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Tips for collecting overdue accounts receivable

By U.S. Small Business Administration

Collecting overdue accounts 

receivable can be an especially 

unpleasant part of doing business.

Most businesses have regular cus-

tomers who pay on time and keep 

accounts current. But not handling 

late payments in a timely manner 

endangers cash flow and long-term 

viability.

Here are six simple steps to help 

make the collection process less 

stressful and more customer friendly.

•Makesurecustomersknowthe
consequences of late payments. 

•Establishapolicy,andmakesure
your customers are aware of those 

policies before starting work. 

• Ifyoudon’thavea formalcon-

tract,havecustomerssignoffonyour

terms and conditions. The terms and 

conditions should state if you require 

a full or partial payment upfront or if 

you offer such payment terms as net-

30. State in writing any surcharges for 

late or missed payments.

•Loosecredittermscancreatebad
debt.Ifyouprovidegoodsorservices
oncredit,developqualificationstan-

dards thatarespecific,yet fair—a
goodcredithistoryorbankreferences,
for example. 

•Putyourcreditpolicyinwriting
and make sure employees understand 

it. You should also have the policy 

postedinyourstore,onyourWebsite
or available as a handout.

•Enforcecredit terms.Yourcol-
lections policy will do no good unless 

youenforceit.You’llbeamazedwhata
personal phone call can do to encour-

agetimelypayment.Ifyou’vemetyour

obligationsandacustomerhasn’t,
you’reentirelyintherighttomakethat
reminder call.

Keep communication channels 

open.Don’tassumethecustomer is
entirelywrong. Stay in touch, and
makesurethey’resatisfiedwithyour
productsorservices.If theybecome
delinquent,ask foranexplanation.
The invoice might have been lost or is 

awaiting approval. A customer with 

cash f low problems could request 

extra time. Based on your experience 

with thatcustomer,youmight feel
confidentenoughtoallowextratime
or installment payments. Make sure 

you and the customer clearly under-

stand any compromise agreement.

Don’tbeafraidtotakelegalaction.
Ifyourcollectionattemptsfail,itcould
be time to turn to a lawyer or collec-

tionfirm.Yourcourseofactionwill
depend on the situation. You might 

decide the amount of the overdue 

accountdoesn’t justify thecostand
efforttocollect.Ifso,writeitoffasa
bad debt and move on.

Don’t make the same mistake
twice. Should customers with poor 

payment histories approach you about 

working with them on restoring cred-

it,don’t immediately refuseunless
you’reabsolutelycertaintheyremain
a bad credit risk. Determine if the situ-

ation has changed and decide whether 

it makes sense to restore the relation-

ship.Asaprecaution,insistonstricter
terms such as advance payment or 

cash only.

The U.S. Small Business Administra-

tion offers resources and guidance to 

business owners on ways to establish 

collections policies. For more informa-

tion, please visit www.sba.gov, and 

remember to follow us on Twitter @

SBA_Colorado. 

$350
Get up to

for opening a  
NEW BUSINESS 
CHECKING ACCOUNT.

Open your business checking account by June 28, 2019 and EARN UP 

TO $350 with the community bank that has been a TRUSTED 

PARTNER TO COLORADO BUSINESSES SINCE 1963.

LOVES Small Business!

1

5%
2

$10,000 in net 
spend annually

2%
2

in combined net 
spend annually

1%
2

no spend 
limit

Add our SMALL BUSINESS CREDIT CARD with  

CASH BACK REWARDS2 for things you’ll need!

