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Small Business
Needs Assessment

he history of mi-

croenterprise dates
back thousands of
years. The presenta-
tion of the 2006 Nobel
Peace Prize to Dr. Mu-
hammad Yunus and
the Grameen Bank
brought  microenter-
prise to the surface
in many areas of the
world, including the
United States. Recent-
ly, there is a lot of at-
tention being paid to
entrepreneurs.

Not everyone agrees
on what is the key to
success, the precise
definition of an entre-
preneur, or the solu-
tions to the problems
they face. One aspect
that is agreed upon
is that more research
is needed, especially
involving those small
businesses who are not
covered by unemploy-
ment insurance. Many
of these businesses are
the self-employed in
rural areas, who are
the prime market for
REAP.

REAP was begun in
1990 by the Center for
Rural Affairs as a re-
sponse to growing pov-

erty in the Midwest. It
is now the largest full-
service rural microen-
terprise  development
program in the United
States, with nine em-
ployees, including two
bilingual staff who
provide services for
the Hispanic Business
Center. The program
also hosts the state’s
only Women’s Busi-
ness Center, whose
services are delivered
by all staff. The REAP
program consists of
four elements includ-
ing credit (microloans),
technical assistance,
networking, and small
business training.
From January 25 to
March 10, 2008, REAP
conducted a statewide
Small Business Needs
Assessment, which
targeted microenter-
prises, lenders, and
service providers who
work with entrepre-
neurs across the state.
The self-administered
survey was sent out to
REAP clients and con-
tacts and also made
available through vari-
ous listservs across the
state.
—See Assessment on page 3.
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Dave Buchholz shares his enthu3|asm for small busmess marketing
at a workshop. These sessions were held in O’Neill, Valentine, Broken
Bow, and Ord.

Marketing Seminars Show
How to Get Big Results

for your product or ser-

vice? That’s one of the
key questions you need
to answer as you consider
your business and your
marketing budget, accord-
ing to David Buchholz with
David & Associates in Hast-
ings, Neb.

In May, the REAP Wom-
en’s Business Center collab-
orated with local economic
development organizations
in North Central Nebraska
to offer marketing semi-
nars presented by Buch-
holz. Seminars were held
in O’Neill in partnership
with Holt County Economic
Development, Ainsworth in
partnership with the North
Central Development Cen-

Is there really a market

ter (NCDC), and Valentine
in partnership with the
Valentine/Cherry County
Economic Development
Board.

The Broken Bow Cham-
ber and Valley County Eco-
nomic Development part-
nered with the REAP-WBC
to host Buchholz in Bro-
ken Bow and Ord in June.
Business owners and/or
community leaders gained
a new appreciation of mar-
keting efforts after attend-
ing one of these sessions.

Dave Buchholz distin-
guished between “selling”
and “marketing” and em-
phasized the importance of
“marketing” — which is cus-
tomer-focused rather than
seller-focused.

—See Seminars on page 2.
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Calendar Dates:

Statewide Activities:

7/18 Franchising Seminar, Nebraska
Business Development Center, UNL. Learn
what you get when you buy a franchise, what
you give when you join a franchise system,
what ALL the costs of franchise business
ownership are, how to research a franchise
and determine what you want from franchise
ownership. $20 cash or check at the door. Re-
ceive 50% off by registering by July 11 and
25% off if you register by July 16. For more
information, contact Marisol or Melissa at
402.472.5222.

8/8 From Recipe to Reality Seminar,
Food Processing Center at UNL, Lincoln, NE.
Contact Jill Gifford, 402.472.2819 or
jgifford1@unl.edu for more information.

9/10-12 Rural Philanthropy Conference,
Nebraska City, by the Nebraska Community
Foundation. Learn the power of grassroots
models for rural philanthropy and commu-
nity development that work in Nebraska and
throughout the U.S. Participation by teams of
community leaders and volunteers is strongly
encouraged. Participants will leave with a do-
able action plan. Visit www.nebcommfound.
org/RPC/2008RPC.htm for conference and
registration information. Early Registration
Deadline is August 1.

REAP Staff Learn Latest Innovations

at National Conference

naheim, California, was the setting for the 2008 As-
Asociation for Enterprise Opportunity (AEO) Confer-
ence on May 20-23, 2008. Five REAP staff attended

the training event.
The AEO Conference, which is now known as the “Nation-
al Summit on Entrepreneurship” is the best opportunity for
REAP staff to learn about the newest innovations in micro-

enterprise programming, .
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entrepreneurs who
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funders.
The REAP program is
program.

respected both nation-
ally and internationally.
Many of the programs in
the U.S. were derived in
part by examining REAP’s model. This respect is totally in
relation to the dynamic entrepreneurs who participate with
the REAP program. It is this participation that makes REAP
a great program and the motivation that drives us all.

