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The U.S. Small Business Administration

F R O M T HE ADM I NI STRATOR

Finding Your Partner
for Success
I am proud to hold the seat in the President’s
cabinet responsible for helping America’s Mom
& Pop businesses grow and scale up. At the
U.S. Small Business Administration (SBA),
we are committed to empowering potential
entrepreneurs and small business owners
like you who help drive America’s economy.
In today’s competitive global landscape,
small businesses face major opportunities
and challenges. The SBA is here to help
with capital, counseling, contracts, and loan
assistance after a natural disaster. But our work
doesn’t happen alone. Just like any seasoned
entrepreneur can tell you, effective partnerships
are pivotal to an organization’s success.
That’s why we have dedicated resource
partners located in close proximity to virtually
every community in America. These partners
amplify the support SBA offers through oneon-one counseling, training and mentorship.
This issue of our resource guide spotlights
the 35th anniversary of our Small Business
Development Centers. SBDCs are the most
comprehensive small business assistance
network in the world, serving America’s
urban centers, rural towns and underserved
communities. They are hosted by universities
and economic development agencies, and
funded in part through cooperative agreements
with SBA.
Small business owners and aspiring
entrepreneurs can go to one of the more than
940 SBDC service locations throughout the
United States and its territories to obtain free
professional counseling from qualified business
4 — Illinois Small Business Resource

advisors. These SBDC advisors have expertise
and can consult with you about how to write a
successful business plan, obtain capital, market
your business, manage your working capital,
obtain a government contract, and export to
the billions of consumers who live outside of
our borders.
My personal commitment to help SBA serve
America’s small businesses is rooted in my
own entrepreneurial experience. Before taking
on the leadership of SBA, I started three small
businesses, including a community bank
that specialized in small business lending. I
understand firsthand the sacrifice, struggle
and strength that entrepreneurs muster
every single day to sustain their vision. My
success depended on my ability to seek out
knowledgeable and trusted counselors. I
wish I knew then what I know now: SBA and
its resource partners offer the services and
mentorship that can help you propel your
business.
I encourage you to leverage the partnerships
SBA and SBDC offer. Consult this resource
guide for more information and visit
www.sba.gov/ tools/local-assistance/sbdc to
find your local center.
After all, our business is to empower yours.
Sincerely,

Maria Contreras-Sweet
Administrator
U.S. Small Business Administration
Visit us online: www.sba.gov/il

The U.S. Small Business Administration

F R O M THE REGI ON V
A DM I NI STRATOR
MA R I ANNE M ARKOW I TZ
Welcome to the 2016-2017 edition of
the U.S. Small Business Administration
Illinois District Small Business Resource
Guide.

lending, procurement and training to help
grow small businesses. In the past year,
we have focused on being Smart, Bold
and Accessible.

One of my favorite aspects of being
Regional Administrator is that I have
the privilege of meeting small business
owners in the Midwest who are building
innovative companies, many of whom the
SBA has assisted. I can assure you that
aspiring and experienced entrepreneurs
are in good hands with the Illinois team.

By harnessing technology, virtual
innovations are providing easier and more
modern ways for delivering capital, which
is the key to small business success. We
have encouraged small businesses to be
bold and look for growth in new markets,
including via exporting, with trade
finance and counseling. Further, through
concentrated initiatives and partnerships,
access to our programs, and access to
success, has improved, especially for
harder to reach communities. As a result,
in the last few years, the SBA has had
some of its biggest lending years ever.

This Resource Guide connects you to
the SBA’s local resources in the Land of
Lincoln, including:
• The SBA District offices in Chicago
and Springfield
• Approximately 40 SBA resource
partners with knowledgeable,
experienced staff that provide
counseling and training to build your
skills for running your business
• Banks, credit unions and community
lenders that provide SBA-guaranteed
capital
• Organizations that can assist your firm
in becoming certified to compete for
federal government contracts
And the SBA website always is available
to provide program specifics, the latest
news, frequent webinars, and more than
130 free online courses on demand.
The SBA’s Region V, which includes
Illinois, Indiana, Michigan, Minnesota,
Ohio and Wisconsin, offers a range of

6 — Illinois Small Business Resource

Owning a business is an exciting and
challenging experience and the SBA will
continue to provide entrepreneurs the
necessary tools to succeed in today’s
global marketplace.
Let our skilled team of partners guide
you toward success. Contact the Illinois
District Office for more details on starting
or developing your business.
Sincerely,
Marianne Markowitz
Region V Administrator
U.S. Small Business Administrator

Visit us online: www.sba.gov/il

Illinois
Department of Commerce
& Economic Opportunity
Bruce Rauner, Governor

Small businesses
are a vital part
of our state’s
economy, creating
two out of every
three jobs in our
economy. Illinois’
1.2 million small businesses
make up over 90 percent of
employers and employ 2.4 million
people, nearly half of Illinois’
private workforce. Creating an
environment in which small
businesses can thrive is an
important part of growing Illinois’
economy.
The Illinois Department of
Commerce is committed to helping
entrepreneurs and small business
owners grow and succeed with
the resources and services offered
through Illinois’ Small Business
Development Center Network.
The one-on-one business support,
technical assistance, training,
and financial services offered by
our centers are terrific resources
for anyone looking to start or
grow a business. The network’s

Visit us online: www.sba.gov/il

International Trade Centers
also work with small businesses
interested in pursuing international
trade opportunities and increasing
their exports.
At the Department of Commerce
we are working hard to find new
ways to meet small businesses’
needs and make it easier to start
and grow a business in Illinois.
In addition to the essential services
that our Illinois Small Business
Development Centers provide, this
guide is a wonderful resource for
anyone looking to start or grow
their business. Provided by the U.S.
Small Business Administration,
this guide provides information on
incentives and services available
for small business owners. I am
pleased to support this great
resource for emerging small
business leaders.
Sincerely,
Sean McCarthy, Acting Director
State of Illinois
Department of Commerce
and Economic Opportunity

Illinois Small Business Resource —
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ILLINOIS

Message From The District Director

SBA Staff Listing
www.sba.gov/il
District Director
Robert Steiner
312-353-5031
robert.steiner@sba.gov

Economic Dev. Specialist
Phyllis Shelton
312-353-4519
phyllis.shelton@sba.gov

Deputy District Director
Ricardo Garcia
312-353-4585
ricardo.garcia@sba.gov

Lead Econ. Dev. Specialist
Mark Ferguson
312-353-5430
mark.ferguson@sba.gov

Public Affairs Specialist
Jessica Mayle
312-886-0409
jessica.mayle@sba.gov

District Support Assistant
Luz Rodriguez
312-353-4528
luz.rodriguez@sba.gov

Supervisory Lender
Relations Specialist
Robert Esquivel
312-353-6557
robert.esquivel@sba.gov

Springfield Branch Mgr.
Valerie Ross
217-793-5020 ext. 108
valerie.ross@sba.gov

Program Support Assistant
Lender Relations Specialist Stephanie Schatz
Patrick Piorkowski
217-793-5020 ext. 114
312-353-5060
stephanie.schatz@sba.gov
patrick.piorkowski@sba.gov
Attorney Advisor
Administrative Officer
Mary Beth Cvengros
Sheila Bartolomei
312-353-4663
312-886-1022
mary.cvengros@sba.gov
sheila.bartolomei@sba.gov
Attorney
District Support Assistant John Baker
Lenore Rodgers
312-886-0833
312-353-4385
john.baker@sba.gov
lenore.rodgers@sba.gov
Attorney
Supervisory Business
Kate O’Loughlin
Development Specialist
312-353-9098
Rosalyn Putman
kate.oloughlin@sba.gov
312-353-5037
Paralegal
rosalyn.putman@sba.gov
Margie Pascual
Business Dev. Specialist
312-353-5481
Lolitha McKinney
margaret.pascual@sba.gov
312-353-5850
Paralegal
lolitha.mckinney@sba.gov
Eileen Sender-Vaca
Business Dev. Specialist
312-353-4514
Ron Miller
eileen.sender.vaca@sba.gov
312-353-7076
Paralegal
ronald.miller@sba.gov
Teresa Sienkiewicz
Business Dev. Specialist
312-353-4531
Don Pellico
teresa.sienkiewicz@sba.gov
312-353-3962
Staff Assistant
donald.pellico@sba.gov
Ann Marie Handzlik
Supervisory Econ. Dev.
312-353-5073
Specialist
annmarie.handzlik@sba.gov
Carole Harris
SCORE Mentoring
312-353-4003
Margarita Hernandez
carole.harris@sba.gov
312-353-7724
Economic Dev. Specialist
info@scorechicago.org
Steve Konkle
SCORE Workshop
312-886-4208
Coordinator
stephen.konkle@sba.gov
Mercedes Jairala
312-353-4540
mjairala@scorechicago.org
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Ready, Set, Grow
The SBA and its partners throughout Illinois are here to help
your business succeed.

If you’re a dreamer with a great
idea, a seasoned entrepreneur,
or anywhere in between, the
Illinois Small Business Resource
Guide is for you. We hope you
find the information here helpful
as you start, build, and grow your
business.

I also urge you to learn more
about doing business with the
world’s largest customer, the U.S.
government, and how the SBA
paves the way for small business
government contractors. Our
HUBZone and 8(a) Business
Development programs ensure
small businesses compete on a level
Running a small business isn’t easy. playing field for billions of dollars
But whatever challenge you face,
in federal contracts awarded every
you can rest assured that another
year.
small business owner has been
there before – and found a solution. Small businesses are the engine
Read on to learn about the wide
of our nation’s economy, and you
variety of programs and services the play a key role in providing jobs,
Small Business Administration’s
products, and services in Illinois
Illinois District offers throughout
and far beyond. Let us know how
the state, as well as the extensive
we can help. Visit our website
network of counselors, trainers,
at www.sba.gov/il, text SBA to
agencies and private institutions
GOV311 (468311) to receive a link
standing by, ready to help you
to subscribe for email updates,
thrive in today’s economy.
or attend an in-person or online
event. Good luck, and we look
Our technical assistance partners,
forward to seeing your business
including the Illinois Small Business flourish.
Development Center at the state
Sincerely,
Department of Commerce and
Robert S. Steiner
Economic Opportunity, SCORE
volunteers, Women’s Business
District Director of
Centers, and the Veterans Business SBA’s Illinois District Office
Outreach Center, provide low
and no-cost services to assist
entrepreneurs, training in essential
management skills, and one-onone counseling to review business
plans and answer your questions.
If you need additional financial
capital, SBA’s loan guaranty
programs help lenders in our
region extend credit on favorable
terms.
Visit us online: www.sba.gov/il

Doing Business in Illinois

The SBA helps business
owners grow and expand
their businesses every day.
disadvantaged individuals through the
Business Development Program. Please
contact Rosalyn Putman at 312-353-5037
or email: rosalyn.putman@sba.gov.
A Women’s Business Ownership
Representative is available to assist
women business owners. Please contact
Carole Harris at 312-353-4003 or
e-mail: carole.harris@sba.gov.

THE ILLINOIS DISTRICT OFFICE

The Illinois District Office is responsible
for the delivery of SBA’s many programs
and services. The District Director is
Robert Steiner. The District Office is
located at 500 West Madison Street, Suite
1150, Chicago, IL 60661. Office hours are
from 8:00 a.m. until 4:30 p.m., Monday
through Friday.
The Springfield Branch office is located
at 3330 Ginger Creek Road, Suite B-East,
Springfield, IL 62711. The Branch
Manager is Valerie Ross.

CONTACTING THE ILLINOIS
DISTRICT OFFICE

For program and service information,
please contact us at 312-353-4528.

SERVICES AVAILABLE

Financial assistance for new or existing
businesses through guaranteed loans
made by area bank and non-bank
lenders. Please contact Robert Esquivel
at 312-353-6557 or email:
robert.esquivel@sba.gov.
Free counseling, advice and information
on starting, better operating or expanding
a small business through the Service
Corps of Retired Executives (SCORE),
Small Business Development Centers
(SBDC) and Women’s Business Centers
(WBC). They also conduct training events
throughout the district - some require a
nominal registration fee.
Assistance to businesses owned and
controlled by socially and economically

SUCCESS STORY
Illinois Construction Firm Builds Off
Two Decades of Success
Ask Gale Construction owner Laura Pager
what she’s most proud of, and the answer
is simple: “That we’re still standing after 20
years.”
But success didn’t happen overnight. As
with so many of the projects the firm has
tackled over its history, Gale Construction
was built one brick at a time.
The Joliet, Illinois-based company
specializes in highway construction and
heavy and civil construction projects
for local, state, and federal agencies, as
well as commercial customers. Since
becoming certified in the Small Business
Administration’s 8(a) program, which
provides assistance to socially and
economically disadvantaged business

owners, it has also gained a foothold in the
world of government contracting.
Pager was working in the investment
world in 1996 when she got a call from an old
high school friend, Mike Gale, with a plan to
go into business together. She had experience
within finance and money management,
and Gale was knowledgeable about on-theground operations. The pair had a good
synergy, and within four months, she’d quit
her old job and the company incorporated.
Some of their first projects were driveways
and sidewalks, and local bond referendums
also provided lots of opportunities.
“We cut our teeth doing pedestrian
bridges and bike paths,” Pager said. “We got
really good at them.”

Special loan programs are available for
businesses involved in international trade
as well as those programs that assist
veterans. For more details, please contact
our International Trade and our Veterans
Affairs officer, Stephen Konkle at
312-886-4208 or e-mail:
stephen.konkle@sba.gov.

We Welcome Your
Questions
For extra copies of this publication or
questions please contact:
Illinois District Office
500 West Madison Street, Suite 1150
Chicago, IL 60661
Tel: 312-353-4528 Fax: 312-886-5688
Website: www.sba.gov/il
As Gale Construction grew, so did
Pager’s share of the company, and by 2010
she owned 100 percent. (Her partner, Gale,
has stayed on as Director of Operations.)
Soon thereafter, the recession hit. It was
a challenging time for the company, and
Pager also took time off to deal with health
issues. As she began to return to work, she
saw a newspaper article about a federal
construction project in Lockport, Illinois.
She remembers her boyfriend asking, “Hey,
why aren’t you guys doing this project?” The
comment inspired her to investigate further.
Gale Construction ended up working
as a subcontractor on the Lockport project,
which put it on the path to 8(a) certification.
Within three months of becoming certified,
the company got its first sole-source contract
for materials and supplies. In the years
since, it has completed projects with the
Federal Aviation Administration and U.S.
Department of Agriculture, among others.
With the growth spurt came a few HR
problems – for a time, Gale Construction
tried both an in-house accountant and
continued on page 24

Visit us online: www.sba.gov/il

Illinois Small Business Resource —
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Celebrating a Resource
Partner Milestone

FEATURE

by Paula Panissidi, SBA’s Director of Marketing

If you’re a small business owner,
whether you’re just starting out or have
been in business for a while, you’re
likely wearing multiple hats…So many
hats, in fact, that it’s very easy to miss
the little successes along your journey
as an entrepreneur. Those milestones
give us perspective and, often, a sense
of accomplishment. They allow us to
see just how far we’ve come. So, it’s
important to celebrate them.

focus areas, such as green business
technology, disaster preparedness
and recovery, veteran’s assistance,
technology transfer, and regulatory
compliance. And, with more than
900 locations throughout the country,
Guam, Puerto Rico, American Samoa,
and the U.S. Virgin Islands, SBDCs
are unparalleled in their reach as
a professional business counseling
network.

Hiring your first employee. The first
month you made a profit. Getting your
first huge client or public endorsement.
Securing that first loan so you can
expand your business. Opening
that second location. These are all
important milestones, but many years
in the future these milestones will
also help you gauge the impact you’ve
made…whether on an individual, in a
community, or globally.

In recognition of the tremendous
contribution SBDCs have made and
continue to make to the growth and
sustainability of America’s small
businesses, this edition of SBA’s Small
Business Resource Guide is dedicated to
America’s Small Business Development
Centers. The next several pages profile
just a handful of the small businesses
that have succeeded, in large part, due
to the assistance they received from
an SBDC. We hope these stories both
inspire and motivate you to pursue the
path of entrepreneurship.

It is with this appreciation for milestones
in mind that we recognize the 35th
anniversary of the Small Business
Development Center (SBDC) program.
Funded in part through cooperative
agreements with the SBA, SBDCs offer
existing and future entrepreneurs free
business counseling and planning
assistance, as well as insight and
guidance with respect to several special

10 — Illinois Small Business Resource

To learn more about Small Business
Development Centers, please read the
Counseling section of this resource guide.
To find the nearest SBDC, visit
www.sba.gov and click on the Local
Assistance tab.

Visit us online: www.sba.gov/il

COUNSELING

Getting Help to Start, Market and Manage Your Business

SBA’S RESOURCE
PARTNERS

In addition to our district offices,
which serve every state and territory,
the SBA works with a variety of local
resource partners to meet your small
business needs: SCORE chapters,
Small Business Development Centers
(SBDCs), and Women’s Business
Centers (WBCs). This partner network
reaches into communities across
America: More than 13,000 business
counselors, mentors and trainers
Visit us online: www.sba.gov/il

are available through over 320
SCORE chapters, 900 Small Business
Development Centers, and 110 Women’s
Business Centers. These professionals
can help with writing a formal business
plan, locating sources of financial
assistance, managing and expanding
your business, finding opportunities
to sell your goods or services to the
government, and recovering from
disaster. To find your local district office
or SBA resource partner, visit
www.sba.gov/tools/local-assistance.

SCORE

SCORE is a national network of more
than 11,000 entrepreneurs, business
leaders and executives who volunteer as
mentors to America’s small businesses.
SCORE leverages decades of experience
from seasoned business professionals
to help small businesses start, grow
companies and create jobs in local
communities. SCORE does this by
harnessing the passion and knowledge
of individuals who have owned and
managed their own businesses and
want to share this “real world” expertise
with you. With more than 320 offices

ON THE UPSIDE
It’s true, there are a lot of
reasons not to start your
own business. But for the
right person, the advantages
of business ownership far
outweigh the risks.

• You get to be your own boss.
• Hard work and long hours directly benefit you,
rather than increasing profits for someone else.
• Earnings and growth potential are unlimited.
• Running a business will provide endless
variety, challenge and opportunities to learn.

Illinois Small Business Resource —
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very year, the U.S. Small
Business Administration
and its nationwide network
of resource partners help
millions of potential and
existing small business owners start,
grow and succeed.
Whether your target market is global
or local, the SBA and its resource
partners can help at every stage of
turning your entrepreneurial dream
into a thriving business.
If you’re just starting out, the SBA
and its resources can help you with
business and financing plans. If you’re
already in business, you can use
the SBA’s resources to help manage
and expand your business, obtain
government contracts, recover from
disaster, find foreign markets for your
produce or services, and make your
voice heard in the federal government.
You can access SBA information at
www.sba.gov or visit one of our local
offices for assistance.

throughout the country, SCORE
provides key services both face-to-face
and online to busy entrepreneurs who
are just getting started or in need of
an experienced business professional
as a sounding board for their existing
business. SCORE can help you as they
have done for more than 10 million
entrepreneurs and small business
owners by matching your specific needs
with a business mentor, traveling to
your place of business for an on-site
evaluation, and teaming with several
SCORE mentors to provide you with
tailored assistance in a number of
business areas.
• SCORE mentors understand the
needs and challenges of managing
successful businesses because
they’ve experienced them too.
Most have owned and operated
their own businesses or served
in management positions for our
nation’s top companies.
•		SCORE chapters provide business
workshops and seminars on topics
customized to the needs of the
local business community. In
all communities, SCORE offices
advocate the need for business
planning and offer an introduction
to the fundamentals of a business
plan.
•		For established businesses, SCORE
offers in-depth training on topics
such as customer service, hiring
practices, using the Internet for
business, marketing, home-based
business operations and many other
issues.
Since 1997, SCORE has offered a
leading online business resource for
entrepreneurs – www.score.org. This
site is a comprehensive small business
resource that includes SCORE’s 24/7
email mentoring service. Entrepreneurs
can use email mentoring available at
www.score.org/mentors to search a
database of hundreds of SCORE online

COUNSELING

mentors with a combined knowledge of
more than 600 business backgrounds.
For information on SCORE and to get
your own business mentor, visit www.
sba.gov/score, go to www.score.org or call
1-800-634-0245 for the SCORE office
nearest you.

Central Illinois SCORE

P.O. Box 5696
Bloomington, IL 61702
309-664-0549
centralillinois.score.org

Chicago SCORE

500 W. Madison St., Ste. 1150
Chicago, IL 60661
312-353-7724
chicago.score.org

Decatur SCORE

1184 W. Main St., Millikin University
Decatur, IL 62522
217-424-6297
decatur.score.org

East Central Illinois SCORE
303 W. Kirby Ave.
Champaign, IL 61820
217-359-1791
eci.score.org

Fox Valley SCORE

1444 N. Farnsworth
Aurora, IL 60505
630-375-6026
foxvalley.score.org

Peoria SCORE

100 S.W. Water St.
Peoria, IL 61602
309-676-0755
peoria.score.org

Quad Cities SCORE

331 W. Third St.
Davenport, IA 52801
309-797-0082
quadcities.score.org

Quincy Tri-State SCORE

300 Civic Center Plaza, c/o C of C
Quincy, IL 62301
217-222-8093
quincytristate.score.org

Springfield, Illinois SCORE

3330 Ginger Creek Dr., Ste. B South
Springfield, IL 62711
217-381-5143
springfieldil.score.org

SW Illinois SCORE

5800 Godfrey Rd.
Godfrey, IL 62035
618-467-2280
swillinois.score.org

12 — Illinois Small Business Resource

SMALL BUSINESS
DEVELOPMENT CENTERS

The U.S. Small Business
Administration’s Small Business
Development Centers (SBDC) mission
is to build, sustain, and grow small
businesses; promote small business
development; and enhance local
economies by creating businesses and
fulfilling its mission of creating jobs.
The SBDCs are vital to SBA’s
entrepreneurial outreach and have been
providing service to small businesses
for over 35 years. It is one of the
largest professional small business
management and technical assistance
networks in the nation. With over 900
locations across the country, SBDCs
offer existing and future entrepreneurs
free one-on-one expert business
counseling and low-cost training by
qualified small business professionals.
In addition to its core business
development services, the SBDCs offer
special focus areas such as disaster
recovery and preparedness, technology
transfer and commercialization,
regulatory compliance, and accessing
unique resources for women, minority,
and veteran business owners and
entrepreneurs. SBDCs have also
increased their capacity to help U.S.
entrepreneurs enter global markets
through export readiness assessment,
training, regulatory compliance and
a broad range of international trade
assistance for new and existing
exporters.
The program combines a unique
combination of federal, state and private
sector resources to provide, in every
state and territory, the foundation
for the economic growth of small
businesses. In FY2015 they:
•		Assisted more than 12,000
entrepreneurs to start new
businesses – equating to nearly 32
new business starts per day.
• Provided counseling services and
training services to over 549,000
clients.
• Raised more than 4.68 billion in
capital infusion.
The efficacy of the SBDC program
has been validated by a nationwide
evaluation study. Of the clients
surveyed, more than 80 percent
reported that the business assistance
they received from the SBDC counselor
was worthwhile. The top five impacts of
counseling cited by SBDC clients were
revising marketing strategy, increasing
sales, expanding products and services,

improving cash flow and increasing
profit margin. More than 40 percent
of long-term clients who received five
hours or more of counseling reported an
increase in sales and profit margins.
For information on the SBDC
program, visit www.sba.gov/sbdc.

Illinois SBDC Lead Center at the
Department of Commerce and Economic
Opportunity
State Director
Mark Petrilli
500 E. Monroe, 5th Fl.
Springfield, IL 62701
217-524-5700 • 217-557-2853 Fax
mark.petrilli@illinois.gov

Note: * Indicates that the SBDC also
provides TIES services.

