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inoR ity Easiness
Financing Preparations For

by Laila F. C ully
G row th  prov ides a cha llenge  even

for p ro fitab le  b u sin esses . A s it co n ­
siders ex p an sio n , a  b u sin e ss  needs 
to do som e h o m ew o rk . A t a  m in i­
m um  tha t w o u ld  inc lude:

- A nalysis o f  ch an g es  in 
b u sin ess  c o n d itio n s  th a t 
a re  cau sin g  th e  ex p an sio n .
T he e x p an sio n  sh o u ld  be 
w ell defined .

- D e te r m in i n g  th e  
am ount and  type  o f  financ­
ing n ecessa ry  to  su p p o rt 
the ex pansion . T h e  b u si­
ness w ill u su a lly  finance  
land, b u ild in g  an d  eq u ip ­
m en t a c q u is it io n s  w ith  
term  debt. E x p a n s io n s  
usually  req u ire  add i 
tional w ork ing  cap ita  
financing.

- E x am in in g  th e  fin an c ia l s tru c ­
ture o f  the ex pansion : w h en  are  the 
funds need ed  and  fo r how  lo n g ?  F or 
exam ple , asse t an d  eq u ip m en t a c ­
q u is ition  m ay resu lt in a n eed  to 
ex p an d  w o rk in g  cap ita l.

- I f  the ow ners de te rm in e  a loan  is 
needed , they  sh o u ld  p rep a re  a b u s i­
ness p lan . T he  p roposa l sh o u ld  de-

Ten Commandments for Business Success
First: Commit to Your Business 

Second: Share Your Profits
Third: Motivate Your Partners 

Fourth: Communicate All That You Know 
Fifth: Appreciate What Your Associates Do

Sixth: Celebrate Your Success 
Seventh: Listen to Everyone in Your Company 
Eigth: Succeed Your Customers’ Expectations

Ninth: Control Your Expenses Better Than Competitors 
Tenth: Swim Upstream & Avoid Conventional Wisdom

Business Expansion
ta il bu sin ess  o rg an iza tio n  and  h is­
to ry , a  stra teg ic  p la n  fo r p roduc tion  
and  m arketing  and  how  the loan  w ill 
be  u sed  and  repaid . A t the m in i­
m um , the loan  p ro p o sa l shou ld  in ­
c lude:

F in an c ia l S ta tem en ts : In co m e 
S ta tem en ts  and  b a lan ce  sheets for 
the  last th ree  years  ( i f  the bu sin ess  
has b een  in opera tio n  that long).

B alan ce  S heet: D eta iling  asse ts, 
liab ilitie s  and  n e t w orth , fo r m ost 
re c e n t fiscal year.

C ash  F low  P ro jec tions: D eta il­
ing  th e  co m p a n y ’s cu rren t and  fu­
tu re  ab ility  to  p ay  its ob liga tions.

These p ro jections shou ld  co v e r at 
least th ree years o f  opera tions. A t 
least one year should  be  m on th  to 

m onth.
P ro fitab ility  analy sis, inc lud ing  

im pact o f  loan repaym ent.
Personal Inform ation: In ­

cluding business experience, 
personal ba lance  sheet and  
cred it history. T h is in fo rm a­
tion  should  be p ro v id ed  for 
e a c h  p a r tn e r /s to c k h o ld e r  
w ith  20 percen t o r m ore  o f  
the business.

C ollateral: a de ta iled  d e ­
scription o f  property  to  se ­
cure the loan, including: qual­
ity, condition , o rig inal co st 
and date o f  acquisition , liq u i­
dation value and liens, i f  any. 

Equity: A dd itional eq u ity
to be  in jected  i f  any and source(s). 
M anagem ent: C u rren t and  p ro ­

posed , i f  d ifferent.
Laila Cully is a Finance Director 

at the Oregon Economic Develop­
ment Department. For more infor­
mation. she can be reached at (503) 
229-5625. The location o f  OEDD is 
One World Trade Center, 121 SW  
Salmon, Suite 300.
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Limits to Business Growth
by Brad Lee Smith

Growth o f  a business is a combina­
tion o f  seeing the path forward, prepar­
ing the internal structure for that growth 
and taking the actions necessary to ex­
pand into the market. O ne o f  the areas 
most neglected in business growth is 
changing the blocks that limit growth 
before it reaches the action stage.