We will do our best to continue providing an innovative
program for our clients. Information obtained from the AEO
conference will be reviewed in the coming months and used
to enhance the services that you receive and to provide the
rural entrepreneurs in Nebraska with the best microenter-
prise development services possible.

Seminars, continued from page 1

Price vs. Value was discussed.

Price is only one factor in a pur-
chasing decision. Other factors are
quality, selection, service, loca-
tion, convenience, uniqueness, and
many others.

What is important to your cus-
tomers? The seller has to provide
the customer logical reasons to
justify their purchases, especially
if they made an emotional buying
decision. Make sure to identify the
benefits to your customer in rela-
tion to the features of the product
or service.

Buchholz identified three ways to
build your business:

1. Get more customers.

2. Increase the frequency of pur-
chases from existing customers.

3. Increase the average purchase

from existing customers.

It’s critical to realize the impor-
tance of taking care of current cus-
tomers.

A Marketing Calendar is essen-
tial for budgeting and planning, in
Buchholz’s opinion. It provides one
the ability to say “No” to requests
for “donations” if the budget is al-
located or expended. It allows for
evaluation and adaptation as times
change. The calendar should be
flexible. It is also critical to track
any marketing and advertising ac-
tivities implemented to know if they
increased sales.

The advantages and disadvan-
tages of various advertising venues
were discussed. Internet marketing
and web site hints included: make
contact information easy to find;

have a memorable URL (your web
address) and ensure it is on all ma-
terials.

Other tips included the impor-
tance of using testimonials to de-
velop credibility, partner with oth-
er companies, share mailing lists,
joint promotions, offer in-store
seminars, send thank you’s, and
make follow-up calls.

Participants in these seminars
indicated their knowledge and skill
level increased from the informa-
tion presented. We plan to hold
more of these sessions in the com-
ing months. Please contact your
REAP Business Specialist if you are
interested in having a Marketing
session in your area.

For more information, contact Monica
Braun, REAP-WBC Director, at mbraun@
windstream.net or 402.643.2673.



Survey Results—
a Look at Nebraska Microenterprises

A Small Business Needs Assessment Survey was available online during the
months of January, February, and March 2008. It consisted of 16 multiple choice
answers and long answer questions. The survey was available to participants
through SurveyMonkey.com®© and through mailed hard copies.

Describe your affiliation with Nebraska small businesses.

Small Business Owner 65.2%
Service Provider 17.6%
Lender 6.4%
Other 10.8%

What is the stage of your business?
(Service Providers and Lenders skipped this question.)

Pre-venture (start-up stage) 6.8%
New (within the first year) 12.0%
Existing (at the business more than one year) 68.8%

Transitioning (within 10 years of exiting the business) 12.5%

What category best describes your business?

Agriculture 16.4%
Manufacturing 8.8%
Retail 29.2%
Service 51.5%
Online 2.9%
Construction 4.7%

How many employees does your business
employ, including yourself?

One (self) 36.5%
Five or less 45.8%
Six or more 17.7%
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Assessment,
continued from page 1

The survey was also translated into
Spanish and made available to Span-
ish-speaking REAP clients and other
Spanish speaking business owners.
Those who received the link to the
survey were encouraged to send it to
others they knew of that met the cri-
teria. A total of 250 people completed
the survey.

Preliminary results from the survey
have already made a powerful differ-
ence in planning for REAP’s future.
For example, the survey asked what
the greatest difficulty was with their
businesses. Cash flow/lack of capital
was by far the most popular answer
(60 percent) out of 20 different re-
sponses for that particular question.
The respondents were also asked how
they would like training to be deliv-
ered. The number one answer was as
a workshop followed by online training
such as a webinar or podcast.

Full results of the survey will be
released by the Center for Rural Af-
fairs this fall. You can see a snapshot
of who participated and some of their
business characteristics in the table
accompanying this article.

Contact: Dena Beck, REAP Southwest/Cen-
tral Business Specialist for more information,
denab@gtmc.net or 308.528.0060.