Illinois SBDCs - 28 Centers
Bethel New Life

Curt Roeschley
1140 N. Lamon
Chicago, IL 60651
773-473-7870 ext. 185
croeschley@bethelnewlife.org

Bradley University *

Ross Miller
1501 W. Bradley Ave., 141 Jobst Hall
Peoria, IL 61625-0001
309-677-2992 • 309-677-3386 Fax
illinoissbdc@bradley.edu

Champaign County *

Don Elmore
1817 S. Neil St., Ste. 201
Champaign, IL 61820
217-378-8535
don@cusbdc.org

Chicagoland Chamber

Florence Hardy
410 N. Michigan Ave., Ste. 900
Chicago, IL 60611
312-494-6772 • 312-861-0660 Fax
fhardy@chicagolandchamber.org

Chicago State University

Scott Upshaw
9501 S. King Dr., BHS 601
Chicago, IL 60628-1598
773-995-4487 • 773-821-2841 Fax
supshaw@csu.edu

Danville Area Comm. College

Carol L. Nichols
2917 N. Vermillion
Danville, IL 61832
217-442-7232 • 217-442-1897 Fax
sbdc@dacc.edu

College of DuPage

Rita Haake
2525 Cabot Dr., Ste. 201
Lisle, IL 60532
630-942-2771 • 630-505-4931 Fax
haaker@cod.edu
Visit us online: www.sba.gov/il

College of Lake County

McHenry County College

Women’s Bus. Dev. Center

Elgin Community College

New Covenant CDC

Illinois SBDC ITCs – 7 Centers

Frank Brisbois
1200 University Center Dr., Ste. 302
Grayslake, IL 60030-1198
847-543-2033 • 847-223-9371 Fax
fbrisbois@clcillinois.edu

Governor’s State University

Priscilla Codero
College of Business, Rm. 3300
University Park, IL 60466-0975
708-534-8390 • 708-534-1646 Fax
pcordero@govst.edu

Harper College

Tom Cassell
650 E. Higgins Rd., Ste. 106
Schaumburg, IL 60173
847-925-6570 • 847-925-6109 Fax
tcassell@harpercollege.edu

Illinois Hispanic Chamber

Silvia Bonilla
222 Merchandise Mart, Ste. 1212
Chicago, IL 60654
312-425-9500 • 312-229-1918 Fax
sbdc@ihccbusiness.net

Illinois Valley Comm. College

Bev Malooley
815 N. Orlando Smith Ave., Bldg. 11
Oglesby, IL 61348-9692
815-224-0212 • 815-223-1780 Fax
bev_malooley@ivcc.edu

Industrial Council of NW Chicago

Emily Lo
320 N. Damen Ave., Ste. 100
Chicago, IL 60612
312-421-3941 • 312-421-1871 Fax
emily@industrialcouncil.com

Joseph Center

Melissa Brown
7600 W. Roosevelt
Forest Park, IL 60130
708-697-6234 • 708-488-2290 Fax
mbrown@livingwd.org

Kankakee Community College

Ken Crite
100 College Dr.
Kankakee, IL 60901
815-802-8222 • 815-802-8101 Fax
kcrite@kcc.edu

Lincoln Land Community College

Kevin Lust
8 S. Old State Capitol Plaza
Springfield, IL 62701
217-544-7232 • 217-522-3512 Fax
sbdc@llcc.edu

Visit us online: www.sba.gov/il

Angelique Orr
1111 S. Homan Ave., 2nd Fl.
Chicago, IL 60624
773-826-0398 • 773-826-2327 Fax
angelique.newcovenantcdc@gmail.com

NORBIC

Andrew Fogaty
8420 Bryn Mawr Ave., Ste. 1020
Chicago, IL 60631
773-594-9292 ext. 110
773-594-9416 Fax
sbdc@norbic.org

Quad Cities Chamber of Commerce
Michelle Lewis
1601 River Dr., Ste. 310
Moline, IL 61265
563-823-2690
mlewis@quadcitieschamber.com

Shawnee Community College

Candy Eastwood
8364 Shawnee College Rd.
Ullin, IL 62992-2206
618-634-3371 • 618-634-3414 Fax
candye@shawneecc.edu

Southeastern Illinois College

Lori Cox
2 E. Locust St., Ste. 200
Harrisburg, IL 62946
618-252-5001 • 618-252-0210 Fax
lori.cox@sic.edu

SIU-Carbondale *

Greg Bouhl
1740 Innovation Dr.
Carbondale, IL 62903
618-536-2424 • 618-453-5040 Fax
sbdc@siu.edu

SIU-Edwardsville

Patrick McKeehan
Campus Box 1107, Alumni Hall 2126
Edwardsville, IL 62026
618-650-2929 • 618-650-2647 Fax
pmckeeh@siue.edu

SIU-E East St. Louis Satellite

Patrick McKeehan
601 James R Thompson Blvd., Bldg. D, Rm. 1017
East St. Louis, IL 62201
618-482-8329 • 618-482-8341 Fax
pmckeeh@siue.edu

U of I - Chicago *

Denise Ching
815 W. Van Buren, Ste. 400
Chicago, IL 60607
312-996-4057 • 312-413-1265 Fax
dfrant1@uic.edu

Karen Goldner
8 S. Michigan Ave., Ste. 400
Chicago, IL 60603-3302
312-853-3477 • 312-853-0145 Fax
kgoldner@wbdc.org

COUNSELING

Sybil Ege
1700 Spartan Dr., Bldg. E, Ste. E105
Elgin, IL 60123-7193
847-214-7488 • 847-608-5470 Fax
sege@elgin.edu

Kristi Patterson
4100 West Shamrock Ln.
McHenry, IL 60050
815-455-6098 • 815-578-9684 Fax
sbdc@mchenry.edu

Bradley University ITC

Jim Foley
1501 W. Bradley Ave., 141 Jobst Hall
Peoria, IL 61625-0001
309-677-3075 • 309-677-3386 Fax
illinoissbdcitc@bradley.edu

Champaign County

Kathie Cravens
1817 S. Neil St., Ste. 201
Champaign, IL 61820
217-378-8535
kathie@champaigncountyedc.org

College of DuPage ITC

Zach Persons
2525 Cabot Dr., Ste. 201
Lisle, IL 60532
630-942-3041 • 630-505-4931 Fax
personz@cod.edu

College of Lake County

Nicole Massey-Pratt
1200 University Drive, Ste. 302
Grayslake, IL 60030-1198
847-543-2033 • 847-543-2306 Fax
nmasseypratt@clcillinois.edu

Governors State University ITC

Mary H. X. Ma
College of Business, Rm. 3300
University Park, IL 60466-0975
708-534-6976 • 708-534-1646 Fax
hma@govst.edu

SIU-Carbondale ITC

Robyn Russell
1740 Innovation Dr.
Carbondale, IL 62903
618-536-2424 • 618-453-5040 Fax
rrussell@biz.siu.edu

SIU-Edwardsville ITC

Silvia Torres Bowman
Campus Box 1107, Alumni Hall 2126
Edwardsville, IL 62026
618-650-2452 • 618-650-2647 Fax
sitorre@siue.edu

U.S. Export Assistance Centers

SBA trade finance specialists are
co-located in 19 U.S. Export Assistance
Centers throughout the U.S., with
U.S. Department of Commerce and, in
some locations, Export-Import Bank
of the U.S. personnel. This multiple
agency collaboration provided trade
promotion and export-finance assistance
in a single location. The USEACs
also work closely with other federal,
state and local international trade
Illinois Small Business Resource —
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organizations to provide assistance to
small businesses. To find your nearest
USEAC, visit: http://www.sba.gov/content/
us-export-assistance-centers. You can
find additional export training and
counseling by contacting your local SBA
district office.

WOMEN’S BUSINESS CENTERS

The SBA’s Women Business Center
(WBC) program is a network of over 100
community-based centers that provide
business training, counseling, coaching,
mentoring and other assistance geared
toward women, particularly those
who are socially and economically
disadvantaged. WBCs are located in
nearly every state and U.S. territory
including the District of Columbia
and the territories of Puerto Rico and
American Samoa. They are partially
funded through a cooperative agreement
with the SBA.
To meet the needs of women
entrepreneurs, WBCs offer services
at convenient times and locations,
including evenings and weekends.
WBCs are located within non-profit host
organizations that offer a wide variety
of services in addition to the services
provided by the WBC. Many of the
WBCs also offer training and counseling
and provide materials in different
languages in order to meet the diverse
needs of the communities they serve.
WBCs often deliver their services
through long-term training or group
counseling, both of which have shown to
be effective. WBC training courses are
often free or are offered for a small fee.
Some centers will also offer scholarships
based on the client’s needs.
A number of WBCs also provide
courses and counseling via the Internet,
and in mobile classrooms and satellite
locations. In fiscal year 2015, the WBC
program counseled and trained over
140,000 clients, creating local economic
growth and vitality. The WBCs helped
entrepreneurs access more than
$87 million dollars in capital. Based
on a 2010 Impact Study, of the WBC
clients that have received three or
more hours of counseling, 15 percent
indicated that the services led to hiring
new staff, 34 percent indicated that
the services led to an increased profit
margin, and 47 percent indicated that
the services led to an increase in sales.
In addition, the WBC program has
taken a lead in preparing women
business owners to apply for the
Women-Owned Small Business
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(WOSB) Federal Contract program
that authorizes contracting officers to
set aside certain federal contracts for
eligible women-owned small businesses
or economically disadvantaged womenowned small businesses. For more
information on the program, visit
www.sba.gov/wosb.
To find the nearest SBA WBC, visit
www.sba.gov/women.

SBA EMERGING LEADERS

The intense seven-month
entrepreneurship training for identified
SBA Emerging Leaders creates a
learning environment to accelerate
the growth of high-potential small
businesses, stimulates job creation
and helps drive economic development
within their communities. A competitive
selection process results in company
executives participating in highlevel training and peer-networking
sessions led by professional instructors.
Graduates are poised to create an
economic ripple effect because they
are now equipped with the support,
resources and enhanced business skills
necessary to succeed.
Impact of Emerging Leaders:
The initiative is currently offered in
51 underserved communities across the
country.
To date 3,000 businesses have
participated and nearly 2,700 Emerging
Leaders have graduated since its
inception. A study of Emerging Leaders
past participants reported that:
•		Nearly 70% obtained revenue
growth
•		Over 80% created new jobs or
		retained all
•		Participants secured federal, state,
		local and tribal contracts awards
		over $1 Billion
•		95% were satisfied with the
Emerging Leaders program
Visit www.sba.gov/emergingleaders for
more information.

SBA’S LEARNING CENTER

SBA’s Learning Center is a virtual
campus complete with free online
courses, workshops, podcasts and
learning tools.
Key Features of the SBA’s Learning
Center:
• Training is available anytime and
anywhere — all you need is a
computer (or mobile device) with
Internet access.
•		Nearly 50 free online and
interactive courses are available.

•		Checklists and worksheets to get
your business planning underway.
•		Course topics include how to
write a business plan, financing
options that include SBA lending
programs, mastering overseas
markets through exporting, public
sector procurement tactics, and
specialty material for veterans,
young entrepreneurs, and women
business owners.
•		Over ten new courses launched
in the last year; including a new
Spanish-language version of a
course for Young Entrepreneurs.
Visit www.sba.gov/learning for these
free resources.

SBA’S CLUSTER INITIATIVE

The SBA is investing in regional
innovation clusters throughout
the US that span a variety of
industries, ranging from energy
and manufacturing to advanced
defense technologies. Clusters
are geographic concentrations of
interconnected companies, specialized
suppliers, academic institutions,
service providers and associated
organizations with a specific industry
focus. They provide high-value,
targeted connecting of small and large
businesses, including networking with
potential industry partners abroad.
The Regional Innovation Clusters
serve a diverse group of sectors and
geographies. Three of the initial pilot
clusters, termed Advanced Defense
Technology clusters, are specifically
focused on meeting the needs of the
defense industry. The Wood Products
Cluster, debuted in 2015, supports
the White House’s Partnerships for
Opportunity and Workforce and
Economic Revitalization (POWER)
Initiative for coal communities. All of
the clusters support small businesses
by fostering a synergistic network
of small and large businesses,
university researchers, regional
economic organizations, stakeholders,
and investors, while providing
matchmaking, business training,
counseling, mentoring, and other
services to help small businesses
expand and grow.
Throughout the initiative, SBA
has asked a third- party evaluator to
examine SBA’s Regional Innovation
Clusters in detail, including their
various stakeholder participants and
the services and activities provided
by the clusters, with a focus on small
business participants. Some highlights
Visit us online: www.sba.gov/il

COUNSELING

from the Year 3 report, released in
July 2014, include the following:
•		80% of participants agree that
cluster activities led to increases in
collaborative activity within their
region;
•		Cluster administrators provided
more than 13,000 hours of one-onone assistance to more than 460
small businesses, with recipient
small businesses receiving an
average of nearly 29 hours each.
•		The value of economic activity
in the third year of the program
totaled more than $3.9 Billion
•		Employment in cluster-associated
small businesses grew an average of
6.9%, more than 4 times faster than
the regional benchmark.
•		Revenues in cluster-associated
small businesses increased an
average of 6.9%, nearly twice as fast
as comparable firms
For more information on SBA’s
Cluster Initiative, go to
www.sba.gov/clusters.

SBA’S SCALEUP AMERICA
INITIATIVE

The SBA’s new ScaleUp America
Initiative is designed to help small
firms with high potential to “scale
up” and grow their businesses so
that they will provide more jobs and
have a greater economic impact, both
locally and nationally. The SBA has
structured this community-focused
initiative with local entrepreneurial
ecosystems in mind: a key emphasis
of the program is building and
strengthening entrepreneurial
networks within a particular

community, so that firms can grow
by leveraging and complimenting the
existing resources and expertise in
their areas.
The ScaleUp initiative functions
by supporting communities’ efforts
to deliver cohort-based intensive
assistance to established highpotential small businesses and
entrepreneurs that are primed
for growth beyond the start-up or
early stages. The initiative provides
funds to organizing entities in local
communities to do the following:
•		deliver a proven entrepreneurship
education curriculum for growthoriented entrepreneurs and small
businesses; provide on-going one-onone support,
•		provide mentoring and technical
assistance;
•		facilitate connections to growth
capital; and
•		identify opportunities to build
and strengthen connections and
networks in their community.
Since launching this initiative, the
SBA has awarded funding support to
a geographically and organizationally
diverse group of fifteen ScaleUp
communities.
For more information on SBA’s
ScaleUp America Initiative, go to

tasks of starting and managing
a business. Developed jointly by
the Federal Deposit Insurance
Corporation (FDIC) and the U.S.
Small Business Administration
(SBA), this instructor-led curriculum
consists of 13 modules. Each module
includes a fully scripted instructor
guide, participant workbook, and
PowerPoint slides. These resources
enable an organization to offer Money
Smart for Small Business classes
right away. The modules provide
the most essential information on
running a small business from a
financial standpoint. In addition to
grounding participants in the basics,
the curriculum serves as a foundation
for more advanced training and
technical assistance. You can find this
curriculum by visiting www.sba.gov/
moneysmart.
To learn more about the Financial
Literacy and Education Commission,
visit www.mymoney.gov.

www.sba.gov/scaleup

FINANCIAL LITERACY

If you want to start a business or
learn how to better manage your
business money, consider Money
Smart for Small Business. Money
Smart for Small Business provides a
practical introduction to the everyday

REACHING UNDERSERVED COMMUNITIES
The SBA also offers a number of
programs specifically designed to meet
the needs of underserved communities.

ENCORE ENTREPRENEURS

With their range of life experiences
and their tendency to have more
disposable income, entrepreneurs age
50 and older are one of the fastest
growing groups of business owners.
To help meet the needs of “encore
entrepreneurs,” SBA and AARP have
joined forces to mentor, counsel,
and educate Americans age 50 and
over on how to start or grow a small
business. Through this partnership,
SBA and AARP collaborate to connect
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the 50+ population to small business
development resources, including online
courses, webinars, live workshops,
conferences, and mentoring activities.
For additional information, visit
www.sba.gov/encore.

BUSINESS SMART TOOLKIT

SBA’s Office of Entrepreneurial
Development in partnership with the
National Association of Government
Guaranteed Lenders (NAGGL)
developed the Business Smart Toolkit.
The toolkit is a ready-to-use workshop
that lays the groundwork for helping
new and aspiring entrepreneurs launch
a business idea and understand the

steps to building a business that is
credit ready. The Business Smart
Toolkit was designed to provide
resources for underserved communities.
The information is laid out simply
in three modules. The three modules
focus on: 1) Basics of Business startup;
2) Essentials of becoming credit-ready;
and 3) How and where to find additional
small business support and educational
resources. The toolkit is designed
for local community organizations
whose constituents are interested in
starting a business but do not know
where to begin. The curriculum will
allow the local organization to provide
their constituents with enough basic
Visit us online: www.sba.gov/il

REACHING UNDERSERVED COMMUNITIES

FAITH-BASED AND
COMMUNITY INITIATIVES

SBA’s Center for Faith-Based and
Community Initiatives works to engage
and build strong partnerships with
community and nonprofit organizations,
both secular and faith-based, to support
entrepreneurship, economic growth and
promote prosperity for all Americans.
The Center works in coordination
with other offices within the Agency
to formulate policies and practices
that extend the reach and impact of
SBA programs into local communities.
SBA recognizes the important role
community leaders and networks have
in economic development at the local
and national level. Further, the Center
plays a key role in helping identify,
engage and impact underserved
communities. For additional
information, visit
www.sba.gov/faith-based.

LGBT BUSINESS OUTREACH
INITIATIVE

The SBA’s groundbreaking outreach
to the Lesbian, Gay, Bisexual and
Transgendered (LGBT) community
is for the first time bringing SBA
resources directly to LGBT business
owners. Recognizing the unique
challenges faced by the nation’s 1.4
million LGBT-owned businesses,
the SBA has partnered with
several national business advocacy
organizations, including the National
Gay and Lesbian Chamber of
Commerce, to increase the use of SBA
programs by LGBT owned businesses.
The SBA is the nation’s leading
advocate and champion for all
entrepreneurs and is deeply committed
to helping LGBT-owned small
businesses launch, innovate, hire
and grow. Across the country, our
resource partners are providing LGBT
entrepreneurs with game-changing
business advice. For more information
on LGBT business development, go to
www.sba.gov/LGBT or e-mail:
lgbt@sba.gov.

Visit us online: www.sba.gov/il

NATIVE AMERICAN BUSINESS
DEVELOPMENT

The SBA Office of Native American
Affairs (ONAA) ensures that American
Indians, Alaska Natives and Native
Hawaiians seeking to create, develop
and expand small businesses have full
access to the business development and
expansion tools available through the
Agency’s entrepreneurial development,
lending, and contracting programs.
The office provides a network of
training initiatives that include a
Native Entrepreneurial Empowerment
Workshop, a Native American 8(a)
Business Development Workshop, a
Money Smart Workshop, an Incubator
Workshop and the online tool, “Small
Business Primer: Strategies for
Growth.” ONAA also is responsible for
consulting with tribal governments
prior to finalizing SBA policies that may
have tribal implications. Visit
www.sba.gov/naa for more information.

WOMEN BUSINESS OWNERS

Women entrepreneurs are changing
the face of America’s economy. In the
1970s, women owned less than
5 percent of the nation’s businesses.
Today, they are majority owners
of about a third of the nation’s small
businesses and are at least equal
owners of about half of all small
businesses. SBA serves women
entrepreneurs nationwide through its
various programs and services, some
of which are designed especially for
women.
The SBA’s Office of Women’s
Business Ownership (OWBO) serves
as an advocate for women-owned
businesses. The office oversees a
nationwide network over 100 Women’s
Business Centers that provide business
training, counseling and mentoring
geared specifically to women, especially
those who are socially and economically
disadvantaged. The program is a publicprivate partnership with locally-based
nonprofits.
Women’s Business Centers serve
a wide variety of geographic areas,
population densities, and economic
environments, including urban,
suburban, and rural. Each Women’s
Business Center tailors its services to
the needs of its individual community,
but all offer a variety of innovative
programs, often including courses
in different languages. They provide
training in finance, management, and
marketing, as well as access to all of
the SBA’s financial and procurement
assistance programs.
In addition to the women’s business
centers, the Office of Women’s Business
Ownership works with other offices
within SBA to monitor how women are

utilizing SBA programs such as our
loan programs, investment programs
and contracting opportunities. OWBO
also establishes partnerships with many
women’s business organizations to help
ensure that more women have access
to the services provided by SBA and its
partners.
Through a strategic alliance
with Thunderbird School of Global
Management, SBA is pleased to provide
access to the DreamBuilder online
training curriculum in both English and
Spanish. This curriculum is currently
being used by over 30 women’s
business centers. It is available at no
cost to entrepreneurs at https://www.
dreambuilder.org/sba
For the second year, the Office of
Women’s Business Ownership has
held the InnovateHer competition.
The InnovateHER Challenge provides
an opportunity for entrepreneurs to
showcase products and services that:
have a measurable impact on the
lives of women and families, have the
potential for commercialization, and
fill a need in the marketplace. SBA’s
InnovateHER: Innovating for Women
Business Summit on March 17, 2016 in
Washington, D.C. will bring together
creative ideas to support women’s
efforts to push the limits, break the
glass ceiling and create long-term,
positive changes in gender equality.

YOUNG ENTREPRENEURS

The SBA recognizes the importance
of fostering young entrepreneurs and
small business owners and their role in
the economy. The SBA offers different
activities and resources throughout
the year aimed at aspiring young
entrepreneurs, including social media
outreach and customized online courses
available at www.sba.gov/learning.
For additional information, visit
www.sba.gov/young.
SBA also administers two contracting
and business development programs
that are specifically designed to benefit
underserved communities. For more
information on the 8(a) Business
Development Program and the
HUBZone Program, see the Contracting
section.
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knowledge to get them on the right
track in starting and connecting
them to local resources—along with
providing further support along their
entrepreneurial journey. The toolkit and
instructor guide are written at a level
so that a community volunteer can feel
comfortable presenting the information.
The Business Smart Toolkit is free and
readily-downloadable at
www.SBA.gov/BusinessSmart.

COUNSELING

SERVING THOSE WHO SERVED OUR COUNTRY
Each year SBA serves over 200,000
veterans, service disabled veterans
and military spouses across the United
States and at military installations
around the globe. SBA provides training
and mentorship, access to capital,
preparation for opportunities in federal
procurement, cultivating connections
within commercial supply chains and
disaster relief assistance.
SBA’s Office of Veterans Business
Development (OVBD) offers a
number of programs and services to
support aspiring and existing veteran
entrepreneurs and military spouses of
all eras, women veterans, and service
disabled veterans. These programs,
Boots to Business, Boots to Business:
Reboot, Veteran Women Igniting the
Spirit of Entrepreneurship (VWISE),
and Entrepreneurship Bootcamp for
Veterans with Disabilities (EBV), offer
cutting edge, experiential training in
entrepreneurship and small business
management. These programs were
developed to introduce transitioning
service members, veterans, and military
spouses, to entrepreneurship, exploring
self-employment opportunities, and
turning an idea into a growth venture.
In addition, these programs also
help to connect participants to SBA’s
local network of resource partners
and establish a support structure for
graduates.
For more information on any of SBA’s
program for veterans, please visit
www.sba.gov/veterans.

BOOTS TO BUSINESS AND
BOOTS TO BUSINESS: REBOOT

Boots to Business is an
entrepreneurial education and training
program offered by the U.S. Small
Business Administration (SBA) as a
training track within the Department
of Defense’s Transition Assistance
Program (TAP). The curriculum
provides valuable assistance to
transitioning Service members
exploring business ownership or other
self-employment opportunities by
leading them through the key steps
for evaluating business concepts and
providing the foundational knowledge
required to develop a business plan. In
addition, participants are introduced to
SBA resources available to help access
start-up capital and additional technical
assistance.
Boots to Business Reboot is a two-step
entrepreneurship training program
offered by the U.S. Small Business

18 — Illinois Small Business Resource

Administration through a public
private partnership with the Institute
of Veterans and Military Families, the
Marcus Foundation and First Data
Corporation. This course is open to
Veterans of all eras (Servicemembers,
including members of the National
Guard and Reserves) and their spouses.
The curriculum provides assistance to
those interested in exploring business
ownership or other self-employment
opportunities by leading them through
the key steps for evaluating business
concepts and providing foundational
knowledge required to develop a
business plan. In addition, participants
are introduced to SBA resources
available to access start-up capital,
technical assistance and contracting
opportunities.

VETERAN WOMEN
IGNITING THE SPIRIT OF
ENTREPRENEURSHIP (V-WISE)

Veteran Women Igniting the Spirit
of Entrepreneurship (V-WISE) is a
three-phase program, V-WISE is offered
three times per year across the nation,
to approximately 200 participants per
session. The program includes a growth
track for women veterans and women
military spouses already in business
as well as start-up training for new
entrepreneurs.

ENTREPRENEURSHIP
BOOTCAMP FOR VETERANS
WITH DISABILITIES

The EBV National Program is a
novel, one-of-a-kind initiative designed
to leverage the skills, resources and
infrastructure of higher education to
offer cutting-edge, experiential training
in entrepreneurship and small business
management to post-9/11 veterans
with service-connected disabilities and
a passion for entrepreneurship as well
as military family members who serve
in a caregiver role to a veteran with a
service-connected disability. The aim
of the program is to open the door to
economic opportunity for our veterans
and their families by developing their
competencies in creating and sustaining
an entrepreneurial

VETERANS BUSINESS
OUTREACH CENTERS (VBOCS)
The Veterans Business Outreach
Center Program is designed to provide
entrepreneurial development services
such as business training, counseling

and mentoring, and referrals for
eligible veterans owning or considering
starting a small business. The SBA has
14 organizations participating in this
cooperative agreement and serving as
Veterans Business Outreach Centers
(VBOC).
Veterans Institute for Procurement
(VIP) - VIP is designed for veteran
owned businesses to increase their
ability to win government contracts by
establishing best business practices.
The training is available to established
veteran business owners through a
cooperative agreement between SBA,
the Montgomery County Chamber of
Commerce, the State of Maryland,
and private sponsors. VIP includes an
accelerator-like in-residence educational
training program consisting of a
three-day comprehensive certification
course instructed by professional
service experts, government officials,
and agency representatives. Since
the program launched in 2009, VIP
has graduated 546 veteran-owned
businesses from 37 states, Washington
D.C., and Guam.

CONTINUITY OF OPERATIONS
DURING DEPLOYMENT

SBA also connects veterans and
military spouses to lenders that offer
loan programs providing fee relief for
eligible veterans and military spouses
and offers special low-interest-rate
financing to small businesses when an
owner or essential employee is called to
active duty. SBA’s Veterans Advantage
program provides fee relief for eligible
veterans and military spouses and
survivors. The Military Reservist
Economic Injury Disaster Loan Program
(MREIDL) provides loans up to $2
million to eligible small businesses to
cover operating costs that cannot be met
due to the loss of an essential employee
called to active duty in the Reserves or
National Guard.
Visit us online: www.sba.gov/il

ARE YOU RIGHT FOR SMALL BUSINESS OWNERSHIP?

IS ENTREPRENEURSHIP
FOR YOU?