CitywideBanks.com/business350

BELLA’S BOUTIQUE

1$350 bonus offer is not available to existing Citywide Banks business checking account customers or those who had accounts opened on or before April 30, 2019.  Offer available when opening a new business checking account at Citywide Banks during the promotional period. Promotion is limited to business checking 
account product types 212, 312 and 412.  Ask your banker for details. Online account opening is available to select business entity types at CitywideBanks.com. The promotional bonus period is 5/1/2019-6/28/2019.  If the account is closed by the customer or bank within 90 business days after opening, we may deduct 
bonuses earned and received at closing and a $25 account closing fee may be assessed. Closing the account will negate any unearned bonuses. All bonus dollars will be paid to the newly opened business checking account. If multiple checking accounts are opened during the promotional bonus period under the same 
business checking relationship name, the bonuses will be paid to the account that was opened first.  Limit one bonus per new business checking account relationship.  Customer must open a new Business Checking account and have total balance of at least $10,000 at 60 calendar days after account opening to receive 
$350 bonus. Bonuses will be paid within 90 business days after the promotional period ends. Geographic restrictions may apply.  Account opening is subject to approval.  Not available at Steamboat Springs, CO.  2 Normal underwriting guidelines apply. See banker for details. Credit cards are issued and serviced by 
New Mexico Bank & Trust d/b/a HTLF Card Services. 5% Cash Back Rewards on the first $10,000 spend annually for office supply stores. 2% Cash Back Rewards on the first $20,000 combined spend annually for restaurant and gas. Spend over this amount will receive the 1% Cash Back Rewards. You may view the full 
Terms and Conditions of the Cash Back Rewards Program at our rewards site: www.savvy-rewards.com. Credit Cards are issued and serviced by New Mexico Bank & Trust d/b/a HTLF Card Services.

http://CitywideBanks.com
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We’re proud Eco-Cycle selected us for their business banking relationship, and as a fellow nonprofi t 

partner that puts community fi rst, we support their Green Star Schools® Zero Waste program. Because 

at Elevations, we believe a community that recycles together is prosperous together.

Business Checking  l  Online Banking  l  Credit Cards  l  Business Loans & Lines

elevationscu.com/business  l  800.429.7626

Federally insured 

by the NCUA

You can’t package prosperity, 

but you can recycle it.
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It matters
where you bank.



6   |   BizWest  |  May 2019  2019  Small-Business Guide www.bizwest.com

By U.S. Small Business Administration

DENVER—Oneof thesmartest
moves an entrepreneur can make in 

2019isfindingandusingasmartand
savvy business mentor.  Starting a 

new business venture can be a risky 

proposition,butyoucanmitigatethat
riskbyutilizingoneoftheU.S.Small
BusinessAdministration’smanyout-
standing business mentors.

Ournetworkofresourcepartners
provides freeandconfidentialone-
on-onecounseling,trainingandmen-

torship that can help to unleash your 

smallbusinesspotential.Lastyear
alonetheseeffortshelpedsmallfirms
across the country secure more than 

$30billionincapital,startover15,000
newcompanies,andcreateandretain
morethan700,000Americanjobs.
SBA’s resourcepartnernetwork

iscomprisedofSCORE,SmallBusi-
nessDevelopmentCenters,Women
BusinessCenters,andinsomestates
Veterans Business Outreach Cen-

ters. InColorado,thereare14SBDC
centers across the state (including 

sitesinBoulder,FortCollins,Greeley
andLongmont),fiveSCOREoffices,
andaWBC locatedat theMiCasa

ResourceCenterinDenver.Together,
these small-business partners make 

a huge impact in guiding and advis-

ing existing and new entrepreneurs.  

The Boulder SBDC is located in the 

mainBoulderPublicLibraryandcan
bereachedat303-442-1475,whilethe
Longmontsatellitecanbereachedat
303-442-1475. TheLarimerCounty
SBDCis located inFortCollinsand
canbe contactedat 970-498-9295.
TheEastColoradoSBDC is located
inGreeleyandcanbereachedat970-
351-4274.
TheSBA’svastnetworkofresource

partnersishelpingsmallfirmsstart,
grow and expand nationwide. Togeth-

er,theyserveandmentorColorado’s
dynamic business community includ-

ingwomen,minoritybusinessown-

ers,entrepreneursovertheageof50,
veterans,andmillennialentrepre-

neurs.

If your2019plans involve start-
ing, growingormanaging a small
business,maximize your chances
ofsuccessbyconnectingwithSBA’s
resourcepartners,oryour localSBA
office,byvisitingwww.sba.gov./local,
and remember to follow us on Twitter 

@SBA_colorado.