Over years o f  observ ing manage­
ment and business, I have developed a 
theory that has been proven correct 
more than it has been disproven. The 
character o f  a founder, entrepreneur or 
long term manager ofan  organization is 
roughly duplicated in the business. 
Whatever trait you look at in the leader 
o f the organization you will see echoes 
o f it throughout. It does not matter 
whether it is a positive trait such as 
generosity o r a negative trait such as an 
inability to communicate thoroughly, 
there iseither duplication orresponseto 
it in the personnel, policies and the 
culture.

If a manager has the egoless trait o f  
being able to hire individuals w ho have 
a greater capacity at anything than he/ 
she does a great result shows up in the 
business. If  this is not the case a  block 
occurs to the ability o f  the organization 
to grow. This is a  very difficult circum­
stance or characteristic for anyone to 
confront and remedy.

In the critical ability o f  vision, the 
first step in growth, this same duplica­
tion o f characteristic m ay also occur. 
Perception o f  the organization and its 
competitive environment as a a interac­
tive w holem ustexistw i thin the abilities 
o f  the culture, personnel and manage­
ment for a business to thrive. I f  this 
global visioning is not complete and 
ap p ro p ria te  re sp o n se s  a re  no t 
proactively pursued, the business will 
eventually self-limit and be over taken 
by the competition. Examples where 
vision has worked well are Bill Gates 
and Microsoft and also at N ike in its
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Brad Lee Smith, an Executive Coach

early growth.
Othei characteristics that are critical 

to the first parts o f  growth are cultural IQ, 
emotional intelligence, the ability to lis­
ten unconditionally, especially by man­
agement andm ostofall the ability to fully 
communicate. Howmanymanagershave 
gotten to the retrospective stage in a 
business glitch and could recall at least 
one person telling them at a critical stage 
that where they were headed was the road 
to disaster. A  slight alteration o f  the 
direction in thinking at that moment com­
bined with the ability to listen deeply and 
respond could have changed a disaster 
into a cash cow.

In m y coaching, I have managers 
look at the qualities they have in them­

selves that are the seeds o f  their past 
and future disasters and also the seeds 
o f  their next success. The first stages o f  
growth in vis ioning and internal prepa­
ration within the organization are the 
m ost sensitive to these potentials. A 
great manager is wil ling to look deeply 
at the patterns o f  their character and 
compare them to the state o f  their 
organization. Most often they will see 
that the limits to growth are areflection 
o f  their own willingness to be open, 
seek out opportunities for change and 
initiate growth in themselves.

Brad Smith is an Executive Coach 
based in Wilsonville. Hecanbe contacted 
for consultation at (503) 570-9697 or e- 
mail liim at braelyn@pacmter.net

Opportunities 
with the 

Oregon Lottery

Working for You 
and

“Doing Good Things for Oregon!”
The Oregon Lottery, recognized as a "National Leader" with 
annual sales of more than $700 Million, may be the place 
for you! The Lottery is a very successful revenue-producing 
business that creates and sells entertaining games. 
Revenues produced from these games help develop 
Oregon’s economic growth and support Oregon’s education 
system. The Oregon Lottery offers a unique opportunity to 
demonstrate your talents, excitement, creativity, and drive!

At the Oregon Lottery,
"We’ve Got Your Numberl”

And now you have ours!

Internet - www.oregonlottery.org 
Lottery JobLine - 503*540-1328

The Oregon Lottery is an Equal Opportunity/Affirmative 
Action employer. Women, minorities, and persons with 

disabilities are encouraged to apply.

A Romantic 
Touch 

Of Paradise
Offering a unique selection 

of more than 250 exotic herbs, spices, 
sauces, seasonings, jams, jellies, 
tropical fresh fruits & vegetables, 

and wildly wonderful 
Jamaican cut flowers. 

Caribbean fruit and veggie drinks. 
Golden Bright 
International 

Available to Pacific NW 
food & produce distributors 

Call 888-634-0496 or 503-284-4163 
today!
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