There is simply no way to eliminate
all the risks associated with starting
a small business, but you can improve
your chances of success with good
planning, preparation and insight.
Start by evaluating your strengths and
weaknesses as a potential owner and
manager of a small business. Carefully
consider each of the following
questions:
• Are you a self-starter? It will
be entirely up to you to develop
projects, organize your time, and
follow through on details.
• How well do you get along with
different personalities? Business
owners need to develop working
relationships with a variety
of people including customers,
vendors, staff, bankers,
employees and professionals
such as lawyers, accountants, or
consultants. Can you deal with a
demanding client, an unreliable
vendor, or a cranky receptionist
if your business interests demand
it?
• How good are you at making
decisions? Small business
owners are required to make
decisions constantly – often
quickly, independently, and
under pressure.
• Do you have the physical and
emotional stamina to run a
business? Business ownership
can be exciting, but it’s also a
lot of work. Can you face six or
seven 12–hour workdays every
week?
• How well do you plan and
organize? Research indicates
that poor planning is responsible
for most business failures. Good
organization — of financials,
inventory, schedules, and
production — can help you avoid
many pitfalls.
• Is your drive strong enough?
Running a business can wear
you down emotionally. Some
business owners burn out quickly
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from having to carry all the
responsibility for the success
of their business on their own
shoulders. Strong motivation
will help you survive slowdowns
and periods of burnout.
• How will the business affect
your family? The first few years
of business start-up can be hard
on family life. It’s important for
family members to know what
to expect and for you to be able
to trust that they will support
you during this time. There also
may be financial difficulties until
the business becomes profitable,
which could take months or
years. You may have to adjust to
a lower standard of living or put
family assets at risk.
Once you’ve answered these
questions, you should consider what
type of business you want to start.
Businesses can include franchises,
at-home businesses, online businesses,
brick-and-mortar stores or any
combination of those.

FRANCHISING

There are more than 3,000 business
franchises. The challenge is to decide
on one that both interests you and is
a good investment. Many franchising
experts suggest that you comparison
shop by looking at multiple franchise
opportunities before deciding on the
one that’s right for you.
Some of the things you should
look at when evaluating a franchise:
historical profitability, effective
financial management and other
controls, a good image, integrity
and commitment, and a successful
industry.
In the simplest form of franchising,
while you own the business, its
operation is governed by the terms
of the franchise agreement. For
many, this is the chief benefit for
franchising. You are able to capitalize
on a business format, trade name,
trademark and/or support system
provided by the franchisor. But you
operate as an independent contractor
with the ability to make a profit or
sustain a loss commensurate with your
ownership.
If you are concerned about starting
an independent business venture, then
franchising may be an option for you.
Remember that hard work, dedication
and sacrifice are key elements in
the success of any business venture,
including a franchise.
Visit www.sba.gov/franchise for more
information.

HOME-BASED BUSINESSES

Going to work used to mean
traveling from home to a plant, store
or office. Today, many people do some
or all their work at home.

Getting Started

Before diving headfirst into a homebased business, you must know why
you are doing it. To succeed, your
business must be based on something
greater than a desire to be your
own boss. You must plan and make
improvements and adjustments along
the road.
Working under the same roof where
your family lives may not prove to be
as easy as it seems. One suggestion is
to set up a separate office in your home
to create a professional environment.
Ask yourself these questions:
• Can I switch from home
responsibilities to business work
easily?
• Do I have the self-discipline to
maintain schedules while at home?
• Can I deal with the isolation of
working from home?

Legal Requirements

A home-based business is subject to
many of the same laws and regulations
affecting other businesses.
Some general areas include:
• Zoning regulations. If your
business operates in violation of
them, you could be fined or shut
down.
• Product restrictions. Certain
products cannot be produced in
the home. Most states outlaw
home production of fireworks,
drugs, poisons, explosives,
sanitary or medical products and
toys. Some states also prohibit
home-based businesses from
making food, drink or clothing.
Be sure to consult an attorney and
your local and state departments of
labor and health to find out which
laws and regulations will affect
your business. Additionally, check
on registration and accounting
requirements needed to open your
home-based business. You may need
a work certificate or license from the
state. Your business name may need
to be registered with the state. A
separate business telephone and bank
account are good business practices.
Also remember, if you have
employees you are responsible for
withholding income and SocialSecurity taxes, and for complying with
minimum wage and employee health
and safety laws.
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COUNSELING

Most new business owners who
succeed have planned for every phase
of their success. Thomas Edison, the
great American inventor, once said,
“Genius is 1 percent inspiration and
99 percent perspiration.” That same
philosophy also applies to starting a
business.
First, you’ll need to generate a little
bit of perspiration deciding whether
you’re the right type of person to start
your own business.

COUNSELING

WRITING A BUSINESS PLAN
After you’ve thought about what
type of business you want, the
next step is to develop a business
plan. Think of the business plan
as a roadmap with milestones
for the business. It begins as a
pre-assessment tool to determine
profitability and market share, and
then expands as an in-business
assessment tool to determine success,
obtain financing and determine
repayment ability, among other
factors.
Creating a comprehensive business
plan can be a long process, and you
need good advice. The SBA and its
resource partners, including Small
Business Development Centers,
Women’s Business Centers, Veterans
Business Outreach Centers, and
SCORE, have the expertise to help
you craft a winning business plan. The
SBA also offers online templates and a
course to get you started.
In general, a good business plan
contains:

Introduction

• Give a detailed description of the
business and its goals.
• Discuss ownership of the
business and its legal structure.
• List the skills and experience you
bring to the business.
• Discuss the advantages you
and your business have over
competitors.

Marketing

• Discuss the products and services
your company will offer.
• Identify customer demand for your
products and services.
• Identify your market, its size and
locations.
• Explain how your products and
services will be advertised and
marketed.
• Explain your pricing strategy.

Financial Management

•		Develop an expected return on
investment and monthly cash
flow for the first year.
• Provide projected income
statements and balance sheets
for a two-year period.

• Discuss your break-even point.
• Explain your personal
balance sheet and method of
compensation.
• Discuss who will maintain your
accounting records and how they
will be kept.
• Provide “what if” statements
addressing alternative
approaches to potential
problems.

Operations

• Explain how the business will be
managed day-to-day.
• Discuss hiring and personnel
procedures.
• Discuss insurance, lease or rent
agreements.
• Account for the equipment
necessary to produce your goods
or services.
• Account for production and
delivery of products and services.

Concluding Statement

Summarize your business goals
and objectives and express your
commitment to the success of your
business. Once you have completed
your business plan, review it with
a friend or business associate and
professional business counselor
like SCORE, WBC or SBDC
representatives, SBA district office
economic development specialists
or veterans’ business development
specialists.
Remember, the business plan is a
flexible document that should change
as your business grows.
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Financing Options to Start or Grow Your Business

SBA BUSINESS LOANS

If you are contemplating a business
loan, familiarize yourself with the SBA’s
business loan programs to see if there
may be a viable option. The SBA has
a variety of loan programs which are
distinguished by their different uses of
the loan proceeds, their dollar amounts,
and the requirements placed on the
actual lenders. The three principal
players in most of these programs are
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the applicant small business, the lender
and the SBA. (The Agency does not
actually provide the loan, but rather they
guaranty a portion of the loan provided
by a lender (except for microloans)). The
lender can be a regulated bank or credit
union, or a community based lending
organization.
For help locating a lender in your
area, SBA has an online tool called
LINC that matches small businesses
with participating SBA lenders. LINC
begins with a simple online form that
requests basic information about
your business and financing needs.
That information is transmitted to all
participating SBA lenders operating
within your county. If a lender is
interested, you will receive an email
with the contact information for that
lender. LINC can be accessed through
SBA’s website at https://www.sba.gov/
tools/linc.
Submitting an inquiry through LINC
does not constitute a loan application
but is instead a valuable tool to identify
SBA lenders within your community.
Once you have identified those lenders,
you will apply directly to the lenders
by providing them the documents they
require. Generally an application
includes a business plan that explains
what resources will be needed to
accomplish the desired business
purpose including the associated costs,
the applicants’ contribution, planned
uses for the loan proceeds, a listing

7(a) LOAN PROGRAM

The 7(a) Loan program is the SBA’s
primary business loan program. It
is the agency’s most frequently used
non-disaster financial assistance
program because of its flexibility in loan
structure, variety of uses for the loan
proceeds and availability. The program
has broad eligibility requirements and
credit criteria to accommodate a wide
range of financing needs.
Congress authorized SBA to provide
financial assistance either directly
or in cooperation with banks or
other financial institutions through
agreements to participate in section 7(a)
of the Small Business Act. Historically,
a 7(a) loan was provided either
directly from SBA or from regulated
lenders who provided the loan after
they obtained a guaranty from SBA.
Since 1996, all 7(a) loans have only
been provided on a guaranteed basis,
meaning from a lender participating in
the 7(a) Loan Guaranty Program.
The business loans that SBA
guarantees do not come from the
Agency, but rather from banks and
other approved lenders. The loans are
funded by these organizations and they
Illinois Small Business Resource —
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any entrepreneurs need
financial resources to start
or expand a small business
and must combine what
they have with other
sources of financing. These sources can
include family and friends, venturecapital financing and business loans.
This section of the Small Business
Resource guide discusses SBA’s primary
business loan and equity financing
programs. These are: the 7(a) Loan
Program, the Certified Development
Company or 504 Loan Program, the
Microloan Program and the Small
Business Investment Company
Program. The distinguishing features
for these programs are the total dollar
amounts that can be borrowed, the type
of lenders who can provide these loans,
the uses for the loan proceeds and the
terms placed on the borrower. The SBA
does not provide grants to individual
business owners to start or grow a
business.

of the assets that will secure the loan
(collateral), a history of the business
and explanation of how the business
generates income, and most important,
an explanation of how the business will
be able to repay the loan in a timely
manner.
The lender will analyze the
application to see if it meets their
criteria and make a determination if
they will need an SBA guaranty in
order to provide the loan. SBA will
look to the lender to do much, if not
all, of the analysis before it provides
its guaranty to the lender’s proposed
loan. The SBA’s business loan guaranty
programs provide a key source of
financing for viable small businesses
that have real potential but cannot
qualify for credit on reasonable terms by
themselves.
If no lenders respond to your inquiry
through LINC or if you are unable to
secure financing from the lenders that
you have contacted, please contact your
local SBA District Office for additional
resources.

What to Take to the Lender
Documentation requirements will
vary depending upon the purpose of
the loan. Contact your lender for the
information you must supply.

CAPITAL

Common requirements include the
following:

A Business Plan that includes:
•		Purpose of the loan
•		History of the business
•		Projections of income, expenses
and cash flow as well as an
explanation of the assumptions
used to develop these projections
•		Personal financial statements on
the principal owners
•		Resume(s) of the principal owners
and managers.
•		Amount of investment in the
business by the owner(s)
•		Projected opening-day balance
sheet (new businesses)
•		 Lease details
•		 Proposed Collateral
Three Years of Financial Statements
that include:
•		Balance Sheet and Income
Statement (P&L) for three years
(existing businesses) (Tax Returns
usually suffice)
•		Interim Financial Statements
dated within 180 days of the
request for assistance
•		Schedule of term debts (existing
businesses)
•		Aging of accounts receivable and
payable (existing businesses), plus
• Interim Financial Statements
dated within 180 days of the
request for assistance

How the 7(a) Program Works

Small Business applicant assembles
their request for financing based on
the intended purpose of the proposed
loan and what documents the lender
requires. A loan to help a moving
company acquire a new truck will be
less involved than a loan to acquire or
start-up a business. The paperwork
can be completed on either a business
loan application provided by the lender
or an SBA application, but using the
SBA forms does not actually increase
the chance an applicant has in getting
a business loan. The applicant then
submits their loan application to a
lender for the initial review. If the
applicant is applying for their first
business loan, it is recommended that
the selected lender be the one who
maintains the personal account of the
owner(s).
The lender will generally review
the credit merits of the request before
deciding if they will make the loan
themselves or if they will need an SBA
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guaranty. If a guaranty is needed, the
lender will also review the application
for SBA eligibility. The applicant
should be prepared to complete some
additional documents if the lender
says they need an SBA guaranty for
approval. Applicants who feel they
need more help with the process
should contact their local SBA district
office or one of the SBA’s resource
partners for assistance.
There are several ways a lender
can request a 7(a) Guaranty for a
proposed business loan from SBA.
The main differences between these
processing methods are based on
the experience the lender has in
requesting guarantees from SBA, the
documentation the lender provides to
SBA, the amount of review the SBA
conducts after receiving the request,
the amount of the loan and the lender
responsibilities in case the loan
defaults and the business’ assets must
be liquidated. The current different
processing methods are:
• Standard 7(a) Guaranty
• Certified Lender Program
• Preferred Lender Program
• SBA Express
• Export Express
• Community Advantage
When a lender requests a 7(a)
guaranty for a business loan they
propose to provide a small business
their application consist of two parts.
The applicant fills out SBA Form 1919
while the lender completes SBA Form
1920. The Form 1919 is designed for
the applicant to explain what they
intend to do with the money and how
they will repay the loan. The Form
1920 requires the lender to explain
their analysis of the eligibility and
credit merits of the request.
When the request loan amount is
smaller (generally under $350,000) the
lender is allowed to provide SBA with
less information in their application
for guaranty but that does not mean
the applicant business can provide
the lender with less information.
The lender has the ability to ask the
applicant for as much detail as they
believe is necessary for them to make
their decision on the specific request.
When the SBA receives a request
for guaranty from a lender they will
either re-analyze, review or trust the
lender’s eligibility and credit analysis
before deciding to approve or reject the
request. See the section on 7(a) Loan
Processing from Lenders later on in
this article for more detail on what
SBA does when it receives a request
for guaranty from the lender.

By guaranteeing a loan, the SBA
assures the lender that, in the event
the borrower does not repay the loan,
the government will reimburse the
lending institution for a percentage of
the amount owed. By providing this
guaranty, the SBA is able to help tens
of thousands of small businesses every
year get financing they might not
otherwise obtain.
When SBA approves a guaranty they
notify the lender who will work with
the applicant to make sure the terms
and conditions designed for the specific
loan are met before closing. The
lender also disburses the funds and
assumes responsibility for collecting
the payments and general servicing.
The borrower makes loan payments
directly to the lender. As with any
loan, the borrower is obligated to
repay the full amount of the loan in a
timely manner.

What the SBA Looks for:

• Ability to repay the loan on time
from the projected operating cash
flow;
• Owners and operators who are of
good character;
• Feasible business plan;
• Management expertise and
commitment necessary for
success;
•		Sufficient funds, including
(but not limited to) the SBA
guaranteed loan, to operate the
business on a sound financial
basis (for new businesses, this
includes the resources to meet
start-up expenses and the initial
operating phase);
• Adequate equity invested in the
business; and
•		Enough collateral to fully secure
the loan or, all worthwhile
available business collateral plus
personal real estate if the loan
cannot be fully secured.

The Impact of a Credit Score

SBA also credit scores every
business that is a potential recipient of
a loan guaranteed by SBA. If the loan
is for $350,000 or less, the credit score
obtained will have a significant impact
on the amount of work the lender has
to complete when applying for an SBA
guaranty. As such it is important for
any owner of a business to be aware
of their credit score and correct any
discrepancies prior to approaching
their lender.
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under certain conditions. Proceeds
from a Basic 7(a) cannot be used
to buy investments that are held
for their potential appreciation, or
to be provided to an associate 		
of the business except under very
limited circumstances.
8.		 Be able to demonstrate that it
can’t get the proceeds from its own
resources or those of its principal
owners and the lender must certify
that they would only approve
		 the loan if it is able to obtain a
guaranty from SBA.
9.		 Have ownership that is of Good
Character

10. Be able to satisfy any
		 Miscellaneous Eligibility 		
Requirements that may be 		
imposed on a loan request based
on the circumstances of the case
including, but not limited to the
purpose of the loan.

THE BASIC 7(a) LOAN

The Basic 7(a) Loan is the most
commonly provided type of SBA
business loan based on historical
dollars approved. They are the most
flexible types of SBA loans because they
can help finance such a large variety
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make the decision to approve or deny
the applicant’s loan request.
The guaranty that SBA provides
the lender reduces the lender’s risk
of borrower non-payment because the
guaranty assures the lender that if
the borrower defaults, the lender can
request that SBA pay the debt rather
than the borrower. SBA only guarantees
a portion or percentage of every loan,
so in the event of default the lender
will only get partially repaid by SBA.
However the borrower is still obligated
for the full loan amount.
To qualify for an SBA guaranteed
loan, a small business must meet
the lender’s criteria and the 7(a)
program requirements. One of those
requirements is that the lender must
certify that it would not provide this
loan under the proposed terms and
conditions without an SBA guaranty.
If the SBA is going to provide a lender
with a guaranty, the applicant must be
eligible and creditworthy and the loan
structured under conditions acceptable
to the SBA.
The 7(a) Program includes ten (10)
types of loans which all share certain
eligibility requirements but which
also have some different requirements
so they can accommodate specific
business needs and/or give lenders
greater flexibility with loan structure.
The most popular 7(a) loan type is the
Basic 7(a) Loan, which can be used for
the most diverse purposes. The other
nine 7(a) loan types are variations of
the Basic 7(a) Loan with different uses
for the loan proceeds and alternative
structures.
The applicant business must:
1.		 Be an operating business (except
for loans to Eligible Passive 		
Companies);
2.		 Be organized for profit;
3.		 Be located in the United States;
4.		 Be able to demonstrate a need for
the desired credit.
5.		 Be a business, along with its 		
Affiliates, that meets SBA’s Size
Standard Requirements.
6.		 Be a business that is not engaged
in a prohibited business activity or
owned by a non-qualified owner, or
located at a prohibited place.
7.		 Only use the Loan Proceeds 		
for only acceptable purposes, which
includes proceeds to start-up a new
		 business, buy an existing business,
acquire machinery & equipment
and/or furniture & fixtures,
		 acquire or renovate a building
which the business will occupy,
permanent working capital, and
refinancing existing business debt
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of business purposes for the largest
number of business types, engaged in
the widest spectrum of activities.
In the Federal Government’s 2013
Fiscal Year (October 1, 2012 to
September 30, 2013) about 80 percent
of the dollars and 38 percent of the
number of all 7(a) loans were Basic 7(a)
Loans. The reciprocal percentages were
divided between the nine other 7(a)
Programs.
The Basic 7(a) Loan is a term loan
usually repaid with one monthly
payment of principal and interest.
Interest only repayment periods are
permitted when needed, such as for a
start-up business that doesn’t achieve
breakeven in its initial months of
operation. Other repayment structures
are also permitted depending upon the
borrower’s needs and the flexibility of
the lender.
A Basic 7(a) Loan does not revolve
so the sum of the disbursements is
the loan amount. SBA can guaranty
revolving lines of credit, but that is
accomplished through some of the nine
variations to the Basic 7(a) Loan.
The following aspects of the Basic 7(a)
Loan are also applicable to all other 7(a)
Loan unless specifically referenced as
not applying to a specific Special 7(a)
Loan.

Percentage of Guarantees and Loan
Maximums

SBA only guarantees a portion
of any particular 7(a) loan so each
loan will have an SBA share and an
unguaranteed portion which gives the
lender a certain amount of exposure
and risk on each loan. The percentage
of guaranty depends on either the dollar
amount or the program the lender
uses to obtain its guaranty. For loans
of $150,000 or less the SBA generally

SUCCESS
S T O R Y

guarantees as much as 85 percent
and for loans over $150,000 the SBA
generally provides a guaranty of up to
75 percent.
The maximum dollar amount of a
single 7(a) loan is $5 million and there
is no minimum. The maximum dollar
amount of the SBA share which can be
provided to any one business (including
affiliates) is $3,750,000.

Interest Rates

The actual interest rate for a 7(a) loan
guaranteed by the SBA is negotiated
between the applicant and lender
but is subject to the SBA maximums.
Both fixed and variable interest rate
structures are available. The maximum
rate comprises two parts, a base rate
and an allowable spread. There are
three acceptable base rates (Wall Street
Journal Prime*, London Interbank One
Month Prime plus 3 percent, and an
SBA Peg Rate). Lenders are allowed to
add an additional spread to the base
rate to arrive at the final rate. For
loans with maturities of less than seven
years, the maximum spread will be no
more than 2.25 percent. For loans with
maturities of seven years or more, the
maximum spread will be 2.75 percent.
The spread on loans under $50,000
and loans processed through Express
procedures have higher maximums.
Most 7(a) term loans are repaid
with monthly payments of principal
and interest. For fixed-rate loans the
payments stay the same because the
interest rate is constant. For variable
rate loans the lender can change the
payment amount when the interest
rates change. Applicants can request
that the lender establish the loan with
interest-only payments during the startup and expansion phases (when eligible)
to allow the business time to generate

Illinois Construction Firm

accounting software – but the bumps in
the road brought valuable lessons, as well.
“Quality control is the most important
thing,” Pager said. “Keep that in house,
and you can outsource your bookkeeping.”
Overall, the 8(a) program changed the
company’s capacity. In 2016, it had nearly
$7 million in work, and not all with the
private sector. “I’m not relying on solesource work,” Pager said. “I’m happy to
take it, and I do look for it. You kind of
have to strike while you can. Diversity is
possible while still targeting the federal
market.”
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The biggest challenge for Gale
Construction has been cash flow and
bonding – and the two go hand-in-hand.
Pager says women-owned and small
businesses face higher barriers to getting
increases to their credit lines. It was only
within the last year that her company got
a $200,000 line of credit. She didn’t need
to use it, but having it allowed greater
bonding capability, which affected the
types of projects she could take on. She
also advises other small business owners
to get some legal help when incorporating
their businesses; Pager opted to do her own

income before it starts making full loan
payments.

Guaranty and Other Fees

Loans guaranteed by the SBA are
assessed a guaranty fee. This fee is
based on the loan’s maturity and the
dollar amount guaranteed, not the total
dollar amount of the loan. The guaranty
fee is initially paid by the lender and
then passed on to the borrower at
closing. The funds the business needs to
reimburse the lender can be included in
the overall loan proceeds.
On any loan with a maturity of one
year or less, the fee is just 0.25 percent
of the guaranteed portion of the loan.
On loans with maturities of more than
one year, the normal guaranty fee is:
•		2.0 percent of the SBA guaranteed
portion on loans up to $150,000; **
•		3.0 percent on loans over $150,000
but not more than $700,000; and
•		3.5 percent on loans over $700,000.
There is also an additional fee of
0.25 percent on any guaranteed
portion over $1 million.
* All references to the prime rate
refer to the base rate in effect on the
first business day of the month the loan
application is received by the SBA.
** For all SBA-guaranteed loans of
$150,000 or less that are approved
between October 1, 2015 and September
30, 2016, the guaranty fee will be 0%.
Benefit For Veterans and/or
Spouses: Any guaranteed loans
approved to businesses owned by
Veterans of any era or their Spouses
during fiscal year 2016 (October 1,
2015 through September 30, 2016) will
receive the benefit of having its regular
guaranty fee reduced by 50%, when the
loan is over $150,000.
If the loan being provided a business
owner by qualifying veterans is for

continued from page 9

documents online but doesn’t recommend
that strategy.
Looking ahead, Pager is aiming for five
federal projects a year while continuing
to grow the commercial and private side
of the business. “With the 8(a) program,
if you hit it hard and build your capacity,
you can graduate healthy and diversified,”
she said.
It’s a blueprint that could bring years of
success to other entrepreneurs, as well.

Visit us online: www.sba.gov/il

$150,000 or less and the lender chooses
to apply for its guaranty of that loan by
using Express processing procedures
(described elsewhere in this article)
then the guaranty fee will be zero as
long as the guaranty is approved before
September 30, 2016.
The lender may not charge a
prepayment penalty if the loan is paid
off before maturity but the SBA will
charge the borrower a prepayment fee
if the loan has a maturity of 15 or more
years and is pre-paid during the first
three years.

7(a) Loan Maturities

7(a) loan eligibility is based on a
number of different factors, ranging
from Size and Nature of Business to
Use of Proceeds and factors that are
case specific.

Size Eligibility

The first eligibility factor is size, as
all loan recipients must be classified as
“small” by the SBA. The size standards
for all 7(a) loans are outlined below. A
more in-depth listing of standards can
be found at: www.sba.gov/size.
SBA Size Standards have the following
general ranges:

• Manufacturing — from 500 to 1,500
employees
• Wholesale Trades — Up to 100
employees
• Services — $2 million to $35.5
million in average annual receipts
• Retail Trades — $7 million to $35.5
million in average annual receipts
• Construction — $7 million to $33.5
million in average annual receipts
• Agriculture, Forestry, Fishing,
and Hunting — $750,000 to $17.5
million in average annual receipts
There is an alternate size standard
for businesses that do not qualify under
their industry size standards for SBA
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The SBA’s loan programs are
generally intended to encourage longer
term small-business financing, but
actual loan maturities are based on
the ability to repay, the purpose of the
loan proceeds and the useful life of the
assets financed. Maturity generally
ranges from 7 to 10 years for working
capital, business start-ups, and business
acquisition type loans, and up to 25
years if the purpose is to acquire real
estate or fixed assets with a long term
useful life.

Eligibility

Collateral

The SBA expects every 7(a) loan
to be secured first with the assets
acquired with the loan proceeds and
then with additional business and
personal assets, depending upon the
loan amount and the way the lender
requests their guaranty. However, SBA
will not decline a request to guaranty
a loan if the only unfavorable factor
is insufficient collateral, provided all
available collateral is offered. When
the lender says they will need an
SBA guaranty, the applicant should
be prepared for liens to be placed
against all business assets. Personal
guaranties are required from all the
principal owners of the business. Liens
on personal assets of the principals may
also be required. SBA does not require
any collateral for any 7(a) guaranteed
loan for $25,000 or less but the lender
can require collateral if they chose.