SBA has the right business mentor for you

ready, set, grow
AS YOUR BUSINESS GROWS, LEGAL ISSUES, 

LIKE WEEDS, CAN POP UP OVERNIGHT.

We help our clients control the legal issues, however thorny, 

dorsey.com
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SBA Lenders
Ranked by gross amount of 7(a) SBA Loans in Boulder, Broomfield, Larimer and
Weld counties.

Rank Company
Dollar volume 2018
Total loans 2018

Headquarters
Phone
Website

Person in charge
Title
Year founded

1
Live Oak Banking Co.
1741 Tiburon Drive
Wilmington, NC 28403

$12,150,000
9

Wilmington, NC
877-890-5867
www.liveoakbank.com

James Mahan III
CEO
2007

2
Wells Fargo Bank N.A.
101 N. Phillips Ave.
Sioux Falls, SD 57104

$11,488,400
36

Sioux Falls, SD
800-956-4442
www.wellsfargo.com

Timothy Sloan
CEO
1874

3
First National Bank of Omaha
1620 Dodge St.
Omaha, NE 68102

$10,513,400
18

Omaha, NE
402-602-3022
www.firstnational.com

Bruce Lauritzen
chairman
1863

4
CoBiz Bank
821 17th St.
Denver, CO 80202

$9,227,800
11

Denver, CO
303-312-3412
www.cobizbank.com

Steven Bangert
CEO
1978

5
Advantage Bank
1475 N. Denver Ave.
Loveland, CO 80538

$8,844,600
12

Loveland, CO
970-613-1982
www.advantagebanks.com

John Nigh
chairman
2000

6
Guaranty Bank and Trust Co.
1331 17th St.
Denver, CO 80202

$8,221,600
14

Denver, CO
303-312-3188
www.guarantybankco.com

Paul Taylor
CEO/president
1955

7
Bank of the West
180 Montgomery St.
San Francisco, CA 94101

$5,679,100
6

San Francisco, CA
925-942-8300
www.bankofthewest.com

Nandita Bakhshi
CEO
1874

8
Midwest Regional Bank
363 Festus Centre Drive
Festus, MO 63028

$5,522,000
6

Festus, MO
636-937-5351
www.mwrbank.com

Michael Bender
CEO
2006

9
JPMorgan Chase Bank
1111 Polaris Parkway
Columbus, OH 43240

$5,110,600
14

Columbus, OH
312-732-4000
www.jpmorganchase.com

James Dimon
CEO
1824

10
Sunflower Bank N.A.
1440 16th St., Suite 250
Denver, CO 80202

$4,675,000
1

Denver, CO
888-827-5564
www.sunflowerbank.com

Mollie Hale Carter
CEO
1892

11
NBH Bank, dba Community Banks of Colorado
7800 E. Orchard Road
Greenwood Village, CO 80111

$4,379,700
5

Greenwood Village, CO
888-237-3111
www.nbhbank.com

G. Timothy Laney
CEO/president
2010

12
Compass Bank
15 S. 20th St.
Birmingham, AL 35233

$3,733,000
6

Birmingham, AL
800-239-1996
www.bbvacompass.com

Onur Gen?
CEO
1964

13
Keybank N.A.
127 Public Square
Cleveland, OH 44114

$3,154,500
7

Cleveland, OH
800-539-2968
www.keybankusa.com

Beth Mooney
CEO/chairman
1849

14
Bank of Hope
3200 WIlshire Blvd., Suite 1400
Los Angeles, CA 90010

$3,141,000
2

Los Angeles, CA
213-639-1700
www.bankofhope.com

Kevin Kim
CEO
1986

15
U.S. Bank N.A.
425 Walnut St.
Cincinnati, OH 45202

$2,529,800
28

Cincinnati, Ohio
800-872-2657
www.usbank.com

Andrew Cecere
CEO
1863

16
Readycap Lending LLC
420 Mountain Ave., 3rd Floor
New Providence, NJ 07974

$2,448,500
3

New Providence, N.J.
800-453-3548
www.rclending.com

John Moshier
president & CEO
2012

17
Hanmi Bank
3327 Wilshire Blvd.
Los Angeles, CA 90010

$2,338,000
3

Los Angeles, CA
213-427-5722
www.hanmi.com

Chong Guk Kum
CEO/president
1982

18
Citywide Banks
1800 Larimer St., Suite 200
Denver, CO 80202

$2,000,000
1

Denver, CO
303-365-3600
www.citywidebanks.com

Joanne Sherwood
CEO
1963

19
Fidelity Bank
3490 Piedmont Road NE
Atlanta, GA 30305

$1,955,000
1

Atlanta, GA
404-814-8114
www.lionbank.com

H. Proctor
president & CEO
1974

20
First Home Bank
