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Chapter 1 (Chapter 1 on video)
Tejas Office Products

This video features Tejas Office Products, a Houston, Texas, company founded in the early 1960s by Lupe Fraga. Although many other office supply stores in the area have failed, Tejas continues to grow. With sales of $7.5 million in the last year and more than 50 employees, Tejas Office Products proves that customer service is the key to success. The company slogan is, “We make your business day easier,” and they deliver. Customers can order supplies over the phone, fax, or the Internet, and the Tejas delivery people are friendly and considerate. Tejas Office Products has proven that it’s possible to succeed even in a falling market.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/900/909/home.jsp


1.
How does Lupe explain his company’s success in the office supply market that has lost more than 50 percent of its companies?

Student answers will vary but should include: In the video Lupe explained his success in a slow and failing marketplace by saying the companies that failed forgot the customer.

2.
Write a brief paragraph giving an example of how Tejas’s customer service makes the company stand out.

Student answers will vary but should include: Tejas landed the University of Texas-Houston account and worked to find ways to cut down on the amount of cardboard coming into the university. They now deliver office supplies in green plastic delivery tubs that can be reused. This cuts down on the university’s waste.

3.
In the video, what does Hattie Bryant say is the small business’s advantage over larger companies?

Student answers will vary but should include: In the video Hattie Bryant explains that small business owners’ advantage over larger companies is that small business owners live in the community with their customers and often come to think of their customers as family. She also states that providing friendly, efficient, service with a personal touch and utilizing business-friendly technological advances can help any small business compete with larger companies.

Chapter 2 (Chapter 3 on video)
FASTSIGNS

This video features FASTSIGNS, a globally franchised company started in 1985 by Gary Salomon. Gary saw a business opportunity in creating a computerized system for producing high-quality signs in hours instead of days. FASTSIGNS targets the temporary sign market niche, including products such as banners and vehicle graphics. The bigger sign companies tend to overlook these signs. FASTSIGNS, through innovative and fast production, has created a niche for itself—one that wasn’t being serviced by other companies and that no one else cared about. Currently there are more than 400 FASTSIGN franchises worldwide.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/200/215/home.jsp


1.
In the video, what does FASTSIGNS franchisee Myra Phillips say has surprised her the most about owning a business?

Student answers will vary but should include: In the video Myra Phillips says the things that have surprised her most about owning a business are, “How much work there is. How dedicated you have to be, and how much fun it is, actually. You get to know a lot of people; you get to be creative; you just get to do a lot of things.”

2.
What were some of the reasons FASTSIGNS franchisees gave for choosing to own a franchise?

Student answers will vary but should include: The reasons for purchasing a FASTSIGNS franchised varied. One woman chose FASTSIGNS because it dealt with a business-to-business market, and because it was one of the best-performing sign companies in the world. A gentleman wanted to own a FASTSIGNS franchise because he thought it was time to take control of his own destiny; he also had a friend who owned a FASTSIGNS who’d done very well with it. A man who’d been a commercial banker for 20 years had studied the finances of FASTSIGNS and knew that it was a successful business.

3.
What reasons does Don Debolt, president of the International Franchise Association, give that explain the success of franchises?

Don Debolt explained that although franchisees are in business for themselves, they are not in business alone. Franchise owners have their franchisors and their peer group of franchisees to lend them support. Acquiring a franchise means that you also acquire a recognized brand name, and a proven operating system that's fine-tuned to perfection. Marketing and advertising advice and support as well as continued

Chapter 3 (Chapter 15 on video)
Joseph’s Lite Cookies

This video features Joseph Semprevivo, founder of Joseph's Lite Cookies. In 1986 Joseph developed the sugar-free cookies and began manufacturing them for sale, he has since created other sugar-free items. The company employs 36 team members and 1,000 independent salespeople across the country and makes more than 2 million cookies a day. 

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/800/809/homepage.jsp


1. 
Write a brief paragraph explaining what being team-based means to Joseph Semprevivo. If you are currently working, how does this concept differ from what you experience day-to-day on your job?

Student answers will vary but should include: According to Joseph being team-based means there should be honesty, integrity, and promise-keeping. Team members need to know they can depend on the company. Students should also reflect on how their job experiences differ from Joseph’s description of his teamwork philosophy.