Loan Structure

The structure of a Basic 7(a) Loan
is that repayment has to be set up so
the loan is paid in full by maturity.
Over the term of the loan there can
be additional payments or payment
relaxation depending on what is
happening with the business. Balloon
payments and call provisions are not
allowed on any 7(a) term loan.
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funding. That alternative is that the
applicant business (plus affiliates) can’t
have a tangible net worth exceeding
$15 million and average net income
exceeding $5 million for the last two
years. This new alternate makes more
businesses eligible for SBA loans
and applies to SBA non-disaster loan
programs, namely its 7(a) Business
Loans and Certified Development
Company programs.

CAPITAL

Nature of Business

The second eligibility factor is based
on the nature of the business and the
process by which it generates income or
the customers it serves. The SBA has
general prohibitions against providing
financial assistance to businesses
involved in such activities as lending,
speculating, passive investment,
pyramid sales, loan packaging,
presenting live performances of a
prurient nature, businesses involved in
gambling and any illegal activity.
The SBA also cannot make loan
guaranties to non-profit businesses,
private clubs that limit membership on
a basis other than capacity, businesses
that promote a religion, businesses
owned by individuals incarcerated or
on probation or parole, municipalities,
and situations where the business or
its owners previously failed to repay
a federal loan or federally assisted
financing, or are delinquent on existing
federal debt.

Use of Proceeds

The third eligibility factor is Use of
Proceeds. A Basic 7(a) Loan can provide
proceeds to purchase machinery,
equipment, fixtures, supplies, and
to make improvements to land and/
or buildings that will be occupied
by the subject applicant business.
Proceeds can also be used to:
• Permanent Working Capital;
• Purchase Inventory;
• Expand or renovate facilities;
•		Acquire machinery, equipment,
furniture, fixtures and leasehold
improvements;
•		Acquire a business;
•		Start a business;
• Acquire Land and Build a Location
for the applicant business; and
• Refinance existing debt under
certain conditions.
SBA 7(a) loan proceeds cannot be
used:
•		For the purpose of making
investments.
•		To provide funds to any of the
owners of the business except for
ordinary compensation for actual
services provided.
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•		For Floor Plan Financing
•		For a purpose that does not benefit
the business

Miscellaneous Factors

The fourth factor involves a variety
of requirements such as SBA’s credit
elsewhere test where the personal
resources of the owners need to be
checked to see if they can make a
contribution before getting a loan
guaranteed by the SBA. It also includes
the SBA’s anti-discrimination rules and
limitations on lending to agricultural
enterprises because there are other
agencies of the Federal government
with programs to fund such businesses.
Generally, SBA loans must meet the
following criteria:
• Every loan must be for a sound
business purpose;
• There must be sufficient invested
equity in the business so it can
operate on a sound financial basis;
• There must be a potential for longterm success;
• The owners must be of good
character and reputation; and
• All loans must be so sound as to
reasonably assure repayment.
For more information, go to
www.sba.gov/apply.

SPECIAL PURPOSE
7(a) LOAN PROGRAMS

The 7(a) loan program is the most
flexible of the SBA’s lending programs.
Over time, the Agency has developed
several variations of the Basic 7(a) Loan
in order to address specific financing
needs for particular types of small
businesses or to give the lender greater
flexibility with the loan’s structure.
The general distinguishing feature
between these loan types is their use
of proceeds. These programs allow the
proceeds to be used in ways that are
not otherwise permitted in a basic 7(a)
loan. These special purpose programs
are not necessarily for all businesses
but may be very useful to some small
businesses. They are generally governed
by the same rules, regulations, fees,
interest rates, etc., as the basic 7(a)
loan. Lenders can advise you of any
variations. The Special Purpose Loans
include:

International Trade Loan Program
The SBA’s International Trade
Loan (ITL) is designed to help
small businesses enter and expand
into international markets or,
when adversely affected by import
competition, to make the investments
necessary to better compete. The ITL

offers a combination of fixed asset,
working capital financing and debt
refinancing with the SBA’s maximum
guaranty--90 percent--on the total loan
amount. The maximum loan amount is
$5 million.

Guaranty Coverage

The SBA can guaranty up to 90
percent of an ITL up to a maximum
of $4.5 million, less the amount of
the guaranteed portion of other SBA
loans outstanding to the borrower. The
maximum guaranty for any working
capital component of an ITL is limited
to $4 million. Any other working capital
SBA loans that the borrower has are
counted against the $4 million guaranty
limit.

Use of Proceeds

•		For the facilities and equipment
portion of the loan, proceeds may be
used to acquire, construct, renovate,
modernize, improve or expand
facilities or equipment in the
U.S. to produce goods or services
involved in international trade,
including expansion due to bringing
production back from overseas if
the borrower exports to at least one
market.
•		Working capital is an allowable use
of proceeds under the ITL.
•		Proceeds may be used for the
refinancing of debt not structured
on reasonable terms and conditions,
including any debt that qualifies for
refinancing under the standard SBA
7(a) Loan Program.

Loan Term

•		Maturities on the working capital
portion of the ITL are typically
limited to 10 years.
•		Maturities of up to 10 years on
equipment unless the useful life
exceeds 10 years.
•		Maturities of up to 25 years are
available for real estate.
•		Loans with a mixed use of fixedasset and working-capital financing
will have a blended-average
maturity.

Exporter Eligibility

•		Applicants must meet the same
eligibility requirements as for the
SBA’s standard 7(a) Loan Program.
•		Applicants must also establish that
the loan will allow the business to
expand or develop an export market
or demonstrate that the business
has been adversely affected by
import competition and that the ITL
will allow the business to improve
its competitive position.
Visit us online: www.sba.gov/il

Foreign Buyer Eligibility

Foreign buyers must be located in
those countries where the ExportImport Bank of the U.S. is not
prohibited from providing financial
assistance.

Collateral Requirements

•		Maximum loan amount is
$5,000,000.
•		90 percent of principal and accrued
interest up to 120 days.
•		Low guaranty fee of one-quarter
of one percent of the guaranteed
portion for loans with maturities of
12 months or less.
•		Loan maturities are generally for 12
months or less, but can be up to a
maximum of 36 months.

Use of Proceeds

•		To pay for the manufacturing costs
of goods for export.
•		To purchase goods or services for
export.
•		To support standby letters of credit
to act as bid or performance bonds.
•		To finance foreign accounts
receivable.

Interest Rates

The SBA does not establish or
subsidize interest rates on loans. The
interest rate can be fixed or variable
and is negotiated between the borrower
and the participating lender.

Advance Rates

•		Up to 90 percent on purchase
orders.
•		Up to 90 percent on documentary
letters of credit.
•		Up to 85 (90 percent on insured)
foreign accounts receivable.
•		Up to 75 percent on eligible foreign
inventory located within the U.S.
•		In all cases, not to exceed the
exporter’s costs.

Collateral Requirements

The export-related inventory and the
receivables generated by the export
sales financed with EWCP funds
generally will be considered adequate
collateral. The SBA requires the
personal guarantee of owners with 20
percent or more ownership.

How to apply

Application is made directly to SBAparticipating lenders. Businesses are
encouraged to contact SBA staff at their
local U.S. Export Assistance Center
(USEAC) to discuss whether they are
eligible for the EWCP and whether it is
the appropriate tool to meet their export
financing needs. Participating lenders

Export Working Capital Program

The SBA’s Export Working Capital
Program (EWCP) assists businesses
exporters in meeting their short-term
export working capital needs. Exporters
can use the proceeds to make the
products they will be exporting. They
can also apply for such lines of credit
prior to finalizing an export sale or
contract. With an approved EWCP
loan in place, exporters have greater
flexibility in negotiating export payment
terms—secure in the assurance that
adequate financing will be in place
when the export order is won.

Benefits of the EWCP

•		Financing for suppliers, inventory
or production of export goods.
•		Export working capital during long
payment cycles.
•		Financing for stand-by letters of
credit used as bid or performance
bonds or advance payment
guarantees.
•		Reserves domestic working capital
for the company’s sales within the
U.S.
•		Permits increased global
competitiveness by allowing the
exporter to extend more liberal sales
terms.
•		Increases sales prospects in underdeveloped markets which may have
high capital costs for importers.
•		Low fees and quick processing
times.

Visit us online: www.sba.gov/il
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•		Only collateral located in the
U.S. (including its territories and
possessions) is acceptable.
•		First lien on property or equipment
financed by the ITL or on other
assets of the business is required.
However, an ITL can be secured
by a second lien position if the
SBA determines there is adequate
assurance of loan repayment.
•		Additional collateral, including
personal guaranties and those
assets not financed with ITL
proceeds, may be appropriate.
		A small business wanting to qualify
as adversely impacted from import
competition must submit supporting
documentation that explains the
impact, and a plan with projections
that explains how the loan will
improve the business’ competitive
position.

Guaranty Coverage

review/approve the application and
submit the guaranty request to SBA
staff at the local USEAC.

Dennis Foldenauer

Regional Manager, Export Solutions Group
US Export Assistance Center (USEAC)
200 W. Adams St., Ste. 2450
Chicago, IL 60606
312-353-8065

CAPITAL

CAPLines

The CAPLines Program is designed
to help small businesses meet their
short-term and cyclical working capital
needs. The programs can be used to
finance seasonal working capital needs;
finance the direct costs of performing
certain construction, service and supply
contracts, subcontracts, or purchase
orders; finance the direct cost associated
with commercial and residential
construction; or provide general working
capital lines of credit. The maturity
can be for up to 10 years except for
the Builders Capline which is limited
to 36 months after the first structure
is completed. Guaranty percentages
are the same as for a Basic 7(a) Loan.
There are four distinct short term loan
programs under the CAPLine umbrella:
• The Contract Loan Program is
used to finance the cost associated
with contracts, subcontracts, or
purchase orders. Proceeds can be
disbursed before the work begins. If
used for one contract or subcontract,
it is generally not revolving; if
used for more than one contract
or subcontract at a time, it can be
revolving. The loan maturity is
usually based on the length of the
contract, but no more than 10 years.
Contract payments are generally
sent directly to the lender but
alternative structures are available.
• The Seasonal Line of Credit
Program is used to support
buildup of inventory, accounts
receivable or labor and materials
above normal usage for seasonal
inventory. The business must have
been in business for a period of 12
months and must have a definite
established seasonal pattern. The
loan may be used over again after
a “clean-up” period of 30 days to
finance activity for a new season.
These loans also may have a
maturity of up to five years. The
business may not have another
seasonal line of credit outstanding
but may have other lines for nonseasonal working capital needs.
• The Builders Line Program
provides financing for small
contractors or developers to
construct or rehabilitate residential
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or commercial property. Loan
maturity is generally three years
but can be extended up to five
years, if necessary, to facilitate
sale of the property. Proceeds are
used solely for direct expenses of
acquisition, immediate construction
and/or significant rehabilitation
of the residential or commercial
structures. The purchase of the land
can be included if it does not exceed
20 percent of the loan proceeds. Up
to 5 percent of the proceeds can be
used for physical improvements
that benefit the property.
• The Working Capital Line
Program is a revolving line of credit
(up to $5,000,000) that provides
short term working capital. These
lines of credit are generally used
by businesses that provide credit to
their customers, or whose principle
asset is inventory. Disbursements
are generally based on the size of a
borrower’s accounts receivable and/
or inventory. Repayment comes
from the collection of accounts
receivable or sale of inventory. The
specific structure is negotiated with
the lender. There may be extra
servicing and monitoring of the
collateral for which the lender can
charge up to 2 percent annually to
the borrower.

Other Guaranty Lines of Credit

All the Special Purpose Programs
listed above have SBA structured
repayment terms meaning the Agency
tells the lender how principal and
interest is to be repaid. These programs
also require the lender to use certain
closing forms. Lenders with the ability
to obtain 7(a) guarantees through any
of the Express processes are considered
experienced enough to be able to
structure their own repayment terms
and use their own closing documents.
With this ability the lender can tailor
a line of credit that it gets guaranteed
by SBA to the needs of the business.
Therefore, if a potential applicant sees
that the previously listed Basic 7(a) or
Special Purpose 7(a) Programs don’t
meet their needs they should discuss
their options with a lender capable of
providing an SBA Express or Export
Express loan with an SBA guaranty.

SBAExpress

The SBAExpress Loan or Line of
Credit is a flexible smaller loan up
to $350,000 that a designated lender
can provide to its borrower using
mostly their own forms, analysis and
procedures to process, structure, service,
and disburse this SBA-guaranteed

loan. When structured as a term loan
the proceeds and maturity are the
same as a Basic 7(a) Loan. When
structured as a revolving line of credit
the requirements for the payment
of interest and principal are at the
discretion of the lender and maturity
can’t exceed 7 years.

Export Express

SBA’s Export Express loans offers
flexibility and ease of use for both
borrowers and lenders on loans up to
$500,000. It is the simplest export loan
product offered by the SBA.

Use of Proceeds

Loan proceeds may be used for
business purposes that will enhance a
company’s export development. Export
Express can take the form of a term
loan or a revolving line of credit. As
an example, proceeds can be used to
fund participation in a foreign trade
show, finance standby letters of credit,
translate product literature for use in
foreign markets, finance specific export
orders, as well as to finance expansions,
equipment purchases, and inventory or
real estate acquisitions, etc.

Ineligible Use of Proceeds

Proceeds may not be used to finance
overseas operations other than those
strictly associated with the marketing
and/or distribution of products/services
exported from the U.S.

Interest Rates

Terms are negotiated between the
borrower and lender but interest rates
may not exceed Prime plus 4.5 percent
on loans over $50,000 and Prime plus
6.5 percent on loans of $50,000 or less.

Exporter Eligibility

Any business that has been in
operation, although not necessarily in
exporting, for at least 12 full months
and can demonstrate that the loan
proceeds will support its export
activity is eligible for Export Express.
The one year in business operations
requirement can be waived if the
applicant can demonstrate previous
successful business experience and
exporting expertise and the lender does
conventional underwriting, not relying
solely on credit scoring.

Foreign Buyer Eligibility

The exporter’s foreign buyer must be
a creditworthy entity and not located
in countries prohibited for financial
support on the Export-Import Bank’s
Country Limitation Schedule and the
methods of payment must be acceptable
to the SBA and the SBA lender.
Visit us online: www.sba.gov/il

How to Apply

Interested businesses should contact
their existing lender to determine
if they are an SBA Export Express
lender. Application is made directly
to the lender. Lenders use their own
application material in addition to
SBA’s Borrower Information Form.
Lenders’ approved requests are then
submitted with a limited amount of
eligibility information to SBA’s National
Loan Processing Center for review.

7(a) LOAN PROCESSES FOR
LENDERS

Standard 7(a) Loan Processing

After the applicant business and
lender complete their required
documents, the lender makes
application to SBA for a guaranty
by submitting them to SBA’s Loan
Guaranty Processing Center. The
center will screen the application and, if
satisfactory complete a thorough review
of both eligibility and creditworthiness
before making the decision to approve
the issuance of a guaranty as submitted,
approve with modifications (which
will be discussed with the lender), or
reject the request. When the lender
makes application to SBA, they have
already internally agreed to approve
the recommended loan to the applicant
if, and only if, the SBA provides a
guaranty.
Visit us online: www.sba.gov/il

Certified Processing

SBA has a Certified Lenders Program
(CLP) which lenders with more
experience and commitment to SBA
lending can obtain, which allows them
to request a 7(a) guaranty through a
process similar to the Standard process
except the SBA will only review the
lenders request rather than re-analyze.

Preferred Processing

SBA has a Preferred Lenders
Program (PLP) designed for lenders
who have been delegated the authority
to make both the eligibility and credit
decisions without a second look by
SBA. This process is used by the most
experienced lenders who have the
most dedicated staffs ready to review
requests for financial assistance from
existing and potential customers in
order to see if they need to become SBA
guaranteed loans.

SBAExpress Processing

The SBAExpress guaranty is available
to lenders as a way to obtain a guaranty
on smaller loans up to $350,000. The
program authorizes select, experienced
lenders to use mostly their own forms,
analysis and procedures to process,
structure, service, and disburse SBAguaranteed loans. The SBA guarantees
up to 50 percent of an SBAExpress
loan. Loans under $25,000 do not
require collateral. The use of proceeds
for a term loan is the same as for any
Basic 7(a) Loan. Like most 7(a) loans,
maturities are usually five to seven
years for working capital and up to
25 years for real estate or equipment.
Revolving lines of credit are allowed for
a maximum of seven years.

Export Express Processing

SBA Export Express offers
flexibility and ease of use for lenders.
Participating lenders may use their
own forms, procedures and analyses.
The SBA provides the lender with an
immediate response. This loan is subject
to the same loan processing, closing,
servicing and liquidation requirements
as for other similar-sized SBA loans.

Guaranty Coverage

The SBA provides lenders with a
90 percent guaranty on loans up to
$350,000 and a 75 percent guaranty on
loans between $350,001 and $500,000.

Community Advantage Loans

The Community Advantage Pilot
Program is aimed at helping businesses
located in underserved communities
gain access to capital by opening up 7(a)
lending to mission-focused, communitybased lenders — such as Community
Development Financial Institutions
(CDFIs), Certified Development
Companies (CDCs), and SBA Microloan
Intermediaries. These lenders provide
technical assistance and economic
development support to businesses
located in underserved markets.
Illinois Small Business Resource —
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There are various ways a lender
can apply to SBA for a 7(a) guaranty.
Some are designed for experienced
lenders who are fully committed to
providing business loans guaranteed
by SBA to their clientele that need
them, while others are designed for
lenders with limited experience or
when there are certain issues that
require SBA to thoroughly review the
situation. The fundamental process
available to all lenders who have
signed up to participate with SBA is
called the Standard Loan Guaranty
Process. It is used by lenders to request
a guaranty from SBA when they are
new to SBA lending or the request
requires an SBA review. Other methods
of processing a request for guaranty
have less requirements for SBA, so the
time SBA takes is less, but potentially
more requirements or responsibilities
for the lender. The determining factors
on which one is use depends on the
experience of the lender in dealing
with SBA, the complexity of the case,
the purpose of the loan, and the dollar
amount being requested.

Standard processing means a lender
makes their request for guaranty using
SBA Form 1920 and the applicant
completes SBA Form 1919, even if the
applicant previously completed the
lender’s required application forms.
The analysis of eligibility starts with a
review of the “Eligibility Questionnaire,”
completed by the lender. The analysis
of credit starts with a review of the
SBA Form 1920 and the lender’s credit
memo which must discuss at least six
elements:
1. Balance sheet and ratio analysis;
2. Analysis of repayment. It is not
acceptable to base repayment ability
solely on the applicant’s credit score.
3. Assessment of the management
skills of the applicant;
4. Explanation of the collateral used to
secure the loan and the adequacy of
the proposed collateral;
5. Lender’s credit history with
applicant including an explanation
of any weaknesses;
6. Current financial statements and
pro-forma financial spread. SBA
pro-forma analysis reflects how
the business will look immediately
following disbursement, not one
year after disbursement.
SBA also expects that the lender’s
credit memo includes the intended
use of the loan proceeds and any
historical and current issues that
require explanation. SBA also expects
a discussion of the process by which the
applicant business generates its income
when it is not immediately obvious.
An explanation of how the business
conducts its operation is also expected.
SBA has three days to screen
and 10 days to process the request
for guaranty from the lender. Any
additional time a lender takes to make
their determination prior to requesting
a guaranty from SBA will add to the
length of time to reach a final decision.
If the guaranty is approved, SBA will
prepare a loan authorization outlining
the terms and conditions under which
the guaranty is provided and prepare an
approval letter for transmission to the
lender.

The application process is the same
as for a Basic 7(a) Loan. The main
difference with this program from other
SBA 7(a) loan programs is the lender
who ultimately provides the loan funds
is not a traditional SBA lender. The
maximum loan amount is $350,000.
Visit: www.sba.gov/content/communityadvantage-loans for more information
about this program.

CAPITAL

CERTIFIED DEVELOPMENT
COMPANY LOAN PROGRAM
(504 LOANS)

The 504 Loan program is an economic
development program that supports
American small business growth and
helps communities through business
expansion and job creation. The 504
loan program provides long-term, fixedrate, subordinate mortgage financing
for acquisition and/or renovation of
capital assets including land, buildings
and equipment. Some refinancing is
also permitted. Most for-profit small
businesses are eligible for this program.
The types of businesses excluded from
7(a) loans (listed previously) are also
excluded from the 504 loan program.
The SBA’s 504 Certified Development
Companies (CDC) serve their
communities by financing business
expansion needs. Their professional
staff works directly with borrowers to
tailor a financing package that meets
program guidelines and the credit
capacity of the borrower’s business.
CDCs work with banks and other
lenders to make loans in first position
on reasonable terms, helping lenders
retain growing customers and provide
Community Reinvestment Act credit.
The SBA 504 loan is distinguished
from the SBA 7(a) loan program in
these ways:
The maximum debenture, or long-term
loan, is:
• $5 million for businesses that create
a certain number of jobs or improve
the local economy;
• $5 million for businesses that
meet a specific public policy goal,
including loans for aiding rural
development and expansion of small
businesses owned by veterans,
women, and minorities; and
•		$5.5 million for manufacturers and
energy related public policy projects.
Recent additions to the program
allow $5.5 million for each project
that reduces the borrower’s energy
consumption by at least 10 percent;
and $5.5 million for each project that
generates renewable energy fuels, such
as biodiesel or ethanol production.
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Projects eligible for up to $5.5 million
under one of these two requirements
do not have to meet the job creation or
retention requirement, so long as the
CDC portfolio reflects an average jobs to
debenture portfolio ratio of at least 1 job
per $65,000.
• Eligible project costs are limited
to long-term, fixed assets such
as land and building (occupied
by the borrower) and substantial
machinery and equipment.
• Most borrowers are required
to make an injection (borrower
contribution) of just 10 percent
which allows the business to
conserve valuable operating
capital. A further injection of 5
percent is needed if the business
is a start-up or new (less than two
years old), and a further injection
of 5 percent is also required if the
primary collateral will be a singlepurpose building (such as a hotel).
• Two-tiered project financing: A
lender finances approximately
50 percent of the project cost and
receives a first lien on the project
assets (but no SBA guaranty); A
CDC (backed by a 100 percent
SBA-guaranteed debenture)
finances up to 40 percent of the
project costs secured with a junior
lien. The borrower provides the
balance of the project costs.
• Fixed interest rate on SBA
loan. The SBA guarantees
the debenture 100 percent.
Debentures are sold in pools
monthly to private investors. This
low, fixed rate is then passed on to
the borrower and establishes the
basis for the loan rate.
• All project-related costs can be
financed, including acquisition
(land and building, land and
construction of building,
renovations, machinery and
equipment) and soft costs, such
as title insurance and appraisals.
Some closing costs may be
financed.
• Collateral is typically a
subordinate lien on the assets
financed; allows other assets to
be free of liens and available to
secure other needed financing.
• Long-term real estate loans are up
to 20-year term, heavy equipment
10- or 20-year term and are selfamortizing.
Businesses that receive 504 loans are:
• Small — net worth under $15
million, net profit after taxes under
$5 million, or meet other SBA size
standards.
• Organized for-profit.

• Most types of business — retail,
service, wholesale or manufacturing.
For information, visit
www.sba.gov/504.

Centerpoint 504

Hilary Burkinshaw, Director
9500 Bormet Dr., Ste. 105
Mokena, IL 60448
708-995-7136
info@cp504.com

Illinois Business Financial Services
Charles Randle, President
411 Hamilton Blvd., #1330
Peoria, IL 61602
309-495-5976
info@ifbs.org

Lake County Partners

Mike Stevens, Executive Director
100 Tri-State International Dr., Ste. 122
Lincolnshire, IL 60069
847-597-1220 • 847-597-1235 Fax
lcp@lakecountypartners.com

Regional Development Company
Erica Dombey
1757 Thornapple Circle
Valparaiso, IN 46385
219-476-0504 ext. 229
Erica@rdc504.org
www.rdc504.org

Rockford Local Development Corp.

John Phelps, Executive Director
120 W. State St., Ste. 306
Rockford, IL 61101
815-987-8675 • 815-968-4157 Fax
info@rldc.us

Growth Corp.

Douglas Kinley, Executive Director
2401 W. White Oaks Dr.
Springfield, IL 62704
217-787-7557 or 800-577-2772 Toll Free
217-787-2872 Fax
Chicago Branch
Joel Herscher
773-880-1455
West Frankfort Branch
Steve Lindsey
618-932-6135

SomerCor 504, Inc.

601 S. LaSalle St., Ste. 510
Chicago, IL 60605
312-360-3300 • 312-757-4370 Fax
Springfield Branch
Darin Gehrke
217-793-1075

South Central Illinois Regional Planning
and Development Commission
James Patrick, Executive Director
120 Delmar Ave., Ste. A
Salem, IL 62881
618-548-4234 • 618-548-4236 Fax

Visit us online: www.sba.gov/il

Wessex 504 Corporation

Chicago Neighborhood Initiatives, Inc.

MICROLOAN PROGRAM
(LOANS UP TO $50,000)

Justine Petersen Housing & Reinvestment
Corporation

Karen Lennon, President
790 W. Frontage Rd., Ste. 337
Northfield, IL 60093
312-527-4927
www.wessex504.com
info@wessex504.com

ACCION Chicago

1436 W. Randolph St., Ste. 300
Chicago, IL 60607
Contact: Jonathan Brereton, Executive
Director
Microlending Contact: Steve Hall
info@accionchicago.org
312-275-3000 • 312-275-3010 Fax
Service Area: Statewide

Visit us online: www.sba.gov/il

1023 N. Grand Blvd.
St. Louis, MO 63106
Contact: Galen Gondolfi
GGondolfi@justinepetersen.org
314-533-2411 • 314-533-2299 Fax
Service Area: Adams, Alexander, Bond,
Brown, Calhoun, Cass, Champaign, Christian,
Clark, Clay, Coles, Crawford, Cumberland,
DeWitt, Douglas, Edgar, Edwards, Effingham,
Fayette, Franklin, Fulton, Gallatin, Green,
Hamilton, Hancock, Hardin, Henderson,
Jackson, Jasper, Jefferson, Jersey, Johnson,
Knox, Lawrence, Logan, Macon, Macoupin,
Madison, Marion, Mason, Massac,
McDonough, McLean, Menard, Monroe,
Montgomery, Morgan, Moultrie,
Peoria, Perry, Piatt, Pike, Pope, Pulaski,
Randolph, Richland, Saline, Sangamon,
Schuyler, Scott, Shelby, St. Clair, Tazewell,
Union, Vermillion, Wabash, Warren,
Washington, Wayne, White, Williamson and
Woodford counties.

