they returted to the Correa Machine
Tool Co. al night. After duty in
Vietnars, where, as an expert diver,
he salvaged and disposed of exple-
sives, Rafae! became vice president
of manufaciuetng of the firm, In 1974
he became vice president of interna.
tional sales andd exports, and Intor
tourded a firm that exporied fast-
food equipment to South Americn.

I 1988, Kafagl, his sisiern
brather-in-law s o lilelong friund
founded Ma'lech to make high-
quality, dose-tolerance metal pads
for the military, Eiealizizzg, in 1991,
that the dofersse Bndostry faced
massive reductions, Rafael diversis
ficnd into tolocommunications pod

faTech absorbud the slowdown

thout fayoffs, In 1992, MaTech
joined the SBA's 8(a) program,
Todny, while only a third of sales are
defense-related, they are significant:
MaTech's design mide it the sele
source for the “black box™ on the Air
Force's mout sophisticated aircraft,
the F16 and F22; another design .
saved the Army over 863,000,

Rafael has also worked tire-
lessly inhis compmmity and the
educational systom statowide. His
leadership was clearly recogaized
when MaTeol's nomination ag the
Salistuary Area Chamber of
Commorce’s Small Business of the
Yoar scored higher thanany other
{firm in the history of the owards, T

Michael P. Downes
President

TriStar Technologies Co, inc
{26 Merrimack Street
pMethuen, Massachusetts
{1844

508/7%4-5100

Mike Downes is a troe local
hero for many people in bis region,
When he purchased Tri-Btar Toch-
nologies Co., inc. in 1993, it was o
skeleton facility on the vorge of
shutting down, Today, Tri-Star's
emplpymoent has gone from 5
propke to 250, and sales have gone
from less than $4 mitlion annually 1o
approxtmately 330 million a year and
groswing.

Tri-Star is a manufacturing
aperation cstablished to dosign,
fabricate nud assemble printed
chreuit boawds and related materials
for the national and international
marketplace. It was originally
established by Wang Laboratories in
1884, and operated under Wang's
direction until Wang filed {for bank-
ruptcy in 1992; Mike had worked for
Wang, sinee 1962 and was Senior Vice
President for Worldwide Manufac-
turing. After the filing, Wang told
Mike to elose the Methuen facility,
terminate its 250 employees, ard
liquidate the fncility for its ras asset
vilue,

At that time, because of Mike's
experience and reputation, ke was
offercd many other opportunities.
Howaever, rather than joining another
company, he chose to invest hig
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savings ~ and his future - to save
those jobs and implement his vision
for what Tri-Star could be! a one-stop
facitity ta provide a full range of on-
site services, including design,
fabrication and assembly of printed
cireuit boards from prototype
through high-velume production.
This was a combination unigue in the
tdustry af the tme. In foct, the
name “Tri-5Star” derives from the
three services Mike wanted his
business to provide: Design, Manu-
facture and Assembly.

withowt Mike's purseverance
and greativity In pulting together his
plan to save the faclity, and without
his resourcefulness, ]mduzshlp and
viston during a severe cconomic
recession, Tri-Btar and the amazing
success it has generated would never
have becomae a reality.

Today, Tri-Star, forged
through a partrership between Mike,
two Massachusetts state agencies, a
lender and the SBA, ardd using the
first-ever §1 million export guarantee
in New England, is one of the largest
facilitics i the world to offer sucha
wide range of servives, By makinga
cheice most businessmen would
sever bave made, and by challenging
the conventional wisdons that said
that the facility could never be made
productive, Mike restered jobs and
priviuchivity to the ares and has built
Tri-Star bito an industry leader in
America and across the globe, [
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Paul R. Argall, President
PCBM Management Co., Inc.
1000 Country Larne, Suite 100
ishpeming, Michigan 49849
906/485-1029

ishpeming, on Michigan’s
Upper Peninsula, was in danger of
losing s targest empieyer, the Tilden
Ming, The town was already in
decling, and Fhe futare looked dim.
But Paul Arpail saw potential for his
homretown of 7,608, and decided to
burn things ayonnd,

A CPA wha, after working for
Errwt & Frnst and the Michigan
fnancial Corp. before opening his
awn firm in 1978, Paul dreamed of
building a “village” of assorted
businesses that would suppozt
tourigm and boust the loeai cconomy,
The highway, US-41, had plenty of
iraffic, and the Kabonal Ski Hall of
Fame and Museum was in the works,
bt there were virtually no hotel
rooms. {n 1984, Paul fuumded PCBM
fthe initials of his children) and
began working on making his dream
reality: the Country Village Plaza,

in 1987, with the acqguisition of
38 acres alonyg US4, Paud's dream
began fiy take shape. After getting
the acreage rezoned from mining and
deforred developrient to comme
gial, he sold a five-acre parcel to
Paraida Discount Center, which
apered g 404000 square-foot store,
providing 86 jobs. A $600.000 grant
from MU helped Paul build a motel
amd restaurant as well as infrastrue.
fure work; at a cost of 2.6 million,

the 53-room Bost Western Country
Inn and 165seat Country Kitchen
were completed in 1989, Another 20
acres were soon added, as werea
McDonald’s, a bowling center/
Lilliards parlor, a service station/
convenience mart, a bank branch. a
Blimpie's restaurant, a car wash/
tube station, and, next to the village,
a grocery store. Recent additions
include a bakery, miniatare golf,
bookstore and laundromat. Plans are
in the works toy a 500-seat movie
theater.

Today, POBM has six subsidiar
ies, including a maintenance/general
conteactor and a cornmercial and
regidential renl estate developer, The
corapany owis 200 acres along Us-t
and continues o duvelop. Recently,
PCBM completed a 16-room addition
to the Inn, started a housing develop-
went, bl bwo more Country
Village Plaza buildings and started
work on a microbrewery, PCBM has
grown from 70 employees in 1982 (o
over 121 in 199%; sales have increased
fToum $691,000 in 1989 t about 83 .4
mitiion in 1994, 111994, PCBM made
the fre. 803 as well as the Michigan
Drivate 100, ¢ Hst of the state’s
fastest-growing companies. POBM
was rucognized by the Michipan jobs
Comrnigsion in 1945 for its long
standing commitment to Michigen
ane Ishpeming,

Paul gives genercusly of his
time and money & many orginiza-
tions and charities and is very active
in his church, the Salvation Army,
aned an aid progrom for children in
Third World countries. He is also on
the board of the Natioaal Ski Hall of
Fame, O

President

PawK Industries, Inc.

6600 Saukview Drive

St Cloich, Minnesota 56302
612/251-5077

Tom Schivugly's dream of
pwaing his ownd business was made
a Hitle easior when be joined bis
father's stotworking egquipment
manufaciuring company and lafer
became preskdest. But then it turned
into a bit of a nightmare in 1989,
when a severe contraction in the
architectural stone industry, coupled
with some maior missteps, pushed
the company inte a near bankrupicy
situntion,

Founded in 1934 by Tom's
father, Park Industries grew steadily
over the vear. Tom joined the
pompany in 1969 after serving in
Vietnam and then bought it and
became its president in 1976, In 1985,
the company had $3.27 milhion in
sales and 63 employees. By 1985,
those figures had grown te $6 millien
and B empdoyees. Then disaster
struck. Over the next three years,
Park Industries lost $600,000 after
losing sakes to a business slow-down
and losing mamentum becausg of
too-fast, wunpkomed growth, in-
ereased costs for warranties, laber
and administration. tasolvency
lovmesd,

Although many businesses
simpiy close their doors when they
reach that poing, Tom put his entre-
prencurial abilities angd leadership
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skills to work and turped the com-
pany around,

Tom met personally with
customors, suppliers and fenders and

orked out deals to oliminate

blerns while keeping the business
working, Moot staff. Ten employ-
ees pourecd their profit-sharing
muney back info the company. He
actually <ut back on sales and put a
major effort into a quality improve-
ment program and customer service,

At ane point, Tom found
himself at the bank, trying to talk the
banker into not calling in the
company’s loan, Thu bank accepted
his argument that the turn-around
was in progress, and satd # would
take a new laok i six months, By
that time, Park Indusiries was
making money again, and it hagn't
looked back.

Fom developed a system in
which teams which work on particu-
lar product Hines — the fires makes
stome-working machines for a variety
of indusinios, including memorials,
buikding facings, Tandscape mater-

alg, countertops and kitchen and

vihroom fixtures. The eams

anufacture, install ausd service the
machines they produce and every
muember works with austomers, This
spocidization hay proven a boon for
the company and, most impartant,
its customers,

Problems, Tom tells his employ-
w08, sccur nod when something goes
wrong, but when something goes
wromg amd the customer thinks no
one cares. Tom's persistence at
improving customer service has paid
off, Park Industries is now the
largest manufacturer of stone-
warking caquipment i North
Amwerica, with prore than 1,300
machines i operation in 16 coun-
tries. Park manufaciures every
resaching it sells, from Hydeasplit
stone splitting systerns and diamond
sawing equipmant to polishing
machines and several lines of special-
ized stene-working systems. By
1991, the company was back in the

tack, registering 5518 million in
les with 30 employees. In 1955,
Lates reached $8.68 million and
employment was back up ta 65,

Tory's leadership extoruds to the

St Clad community, He is presi-

dent of the Central Minnesota
Council of the Boy Scouts of America
and was narned In 1952 a5 5t
Cloud's Crutstanding Employer by
the local Jaycees, He is a volunteer
fundraiser for the 8t Cloud United
Way, Colloge of Benedict/St. John's
University, and the Minnesota
Private College Fund, ()
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Faith and Gary Vaughn
Owners

Vaughn's, inc., dba Popeyes
Chicken & Biscuits

P.O. Box 3839

Meridian, Mississippi 39303
601/482-4057

Walk into vither of the two
Popeyes Chicker and Biscuits vwned
by Cary ars! Faith Yaughn in Merid-
ian, Miss., amd if you're 2 regular
customer — ag most peopie are ~
you'l be greeted by your first name
and invited to order some of that
New Orleans-style cooking. Guod
food, friendly atmosphercand a
deep involvement with the comnue
nity are the halimarks of this local
enterprise.

Pouliry has factored into the
Vaughng' life since the eardy '80s, but
the initial exposure had Cary em-
ployed as an executive at a chicken
processing plant in Jackson, Miss.
Neither he nor his wife, Faith, a free
lance artist at the fime, expocted an
ecanemie layotf in 1992 that would
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force them into radical transitions,

A change in location, from
Madison to Meridian, and the good
fortune to have a mentor Bke lohn
Sulomon, an gxperienced Popeyes’
franchisee, and backing from the SBA
convineed the focal bank to extend
the aspiring resinurateurs a loan, It
was an intensive nine-week course in
aysiems operation and in June 93 the
Vaughns found themselves st the
et of their fiest unit complete with
65 arployens,

Bt in an ares dotted with other
fast~food facilitivs, the Vaughns had
to distinguish themselves, Much of
what developed contered on the
sauthersy hospitality exuded by a
stafl that eventually settled in at
betwoen 25 and 35, depending on
domand. 1s 2 Vaughn policy that
cven among covworkers iUs “please”
and “thank you,” so much so it's
contagionus and customers are the
chicf beneficiary.

$o how do the Yaughns sustain
the high employee morale that's so
evident from the momuent the cus-
tomer hits the front doorstep? 1t isn't
casy when thoge enstomers average
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about 3,500 per week per store, but
the Vaughns di it by addressing their
cmployees with & tirst-name cordipl-
ity and markiog each birthday with a
Family Pak Diseer. Inaddition,
there's the ‘Employee of the Month'
program and the annual service
awards prosented af the Christmas
party.

So what does this recipe of
scrumptious sustenance, mixed with
contagious congeniality and gar-
nished with large dollops of commu-
nity involvernent yield? Sales that in
1993 topped $550,000 with a single
unit grew to more than $1.7 mittion
last year through the addition of a
second unit and, by the end of this
yeay, the combination may hit §2
million. The local seonomy bunclits
from a $15,000 bleweekly payesl]
shared by about B omployoss and
MANARCLS,

But the benolits don’tstop
there, Community has boen man-
tioned several times as bolng impor-
ant to the Vaughns and it shows as
they serve as benctactors & the local
public schools and colleges, the
Meridian Chapter of Habitat for
Humanity, a pair of local homeless
shelters and the Mesidian Public
Library, among others,

Add to this the persenal
commitment by Caey and Faith to
the focal chapter of the National
Restaurant Association snd their
support for the Bonits Classic Bike s
Run, which bonefits the Wesley |
House, a focal charituble srganiza-
tion, and it buromes obvious that
being a goud corporste citizen i nut
a earned 1ot for thir operation, iUs
ingrained in the spirit, [
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Phvilis AL Hannan

President

Laser Light Technclogies, (e,
S Danuser Drive

Hermann, Missour! 6504
314/486-5500

As president and owner of two
laser marking job shops in California
and Missouri, Phylkis Ann Flanpnan is
an extremely successful business
woman in a teugh and competitive
fietd.

Irs just 10 years, her companies
- Laser Mark-H, Inc. in Glenalale,
Calif. and Laser Light Technologios,
inc. in Hermann, Missouri - have
become the industry loadurs in high
tolerance micro marks for bigh-
techaology applications,

Phyilis’” success did not come
eagily but she always believed in
hegself aint hor abilities. Phyllis
began her career in the laser technol-
ogy field as a salesperson for lnser
manufacturer Quantrand Corpora-
tion. There she learned everything
she could about lasers and how 1o
sell and market them. She opened
her first company, Laser Mark-ly, b
in 1985 using her life savings and
personai loans. Laser Mack-B
specialized in laser epgraving,
marking, cutting, seribing and oiher
laser services.

Laser Mark-Tt was so successiul
that Phyiliz spen had more bosiness
than her plant could hamdle and
began looking into expansion. The
high cost of expanding in the Los
Angeles ared and the difficulty in
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developing new customers in the
Midwoest and East Coast led to the
decision to open another plant in
Hermann, Mo,

With the help of a local bank
and SBA’s 504 loan program, Laser
Light Technologies, Inc. opened in
1992, Exceeding its first year sales
projections within the first seven
resnths, the company has since
expandud # accommadate Hs
exceptional growth. Again the S84
504 program and a Jocal bank
provided the basis for the building
cxpansion and to acguire additional
taser equipment and compulers.

Today, Laser Light Technology
has neacly 8 fulltime employess
with amual sales topping the $2
million mark. [t s also the only Jager
marking k& ghop in the U5, to
operate p Class 100 ¢lean room for
customuers whose products need ta
be cleaned and packaged in o sterile
environment.

Major customers for both the
(Califorpia and Missouri companies
include LTUT, Teledyne, Hughes,
Do Comparyy, Rockwell Interna-
tional, IBM, McDoonnell Douglas and
numerous others. An excoutive for
3-M Company calls Laser Light
Technologics "number one in both
qualily and delivery”

Phyilis is active in many
business and community projects
amd encourapges her employeestodo
the same, She heads the Hermann
Chamber of Commerce, works with
the strategic planning board to
improve the Jocal school system, and
hae tackled the Missouri Highway
Duepartiment to secure funding for
public infrastructure improversent
projects. Phyliis contributes to many
other worthy husiness, community
and schoobrelnted projects. £
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Ernest (. [Skip} Hanson
Presicent

Hamson Trucking, In¢. and
Resin Haulers, Inc.

