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Welcome to Square One.  This session is all about getting started, and we will 

be covering the following: 

 

 Business Model Canvas 

 Sections of a Business Plan 

 5 C’s of Financing 

 Cash Flow Projections 

 Structuring Your Business  

 Business Start-up Checklist 

 Business Impact NW Loan Application Checklist 

 Business Impact NW Facts 

 Resources 

 

From Idea to “Open for Business” 

You have a business idea that you would like to move forward with.  You feel you 

have the necessary experience and credentials to make it work.  What do you need 

to get started? 

  

  

 

Square One 

Work for Yourself 
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Business Model Canvas 

The Business Model Canvas is a strategic management and entrepreneurial 

tool. It allows you to describe, design, challenge, invent, and pivot your 

business model. The canvas looks at nine building blocks of your business 

model: 

 Customer Segments 

 Value Proposition 

 Channels 

 Customer Relationships 

 Revenue Streams 

 Key Resources 

 Key Activities 

 Key Partners 

 Cost Structures 

Visit this link to watch the series of six videos around using the business model 

canvas (https://youtu.be/wwShFsSFb-Y). Think of the canvas as a step up from 

the brainstorming process. It can be used for new business, or for established 

businesses looking to grow, change, or even simply add new products. You 

can even use the canvas for more targeted marketing later on. Your business 

coach can help you further on your business model canvas. 
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Sections of a Business Plan 

 

• Executive Summary 

• General Company Description* 

• Products and Services* 

• The Market and Competitors* 

• Marketing Strategy* 

• Operations Plan (how business is run on a day-to-day basis) 

• Management and Organization* 

• Overall Schedule 

• Critical Risks and Problems 

• Personal Financial Statements* 

• Financial History* 

• Financial Plan* 

• Technology Plan 

• Appendices 

 

 

* These sections/components must be completed prior to applying for a loan with 

Business Impact NW.   
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EXECUTIVE SUMMARY (At a minimum the following should be included.) 

Briefly summarize your plan in 1-3 paragraphs. 

 State legal business name, address, phone number, and legal form of 

business (sole proprietorship, partnership, LLC, S-Corporation or 

Corporation), and tax ID number of business. 

 List owner’s name(s). 

 What is the purpose of the business plan?  (feasibility plan, a request 

for funding, etc.) 

 Capital needs – If applying for a loan, state desired amount, term of 

loan, collateral, and repayment plan. 

GENERAL COMPANY DESCRIPTION 

 Include the mission statement, vision or goals. 

 Identify the nature of the business. 

 If this is an existing business, provide a brief history of the company.  

(keep this section short) 

 Founding director and prior owners 

 Number of employees 

 The company’s major successes or achievements to date – image or 

reputation. 

 How acquired and time operated by you. 

 

PRODUCTS OR SERVICES   

 What are the principle products and/or services you offer? 

 If applicable, briefly describe inventory. 

 Price and quality levels – What is the price range for your product or 

service?  Include a price sheet. 

 What makes your product/service attractive? 

 What future plans do you have for growth or diversification? 

 What are your goals on annual sales growth and profits?  Relate these 

goals to actual past performance. 

 What are the unique features of the business’s products or services? 
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THE MARKET AND COMPETITORS (Establish what markets exist for your 

business.  Who wants to buy your services or product?  Establish that you are 

able to enter these markets and successfully compete. 

INDUSTRY (National and local as appropriate) 

 What are the total sales in the industry (market)?  Provide a detailed 

breakdown of sales for the current year and for the past five years.  

Include cost of goods sold and the pretax profit by product line or 

service(s) that contribute more than 10% in pretax profits. 

 Is the industry growing?  What is the growth? 

 What are the typical gross margins? 

 What is the average profitability in the industry (market)? 

 What entry barriers exist? 

 What do businesses have to do well to succeed in the industry 

(market)? 

 

COMPETITORS (This section is a comparison of your major competitors.) 

 Who are your major competitors? 

 Who else competes for the dollars you are targeting?  Remember that 

competitors are not always companies that do the exact same thing 

you do. 