2. 
What was the inspiration behind Joseph’s sugar-free cookie?

Student answers will vary but should include: When Joseph was nine-years-old he was diagnosed with diabetes and he was no longer allowed to consume any products that contained sugar. Joseph’s parents, who owned a gourmet ice-cream shop, helped him create sugar-free ice cream and his first sugar-free cookie.
3. 
What is Joseph’s niche customer base?

Student answers will vary but should include: Health-conscious consumers and dieters, hypoglycemics, people with heart disease and high cholesterol, children with hyperactivity disorders, and diabetics.
Chapter 4 (Chapter 2 on video)
Coating Sciences Inc.

This video features Coating Sciences, Inc., a Windsor, Connecticut, company founded by friends Curt Rutsky and Stu Ganslaw in 1982. Coating Sciences designs and manufactures products people never see: heat- or pressure-sensitive specialty adhesive tapes. The company currently is housed in a $9.5 million dollar state-of-the-art manufacturing facility and has close to $18 million dollars in annual sales.

To learn more about this episode of Small Business School, go to:

http://sbschool.net/rutsky.html


1.
What individual qualities do Stu and Curt have that prompted them to go into business together?

Student answers will vary but should include: They decided to go into business together because Curt had strong sales and marketing expertise, and Stu had technical and operations proficiency. They felt that their skills complemented each other, and they needed both skills in a business that would designe, manufacture, and sell products.

2.
What are Stu and Curt’s team skills and individual strengths and weaknesses?

Student answers will vary but should include: Together Stu and Curt are action-oriented people who like to work quickly to get to the root of a problem and solve it. Individually, Stu states that he is bored easily and that his weakness is his impatience. Curt states that his strengths are his analytical skills, his ability to understand his customers, and his ability to coach their salespeople.

3.
How is Coating Sciences different from other companies operating in the same arena?

Student answers will vary but should include: In the video Stu says Coating Sciences is different from other companies because, “We promote the idea within the company of being inventive, being creative. And when we have an opportunity presented to us by a customer or by a prospective customer and we think the idea is interesting, we just say, 'Go ahead and work on it.' And sometimes those have been one of our more successful products." Curt adds, “If we see the need to do something, even if we're over budget and it's an opportunity, we go ahead and do it.”
Chapter 5 (Chapter 6 on video)
Cowgirl Enterprises

This video features Cowgirl Enterprises, a company founded by Donna Basse, which sells natural skin-care products. 

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/300/350/home.jsp


1.
What does Donna say is the mission of Cowgirl Enterprises?
Student answers will vary but should include: In the video Donna says Cowgirls' “mission is truly to bring awareness about natural skin-care products to people through education and through the joy of using them; [to] let people understand what plants really can do for their bodies.”

2. 
Where did Donna get the inspiration for her products?

Student answers will vary but should include: In the late '60s and early '70s Donna traveled around the world. In each place she visited she saw how the people used plants that grew around them for both beauty and medicine.

3. 
When did Donna decide to create her own products?

Student answers will vary but should include: While on vacation out west with her family she started thinking about indigenous people, pioneer women, and cowgirls working and living in rough weather. She began to wonder what those women used on their skin. Then she thought about all the plants that grew in that environment, especially the plants that healed the skin and, “a light bulb went off in my head. And I thought, Cowgirl Cream.”
Chapter 6 (Chapter 5 on video)
On Target Supplies & Logistics

This video features Dallas, Texas, resident Albert Black who founded On Target Supplies and Logistics in 1982. On Target supplies its customers with copy and computer paper and warehousing services. Albert employs 114 people and his company generates more than $10.2 million in annual sales. On Target’s customer list includes many of the most economically important companies in Texas including EDS, Texas Instruments, Southwestern Bell, Texas Utilities, American Airlines, and Verizon.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/500/507/homepage.jsp


1.
What reasons did Albert give for going into business?

Student answers will vary but should include: In the video Albert says, “The reason I went into business is the same reason I'm in business today. We wanted to create jobs and to hire people. We think that's God's work, and that's what we wanted to be involved in. We also wanted to improve the infrastructure of inner cities in communities that we were doing business in.”

2.
What unique business strategy did On Target employ in its community? 

Student answers will vary but should include: Albert felt that getting involved in the community and providing leadership for area non-profit organizations would give On Target exposure and connections and create networking opportunities, while at the same time helping the city.

3.
What did EDS officer and On Target board chairman John Castle find attractive about Albert’s character?

Student answers will vary but should include: John liked Albert’s attitude and his desire to learn. 