PO . Box 218

Columbia Fails, Montana
59912

406/892-3900

Ask s close fricad to deseribe
kip Hansen and {lie words flow

eastly. “Fhe is truly an honorable
gentlemarn with a great zest for life. .
Strong as a grizzly boar, with Zzandfs
the size of snowshoes, 5 heart just as
big and a spirit that just will not
quit” Then comes the dincher,
“Skip is an excellent role model as a
businessmnsn, as 8 husband, asa
father and as a friend”

These are the qualities that have
propelied Skip Hanson from truck
driver, to supervisor and 10 where he
is today, owner of two thriving
aperations, Hangon Trucking, Inc,
and thir newer firm, Resin Faulers,
Inc., both headguartered in Colam-
bia Falls, Montana,

A dedlicnbtion (o staff was
evidenced from that first day on
Augrast 15, 1991 when Skip bought
eight trueks and 11 trailers from the
Phum Creck Lumber Company.
Plum Crevk was getting out of the
hauling business after deciding to

e Lhelr corporaty gncrgies

Isewhere, Skip offered sl 13
employees jubs with his new com-
pany.

Today, the employes roster
numbers about 40 and the anual
payroll for 1995 was expected fo hit
§1 million. This is in Hne with gross
revenues that in the first full yearof
operation topped slightly over 1.8
million, but now are expected W best
$2.8 millicn, The bottom lne s that
in a Mtle over four and-a-half vears,
Hanson Tracking has nearly doubled
its volume.

Along the way, Hanson Truck-
ing has had a little help in this
expanston. The SBA provided two
loan guarantees that, along with a
helpful banker, led to the acquisition
of new equipment that now lets Skip,
his wife Marie and their four sons
boast of a family entetprise consist.
ing of 19 trucks and 31 trailers. But
the guvernment got a good retum on
its nvestrrent since the firm has now
vid over 380,000 in federal and
state taxes.

But to liowt Skip's sucoess to
st fusming an oftictent and profit
able trisck hauling business would
only be telling part of the story, Skip
xa savvy player in the innovation
game,

Puip plants used to buy wood
chips slmost exclusively as a sawmill
bypreduct, but the supply began to
dwindle. Plum Creek Tinbay, along
with a subcontractor, figured cut s
way to do the chipping dght there in
the woods, but they needed a firm
aimble enough to accomplish the
difficult task of hauling chips from
work site to railroad yard, There was
Skip Hansen and crew ready to fill
the nesd.

Skip also fills the need in
community service. The 4-H Club is
a frequent rectpient of Hanson
Trucking assistance, 25 is the Flat-
head Valley Community College
Logger Day contests. And the nmits
can be seen rolling down the street ag
part of the Nights of Lights ard
Fleritage Days parades. The fist goes
on, but it seems to bring us back
where we started. Skip Hangon is an
excellent vole model as a business
mar, as o husband, as a father and as
afriend. O
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Rodney R. Tompkins
President

Heritage Homes of Nebraska,
Incorporated

E. Highway 35

PO Box 37

Wayne, Nebraska 68787
40273754770

No, George Washington never
stept ina Meritage Home, but Qoeen
Elizabeth {§ of England has visited
one - formur Wyaring Senator
Malcokm W, 1%301‘& s 1600 square-foat
msdular home in Sheridan, Wyo-
ming.

Recognized by industry mem-
bors as the “Cadiflac” of modular
homes in Nebraska, the Heritage
Home has been manufactured in
Wayne since Rod Tompkina and
several associates produced thedir
first 1,400 square-foot house in May
1978, Today, Meritage Flomes selfs
homes thmu;,h buillirs in o five
state repion and produces nearly one
house vvery 12 working hours,
ResibBont, innovative, and doter-
minest, Rod hos wenthiored sony
eeonenic storms during the 18 yeas
in betwouen.

Modular homes are ondy part of
his story. Through the vears Rod's
vision amd poeseversnge have led
him te dovelop new products and
niches, Herlinge Industrios bocame a
separnte opuration producing
moduiar commercial builidings,

tovwnhomes anad mulf pnitly units,
albstec ATM kiosks for bank islands
and shopping center parking lots,
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and a transportation company that
delivers products across the country,
In 1995 Heritage [ndustries produced
about one ATM kiosk every five
hours, Together Heritage Homes
and Fleritage Industrivs smploy 145
with sales excecding $12 million.
The 5BA has worked with
Heritage since Rod and his lamily
moved to Wayne in 1978 Two SBA
fvans —one to bikd a 47 30 square
foot fsctory and ane for equipment,
inventory amxd operating expenses -
enabicd the frst Heritage Homae to
be builtin May of 1978, The agency
and the State National Bank restruc-
tured the firm’s Joan payments after
the recession of the varly 1980,
helping Heritage Flomes stay in

business. :

Rod’s vision extends far beyond
the contines of Heritage's divisions.
Fle 1s & corporaie citizen o tho truest
sense of the term, While he has fully
repatd these carly S8A loans, he
engaged the assistance of the SBA
once again i 1993 to purchase,
renovate and Crente o now confurence
and bamquet conter to benefit Wayne
andd the surrounding conynunities,
The center has becunie a gathering
place for wedding receptions,
functions for Waynoe State University,
reunions and ofher iajor social
events. Rad has akso purchased and
renovated several downtown com-
mercial buildings, which has kept the
area viable and productive, I
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Paula L. Brown, President
1B Chemical Company, ing.
3880 East Craig Read

MNorth Las Vegas, Nevada

89030
702/644-7787

Hi Chemical Co, i1 business in
the Las Yegas aren for 15 vears, owes
its start in the chemical business to
rising prices. [t owes IS success o
the vision, hard work and tenacity of
faula Brown and her husband, Jim.

fim Brown, a Marine Corps
veteran, arrived in Las Vegas bagk in
1978 as a chemical sales reprosentas
tive for a major east coast chemicnd
manufacturer. Me built a loyal
following among customers in bis
sates area of Nevada, California and
Arizona. Problems nrose swhen his
company’'s prices Kept nising, and
Brown's customuers urged himto
start his own chemical supply
business.

Paula and Jins started oporating
oul of their home in 1981, “We were
the unly house vn the block with our
pwn forkiift,” says Paula. They had
€500 in their checking account, two
emplovees and a dream. Paula
worked outside the company ina
variety of jobs while Jin kept the
business going. Now, after weathar-
ing some bad vears in the early
1990s, 1B Chemical has 23 employvees
distributing or manufacturing more
than BUG chemical products with
sales - after a 155 percent tnorease in
1995, in the $1.7 million range.

‘The keys to their success are
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many, but probably the most impor
tant are sacrifive, discipline and hard
work, The Browns contimually put
the company’s earnings back into the
business and fived medestly In fact,
at one point, Paula and Jim sold their
home and moved inte 4 trailer so
they couki use the money to buy
land for a new manufacturing plant,

The Browns’ strategy was
rather simple. With its single prod-
uct in 1981 — a water-based
degreaser - |B Chemical gradually
got requests to develap other chemi-
cal solutions to B the needs of their
customers. A research and develop-
munt lnb began spawning o wide Hst
of products developed specifically
for cach customer. Then Paula and
jim sought other customers whase
needs might be similar,

i 1383, 1B Chomdeal wng
incorporatid. I 1986, they bought
out The Chemical Company, a
business serving auto detailers
operated out of a traveling van, and
Paula “quit her day job” and started
waorking full Hme for the company =
driving the van, [t was common (n
those years for the Browns to sell and
deliver their products by day and
package them by night,

The effort paid off. By 1984,
Paubiy found someone else & handle
the mobile sales unit = she convinewd
a cornpetifor tumerge hisroutein g
sew 1B Chemical department —and
eare inside o full-time manage-
ment.

Froblems arose in 1991 when
sakes fell, raw materials prices rose
amd rogulatory agencies imposed
steup Dew fees on seme products and
farced others off the market. Paula
respondial by reorganizing the
company, cross-training employcees,
cutting back employee working,
hours, reducing inventory, negotiat-
ing with suppliers for longer pay-
back terms and selling off the least
successful proeduct lines, Her ¢risis
mtarvention worked, and sales
improved by 24 pereent over the next
three yeors,

BChemical s wall known in
tha North Las Vogas communidly,
with its friends extending well
beyundd their industrial, cleaning,
institutional, automotive, mifiary
and commercial customers. Paula
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was the Americon Business Women
Associntion’s 198% Woman of the
Year, and is active in the National
Association of Women Business
ners. She is o moember of the
ardd of directors of the Lake Mead
gepital Medica) Center, chair
worran of the North Las Vegas Park
ard Recreation Advisory Board and
vice chatrwtnan of the North Las
Vegns Pstrict Library Boaed,
*aistg and Hm have four

children and five grandchildren, all
of whom lve in sonthern Nevada, O

Charles "Chuck”
Henderson, President
Chuck Roast Equipment, Inc.
Cdeli Hill Road

Corvway, New Hamipshire
03818

603/447-5492

Charles “Chuck” Henderson
jokingly attrilaites his business
suceess to “the fear of ever having to
work for anyone elsel”  Yet those
who know him aliribule # to his
petseverance, extraordinary manage-
ment copability, and his ability to
adapt new knuwledge and technol-
ogy b his Conpany ax it grows,

bhs hand work has peid off ing

way: he's grown s parbtine
asiness inte a 83 million-a-yoar
operation that employs 47 workers
ard has a antlonal reputation for
high-quality outerwear

H

And Chuck eredits the SBA for
much of his success. He has benefit-
ted from severst SBA loans and the
agency’s export finance program,
and has worked closely through the
years with both the New Hampshire
Small Business Development Center
and Service Corps of Retired Bxecu-
tives cournseiors.

Chuck grew up in the White
Mountain area of Conway, N.H, and
began his business while still in high
school. He developed his first
product in response to s problem;
wet socks and pamts during crosse
country skiing. Flis mother stitched
up the first fow pairs of stow gaiters
{leg protectorsy for him, bub when he
got his first order for six dozen she
told him it was timae o learn to sew,

After graduating from the
University of New Hampshire in
1973, he turned Chuck Roast (e
rived from his high school nickname}
into a fudl-time voniure, While
building the business, be porsonally
served in a number of rolew: sewer,
purchaser, designer, salusrmms,
marketer, shipper and production
manager.

Chuck Roast has been one of
the Jeaders i pile clothing, and the
company now has more than 11X)
products in its line, sells to 300
retailers, operates three “Chuck
Roast” retail stores and exports 1o six
countries. [is brightly colored and
patterned fleece products include
jackets, pullovers, hats, mittens,
daypacks, blankets and baby bus-
tings ~ and they ail come with a
lifetime guarantee. Aftet 27 years in
business, Chuck is proud that
“generations of people are growing
up in Chuck Roast clothing.”

Chuck believes strongly in
giving back to the community
Through the “Celebrate Families”

gram, he donates a baby bunting
#r every child born at the owal
hospital. He serves as a state director
of the New Flampshire Councilon
Literacy, whose goal is eracy for ol
adult state rosidends, Hoeisalso
actively involved in the re-creation of
the classic children’s book The Polar
Express in North Conway at
Christmastime cach year and he has
donated the costumes for Santa and
the 46 elves. In 1990, he donated
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desperately needed new uniforms
for the Russian team that came to
New Hampshire to compete in the
World Nordic Disabled Champion-
ships.

{hack is the father of two
daughters, Matalie, 13, and Alexa, 9,
who 2an often be seen helping out at
the Chuck Roast offices, [0

Kichard A, Yobs, Sr.
Owner

Paintery Piace

150 Fast Mairm Street
Derville, New Jersey (07834
201/627-4050

The entreprenvurial spirif can
sometimes be difficudt to resisg, Just
ask Richard Yobs, Sr., owner of
Painter' Place in Denville, ML

In 1971 with a wife, two young,
children, 4 car payment and 5
mortgage, [Hok ieft the security of
employment fo become an entrepre-
neur. He declded to buy a retall
paint and wallpaper store,

Since [Hok purchased the store,
it has managed to show a remarkable
inerease in profits cach year, That
success is altributable o Dick’s
principal business policy of honesty
- being truthiul to salespeople,
vengdors, crediors, leanders ned other
morchonts, alike,

Since 1973, Paintery” Place
prosfits have dsen {rom $60,000 to
nearly $1.5 million in 1995, The
company, which specializes in
computer color matching, product
knowledge, and preparation proces



dures, employs 10 people and
provides services to more than 200
painters and commurcial accounts,
Painten’ Place alse carrigs home and
‘comumercial lines of wallcoverings
and power equipmant for the
applhication of thair products.

Dick’s success didn’t come gasy.
He faced difficultivs in 1979 which
ferced him o close his second
Teeation, This could hove rosulted ' in
bankrupicy, but Yobs' honest busis
ness ethic wauld oot allow that to
happen.

In the 1980s, financial gains
wore good and Liek plomed to
exparad hs Denvitle location. How-
ever, he had to pull out of the deal
when the economy ook a nosedive.
Once again, Dick held the company
together and paid all Jus debes,

DicKs truwe daoglre was o
purchase his vwn building and with
the help of a focal bank and an SBA
ivan, he purchasud property across
the strect and renovated it into a
moeddel retail establishonent - Painten’
Place’s current logatiom,

Dick’s basic principle of hon-
esty alsa shines through in his
comatitment to his civic dutios and
interaction with various orgnniza-
tiens. Enck is active in the Denville
Kiwanis, the Denville Chamber of
Conuncree, the Eastern Decarating
Products Association, and numlorons
other community and dvie organiza-
tions, where he has served in clochnd
offices and on varlons committees
and boards. [
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Floyd R. Correa
President/Owner
Correa Enterprises. Inc.
5600 Wyoming Bivd., NE
Albuquerque, New Mexico
87109-3149
505/821-1234

The voung man of the Gagle
Clan always showed an affinity for
math, science, and selving probloms.
He rade a schood bus 120 miles round
trip leaving and ending in darknuss,
did his chores, and then hit the
books, He finishod in the top (wn
perce, 1ith out of 285 of his high
school dlass, and varmed a scholar
»hip,

He would go to New Mexico
Highlands University and then
graduate from the Andersen School
of Management. Fle woukl be one of
the first to work with the first PC, the
MITS Altair developed in Albuquer-
que, and recognize it as the wavo of
the Asture.

His first office would be the
kitchen of his reservation homw,
cquipped with a used metad dusk, a
520 rotary phone, and a governnmont
surplus typewriten, Fe did have the
best staff, his wife and two sons, o
get his business going,

Today his colleagues criadit him
with uncommon visioa, But back
then, he had ne kdea he was on his
way to a White House appointment,
election as the youngest chairman of
hig tribe or becoming the head of a
sigh tech company that generated
cloge o $H miHon in revenme in
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His name is Floyd Corren and
his company ts Correa Enterprises,
ing, (CED). Headquartered in Atbu-
guerque, the company has offices in
Los Alamos and Las Cruces, N.M,,
1daho, Texas, Colorade, Va,, nnd
Washington, DLC,, aud employs over
140 individuals.