 What is their reputation?  How does yours compare? 

 What is their customer loyalty?  How can you try for those customers? 

 What is the quality of their products/services? 

 How does their pricing compare with yours? 

 How large is their market share? 

 How do they market their business? 

 Are they managed well?  (How can you tell?) 

 What tools do they use to run their business (equipment, materials, 

software, etc.)?  How effective are those tools? 

 What makes your product/service attractive and/or unique in 

comparison to the competition? 

 

CUSTOMERS/TARGET MARKET (Describe in detail.) 

 Who is your target market?  Who are your customers?  Where are they 

located? 

 Do they expect to be able to find you/purchase your goods and/or 

services on-line? 
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 How price sensitive are they? 

 How quality-conscious are they? 

 What are your customers’ primary motivations to purchase your 

services?  Price?  Quality? Delivery time or the hours the business is 

open? 

 What are your customers’ buying patterns? 

 What are the customer needs satisfied through your product or 

services? 

 Provide the number of your customers or active accounts. 

 How many customers make up 80% of sales? 

 Describe any special relationships you have with your customers. 

 

SWOT ANALYSIS 

Strengths.  Strengths are those important capabilities that your company 

possesses that can be used to gain an advantage over competition.  

Usually a strength centers on the ability to understand and deliver what 

your current and potential customer segments need and want.  Examples 

include: 

 Unique Product Features 

 Highly trained, motivated staff 

 Technical know-how 

 Low-cost production 

 Customer convenience, including prime retail location and delivery 

service 

 Patent protection 

 Low-cost, efficient distribution 

 

Weaknesses.  Weaknesses are your company’s traits or shortcomings that 

are potential barriers to success and must be corrected in order to produce 

and deliver the desired product or service, meet or beat competitive forces 

and achieve profitability.  Examples include: 

 Lack of trained personnel 

 Poor financial recordkeeping 

 Inadequate investment in marketing 

 High cost of goods resulting in low profit margin 

 Lack of financial resources to carry out programs 

 Inability to get product into appropriate (best) distribution channels. 

 Inexperienced management 
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Opportunities.  Your external analysis should be used to highlight windows 

of opportunity which, if taken advantage of, could allow you to 

significantly improve your position within the industry, against 

competition, or with current or new market segments.  Examples include: 

 Small business market segment needs more favorable credit terms 

 No competitor located in high-growth area of new subdivisions 

 Consumers purchasing more low-fact snack foods 

 Growth in the population of a certain-aged segment of the population 

that is your target market. 

 

Threats.  Your external analysis should serve to highlight potential threats 

that need to be directly addressed or circumvented in order to achieve 

success.  Examples include: 

 Business heavily dependent on holiday sales which show downward 

trend 

 Competitor opening new location that will cut into sales 

 Competitor introducing free delivery 

 Government enacting a law that will result in high cost for raw 

materials 

 Transportation slow-downs or stoppages, resulting in goods not being 

delivered in time to meet customer delivery dates. 

 

MARKETING AND ADVERTISING STRATEGY 

 Should support your competitive strategy.  List marketing goals, sales 

volume, number of new customers, repeat business, etc. 

 Communications strategy:  How will you contact customers?  Will you 

use direct marketing?  Describe advertising campaign with spending 

budget (i.e. telemarketing, direct mail, special events, customer 

newsletters, web-site, e-mails, brochures, flyers, door-to-door, etc.). 

 How will you obtain new customers or get existing customers to come 

back and spend more money (web/brick and mortar location)? 

 What is your pricing strategy? 

 

 

OPERATIONS PLAN 

 Describe how the business is run on a day-to-day basis. 
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 What is the location of business?  (List any satellite or on-line 

locations.) 

 Is brick and mortar location of business important to customers?  If 

applicable: 

o Is building accessible to customers?  (Wheelchair accessible, 

etc.) 

o Is there available parking near the location? 

o Is it near a freeway, downtown, etc.?  Accessible and 

convenient?   