9190 Seminole Blvd.
Seminole, FL 33772

$1,837,000
10

Seminole, FL
727-394-2265
www.firsthomebank.com

Anthony Leo
CEO
1999

21
FirstBank
12345 W. Colfax Ave.
Lakewood, CO 80215

$1,617,100
4

Lakewood
303-235-1448
www.efirstbank.com

James Reuter
CEO
1963

22
Stearns Bank N.A.
4191 Second St. S.
St. Cloud, MN 56301

$1,428,700
6

St. Cloud, MN
320-253-6607
www.stearns-bank.com

Kelly Skalicky
president & CEO
1912

23
Celtic Bank Corp.
268 S. State St., Suite 300
Salt Lake City, UT 84111

$1,425,000
4

Salt Lake City, UT
801-363-6500
www.celticbank.com

Reese Howell Jr.
CEO
2001

24
First-Citizens Bank & Trust Co.
239 Fayetteville St.
Raleigh, NC 27601

$1,392,000
1

Raleigh, NC
919-716-7050
www.firstcitizens.com

Frank Holding Jr.
chairman & CEO
1898

25
Independent Bank
3090 Craig Drive
McKinney, TX 75070

$1,249,700
4

McKinney, TX
972-562-9004
www.independent-bank.com

David Brooks
chairman, president & CEO
1913

Source: U.S. Small Business Administration Researched by BizWest
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By U.S. Small Business Administration

Makingpredictionsisnevereasy,
especially for small-business owners 

andmanagers.Unlike their larger
counterparts,smallfirmsrarelyhave
the resources to monitor and take 

corrective action for every new trend 

andissue.Evenentrepreneurswho’ve
experienced numerous business 

cycles face new circumstances that 

confound their instincts and knowl-

edge.

While there’snocrystalball that
accuratelypredictsthefuture,small-
business owners and managers can 

take steps to help their enterprises 

endure the worst of times and take 

advantageof thebestof times.Per-
form a small-business health checkup 

to determine if your company is on 

track for the remaining months of the 

year.

First,talktoyourbankeraboutyour
company’sfinancialstatus.Lenders

offer experience in advising managers 

andownersonissuesspecifictotheir
businesses and industries. Have them 

reviewyouryear-endfinancialstate-

ments and offer an honest appraisal. 

Talkaboutestablishingalineofcredit,
whichcouldstabilizeyourcashflow
positionin2018.
Second,strengthenrelationships

with creditors. It couldbe time to
renegotiate terms or change payment 

amountsonoverduebills.Overdue
bills and inconsistent payment prac-

ticeswon’thelpyourlong-termcredit
position.What’smore,yourcreditors
couldbeexperiencingfinancialdif-
ficulties as well. Any flexibility will 

hinge on whether they perceive you as 

a reliable partner or a risk they want to 

eliminate.

Next,keepaclosewatchonyour
receivables.Reviewwhoowesyour
company money and make sure 

they’remeetingterms.Befirmwhen
dealingwithproblemaccounts,but

also remain willing to negotiate when 

appropriate.With a little encour-
agement, a struggling customer
could become a long-term source of 

income.  The longer account receiv-

ableages, theharder itbecomes to
collect on that debt.

Fourth,makesureallexpenditures
are justifiedandcontribute to the
financialhealthofyourbusiness.You
might find it necessary to redirect 

money to areas that will enhance 

businessperformance.Ifyoucarryan
inventoryofproducts,checktheaccu-

racy of your records and procedures to 

prevent losses.Itcouldbehelpfulto
adjustyourorderamountstomatch
projectedsales.Now is the time to
review management and employee 

expensestodetermineifthey’rejus-
tifiedandmeet themissionofyour
business.