CEi began in 1980 as 3 smalt
energy consulting firm, i 1985 the
company recoived s 8} cortificn.
tion #s a Small Disadvantaged
Business from SBA. Soon contracts
started coming In and suctess wag
not far behimkd, Over the yoars the
company would also receive a foon
and a Hne of crodif guaranteed by
SBA.

Currently CEl is divided into
Tour divisions: Technologies, Sys-
tums, Technieal Conferenes, and
Software Engineering. They provide
advanced information technodogy
products and support. The company
alse offers expertise in modeling/
sitnstiation, systoms design and
analysis, realtime apphications
programming/analysis, dotabase
management techniques, computer
aided tnstruction, computer {acilities
management, services on locnl frea
aetworks and wireless telecommuni-
cations networks, and two and three
dimimsional visualization soitware
applications.

Flayd’s vision, along with his
determination and resilienee, have
allowed Correa Enterprises, Inc. o
become one of the most successful
Native American owned companies
in the United States, with clients like
Martin Marietta, Ball Aerospace,
Phillips Labs, Lockheed -Mariin,
Atlantic Richfleld and the US. Alr
Force Operational Test and Byalua-
txom Center.

Belteving that he has to give
back to the community in which he
Tives and works, Floyd dedicotes
musch of his time o community
improvement efforts mainly in the
areas of science/engineering and
technology development, economic
and planning goals, Native American
coneerns, and the cducationat
enrichment of our youth,

Floyd has sceved on numerous
boards and committeoes and is the
rechpdent of many awards. [
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Mark Golden, President
Golden Artist Colers, Inc,
Bell Road

New Beriin, New York
607/847-6154

13411

Some people just can’t leave
well enough alone; they just have to
keep at something, That was the case

g with Sam Golden, the man credited

.with dueveloping the first acrylic

artist’s paints back in the 40s. In 1980,
at the age of 67, Sam was bored with
retirement and wanted to go back to
what he loved: making paint. And he
wanted his son Mark to do it with
him.

Mark grew up putting tubes of
paint into sets and stuffing letters at
Bocour Artist Colors, where his
father was a partner. But he didn’t
follow in his father’s footsteps,
working first in restaurant manage-
ment and tater in commercial art. [t
wasn't unti] Sam and his wife, Adele,
decided to sell paintings from their
collection to start a new paint
company and asked Mark and his
wife, Barbara, to join them, that he
came back to his roots.

While Barbara supported them
by teaching (she joined the company
full time in 1983), Mark devoted his
time to getting the business going. [n
spite of the extraordinary quality of
the artist’s colors, steres were relue-
tant to stock the new line, so on
weekends, Mark and Sam visited
artists in their studios, When they
couldn’t afford to have color charts
printed, they handpainted them, a

practice so popular that it continues
today. And Golden offered some-
thing unique that has carned them
tremendous loyalty: to this day,
when an artist wants something
unavailable on the market, Golden’s
laboratory is available to develop it.
The company has pioneered many
new products, leading the industry;
its reputation and market are world-
wide, and sales were $3.6 million in
1994. With the help of several SBA
loans, it has grown from a 900
square-foot dairy barn next to Sam
and Adele’s house to a 20,000 square-
foot state-of-the-art facility with
another expansion underway. Yet
Golden has resisted offers to move to
more convenient locations, preferring
to stay with its dedicated team of 62
employees in a supportive and
beautiful rural community. The
company does all it can to protect
that environment, often exceeding
federal and state guidelines. Employ-
ces are encouraged to be creative and
to grow, and the company provides
lots of support, from a continuing,
education program to frec events
involving families to child-care
subsidies. In 1993, when other
sponsors pulled out, it supported a
controversial art show highlighting
the Native American view of Europe-
ans’ arrival in the New World. The
show received national attention,
The company donates generously
locally and around the world, and
has received numerous community
service and business awards.

Mark is well known throughout
the art and conservation world, and
has been a speaker at conferences,
colleges and museums around the
world. He serves on numerous
committees, but only if he can give
enough time to make a difference. O
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Larry A. Bowman

President and CEO

Prodelin Corporaticn

1700 NE Cable Drive

Conover, North Carclina 28613
704/464-4141

When Larry Bowman and his
partner led the company in a “man-
agement buyout” in 1987, the
company, which manufactured and
sold home-satellite, was in a phase-
out mode. The number of employees
had dropped from an all-time high of
200 down to just 35. The consumer
satellite dish market was oversatu-
rated and the parent company was
determined to close the business.

Larry refocused the company
away from consumer markets into
commercial markets. The move paid
off. The company had steadily
grown in revenues, profits, and
employment — the company now
boasts 300 new jobs in Catawba
County created during the past cight
years.

The Prodelin Corporation
develops, manufactures, tests, and
installs satellite communication

“antennas for domestic and interna-

tional applications. It specializes in
providing high quality, low cost
antennas for the two-way, Very Small
Aperture Terminal (VSAT) market-
place. They pioneered the use of
compression molding technology in
the manufacture of carth station
antennas.

P'rodelin manufactured and
installed more than 100,0001.2, 1.8,
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24 and 3.8 meter antenmnas world-
wide of two-way communications.
They have two patents on antenna
feeds with svlectable relative polar
ization and nen-penetrating roof
enounts, and have been honared by
thelr custorners, including awards
froms the United States Postal Service
"Guality Suppiier - 1990, and
Hughus Netwirk Bystems “Superior
Performange - 19927

MNASA selected Prodetin to
Jdesiga, develop, and msmufacture
20/30 GHz antosna systems for six
Advanced Communications Satettite
{ACTS) programs,

Larry takes pride in being
active in civic and community
activities while continuing to manage
the company. He is currently chair-
man of the local advisery board of

*First Citizen's Bank and gerves on the
Boardy of severaf organizations
including: the Frye Regional Medical
Center; YMCA of Catawba Valloy —
also serving as vice-chair in the
“Exercise Your Commitment” Capital
Campaign: and the Catnwba Valley
Community College, wheee he i also
on the finance subcomruitten. Larry
alse serves as district secratary of
Kotary International District 7670
Ha has presided over the Catawba
County Chamber of Commerce for a
two-year perisd. and 18 a former
member of seven boarids and come
missions.

While redirecting the focus of
the business from consumer to
commurcial has paid off, he has
contipuad o fucus on the costomer
focused philosophy ~ a “eancdn”
attitude that is evident throughout
the organization, This has yiekded
benetits to customers and, in turn,
strengthened Prodelinas well. T
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L. Russell {Russ) Browr

CEO

AGSCC, Inc.

2600 M Road

Grart Forks, North Dakota
58201

701/7755325

Faunded nn the windswept
piains during the Depression, the
Agricultural Supply Company, better
knosers as AGSCO, hag survived
cconsmic change and natural

. challenges te bloom into the sucoess-

ful agricultarat products and gervides
business owned today by Russ
Brown and his family.

Leaving college with only one
semester to finish, Russ Brown
assumed a sales pusition with
AGSCTQG, the company his father,
Larry Brown and partaer, Clarence
W, Bande established i 1934, As-
suming the Sales Manager position
in Gyand Forks, Morth Dakota in
1862, Russ Browsn went on to be
named President and Chief Execu-
tive Officer in 1976, Under his
direction diring the past 20 years,
AGSCO has grown to a company
that currently employs %0 fall-time
with seasonal employment of nearly
1t people.

AGSCO carries a diverse
preiuct ling of over 100 products
including seed treatment, fungicides,
insecticides, adjuvnats, row crop and
small grain herbicides. Sales to over
4,500 accounis in four states and
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Canada have scen a 63 percent
increase over the past three years,
Revenues exceeded $33 miflion in
1995,

Maintaining & high level of
consciousess on environmental
issues, AGSCO employs two full-
time regulatory people in their
safety/cnvironmental /regulatory
diviston. The two products funded
through the SBIR program, SCOIL
and SUNST 1, are herbal additives
that benefit the notion's farmer,
ensure proper environmental consers
vatlon, and stimulnte rural economic
developmoent.

Kuss Brown is knownasa
strong family man, an exceptional
employer and o “dresmer” One of
his cmployecs describes Russ as, "A
man that anyone would want as a
boss.” Apparently Russ is known as
a dreamer because ho frequently
comes Lo work saying, “lbad a
dream last night, why don’t we try
it

A strong community leader,
Russ bas been active with sumerous
charitable organizations including
the Sabvation Army, March of Dimes,
American Hleart Association and
countluss others. He has been active
in his profession serving on the
beard of divectors of the North
Dakuta Agriculture Association,
Nerth Dakotn University System
Econuvic Advisory Council and the
National Agricultural fetailers
Agsocintion.

AGSCO looks o the future
ander the direction of Russ Brown,
They continue to strive to find ways
te: be inmovative and continuc on the
catiing edgoe of echnology, They
continug o expand territory and
markets and to produce and mann-
facture top quality agricultursi
products for taday’s farmers. O



Otis L. Buckner, President
Buckner and Sons Masonry, inc.
3225 West Broad Street
Colurnbus, Ohio 43204-1153
L147279-G7 17

1992 is a year Otis Buckner will
probably never forget. While
revenues werg twice that of the year
betore, his company had a serious
cash-flow problem. Work had beens
completed onoa job, but $160.000 in
payables was stili due. Otis made
certain that before he danw any
money out of the business, his
suppliers and employees were fully
paid,

it is this type of intoprity and
dedicotion that has enabled Buckner
andd Sons Masonry to grow from six
employees in 1989 to 40 dursing penk
work periods in 1995, Otis started
Buckaer and Sons with little more
than support from his wife: and
business pariner, Bailene. In 1995,
COMPAny reventes wore approxi-
mately §2 miliion. Otis has built his
business on the foundation of trust
that he vstablished with his suppliors
in 1989,

Buckner and Sons spucializes in
the: masonry laying of beick, tile,
concrete block and glass block for
industriol, residential and commer-
cial properties. Based in Columnbuss,
Ohio, the business services the -
state area of Ohio, Indians and
Kontucky.

A key ingredient in the firm's
saccess s the persenal attention (s
givas te aach job. When a job ig

compileted, he makes personal
contact with his client to ensure the
job was done to the client’s complete
satisfaction.

(tis is o youth minister in bis
church, working to provide direction
and support fo the teenagers in his
community, Having had a mentor
when he was learning the masonry
business, he knows how valuable
such puidance cna be.

Kenneth M.Chapman
Prestclent

Classic Sporiswear, InC.
1700 S.E. 15th Street
Oklahoma City, Oklahioma
73129

40576704360

Kenneth Chapman learned
early in life that #t would take hard
work and dedication to reach his
goals. In fact, he was cight years old
when b persunded a local barber to

et him shine shoes in his shop in

Shidler, Okla. Laten, be picked cotton
duriag the summer brosk and,
during high school, worked ina
bakery in the evenings,

Ken found a niche a few years
Iater, after he bad owned a carpet
bustness amd a gift shop, when he
worked as a safesman for a compoany
that produced college logo
sweatshirts and Teshirts, He decided
he could better serve his customers
by adding a tre of ball caps. But
when Koen had problems with poor
dalivery time on the vrders he sold,
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ke decided be could do a better ob
himseif.

H turned owt that the embroi-
dery work on the front of the caps
was causing the slowdown, so Ken
bopght an embroidery machine and
siariid doing the work in his own
home, At the start, he acquinxd the
caps’ front panels from various
manufacturers, bought digitized
desigrs from design companies and
graphic artists, embroidered the
logos and returned the cap fronts to
the manufacturess for finishing.

Ken had to add a few employ-
ses as the business continued to
grinv, He soon found he coukd do
Botter if he produced s owa caps
and digtitized his own custom

" designs. Ken had one style of 2ap

and two salusmen and grossed less
than $50L000 that fest year, By 1993,
the firm moved into a new 30,000
sayunre-foot production facility ia
Oklahoma City, financed in part by
an SBA-backed 504 Developaent
Company loan

Now, Classic Sportswear’s siill-
rising soles have grown to nearly §18
mitlion per yoar, with 300 employees
turning oat axd selling a full B of
more than 25 different cap styles and
20 different fabric types with an ever-
growing rlothing line. With capacity
at 7,000 caps per day, Ken s laying
the groundwork for & new 100,060
square-foot fcility that will employ
324 more workess,

Friends ard business associstes
say it is Ken's creptive initiative and
engrgy that spark his company's
growth. Last year, on Morch 2, a
salespurson came n and showed Ken
a varivty of new fabrice. Ken's
response wost "l see boxerst” Two
days later, Ken took boxer shorts
samples to two college product
shnrws and came back on Morch 9
with orders For 8000 pairs.

The company hokds all college
licenses and acquires most bowl
game licenses, with Ken often setting
up an embroidery paitern during
championship games to specd the
pace of the company’s response to
the winning team’s merchandising
necds. Under Kew's guidanee, the
company is maving into the corpre
rate amd resawt markeis,

Each cap is moanufaciured start-



to-finish in the Cklnhoma City plant,
with embroidery designs, embrot
dery cutting, sewing and quality
control done in-house.

Although he is devoted to hig
company. Ken still supports a
number of community organizations,
He contributes products to various
college drawings and giveaways.

Ken atso has made sizable donationg
to refief efforts in Oklahoma City
after last year's tragic bombing and
to the victims of s hurricase in
Louisiana and 10 missionary wivk in
Mexico.

Clearly, Kenneth Chapman
deserves to wear the cap of
Okiahoma's Small Business Ferson of
the Year. ()

Gary D Walls Preszdem
and Chief Executive Officer
Trailblazer Fruit Products,
incorporated

dixa Trailblazer Food Products
17900 NE San Rafael

Portland, Oregon 97230
563/666-5800

From the living room to the
board room, Gary D, Walls anil his
wife, Joyen, have taken Trailblazer
Fruit Products from zero to over §$12
mithon in annual sales in 1995

As a youngster Gary picked
berries in Salern, Oregon and worked
in canneries during summur vaca-
tions. You coudd say Gary knows
fruit inside and out. After gracduat-
ing trom Linficld College, Gary spent

the next 20 years as a tepcher and
football coach while continuing to
pursue his interest in the fruit
business and developing a Td-ace
Gresham, Oregoen blueberry farm,

Bomn inito a family who were
among the original pioneers to blaze
the Oregon Trail, Gary has kept the
tradition alive as one of Amertea’s
tinest entreproneurs. Much of Gary's
suceess is built on his respect for
others and his love of people. Onc of
his best customer’s is M, Blmer of
Eimer’s Pancake FHouse where Gary
onee worked as a busboy,

Incorporated in 1988, Gary’s
fruit processing plant manufactures
JAME, presesves, sYrups, toppings, ple
fillings, variegaies and other value-
added food stufs, The company
employs some &1 people and phns o
create 25 to 40 additional jobs during
the next two years,

Cary has made practical,
thoughtful business decisions
expanding his product line one
product at a time. By doing so be
fiws garnered thi: confidence of rmor
Oregon food processing and grocery
businesses such as Frad Moy,
Western Family, Bovd's Coffee and
Iake's Fine Fords,

in 1995 o Small Business
Administration 54 Joan made
possible the expansion of Traiiblazer
Food Products from a rented ware-
house in Portland, Oregon to its own
nirw 36,000 square foot plant. Ever
blazing trails, Cary says he wanis to
evesfually add a restawrang, turist
exhibvts and food provessing fowrs to
hig new facility

Cary has fostered a shrong and
growing business with a vital
commitmoent to his fecal commimity.
Last year Gary employed students
from Madison Fligh School’s “School
to Work” program giving teenagis a
hands-on job experience in a bust-
ness ervironment,

Gary also serves os Oregon
Agribusiness Cound President and
way invited by Presidont Clinton to
participate in the Pacific Rim Ecor
nomic Summit in June of 1995,
Gary’s company pl’tad Zed in
Portland, Oregon’s Top Ten Grawth
Awards in 1993, [
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Joanng M. Harmelin

President

Harmelin & Associates, Ing,
525 Righters Ferry Road
Baia Cynwyd,
Pennsytvainia 19085
610/668-7900

Flarmolin & Associntes bhag
come a long way since 1983, when
founder and president Joanne
Harmelin started the business in the
kitchen of her suburban Philadeiphia
hone,

“Today, the company is the
largest media buying agency in
Phitadelphix and the 15th largest in
the country, The company has &0
employees with projected billings of
FU20 milon for 1996, Harmelink
Assacintes boasts 85 natjonal and
segional accounts inchuding Today's
Man, The Philadelphia Zoo, the Ford
Dealership Association, Trop-World
Casino & Kesarts and Sunoco/A-
I'lus Mini Mavkets, amoeng others,
Many clients have been with the
agency for rearly a decade.