 

 If applicable, is the on-line location of your business important to 

customers? 

 

o Is it easy to find (can they remember the name, does it show 

up on search engines, is it on marketing materials?) 

o Does it match your brick and mortar business? 

o Is it user friendly?  

 

 Are premises/websites rented, leased or owned?  From whom and 

under what conditions? 

 What are your business hours? 

 

MANAGEMENT INFORMATION SYSTEM 

 What information do you need to conduct business?  

(documentation, communication, records, payroll, financial 

information, reports) 

 What system will you use to store, protect, share, and use this 

information? 

 How will you use this information (customer information, history, 

financial)? 

 How will you communicate with business partners, employees and 

customers (e-mail, phone, etc.)? 

 

MANAGEMENT AND ORGANIZATION 

 State Owners (and Board of Directors if a corporation) names and 

addresses; percentage of ownership 

 Who manages on a day-to-day basis? 

 Include the business organizational structure.  Provide the general 

responsibilities of each of the key people in the business and the 

hourly or annual salaries.  List other personnel, titles, duties and 

general responsibilities (brief description), and salaries.  What hours 

does each employee work? 
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 What are the educational background, job experience and/or other 

abilities relevant to the business for key personnel?  

 List outside consultants/advisors (accountant, legal, banker, 

insurance agent, advisory board, or board of directors, if applicable.  

What are their skills? 

 

OVERALL SCHEDULE – Provide a schedule for major events, such as: 

 Start-up schedule. 

 Hiring of additional people; salaries/wages; job descriptions. 

 Plans for new markets (products/services). 

 Expansion into new territories. 

 Moving to new location for expansion. 

 

CRITICAL RISKS AND PROBLEMS 

 Describe the three most critical risks in your business. 

 State how you would deal with each of these problems, should they 

occur. 

 

 

BUSINESS FINANCIAL HISTORY (This section only applies to an existing 

business) 

 Provide the company’s financial history and current condition if you 

have an existing business. 

 Provide quarterly financial statements (Balance sheet and Profit and 

Loss). 

 Describe your collections procedure for overdue accounts. 

 Describe the business accounting principles regarding depreciation, 

taxes, etc. 

 Provide business assets at cost and market value to secure loan 

request. 

 Describe how your business record keeping will be handled on a 

day-to-day basis, including accounting software to be utilized and 

whether you use or will use the services of a bookkeeper. 

 

 

BUSINESS FINANCIAL PROJECTIONS 

 Profit and Loss Projection:   month-by-month for the first 12 

months 

 Balance sheet – At the time of start-up and end of 12 months 

 Cash flow projection:  month-by-month for the next 12 months 

 Break-even analysis 

 List all key assumptions used to calculate your projections.  This is a 

complete description of anything that can influence financial 

projections such as how you calculated your sales figures. 
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BUSINESS TECHNOLOGY PLAN 

 Describe how you will utilize computer hardware and software in 

your business. 

 How will the use of technology help you reach your business goals? 

 What will it cost to implement the required computer hardware and 

software?  What will it cost to maintain, upgrade and provide 

security (firewall, virus scanner, etc.) for your system?  How often 

will you need to update your hardware and software?  Will there be 

training costs associated with implementing the system?  Who will 

be the primary users of the system? 

 If you have a website, how will it be developed and hosted?  What 

are the costs associated with developing, hosting and maintaining 

the site? 

 Additional info for existing businesses: 

o To cut costs (e.g., decreasing staffing requirements and/or 

providing for increased productivity from existing 

staff/managers). 

o To increase revenues (e.g. creating a more efficient ordering 

system, or marketing and selling on the internet. 

o To obtain more clients/customers. 

 

 

APPENDICES 

 Financial Projections and assumptions. 

 Resumes of owners and key personnel. 

 Copies of business licenses and permits required for business (city, 

state, etc.). 

 If incorporated, include copy of articles of incorporation.  If a 

partnership, include a copy of the partnership agreement.  If LLC, 

include a copy of agreements. 