Fifth,reviewyouroperationsand
expensesona regularbasis. If you
monitoryourprofitabilityonamonth-

lybasis, itmightbeagood idea to
begin reviewing it on a weekly or bi-

weekly basis during slow economic 

times.Likewise, reviewandupdate
your business plan more frequently. 

Monthly or quarterly reviews make it 

easiertomakeadjustmentsandkeep
your business on track.

Finally, stepupyourmarketing
efforts. Many business owners mis-

takenly see marketing as a luxury 

whenmoneyistight.Inactuality,this
is the time when increased marketing 

could be needed. Along with reassur-

ingcurrentcustomersyou’restillthere
toservethem,marketingcanhelpyou
reach new consumers who will grow 

your business now and into the future.

For more information on the U.S. 

Small Business Administration’s pro-

grams and services please visit www.

sba.gov, and remember to follow us on 

Twitter @SBA_Colorado.

It’s time to do a midyear business checkup 

• Full line of commercial loan products
• Deposit accounts to fit your needs
• Mobile banking anytime anywhere, online cash management
• Credit card processing, instant issue debit cards
• SBA Preferred Lender

Banking made simple
so you can get back to what really mattersy g y

®

2425 35th Avenue • Greeley • 970-673-4501
520 Sherman St • Fort Morgan • 970-867-3319

www.fmsbank.com

Discover the power

of banking made simple.
Because running a business is complicated enough.

n Visit BizWest.com

n Call 303-630-1953  |  Boulder Valley
n Call 970-232-3143  |  Northern Colorado

BizWest

Business Report Daily provides 

the latest in breaking local business 

news, compiled by BizWest’s team 

of experienced business reporters 

and editors.

Daily e-mails are sent out every 

every weekday, morning and 

afternoon, with extra e-mails 

as breaking news demands. 

Additionally, subscribers can sign 

up for weekly industry-specific 

e-mails, including Banking, Health 

Care, Real Estate, Technology, 

Construction, Economic 

Development, Small Business, 

Green Business, Agribusiness, 

Hospitality & Tourism and 

Economy & Labor.

Business Report 
Daily

http://www.abtbank.com
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By U.S. Small Business Administration

Manysmallretailersearn25per-
cent or more of total annual revenues 

during the busy summer shopping 

season.  Stagnant seasonal sales can 

be the start of a slow death-spiral in 

the coming year.  Small locally owned 

retailersdon’ttypicallyhavethesales
volume and financial resources to 

compete with the huge discounts 

offered by big national chains. Small 

retailers’profitmargins tend tobe
thinner thanthebigplayers,giving
them less wiggle room on discounts.  

The SBA compiled the following six 

hurdles small retailers face during the 

summershoppingseason,andwaysto
avoid them in the future.

1.Lackofinventorycontrol.Inven-

tory control is crucial for all small 

retailers, especially during the
busysummersellingmonths.  It is
important to remember that inven-

toryequalsprofits,andknowinghow
muchproducttoorder,whentoorder

it,andwhatitemstoordercanbethe
difference between having cash in 

the bank or aging inventory on the 

shelves.

2. Hiring the wrong employees for 

critical positions. There is a cost to 

hiring the wrong people for key posi-

tions. Small firms tend to have less 

layers of management between the 

ownerandtheemployees, therefore
new hires must be able to perform 

with less direct supervision and be 

motivatedtogetthejobdonerightthe
firsttime.Avoidthisissuebywriting
adetailedjobdescription,andimme-

diately instilling a culture of quality 

customer service in each and every 

new employee.