The secect to this wonderful
success story Hes within the owner,
Following high school and work as a
file clerk for a vear, Joanne became a
student witl the Marvknoll Mission-
ary order. The positive influence of
three years of service and instruction
remaing with her to this day and is
evident in hor bumanistic approach
with chients and employees. She
refers o it as being “other-divected,”
thatis, putting the needs of others
before her own. This philosophy has
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helped Jornne forge an impressive
and well-deserved reputation for
client and employee loyalty.
Although Harmelin & Associ-
.tes has achieved great success, there
were some lean times. During the
formative years, Joanne went head-
to-head with several heavyweight
agencies for an important Atlantic
City casino contract. After being
assured the account was hers, the
casino’s corporate headyuarters
abruptly awanded the contract o

another agency, along with » signifi- -

cant percentage of her company's
projecied revenue.

The incikient proved tobe a
turning point and demonstrated the
fortitude that has made the company
so successful. Rather than eliminate
positions or cut salaries, Joanne
sacrificed her own salory for four
mosnths until new business coutd put
the company back on stable fivancial
ground. Fler decision cemented a
tevel of respect and company lovalty
that would be envied by any com-

pany.

loamne is proud of her apency’s

. success, but what matters to her
more are the opportunitios for

community involvement that success

affords her.

She is a member of numeraus
professional and civic organizations
including the Juvenile Diabetes
Foundation and the Child Advacacy
Center for sexually-abused children.
In the agency’s name, Joanne spon-
sors a foster child in Bl Salvador and
a girls” basketball league. She is
personally involved with an organi-
xation thal helps inner-city youths
getinto college and her fomily
sponsors a young Hispanic gitl who
is a freshman at a Philadelphio high
school.

Ioanne says, "V'm o humpanist,

somenne whi belteves in the equakity

of man. It may oot bea pupular
noton, but § believe o budinesg can
be humanistic. You can treat people
well and stil] succped.” [}
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Jose Luls Leiva Abreu
Prestdent

Boringquen Beepers, Ing,
gd/bza Promo Beepers
PO, Box 11249 Cappara
Feghts Staton

San Juan, Puernto Rico
G0922-1249
Q09/7784-1383

“Fhie Quast for Excellonce
Continues.” So says Jose Luis Leiva
Abrey, founder of Pronto Beepors. a
firmy providing paging amd answir-
ing services Lo the Paerto Bicon
market. Secking to pencirate the
rapidly emerging trend in paging
communications, fose and his wife,
Nanicy, started Pronto Beepers in
LOBY in 9 2,000 sequare-foot office in
Rio Piedras. 1 was the guintessential
mom and pop business. Jose and his
wife worked full time in the business
with help from their three children
and Narcy’s stepfather,

Pronto Beepers initially began
providing tone and voice beepers,
with numeric message beepers
following shortly thereafter, Adver-
sity came carty on for Jose, whe had
ter gt a costly Jogal battle to
prevent the monupoly of the Puerto
Rican paging market by & competitor.
fose won that battle but was faced
with another threat in 1995 when a
competitor bogan interfering wilh
Pronto Beepors racdio transmission
system. Abp cost of 3400,000, Jose
instailed » now Glonayre paging
systemn that will coable the company
fe begin providing cloctronic mail
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boxes as well a8 woather, stock
market and news reports,

Today, Pronto Beepers is FCC
approved for three paging channels
utitizing the most advanced technol-
oy in the market. In 1994 Jose
moved Pronto Beepers from a smwall
rented office to a bwosstory building
in San Juan, purchased for $535,000
with an 8BA Certified Development
Company 504 Joan in 1994, This
yeat, Pronte Beepors will be expandd-
ing with additional branch offices,
including an effice in Atlant, Ga.

In nine years, Pronto Beepers
has grown from two employees to
135 employees, with an additional 35
workers to be hirsd during the next
{8 months. The company’s sales
have inceased 54 times since {988
with 1995 revenues in excess of $3.7
mitlion.

I bis continuing efforts to
remain ahead of the technology
carve, jese i plamming on duveloping
a pow massage center with the latest
in fiber optics telephone tochnology
later this year, {0

Thomas A. Tanury
Chairman of the Board
Tanury Industries

Six New England Way
Lirncoln, Rhode island 02865
401/3339400

When his number one cus-
tomer, whao represented 60 pereent of
his business, abruptly changed
suppliers, Thamas Tanury was



convinged his business couldn’t and
wouldn't survive. That was 1978,
Today, Tanury Industries is a multi-
miflion dollar dectroplating firm,
transforming the way the electroplat-
ing indusiry does business.

Tanury Bros, was founded in
1946 by the Tanury Brothers, which
included Thomas® father and his
three brothers. In 1974 Thomas and
his father bought the entire business
and changed its name to Tanury
Industries. Inthree years, Thomas
quadrupled the size of the business
amd moved toward both expansion
and divorsification, In 1877, as
demand from his customers grew for
increased production, Thomas made
the decision 1o move from the
company’s 2,400 square-foot facility
in South Providence (o is prosent
35,00 square-foot facilify in Lincoln
It was shortly after this move that his
nunmber one customer suddendy
changed suppliors, Thomas immedi
ately rearganized and developed o
plan for survival, Lockily, his
reputation in the jowaelry communily,
which comprised 9095 percent of lsis
Business, was linpeceable. After six
menths, Thomas had his business
running at the eapacity it bad been
before disaster struck,

It was alsoe then that Thomas
recognized the need to diversify.
Today, his jewelry industry clients
represent just 4 pereent of his
business,

I 1987 Thomas received a
£334, 000 SBA guaranteed loan to
purchase additional equipment. The
company has grown from just one
division with 18 employees in 1974
to a multi-faceted company with
approximately 250 employoes and
annual sslos exceeding 311 million,
Thiz gpring, Tavury Industries will
vxpand one again, with a 15000
square-foor addition to sccommadate
ifs still growing operations. frone-
cally, the customer whio feft Tanury
Industries in 1978 came to Thomas of
a later date to reestabiish thelr
relatienship. Thomas had to turn
him down. They were too busy.

In building his successtut,
multimillion dollar business, Thomas
has implementad many innovative
clectraplating provesses and, in
response @ the industry’s demand

for specification plating, he estab-
lished an Innovative acid gold
plating division, a quality assurance
testing laboratory, state-ofthe-art
waste traatment and proprietary
migh technology piating equipment.
b eszence, Thomas has ransformed
the way the clectropiating industry
does business.

Thomas is 3 Board member of
tive Washington-based American
Task Force for Lebanon, which
focuses on peace in the Middie East
and the sebuilding of Lebanon. He
also served for several years as vice
president of Lnited Cerebral Palsy
and in that capacity raised over $1
million for that erganization. He has
received numerous business and
humanitarian awards and is in-
volved nmany environmental and
comunanity progects, O
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Patricia M. Green, President
The {hocelate Tree

507 Carteret Street

Beaufort, South (arolina

29902

803/524-7980

imagine having a hubby vou
really love. Now imagine that
people insist on paying veu te doit,
enough to pay a dozen other people
to do it eo. That's what happenad 1o
ot Green. And it has made her
famous — at least among chogoholics,
inchiding some pretty famous ones,

Back i 1964, Pat’'s Maring
husband was stationed at Parsis
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Island, 5.C. They loved “the
Lowcountry” and when Norman
retired, they put down roots in
Beaufort, Meanwhile, Pat and a
friend had digcovered what fun it
was to make candy. Soon they were
making it for friends, then teaching
classes. By 1980, so many prople
wanted their candy that they were
compelled o open a shop, For two
years, Pat worked full ime then ran
the shop and made candy at night
and on weekends. By 1982, The
Chovolate Troe was a clear success
and a year later, oparations had to
move to the current, mouch larger
location. They also opened a klosk at
the Parris island base exchange.

Then Pat’s partner dectided fo
teave the compiry; Pat wasn't sure if
the business would survive the lass,
but it Jid. With SBA financial
assistance and management help
from the local business development
center, The Choeolate Tree survived
the buvout, a failed expansion, and a
car that crashed through the show-
s winklow, Taday, the Chocolate
Tree oeploys 12 and enjoys a na-
tional chiontele through an 800
snumber and counts severnd movie
stars among, ifs customoers, "Forrest
Gumnp,” “Prince of Thieg” “The
Creat Santind,” “The Big Chill,” and
“The fungle Book” were ol filmed in
Beautort, arndd many of their stars
continue to have Pat’s handmade
candy sent to them, Sony and
Columbia send birthday packages of
the candy to Tony Bennett, Mariah
Carey, Billy Joel and others. The
shop was even featured on the
award-winning children’s cable
show “Guliah Gullah Island.”

Pat somehow finds time to be
very active in her church and com-
munity as well. Among other things,
she hag served as a United Way
chairmasn, president of the chamber
of commuerce (which nained her 1987
Business Fersen of the Year), and a
campssivner of the Technical
College of the Lowcountry, She
chatred » drive that raised $26,000 to
send the Beaufort High School band
to the Peach Bowl She gives gener-
custy of her Hme to help other
business peopleas welland isa
member of Zonts International, an -
exeCutive women's service organiza-
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tion. She has also won numerous
honors, including several humanitar-
ian awards and the Retail Confec-
tioners International Best Packaging
Idea.

Oh, and for you chocoholics,
that number is (800) 524-7980. O
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DelLon Buttolph, President
Janice F. Buttolph,

Vice President

Labelcrafters of South

Dakota, Inc.

1405 N. Cleveland Avenue

Sioux Fails, South Dakota 57103
605/335-2777

She was the designer, he was
the print manager and customer
service manager. Together, they

pooled their talents to start and build’

a $2 million company that has
received national recognition for its
preducts,

After college, Janice worked as
a commercial artist for an interna-
tional label company, and also
gained experience in the financial
end of the business. Del, meanwhile,
was in the label business for years,
working in prepress production
planning and as a customer services
manager. In 1987, the husband-and-
wife team started Labelcrafters of
South Dakota, with the philosophy
that working together was the key to
success, They were right,

Labelcrafters makes roll-form,
pressure-sensitive product identifica-
tion labels and specialty packaging
products. Like most companies, Del
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and Janice started out very small, just
three people. The next vear, they had
five. In 1989, they grew by 60
percent, and today Del and Janice
employ 27 people in a state-of-the-art
plant. They can print up to six colors
at the rate of 500 feet per minute on
their newest press, or produce a four-
color process comparable to offset
tithography. Labels can be printed
on any number of materials, and Del
and Janice offer a wide variety of
adhesives for nearly any application.
Their graphic design is computerized
and artwork can be transmitted back
and forth to customers anywhere in
the country. Del and Janice stress
environmentally friendly processes,
and have won an award for the
removable label for Berkley fishing
line that allows the spool and line to
be recycled. And while their main
competitor is downsizing,
Labelcrafters continues to grow.

Del and Janice are very active in
their church and community, and are
members of the Kiwanis, the Sioux
Falls Development Foundation and
the chamber of commerce. They
provide financial support to numer-
ous charities and were major con-
tributors to the proposed arts center
int Sioux Falls. O




Joseph [Corky) D. Coker
President

Coker Tire Company

1317 Chestnut Street
Chattanooga, Tennessee 37402
423/265-6368

When Joseph (Corky) Coker
tuxsk aver the Antique Tire Division
al Coker Tive Company in 1974, the
departmunt’s total sales contribuied
five percont of the company's bottom
Hne, Carky's job was to develop that
side of the fivnily business. Corky’s
vision of the hdure, matched witha
sunse of nogtaigia for borseless
carriages, hog trned the company
inta the world’s Iargost supplier of
vintage tires in the workd, with more
than 68 percent of the workd market.
Young and ambitious, he ouked
around him in 1974 and remembered
back to when his grandfather was
teaching him to plow behind a mule.
“Every time Fplowed a row, T would
ook veer sy shoulder te make sure |
was plowing straight, but by the time
Freached the end of the row it
was . .. just as crooked as a dog’s leg,
Alfer waiching e plow three
crookud rows, my prandiather
watked oot e and said, A voy
watnt to plow s steaipbt row you
have got to look where you are
going, aot where you ve been.” |
have remerubered that all of my life
... It is the only way to be success-
ful”

And Coker Tire has boen
successial, From $40,008 in sales in

1974, the Antique Tive Division now
accounts for $10 million in sales,
about 95 percent of the company’s
total, Over the years, the company -
established in 1958 by Corky’s father,
Harold Coker — has become synony-
mous with the world’s best and most
authentic vintage tres for cars,
trucks, motoreycles, bicycles and
even airplanes, Corky’s tires are
shipped fo every state in the union
and are exported to 27 foreign
conntrivs. They are onnirplanes in
the Smithsonian’s Alr & Space
Muscom. Thay were on oars foa-
tured in perioed films such as
Rabwman, Driving Miss Datsy, Milier's
Crassing and Who Eramed Roger
Ralbbif? Corky's customers inclisde
Reggle Jackson, Muhammad Aliand
Mank Withiams [r,

Carky securad licensing
agreemends with many of the biggest
tire mamtfacturers in the workd, but
early on determined that he would
have 1 provide his own source on
vintage tires to sell, He bought
molds from the original makers i
they still had thewu He literally
searchad the wordd for tire molds,
travehing fo Uruguay, Cotumbia,
Peru, the Philippines and Australia
ter aequire mokds from old fackonies,
Corky designed muolds based on
deawings of onginal tres, and
negetiated with masufacturers to
produce bis goods.