 Include contracts with any outside consultant(s) 

 Copy of lease agreements. 

 Copy of contracts (i.e. government contracts). 

 Franchise contracts and supporting documents. 

 Any other additional information that supports the business plan. 
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5 C’s of Financing 
 

  Character       Capacity       Capital       Collateral       Cash Flow      
 

Each is important individually, but a lender looks at the overall risk to make a 

determination if you qualify for a loan. 

 

Character:  Do you have a demonstrated desire to repay debts?  Do you 

have an ability to do what you say you are going to achieve? 

 

Personal credit scores are pulled on each owner who owns 20% or 

more of the business; if the loan is supported by a SBA guarantee any 

20% or more owner must guarantee loan. 

 

We recommend reviewing your credit report from TRW, Equifax, 

Experian, and TransUnion to get problems corrected prior to going to 

the banks. Problems include collections, past due payments, and 

bankruptcies. 

 

If there are slow pays you should either: 

Pay off the debt, or 

Pay as agreed for about 12-18 months. 

 

If there is a bankruptcy: 

If any federal debt was discharged, you are ineligible for a 

SBA guarantee. 

For example: VA/FHA home loan, student loan, SBA loan, and 

business & industry loan. 

Must not have any unpaid back taxes. 

Potentially acceptable reasons for bankruptcy: 

Marital dissolution 

Loss of job 

Catastrophic illness without insurance 

 

Capacity:  Do you have an ability to achieve performance in the business?  

 

You must have specific industry experience if you are seeking financing 

for a start-up business. If you do not, you must have a mitigation plan 

(in your SWOT Analysis) to start the business with either a consultant in 

that particular field, or partner who has sufficient industry experience. 

 

Resumes of each owner who will be active in the business are required. 
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Resumes of employees who are critical to the business are required. 

 

Resumes should focus on a person’s skill base as it related to their 

work history, education, training, offered franchise training, which will 

make them successful in their business. 

 

Capital:  Do you have an adequate capital/equity injection to qualify for 

the loan? 

 

Capital is the cash or in-kind assets that the owners contribute to the 

business 

 

Capital is identified in the equity section of the Balance Sheet, in many 

ways depending upon the legal structure of the business.  Such as Sub 

‘S’ or Corporation ‘C’ (Common Stock, paid in capital, retained 

earnings). 

 

Leverage is the amount of debt versus your equity (debt to equity 

ratio). 

 

Start-ups:  Loan amounts of $100,000 or less, debt to equity ratio 

of up to 4:1/5:1.  In other words, for every dollar of equity, you can 

have $4 to $5 in debts.  For loan amounts over $100,000, debt to 

equity ratio of 2:1. 

 

Collateral:  Is there sufficient collateral to fully secure the loan? 

 

The desired goal is to provide adequate collateral to cover 100% of the 

loan amount with the liquidation value of the collateral. 

 

Advance Formula is the percentage value assigned to different types of 

collateral to determine the liquidation value/collateral value. 

 

Advance Formulas can vary from bank to bank, but the SBA advance 

formulas are consistent. 

 

Non-owners can pledge collateral on your behalf. (Must complete a 

loan application, personal financial statement, and provide the most 

recent 3 years of past tax returns). 
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Cash Flow:  Does the business have an ability to generate adequate cash 

to repay the requested loan? 

 

Cash Flow Analysis is based on projections 

 

Cash Flow Projection: 

Are the sales/revenue achievable? 

Tested by asking questions like:  

Average ticket sale per customer? 

Average charge per hour? 

Number of days of operation per month? 

How long will it take to collect on A/R? 

 

Are the costs of goods reasonable?  

What is the mark-up for the industry? 

How many vendors/suppliers? 

When do you have to pay the vendors? 

 

Are the operating expenses reasonable? 