Chapter 7 (Chapter 7 on video)
Leadership

This video features Dr. Kenneth Grint, the Director of Research at the Saïd Business School, Templeton College, Oxford. Dr. Grint has published seven books and more than 40 articles on topics such as business process, reengineering, appraisal schemes, organizational theory, and sociology of work. His current research focuses on leadership. 

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/800/808/homepage.jsp


1. How does Dr. Grint define leadership?
Student answers will vary but should include: Dr. Grint thinks that leadership may have more to do with a process than a position. In the video he states, “You might want to argue that anybody who persuades somebody else to do something they wouldn't have otherwise done is taking a leadership role.”
2. How does Dr. Grint define power?

Student answers will vary but should include: In the video Dr. Grint says, “Power is not so much a possession but a relationship. It's not so much a cause, but a consequence….if a leader says 'jump' and the subordinates jump, then leaders have power. Not before it, but after the event. So power becomes a consequence rather than a cause of subordinate action. That's a—that's a complete reversal of our normal assumptions about power.”

3. What does Dr. Grint say is the main problem that arises when companies have problems differentiating between leadership and management?

Student answers will vary but should include: In the video Dr. Grint says the problem differentiating between leadership and management arises because, “the more a company differentiates, the more the interesting things get put on leadership, and the boring things get put on the management; and managers tend to feel that they are going nowhere and they are bored in their work.” Dr. Grint feels that the two should share both the interesting and boring duties of running a business.

Chapter 8 (Chapter 10 on video)
eHarmony

This video features Dr. Neil Clark Warren who, in 1993, wrote the book Finding the Love of Your Life. In 1995, Greg Forgatch joined with Dr. Warren to launch a company that offered seminars based upon the principles in the book. In August of 2000 Forgatch and Warren opened eHarmony.com, an online matchmaking service based on Dr. Warren’s relationship ideas.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/700/710/homepage.jsp


1. 
Explain why in March of 2001 Neil and Greg considered closing down their matchmaking service? Why did Neil say they decided to remain open?

Neil and Greg were going to close down their matchmaking service because they weren’t making enough matches. In the video Neil decided to remain open because he knew they could be successful if they kept their eyes on their goal, bypassed the leaders of organizations, and went directly to the end user.

2. 
According to Dr. Clark, what is the secret of successful marketing? What means did eHarmony use to let people know about the service?
In the video Dr. Clark explains that the secret to marketing new ideas is to figure out how you can reach a large number of people with your ideas. The company used television and radio ad campaigns to let potential customers know about its service.
3. 
Write a brief paragraph outlining the successful four-part ad campaign that let eHarmony’s potential customers know about its services.

EHarmony used a four-part ad campaign to let potential customers know about its services. (1) They showed happy, satisfied customers, (2) they showcased Dr. Clark’s credibility, (3) they repeated the name of the company frequently throughout the ads, and (4) they issued a call to action by offering customers a free personality profile.

Chapter 9 (Chapter 4 on video)
Medallion Funding

This video features Medallion Funding, a New York-based lending company owned by Andy Murstein whose grandfather, Leon, started the company in 1936. Until 1979 the company mostly owned and operated cabs in the New York area. It then recognized that the area’s potential cab owners needed more financing options. The company moved into the finance business in 1979. Since then, after loaning more than $300 million dollars, Medallion has never lost a cent of principal or interest, even though most of its loan customers are considered high-risk borrowers by other lenders.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/600/610/homepage.jsp


1.
Why did Medallion Funding decide to go into the lending business?

Student answers will vary but should include: When Medallion began selling some of the taxis it owned, the company realized that banks were not lending money to potential cab owners, many of whom were minorities from other countries. It was a natural step for Medallion to branch out into financing; it would be not only an opportunity to help the community, but also to broaden the company's profit base. Medallion sees these borrowers as excellent credit risks; it sees profit where other banks or lenders see only loss.

2.
What issues do banks have with immigrants who try to borrow money in order to finance a business?

Student answers will vary but should include: Recent immigrants and others just getting started don't have lengthy financial histories. They are unable to come to a bank with five years of audited financial statements, and may not even know what those documents are.