Back it 1974, whan the vintage
tire market was voung, Corky
decided to go where the customers
were, anticue car shaws, ot swap
meets. Last year, Coker Tire was
represerted at 40 such shows, He
also relics vn catalog sales and word
of moath, mixd iz “No Sweat” return
pohicy assures that the customer is
always right at Coker Tire. Corky
launched his export business by
simply listing the company in
Eurapean Telex directories. The
custopners found him,

Coeky's love uf antiques goes
heyosst the tirus, WOy antique trucks,
posters and buge-wheeled turn-of
the-century bivycles he produces and
sells. His father started restoring
Maode! T Fords in the 1950, and now
the family owns nearly 50 classic
cars, from o 1912 Nyberg toa 1971
Buick muscle car. The Nyborg was
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the only car manufactused in Chatta-
nooga. Mot coincidentally, one of the
six buildings Coker Tire occuples in
Chattanooga is the former Nyberg
Automobile Works,

Corky’s life is hased on four
priorities: God, family, country and
business. He has served in many
different capacitios at rainerd
United Methodist Church and has
participated in two evangelical
mnissions o Central Amwerico. The
Boy Scouts of America alse is & major
focus of his volunteer efforts. Corky
is a winner of the Silver Beaver
Award and the Cruality District
Award for the Cherokee Area Coune
¢il. He isa former president of the
Kiwanis Club and is involved in the
Chattanoogs chapier of the Antique
Truck Historical Soclety of Ameriea
{a founding member}, the Antigue
Automobile Club of America, the
Forseless Carriage Club of America,
the Cushresan Club of Americs, the
Appatachian Trall Club and the
Chattanooga Chambey of Commurce.

i1 1991, Corky and a fow other
businessmen on Chestnut Street
arganized the Chestnut Street Men's
Club to raise money from local
busingsses for programs for home-
luss youth, O
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Robert L. Lozano, Pregsident

Laurie G. Lozano, Secretary
Lyrn Lee, Inc.

208 North Cage

Fharr, Texas 78577
210/787-8770

Working in food management
during the mid 19803, Robert
Lozano's visits to the Dairy Queen
reiatrant in Pharere, Texas were made
ot of professional curiosity. He
would never cat thare.

Daivy Quueen had o poor image
in the Kio Grandue Valley at (he time,
and it was neflectod insales. While
other restaurants by the chain carned
about $400,000 annaally, the Pharr
restavrant grossed just $46,000 in
1986,

Rabsert decided to take the
challenge and made an offer on the
decrepit Dairy Quoer in 1987,
Obtaining financing was the first
obstacle. Few banks were willing to
loan money W 2 young couple
interested in purchasing a failing
business, Bobert and his wife,
Laurie, who had also worked inthe
fagt fool business, had $158,000 in
savings. Fhe owner wanted $50,000,

Cresporate, they uened o a
former bass who agreed to comsign a
noty for thetr initisl capital. They
waere slso able b get oradit fromaa
bask 13 miles away

in dess than oine years, Robert

amad Laueie have token an eatery with

an unappealing repulation and
turnand 11 o a profitable, whole-
some family restourant. Today,

Robert and Lauric own 15 Dairy
Queen restourants in three countics
within the Rio Grande Valley.

. Robert and Laurie worked
diligently to clean up the Dairy
Queen’s image by remodeling the
restaurant, training management to
focus on customer service, pmd even
went door-to-door asking rusklents
to give the “new” restauranta
chance.

in 1987 Robert and Lauric had
eight employvees at their Pharr
location. Thatyear, they had saks of
$194,135. Thelr franchise has grown
t0 302 employees in 1993, with salus
of $6.6 million.

Tovo vears age, Robert and
Laurie obtained a loan from the
Alamo Bank of Texas backed by the
Small Business Administration.

Despite the demands of rans
aing 15 restaurants and mising tive
children, Robert and Laarie make
Bme to work with several charities.
In 1994, their Dairy Queens wuere
able to ratse more than $33,000 for
Driscoll Children's Hospital in
Corpus Christi, Texas.

The former greasy spuon in
Pharr now produces more in sales
per month — over $46,000, than it
carned in 1986, Last year, that
restaurant recetved a Qunlity Purity
Award, which is International Dairy
Queen’s top honor, 1
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John B. Norman, President
Progressive Woodhwaorks, inc.
2275 South 3200 West

West Valiey City, Utah 84119
801/973-9663

Somaetimes just one big sate
changes the course of a business.
When John Norman secaived a call
from a jewelry chain in 1982 to make
$50,000 worth of retail fixtures, his
year-old, three-person residentinl.
cabinet company suddenty fourd
itsetf in & new and sophisticated
market. 1€ Progressive Woudworks
coutd provide o suality and price-
competitive product, there would be
mere work. This single job became o
springboard from whick the come
pany changed its focus to high
quatity commercial fixtures. john
has sever ooked back.

For John, customer satisfaction
is truly a passion. Progressive
Waoodivork's designers can design s
single cobinet or an ontire store
ayout 1o exact specifications, acey-
rately estimate the cost, and program
computerized culting and drilling
equipment. Highly skilled curpentors
assemble the pleccy, which arc then
fintshod and oxpertly installed by an
affiliate firm, This mix of porsonal
cormitment and ochnolopical
precision has given the company
recond sales and growth. The firm
hrs grown from two emplovees to
B0-90 i1 peak seasons - and now
boasts sales of $5.5 millicn ~ up from
$2.2 million in 1989, This growth
continues despite the untimely death


http:gms~�(.x1

last August of minority owner Tom
Bird, whe performed nwany critical
dubics. Today, Trogressive
Wooudworks counts among its
customers The Nature Company,
FranklinQuest and Starbucks Colfee,

The SBA plaved a key role in
John's succrss. A 5408000 SBA-
guaranteed loan was used to buy
state-of-the-art woundworking
equipment and refinance high-cost
feases, The loan also helped the
company work out financial prob-
lems expurienced in 1993 in spite of
a banner vear in sales $7.5 million),
too-rapid growth and an increase in
wood prices resulied i 2 pet loss;
subsequent growth has been cares
fully controfled. That same year,
John developed WallWorks, o
prefabrisated wall systom that makes
instaliation — and removal — of
fixtures faster and casicr. The firm
recently added custom, computer-
carved motding to its line, and
continues t¢ produce high-end
kitchen cabinetry.

ol extends the passion for his
businiess to his community. He has
been an active member for a number
of years in high school athletic
associationg, where he s a vige
prestlont of East High's booster club,
fohs i nlso an achve mnomber of The
Executive Commiftee, a group of Salt
Lake Valley CEOs who meet to
discuss business and economic
issucs, [

Allison K. Hooper, President
Robert A Reese

vice President

Vermont Butter and Cheese
Company

Pitrman Read, P.O. Box 25
Webstendile, Vermaonrt 35678
BOZ2/473-9371

Chavre, Mascarpors, Fromage
Blane. Wonderful French names - for
American cheese? Yes, because some
of the best European-style cheese
that goats” and cows” milk can
produce is made in the Green
Mountains of Vermont.

Yermont Butter and Cheese is
the pride of Vermont aud the juy of
co-foaniers Allisen Hooger and
Robert Reese, Nt only has the fiem
found a niche in the specialty foods
mearket by selling #s high-quality
products to fine restaurants, hotels
anct gourmet and specialiy food
stores arowund the country, it has
fostered and helped improve the
profitability of smoll-scale dairy goat
farms in Verssont,

Cioal cheese has boen imported
from France and other European
countries for years. Since the 1980s,
however, Amarican enirepreneurs
have uixdeavored to undercut the
foreign market by producing their
own brands of gourmet goat chouses,

Vermont Butter and Chesse
Company Is doing jts sham o
accoamptish this. Established in 1994
on o simall farre with &0 datry goats,
the firm just 1 years later purchased
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wore than a million pounds of milk
fram 19 local goat farmers with a
total of 1,800 goats. In 1995, Vermonm
Butter and Cheese shipped more
than haif-a-smitlion poursds of cheese
around the country and to Mexico,
and won an unpresedented nine
rational awards {inchuding three
first-place ribbonst ot the Amuorican
Chieose Society Conference aad the
American Dairy Goat Producers
Association,

A growth rate of 25 to 30
pereent a year catiged Yermont Botter
and Cheese to move from ils soall
farm quarters in Brovkfield, Ver
mont, b a vy 5,000 square-foot
facility in Websterville i 1987, where
it expanded the space Lo 7,58 square
foet, Another expansion in 1995
doubded that space.

The firm went through a period
of adversity in 1988 when a massive
equipment failure broaght it to the
brink of buskruptey.

Robert said the company would
never have recovered if il wasn't for
the support it received from the SBA
and other businesses in the area that
extended W oredit,

Allison and Robest mot when
both were employees of the Yermont
Departroent of Agriculture, Having
Begun her carer as a cheesemaking
apprentice mwd herdsperson in
Brittany and Haute Alps while
studying in France, Alison was o
dairy products quality techaician,
Robert was Director of Market
Bevelopment. Together they have
worked with the Vermont Depart-
ment of Agriculture to ceeate o vital



and sustamnable dairy goat industry
in the state, Allison worked with the
stote to create the Vermont Dairy
Goat Promotion Board which she
.brmarly chaired, asxi to write the
‘Dairy Goat Manual,” a guide for
farmers starting a dairy goat herd,
In addition to its educational
work with dairy goal farmers,
Yermont Butter and Cheese and its
employees make nuimerous dona-
tions of service and products in their
comnmunity. [

John H. Broughton
Chairman and Chief

Executive Officer

Maonty Blizard

President and Chief
Operating Officer
Broughton Systerns, Ind.

3001 Hungary Spring Road
Suite D

Richmond, Virginia 23228-2428
8O4/672-1122

“¥his is a business of relation-
ships,”
These are the words of Monty
Bhzard, President and Chief Operate
ing Othcer of Broughton Systems,
Inc. (881}, & firm that specializis in
technology consulting and systems
development.

50 where's the catch?

The fact is, there is none, While
technolegy bas changed deamatically

since Johs Broughton foundaxd
Broughton Systems, Inc in 1981, and
BE1 has been on top of the change,
the firny has stood steadfastly behind
this principle. 1t s a business that
fosters amdd values its relationships
with its clients. The firm finds
solutions 10 probluems customers
articulate rather than touting a
prociuct as the Iatest and greatest
answer to any given problem.

Continually embracing new
technology, BSI was ane of the first
corrpanies to dedicate human and
financial resources to developing
axpertise in microcomputers. # was
also one of the first to sock and
accept responsibility for on-site
project managemoent,

Jimand Monty arc obviously
doing somaething very right.

Between 1990 and 1994, gross
sales imereased from 34,754,000 10
$11,827 1841 and the number of
employees increased from 71 10 157
{the curront number is 174),
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As ooe might expect from theiv
attitude toward clents, the two
mun's philosophy regarding their
employees is to trept them “like
family.” The fre offers opportuni-
tics for job sharing, secks camdidates
who are re-entering the work force,
and has creative compensation
programs to reward performanee. At
feast lwice a year, town mectings atg
held to give all employees an oppor-
tunity to talk openly about work-
related issues such as benedits, client
management, amd financial perfor
mance, among siwrs,

Regardiess of the state of the
economy, B8 has never laid off an
employes: not surprisingly, the firm’s
turnover rate is i pereent, less than
half of the industry average,

This Inc. 36§ company and 1993
winner of the Greater Richmond
Charsber of Commures’s “Bntrepra-
neur ¢f the Year” award contributes
time andd money fo jocal charities,
This includes pro bono work for not-
forprofit organizations such as
Children’s Hospiial, Junior Achieve-
munt of Central Virginia, the Special
Olympics and the Maltiple Sclerosis
Society. 1
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Douglas J. Smith, President
J A Smith, Secretary
Buckeye Beans & Herbs, Inc
15221 N. Shiady Slope Road
Spokane, Washington 99228
509/484-5000

Smilel You have erdered the
worhl of Backeye Beans and Hurbs,
the firm with the mission "o make
prople smiks,” and seil some great
foud in the process.

Doug, and Jilf Smith created 8
%7 miflion enterprise out of what
started in a basement in 1983 with a
$ 1000 Invostment - maostly beans,
Along the way they have created &
successtul aux of humor, ogdginality
and over 130 quality specialiy food
products.

A conunorcial potter and artist,
Hi provides the ereativily, develep-
ing recipes and designing humorous
labels with homespun yarns, puns
and folk tales. Doug, s former Air
Foree pilot-turned-stockbrisker,
makes the business “work.” And
work it does, What started out with
ot product = Buckeye Beans S -
now includes a Hine of all-natural
soups, chili, bread mixes and pasta.
In fact, Buckeye Beans & Herbs is the
national leader in the specialty
shaped-pasta market.

By diversifying products and
packaging, the firm has established
itself in several niches: Buckeye
markets under the “Buckeye Beans”
and “fudyth’s Mountain” labels o
the specially fod trade in the United
States, Japan and Australiag usder

the “Aunt Paizy Pantry” label to the
grocery and mass market trade; and
under the “Taste of America” fabel to
the fund-raising trade. [ts award-
winning catalog also stirs up a brisk
business,

The Bmiths believe it was
intensive, early rescarch that madoe
them s successful, Months were
spent finding the best beans and

“grain sources and adapting home-

cooked recipes to nrge-scale produe-
tiomn,

Buckeye's 51 emplovees
participate in every aspect of the
company, from testing recipes o
setting tme schedules. This team
approach won Buckeye the first
“Family Friendly Better Workplace
Awand” this year from the Associa.
tion of Washinglon Business. In
1992, and again in 1995, the firm was
named Busisess of the Year by the
Spokane Area Chamber of Com-
merce. 1t was also on Ine. magazing's
Hst of the 500 fastest-growing private
gompanies in Ameriea in 1993 and
1994,

As part of their purpose to
provide healthful priciucts that
promote healthy lifesiyles, Buckeye
supports a variety of causes and
sporting events in the SBpokane arca.
Poug and Jill are vory active in the
business comimunitly, serving on
several boards. Doug was a delogate
to the White House Conference on
Smail Business, has been a somnt
jeader, and is a youth soceer coach, O

Elizabeth N. Kraftician

Presiciertt
Brian E. Joseph

Laboratory Director
Touchstone Research
Laboratory, Lid.

The Miliennium Centre
Triadetphia, West Virginia
26059

304/547-58040

The story of Libby Kraftician,
Brian Joseph and Touchstone Re-
search Laboratory reads ke an
impossible droam come true. Fresh
out of graduate schoul, where they
met, they spent $101 to buy a used,
stripped-down eloctron microscupe
that needed work, Tuming dowa job
vifers, they openod an apphied
rusearch Jab in the uuheated base-
mwent of a former Carmclife monas-
tery in Wheeling, W.Va.

Libbry aned Brian dreamaed of
revolutionizing the mannfacturieg
technology wodld by providing cost-
effective, customer-sunsitive apphicd
research and dovelupment 1o hune
dreds of U8 companies, large and
small. They risked everything they
owned, strugglod through years of
poverty, and battled life-thrcatening
discase to achivve their dream,
Libby and Brian look on other jobs -
doing renovations, seiling real ostale,
whatever it took - to keep their lab
affoat. And they succeeded.