Number of employees versus wage costs 

Marketing plan and advertising costs 

Lease for space 

Taxes 

Insurance 

 

You can find a helpful financial workbook in the online resources at 

businessimpactnw.org/services/resources. There, under Loan Readiness, you’ll 

be able to access the things you’ll need to start preparing your loan 

application. The Startup Financial Projections Workbook is an easy to use tool 

that helps to look at all aspects of your projections to see where your cash 

position will be at the end of each month, and will show what your first 12 

months (or the next 12 months) will look like.  
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Loan Application Checklist for  

Business Impact NW 
 

□ Completed and Signed Loan Application 

 Loan Need. List your business loan requirements, be specific 

as possible. Include the amount of cash you need to cover 3-6 

months of operating expenses; an itemized with cost your 

inventory, furniture, fixtures, equipment, leasehold 

improvements, vehicle and advertising, and marketing 

materials requirements. Note: This will be a more detailed list 

than what you will have completed on the loan application 

and may include pictures, etc. 

 Collateral. List all of your personal and business assets that 

are available to secure your loan request. Include all business 

assets at cost and all personal assets at market value. If real 

estate will be used as collateral, include latest appraised value. 

 

□ Completed Business Plan (for a start-up) or Complete Marketing 

Plan (for an existing business) 

 

□ Resume. Describe your ability, as the loan applicant, to 

successfully operate your business, and include a description of 

business skills acquired from previous work experience, training 

and education for each person owning 20% or more of your 

business. 

 

□ Completed and Signed Personal Financial Statement (for each 

person with 20% or more ownership in the business) 

 

□ Business Financial Statements and Projections: If available, 

provide the last 3 years of fiscal statements (must be within 45-

60 days of date of application).  All documents must be signed 

and dated including: 

 

 Balance Sheet: Include a current and/or start-up balance 

sheet which includes the use of the loan proceeds and the 

loan amount. 
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 Income Statement:  A current and  twelve-month statement 

which reflects the months addressed in the cash flow 

projection  

 Cash Flow Projections: Month-by-month projections for the 

next 12 months of operation. . Include key assumptions 

(complete description of any issues that affect the financial 

projections). Projections  should be based on the assumption 

that your loan request will be approved 

 

□ Personal Tax Returns: Provide 3 years of complete personal tax 

returns for each person with 20% or more ownership, signed and 

dated, including all supporting schedules. 

 

□ Business Tax Returns: If available, provide for the last 3 years. 

 

□ Licenses: Provide a copy of your state and city business licenses, 

if in business, and copies of professional licenses.  

 

□ Include a copy of your unsigned lease agreement if available. 

 

□ Corporate, partnership or LLC operating agreements. 
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Structuring Your Business 

Before making a decision regarding the form of ownership that is right for 

your business, talk with a knowledgeable accountant or tax attorney.  There 

are a number of issues to consider in making a choice, including: 

 Your vision regarding ultimate size and nature of the business 

 The level of control you wish to have 

 The business’s vulnerability to lawsuits 

 The amount of profit (or loss) the business will generate 

 The tax implications of the different ownership structures 

Types of Business Ownership Structures 

Sole Proprietorship   

Most small businesses are organized as sole proprietorships.  These firms are 

owned by a single individual who also manages it. A sole proprietorship is not 

considered a separate organization, but is inseparable from the person who 

owns it. 

Advantages:  Easiest and least expensive to organize, the owner is in complete 

control and receives all income generated by the business to keep or reinvest, 

the profits from the business flow directly into the owner’s personal tax return 

and the business is easy to dissolve. 

Disadvantages:  The owners of sole proprietorships have unlimited liability and 

are legally responsible for all debts and legal judgments against the business.  

All of the owner’s assets are at risk.  Sole proprietorships may be at a 

disadvantage in raising funds, and are often limited to using funds from 

personal savings or consumer loans.  High-caliber employees who would like 

to own a piece of the business may find a sole proprietorship unattractive, and 

some employee benefits (such as medical insurance premiums) are not 

deductible from business income. 