3.Undercapitalizationisalwaysa
problem. Cashflowis the lifeblood
of all small businesses.  Cash flow 

allowsabusinesstomakepayroll,pay
suppliers,andkeep itsdoorsopen.
Business owners should immedi-

ately increase cash flow by collect-

ing accounts receivables in a timely 

manner;don’tkeepcash tiedup in
unnecessary inventory; and eliminate 

unprofitableaccountrelationships.
4.Notembracingonlinesalesand

socialmedia.U.S.CensusBureaudata
showsthatmorethan$517billionin
e-commerce sales were made during 

2018–a15percentincreaseoverthe
previous year.  To stay competitive 

small retailer must develop a retail 

webpresence.Also,leverageTwitter,
Instagram,andFacebooktopromote
one-day sales events or plug special 

product lines and high inventoried 

merchandise.UseFacebookadvertis-
ing to establish a greater emotional 

connection with shoppers.   

5. Not delaying your employee
officepartyand/orsocialevents.Itis
sales crunch time from the beginning 

of May until the end of September.  

Officesocialeventscanbeadistrac-
tion to employees and management 

at a time when the focus should be 

on business productivity.  Consider 

moving the company picnic until 

afterLaborDayandcallittheannual
thank-youevent. Involve theentire
community in this thank you event 

and create some local goodwill.

6. Innovationandcreativity lost.
Historically, locally-owned small
retailers beat their big box and online 

competitors by providing outstand-

ingindividualizedcustomerservice.
Internet sales events havepushed
largeretailersintofloodingthemarket
with lost leader pricing on a wide array 

of seasonal products.  Small retail-

ers must take the offensive by selling 

creative and innovative products that 

cannot be found at the local retail mall 

or online.  Create a unique customer 

experience that will draw shoppers to 

traveloutsideof theircomfortzone,
and discover that out-of-the-ordi-

nary shopping district with ten trendy 

stores,not50traditionalchainstores.
FormoreinformationonSBA’spro-

grams and services please visit www.

sba.gov,andremembertofollowuson
Twitter @SBA_Colorado.

Seasonal retailers face many hurdles

Commercial Insurance I I Personal Insurance I I

YOU FOCUS ON YOUR BUSINESS.

LET OUR MAINSTREET TEAM 

TAKE CARE OF THE REST.

Jamie May, Mainstreet Risk Advisor
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 97% of BizWest event attendees will likely attend the same event again next year.

Boulder Valley 
1600 Range St., Suite 101, Office #8, 
Boulder, CO 80301

Northern Colorado 
736 Whalers Way, Bldg. G, Suite 100 
Fort Collins, CO 80525

www.BizWest.com

For more information contact  

Sandy Powell [303] 630-1954, [970] 232-3144 or spowell@bizwest.com.

Events
C U S T O M 

This is Your Opportunity to Host an Event 

to Showcase Your Thought Leader Status{ {

REGISTER TODAY! 
Coworking and Collaboration: 
Recognizing The Power in Shared Experiences 

https://bizwest.com/events/powerbreakfast-mollybloom/

Join desk chair™ workspace in bringing Molly Bloom to the Loveland 

Entrepreneurial Power Breakfast with Five Tables Cafe Catering.

September 19, 2018 
7:30 - 10:00 a.m. 

WHEN

The Reserve at 
desk chair™ workspace 
201 East 4th Street 
Downtown Loveland 

WHERE

$45 General Admission

$60 at the door 
$80 VIP  

COST

VIP includes a pre-event meet and greet with 
Molly Bloom, a signed book and reserved seating.

Schedule your custom-content 

event today.

Target business owners and 

top executives and create the 

perfect opportunity to network 

and present topics of interest to 

them and their organizations. 
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By Dan Nordberg

SBA Region VIII Administrator

The old saying that a rising tide lifts 

allboatsringstruegiventoday’sgrow-

ing economy. 

TheU.S.economy’shistoricboom
benefitsallAmericansasjobcreation
soars and wages rise. The economy 

outperformed expectations for the 

secondyear ina row in2018.More
than2.6millionjobswerecreatedlast
year,andthenumberofjobopenings
surpassed the number of unemployed 

workers for thefirst timeonrecord.
The unemployment rate remained 

atorbelow4percentforthepast13
months, the longeststreakinnearly
fivedecades.Theboomingeconomy
paid off for American workers last year 

–withnominalhourlywagegrowth
exceedingthreepercent forthefirst
time in almost a decade.