The partnership extended
beyemd business; in 1985, Libby and
Brian married and four years lafer



decided the business was stable
enough to start a family. Then they
leared that Libby had ovarian
cancer; she was given less than a 50
cent chance of survival, Yot she

‘zltimmd to work from her hospital

bed, dictating the draft of a proposal
for 3 NASA subcontract, Moz dedica
ton paid off: they won a vital firgt
government contract and both Libby
arsd Touchstone survived,

The company now employs 40,
mostly enginecrs, sclentists and
technicians. It surves as the chief
technekogy agent and new produst
develeper for hundreds of US,
companics, providing a 10:1 fo 151
roturn rate on investments {in pne
case, a S900 research project saved a
cliont $600,000, a roburn of 66711 in
less than one moenth). The company

was on the fue, 500 in 1992 and 1993,
shrwing o 1O perceat growth over
five yeurs. I now has rovenues of
$2.5 million anaually,

When the Iab needed more
rourn, Libby and Brian envisioned its
buing the anchor tenant in West
Virginia's first advanced technology
park; they made that dream come
brue s well, i spite of tocrative
ofters o move fo other sintes, Oncea
future site for a trailer park, The
Mitleaniam Conlre now houses five
companivs with combined employ-
aent of 258 professionals and
estimatod revenues of mure than §7
million, Some 64,000 cars a day pass
by, giving the park high visibility.

Libby has been awarded
numetous hunors, from Yolunteer of
thar Year for her part in developing
Thy Mitlennium Cenlre, fo Ristine
guished West Virgininn, presented by
the governor. She servesona
number of boards ad advisory
souncis, both business and educa-
Honal, Brion was pamed West
Virginia's Entreprencur of the Year
by the 5BA in 1986 He has won
national recognition for his work and
testified ng an expert witness before
the Senate Commerce Committee.
He t5 often called on as a speaker. In
1992, Libby and Brian were named
Entrepreneurs of the Year by Ernst
wrud Young, and given the
Carvernnr’s Cup Award in 1994 [

Terry W Anderson
President & CEO

Omni Tech Corporation

NZ7 W23676 Paul Koad
Pewaukee, Wisconsin 53072
414/523-3300

Back in 1978, Terry Anderson
thought it wos a reasenably sound
ides o put all of his epgs tn ome
basket, Unfortunately, when a farme
state recussion upset the basket o fow
years ater, and business sagged 70
percent in just 18 months, Terry ad
his Omni Tech Corporation were sunt
recling.

Terry bounced right back,
though, with o combination of
diversification, adaptability amd
creativity, Now, Omni Tech is one of
the fastest growing businesses in
Wisconsin, with annual sales improye
ing from $424,000 and seven employ-
eos in 1983 o about 40 milllon and
#0 employees in 1995,

After working two jobs o pay
his way through the University of
Wisconsin to a degree in mochanicsl
enggineering, Terry started out
workiny, for Rexnord Corp., as a
degigner. He moved to purchasing
when he found his eyesight blurring
after three hours at the design table.
It was there Torry realized that the
safesynen be dealt with made Iots
mare moency than he did, and that he
wis probably » better salesmman than
any of them,

Oyl Tech was born in 1978,
But Terrv's reliance ontwo compa-
nics for & purcent of his sales did
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him in when thay cut their orders
from a combine] $8.8 million in 1980
to just $125,000 in 1982, Torry
responded by getting a sucond
mortgage on his home and develop-
ing a new strakegy: oporale severnl
businesses under ong reof relying on
different business cycles so that it
one cycle dectined, the other would
keep the business going.

The first test was designing a

custom security cabinet for the

Milwaukee school distrtct. When
that proved suceessful, and onders
poured In from scheol systoms
around the ceundry, Torry created a
computer division fo assemble 18M-
compatible computers

The successiul muarriage of
these two divisions - computers and
design technology — has made the
company as nearly recession-proof as
it ean be, Fis designs group has
brought him such custom fabricated
cabinet clients as Kentucky Fried
Chicken, Taco Hell, 7-Eloven,
McDonald's, Burger King, Delco
Electronics, Owens-Corsing and
Harley-Davidson. Thecomputer
division sells buxinuss computers
and systems fo Joln Deere, Johnson
Controls, the State of Wisconsin and
MNavistor.

Terry’s civic commitments -
and his carpentry skills - have
brought him rave reviews in south-
eastern Wiscorsin, A regular cons
tribuiar of buth time and money o

Habitat for Humanity. Terry pays
safaried employees to fake Bme off to
build homes in bawer city Milwankee.
e was named Wisconsin Entrepro-
neur of the Year - Socially Respon-
sible Entreprenenr in 1995, He
spends weekends working with
inner city churches in Milwaukee.

He became a corporate sponsor of
“100 Black Men,” a mentoring group
for black teenagers, and sarves on the
buard of the Council of Small Busi-
ness Executives, focusing ona
mentor progrum in which small
minority-owned businesses work
closely with small white-ovwned
businesses to share skills and bugi-
B0ss experionre,

Terry had a vision and a dream
back in 1981 even when operating
Omnt Tech at aloss, He brought the
company back from the brink by



crepting win/ win situations, con-
stantly revising his business plan,
deing business on & “golden rule”
policy, hiring quality people and
giving them the Iatitude to succend,
arud staying nvolved In every phase
of the business - and keeping his
oggs in several different baskets, [

Robert W. Codner

President

RWC Ine.

P.O. Box 2061

Evanston, WY 82931-2061
30777897875
800/334-3173

As a mathematics teacher nt
Evanston High School in Evanston,
Wyn., Bob Codner discovered several
things: he had a keen desire tobe a
more effective teacher and to help his

sstudents gut the most out of their
math classes, He also discovered
that he spent too much Hime develop-
ing study aids and resting materials,
Coxiner then checked the published
materials for math, but still couldn’t
find the types of workbooks, study
aids and test packages that were
neededk,

That's when he decided to
develops s own materials which
wore very successful. Fe realized
that other toachers must have similar
problems, so he decided to market
his products. Arcd the rest is, as they
say ...

A native Australiion who moved
to the US. in 1985, Codner started

his hore-based business, KWC Inc,
i 1988, His firet ptlempt wasg o
failure. After mailing several thou-
sand fliers to potential customers, he
received less than B responses.
Cusdner realized that be nowded to
learn more about business and
marketing techniques to be success-
ful and set about teaching himself.
His next effort wag more suecessful
and by 1991 his gross sales reached
$158,000.

Working after school and on
weokemds, Codner grew his business
from a corner.of his basement with
an okd computer and printertoa
publishing company with antici-
pated sales of $25%.000 in 1995, He
now operates from a 720 square-foot
addition to his house that has a view
of the Uinta Mountalns and was
vompletely paid for from his publish-
g earnings.

RWC Inc. currently empioys
two people and publishes materials
for 12 authors in Wyoming, Texas,
Arizona and Massachusetts. The
company publishes unigue math-
eratics resource packages for more
than 3,500 schoots tn the U5 and
Canada. The packages, which
inchude testing materials and gtudent
workbooks focusing om mathuemaiks,
schence and Hieraturs, are also sold
through catalogs. His catalogs -
distributed to nearly 29,000 bigh
schools in the US. and Canada — alse
inchude math-related topic T-ghirts
thot are made by anather Jocal
efitrepronear,

Codner shared the secrots to his
entreprenearial success in a book
entitied From Teacher to Tycoon andd
hay received national recognition for
his work in Home Office Computing
and Entreprerteur magazines, He also
took first place in The Best Business
Contest in 1994 and was nominated
for the Presidential Awnrd for
Excellence in math teaching.

Cuodrner is still a fulb-time math
teacher & Evanston Migh School
whore he has beent the mathematics
department chairman for aine years.
He conched the state math champi-
anship team and continues to
promote academic excellenes in his
students.

Codner is a lector at 51 Mary
Magdatene Catholic Chuech, pre-
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sents seminars for teachers and
entrepreneurs and contribuies to
several charitable prganizations, {1



Accountari Advacate
of the Year
Sandra A, Abalos

Precident

Abalos & Associates, P.C.
7310 Nonh 146th Street,
Suite 200

Phoenix, Arizona 85020
£02/943-1984

In Juse 1978, while s1ill in
collegge, Sandra Abalog began part-
tirrse smployment as a secretary and
bookkeeper for David E Schwarz, a
certifivd public accountant who had
a amall rele propriviorship in Phoes
nix. A year later, Sandra graduated
from Arizona State University and
began waorking full Hime at the firm.
She loved the work and the involve-
wyent with the smal! business clients.
it didn’t take Sandra long to realize
that she wasted to b o small busi-
ness sawner herself, And in fact, on
Tanuary 1, 1980, the firm became
partnershipn Schwaz & Abalos,
CPAs,

Tie 1488, Bandra became the sole
owner and managing partaer of
Abalos & Assooates, PC, whose
services inchude fnangiol accounting
and reporting, tax planbing and
preparation, business valuations,
internal control evaluations, system
software support, managemend
consuiting, and Higation suppont,

HMaving experienced many of
the stumbling blocks that can stifle a
small firm’s progress, this advoecate
truly understands the probloms

small firms encounter, Her tremen-
dous dedication to smal) businesses
is clearly pvident in the congiderable
Hine she volunteers sutside of the
office to assist them with her exper-
tise,

Sanden frequently speaks to
groups of small business swners on
issues of concern to them, devoting
much persona! time on weekends
and in evenings. She participates in
surninars and training sessions. In
addition o asgisting numerous
individual firms, Songdra continues to
work hard for changes that will
enhance small business growth
across the country.

In 1995, she advocated trelossly
for reduction of financial and regula-
tory requirgments for small business.
She was clected to represent Arizona
at the While Mouse Conference on
Small Business. As state chair of the
Arizona taxation comumittee, Sandra
met with committee rembers o
consider all of the issues rased at the
state cunference and prioritize them
as to their importance to a broad base
of business owners, Not only did
Sandra make sure everyone’s opin-
ion was heard, she teok Hime to
explain many complex iax issuecs fo
the commities members, These
taeetings prepared the delegation for
the regional conference in Denver
and involved the commitment of
many extra hours of tme by Sanudra
during the tiax season, when working
hours are aiready strotched to the
it

Could Sandra fit any more on
her sdvocacy plate? She was elected
regional chair for the faxation
committee, and also national del-
ggate o the June conference held in
Washingion, D.C. At the national
conference, Sandra worked particu-
irly hand on the independent
contractor definitiosn issue-which
becamw: the number one recommens
dation. Samdra will continue to
moniter legidlative changes in
Washingtoe as they relate to the final
recommmendations of the conference,

Sandra also supports smali
business through membership in the
National Assaciation of Women
Business Owners (NAWBCY, the
National Federation of Independent
Business {INFIB) and the Nationsd
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Assoctation for the SelfEmployed
{NASE}. She provides informational
presentations na various tax and
business matters at 0o cost to these
and several other organizations that
promuote the advancenent of small
business.

Tomorrow’s enirepreneurs are
quite important to Sandra, toe, She
has employed students through the
cooperative office education program
to provide thuse young people with
an opporiubity to explore cireers
firsthand.

Sandra’s attention to financial
amd other concerns of small busi-
nesges has meant learning about the
issues, rospucting disparate view-
points, building coalitions and
consensus and, uitimately, delivering
the results. She is emerging as a
leader whaose vision, passion and
Jdetermination will strenggthen the
voice of small business in public
poticy: £

Financial Services
Advocare of the Year

Peggy J. Smith

Director, g2usiness Finarnce
Metropoditar Tulsa Chamber of
Commerce

616 5. Bostor

Tuisa, QOklahoma 74119
218/585-1 201

Pegey Smith knows the probe
lems tuced by small business owners
- from 1972 to 1957, she owned s
landscape, nursery and retadl garden



-

center in Stillwater, Oklahoma. She
started that businuss with a 823,000
SBA toan and built it into a thriving
operation employing 30 people. As
the business grew, she encounteved
and solvad the problems of Hnancing
small business oxpansion,

Pegpy carried that knowledge
with her into o banking career where
she experienced small business
finance from the vther side of the
desk. Using the skills she had
acquired in hor own business and the
training she received in banking,
Peggy was able to belp a large
numiber of clivnts grow their own
businesses,

[ (988, the Metropolitan Tulsa
Chamber of Commerce recruited
Peggy to develop programs that
would support smal! business
expapsion ~ and e rest is hisiory
still in the moking,

Peggre developoed & program
that exposed sraali businesses 1o
potentinl investors, Bopun in 1988 as
the Tulsn Banking Forum, the first
event had four businesses making
presentitions to ning investors from
the southwest seglon, By 1994, the

event was retitiod the Oklahoma
fvestmuent Forign - and featured 30
businesses appearing before more
than 100 national amed international
investors. In recent years, every
presentitg company has receivid at
least two offers from attending,
investors, resulting in millions of
dollars of equity injected into loral
firms.

As Pegay developed vehicles to
assisl entrepronenes, she fosnd
hurself focusing more and move on
the problem of fnsecing. She knew
how to help clients whose projects
wore pligible for conventional
financing, but she knuw Jittle abowt
public fimancing vebicles, She began
io read about i, sttend seminars and

interview professionals incthe field 1t

was it at all uncomman foy a staff
merber te drog by the office on a
weckend and find Megyy with
manuals and dociments spread out
all over her desk, In 1991, she was
certified as an Economic Develop-
ment Finance Professional by the
National Development Council
Peggy typically works 60 hours
a wek to make things happen - and

they do! When the chamber was
working to charter the Small Bugh
ness Capital Corporation (SBOQO),
Peggy put in even more extra hours
to qualify herself in this area of
public finance.

The SBCC charter was granted
by the SBA in 1992, and its Frst SBA
504 ipan was appmyved in September
1993. In the next 12 months, Peggy's
efforts resulted in approval of cight
more 504 loans, for projects totating
more than $10 million. Additionally,
140 new jobs were ¢reated and 70
jobs saved. -

Peggy also has worked with the
Community Reinvestmant Council o
develop financing vehieles for dsklor
ventures. She served on the boaed of
the Tulsa Economic Developmend
Corporation where she was a
staunch advodate for innovative
approaches to evaluating applicants’
puotential for entreprencurial success.

The quality of Poggy's offorts is
evhdent in the recognition demon-
strated by her appuointment to
important boards amnd commissions,
including appointment by the
Covernor to the state treasurer’s
tinked-deposit board. She has fitkesd
key positions in such varked organi-
zations as the Oklaboma Private
Enterprise Forum, Indusivies for
Tulsa, Ine., and the Cournwil for
Industrial Development Bond Issues,
She also has served a8 o small
businuss advacate on the advisery
boards of Tulsa Junior College and
the Tulsa Technology Center

Pegev's tenaciy amd hard work
are implicit in the Hst of her accom-
plishmnents, as is her concern for
what's bost for her clients -
entreprencurs and investors alike,
Flor initiatives and programs iave
affeeted in the most positive ways
more than a thousand small bugi-
nesses in Oklahoma. ()
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Media Advocate of the Year
James 1. Madore

Small Business Reporter

The Bufiaic News

1 Nesws Plaza, P.O. Box 100
Buffaio, New York 14240
716/849-4436

Founded - amud seritéen, ediied,
andd managed ~ by teenager James
Madore, the muodoest, single-sheot
first edition of The Stoddard Criey
rodied vff an old mimeograph
machine in 1979, It contained ong
advertisument,

lames’ exporiences with this
small, tourist newspaper in south-
wostern New Hampshire nartured
his indtial Interest in journalism, In
1984, the Tast vear of publication, The
Stoettiarid Crier had a circulation of
4,000 aned turned a modest profit,
Angd James had a better understand-
ing of what it means to own and run
a small business,

Thye experience proved invaiue
able to James whe, since 1990, has
been covering the small business
beat as the financial writer for The
Buffale News — upstate New York's
kargest daily newspaper. With bis
imsightful and empathetic coverage
of sl business ssues, lames has
becetne @ leading advocate for small
business.

jnmes” smal business stories
and special featares provide color
and contuxt for readers who aren’t
yet used to thinking that America’s
seonumic engine is the third-genera-
tion family business, small manufac



turer or technology firm founded by
a recent college graduate,
Primarily focusued on the
impertance of small business to the
~al ceonomy, James” stories often
sw how eatrepreneurs have
wiped the Buifalo aren o excel injob
growth and exports. His reports
frequently include resulis of small
business studies and profiles of
major employaers that were once
fledgling operations.