 

Partnership   

A partnership is a legal structure in which 2 or more people share ownership 

of a single business.  For partnerships, like sole proprietorships, the law does 
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not distinguish between the business and its owners.  Partners determine up 

front how much time and money each will contribute to the business and in 

addition, they must agree on how decisions will be made, profits will be 

shared, disputes will be resolved and future partners will be admitted to the 

partnership.  Experts strongly advise that partners have an attorney draw up a 

legal agreement that clearly sets out these and other important details. 

Advantages:  Partnerships are relatively easy to establish.  Aside from drawing 

up a partnership agreement, they are as simple to set up as sole 

proprietorships.  The business can benefit from partners who have 

complementary skills, and since there is more than one person involved, the 

ability to raise funds may be increased.  The profits from the business flow 

directly through to the partners’ personal income tax returns and prospective 

employees may be attracted to the business if given incentive to become a 

partner. 

Disadvantages:  Partners are jointly and individually liable for the actions of 

other partners; profits must be shared with others; decisions are shared, hence 

disagreements may arise; some employee benefits are not legitimate 

deductions from business income and a partnership has a limited life – it may 

end on the withdrawal or death of a partner. 

 

C Corporation  

A corporation is considered by law to be a unique entity, separate and apart 

from those who own it.  Like an individual, a corporation can be taxed; it may 

be sued; it can enter into contractual agreements with others.  A corporation 

has a life of its own and will not dissolve when the owners change.  The 

owners of a corporation are its shareholders.  These individuals have the right 

to elect a board of directors for the corporation to represent the interest of the 

shareholders in overseeing the major policies and decisions made by the 

company’s officers.  In small business, it is common for shareholders, directors 

and officers of the company to be the same individuals. 

Advantages.  Shareholders have limited liability for the corporation’s debts or 

judgments against the corporation.  Generally, the shareholders can only be 

held accountable for the amount they have invested in the stock of the 

company (although officers and others can be held personally liable for their 
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actions, such as failure to withhold and pay employment taxes).  The 

corporation has the opportunity to raise additional funds, through the sales of 

stock.  The corporation may deduct the costs of many of the benefits it offers 

to its officers and employees and it has an unlimited life – its operations will 

not cease with the death or absence of its founder or individual stockholders. 

Disadvantages. The process of incorporation takes more time and money than 

that involved in setting up a sole proprietorship or partnership and usually 

requires the assistance of an attorney.  Corporations are monitored by state 

and federal agencies and as a result, they may require more paperwork to 

comply with regulations.  Incorporating may result in higher taxes overall.  

Most corporations (C corporations) are taxed as a separate entity; they can 

deduct wages and benefits for officers and other employees.  However, 

dividends paid to the shareholders are not deductible from business income.  

As a result, some revenue generated by a corporation can be taxed twice; first 

at the corporate level, then again at the individual level if it is paid out to 

shareholders as dividends. 

 

S Corporation.   

S Corporations have a significant advantage for small business owners.  Unlike 

C corporations, S corporations are taxed similar to partnerships, with all 

business profits and other specified items passing through to the 

shareholders’ personal federal income tax returns.  A company must meet 

certain requirements to be accepted as an S corporation.  If a company wishes 

to be an S corporation it must make a specific request to the IRS during the 

incorporation process, otherwise the company will be assigned a C corporation 

status.   

Advantages.  Corporate losses can be passed through to shareholders.  The 

protection of limited personal liability is provided without having to pay 

corporate tax.  Self-employment & FICA taxes can be reduced since your 

profits, as a shareholder, aren’t taxed in this manner.  It is easier to raise capital 

than a sole proprietorship or partnership 

Disadvantages.  Numerous regulations apply, including a limit on number of 

shareholders.  All shareholders must be U.S. citizens.  Benefits such as health 

or accident insurance for employee shareholders are not deductible.  An S-
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Corporation must follow corporate formalities.  The IRS will closely scrutinize 

the shareholder employees to ensure that they have received reasonable 

compensation before any non-wage distributions are made. 

Limited Liability Company  

A limited liability company (LLC) is a relatively new type of hybrid business 

structure that is now available in most states.  It is designed to provide the 

limited liability feature of a corporation and that tax efficiency and operational 

flexibility of a partnership.  The formation of an LLC is more formal and 

complex than that of a general partnership.  