3.
What other services does Medallion Funding provide to its customers?

Student answers will vary but should include: Medallion Funding provides more than just a loan; it also provides small business assistance. The company teaches clients all they need to know about running a business, including spreadsheet forecasting, and introduces them to insurance companies, lawyers, accountants, suppliers, and vendors. Medallion feels that providing support to clients and helping them learn how to properly run a business, benefits both its clients and itself.
Chapter 10 (Chapter 11 on video)
KMP Internet 

This video features KMP Internet, an e-architecture firm from Manchester, England, founded by Bill Daring and John Keefe. KMP specializes in e-business, e-marketing, and portal development and has developed software to help people communicate without language barriers.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/500/503/homepage.jsp


1. 
The KMP studio is comprised of three distinct teams. Write a brief paragraph explaining the role of each team within KMP.

Student answers will vary but should include: The KMP studio teams and their roles within KPM are: (1) The creative team, which includes the people who come up with the ideas for the visuals and the look and feel of applications, (2) the multimedia team, which takes those visuals and makes them into working animations and HTML layouts, and (3) the technical team, which puts the code behind the screens to actually make the application work.

2. 
What type of person does KMP seek to employ?

Student answers will vary but should include: In the video Jon states that, “We employ people because they're unusual, they're different. They think outside the box. They're different types of people….So you look for unusual people, as long as they've got a skill base.”

3. 
Why does Bill say that every business today is a global business?

Student answers will vary but should include: In the video Bill says that every business today is a global business because, “Business generally is e-enabling itself. It's putting processors in that cut the cost and give better benefit to their customers.”

Chapter 11 (Chapter 12 on video)
OMNEX

This video features OMNEX, an accounting service started in 1987 by Ahmad Chebanni and his wife, Michelle. Currently they have 16 employees and prepare tax returns for  500 individuals and 600 businesses. Prior to starting his business Ahmad worked for a small non-profit agency and helped them grow. He later saw a need to help immigrants and low-income people with their taxes, and then decided to start his own, independent office.
To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/500/512/homepage.jsp


1. 
What other services besides accounting does Ahmad provide for his clients?

Student answers will vary but should include: Ahmad also is a business advisor; he helps his clients value their assets, both tangible and intangible, and he shows them how their business compares to others in the same venue. Ahmad also provides real estate cost analysis, employee wage and benefits data, and matches lenders with clients who need business loans.

2. 
How does Ahmad recruit his employees, and what is his attitude about how they should be treated?

Student answers will vary but should include: Ahmad recruits his employees straight out of college; he trains them about the way OMNEX does business, and allows them to grow into the business. Ahmad feels strongly about creating a family environment and has even taken all 16 of his employees on a trip to Las Vegas.

3. 
In the video, how does Ahmad explain his success?
Student answers will vary but should include: In the video Ahmad states, “We are most successful because people out there respect the business—respect who they work with in the office. And we don't want to lose them to anybody else. The key here is this is a small business versus a corporate environment. People tend to feel more valuable in a small business than in a corporate environment because you count for something. You are heard; your actions are measured with certain results. And you are valued at that and you are commended for that. And this is what really counts in life basically. People pat you on the back and say, 'look— you have done this and we have grown so much because of your idea.' And that is important for people.”
Chapter 13 (Chapter 8 on video)
Ziba Designs

This video features Ziba Design, which, in 2001, became the first firm in the world to win four Gold Awards in the annual Industrial Design Excellence Awards Competition run by the Industrial Designers Society of America. Owner Sohrab Vossoughi knows that the creative process at Ziba has benefited from having many people from varied backgrounds working closely together. He realizes that different attitudes and values inevitably work their way into the creative process which allows each member of the team to see things from a different perspective. This, he says, is the heart of creativity.

To learn more about this episode of Small Business School, go to:

http://smallbusinessschool.org/webapp/sbs/600/613/homepage.jsp


1.  Why did Sohrab choose the name Ziba for his company?

Student answers will vary but should include: In the video Sohrab says that he wanted to come up with a name that was not only easy to say, but had a meaning. In Farsi, the language of the Persians, Ziba means beautiful.

2.
In the video several employees were interviewed. What did they say were some of the main benefits of working for Ziba Design?

Student answers will vary but should include: There are people from all over the world working at Ziba; it’s a cross-discipline, team-oriented experience and employees respect one another. Ziba is renowned internationally through the ISA awards. It is a fast-paced company in which employees can work on a wide variety of projects and interact with clients.
3.   In the video Rich states that it was a “fascinating tidbit” to find a Jewish person and a Muslim person working so closely together. He also states that, “it’s not an issue” at Ziba because everyone is respectful of each other. Write a brief paragraph explaining how diversity in the workplace is important and demonstrate your understanding of how to get along with people different from yourself.