STATE TRADE AND EXPORT
PROMOTION (STEP)
PROGRAM

The State Trade and Export
Promotion (STEP) Program is a pilot
export initiative to make matchingfund awards to states to assist small
businesses enter and succeed in the
international marketplace. Activities to
support small business exporting under
the STEP Program are provided to
eligible small business concerns (“STEP
Clients”) located in states, territories,
and the District of Columbia. For more
information on the STEP program visit
www.sba.gov/internationaltrade.

SURETY BOND
GUARANTEE PROGRAM

The Surety Bond Guarantee Program
is a public-private partnership between
the Federal government and surety
companies to provide small businesses
with the bonding assistance necessary
for them to compete for public and
private contracting and subcontracting
opportunities. The guarantee provides
an incentive for sureties to bond small
businesses that would otherwise be
unable to obtain bonding. The program
is aimed at small businesses that lack
the working capital or performance
track record necessary to secure

bonding on a reasonable basis through
regular commercial channels.
Through this program, the SBA
guarantees bid, payment, performance
and ancillary bonds issued by surety
companies for individual contracts and
subcontracts up to $6.5 million. The
SBA reimburses sureties between 70
and 90 percent of losses sustained if a
contractor defaults on the contract. On
Federal contracts, SBA can guarantee
bonds on contracts up to $10 million, if
guarantee would be in the best interest
of the Government.
SBA has two program components,
the Prior Approval Program and the
Preferred Surety Bond Program. In
the Prior Approval Program, the SBA
guarantees 90 percent of surety’s paid
losses and expenses on bonded contracts
up to $100,000, and on bonded contracts
greater than $100,000 that are
awarded to socially and economically
disadvantaged concerns, HUBZone
contractors, and veterans, and
service-disabled veteran-owned small
businesses. All other bonds guaranteed
in the Prior Approval Program receive
an 80 percent guarantee. Sureties must
obtain the SBA’s prior approval for
each bond guarantee issued. Under the
Preferred Program, the SBA guarantees
70 percent, and sureties may issue,
monitor and service bonds without the
SBA’s prior approval.
Small businesses, surety companies,
and bond agents are invited to visit our
website at www.sba.gov/osg.
Participating agents and sureties may
be found at http://web.sba.gov/orasbgpub/
dsp_welcome.cfm.
The program office may be reached at
202-205-6540 or

Tamara E. Murray

Underwriting Marketing Specialist
Denver, CO
303-927-3479

Linda M. Laws

Underwriting Marketing Specialist
Seattle, WA
206-553-7317

SMALL BUSINESS
INVESTMENT COMPANY
PROGRAM

The Small Business Investment
Company (SBIC) program is a multibillion dollar program founded in 1958,
as one of many financial assistance
programs available through the U.S.
Small Business Administration. The
structure of the program is unique in
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The Microloan Program provides
very small loans (up to $50,000) to
women, low-income, minority, veteran,
and other small business owners
through a network of more than 100
Intermediaries nationwide. Under
this program, the SBA makes funds
available to nonprofit intermediaries
that, in turn, make the small loans
directly to start-up and existing
businesses. Entrepreneurs work directly
with the Intermediaries to receive
financing and business knowledge
support. The proceeds of a microloan
can be used for working capital, or the
purchase of furniture, fixtures, supplies,
materials, and/or equipment. Microloans
may not be used for the purchase of real
estate. Interest rates are negotiated
between the borrower and the
Intermediary. The maximum term for
a microloan is six years. Because funds
are borrowed from the Intermediary,
SBA is not involved in the business loan
application or approval process. And,
payments are made directly from the
small business to the Intermediary.
The program also provides businessbased training and technical assistance
to micro-borrowers and potential microborrowers to help them successfully
start or grow their businesses. Such
training and technical assistance may
include general business education,
assistance with business planning,
industry-specific training, and other
types of training support.
Entrepreneurs and small business
owners interested in small amounts
of business financing should contact
the nearest SBA district office for
information about the nearest Microloan
Program Intermediary Lender or go to
www.sba.gov/microloans.

1000 E. 111th St.
Chicago, IL 60628
Contact: Erica King, Vice President Lending
773-341-2072
eking@cnigroup.org
Service Area: Chicagoland Neighborhoods
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that SBICs are privately owned and
managed investment funds, licensed
and regulated by SBA, that use their
own capital plus funds borrowed with
an SBA guarantee to make equity
and debt investments in qualifying
small businesses. The funds raise
private capital and can receive SBAguaranteed leverage up to three times
private capital, with a leverage ceiling
of $150 million per SBIC and $225
million for two or more licenses under
common control. Licensed SBICs are
for-profit investment firms whose
incentive is to share in the success
of a small business. The U.S. Small
Business Administration does not invest
directly into small business through the
SBIC Program, but provides funding
through SBA guarantee debentures
to qualified investment management
firms with expertise in certain sectors or
industries.

SBIC Licensees Located in Illinois
Aldine SBIC Fund, L.P.

Albert L. Brahm
30 W. Monroe St., Ste. 710
Chicago, IL 60603
312-346-3950 • 312-346-3930 Fax
bbrahm@aldinecapital.com

Alpha Capital III SBIC, L.P.

Andrew H. Kalnow
122 S. Michigan Ave., Ste. 1700
Chicago, IL 60603
312-322-9800 • 312-322-9808 Fax
AHKalnow@alphacapital.com

BA Capital Company, L.P.

Emili de la Cruz
135 S. LaSalle St., 8th Fl.
Mail Code IL4-135-08-13
Chicago, IL 60603
312-828-8625 • 312-453-3855 Fax

Banc of America Capital Investors SBIC, L.P.
Emili de la Cruz, 312-828-8685
135 S. LaSalle St., 8th Fl.
Mail Code IL4-135-08-13
Chicago, IL 60603
704-944-0966 • 704-944-0973 Fax

BancBoston Ventures, Incorporated

Gregory Costigan
135 S. LaSalle St., 8th Fl.
Mail Code IL4-135-08-13
Chicago, IL 60603
704-683-5741 • 704-388-2746 Fax
gregory.costigan@bankofamerica.com

CapX Fund IV, L.P.

Jeffry S. Pfeffer
155 N. Wacker Dr., Ste. 1760
Chicago, IL 60606
312-629-2878 • 312-629-2874 Fax
jspfeffer@capxpartners.com
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CFB Venture Fund L.P.

Dan W. O’ Connell
120 S. Riverside, Ste. 2160
Chicago, IL 60606
312-466-9276 • 312-466-9278 Fax

Channel Medical Partners, L.P.

Carol Winslow
1210 Chicago Ave., Ste. 703
Evanston, IL 60202
847-779-1502 • 847-779-1535 Fax
cwinslow@chanmed.com

LaSalle Capital Group, L.P.

Andrew Shackelford, CFO
70 W. Madison St., Ste. 5710
Chicago, IL 60602-4370
312-236-7041 • 312-236-0720 Fax
ashackelford@lasallecapitalgroup.com

MidWest Mezzanine Fund V SBIC, L.P.
Paul Kreie
55 W. Monroe Ave., Ste. 3650
Chicago, IL 60603
312-291-7303 • 312-345-0665 Fax
pkreie@mmfcapital.com

Dunrath Capital Infrastructure Surety
Fund, L.P.

MK Capital SBIC, L.P.

Fidus Mezzanine Capital II, L.P.

Monroe Capital Corporation SBIC, LP

Fidus Mezzanine Capital, L.P.

Monroe Capital Partners Fund II, LP

Freeport Financial SBIC Fund LP

Prism Mezzanine Fund SBIC, L.P.

Granite Creek FlexCap I, L.P.

Vogen Funding, L.P.

High Street Capital IV SBIC, L.P.

VPC SBIC I, LP

Invision Capital I, L.P.

THE SMALL BUSINESS
INNOVATION RESEARCH
PROGRAM

John Abernethy
701 Harger Rd., Ste. 150
Oak Brook, IL 60523
312-546-4700 • 312-386-9454 Fax
john@dunrath.com
Edward H. Ross
1603 Orrington Ave., Ste. 1005
Evanston, IL 60201
847-859-3941 • 847-859-3953 Fax
eross@fidusinv.com
Edward H. Ross
1603 Orrington Ave., Ste. 1005
Evanston, IL 60201
847-859-3940 • 847-859-3953 Fax
eross@fiduspartners.com
Joseph V. Walker
200 S. Wacker Dr., Ste. 750
Chicago, IL 60606
312-281-4609 • 312-589-3002 Fax
jwalker@freeportfinancial.com
Mark A. Radzik
222 W. Adams, Ste. 1980
Chicago, IL 60606
312-895-4503 • 312-895-4509 Fax
Mark@GraniteCreek.com
Joseph R. Katcha
150 North Wacker Dr., Ste. 2420
Chicago, IL 60606
312-423-2650 • 312-267-2861 Fax
joe@highstreetcapital.com
Robert J. Castillo
225 W. Washington St., Ste. 1155
Chicago, IL 60606
312-236-4600 • 312-893-3841 Fax
rcastillo@invisioncapitalgroup.com

LaSalle Capital Group II-A, L.P.

Andrew Shackelford
70 W. Madison St., Ste. 5710
Chicago, IL 60602-4370
312-236-7041 • 312-236-0720 Fax
ashackelford@lasallecapitalgroup.com

Bret R. Maxwell
40 Skokie Blvd, Ste. 430
Northbrook, IL 60062
312-324-7703 • 312-324-7713 Fax
bmaxwell@mkcapital.com
Ted Koenig
311 S. Wacker Dr., Ste. 6400
Chicago, IL 60606
312-523-2360 • 312-258-8350 Fax
tkoenig@monroecap.com
Ted Koenig
311 S. Wacker Dr., Ste. 6400
Chicago, IL 60606
312-523-2360 • 312-258-8350 Fax
tkoenig@monroecap.com
Robert Finkel
444 N. Michigan Ave., STe. 1910
Chicago, IL 60611
312-464-7900 • 312-464-7915 Fax
robert@prismfund.com
Jeffry S. Pfeffer
155 N. Wacker Dr., Ste. 1760
Chicago, IL 60606
312-629-2878 • 312-629-2874 Fax
jspfeffer@capxpartners.com
Brendan Carroll
227 W. Monroe, Ste. 3900
Chicago, IL 60606
312-701-0785 • 312-701-0794 Fax
bcarroll@vpcadvisors.com

The Small Business Innovation
Research (SBIR) program is a highly
competitive program that encourages
domestic small businesses to engage
in Federal Research/Research and
Development (R/R&D) that has the
potential for commercialization.
Through a competitive awardsbased program, SBIR enables small

Visit us online: www.sba.gov/il

businesses to explore their technological
potential and provides the incentive to
profit from its commercialization. By
including qualified small businesses
in the nation’s R&D arena, high-tech
innovation is stimulated and the United
States gains entrepreneurial spirit
as it meets its specific research and
development needs.

SBIR Program Eligibility

Visit us online: www.sba.gov/il

If a trust owns all or part of the
concern, each trustee and trust
beneficiary is considered an owner.
10. Phase I awardees with multiple
prior awards must meet the
benchmark requirements for
progress toward commercialization.

SBIR-Participating Agencies

Each year, Federal agencies with
extramural research and development
(R&D) budgets that exceed $100 million
are required to reserve 2.9% (FY 15)
of the extramural research budget
for SBIR awards to small businesses.
These agencies designate R&D topics
and accept proposals. Currently, eleven
agencies participate in the SBIR
program:
•		Department of Agriculture
•		Department of Commerce National Institute of Standards and
Technology
•		Department of Commerce National Oceanic and Atmospheric
Administration
•		Department of Defense
•		Department of Education
•		Department of Energy
•		Department of Health and Human
Services
•		Department of Homeland Security
•		Department of Transportation
•		Environmental Protection Agency
•		National Aeronautics and Space
Administration
•		National Science Foundation
For additional information visit

www.sbir.gov.

SMALL BUSINESS
TECHNOLOGY TRANSFER
PROGRAM

Small Business Technology Transfer
(STTR) is another program that
expands funding opportunities in
the federal innovation research and
development (R&D) arena. Central to
the program is expansion of the public/
private sector partnership to include
the joint venture opportunities for
small businesses and nonprofit research
institutions. The unique feature of
the STTR program is the requirement
for the small business to formally
collaborate with a research institution
in Phase I and Phase II. STTR’s most
important role is to bridge the gap
between performance of basic science
and commercialization of resulting
innovations.

STTR Program Eligibility

Only United States small businesses
are eligible to participate in the STTR
program. The small business must meet
all of the following criteria at time of
award:
•		Organized for profit, with a place
of business located in the United
States;
•		At least 51 percent owned
and controlled by one or more
individuals who are citizens of, or
permanent resident aliens in, the
United States, and;
•		No more than 500 employees,
including affiliates.
The nonprofit research institution
must also meet certain eligibility
criteria:
•		Located in the U.S.
•		Meet one of three definitions:
•		Nonprofit college or university
•		Domestic nonprofit research
organization
•		Federally funded R&D center
(FFRDC)
STTR differs from SBIR in three
important aspects:
1. The SBC and its partnering
institution are required to
establish an intellectual property
agreement detailing the allocation
of intellectual property rights
and rights to carry out followon research, development or
commercialization activities.
2. STTR requires that the SBC
perform at least 40% of the R&D
and the single partnering research
institution to perform at least 30%
of the R&D.
3. Unlike the SBIR program, STTR
does not require the Principal
Investigator to be primarily
employed by the SBC.

STTR-Participating Agencies

Each year, Federal agencies with
extramural research and development
(R&D) budgets that exceed $1 billion
are required to reserve 0.40% (FY 15)
of the extramural research budget for
STTR awards to small businesses.
These agencies designate R&D topics
and accept proposals. Currently, five
agencies participate in the STTR
program:
•		Department of Defense
•		Department of Energy
•		Department of Health and Human
Services
•		National Aeronautics and Space
Administration
•		National Science Foundation
For additional information visit
www.sbir.gov.
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Only United States small businesses
are eligible to participate in the SBIR
program. An SBIR awardee must meet
the following criteria at the time of
Phase I and II awards:
1. Organized for profit, with a place
of business located in the United
States;
2. No more than 500 employees,
including affiliates;
3. Be a concern which is more than
50% directly owned and controlled
by one or more individuals (who
are citizens or permanent resident
aliens of the United States),
other small business concerns
(each of which is more than 50%
directly owned and controlled by
individuals who are citizens or
permanent resident aliens of the
United States), or any combination
of these;
4. Be a concern which is more than
50% owned by multiple venture
capital operating companies, hedge
funds, private equity firms, or any
combination of these (for agencies
electing to use the authority in 15
U.S.C. 638(dd)(1)); or
5. Be a joint venture in which each
entity to the joint venture must
meet the requirements set forth in
paragraph (a)(1)(i) or (a)(1)(ii) of
this section. A joint venture that
includes one or more concerns
that meet the requirements of
paragraph (a)(1)(ii) of this section
must comply with §121.705(b)
concerning registration and
proposal requirements.
6. No single venture capital operating
company, hedge fund, or private
equity firm may own more than
50% of the concern.
7. For awards from agencies using the
authority under 15 U.S.C. 638(dd)
(1), an awardee may be owned and
controlled by more than one VC,
hedge fund, or private equity firm
so long as no one such firm owns a
majority of the stock.
8. If an Employee Stock Ownership
Plan owns all or part of the
concern, each stock trustee and
plan member is considered an
owner.

9.

SBA ONLINE: WEB-BASED TOOLS FOR BUSINESS OWNERS
The old adage “time is money” is
perhaps one of the most pertinent
statements that you can apply to
small business owners. Whether
you’re starting a business or managing
a growing one, entrepreneurs and
business owners wear many hats and
have many questions:

CAPITAL

•		What laws and regulations apply
to my business?
•		How do I start to write a business
plan?
•		Where can I get help with X, Y
and Z?
Many of us invariably turn to our
networks and the Internet to find
answers. But how can you trust that
the information you are getting is truly
applicable to your business and, let’s
face it, even accurate?
As part of its mission to help
business owners start, succeed and
grow, SBA, through the SBA.gov
website has developed numerous
online tools and guides to help
small businesses get information
and answers they need quickly and
efficiently. For example, these
10 Steps to Starting a Business
and these 10 Steps to Hiring your
First Employee guides are essential
reading. Then there are the Licenses
and Permits Search Tool and the
Loans and Grants Search Tool.
New Online Tools to Help Business Owners
Plan, Manage and Grow
The SBA has expanded its capacity
and selection of tools and information
that business owners need by
developing a whole range of new online
features! Check them out:
1. 		 Find an SBA Lender through the
Leveraging Information and Networks to
access Capital (LINC) Tool
		The SBA extends financial
assistance to for-profit small
businesses through its lending
partners, such as banks, certified
development companies, and
microloan intermediaries. For
help locating a lending partner in
your area, use SBA’s LINC tool
that matches small businesses
with SBA lenders. LINC begins
with a simple online form that
requests basic information about
your business and financing needs.
That information is transmitted
to all participating SBA lenders
operating within your county. If
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a lender is interested, you will
receive an email with the contact
information for that lender. LINC
can be accessed through SBA’s
website at https://www.sba.gov/
tools/linc.
2. Get to Know Your Market and
Competition Better with the SizeUp Tool
		Want to know how your business
stacks up against the competition?
Where your potential competitors
are located? Where the best places
are to advertise your business?
These are all critical inputs
for your business plan and can
also help back up any financing
applications.
		
		Now with the new SizeUp tool you
can crunch millions of data points
and get customizable reports and
statistics about your business and
its competition. Just enter your
industry, city, state and other
details. SizeUp then runs various
reports and provides maps and
data related to your competition,
suppliers and customers. It also
highlights potential advertising
opportunities.
3. Build a Business Plan Tool
		Business planning can seem a
daunting task, but it doesn’t have
to be that way. To help you plan
and steer your business, this new
“Build a Business Plan” tool guides
you through the process of creating
a basic, downloadable business
plan. The great thing about it is
you can build a plan in smaller
chunks of time, save your progress
and return at your leisure.
		To use the tool, simply log into
SBA.gov and enter information into
a template for each section of the
business plan including, market

analysis, company description and
financial projections. The tool is
secure and confidential and will
keep your plan on record for up
to six months. You can also save,
download or email the plan at any
time.
4. Size Standards Tool - Find Out Fast if You
Qualify for Government Contracts
		In order to be eligible to sell to
the government and compete
for small business “set-aside”
contracts, business owners had to
rummage through various rules
and matrices to find out if their
business is truly “small” according
to SBA size standards. Now, with
this new Size Standards Tool, you
can follow three simple steps to
cut through the guesswork and
quickly find out if you qualify
for government contracting
opportunities. SBA also offers
other resources including
government contracting training
courses, and guides to help you
register as a contractor.
5. Events Calendar - Locate Business
Training and Seminars
		SBA and its partners, including
Small Business Development
Centers, Women’s Business
Centers, and SCORE, hold
hundreds of small business
training seminars and workshops
across the country. Until now,
there was no single repository for
these events. Now, with SBA’s
Events Calendar, you can quickly
find and sign up for training.
Enter a date range and/or zip
code to locate events in your
area. Results are filtered by topic
such as “starting a business,”
“managing a business,” “business
planning,” and “financing a
business.”

Visit us online: www.sba.gov/il

Loan Programs for Businesses
Ways borrowers can use the money
(Information current as of 05/23/2016)

Program

Use of Proceeds

Maturity

Maximum Loan
Amount

Structure

Benefits to
Borrower

Basic 7(a)

For profit businesses
that can meet SBA’s
size standards,
nature of business,
use of proceeds,
credit elsewhere, and
other miscellaneous
eligibility factors.

Acquire land; purchase
existing building; convert,
expand or renovate
buildings; construct new
buildings; acquire and
install fixed assets; acquire
inventory; purchase supplies
and raw materials; purchase
a business, start a business,
leasehold improvements,
term working capital; and,
under certain conditions, to
refinance certain outstanding
debts

Based on the use
of proceeds and
borrower’s ability to
repay. Not based on
collateral. Maximum
maturity: 10 years
for working capital
(seven years is
common), 10 years
for fixed assets,
25 years for real
estate.

A Basic 7(a) can be
for as much as $5
million. SBA’s limit
to any one business
is $3.75 million so
a business can
have multiple loans
guaranteed by SBA
but the guaranteed
portion combined
cannot exceed
$3.75 million.

Term loans with one
monthly payment of
principal and interest (P&I).
Borrower contribution
required. Interest rate
depends upon how lender
applies for guaranty (see
lender program chart).
Cannot revolve, no balloon
or call provisions.

Business can
obtain financing not
otherwise available,
fixed maturity,
available when
collateral is limited.
Can establish or
re-affirm relationship
with lender.

International
Trade Loan
(ITL)

Same as Basic
7(a), plus, business
must be engaged or
preparing to engage
in exporting or be
adversely affected
by competition from
imports.

Acquire, renovate,
Same as Basic 7(a).
modernize facilities or
equipment used in making
products or services to
be exported, plus, for
permanent working capital or
to refinance business debts
currently on unreasonable
terms.

Same as Basic
7(a), but when
borrower has both
international trade
and working capital
loans guaranteed by
the SBA, the limit on
the guaranty for all
working capital to
any one business is
$4 million.

Same as Basic 7(a).

Same as Basic 7(a).
Plus, long-term
financing exportrelated fixed assets
and working capital
to ensure the
company becomes
more competitive.

Export
Working
Capital Loan
(EWCP)

Same as Basic
7(a). Plus, must
be in business one
year and engaged
or preparing to
engage in exporting.
One-year in business
requirement can be
waived for principals
with previous
exporting and
business expertise.

Short-term working capital
to cover the costs of filling
export orders, including
ability to support an Export
Stand-By Letter of Credit.

Can be up to a
maximum of 36
months but generally
12 months or less.

Gross loan amount
$5.0 million with
90% guaranty.
SBA maximum
guaranteed portion is
$4.5 million.

Finance single or multiple
transactions. Interest paid
monthly, principal paid
as payments from items
shipped overseas are
collected. Can be renewed
annually. Extra servicing
fees are allowed.. Can be
transactional or revolving
asset-based line of credit.

Provides U.S.
exporters with a line
of credit that can
be separated from
domestic operations
line of credit.
Can be used to
finance 100% of the
cost of filling export
orders.

Seasonal
CAPlines

Same as Basic 7(a).
Plus, in business
for at least one year
and can demonstrate
seasonal financing
needs.

To finance the seasonal
increases of accounts
receivable, inventory and
labor.

10 years

Same as Basic 7(a).

Short-term financing for
seasonal activities to be
repaid at the end of the
season when payment
for the seasonal activity is
made to business

Provides opportunity
for seasonal
businesses to get
seasonal financing
not otherwise
available.

Contract
CAPlines

Same as Basic 7(a).
Plus, will perform on
contract or purchase
order for some thirdparty buyer.

To finance the cost of one
or more specific contract,
sub-contract, or purchase
order, including overhead or
general and administrative
expenses, allocable to the
specific contract(s).

10 years

Same as Basic 7(a).

Short-term financing for
performance of approved
contract, sub-contract, or
purchase order to be repaid
when payment for the
activity is made to business.
Can be revolving or not.

Provides opportunity
for contractors and
sub-contractors to
get financing not
otherwise available.

Builders
CAPlines

Same as Basic
7(a). Plus, building/
renovating residential
or commercial
structure for re-sale
without knowing
buyer at time of
approval.

For the direct expenses
related to the construction
and/or “substantial”
renovation costs of specific
residential or commercial
buildings for resale, including
labor, supplies, materials,
equipment rental, direct fees.
The cost of land is potentially
eligible.

Maximum of three
Same as Basic 7(a).
years to disburse and
build or renovate.
Extension possible to
accommodate sale.

Short-term financing to
build or renovate home or
building for sale to unknown
third party. “Substantial”
means rehabilitation
expenses of more than onethird of the purchase price
or fair market value at the
time of application. Can be
revolving or not.

Provides opportunity
for residential and
commercial builders
to get financing not
otherwise available.

Visit us online: www.sba.gov/il
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Who Qualifies

CAPITAL

Program

Who Qualifies

Use of Proceeds

Maturity

Maximum Loan
Amount

Structure

Benefits to
Borrower

Working
Capital
CAPlines

Same as Basic 7(a).
Borrower should
sell on credit and/
or have inventory
needing immediate
replacement after
the sale.

For short-term working
10 years
capital and operating needs,
including to finance export
sales. Proceeds must not
be used to pay delinquent
withholding taxes or similar
trust funds (state sales taxes,
etc.) or for floor planning.

Same as Basic 7(a).

Structured with
requirements for payment
of principal tied to the
businesses collection
of payments from their
clientele

Provides opportunity
for businesses that
sell on credit to get
revolving financing
not otherwise
available.

SBA Express
Lender
Structured
Loans or
Lines of
Credit

Businesses needing
a term loan or line
of credit to conduct
credit in the USA.