Advantages.  Combines the pass-through taxation of a sole proprietorship 

with the limited liability of a corporation.  Therefore, there are no federal taxes 

imposed on the LLC as an entity.  LLC’s provide personal limited liability to 

members, and there is greater flexibility in management & responsibilities.  

Income to members can be distributed with more flexibility.    

 

Disadvantages. Earnings of most LLC’s are generally subject to self-

employment tax. An LLC that is considered a partnership can’t take advantage 

of incentive stock options, businesses operating in more than one state may 

receive inconsistent treatment. 

 

There are other specific structures (Social Purpose/B Corps, etc.) that you will 

want to consult a knowledgeable business and or tax lawyer regarding.  
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Business Start-Up Checklist 

□ Plan your business 

 

□ Choose a name that is unique.  Do your research. 

 Secretary of State – www.sos.wa.gov/corps/search/aspx ( 

 Department of Revenue database - 

http://dor.wa.gov/content/doingbusiness/registermybusiness

/brd/  

 United State Patent and Trademark Office (trademarks) 

http://www.uspto.gov  

 WA Business Licensing Service - http://bls.dor.wa.gov/ 

 Google/Bing Search 

 Domain Name - Private domain name registrars  

 

□ Choose a structure (sole proprietorship, partnership, corporation, 

LLC) 

 

□ File your formation papers (excludes Sole Proprietors) with the 

Secretary of State and/or obtain your WA State Business License 

– UBI Number 

 

□ Obtain city business license and make sure that any professional 

licenses or other types of required licenses are current. 

 

□ Obtain your federal EIN:  

http://www.irs.gov/businesses/small/article/0,,id=102767,00.html 

 

□ Open your business bank account 

 

□ WA State Employment Security Department – all types of 

assistance, including required posters, etc.  

http://www.esd.wa.gov/hireanemployee/index.php 

 

□ WA State Department of Labor & Industries (worker’s comp)  

http://www.lni.wa.gov/ClaimsIns/Insurance/Learn/default.asp 

 

□ Other permits/requirements:  city, environmental, hazardous 

chemicals, building and zoning codes, insurance, etc. 

http://www.sos.wa.gov/corps/search/aspx
http://dor.wa.gov/content/doingbusiness/registermybusiness/brd/
http://dor.wa.gov/content/doingbusiness/registermybusiness/brd/
http://www.uspto.gov/
http://bls.dor.wa.gov/
http://www.irs.gov/businesses/small/article/0,,id=102767,00.html
http://www.esd.wa.gov/hireanemployee/index.php
http://www.lni.wa.gov/ClaimsIns/Insurance/Learn/default.asp
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Resources 

Resources at Your Public Library 

Libraries: 

King County Library System – www.kcls.org:  425-462-9600 

Seattle Public Library – www.spl.org:  206-386-4360 

US Foster Business Library – www.lib.washington.edu/business:  206-542-4360 

Reference USA 

 Business listings via custom search 

 By code – SIC/NAICS 

 By geography 

 By business characteristics 

 Residential listings via custom search 

 By geography 

 By (limited) characteristics 

Business and Company Resource Center 

 Company information, including financial when available 

 Industry information, including Industry Reports and Rankings 

 Business news 

 Some Associations 

 Organized by SIC/NAICS 

Plunkett’s 

 Industry research, including market research and trends 

 Customizable reports 

S&P NetAdvantage 

 Investment information, especially in the form of company profiles and 

financials 

 Industry surveys 

ABI/Inform Trade and Industry 

 Articles from business newspapers and magazines – local, national and 

international 

 Easy search interface and over 2200 titles, with multiyear coverage of 

each 

Associations Unlimited 

 Listing of professional associates 

 Search by name, industry, geography, or keyword 

 Contact information and website address (when available) 

http://www.kcls.org/
http://www.spl.org/
http://www.lib.washington.edu/business
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Nolo Press books on Business Law – www.nolo.com.  Popular books from Nolo 

are on subjects such as leasing space, independent consultants, retirement 

plans, personnel law, partnerships, selling a business, etc.  Legal Guide for 

Starting and Running a Small Business is one of their most popular titles and is 

published biannually. 