Since2017,theTrumpAdministra-

tionhasrolledbackjob-killingregula-

tions to unleash an economic boom 

acrossallsectorsoftheeconomy.In
2018alone,Federalagencies issued
12 deregulatory actions for every new 

significantregulatoryaction,saving

businesses $23 billion in regulatory 

costs.

During tax-filing season, it is
important to remember that the Tax 

Cuts and Jobs Act signed into law by 

PresidentTrumphasspurredaddi-
tional business investment and put 

more money into the pockets of most 

Americanworkers.Realdisposable
personalincomeincreasedby$2,300
from the end of 2017 to the fourth quar-

terof2018.Businessinvestmentand
productivity are on the rise thanks to 

thetaxcuts,andcapitalexpenditures
areup$300billionfrom2017.Oneof
themostpowerfulbenefitsofthetax
law is thenew20percentQualified
BusinessIncome(Section199Aofthe
tax law)deduction for small firms
and the self-employed. Section 199A 

allows owners of pass-through enti-

ties to deduct 20 percent of the busi-

ness income that is passed onto their 

individual return.

The overall goal of all of these eco-

nomicpoliciesadvancedbyPresident

Trump is to make sure that all small 

business owners are leveraging the tax 

cuts and deregulation efforts pushed 

forward since the start of his admin-

istration.Today,businessownersare
investing in their companies and their 

employeesbyraisingwages,provid-

ingbonuses,and increasingbene-

fits.Ilookforwardtoadditionalgood
economic news over the next several 

months. 2019 looks to be a banner year 

for small business growth in Colorado.  

Iamproudtorepresentthepresident
in serving the small business commu-

nities across this state in the coming 

year.FormoreinformationonSBA’s
programsandservices,pleasevisit
www.sba.gov  and remember to follow 

usonTwitter@SBARockymtn.

Dan Nordberg serves as the SBA’s 

Region VIII Administrator and is based 

in Denver. He oversees the agency’s 

programs and services in Colorado, 

Montana, Utah, North Dakota, South 

Dakota, and Wyoming. 

Small firms benefit from growing, prosperous economy
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We can help you grow
your small business. Give
Verus Bank of Commerce a
call today about your
lending needs.

Small Business Banking with Verus Bank.

Because we can help your business grow.

970-204-1010

Nordberg

Giving Guide

n Visit BizWest.com

n Call 303-630-1953  |  Boulder Valley
n Call 970-232-3143  |  Northern Colorado

This publication includes a 
comprehensive directory of 
nonprofits in Boulder, Broomfield, 
Larimer and Weld counties and 
publishes before Colorado Gives 
Day.
Highlight your company’s 
Corporate Social Responsibility 
by placing an advertisement in 
this relevant and well-received 
publication.
Publishes: November
For more information contact: 
Sandy Powell – 970-218-0538 or 
spowell@bizwest.com

http://www.verusboc.com
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By U.S. Small Business Administration

Starting a new business can be 

a challenge. Navigating themaze
of rules, regulationsand licensing
requirements and the constant lack of 

resources constitute some of the rea-

sonswhymoreAmericansdon’tfollow
their entrepreneurial dreams. A thriv-

ing small-business ecosystem drives 

ourlocaleconomysofindingwaysto
promote new business development is 

vital.Fortunately,thereareinnovative
waystostart,grow,andexpandanew
venture without breaking the bank.

For starters, considerbuyingan
undervalued existing business. Dur-

ingeconomicdownturns,manyown-

ers are forced to sell their ventures for 

various reasons. This creates oppor-

tunities for individuals with available 

capital to purchase existing compa-

nies under more reasonable terms. An 

established company is ready for busi-

nesstheydayyoubuyit,andassets
and equipment could be part of the 

sales price. You could also buy an 

established client base. Customers 

are familiar with your well-known 

brand.Lendersaremorewilling to
providefinancingtoanexistingbusi-
ness.Moreover,youcould inherita
trained and experienced staff.