Term loan to support
business operations
Including equipment and real
estate. Working capital

If revolving, sevenyear maximum,
including term out
period. Equipment,
useful life; real
estate, 25 years.

$350,000

Structure is established by
individual lender. Lender
must have SBA Express
designation

Has availability for
a line of credit to
help with short-term
cash needs of the
business.

Export
Express
Lender
Structured
Loans or
Lines of
Credit

Businesses needing
a term loan or line
of credit to support
exporting activity.

Term loan to support
business operations
Including equipment and
real estate. Working capital,
70 percent of which is to be
used to support exporting
activities.

If revolving line of
credit for working
capital, seven-year
maximum, including
term out period.
Equipment, useful
life; real estate,
25 years.

$500,000

Structure is established by
individual lender. Lender
must have Export Express
designation

Has availability for a
line of credit or loan
to help with shortterm cash needs
of the business to
support expanding
export sales or to
expand production
for the sale of
exported goods or
services

504 Loan
Program

For-profit businesses
that can meet
the SBA’s size
standards, nature
of business, use
of proceeds, credit
elsewhere, and
other miscellaneous
factors.

Non-7(a) Programs
For the acquisition of longterm fixed assets, equipment
with a useful life of at
least 10 years; refinance
loan-term fixed asset debt
under certain conditions;
working capital under certain
conditions; to reduce energy
consumption; and to upgrade
renewable energy resources.

Based on the use of
proceeds. Twenty
years for real
estate. Ten years
for machinery and
equipment.

The SBA portion of
the financing can
generally be up to
$5.0 million but may
be up to $5.5 million
for manufacturing
businesses or energy
saving public policy
goals.

Loans packaged by
Certified Development
Companies (CDC) and
designed to finance up to
40 percent of a “project”1
secured with a 2nd
position lien. Another loan
from a third party lender
financing up to 50 percent
of the same project
secured in 1st position,
and borrower contribution
of at least 10 percent.
Extra contributions for
special-purpose properties
and new businesses.

Long-term Treasury
fixed rates that are
below market, low
borrower contribution
only 10 to 20 percent,
full amortization with
no call or balloon
conditions.

Microloan
Program

Same as Basic 7(a).
Plus, nonprofit childcare businesses.

Similar to Basic 7(a). Plus,
start-up nonprofit child-care
businesses

Shortest term
possible, not to
exceed six years.

$50,000 to the small
business at any
given time.

The SBA provides a loan
to a nonprofit micro-lender
called an “intermediary”
who uses the proceeds to
make microloans to small
businesses. Technical
assistance can also be
provided.

Direct loan
from nonprofit
intermediary lender,
fixed-rate financing,
can be very small
loan amounts, and
technical assistance
is available.

Non-7(a) Programs

1 “Project” is the purchase or lease, and/or improvement or renovation of long-term fixed assets by a small business, with 504 financing, for use in its business operations.
All SBA programs and services are extended to the public on a nondiscriminatory basis.
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Lender’s Programs Chart
Ways lenders can request guarantees
(Information current as of 04/27/2016)

Program
Processing

Types of Loans that
can be Guaranteed

Maximum Allowable
Interest Rates

Eligibility Analysis

Credit Analysis

Maximum Loan
Amount

Standard
Processing

Lenders that
have an executed
participation
agreement with the
SBA. Export Working
Capital requires
additional 750-EX
agreement.

Basic 7(a). International
Trade, Export Working
Capital, all CAPlines.

Base rate is Wall
Street Journal prime,
or LIBOR* one month
rate plus 3 percent, or
SBA Peg rate. Plus, an
allowable spread from
2.25 to 2.75 percent
based on term. Lender
can add 2 percent if
loan is $25,000 or less,
and 1 percent if loan is
$25,001 to $50,000. Can
be fixed or variable. No
maximum set on Export
Working Capital.

Lender completes
eligibility
questionnaire
and SBA reviews
eligibility during loan
processing.

Lender to cover all
aspects of prudent credit
analysis with emphasis
on applicant’s ability
to repay loan from
operation. SBA conducts
analysis of lender’s
analysis.

Maximum loan
$5 million. Loans
up to $150,000
guaranteed up to
85 percent; loans
over $150,000
guaranteed up
to 75 percent.
Business with
multiple SBA
loans may get
some variations.
Export Working
Capital and
International
Trade Loans have
90% guaranty.

Certified
Lender
Program
(CLP)
Processing

Same as Standard
7(a). Plus, an
executed CLP
agreement.

Same as Standard 7(a)
processing except no
policy exceptions.

Same as Standard 7(a).

Same as Standard
7(a).

Same as Standard 7(a)
except SBA reviews
lender’s analysis work,
not a re-analysis.

Maximum loan
$5 million.
Guaranty
percentage same
as Standard 7(a).

Preferred
Lender
Program
(PLP)
Processing

Same as Standard
7(a). Plus, an
executed PLP
agreement.

Same as Standard
processing except
restrictions on loans
involving some types of
debt refinancing.

Same as Standard 7(a).

Lender completes
Eligibility Analysis.

Delegated to lender.

Maximum loan
$5 million.
Guaranty
percentage same
as Standard 7(a).

SBA Express
Processing

Same as Standard
7(a). Plus, an
executed SBA
Express agreement.

Basic 7(a) with
restrictions on
some types of debt
refinancing. Plus, lender
structured term and
revolving loans.

If $50,000 or less,
cannot exceed prime
+ 6.5 percent. If over
$50,000, cannot exceed
prime + 4.5 percent.
Prime may be lender
prime.

Lender completes
SBA Form
1920 “Eligibility
Information.”

Delegated to lender.

Maximum loan
$350,000.
Guaranty
percentage
50 percent.

Export
Express
Processing

Same as Standard
7(a). Plus, an
executed Export
Express agreement.

Similar to SBA Express,
but must meet exportrelated eligibility criteria
and use of proceeds
requirement.

If $50,000 or less,
cannot exceed prime
+ 6.5 percent. If over
$50,000, cannot exceed
prime + 4.5 percent.
Prime may be lender
prime.

Lender completes
SBA Form
1920 “Eligibility
Information.”

Delegated to lender.

Maximum loan
$500,000.
Guaranty
percentage range
between 75 and
90 percent.

Community
Advantage

Lenders that have an
executed Community
Advantage
agreement.

Basic 7(a) except
restrictions on some
types of refinancing.

Prime + 6 percent.

Lenders complete
SBA Form 1920
“Eligibility
Information.”

Similar to Standard 7(a)
except credit factors
to consider are more
defined.

Maximum loan
$250,000.
Guaranty
percentage same
as Standard 7(a).

• London InterBank Offered Rate
All SBA programs and services are extended to the public on a nondiscriminatory basis.

Visit us online: www.sba.gov/il

Illinois Small Business Resource —

37

CAPITAL

Which Lenders
Qualify

SBA PARTICIPATING LENDERS

S B A PA RTICIP ATING L E NDE R S
ACCION CHICAGO (CA)
Steve Hall
312-275-3000

CENTRUE BANK (7a)
Joudeh Joudeh
815-937-2812

ALPINE BANK OF ILLINOIS
(PLP/SX/7A/CLP/EWCP)
Dianna Cruden
815-231-1775

CHASE (PLP/SX/CLP)
Mike L Hereda
312-732-8572

AMERICAN CHARTERED BANK
(PLP/EWCP)
John Mangan
847-540-5210
AMERICAN METRO BANK (7a)
Weiwei Cai
312-842-6800
ASSOCIATED BANK ILLINOIS, NA
(PLP/SX/CLP)
Lynn Tyczkowski
920-727-8440
BANK & TRUST CO (SX)
Jim McGuire
217-324-3935
BANK OF AMERICA, N.A.
(PLP/SX/CLP)
Tyler Pope
972-455-5874
BANK OF BELLEVILLE
(PLP/SX/CLP)
Mona Friederich
618-233-6400
BANK OF SPRINGFIELD (SX)
Ryan Beverage
217-241-6135
BARRINGTON BANK & TRUST
(SX)
Burke Groom
847-842-4500

CITIBANK FSB (PLP/SX/CLP)
Randy Wiedmeyer
312-627-3762
CITIZENS EQUITY FIRST CU (7a)
Jeff Ambrose
217-546-2010
COMMERCE BANK, NA
(PLP/SX/CLP)
Angela Wright
816-234-2028
COMMUNITY FIRST BANK OF
THE HEARTLAND (SX)
Jo David Cummins
618-244-3000
CRYSTAL LAKE BANK & TRUST
(7a)
James N. Thorpe
815-479-5200
FARMERS AND MECHANICS
BANK (7a)
Doug Sanders
309-343-7141
FIFTH THIRD BANK
(PLP/SX/CLP)
Maggie Webb
312-704-6932
FIRST AMERICAN BANK (PLP/SX)
Alan Lane-Murcia
847-586-2225

BBCN BANK (PLP/CLP/SX/PLP)
Christine Yoon
773-279-4952

FIRST BANK FINANCIAL CENTRE
(PLP/SX/CLP)
Mark McCune
262-569-9900

BETTER BANKS (7a)
Bob Bridges
309-243-1000

FIRST BANKERS TRUST (SX)
Nancy Richards
217-546-6151

BLACKHAWK BANK (7a)
Chris Agnitsch
815-636-4371

FIRST CLOVER LEAF BANK (SX)
Lisa Fowler
618-656-6123

BMO HARRIS BANK
(PLP/SX/CLP)
Jim Ebben
262-938-2626

FIRST COLORADO NATIONAL
BANK (PLP/SX)
Jeff Scott
847-278-3358

BUSEY BANK (PLP/CLP/SX)
Tom Boaz
217-365-4532

FIRST COMMUNITY BANK
(PLP/SX)
Joseph Strejc
630-436-6300

CELTIC BANK (PLP/SX/CLP)
Fred Crispen
850-230-0454

FIRST EAGLE BANK (SX)
Faruk Daudbasic
312-850-9232
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FIRST MERCHANTS BANK
(PLP/SX/CLP)
Joe Keyler
317-566-7685

LIBERTYVILLE BANK & TRUST
(7a)
Chris Piazzi
847-968-4280

QUAD CITY BANK AND TRUST
CO. (PLP/SX/CLP)
Jeffrey Lockwood
563-388-4750

FIRST MID-ILLINOIS BANK &
TRUST (CLP/SX)
Jason Tucker
217-258-0660

LIVE OAK BANKING (PLP/SX)
James S Mahan
910-790-5867

REGIONS BANK (PLP/SX/CLP)
Pete Peterson
404-257-2872

LOCAL INITIATIVES SUPPORT
CORP (LISC) (CA)
Mary Los
708-610-8011

RESOURCE BANK (SX)
Rod Schairer
815-748-1603

FIRST MIDWEST BANK (SX)
Rick Mahoney
630-725-5504
FIRST NATIONAL BANK OF
OMAHA (PLP/SX/CLP)
Scott Bestmann
402-602-6146

MARINE BANK (PLP/SX)
Mike Gillespie
217-726-0625

FIRSTMERIT BANK (PLP/SX)
Scott Schutte
630-907-4459

MORTON COMMUNITY BANK
(SX)
Robert Mueller
309-266-5337

GERMAN-AMERICAN STATE
BANK (SX)
Shawna L. Korf
815-335-1900

NEWTEK SMALL BUSINESS
FINANCE (PLP/SX)
Peter M. Downs
866-639-1835

HARVARD STATE BANK (SX)
Phillip Lehmann
815-943-4400

NORTH SHORE COMMUNITY
BANK & TRUST (7a)
Jolie Horen
847-251-4519

HEARTLAND BANK AND TRUST
(SX)
Mark Wagner
309-664-8913

NORTHEAST BANK
Javier Plancencia
815-356-7686

HERITAGE BANK OF CENTRAL
ILLINOIS (7a)
Mike Bartman
309-637-3611

NORTHWEST BANK & TRUST CO.
(PTX/SX)
Jim Legare
563-388-2655

HUNTINGTON NATIONAL BANK
(PLP/SX/CLP)
Craig Street
614-331-7235

PACIFIC CITY BANK (PLP/SX)
Seikeun Ahn
847-768-9500

ILLINI BANK (PLP/SX)
Ron Winger
217-787-5111
ILLINOIS NATIONAL BANK
(PLP/SX)
John Maxfield
217-747-5549
INLAND BANK (PLP/SX/CLP)
Coleen Ryan
630-908-6613
INTERNATIONAL BANK OF
CHICAGO (7a)
John Benik
708-410-2899 ext. 106
LEGENCE BANK (SX)
Chris Healy
812-402-8989

PEOPLES BANK & TRUST SPRINGFIELD (CLP)
David Stake
217-483-3337
PEOPLES NATIONAL BANK (SX)
Chris Howton
618-244-4777

RIDGESTONE BANK (PLP/SX/CLP)
Thomas Abraham
847-805-9520
RIVERSIDE COMMUNITY BANK
(SX)
Dennis R. Roop
815-637-7008
ROCKFORD BANK AND TRUST
(PLP/SX/CLP)
Kris King
815-489-2105
SCOTT CREDIT UNION (SX)
Brian Buster
618-345-1000
SIGNATURE BANK (SX)
Greg Woodin
773-467-5636
SOUTH CENTRAL BANK & TRUST
(PLP/SX/CLP)
Todd Grayson
312-421-7100
SPIRIT OF TEXAS BANK
(PLP/SX/CLP)
Tim Duffy
281-252-8842
STATE BANK OF COUNTRYSIDE
(7a)
Raj Badri
708-485-9981
STATE BANK OF LINCOLN
(PLP/SX/CLP)
Christopher Herzog
217-732-2750

PNC BANK (PLP/SX/CLP)
Gregory Simmons
312-338-5297

STATE BANK OF THE LAKES
(SX/CLP)
Bradley Kranich
847-395-2700

PRAIRIE STATE BANK AND
TRUST (SX)
John Rohn
217-517-6963

STEARNS BANK (PLP/SX/CLP)
Leticia Scearce
480-905-4074

PROVIDENCE BANK (SX)
Tenay Mazumdar
219-961-8012

SUPERIOR FINANCIAL GROUP
(7a)
Jim Bek
925-296-0500

Visit us online: www.sba.gov/il

S B A PA RTICIP ATING L E NDE R S
THE PRIVATEBANK AND TRUST
CO. (PLP/SX/CLP)
Paul Liles
630-488-3007

US BANK, NA (PLP/SX/CLP)
Rob Einstein
630-208-6397
UNION NATIONAL BANK &
TRUST (7a)
Jay Deihs
847-888-7500

UNITED COMMUNITY BANK/
DANVILLE (SX)
W. Dean Grimes Jr.
217-446-9416
UNITED COMMUNITY BANK/
SPRINGFIELD (SX)
Brad Smith
217-625-3000

VEDC - CBOF (CA)
Cynthia Ryan
312-577-7587
VILLAGE BANK & TRUST
(PLP/SX/CLP)
Thomas J. Huffman
847-590-7030

SUCCESS

as an Air Force civil engineer and
contracting officer provided a strong
knowledge base for his work with
the government. The opportunity
to continue to give back was also
appealing.

S T O R Y

Still Driven To Serve,
Air Force Veteran
Provides Clients With
Technology Solutions
Southern Illinois-based Competitive
Range Solutions started in 2011 as an
information technology commoditybased business. Owner Noah Vasquez
focused on leveraging relationships
to make hardware and software
sales. Revenue was coming in, but
the company’s margins weren’t great.
Vasquez knew that something needed
to change.
“Our business model did not support
sustained growth objectives,” he
said. “We weren’t doing anything
groundbreaking; we did what we could
with what we had, but it simply wasn’t
enough.”
The solution: move the company into
value-added technology solutions
and support services. After becoming
certified in 2013 in the Small Business
Administration’s 8(a) Business
Development Program, which offers
assistance to firms owned by socially
and economically disadvantaged
individuals, CRS diversified its
revenue portfolio and embraced a
more sustainable business model.
Turning down business opportunities
was at times painful for the company,
Vasquez says, but he prioritized longterm benefits over short-term gains.
“We’re a mission partner,” said
Vasquez, a service-disabled Air Force
veteran and Chicago native. “Our
employees understand my customers,
the landscape, and the risks they face.
It’s a better company.”

Visit us online: www.sba.gov/il

WELLS FARGO
(PLP/SX/CLP)
Jeremy Miskell
847-382-0461

SBA PARTICIPATING LENDERS

THE BANCORP BANK
(PLP/SX,CLP)
Lucia Guerra
312-416-6810

Competitive Range Solutions owner Noah
Vasquez, pictured with wife Vanessa and
daughters Leilani and Aubrey.

“I couldn’t think of my professional
life outside of service to my country,”
he said. “I realized I can’t go back to
Baghdad, but I can continue to serve
as a small business mission partner.
This is my future. Accomplishing
the mission always has and will
continue to have a high standard. Our
government benefits from partnering
with its veterans, who often not
only understand, but have lived the
requirement. That’s why I’m attracted
to this market.”

The 8(a) certification has helped
CRS transform and expand, with the
company now occupying offices in
Illinois, St. Louis, and the D.C. metro
area. The company has worked with
the Federal Aviation Administration
and the U.S. Transportation
Command, among others, and last year Looking forward, CRS hopes to
alone secured contracts worth about $7 continue to serve both government and
million.
commercial clients as well as negotiate
strategic partnerships as they strive
Born to Dominican immigrants,
to define – and evolve – their durable
Vasquez has followed an atypical
competitive advantage. Although 8(a)
career path and absorbed valuable
certification has certainly helped the
lessons along the way. He was
company expand, Vasquez notes, “The
homeless as a teenager but credits
program is meant to support and
an inner-city outreach ministry with
augment an existing small business
turning his life around. After earning
and not to be the primary source of its
his GED and becoming a banker, he
subsistence.” In other words, the rules
joined the Air Force, spending six
of good business still apply. Hard work
years in active duty and three years
and smart strategy are required to get
as a contracting officer. During his
ahead.
time in service, he deployed to Iraq
and earned both a bachelor’s degree
Absolute certainty, however, is
from DePaul University in Chicago
not required to take the leap into
and an MBA from Norwich University entrepreneurship. Vasquez advises
in Northfield, Vermont. Reflecting on
other small business owners to listen
his service and facing the possibility
to their fears and doubts, and use them
of sequestration in 2011, Vasquez left
to propel their companies forward.
the government hoping to establish the
most value-added veteran-owned IT
“It takes a special person to start
company in the market, and from this
a company. One of the things I’ve
CRS emerged.
learned to do is to control and leverage
my fears to derive a positive outcome,”
Veterans such as Vasquez own
he said. “In those moments of
more than 2.45 million businesses
desperation, you find your greatness.”
nationwide, capitalizing on the
flexibility, discipline and leadership
skills they gained in service. Vasquez,
in particular, found that his years
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Applying for Government Contracts

The U.S. government is the largest
single purchaser of goods and services
in the world, buying everything from
armored vehicles and cutting-edge
scientific research, to paper clips and
super computers. Every year, the
federal government awards more
than $500 billion in contracts, and a
significant share of those contracts are
made specifically available for award to
small businesses.
The Small Business Administration
works with agencies to award at least
23 percent of all prime government
contracts to small businesses, including
specific statutory goals for small
disadvantaged businesses (SDB) – 5%,
businesses that are women-owned
(WOSB) – 5% or service-disabled
veteran-owned (SDVOSB) – 3%,
and businesses that are located in
historically underutilized business zones
(HUBZone firms) – 3%.
The agency ensures that small
businesses have access to long-lasting
development opportunities, which
means working with small businesses
to help them to become and remain
competitive, as well as encouraging
federal agencies to award more
contracts to small businesses. The SBA
performs an advocacy function for small
businesses through outreach programs,
matchmaking events, and online
training opportunities. The agency
works directly with individual Federal
buying offices and large business
government contractors to identify
contracting opportunities for small
businesses.
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HOW GOVERNMENT
CONTRACTING WORKS

Sealed bidding vs. Negotiation

There are two primary competitive
contracting methods the government
uses to purchase goods and services,
sealed bidding and negotiation. The first
method, sealed bidding, involves the
issuance of an invitation for bid (IFB)
by a procuring agency. Under the sealed
bidding method, a contract is awarded
to the responsive and responsible bidder
whose bid, conforms to the requirements
of a solicitation (IFB) that will be most
advantageous to the government,
considering only price and the pricerelated factors included in the IFB. The
second method, negotiation, involves
issuing a request for proposal (RFP)
or request for quotation (RFQ). The
business with the best proposal in terms
of technical content, best value, price
and other factors generally is awarded
the contract.

Types of Contracts

Fixed-price contracts place the full
responsibility for the costs and risk of
loss on the contractor, and generally
do not permit any adjustment on the
basis of the contractor’s costs during the
performance of the contract. It provides
maximum incentive for the contractor
to control costs and perform effectively
and imposes a minimum administrative
burden upon the contracting parties.
This type of contract is used in all
sealed bid and some negotiated
procurements.

Cost reimbursement contracts
provide for the payment of allowable
costs incurred by the contractor plus
a reasonable profit, to the extent
stated in the contract. The contract
establishes a ceiling price, above which
a contractor may not exceed without the
approval of the contracting officer. Cost
reimbursement contracts are commonly
used in research and development
contracts.
Some contracts do not fit neatly into
these two categories, such as time and
material contracts (prices for hourly
wages are established but the hours are
estimated), and although rarely used,
letter contracts, which authorizes a
contractor to begin work on an urgent
requirement before all terms and
conditions are finalized.

Small Business Set-Asides

A “set-aside” for small businesses
reserves an acquisition exclusively
for small business competition. This
includes requirements competed among
HUBZone Certified Small Businesses,
SBA 8(a) Certified small businesses,
Service-Disabled Veteran-Owned
small businesses, and Economically
Disadvantaged/Women-Owned small
businesses in specific industries.
Generally, set asides are appropriate,
or in some cases required, if the
contracting officer has a reasonable
expectation of receiving two or more
offers from responsible concerns and
award can be made at fair market
prices. Some programs also have
authority for sole awards (awards
with competition) depending on the
circumstances.
Visit us online: www.sba.gov/il

applicable. A contracting officer must
give equal consideration to firms in each
of these Programs when considering an
award.

Subcontracting

Subcontracting opportunities are a
great opportunity for small businesses,
especially for those not ready to bid as
prime contractors. Experience gained
from subcontracting with a federal
prime contractor can better prepare
businesses to bid for prime contracts.
Current regulations stipulate that
for contracts offering subcontracting
opportunities with values over
$700,000 for goods and services, or $1.5
million for construction must offer the
maximum practicable subcontracting
opportunities to small businesses.
In addition, potential large business
prime contractors must submit a
subcontracting plan with their proposal
describing how they will successfully
maximize subcontracting opportunities
to small businesses.
To find subcontracting opportunities,
a list of federal prime solicitations is
listed under the U.S. Small Business
Administration Subcontracting Network
(SUBNET) web.sba.gov/subnet/search/

index.cfm and through the General
Services Administration (GSA) at

www.gsa.gov/portal/content/101195.

Research the list of prime contractors
and determine which are best suited
to your business. Develop a marketing
strategy, and then contact the Small
Business Liaison Officer (SBLO)
listed for each prime to schedule an
appointment. The SBA has a cadre of
Commercial Market Representatives
(CMRs) who work closely with large
prime contractors to maximize use of
small businesses as subcontractors.
They can also assist small businesses
with subcontracting matters. To find a
CMR, go to: https://www.sba.gov/content/
cmr-directory.

SBA CONTRACTING
PROGRAMS
HUBZONE

The Historically Underutilized
Business Zones (HUBZone) program
helps small businesses located in
distressed urban and rural communities
gain access to federal set-aside contracts
and sole source contracts, as well as a

CONTRACTING

There are two ways in which setasides can be determined. First, if an
acquisition of goods or services has
an anticipated dollar value above
$3,500 (micropurchase threshold), but
not exceeding $150,000 (simplified
acquisition threshold SAT), it is
automatically reserved for small
businesses. The acquisition will be
set aside above the SAT only if the
contracting officer determines there
are two or more responsible small
businesses that are competitive in
terms of price, quality, and delivery,
and an award can be made at a fair
market price. Reasonable expectations
of small business competition are
based on market research including an
evaluation of past acquisition history
for an item or similar items. As part of
market research, contracting officers
may publish Sources Sought notices
on the Federal Business Opportunities
(FBO; www.fbo.gov) website seeking
firms for upcoming opportunities. Be
sure to respond to these notices so you
can be solicited for the requirements.
There are several exceptions and
unique rules for specific kinds of small
businesses and industries, so you should
become familiar with the rules, which
are contained in the Federal Acquisition
Regulation (FAR). For small business
set-asides for manufactured items,
any business proposing to furnish a
product that it did not manufacture
must furnish the product of a small
business manufacturer unless the SBA
has granted either a waiver or exception
to this requirement, referred to as the
Non-manufacturer rule. In industries
where the SBA finds that there are no
small business manufacturers, it may
issue a waiver to the non-manufacturer
rule. Waivers permit small businesses
dealers or distributors to provide the
product of any size concern regardless
of the place of manufacture (but
other laws such as the Buy American
Act or Trade Agreements Act may
apply). For service and construction
requirements, the small business must
perform set percentages of the work
with its own employees (Limitations
on Subcontracting), on set-aside
requirements.