RMA, Dun and Bradstreet and Troy business ratio books.  These three titles 

contain percentage figures and index numbers to allow an entrepreneur to 

analyze expenses in relation to sales and profits.  Look for data based on 

revenue or asset size when using these tests.  Restaurant Industry Operations 

Report contains detailed business ratios for restaurants from the National 

Restaurant Association. 

E-myth series of books for the entrepreneur.  Entrepreneurs have 

recommended these management books to each other for years.  

Census Bureau – www.census.gov.  Check under “Economic” for statistics by 

industry or service, as well as analysis of Washington state and Seattle 

business figures by NAICS code.  

Small Business Sourcebook.  This reference book gives statistical sources, basic 

start-up guides, franchise, trade associations, and more for over 200 types of 

small businesses.  (658.02207Sm18)  

Business Plans Handbook.  Multi-volume set of over 50 examples of 3-5 page 

business plans.  (548.4012 Business) 

Regional Business Journals (Puget Sound Business Journal) – Coverage of 

business news in 41 U.S. regions. 

Books of Lists – Puget Sound Business Journal – Rankings of statewide and 

Puget Sound area businesses by industry and other categories  

Traffic flow maps for Seattle are available at 

www.ci.seattle.wa.us/transportation/tfdmaps.htm 

 

 

 

 

 

http://www.nolo.com/
http://www.census.gov/
http://www.ci.seattle.wa.us/transportation/tfdmaps.htm
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Financial and Technical Help for Local Small Businesses 

Begin with these organizations to be assured of all opportunities: 

 Business Impact NW offers technical and loans to small businesses.  

206-324-4330 

 SCORE works with the Small Business Administration at local SBA 

headquarters offering workshops and individual counseling for start-

ups.  206-553-7320 

 Washington State Small Business Development Centers are sponsored 

by the SBA and several Washington state universities to provide 

technical and financial help.  www.wsbdc.org 

Other loan ideas: 

 Alliance of Angels is a group of investors that help match venture 

capitalists to young technology companies.  206-389-7621. Other 

organizations for venture capital include Zino Society, Angels with 

Attitude, Seraph Capital Forum.  Washington Research Foundation also 

funds technology start-ups. 

 Shorebank Enterprise Cascadia is a development loan fund targeting 

coastal businesses.  www.sbpac.com 

 Evergreen Community Development Association works to secure loans 

for small businesses.  www.ecda.com 

 Washington C.A.S.H. provides training and microloans to low-income 

women, people with disabilities and new immigrants.  Jumpstart Fund 

also offers microloans to immigrants.  www.jumpstartfund.org 

 Virgin Money US www.virginmoneyus.com.  Prosper www. 

Prosper.com; and Zopa www.sopa.com offer guides to individuals 

seeking micro venture capital from friends and family. 

 www.kickstarter.com a funding platform for creative projects 

What about small business grants? 

According to the web pages of the Washington State Small Business 

Development Center and the National Foundation Center there are virtually no 

grants for small businesses.  The Catalog of Federal Domestic Assistance 

(www.cfda.gov) lists grants available to local governments, with a very few in 

the area of business.  The Small Business Administration web page 

www.sba.gov has a grants section under Financing on its homepage.  

  

http://www.wsbdc.org/
http://www.sbpac.com/
http://www.ecda.com/
http://www.jumpstartfund.org/
http://www.virginmoneyus.com/
http://www.sopa.com/
http://www.kickstarter.com/
http://www.cfda.gov/
http://www.sba.gov/
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Sign up for business coaching 

with the Washington Women’s 

Business Center or  

Veterans Business Outreach 

Center (serving WA, OR, ID, and AK) 

at Business Impact NW! 

 

https://businessimpactnw.org 

 

 