Student answers will vary but should demonstrate a clear understanding that diversity spurs the creative process and that respect and tolerance for the differences among the unique populations one may find in the workplace can go a long way to creating a greater understanding of each other in the world at large.
Chapter 17 (Chapter 9 on video)
Computer Directions

This video features Computer Directions, a staffing company based in Dallas, Texas. Wanda Brice founded this company in 1993 because she saw a need and knew how to fill it. Today, Wanda and her staff of eight provide computer programmers to some of the largest companies in the United States.

To learn more about this episode of Small Business School, go to: http://sbschool.net/brice.html


1.   How do the people interviewed in the video define the following positions: (1) client liaison, (2) recruiter.

(1) Client liaison: customer service, finding out what kind of people the client wants working for them, what positions they want filled, what type of person they want, and what kind of skills they want that person to have. (2) Recruiter: finds the people with the job skills and personality that a client wants and convinces them to come to work for the client.

2.   In the video how does Wanda explain the current trend of outsourcing and how workers must redefine their view of themselves as employees?

Student answers will vary but should include: In the video Wanda states, “I think people have lost the idea, and correctly so, that they're going to start working for company A and work there for 25 years and retire. That's very unlikely these days. And now it's more who you are is what you do, not who you do it for. If I said, 'I'm Wanda Brice, systems analyst,' I'm not Wanda Brice, IBM. I'm Wanda Brice, systems analyst. And so is everybody. You have a skill set that you carry with you—your skill set—from job to job. And I think that that's where we are.”

3. 
What three things does Wanda look for throughout the interview process that helps her make great staffing choices?

(1) In the video Wanda states that she looks for a quick study: “Somebody that really gets what you are telling them, you can see it in their eyes and their face if they understand what you are telling them.” (2) Energy. Wanda assesses the energy level of a person by their handshake. She says that people with a high energy level get things done. (3) A nice person. Wanda wants someone who is a nice person, likes people, is optimistic, and has a good attitude.
Chapter 18 (Chapter 14 on video)
Calise & Sons Bakery

This video features Calise & Sons Bakery founded in New England by Italian immigrants in 1908. Today the company is run by brothers Mike, Joe, and Bob and operates 24 hours a day, seven days a week, turning out loaves of Italian bread. With 170 employees and more than $13 million in sales, Calise & Sons Bakery has found the formula for perfect bread and great business.

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/300/323/home.jsp


1. 
How does personnel manager Tony Cappozi say he finds good employees?

Student answers will vary but should include: In the video Tony says that because the company keeps employees happy, it’s easy to find new workers via word-of-mouth. He’s also run ads and worked through employment agencies, but most of his new employees come to the company via word-of-mouth.

2. 
How does Calise & Sons Bakery use technology in its baking process?

Student answers will vary but should include: According to the video the entire bakery is computerized, from order entry right down to distribution. All the baking formulas are in the computer and the bakers can access the computer and enter in the formula they want. They enter the weight and the recipe will come up detailing how much flour, water, yeast, salt, sugar, and other ingredients must be used in order to get the perfect loaf. Complicated conveyor belt systems carry the bread throughout the bakery giving it time to cool to the right temperature for packaging.

3. 
What happened the day Tommy De Santo wrote the insurance policy for Calise & Sons Bakery?

Student answers will vary but should include: Minutes after Tommy De Santo wrote the policy and had it approved by his underwriter director and the Calise brothers, a fire broke out. In the video Tommy says,”….I felt these eyes looking over my shoulders and passing right through me, and I couldn't imagine why. And all of a sudden, Joey stands up and hands me this cash box full of money. And they all run out of the room. So I turned around and I look out and I'm gassed. And I look and I see flames 40, 50 feet high….I just couldn't believe it. I thought the building was totally on fire. But, thankfully, it was only some baskets and some plastic that was outside the building. I did the sign of the cross and said, 'Thank you, God.' And it was the beginning.”
Chapter 23 (Chapter 13 on video) 
Nicole Miller

This video features the Nicole Miller Company founded in 1982 by Nicole Miller and Bud Konheim. Currently the company has 165 employees working in New York at company headquarters, in the warehouse, or in the retail stores. Nicole's designs are licensed to 15 different firms that make handbags, travel accessories, socks, and other items. Nearly half of the company’s $130 million in annual revenue comes from the licensing of Nicole’s designs. There are 30 Nicole Miller Boutiques around the country, and department stores such as Neiman Marcus, Saks Fifth Avenue, and Nordstrom carry the Nicole Miller label.