Sole Source

Although competition is the preferred
means of contracting, the SBA’s 8(a)
Business Development Program (FAR
subpart 19.8), HUBZone (subpart
19.13), Service Disabled Veteran-Owned
Business (subpart 19.14) and WomanOwned Small Business Programs
(subpart 19.15) each have provisions
allowing for sole-source awards, when

Visit us online: www.sba.gov/il
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price evaluation preference in full and
open contract competitions. Federal
agencies have a goal of awarding 3
percent of the total value of all prime
contract and subcontract awards
to small businesses that SBA has
certified as HUBZone. The list of
HUBZone small business can be located
at http://dsbs.sba.gov/dsbs/search/
dsp_searchhubzone.cfm. To qualify for
the program, a business (except those
that are tribally-owned) must meet the
following criteria:
•		Small Business by SBA size
standards
•		Owned and controlled at least
51 percent by U.S. citizens, or
a Community Development
Corporation (CDC), an agricultural
cooperative, or an Indian tribe
•		Principal office must be located
within a “Historically Underutilized
Business Zone,” which includes
lands considered “Indian Country”
and military facilities closed by the
Base Realignment and Closure Act
•		At least 35 percent of its employees
must reside in a HUBZone.
Note: Different rules apply for
Tribal Governments, Alaska Native
Corporations, Community Development
Corporations and small agricultural
cooperatives. These are delineated
in Title 13 of the Code of Federal
Regulations, Part 126.
Existing businesses that choose to
move to qualified areas are eligible to
apply for certification provided they
meet all the eligibility requirements. To
fulfill the requirement that 35 percent
of a HUBZone firm’s employees reside
in a HUBZone, employees must live in a
primary residence at a place for at least
180 days, or as a currently registered
voter, and with intent to live there
indefinitely.
The SBA is responsible for:
•		Determining whether or not
applicants are qualified HUBZone
small business concerns;
•		Maintaining a list of qualified
HUBZone small business concerns
for use by acquisition agencies
in awarding contracts under the
program;
•		Adjudicating protests and appeals
of eligibility to receive HUBZone
contracts.
For additional information, visit
www.sba.gov/hubzone.

8(a) BUSINESS DEVELOPMENT
PROGRAM
The 8(a) program is an essential
instrument for helping socially
and economically disadvantaged
entrepreneurs gain access to the
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WHAT YOU SHOULD KNOW
ABOUT YOUR BUSINESS
To be eligible to bid on a federal
contract, you must know your
business. Answer the following three
questions:
1. Are you a small business?
Is your small business:
•		Organized for profit?
•		Located in the U.S.?
•		Operated primarily within the
U.S. or making a significant
contribution to the U.S. economy
through payment of taxes or use of
American products, materials, or
labor?
•		Independently owned and
operated?
•		Not dominant in the field of
operation in which it is bidding for
government contracts?
•		A sole proprietorship, partnership,
corporation, or any other legal
form?
If the first six criteria apply to your
business, ask yourself the second
important question to find out if
your business meets size standard
requirements.
2. What is the size standard for your
business?
Size standards are used to
determine whether a business is small
or “other than small.” Size standards
vary depending upon the industry.
To determine the size standard for
your business, you will need a North
American Industry Classification code
(NAICS). Every federal agency uses
these codes when considering your
business. To determine your NAICS
code, go to www.census.gov/eos/www/naics/.
Some SBA programs require their
own unique size standards. To find out
more about these requirements and
other size standard information, go to
www.sba.gov/size.
economic mainstream of American
society. The 9-year program helps
thousands of aspiring entrepreneurs
gain a foothold in government
contracting. The program offers
business development assistance that
includes one-on-one training and
counseling, training workshops, matchmaking opportunities with federal
buyers and other management and
technical guidance. 8(a) participants
can receive sole-source contracts, up
to a ceiling of $4 million for goods
and services and $6.5 million for

3. Do you fall under a specific
certification?
Under the umbrella of “small
business,” SBA has outlined several
specific certifications that businesses
may fall under. These certifications
are divided into two categories:
SBA-Certified and Self-Certified.
The SBA-Certified Programs were
created to assist specific businesses
in securing federal contracts and
therefore can only be issued by SBA
administrators. For the Self-Certified
Programs, you can determine for
yourself if your business meets the
requirements by referring to the
Federal Acquisition Regulation (FAR).
Just as Congress has given federal
agencies a goal of procuring 23
percent of federal contracts from
small businesses, so too must federal
agencies meet specific contracting
goals for other categories of small
firms. These goals are:
•		23 percent of contracts for Small
Businesses
•		5 percent of contracts to Small
Disadvantaged Businesses
•		5 percent to Women-Owned Small
Businesses
•		3 percent to Service-Disabled
Veteran-Owned Small Businesses
•		3 percent to HUBZone Small
Businesses
Federal agencies have a strong
incentive to fulfill these contracting
goals. You should apply for those
SBA-Certified and determine which
Self-Certification programs for which
you qualify to take advantage of
contracting opportunities.

manufacturing. While we help 8(a)
participants build their competitive
and institutional know-how, we also
encourage them to participate in
competitive acquisitions to become
viable firms that continue to grow after
graduating from the program. There
is a statutory requirement that small
disadvantaged business concerns be
awarded not less than 5 percent of the
total value of all prime contract awards.
All 8(a) firms are considered small
disadvantaged business concerns for the
purpose of federal contracting.

Visit us online: www.sba.gov/il

Visit us online: www.sba.gov/il

obtaining access to surplus government
property and supplies, SBA-guaranteed
loans, and bonding assistance.
For additional information about
applying for the SBA’s 8(a) Program,
visit www.sba.gov/8a.

SMALL DISADVANTAGED
BUSINESS

A Small Disadvantaged Business
(SDB) is defined as a small business
that is at least 51 percent owned and
controlled by one or more individuals
who are socially and economically
disadvantaged.
There is a federal government-wide
goal of awarding at least 5 percent of
prime contracting dollars to SDBs each
year. Large prime contractors must also
establish a 5 percent subcontracting
goal for SDBs in their subcontracting
plans which includes SBA 8(a) certified
small businesses.
Firms self-certify as SDB in the
federal data base called the System for
Award Management (SAM) without
submitting any application to the SBA;
however, firms approved by the SBA
into the 8(a) Business Development
Program are automatically certified as
an SDB. To self-certify, firms should
access the website: www.sba.gov/sdb.
By reading the information contained
therein you will be given guidance as to
what steps are required.

SERVICE-DISABLED VETERANOWNED SMALL BUSINESS

The Service-Disabled VeteranOwned Small Business (SDVOSB)
program has a federal government-wide
goal of awarding at least 3 percent
of prime and subcontracting dollars
to Service-Disabled Veteran-Owned
Small Businesses each year. Large
prime contractors must also establish
a subcontracting goal for SDVOSBs
in their subcontracting plans. These
subcontracting goals are reviewed at
time of proposal by both the contracting
officer and the SBA prior to the award
of a contract.
While the SBA does not certify
companies as SDVOSBs, the SDVOSB
protest process is administered by
SBA to ensure that only businesses
owned by service-disabled veterans
receive contracts reserved exclusively
for them. When a business’s SDVOSB
self-certification is challenged, the
SBA determines if the business meets
the status, ownership and control
requirements.

An SDVOSB must be owned and
controlled by one or more individuals
with a service connected disability. To
determine your eligibility, contact your
local veterans’ business development
officer, visit the various program
websites, or contact SBA’s Office of
Veterans Business Development at
www.sba.gov/ovbd.

WOMEN-OWNED
SMALL BUSINESS
FEDERAL CONTRACT PROGRAM

On October 7, 2010, the SBA
published a final rule effective
February 4, 2011, aimed at expanding
federal contracting opportunities
for women-owned small businesses.
The Women-Owned Small Business
(WOSB) Federal Contract Program
authorizes contracting officers to set
aside certain federal contracts for
eligible women-owned businesses and
economically disadvantaged womenowned small businesses (EDWOSB)
in specified industries where it has be
determined WOSBs and EDWOSBs are
underrepresented. Commencing October
14, 2015, certain contract requirements
can be awarded on a sole-source basis to
WOSB and EDWOSB concerns in those
specified industry categories.
To be eligible, a firm must be at least
51 percent owned or controlled by one or
more women. The women must be U.S.
citizens and the WOSB or EDWOSB
must be “small” under its primary
industry in accordance with SBA’s size
standards established for under the
North American Industry Classification
code assigned to that industry. To be
deemed “economically disadvantaged”
its owners must demonstrate economic
disadvantage in accordance with the
requirements set forth in the final
rule. For additional information, visit
www.sba.gov/wosb.
Protests under the WOSB Federal
Contract Program are also adjudicated
by the SBA. When a company’s WOSB
or economically disadvantaged WOSB
self-certification is challenged, the
SBA determines if the business meets
ownership and control requirements.
Large prime contractors must also
establish a subcontracting goal for
Woman-Owned Small Businesses in
their Subcontracting Plans. These
subcontracting goals are reviewed at
time of proposal by both the contracting
officer and the SBA prior to the award
of a contract.
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To be eligible for the 8(a) Business
Development program, a business must
meet the following criteria:
•		Small Business in the Primary
NAICS;
•		Owned (at least 51 percent) by one
or more individuals who qualify
as socially and economically
disadvantaged, and who are U.S.
citizens of good character;
•		Controlled, managed, and operated
full-time by one or more individuals
who qualify as disadvantaged, and;
•		Must demonstrate potential for
success (generally by being in
business for at least two full years)
and have the capacity to perform on
government and non-government
contracts before applying.
Socially disadvantaged individuals
are those who have been subjected to
racial or ethnic prejudice or cultural
bias because of their identity as a
member of a group without regard
to their individual capabilities. The
following individuals are automatically
presumed to be socially disadvantaged:
Black Americans, Native Americans,
Alaska Natives or Native Hawaiians,
Hispanic Americans, Asian Pacific
Americans, and Subcontinent Asian
Americans. An individual who is not
a member of one of these groups must
establish individual social disadvantage
by a preponderance of evidence.
Economically disadvantaged
individuals are socially disadvantaged
individuals whose ability to compete
in the free-enterprise system has been
impaired due to diminished capital
and credit opportunities as compared
to others in the same or similar
line of business who are not socially
disadvantaged. Such individuals have
a net worth of less than $250,000
(excluding primary residence and other
exclusions).
Firms owned by Alaska Native
Corporations, Indian tribes, Native
Hawaiian organizations, and
Community Development Corporations
can also apply to the SBA for 8(a)
business development assistance.
Entity owned firms may receive
sole source contracts without dollar
limitation.
Each 8(a) firm is assigned a Business
Opportunity Specialist at the nearest
SBA District Office geographically near
the business to coordinate the firm’s
business development assistance.
In addition, 8(a) participants may
take advantage of specialized business
training, counseling, marketing
assistance, and high-level executive
development provided by the SBA and
our resource partners. 8(a) participants
can also be eligible for assistance in

CONTRACTING

GETTING STARTED IN CONTRACTING
Once you have identified the important
information regarding your business, it is
time to start the process of procuring a
government contract.
1. Identify your DUNS (Data Universal
Numbering System) Number
To register your business, obtain a
DUNS number used to identify and
track millions of businesses. You can
obtain your free DUNS number when
registering with the System for Award
Management. Log on to www.sam.com for
more information or by contacting
Dun & Bradstreet at http://fedgov.dnb.com/
webform .
2.		Identify your EIN
(Employer Identification Number)
An EIN, otherwise known as a federal
tax identification number, is generally
required of all businesses. For more
information, go to www.irs.gov.
3. Identify your NAICS (North American
Industry Classification) codes
The NAICS codes are used to classify the
industry a particular business occupies.
You will need at least one NAICS code
to complete your registration, but be sure
to list as many as apply. You may also add
or change NAICS codes at any time. Visit
www.census.gov/eos/www/naics/ to find
NAICS codes.
4. Register with the System for Award
Management (SAM), formerly the Central
Contractor Registration (CCR) www.sam.gov
The SAM is an online federal government
maintained database of companies
wanting to do business with the federal
government. Agencies search the database
for prospective vendors. You must be
registered in SAM in order to do business
as a Federal contractor.
Register at www.SAM.com. After
completing registration, you will be
asked to enter your small business
profile information through the SBA
Supplemental Page. The information will
be displayed in the Dynamic Small
Business Search. Creating a profile in
SAM and keeping it current ensures your
firm has access to federal contracting
opportunities.
Entering your small business profile,
including your business information and
key word description, allows contracting
officers, prime contractors, and buyers
from state and local governments to learn
about your company.
5. Submit an offer for a GSA Schedule
Contract
The GSA (General Services Administration)
Multiple Award Schedule (aka Federal
Supply Schedule) is used by GSA to
establish long-term, government-wide
contracts with commercial firms. Although
their use is not generally mandatory,
many Agencies and buying offices use GSA
schedules for their contracting needs.
Once these contracts are established,
government agencies can order the
supplies and services they need directly
from the firms through the use of an
online shopping tool. Becoming a GSA
schedule contractor increases your
opportunity for contracts across all levels
of government. Businesses interested in
becoming GSA schedule contractors
should review the information available at
www.gsa.gov/schedules.
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6. Make Sure Your Business is Financially
Sound
This critical step is absolutely necessary
to make sure that your business is
financially prepared for the journey
ahead. Even if you are able to obtain a
government contract, you will not be
receiving all of the money at once. It
helps to have a clear plan of how your
business will stage the benefits of the
contract.
7. Search Federal Business Opportunities
(FedBizOpps) for Contracting
Opportunities
FedBizOpps, is an online service
operated by the federal government
that announces available business
opportunities. FedBizOpps helps identify
the needs of federal agencies and available
contracting opportunities. To begin
searching for contracting opportunities, go
to www.fbo.com.
8. Marketing Your Business
Registering your business is not enough
to obtain a federal contract; you will need
to market your business to attract federal
agencies. Tips for good marketing are:
•		Determine which federal agencies
buy your product or service, and
		get to know them;
•		Identify the contracting
		procedures of those agencies;
•		Focus on opportunities in your
		niche and prioritize them.
• You should identify the PSC (Product
Services Code) and/or a FSC (Federal
Supply Classification), which describes
your business. These codes provide
additional information about the
services and products your business
offers.
9. Procurement Technical Assistance
Centers (PTACs)
Doing business with the government is a
big step to growing your business.
Procurement Technical Assistance Centers
(PTACs) provide local, in-person
counseling and training services for you,
the small business owner. They are
designed to provide technical assistance
to businesses that want to sell products
and services to federal, state, and/or
local governments. PTAC services are
available either free of charge, or at a
nominal cost. PTACs are part of the
Procurement Technical Assistance
Program, which is administered by the
Defense Logistics Agency.
What can a PTAC do for you?
• Determine if your business is ready for
government contracting.
•		Pursuing government contracts is
a challenge, and can be burden for
your company if you do not have the
resources or maturity to handle a
contract. A PTAC representative can
sit with you one-on-one and determine
if your company is ready, and how to
position yourself for success.
•		Help you register in the proper places.
There are numerous databases to
register with to get involved with the
government marketplace, including
the Department of Defense’s System
for Award Management (SAM), GSA
Schedules, and other government
vendor sites.

•		See if you are eligible in any small
business certifications. Some
government contracts are set aside for
certain businesses that have special
certifications, such as woman-owned,
minority-owned, and HUBZone. A
PTAC representative can help you
obtain these certifications, if you are
eligible, allowing for more government
contract opportunities.
•		Research past contract opportunities.
A PTAC representative can look into
past contracts, to see what types
of contracts have been awarded to
businesses like yours.
In addition, a PTAC can help you identify
and bid on a contract, and if you are
awarded the contract, continue to provide
you support through measuring your
performance and helping with your
contract audits. Don’t hesitate to find the
PTAC near you today to get started in
government contracting or to improve
your success.

Illinois PTACs - 7 Centers
Bradley University PTAC

Jennie Hale
1501 W. Bradley Ave., 141 Jobst Hall
Peoria, IL 61625-0001
309-677-3297 • 309-677-3386 Fax
jeh@fsmail.bradley.edu

College of DuPage PTAC

Rita Haake
2525 Cabot Dr., Ste. 201
Lisle, IL 60532
630-942-2184 • 630-505-4931 Fax
haaker@cod.edu

Illinois Hispanic Chamber PTAC

Alex Alcantar
222 Merchandise Mart Plaza, Ste. 1212
Chicago, IL 60654
312-492-9960 • 312-229-1918 Fax
AAlcantar@ihccbusiness.net

Illinois PTAC of Central Illinois

Mary Turner
301 Oak St., Rm. 2-27
Quincy, IL 62301
217-223-5636 • 217-223-5672 Fax
mr-turner@wiu.edu

John A. Logan College PTAC

Ann Spencer
700 Logan College Rd.
Carterville, IL 62918-9802
618-985-2828 • 618-985-2867 Fax
ann.spencer@jalc.edu

North Business Ind. Council PTAC

Chris Hollingsworth
8420 Bryn Mawr Ave., Ste. 1020
Chicago, IL 60631
773-594-9292 • 773-594-9416 Fax
chollingsworth@illinoismanufacturing.org

Women’s Bus. Dev. Center PTAC

Freida Curry
8 S. Michigan Ave., Ste. 400
Chicago, IL 60603-3302
312-853-3477 • 312-853-0145 Fax
fcurry@wbdc.org
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ADDITIONAL PROCUREMENT AND FEDERAL RESOURCES
The following federal procurement resources
may also be of assistance:

Visit us online: www.sba.gov/il

U.S. EXPORT RESOURCES
AVAILABLE FOR BUSINESSES
MARKET RESEARCH

Trade Statistics
o		 Trade Stats Express | tse.export.gov
o		 State and Metro Export Reports
		www.trade.gov/mas/ian/statereports
Market Research Library/Country
Commercial Guides
o		 Get free access to reports on countries,
industries, and commercial developments
written by our Commercial Service officers in
country
		www.export.gov/mrktresearch
FTA Tariff Tool
o		 Find out the tariffs with our trading partners
on specific products and create reports and
charts of trends under different agreements
		www.export.gov/ftatarrifftool
A Basic Guide to Exporting
o		 The nuts-and-bolts information a company
needs to meet the challenges of the global
economy. Includes real-life principles of
exporting
		www.export.gov/basicguide

OPPORTUNITIES: FINDING BUYERS
AND MAKING CONTACTS
U.S. Export Assistance Centers

o		 Located in over 100 cities, specializing in the
below services to help small businesses export
		www.export.gov/eac/index.asp
Trade Counseling
o		 Develop a market entry strategy, find the
best export finance options, navigate export
controls and complete the required trade
documentation
Business Matchmaking
o		 Get connected with pre-screened foreign
buyers, participate in trade events, and set
up meetings with government officials in your
target markets
Market Intelligence
o		 Conduct analysis of market potential and
foreign competition, complete background
checks on companies, and get help from
USEAC staff on navigating any cultural
differences
“Gold Key” Services
o		 The Department’s “Gold Key” suite of service
includes: customized matchmaking meetings
scheduled overseas to find business partners
and customers, pre-screened appointments
arranged before travelling, market and
industry briefings with trade specialists,
post-meeting debriefings and assistance in
developing appropriate follow-up strategies,
and help with travel, accommodations,
interpreter service, and clerical support

Trade Missions
o		 Participate in overseas trips with U.S.
government personnel to meet with potential
business partners and explore potential
market opportunities
Foreign Buyer Delegations
o		 Exhibit your products to vetted potential
foreign buyers at trade shows in the United
States
Major Foreign Trade Shows
o		 Showcase your products and services in U.S.
pavilions at overseas trade shows
Reverse Trade Missions
o		 Meet foreign delegates coming to see U.S.
products and technologies.
o		 The U.S. Trade and Development Agency
connects international buyers with U.S.
manufacturers and service providers in order
to open new export markets and commercial
opportunities world-wide
		www.ustda.gov
Advocacy
o		 The Advocacy Center coordinates U.S.
government efforts to advocate on behalf
of U.S. exporters bidding on public-sector
contracts with foreign governments and
government agencies
		www.export.gov/advocacy
Agricultural products
o		 The U.S. Department of Agriculture provides
several of the aforementioned services through
the Foreign Agricultural Service and partner
State-Regional Trade Groups |
		www.fas.usda.gov/getting-started and
		www.fas.usda.gov/programs/market-accessprogram-map/state-regional-trade-groups

FEDERAL EXPORT FINANCING AND
INSURANCE OPTIONS

Export Financing and Insurance
o		 Federal export financing options can make
your company more competitive by helping
you offer a potential buyer more attractive
payment terms
The Small Business Administration (SBA)
o		 Take advantage of a wide range of financing
options for small businesses, including the
Export Express Program, Export Working
Capital Program, and International Trade
Loan | www.sba.gov

COMPLIANCE WITH FEDERAL LAWS
AND REGULATIONS

Export Licenses (BIS)
o		 Obtain information on exports requiring a
license before shipping
		www.bis.doc.gov
Economic and Trade Sanctions (Treasury)
o		 Find out the countries, entities, and
individuals with whom U.S. firms cannot do
business | treas.gov/ofac
Electronic Export Information (Census)
o		 Upon exporting any good value at over
$2500, information must be submitted to the
Automated Export System. Get help on filing
AES, classifying merchandise, regulations and
trade data
		1-800-549-0595
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•		The Certificates of Competency (CoC)
program allows SBA to review a contracting
officer’s non-responsibility determination
that it is unable to fulfill the requirements
of a specific government contract. The SBA
will conduct a detailed review of the firm’s
technical and financial capabilities to perform
on the contract. If the business demonstrates
the capability to perform, the SBA issues a
Certificate of Competency to the contracting
officer, requiring award of that contract to the
small business.
•		Procurement Center Representatives (PCR)
and Commercial Marketing Representatives
(CMR): PCRs work to increase the small
business share of federal procurement awards.
CMRs offer many services to small businesses,
including counseling on how to obtain
subcontracts. To find a PCR or CMR near you,
go to
		www.sba.gov/content/procurement-centerrepresentatives.
•		SBDCs (Small Business Development Centers:
Like PTACs, SBDCs are important SBA
Resource Partners which provide “handson” assistance to small businesses. To find
an SBDC servicing your area, go to: http://
americassbdc.org/home/find-your-sbdc/.
•		Department of Defense (The DoD is the
largest purchaser of goods from small
businesses):
		www.acq.osd.mil/osbp/
•		Office of Federal Procurement Policy: www.
whitehouse.gov/omb/procurement_default
•		Acquisition Forecast:
		www.acquisition.gov/comp/procurement
		 _forecasts/index.html
•		Federal Supply Schedule (FSS):
		www.gsa.gov
•		Federal Procurement Data System (FPDS):
https://www.fpds.gov/fpdsng_cms/index.php/en/
•		GSA Center for Acquisition Excellence: www.gsa.
gov/portal/content/103487
•		Natural Resources Sales Assistance The
U.S. Small Business Administration (SBA)
administers a Property Sales Assistance
Program through its Office of Government
Contracting. The Program includes; Royalty
Oil, Strategic Materials from the National
Stockpile, Leases involving rights to minerals;
coal, oil and gas, Surplus Real & Personal
Property Sales, and the U.S. Small Business
Administration’s Timber Sale Program.
		 The SBA oversees timber sales by working
in conjunction with the following agencies
via Memorandums of Understanding (MOU):
Department of Agriculture, Department of
		 the Interior, Bureau of Land Management
and Fish & Wildlife Service, Department
for Defense, Department of Energy, and the
Tennessee Valley Authority. There are also
directives governing the program in the Forest
Service Handbook 2409.18, and 13 CFR (Code
of Federal Regulations) section 121.501-512.
Timber sales are not governed by the Federal
Acquisition Regulation.
		 SBA’s Timber Program is administered via
a Senior Representative located in SBA
Headquarters, and 3 Industrial Specialists

		 - Forestry (ISF) located in Atlanta, GA;
Denver, CO; and Portland, OR. The ISF’s
monitor the 148 market areas that make-up
the national parks, forests, and Federallyowned lands. Timber is regularly sold from
Federal forests and other federally managed
lands. SBA works with the Forest Service and
other agencies to ensure opportunities exist
for small businesses to bid on these Federal
timber sales.

SBA DISASTER ASSISTANCE
Knowing the Types of Assistance Available for Recovery

DISASTER ASSISTANCE

T

he disaster program is
SBA’s largest direct loan
program, and the only SBA
program for entities other
than small businesses. SBA
is responsible for providing affordable,
timely and accessible financial
assistance to non-farm businesses of all
sizes, private, nonprofit organizations,
homeowners and renters following
declared disasters.
The SBA is authorized by the Small
Business Act to make two types of
disaster loans:

Physical Disaster Loans

Physical Disaster Loans are
the primary source of funding for
permanent rebuilding and replacement
of uninsured or underinsured disastercaused damages to privately-owned
real and/or personal property. SBA’s
physical disaster loans are available to
businesses of all sizes, private nonprofit
organizations of all sizes, homeowners
and renters. Businesses and private,
nonprofit organizations of any size may
apply for a loan up to $2 million (actual
loan amounts are based on the amount
of uncompensated damage) to repair
or replace real property, machinery,
equipment, fixtures, inventory and
leasehold improvements. A homeowner
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may apply for a loan of up to $200,000
to repair or replace the primary
residence to its pre-disaster condition.
Homeowners or renters may apply
for a loan up to $40,000 to help repair
or replace personal property, such as
clothing, furniture or automobiles, lost
in the disaster.
The SBA may increase a loan up to 20
percent of the total amount of physical
damages as verified by SBA to make
improvements that protect the property
from similar future disasters.