Quilting,

continued from page 4 [dentity Theft Repair Kit Available

other small business owners have indicated. Identity theft is happening here in Nebraska. Recent
It is difficult to find reliable, part-time employees. arrests in Douglas and Saunders counties along with
To her advantage, a machine quilting business is the recovery of thousands of pieces of stolen mail point
located upstairs and a machine embroidery busi- to possible identity theft rings.
ness is located downstairs in her building. Once you’re a target of identity theft, your credit

These complementary business owners consid- starts to suffer. Repairing the damage can be a long
er themselves the “Tri-Level Mall” and do assist and frustrating process, but the Attorney General’s
one another at times. office offers a tool that gives you the information you

Phyllis belongs to the Kearney Downtown As- need to take action. The Identity Theft Repair Kit offers
sociation and participates in the business com- victims a step-by-step guide to repairing credit along
munity promotions. She and husband Bill have with tips on how to protect your personal information.
two grown children. Their daughter’s family lives Contact the Consumer Protection Division at

in Central City, and their son’s family is close by 1.800.727.6432 or download it from www.ago.ne.gov.

in Kearney. She enjoys her grandchildren.

“My quilting started out as a hobby, then be- *Source: Nebraska Attorney General Jon Bruning’s
came an obsession, and now it’s my business. It’s | office, June 2008.

great to have a business you love,” says Phyllis.




QUESTIONS?

Jeff Reynolds, REAP Program Director,
402.656.3091, jeffr@alltel.net.

Monica Braun, Women’s Business Center
Director and Southeast 1 Business Specialist,
402.643.2673, mbraun@windstream.net.

Adriana Dungan, Hispanic Business Center
Director and Northeast Business Specialist,
402.494.1013, adungan@msn.com.

Eugene Rahn, North Central Senior Business
Specialist, 402.925.2920, erahn@inetnebr.com.

Jerry Terwilliger, Panhandle Business Special-
ist, 308.247.9926, j414@charter.net.

Janelle Moran, Southeast 2 Business Special-
ist, 402.335.3675, janellemoran@diodecom.net.

Dena Beck, Southwest/Central Business Spe-
cialist, 308.528.0060, denab@gtmc.net.

Nancy Flock, Southwest/Central 2 and His-
panic Rural Business Specialist, 308.534.3508,
npflock@msn.com.

Peggy Mahaney, REAP Administrative Assis-
tant, 402.687.2100, peggym@cfra.org.

The REAP Women’s U-S. Small Business Administration

Business Center
is funded in part
through a coopera-

tive agreement with  Yeur Small Business Resource

the US Small Business Administration. All opin-

ions, conclusions, or recommendations expressed

are those of the author(s) and do not necessarily
reflect the views of the SBA.

REAP and the Women’s Business Center and the
Hispanic Business Center are programs of the
Center for Rural Affairs. The Center for Rural
Affairs is a private, nonprofit organization.

Spotlight on Business

Quilting Hobby Transforms into Business

our husband buys the prop-
Yerty next door for the garage.

He says, “I don’t care what
you do with the house.” What would
you do? Well, Phyllis Haomaker knew
what she would do - open a quilt
shop! That was in 2000 when they
lived in Curtis, Neb. At that time, a
local woman owned two shops that
carried craft and quilting items, and
she was ready to sell. Phyllis pur-
chased the inventory and started
her business.

Before she could open, however,
much work needed to be done to the
little house. They painted, cleaned,
and took out a wall. She used one
room for fabric and supplies, one
for a classroom, one for cutting fab-
ric, and one for displaying quilts
and more fabric. Phyllis opened The
Quilter’s Cottage in January 2001.
After purchasing more inventory,
she found herself needing addi-
tional working capital and needing
to make improvements to the store.
A REAP loan was approved in 2004,
and the business continued to grow.
They put in a floor with patterns
that looked like quilt blocks!

In September of 2007, Phyllis
moved The Quilter’s Cottage to 2220
Central Avenue in downtown Kear-
ney. She started in the front half of
the building. A used furniture store
was located in the back half. In Feb-
ruary 2008 she was able to expand
into half of the back, and in April

“My quilting started out as
a hobby, then became an
obsession, and now it's my

business.”
—Phyllis Hamaker,
owner of The Quilter’s Cottage

2008 she expanded into the whole
level of the building. She has lots of
fabric inventory, patterns, books,
and supplies to sell. Phyllis realizes
she has more customer base in Ke-
arney than she had in Curtis. Also,
with gas prices on the rise, she be-
lieves her location in Kearney will re-
main more profitable than it would
have in Curtis.

Phyllis also holds many classes.
She loves to teach quilting to those
who don’t know how and share the
joy she experiences from the art.
Check out the class schedule on The
Quilter’s Cottage website (www.
quilterscottage.net) and see how
busy she is. She offers mail order
service on items available.

Phyllis has been a vendor at the
“Threads Across Nebraska” event
and the Quilt Nebraska State Con-
vention for many years. She has
exhibited and won awards at local,
area, and state events. She has par-
ticipated in the “Shop Hop” since
2002.

The challenge that Phyllis has
been experiencing echoes what

—See Quilting on page 3.
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