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/900/901/homepage.jsp


1. 
Write a brief paragraph outlining Nicole’s production process. How much of the process is done by hand? How much is automated?

Student answers will vary but should include: First Nicole sketches her designs. Then she gives the design to a draper who makes the design out of muslin. The muslin creation is given to the pattern maker who uses the muslin pieces to make a paper pattern. He uses the paper pattern in a sample size 8 to cut the item from the fabric Nicole has chosen. The item is sewn and shown to Nicole and any adjustments to the design are made. Once the design is finalized it is sent to the factory for production. Up to this point everything has been done by hand; however once at the factory, patterns are sized and created by computer. After the patterns are made the clothing will be sewn by machine.

2. 
Write a brief paragraph explaining Nicole’s design process.

Student answers will vary but should include: First Nicole decides what colors she will be using in her designs for the season. Then she searches for the fabrics and looks for inspiration for her designs.

3. 
Why does the Nicole Miller Company use local companies for the construction of its products?

Student answers will vary but should include: The Nicole Miller Company uses New York companies for the construction of its products because the sewing can be finished and shipped faster than if an offshore company were used. The price is better, and because the production manager, Kimberly Lee, speaks Cantonese, communication with the mostly Chinese owners of the production companies moves more smoothly.
Chapter 25 (Chapter 17 on video)
Knitz N Pieces

This video features Lori Davis, proprietor of Knitz & Pieces, a clothing store, and a small business pioneer in downtown Detroit, Michigan.

To learn more about this episode of Small Business School, go to: http://sbschool.net/davis-words.html


1. 
Why did Lori decide to go into business for herself, and what research did Lori do to help make her presentation to the bank?

Student answers will vary but should include: After she was fired from her job from a retail chain, Lori decided she wanted to be her own boss. After she made her decision she spent days in the library studying the books and learning what she would need to do in order to get started and write a good business plan.

2. 
What things did banker Tom Zamuta consider when making his decision about lending Lori the money to start her business?

Student answers will vary but should include: When considering whether or not to loan Lori the money she needed to start her business, Tom Zamuta considered Lori’s background in the women’s clothing retail industry, the fact that she had a business plan ready to submit, and her familial support system. He also liked the fact that Lori was prepared to make do with less financially for a while, and that in those respects Lori was being very realistic.
3. 
What advice does Lori Davis offer to people who may be considering seeking financial backing in order to start their own business?

Student answers will vary but should include: In the video Lori’s advice to potential business owners is: (1) Put together a good package. (2) Deal with reality when you're putting those numbers together, be realistic, and lower your expectations. (3) The most important thing is to spend the majority of your time on the financial part of the planning. Be specific about the details such as: How much is it going cost to run the business? How much will it cost to start it? What figures did you base that cost on? How much money do you plan to make?

Chapter 31 (Chapter 18 on video)
Jagged Edge Mountain

This video features Jagged Edge Mountain, an outerwear company owned and operated by twin sisters Paula and Margaret Quenemoen, in climber’s paradise, Telluride, Colorado. 

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/200/252/home.jsp


1. 
What mistakes did Margaret and Pam make while financing their company and what steps did they take to correct them?

Student answers will vary but should include: Initially Margaret and Pam financed their growth with credit cards and investors who demanded a more than 20% interest rate. Because they were paying so much in interest they found it difficult to grow. They went to a local banker who helped them put together a package for a loan for the Small Business Association and the bank made them a loan. Within a year their sales had grown 50 percent. They learned that financing a business with high-interest rate credit cards and investors kept their company from growing.

2. 
What is banker Tricia Maxon’s advice for people seeking to start their own business?

Student answers will vary but should include: In the video banker Tricia Maxon advised people seeking to start their own business to: (1) avoid financing your business with credit cards, (2) bring your vision for the business and a business plan to a banker, (3) find a banker who believes in you and your project.

3. 
In the video what advice does Margaret give to people considering starting their own business?

Student answers will vary but should include: In the video Margaret says, “I would tell them make sure you really love it. Make sure you really want it, because whatever you decide to do, it is going to test you to no end, and if you don't love what you're doing, you're going to go out of business, because you'll just lose your passion for it…. I don't think they understand how hard it is. It has days when it's 14 and 16 hours a day, day after day. It's a tough climb.”