Economic Injury Disaster Loans

Economic Injury Disaster Loans
provide the necessary working capital
after a declared disaster until normal
operations resume. Small businesses,
small agricultural cooperatives, small
businesses engaged in aquaculture
(fisheries, for example) and most private
nonprofit organizations of all sizes are
eligible for EIDL assistance, regardless
of whether there was any physical
damage. The loan limit is $2 million.
The EIDL helps small businesses meet
ordinary and necessary operating
expenses as they recover from a disaster.
The limit for physical and EIDL loans
combined is $2 million.
The Military Reservists Economic
Injury Disaster Loan is a working

capital loan for small businesses facing
financial loss when the owner or an
essential employee is called up to active
duty in their role as a military reservist.
The loan limit is $2 million and the
business can use the funds to cover
operating expenses until the essential
employee or business owner is released
from active duty.
The SBA can only approve disaster
loans to applicants having an acceptable
credit history and repayment ability.
The terms of each loan are established
in accordance with each borrower’s
ability to repay. The law gives SBA
several powerful tools to make disaster
loans affordable: low-interest rates
(around 4 percent), long-terms (up to
30 years), and refinancing of prior liens
(in some cases). As required by law, the
interest rate for each loan is based on
SBA’s determination of whether the
applicant has credit available elsewhere
— the ability to borrow or use their own
resources to recover from the disaster
without causing undue hardship.
More information on all of SBA’s
disaster assistance programs, including
information for military reservists,
is available at www.sba.gov/disaster.
Apply online using the Electronic Loan
Application (ELA) via SBA’s secure
Website at: https://disasterloan.sba.gov/ela.
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Disaster Preparedness
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		Ask about Business Interruption
Insurance, which compensates you
for lost income and covers operating
expenses if your company has to
temporarily shut down after a
disaster.
• Establish a solid supply chain.
If all your vital external vendors
and suppliers are local and if the
disaster is significantly widespread,
you’ll all be in the same boat,
struggling to recover. It’s a good
idea to diversify your list of vendors
for key supplies to companies
outside your area or internationally,
if possible. Create a contact list for
important contractors and vendors
you plan to use in an emergency
and find out if those suppliers have
a recovery plan in place. Keep this
list with other documents filed in a
place that’s accessible, and also at a
protected off-site location.
•		Plan for an alternate location. Do
some research well in advance of
the disaster for several alternative
places to relocate your company
in the event a disaster forces you
to shut down indefinitely. Some
options include contacting a local

real estate agent to get a list of
available vacant office space. Make
an agreement with a neighboring
business to share office space if
disaster strikes. If possible, make
plans for employees to telecommute
until the office has been rebuilt.
The financial and emotional cost of
rebuilding a business after a disaster
can be overwhelming. However, with a
business continuity plan in place, you’ll
be able to rebound and reopen quickly,
and in a better position to contribute
to the economic recovery of your
community.
As small businesses are leading
America’s economic recovery, many of
them are investing time and money
into their plans to grow and create
jobs. Developing a strong disaster
preparedness plan should be a critical
and integral piece of those efforts.
Planning for a disaster is the best way of
limiting its effects.

DISASTER ASSISTANCE

Recovering from a disaster doesn’t
begin with clearing the debris and
returning to work. Imagine stepping into
your store, or restaurant, or the office
where you run your business, a day or
two after the fire has been contained,
the tornado has passed, or floodwaters
have receded. First come the questions:
“How much will it cost to rebuild? Will
my insurance cover all this? How will
I pay my employees and vendors and
cover the bills during the recovery
phase?” Before a disaster strikes is a
good time to start, or update and test
your business continuity plan.
And while SBA disaster loans
go a long way toward revitalizing
communities devastated by the economic
fallout that follows disasters, with a
solid preparedness plan in place, your
business will be able to recover sooner,
possibly without taking on new debt.
Assessing your risks and needs are
an important first step in developing
your business continuity strategy. The
American Red Cross’ Ready Rating™
program (www.readyrating.org) is a
free online tool that helps businesses
get prepared for disaster and other
emergencies. With Ready Rating you
can evaluate your level of disaster
readiness, and you’ll get customized
feedback on how to establish or expand
your disaster plan.
Another useful site provided by FEMA
— Ready.gov (www.ready.gov) — provides
practical disaster preparedness tips and
checklists for businesses, homeowners
and renters. SBA has teamed up with
Agility Recovery Solutions to offer
business continuity strategies through
the “PrepareMyBusiness” website
(www.preparemybusiness.org) and
monthly disaster planning webinars.
Previous topics — presented by
experts in their fields — have included
crisis communications, testing the
preparedness plan, and using social
media to enhance small business
recovery. At the website you can
sign up for future webinars, view
previous webinars, and download
checklists that give you tips on risk
assessment, evacuation plans and flood
preparedness, that will help you develop
a solid business continuity plan.
Meanwhile, here are a few
preparedness tips to consider:
•		Review Your Insurance Coverage.
Contact your insurance agent to
find out if your coverage is right for
your business and make sure you
understand the policy limits.
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ADVOCACY AND OMBUDSMAN
Watching Out for the Interests of Small Businesses

ADVOCACY AND OMBUDSMAN

OFFICE OF ADVOCACY

The Office of Advocacy is an
independent office within the U.S. Small
Business Administration. Advocacy’s
mission is to be the “small business
watchdog” in the federal government.
The office is headed by the chief counsel
for advocacy, who is appointed by the
President and confirmed by the Senate.
The office examines the role and
status of small business in the economy
and independently represents the
views of small business to federal
agencies, Congress, the president and
federal courts. The Office of Advocacy
compiles and interprets statistics on
small business and is the primary
entity within the federal government
to disseminate small business data.
The office also funds outside research
on small business issues and produces
numerous publications to inform policy
makers about the important role of
small businesses in the economy and
the impact of government policies on
small businesses. In addition, the office
monitors federal agency compliance
with the Regulatory Flexibility Act
– the law that requires agencies to
analyze the impact of their proposed
regulations on small entities (including
small businesses, small governmental
jurisdictions and small nonprofit
organizations), and consider regulatory
alternatives that minimize the economic
burden on small entities.
Advocacy’s mission is enhanced by
a team of regional advocates, located
in the SBA’s 10 regions. They are
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Advocacy’s direct link to small business
owners, state and local government
entities, and organizations that
support the interests of small entities.
The regional advocates help identify
regulatory concerns of small business
by monitoring the impact of federal and
state policies at the grassroots level.
Learn more about the Office of
Advocacy at www.sba.gov/advocacy.

OFFICE OF THE NATIONAL
OMBUDSMAN:

Bringing Fair Regulatory Enforcement
to America’s Small Businesses		

The National Ombudsman has helped
thousands of small businesses save
time and money by resolving difficult
regulatory compliance and enforcement
issues. As part of President Obama’s
mandate to promote a level playing field
for small business, we work directly
with federal regulators to facilitate
practical and timely resolutions of
Regulatory Enforcement Fairness (REF)
matters impacting small businesses.
The National Ombudsman oversees
fair enforcement of small business
regulation by:
•		Providing small business owners
a confidential way to report and
resolve federal REF problems, like
excessive enforcement action or
disproportionate fines
•		Escalating small business concerns
to federal agencies for fairness
review & resolution
•		Grading federal agencies on their
small business policies and practices

Small businesses can connect with the
National Ombudsman online at
sba.gov/ombudsman, in-person,
or through a national network of
Regulatory Fairness Board Members.
The National Ombudsman meets
with small business owners around
the country at listening sessions and
regulatory fairness dialogues in all ten
SBA Regions. These outreach events
provide critical, real-time input from
the small business community on REF
issues impacting small business growth
and help federal regulators better
understand how government can best
support small business success.
Regional Regulatory Fairness Boards
in each of SBA’s 10 regions promote
regulatory fairness by alerting federal
regulators to important REF issues such
as unintended consequences of a new
rule or regulation. These Boards, each
made up of five small business owners,
also help raise awareness in their
communities about resources available
to small businesses through the SBA
and the National Ombudsman.
Every year, the National Ombudsman
reports to Congress its findings on the
impact of the policies and practices of
every federal agency that touches small
business.
To learn more about how the National
Ombudsman can help your small
business, or to confidentially report
a REF issue, call 888-REG-FAIR
(888-734-3247) or complete the simple
one-page form at sba.gov/ombudsman/
comment.

Visit us online: www.sba.gov/il
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Taking Care of Startup Logistics

E

BUSINESS LICENSES

There are many types of licenses,
both state and local as well as
professional. Depending on what you
do and where you plan to operate,
your business may be required to
have various state and/or municipal
licenses, certificates or permits.
Licenses are typically administered
by a variety of state and local
departments. Consult your state or
local government for assistance.

Visit us online: www.sba.gov/il

FICTITIOUS BUSINESS NAME

Search to determine if the name
of your proposed business is already
in use. If it is not used, register the
name to protect your business. For
more information, contact the county
clerk’s office in the county where
your business is based. If you are a
corporation, you’ll need to check with
the state.

BUSINESS INSURANCE

Like home insurance, business
insurance protects your business
against fire, theft and other losses.
Contact your insurance agent or
broker. It is prudent for any business
to purchase a number of basic types
of insurance. Some types of coverage
are required by law, others simply
make good business sense. The types of
insurance listed below are among the
most commonly used and are merely a
starting point for evaluating the needs
of your business.
Liability Insurance – Businesses
may incur various forms of liability
in conducting their normal activities.
One of the most common types is
product liability, which may be
incurred when a customer suffers
harm from using the product. There
are many other types of liability,
which are frequently related to specific
industries. Liability law is constantly
changing. An analysis of your liability
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ven if you are running a
small home-based business,
you will have to comply
with many local, state and
federal regulations. Avoid
the temptation to ignore regulatory
details. Doing so may avert some red
tape in the short term, but could be
an obstacle as your business grows.
Taking the time to research the
applicable regulations is as important
as knowing your market. Bear in mind
that regulations vary by industry. If
you’re in the food-service business,
for example, you will have to deal
with the health department. If you
use chemical solvents, you will have
environmental compliances to meet.
Carefully investigate the regulations
that affect your industry. Being
out of compliance could leave you
unprotected legally, lead to expensive
penalties and jeopardize your
business.

insurance needs by a competent
professional is vital in determining
an adequate and appropriate level of
protection for your business.
Property – There are many different
types of property insurance and levels
of coverage available. It is important
to determine the property insurance
you need to ensure the continuation
of your business and the level of
insurance you need to replace or
rebuild. You should also understand
the terms of the insurance, including
any limitations or waivers of coverage.
Business Interruption – While
property insurance may pay enough
to replace damaged or destroyed
equipment or buildings, how will you
pay costs such as taxes, utilities and
other continuing expenses during the
period between when the damage
occurs and when the property is
replaced? Business Interruption (or
“business income”) insurance can
provide sufficient funds to pay your
fixed expenses during a period of time
when your business is not operational.
“Key Man” – If you (and/or any
other individual) are so critical to
the operation of your business that it
cannot continue in the event of your
illness or death, you should consider
“key man” insurance. This type of
policy is frequently required by banks
or government loan programs. It also
can be used to provide continuity
of operations during a period of
ownership transition caused by the
death, incapacitation or absence due
to a Title 10 military activation of an
owner or other “key” employee.
Automobile – It is obvious that
a vehicle owned by your business
should be insured for both liability
and replacement purposes. What is
less obvious is that you may need
special insurance (called “non-owned
automobile coverage”) if you use your
personal vehicle on company business.
This policy covers the business’
liability for any damage which may
result from such usage.
Officer and Director – Under most
state laws, officers and directors of a
corporation may become personally
liable for their actions on behalf of the
company. This type of policy covers
this liability.

Home Office – If you are
establishing an office in your home,
it is a good idea to contact your
homeowners’ insurance company to
update your policy to include coverage
for office equipment. This coverage
is not automatically included in a
standard homeowner’s policy.

TAXES

Taxes are an important and complex
aspect of owning and operating a
successful business. Your accountant,
payroll person, or tax adviser may be
very knowledgeable, but there are still
many facets of tax law that you should
know. The Internal Revenue Service is
a great source for tax information.
Small Business/Self-Employed Tax
Center: www.irs.gov/Businesses/SmallBusinesses-&-Self-Employed.
When you are running a business,
you don’t need to be a tax expert.
However, you do need to know some
tax basics. The IRS Small Business/
Self-Employed Tax Center gives you
the information you need to stay tax
compliant so your business can thrive.
For Small Business Forms and
Publications visit: www.irs.gov/

Businesses/Small-Businesses-&-SelfEmployed/Small-Business-Forms-andPublications.

FEDERAL PAYROLL TAX
(EIN NUMBERS)

ADDITIONAL RESOURCES

An Employer Identification Number
(EIN), also known as a Federal
Employer Identification Number
(FEIN), is used to identify a business
entity. Generally, businesses need an
EIN to pay federal withholding tax.
You may apply for an EIN in various
ways, one of which is to apply online
at www.irs.gov/Businesses/Small-

Businesses-&-Self-Employed/EmployerID-Numbers-EINs. This is a free service

offered by the Internal Revenue
Service.
Call 800-829-1040 if you have
questions. You should check with your
state to determine if you need a state
number or charter.

FEDERAL
SELF-EMPLOYMENT TAX

Every employee must pay Social
Security and Medicare taxes. If you
are self-employed, your contributions
are made through the self-employment
tax.
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The IRS has publications, counselors
and workshops available to help you
sort it out. For more information,
contact the IRS at 800-829-1040 or
www.irs.gov.

IRS WEB PRODUCTS
FOR SMALL BUSINESSES

SALES TAX
EXEMPTION CERTIFICATE

VIRTUAL SMALL BUSINESS
WORKSHOP

If you plan to sell products, you
will need a Sales Tax Exemption
Certificate. It allows you to purchase
inventory, or materials, which will
become part of the product you sell,
from suppliers without paying taxes.
It requires you to charge sales tax
to your customers, which you are
responsible for remitting to the
state. You will have to pay penalties
if it is found that you should have
been taxing your products and now
owe back taxes to the state. For
information on sales tax issues,
contact your state government.

FEDERAL INCOME TAX

Like the state income tax, the method
of paying federal income taxes depends
upon your legal form of business.
Sole Proprietorship: You must file
IRS Federal Form Schedule C along
with your personal Federal Income
Tax return (Form 1040) and any other
applicable forms pertaining to gains or
losses in your business activity.		
Partnership: You must file a Federal
Partnership return (Form 1065). This
is merely informational to show gross
and net earnings of profit and loss. Also,
each partner must report his share of
partnership earnings on his individual
Form 1040 based on the information
from the K-1 filed with the Form 1065.
Corporation: You must file a
Federal Corporation Income Tax
return (Form 1120). You will also be
required to report your earnings from
the corporation including salary and
other income such as dividends on your
personal federal income tax return
(Form 1040).

FEDERAL PAYROLL TAX

Federal Withholding Tax: Any
business employing a person must
register with the IRS and acquire an
EIN and pay federal withholding tax at
least quarterly. File Form SS-4 with the
IRS to obtain your number and required
tax forms. Call 800-829-3676 or
800-829-1040 if you have questions.

For the most timely and up-to-date
tax information, go to www.irs.gov.

www.irs.gov/Businesses/Small-Businesses&-Self-Employed/Small-Business-SelfEmployed-Virtual-Small-Business-TaxWorkshop

The Virtual Small Business Tax
Workshop is the first of a series of
video products designed exclusively
for small business taxpayers.
This workshop helps business
owners understand federal tax
obligations. The Virtual Small
Business Workshop is available on
CD at www.irs.gov/businesses/small/
article/0,,id=101169,00.html if you
are unable to attend a workshop in
person. Small business workshops are
designed to help the small business
owner understand and fulfill their
federal tax responsibilities. Workshops
are sponsored and presented by
IRS partners who are federal tax
specialists.
Workshop topics vary from a
general overview of taxes to more
specific topics such as recordkeeping
and retirement plans. Although
most are free, some workshops have
fees associated with them. Fees
for a workshop are charged by the
sponsoring organization, not the IRS.
The IRS’s Virtual Small Business
Tax Workshop is an interactive
resource to help small business owners
learn about their federal tax rights
and responsibilities. This educational
product, available online and on CD
consists of nine stand-alone lessons
that can be selected and viewed in
any sequence. A bookmark feature
makes it possible to leave and return
to a specific point within the lesson.
Users also have access to a list of
useful online references that enhance
the learning experience by allowing
them to view references and the video
lessons simultaneously.
The Tax Calendar for
Small Businesses and SelfEmployed (Publication 1518)

www.irs.gov/businesses/small/
article/0,,id=101169,00.html contains

useful information on general
business taxes, IRS and SSA customer
assistance, electronic filing and paying

Visit us online: www.sba.gov/il

options, retirement plans, business
publications and forms, common tax
filing dates, and federal legal holidays.

SOCIAL SECURITY CARDS

All employees must have a Social
Security number and card. It must be
signed by its owner, and you should
always ask to see and personally record
the Social Security number. Failure to
do so may cause your employee to lose
benefits and considerable trouble for
yourself in back tracking to uncover the
error.
Each payday, your employees must
receive a statement from you telling
them what deductions were made
and how many dollars were taken out
for each legal purpose. This can be
presented in a variety of ways, including
on the check as a detachable portion
or in the form of an envelope with the
items printed and spaces for dollar
deductions to be filled in.

EMPLOYEE CONSIDERATIONS
Taxes

If you have any employees, including
officers of a corporation but not the sole
proprietor or partners, you must make
periodic payments towards, and/or file
quarterly reports about payroll taxes
and other mandatory deductions. You
may contact these government agencies
for information, assistance and forms.

Social Security Administration
800-772-1213
www.ssa.gov

Social Security’s Business Services
Online

The Social Security Administration
now provides free electronic services
online at www.socialsecurity.gov/
employer/. Once registered for Business
Services Online, business owners or
their authorized representative can:
• file W-2s online; and
• verify Social Security numbers
through the Social Security Number
Verification Service, used for all
employees prior to preparing and
submitting Forms W-2.

Federal Withholding

U.S. Internal Revenue Service
800-829-1040
www.irs.gov

Health Insurance

Compare plans in your area at

www.healthcare.gov.

Employee Insurance

If you hire employees you may be
required to provide unemployment or
workers’ compensation insurance.

WORKPLACE DISABILITY
PROGRAMS

U.S. CITIZENSHIP AND
IMMIGRATION SERVICES

The Federal Immigration Reform and
Control Act of 1986 requires employers
to verify employment eligibility of
new employees. The law obligates
an employer to process Employment
Eligibility Verification Form I-9. The
U.S. Citizenship and Immigration
Services Office of Business Liaison
offers a selection of information
bulletins and live assistance through
the Employer Hotline. For forms call
800-870-3676, for the Employer Hotline
call 800-357-2099.

Visit us online: www.sba.gov/il

E-Verify, operated by the Department
of Homeland Security in partnership
with the Social Security Administration,
is the best — and quickest — way for
employers to determine the employment
eligibility of new hires. It is a safe,
simple, and secure Internet-based
system that electronically verifies
the Social Security number and
employment eligibility information
reported on Form I-9. E-Verify is
voluntary in most states and there is no
charge to use it.
If you are an employer or employee
and would like more information about
the E-Verify program, please visit
www.dhs.gov/E-Verify or contact
Customer Support staff: 1-888-464-4218
Monday – Friday 8 a.m. – 5 p.m.
E-mail: e-verify@dhs.gov

SAFETY AND HEALTH
REGULATIONS

All businesses with employees
are required to comply with state
and federal regulations regarding
the protection of employees. The
Occupational Safety and Health
Administration provides information on
the specific health and safety standards
adopted by the U.S. Department of
Labor. Call 1-800-321-6742 or visit
www.osha.gov.

BUILDING CODES,
PERMITS AND ZONING

It is important to consider zoning
regulations when choosing a site
for your business. You may not be
permitted to conduct business out of
your home or engage in industrial
activity in a retail district. Contact
the business license office in the city or
town where the business is located.

BAR CODING

Many stores require bar coding on
packaged products. Many industrial
and manufacturing companies use bar
coding to identify items they receive and
ship. There are several companies that
can assist businesses with bar-coding
needs. You may want to talk with an
SBDC, SCORE or WBC counselor for
more information.

Federal Registration of Trademarks
and Copyrights
Trademarks or service marks are
words, phrases, symbols, designs or

Illinois Small Business Resource —

51

ADDITIONAL RESOURCES

Americans with Disabilities Act
(ADA): For assistance with the ADA,
call 800-669-3362 or visit www.ada.gov.

E-Verify: Employment Eligibility
Verification

combinations thereof that identify
and distinguish the source of goods.
Trademarks may be registered at both
the state and federal level. To register a
federal trademark, contact:

U.S. Patent and Trademark Office
P.O. Box 1450
Alexandria, VA 22313-1450
800-786-9199
www.uspto.gov/

Trademark Information Hotline
703-308-9000

STATE REGISTRATION
OF A TRADEMARK

Trademarks and service marks may
be registered in a state.
Caution: Federally registered
trademarks may conflict with and
supersede state registered business and
product names.

Patents

A patent is the grant of a property
right to the inventor by the U.S. Patent
and Trademark Office. It provides the
owner with the right to exclude others
from making, using, offering for sale or
selling the patented item in the United
States.
Additional information is provided in
the publications, General Information
Concerning Patents and other
publications distributed through the
U.S. Patent and Trademark Office. For
more information, contact the:

U.S. Patent and Trademark Office
800-786-9199 • www.uspto.gov

ADDITIONAL RESOURCES

Copyrights

Copyrights protect original works of
authorship including literary, dramatic,
musical and artistic, and certain other
intellectual works. Copyrights do
not protect facts, ideas and systems,
although it may protect the way these
things are expressed. For general
information contact:

BUSINESS ORGANIZATION:
Choosing Your Business Structure
There are many forms of legal
structure you may choose for your
business. Each legal structure offers
organizational options with different
tax and liability issues. We suggest
you research each legal structure
thoroughly and consult a tax
accountant and/or attorney prior to
making your decision.
The most common organizational
structures are sole proprietorships,
general and limited partnerships and
limited liability companies.
Each structure offers unique tax and
liability benefits. If you’re uncertain
which business format is right for you,
you may want to discuss options with a
business counselor or attorney.

Sole Proprietorship

One person operating a business as
an individual is a sole proprietorship.
It’s the most common form of business
organization. Profits are taxed as
income to the owner personally. The
personal tax rate is usually lower than
the corporate tax rate. The owner
has complete control of the business,
but faces unlimited liability for its
debts. There is very little government
regulation or reporting required with
this business structure.

General Partnership

A partnership exists when two
or more persons join together in
the operation and management
of a business. Partnerships are
subject to relatively little regulation
and are fairly easy to establish. A
formal partnership agreement is
recommended to address potential
conflicts such as: who will be
responsible for performing each

task; what, if any, consultation is
needed between partners before
major decisions, and what happens
when a partner dies. Under a general
partnership each partner is liable for
all debts of the business. Profits are
taxed as income to the partners based
on their ownership percentage.

Limited Partnership

Like a general partnership, a
limited partnership is established by
an agreement between two or more
persons. However, there are two types
of partners.
• A general partner has greater
control in some aspects of the
partnership. For example, only
a general partner can decide to
dissolve the partnership. General
partners have no limits on the
dividends they can receive from
profit so they incur unlimited
liability.
• Limited partners can only
receive a share of profits based
on the proportional amount of
their investment, and liability is
similarly limited in proportion to
their investment.

LLCs and LLPs

The limited liability company
or partnership is a relatively
new business form. It combines
selected corporate and partnership
characteristics while still maintaining
status as a legal entity distinct from
its owners. As a separate entity it can
acquire assets, incur liabilities and
conduct business. It limits liability
for the owners. The limited liability
partnership is similar to the LLC, but
it is for professional organizations.

U.S. Copyright Office

U.S. Library of Congress
James Madison Memorial Building
Washington, DC 20559
202-707-9100 - Order Line
202-707-3000 - Information Line
www.copyright.gov
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On the Cover: Success is the Spice of Life for Owner of Greek Goddess Products
BUFFALO, NY – Like many foodpreuneurs before her, Evangeline Conley liked making her homemade salad dressing and marinade for
her friends and family for special gatherings and occasions. Their positive reaction to the recipe gave her the motivation and idea to start
her own business.
When Conley founded Greek Goddess Products, Inc. in 2008, she reached out early for guidance on how to get started. She learned
about the Small Business Development Center (SBDC) at Buffalo State College from a friend who suggested she start there. “The first
thing I did was take a course through the SBDC. It was a start-up workshop allowing me the opportunity to learn about balance sheets,
profits and loss, and ways to market my business,” says Conley. “As a business owner, it’s so important to learn about managing your
finances and how to approach legal fees and trademark laws.”
As a result of the assistance that Conley received from the Buffalo State SBDC, she was able to begin bottling Greek Goddess Salad
Dressing and Marinade commercially. Today, the dressing is stocking the shelves of local stores, delis and markets in and around
Western New York. “It’s a unique blend of olive oil, vinegar and spices, all natural ingredients,” said Conley. “Our customers love using it
as salad dressing, meat/poultry/vegetable marinade, and simply dipping bread.”
Conley, an encore entrepreneur, has worked with the center since her start-up, seeking advice and citing
it as a vital step to growing her business. She credits her former business advisor John Mckeone of the
Bufalo State College SBDC for the success she enjoys today.
“We are seeing more and more encore entrepreneurs step into business,” says SBA Buffalo District
Director Franklin Sciortino. “One in four individuals ages 44 to 70 is interested in becoming an entrepreneur
and 63 percent of Americans plan to work during retirement. SBA and AARP joined forces in 2012 to
reach out to baby boomers and provide them with the necessary training and mentoring services for older
entrepreneurs to start or grow their small businesses and create jobs, just like Evangeline Conley did.”
Conley is extremely proud of The Greek Goddess Products successes, and she is serious when she urges
other businesses to seek out resources for growth. “Don’t be afraid of rejection,” she said. “Make sure your
business is something you love, seek out help and feel good about what you do.”

www.SBA.gov • connect with us @

facebook.com/SBAgov

twitter.com/sbagov

youtube.com/sba
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