Exchangesalaryforanequityposi-
tion in a business. Most existing busi-

nessesarehungrytohireexperienced,
driven,and innovativeemployees.
Cash-strapped companies that are 

growing,but inneedofnewtalent,
may be willing to exchange an equity 

or stock position in the company in 

lieu of a traditional salary and ben-

efits.Thisnewequitypositioncould
eventually provide an employee with 

an ownership opportunity. Consider 

working part-time at a startup while 

maintainingyourregularjobtolearn
thebusiness,andthenmakeanoffer
topurchasethefirmatafuturedate.
Virtualofficeandsharedcreative

work spaces are the current rave. 

There are many creative alternatives 

totraditionalofficeorretailspaces.
The Internet is the locationwhere

mostnewsmallfirmsmarketandsell
theirproductsandservices.Working
from home and using shared office 

services is another way to create a 

virtualoffice space.Virtualoffices
couldsignificantlyreducethecostof
your startup. A new trend is the devel-

opment of large creative work spaces 

where tenants share open spaces and 

smallprivateoffices,andevenlunch
areas.

Usecreativemeanstosecurecap-

ital.Anundercapitalizedbusiness
could be a losing proposition. This 

is especially true when the economy 

is falteringorslowing.Obtaincapi-
tal by bolstering your personal sav-

ings in advance of starting your busi-

ness.Friendsandfamilyfinancingin
exchangeforstock,oranequityposi-
tioninyourcompany,offersanother
option. Ifyou’reaversetotakingon
newdebt, trystartingyourbusiness
slowly by using internally generated 

cashflowforexpensesandgrowth.
Thelessdebtyouincurtoday,thebet-
ter position your business will be in 

when you do apply for a business loan.

Leverageoutsidecounselingbefore
startingyournewbusiness.Now’sthe
time to make an appointment with 

anSBAresourcepartner—including
SCORE,SmallBusinessDevelopment
CentersandWomen’sBusinessCen-

ters. The counselors at these organi-

zationscanhelpyoudevelopawell-
definedandcomprehensivebusiness
plan, realistic financial statements
and extensive marketing strategy. 

Studies have shown entrepreneurs 

who put a minimum of one year of 

planning into their new ventures have 

a better chance of succeeding over the 

long term.

Owning and running yourown
business can be more satisfying and 

fulfillingthanworkingforsomeone
else. Creating innovative strategies for 

starting a new business can make the 

difference between success and fail-

ure.FormoreinformationonSBApro-

grams and services please visit www.

sba.gov,andremembertofollowthe
SBA on Twitter @SBA_Colorado.

Creative strategies for starting a business

What is it?

Who makes it?

Could I make a CAREER of this?

AVAILABLE NOW MORE INFORMATION

presents

Contact Sandy Powell  

[303] 630-1954, [970] 232-3144  

or spowell@bizwest.com.

Contact Randy Clay  

[303] 630-1953, [970] 232-3143  

or rclay@bizwest.com.
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Work for You
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JEFF NUTTALL
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[970] 227-7103
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F R O M  S I M P L E  B U S I N E S S  N E E D S  T O  T H E  C O M P L E X

 

W h e t h e r  y o u  h a v e  s e a s o n e d  b u s i n e s s  o p e r a t i o n s  o r  

a r e  j u s t  g e t t i n g  s t a r t e d ,  V e c t r a  B a n k  i s  r e a d y  t o  

h e l p  w i t h  y o u r  n e x t  o p p o r t u n i t y . *

A division of Zions Bancorporation, N.A. Member FDIC.  *Subject to credit approval; terms and conditions apply. See banker for details. 

BIG ENOUGH TO COUNT  /  SMALL ENOUGH TO CARE

• W o r k i n g  C a p i t a l
• P a r t n e r  B u y o u t s
• E q u i p m e n t
• T r e a s u r y  M a n a g e m e n t

Visit us today! vectrabank.com | 844.210-3602 
 

TM

• A c q u i s i t i o n s
• C o n s t r u c t i o n
• B u s i n e s s  C r e d i t  C a r d s

V E C T R A  C A N  H E L P  K E E P  Y O U R  

B U S I N E S S  M O V I N G  F O R W A R D .