Chapter 36 (Chapter 19 on video)
Katz’s Deli

This video features Marc Katz, founder and owner of Katz’s Deli in Austin, Texas. Katz’s has been in the same location for 20 years and their motto is: “Katz's Never Kloses.” Katz’s serves New York kosher-style deli food 24 hours a day, seven days a week, has 100 employees, and will have $5 million in sales this year. In the evenings, Katz’s opens an upstairs room where, along with great food, they feature live entertainment.

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/800/811/homepage.jsp


1. 
What business does Marc say that he’s in, and why does he do it?

Student answers will vary but should include: In the video Marc says he’s in the people business, providing hospitality. He says he’s in the business because, “It's where my pride lies, it's what I know, it's what I love. It was bred into me. And it's also where my expertise lies. It's like a whole different place for me. It just has a lot of memory and a lot of—I just love it. I just love the kitchen.”
2. 
Write a brief paragraph explaining how Marc sees his business as an extension of the Katz family.

Student answers will vary but should include: Marc’s father taught him the business and he learned it from his father. There is also a religious meaning to the business: it’s kosher, and Marc is a kosher butcher. Marc also says, “My father was a great success in this business. My father was my idol. The greatest thing my father ever did is the greatest thing I ever did, was be a successful restaurateur.”
3. 
Why did Marc buy the building that houses Katz’s, and how has owning the building helped his business?

Student answers will vary but should include: Marc bought the building because he knew it was a great location, and if the building were his, he’d be willing to constantly upgrade the property. He feels that the growth that has occurred has been because he owns the building and invests in the property.
Chapter 37 (Chapter 20 on video)
Protect Your Priceless Data

This video features various security experts discussing the importance of making certain your business and personal data is secure.

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/800/803/homepage.jsp


1. 
How does Vicky Carlson back up her business’s data?

Student answers will vary but should include: Office Pavilion VP of operations makes certain that the computer data is backed up on tapes and the tapes are removed from the premises each evening. The data on the tapes are checked twice a week to make certain it is not corrupted; system restores are done frequently from the accurate tapes to make certain all the data is not only accurate but also up to date.

2. 
What happened when Suzanna Persa’s hard drive crashed?

Student answers will vary but should include: She lost everything that was on the computer, including her database.

3. 
In the video, what four things does David Perry, Global Director of Education for TrendMicro, state that the future of Internet security rests on?

Student answers will vary but should include: In the video David Perry states that the future of Internet security rests on: (1) Making operating systems and applications more secure. (2) Having better security applications such as anti-virus programs and firewalls. (3) Offering better user education about security issues. (4) Evolving laws worldwide dealing with the electronic frontier.

Chapter 42 (Chapter 16 on video)
Office Pavillion
This video features Vicky Carlson, owner of a Herman Miller office furniture dealership. The dealership, located in San Diego, California, sells cubicles and other furniture to clients that help the client create the style of atmosphere desired for his or her company. With 45 employees and $20 million in revenue, Vicky has had to make some tough business decisions to remain competitive. 

To learn more about this episode of Small Business School, go to: http://smallbusinessschool.org/webapp/sbs/600/605/homepage.jsp


1. 
Just after Vicky moved her company into a new, expensive building, sales dropped dramatically. What actions did Vicky take in order to ensure the long-term survival of her company?

Student answers will vary but should include: When sales dropped Vicky knew she had to cut a million dollars from her budget. She had a meeting with her management team and looked at the financials. She knew what revenue the company was generating and she had to make some good assumptions based on a real, but unknown future. After going through the expenses of each department Vicky knew that the two largest areas of expense were the new building, which they couldn’t do anything about, and her employees. Vicky decided to lay off employees and she made a fast decision that today she credits with having saved the company. Vicky says, “Don’t wait”—she knows that in order make timely and correct decisions you need to know your point of reference and not wait to make a decision.

2. 
How did Vicky learn how Office Pavilion operated?

Student answers will vary but should include: Vicky started from the bottom at Office Pavilion and was able to work in each department. This gave her an understanding about everything concerning Office Pavilion’s operation.

3. 
What is Vicky’s work philosophy?

Student answers will vary but should include: Get there early, stay late, get the job done, be organized, and deliver.





























