Iames nlso has writien exten-
sively about scams and frauds that
swindle small business owners.
Additionally, he writes about vartous
federal, state and tocal governmant
policies that kelp or hinder small
business. By doing so, James helps o
unite enirepreneurs in efforts to
improve the community’s business
climate,

Even if on the surface some
broader political issaes may seem to
have no effect on small business,
James seeks out knowledgeable
business owners to find out their
views, For example, entropreneurs
wete featured in his recent series on

bor issues, the New York State
dget and the ceonumic develop-
ment aspects of sports stadiums,

James' small business column,
which runs twice a month, has been
expanded 10 include family business
issues and a question-and-answer
feature. Most recently, a self-help
aspect was added that presents the
ways in which some successful
eatrepreneurs have handled various
challenges.

james also is an advocate for
small business within the newspaper
itself. He urges assipnment editors to
cover important small business
events and to include the small
business viewpoint in general news,
teatures and editerinis. In addition to
his own slurios, this effort has
resulted in publication in The Bujfalo
News of hundreds of important small
buginess {tums.

A much sought-afier speaker on
small business, Jamoes tc frequently
asked to address community groups,

these talks, he emphasizes the
rucial yols entreprencurship played
in Buffalo's cconomic comeback after
the massive plant closings of the late
1970¢ and carly 1980s. te usually has

at least one speaking engagement a
month and has been interviewed by
several local television and radio
stations.

James has won many presti-
gious awards for his writing, One of
his tavorite starfes, “TPublic Square,”
described how small businesses in
Watertowwn, NUY, had bandod
togeiher to save the dowatown
cuommoercial district. The story was
awarded second place honoers by the
New York State Associated Press
Association,

Rucalling his entreprenowrial
days with The Stoddard Crier, nmes
says, “Like many small business
owners, | never grew rich by being
my own boss, Bot there wire other
rewards, such as friendship, and g
fecling of condidunce and satisfaction
al knowing I was producing a pood
prosduct,” Todday, James is sHi
producing only the most excellent o
produdis — this tirae in words asd
deods — ag journahst and adyvocate
for simal business, [

Minaority Advocate of the Year
Carl W. Bailey
President/CEQ

J.C. Neckwear & Scanves
1903 Walnut Street
Priladelphia, Pennsylvania
19103

215/735-2705

New business owners - espe-
clally mincrity business owners -
lapking for the “voice of experience”
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have a meotor in Carl W. Failey,
I"resident and CEQ of 1O, Neckwear,
a theiving specialty necktie and searf
company in Philadelphia,

For the last 18 years Carl Bailey
has dedicated most of his free hours
to establishing a minority business
presence not only in Philadelphia,
but irs the mid-Atlantic region that
includes all of Pennsylvania, Dela-
ware, Marylamd, Virginia and Wost
Virginia. Besides serving ona
multitnde of boards and committees,
ke has provided business counseling
and workshops for hundreds of
minerity entreprencars and prospoce
Hve young enbreprengirs.

Carl got the idea for his own
Hrm when he noficed that companivg
ausdh srganizations were looking for
spocialty items with strong identifi-
eationy valie, 1O, Neckwear coordi-
nates the manufecture and sale of
custormn necktics amd scarves for
sampaligs fundraisors, non-profit
amd church organizations, fraiemal
vrganizaiions and Jarge companios.
As he doveloped his business, Cadd
beeame mare and more aware of the
value of setwarking in organizations
like the Ureater Philpdedphia Cham-
bor of Connnorce, '

He erourages minority
business owners to ook at business
argardzations ke the Chamber and
the Businesses for Minondy Bater-
prise as saurces of information and
mentoring. “Many of the people you
talk to have already gone through
what you are gobrgg Hhreugh, s you
can protit from thair advice and
experience,” he says.

Corlis also an active member of
the Bervice Corps of Retired Execu-
tives (BCORE), a nattonal vrganiza-

" tion of approximately 14,000 volun-

teers - primaeily retired executives ~
who provide technical and manage-
riad guidance to existing and proe
spoctive small business people.
Cari recognized that swhile
there were inercasing numbers of
minoritics entering: business in the
mid-Atlantic region, they were not
comtacting SCORE for pesistince. So
he helped begin a manority regruit-
mert program, Curremtly, cight
chapters in the region have estab-
lished pilot programs to attract
minority counselors amld elients.
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As a result of Carl’s efforts,
mote and more manority entrepee-
neurs are finding business mforma-
tion and mentoring help from
SCORE, Bill Trueblood, prasident of
SCORE s exerutive commition, wrote
o commend him. “The work being
done in your chapter gives us
rencwed hope,” he gaid,

Through Carl's work, organiza-
tions such as the Ben Franklin
Technology Cerler and the Philaded
phia Commercial Development
Carporation have committed their
support to minority business people
invelvod with SCORE. Card is also an
active participant on the City's
Feonomic and Small Business Task
Forces and on the Boards of the
Private Industry Councit anct Penn-
sylvanians for Effective Government,

Carl’s efforts on behalf of
minarity enfreproneurs are lfoglon,
Win the Philadolphis Navy Yoard
closed, be established a program to
gounsel workers who were losing
thelr jobs and were imterested in
starting a small business. He helped
set up workshops for minority small
bustness owners on such topics as
workurs' compensation, taxes sd
coniracting. Me workaed o establish 3
minarity business car wash to
provide on-the-job entreprenearipl
business tratning for formerly
incarcerated youlh,

His unflagging enthusiasm for
minority advocacy has won him
praise in many circles, fack Shannon
of the Mavor's Business Action Team
said it well: “Carl truly epitomizes
whiat 8 teans fo be an advosie He
is simart, enterprising, and forever
aware of the needs of others, The
enurgy with which he mlvoeates only
proves the adage that in tife, your
purpose truly sustains you.” [

Veteran Srrail Business
Advocate of the Year
Gordon J Kuivanen

Buginess Consudiant

456501 350t Street
Emmetsburg, fowa 50536
712/852-4980

In May 1992, the Yocational
Rebabilitation and Counseling
Divisicns of the Department of
Veterans Affwirs 1o Des Moines, lows,
contracted with Govdon Kabvanun
fisr consultaiion services regarding
the development of a computerized
numerica] cutting router business for
a disabled veteran. Gordon’s advige
really paid off for Blong Custom
Wood: within feur years, the busi-
mess was grassing 750,000 per year

Gordon’s pursonal experience
i business - which includes swner-
ship and ssanagemont of soveral
manufacturing companies ~ has
given himm on invaluable uxpertise.
This knowledge, coupled with
Ciordon’s commitment to help lowa’s
veterans, has meant now, successid
beginnings in selt-emplovment for
miany disabled veterans,

Bestdes the Blong pruiect,
which currently eimploys about 20
prople, Gordon has provided
guidance e a varjety of veluran-
owaed small businesses, including a
Jumber yard, Tawn anid garden
businesses, a gunspyvith shop, a
computer-nided drafting rd design
bustress, o housing design company,
and a wonsdworking frm, A leasi 38
new smat businesses have been
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started because of Gordon's dedica-
Hon to helping nspiring veteran
CRITEPRIULE.

Cordon's influence continues to
provide impetus 0 veternns across
lowa. Fle delivers the message loud
and clear that dissbled veterans can
start and successfully mannge
bustnesses of theirown,

Gordon's confidence In veter-
ans as business ownors plays a very
important role in the veterans” belief
in their own capabifities, Many of the
voterans Gordon has helped now not
only collaborate and netwurk to
support one another, but also to
encourage and assist now aspiring
veteran entreproneuts,

This enthuasiastic promoter of
sonal] business ownership for dis-
abled velerans mects all challenges
along the way to self-employment.
Cordon's participation ends anly
when the businesses are operations),
profitable and well-managed.

Gordon’s invalvesnent in
severad professional and comnunity
wrganizations affords him different
npportunitios o assist the stale's
veterans, Inaddition to sorving as a
business consuliant for the Veterans
Affairs Rehabilitistion and Counsul-
iy Division, Gundon coordinates
activities with Small Business
Develupment Centers, With the LS.
Small Business Administroation,
Corden negotiates and advocates on
behalf of disabled veterans, He bas

© served on the boards and advizory

comumitives of many privite assock-
thans and gavernment policy-making
groups that have an impact on '
service to disabled veterans, includ-
ing; the Creat Lakes Small Business
Incubator, the industrial Duvelop-
moent Board of Emmetsburg, towa,
amd towa Lakes Community Colloge.
Cordon also looks for opportunitivs
1o dizcuss the unique needs of these
eatroprencurs with numenns
private bankers,

{wordon has been recognized for
his many contributions, Honors
include the Distinguished Service
Award, presented by lowa Lakes
Community Collepe in 1988, and the
Covernor’s Volunteer Award,
prosested in 1989 and 1990, 0
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Women in Business
Advocate of the Year

Judith A Framan
President

Judith Framan Associales
PO Box 2284

Corrales, New Mexico 87048
L5O5/897-8505

Judith Framan was an oxcep-
tion, right from an carly age — the
only young woman in her high
school graduating class to go on to
college and one of the first women io
graduate from San Jose State Univer-
sity with a degree inmarine biology.
Like other women in this non-
traditional arena, she experienced
diffieulty finding a job as a scientist,
Linlike many of her predecessors,
howaever, she had the good fortune to
have & nwntor who saw her talent
and encouraged her —and she want
o by a successful 17-yvear carcer as a
neurddogical research scientist.

Judith ultimately left scientific
work {0 pursue another successful
caregr ag a technical marketing
manager. She held marketing man-
agement positions in industrial, bigh
technulogy and sciadific instrument
prganizations ke Caltech’s jut
Uropulsion Laboratories, ITT Barton
Instruments, and Bausch & Lomb.

In 1982, Judith left the corpo-
rate world £ establish her own firm.
judith Froman Associates providesa
complete range of marketing and
publi relations services to women-
owned busingsses and other entre-
pronearial Hrms in New Megico,

California and the Eastern seaboard.
Focused primarily in the arenas of
science and high technology, the tirm
alsa serves clients in industries
ranging from temporary pesonnoel
services to hospitality, banking,
health care, amd bramd-uame market-
ng.

* Thelessons she had learned in
her carcer wure clear, She had
achioved success by doing precisely
the reverse of whatever society told
her about how women were to think,
act and be tn the workd, She saw tust
when women failed to achieve thelr
potential, it was often because they
Incked encouragement, o bellef that
all things are possible, and mentors
and advocates fo guide them

After her sucenss, Judith
bebeved she had a respunsibility o
the women who followed, Bhe began
te gise bey boliefs, passions, skills and
talents, and a large share of hor
waking hours, in advocscy and
mentoring activities for women in
bisirsoss,

Judith helped convene a
statewide conference of women
business owswers i 1992 The confer-
enve resulied in the formation of tioe
New Mexieo Women's Purchasing
Council.

Thanks largely to Judith’s
efforts, the Northern New Mexico
Chapter of the National Association
of Wornen Business Owners
(NAWBO]} was officially chartered in
1994, Judith became its first presi-
dent, serving for two years, She
recetved the National NAWEBO 1504
President’s Avweard in recognition of
her dedication and commiiment 1o
the arganization.

Working closely with NAWBO
ecomomic directors, st planned and
implemented the Econonie Loader
ship Luncheon for top New Moexico
wamen business owners. As 3 result
of her volunteer offorts, numerous
articles appeared in stafowide media
aboot women-owned business,

fudith initinted New Mexico
NAWBO s participation in the 1995
While Houose Conference on Small
Business. Bhe recruited amd edusatod
delegates — and went on to help cralt
New Mexico's position «n issucs
important 0 women business
AWHHITS.
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Judith was instrumental in the
selection of Albuquerque as a pilot
site for the SBA’s women's loan
programy, This site became one of two
in the nation allowed to operate on a
statowide basis, She assisted the
office of Vice President Gare in
convening a meeting in September
1993 to discuss a wide range of key
issues with New Moxico women
leaders. She frequently testifies
before U S, congressional panels on
small and women-owned business
issues,

hudith undersiands the need to
mentor young women, because i is
they who will become the women
entrepreneurs of tomorrow, She
speatheaded the mollout of the "An
incame of Her Own” {AIOHG) in
MNew Moxico. The program focuses
on bringing B young women the
message uf cconomic empowerment
theough entrepreseurship. Asa
resuit of her work in this area,
AICHO is currently exploring
program opportunilics among New
Mexico pucblo communities,

juddith Framan is a fighter,
trailblazey, and o tireless adwvascate for
women business pwners. She lives
her mission every day, leading by
example and serving as a strong role
madel and an inspiration to all who
cormee in contact with her,



Smalt Business

Exporter of the Year
Tammy L. Flor

President

Laurel Engmesring, Inc.
PO Box 390H

1151 Bay Boulevard, Suite B
Chula Vista, Cafiforrea 21911
6197424-4140

The estalztishroent of interiae
tional trade agreements and the
softening of political boundaries
have alloaved mining companies to
purste ntining development
throughout the workd. Laurel Engi-
neering ing, in business since 1983,
specializes in custom-designed
material handiing systems for heap
teaching operations - a chemnteal
procuss that serves to extract gold,
silver, copper and other valuable
minerals from what conventionally
was viewad a8 waste material. Under
the lendership of Tammy Flor, Lavrel
has capiured a dominant share of the
mrarket for heap leach portable
conveyors, ond has installed 15 of the
&) gxisling operaling systems
wurldwide,

Laurci has the inchouse capabil-
ity to take the entire heap leach
conveying and stacking portion of a
project from concept to completion,
including clx}sign, wngineering,
electrical services, fabrication and
on-site ingtallation. In addition to the
demands of building large portable
systemns, Laurel has hod to face
transportation challenges, The

equipment, which is completely
assemibled and testod in Lawrel's
facilities before being shipped 1o any
site, has to be specially designed to
break down into sections 1o it
special containers for fransporh

Perhaps most key to Ladrel's
success is the firm's ability o deliver
suppart services of the highest
caliber at mine sites in some of the
world’s most remote places in
countries as diverse ag Chile, Mexico,
Sadi Arabia, Pero and Uzbekistan,
Customer relations is at the heart of
Toamuny's strategy for Lawrel's
suceess, With the underdying poal of
maxindzing the customer”s produc-
tvity, Laurel ovorsees each phaseof
every project siud applies its experi-
ence in heap leach mine operations
to praxnluce high performance, cost-
efficient customized systems,

The company provides its
customers with o recoromended
spare parts list at the carliest stage of
the project amd manages procire-
ment so that a minimum inveniory is
available on site whon operations
bogie. Inthe event of athue or
mgifunction, Laurel wilisend a
techusical team with edensive
expetience in the mine operating
envirorment, often accompanied by
the components” supplier.

Additionally, Laurel’s poot of
skilted, muiti-lingual employees
allows the compaay to offer manage-
ment contracts to its clients any»
whure in the workd. This linguistic
and euitural phurality has boon o
distinet advantage for Laurel when
competing in interpational markets
and interacting with different
business cultures, i

TFammy has been recognizad for
Laurel’s numerous suceesses, She has
been interviewed by various muedia,
including US Latin Trade Magazive,
the Chula Vista Star News and KLISH
Marning News, She was invited to
speak at the California World Trade
Commission conference sbout the
impact of NAFTA on small business,
and was presented with the Hest
Exporter of the Year nward by tho
Governor of the State of California,

Tamuny also is actively involved
in charitable and social organiza-
Hong, She has developed a corporate
intornational charily program and

presides over Lavrel’s Charity Fund
Raising Conumitiee, Procecds from
special events organized by the
comnitiee are donated to philan-
thropic arganizations in countries
whure Lauret conducts business.

Currently Laurel has a prostuce
tion facility in Chatla Vista, California,
ona in Mexico, and ane in Chile.
Tawseryy Flor’s leaduership and dynamic
curporate strategies have allawed
Laurel to meet the challenges of global
competition and become the fead
player inils niche market. Plass for the
firm’s future include further strength-
euing is standing in the South Ameri-
can market while pursuing other
promusing markets in Asin, Africa and
the Commonwealth of Independent
States. 01



Young Entrepreneurs
of the Year

Peter Mendoza, Jr.
President/Secretary
Brian H. Merddoza
Vice Presidernt/ .
Chief Financial Officer
MBE Electric, inc.

9920 Arlington Avente
Riverside, Califarnia 22503
7352-2490

Om January V7, 1994, one of the
most destructive carthquakes in
American recorded history laid
wiasts 1 the Northridge, California,
area, taking many fives and cauging
untold property damage. it also
destroyed a key portion of Santa
Monica Preeway 10, nearly immobi-
lizing thousands of commuters who
regukarly traveled the route.

On the day of the earthwyuake,
Puter Monduza, then 25, and his
brother Brian, 23, already had more
than five years’ experivnce guiding
their electrical conimcting business,
MBE Electrie, through many chal
lenging projucts. But helping pot the
Santa Monira Freeway back together
— fast - would prove to be a key test,

MBE Elcectric was one of dozens
of contractors called upon b replace
the devastated streteh of freeway
The company's job was to design and
instoll the new electrical system pnd
te porform an impact shwdy of the
prios design. MBE's eriginal contragt
was chapged twice, which resulled in

the scope of work tripling. Yet undoy
the leadership of Peter and Brinn,
MBE Electric was able to complele its
portion of the praject ontime and on
budget.

With all the contractors -
valved, the projeed ook 408 workeers
and 6& days of around-the-clock
construction to complete. MBE
Electnic's efforts belped put the
waorld's busiost freewny back in
operation in record time, vastly
improving the daily commuie for
tiere than one million Southern
Califorsians.

The Mendoza family moeved
from Mexice when Peter, the eldest
i+f six chikdren, was very young,
Often in the summers when they
were growing up, Potor and Brian
spent time at their father’s elecirical
conypany, where they acquired a
broad, carly exposure (o the busi-
ness. Through farmal trafning, they
achieved journeyman status at very
young ages ond learned the business
from bottom to fop.

Amuong the many reasons for
MBLE's success is the Mendoza
brothers” commitment to quality
MBE is known and mwspected within
the indisstry for its fine workman-
ship ami knowledgeable field staff,
Peter and Brian beleve that quality
bieging with the first phone call and
that it should be carriad throughout
the project,

One way the Mendozas ensure
having a knowledgeable staff s to
hire people whu have been irained to
mevt industry standards and then

48

retrain them to meet tha cven higher
standards of MBE Electric. A typical
new hire will spend between one
week and three months beiag trained
by a journeyman.

Over the past three yoars, Peter
and Briap have inCreased sales at
MBE by 100 percant, from $2.6
million to $5.5 million. Initially, MBE
acted s 8 subgontractor on most of
its projects. Mow MBE is the prime
contractor for 50 porcent of the work.
Fhis has resulted in mors efficient
operations, inarcased customer
satisfaction and more emiployment
opportunities at MBE.

Until recently, MBE was
financed tternally As young
eatrepreneurs, Peter and Brian found
that debt financing was not an
eption. They worked diligently to
increase the financial strenpth of
their company axd achicved remark-
able growih without incurzing debt,
Even after they were able to obiain
debi finaseing, MBE contmued to
show outstonding liquidity and
financial strength. The Mendozas’
shility o make sound finoncing
decizions b uncenunon i entrepre-
RIS 50 Young,

Peter and Brian believe in
piving back ks the community that
has provided thom with so sruch
opportunity. Every year MBE spon-
sors fwo soceer teams for boys aged
16-12 and a womew's softball team.
Always willisyg to assist athers, the
brothers have alroady inspired and
helped to mold some futare entrepre-
neuss and inspactors.

But the Mendozas’ primary
concern is tor their company and the
quality of its product. Plainly and
simply, they want MBE Electric to be
kKnow as the company that gets the
job done, or Hime and right. And no
one 18 questioning their success at
that, vast of all, the commuters on
the Santa Monica Freewny, 3



Entrepreneurial Success Award
Donald H. Dye

President and Chief Operating
Officer

Caliaway Golf Company

2285 Rutherford Road
Carishad, California 92008
619/931-1271

Whilis prkting srnd on the
golf course, Ely Callaway came
acress a clubs he hiked so much that
he boupht the manutscturer, The
"Big Bortha” driver's head 8 25
percent larger ~ but pot heavier -
than an ordinary Jdriver, se evena
“dutfor” is more Hiely o lauch the
ball with the power of a champion.
Manufacturers of golf clubs have
fong dreamed of making a clab with
a bigger head; Callaway Golf Com-
pany took advantage of a new
stainjoss sfeel casting, techiology to
do it

Donald H. Dye, president and
chief gperating officer, bas served as
the company’s director since its
founding in 1982, The company had
15 employees andt annuad snles of
$300,00(1 in ite tirst year of operation.
By 1988, annual sales had chmboed to
$4.8 million. The worldwide success
of its Big Bertha drivers lod o
explosive growth ie the years that
followed: from 199 1o 1993, qales
more than doublnd cach yearn For the
fiscol vear that ended December 31,
1994, the firm reported sadus of 34487
miflion and employad approximatuly
2,200 peopie.

The company’s basic objective
is to design and manufacture its
clubs in such a way thot they are
dentonstrably superior to, and
pleasingly different from, competi-
tors’ goif clubs. The chubs are sold ot
premium prices to both average and
skilled golfers on the basks of perfor-
mance, ease of use and appeanince.
Callaway's primary products cur
rently include the Great Big Bertha™
Ruger Tianium Driver, Big Bortha®
Metal Woods with the War Bial®
soleplate and Big Bortha® Irone,
Callaway Golf also makes a distine-
tive fine of putters,

The main offices arg focated in
Carisbad, California, Callaway Golf
{UK) Ltd., a wholly-owned subsid-
inry, is located in Chessington,
Surrey, England. Full-time regionaf
and inside sales representatives work
together to maintain relationships
with customoers through frequent
telephone calls and tr-person visits,
In 1994, Callaway Golf Company’s
foreign sales accounied for 31
pereent of its total sales; the
company’s clubs gre sakd in 76
countries oulside the United States,

In Novembaer 199, Callaway
Golf completed construction of &
new 54 million state-obtheeart
private testing facility. The centor s
located in Carlsbad on 8.1 acres that
include four greens, four bunkurs
and a d-vand fairway with muitiple
teeing grounds on three sides. The
center has a 9,500 squane-foot res
search building that houses multiple
hitting robots, air cannons and
various high-speed video and
computer analysis devices.

Callaway Golf vigurously
protects its research and dovelop-
ment investments by scoking and
obtaining patent, trademark and
tracte dress protection for s prod.
acts, The list oof patents covering
Callaway products is extensive and
growing: Callaway Golf has mourg
than 50 patents issued or pesding in
the Lintied States, and more than
1,700 patent and trademark filings
arcund the workd,

But the Callaway Golf Com-
pany does nwre than make gelf
chubs, The Callaway Golf Company
Foundation was established in
Nowvember 1993 to fund activities
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that will benefit the commusnily and
the lives of those who live inn it Three
main arens have been identified for
support: people unable to care for
themselves; health and education
profects; and community projecis
that will improve the emotional,
physical and social envirens.

The foundation, which receives
funding from both the cumpany and
private donors, has made more than
$1.1 million in donations to various
nongrofit organizations since its
inception two years ago. These
groups provide medical and humarn
care services to abused and neglected
children, homeless women and their
children, at-risk youth, and the
developmentatly disabled.

Callaway Golf's progress is
inspirational to many California
entreprenaurs, Donald Dye's vision
and commitment to quality have
heiped lead his company beyond
suecess to real involvement in the
community, O
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Nationat Chapter of the Year
SCORE Chapter 574
Northern lilinois,

Rockford, Hinois

Duncan Brown

Chapter Chair
815/962-0122

The Neorthern Ulinots Chapter
of the SCORE Associatioft Service
Corps of Retired Executives) was
recognized as the “National SCORE
Chapter of the Year” for excuptional
service to the smal baginess commaue
nity. The chapter serves seven
counttes, with a Bockford, THimas
affice and branches in Betyedere and
Freeport.

“This chapter represents the
best characteristics of our 38% chap-
ters nationwide and serves ag a
moedel for our 12,300 membizes whe
help over a quarter of a million
entrepreneurs each year,” said Bill
Truchlood, President of SCORL.
Feucblasd sdded, “F want to cone
groatulate Chapter Chaie R, Duncan
Brovws and our local SCORE moeme-
hors whose daily effosts bring
business resources, advice and
sureanars fo the entreprobeurs in
thely Iocal commumity”

SCOREs strength is derived
from the sucoess of chapters who
et specific community-based
needs. The Northern [linois Chapter
is Jucated in Rockford, linais, 4
community with over 140,000
residents, This SCORE chapter

increased is total counseling con-
tacts by more than 76% in 1993,
Expanded workshop offerings and
the inclusion of a new, group coun-
seling/ workshop format helped
mest the community’s needs.

During 1995, The Northern
Hiinots chapter provided 20 Before
You Start Your Business workshops, as
well as 10 seminars for current small
business owners, The chapter
faunched a new “group counseling
program * in order to offer group
discussions, As a result of this
project’s success, the chapter ex-
panded its offering to inchude an
additional topic titled a Guide Ter
Writing A Business Plan.

This SCORE chapter has
actively sought partnerships to
extend community cutreach. The
logit Bock Vadley College Small
Business Devalopent Center
EBRCH co-sponsors SCORE semis
nare, And, the SCORE chapter works
with the lncal $BIC, whose repre-
semtatives speak at SCORE work-
shops, SCORY offices are focated at
the Jocal chamber of commerce,

SCORE and Rock Valley
College have an vpen referral policy
tex helps clients reach the best small
business rusoarce for the entrepro-
near, b it SCORE, SBOC or the
college’s Procurement Assistance
Center. This working relationship
has increased untrepreneurs’ aware-
ness and use of the serviges, which
best muevt specific business needs. In
addition, Amcore, a local Rockfornd,
Hlinots bank, has been a sponsor o
supporting chapter suminars and
Tocal mowspaper advertising.

BCORE i3 a non-profit associa-
tion and resourcy partner with the
U8, Smali Business Administration.
Since its beginning in 1964, BCORE
hag helped more than 3 million
enteeproncuss, In 1993, volunteers
donated morg than 1 million hours to
assiat winall businesses. SCORE
supports the formation, growth and
suceess of small business through
counseling, mentoring, seminars and
workshops. [



105th CONGRESS
@ Congressional Committees on Small Business

U.S. HOUSE OF REPRESENTATIVES
COMMITTEE ON SMALL BUSINESS

Republicans

Jan Meyers - KS (Chairman)

Joel Hefley - CO

William Zeliff - NI (On leave)
James M. Talent - MO
Donald A. Manzulliz - 11
I'eter G. Torkildsen - MA
Roscoe G. Bartlett - MDD
Linda Smith - WA

Frank A. LoBiondo - N)
Zach Wamp - TN

Sue W. Kelly - NY

Dick Chrysler - MI

fames B Longley, Ir, < ME
Walter B. Jones, Jr, - NC
Matt Salmon - AZ

Van Hilleary - TN

Mark Edward Souder - IN
Sam Brownback - KS
Steven ], Chabot - OH
Sue Myrick - NC

Pavid Funderburk - NC
Jack Metealf - WA

Steven LaTourette - O

Jenifer Loon, Staff Director
225-5821, 2361 Rayburn HOB

Demaocrats

John J. LaFalce - NY (Ranking)

Tke Skelton - MO
Norman Sisisky - VA
Floyd [, Flake - NY
Glenn Poshard - 1L

Eva M. Clayton - NC
Martin T. Mechan - MA
Nydia M, Velazquez - NY
Cleo fields - LA

Earl F. Hilliard - AL

Pate Peterson - FL

Ken Bentsen - TX

William I’ Luther - MN
John Baldacei - ME

Jesse L, Jackson - L
Juanita Millender-McDonakd - CA

Jeanne Roslanowick

Minority Staff Director
225-4038, B-343-C Rayburn 11OB
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UNITED STATES SENATE
COMMITTEE ON SMALL BUSINESS

Republicans

Christopher S. Bond - MO
(Chairman)

Larry Pressler - 5D
Conrad R. Burns - MT
Paul Coverdell - GA

Dirk Kemptharne - D
Robert F Bennett - UT
Kay Bailey Hutchison - TX
John Warner - VA '
William H. Fost - TN
Olympia ]. Snowe - ME

Louis Taylor, Staff Dircelor
224-5175, 128-A-Russell SOB

Demaocrats

Dale Bumpers - AR {Ranking)

Sam Nunn - GA

Carl Levin - M

Tom Harkin - TA

John Kerry - MA

Joseph 1. Licberman - CT
Paul Wellstone - MN
Howell Hleflin - AL
Frank R. Lautenberg - NJ

John Ball, Minority Staff Director
224-8497, 428-A Russell SOB



1996 Small Business Week
@ Patrons

American Institute of Certified Public Accountants
American Small Business Association
Appie' Computer
AT&T Capital Corporation
GE Capital Corporation
MassMutual Life Insurance Company
Microsoft Corporation
National Association for the Self-Employed

. National Association of Manufacturers
National Association of Women Business Owners
National Business Association
National Federation of Independent Business
‘Nafit}nal Small Business United
 NYNEX Yellow Pages
Pacific Bell Directory
PriceCostco
Small Business Foundation of America
Small Business Legislative Council

U.S. Chamber of Commerce
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