J&N STREET “ H B A N i

aeere MAING
Mationally recognized.
AN

Locally powered.”

\'.
.y (4
A \ a7

MODULE #1: ENTREPRENEURSHIP &
SMALL BUSINESS BUILDING BLOCKS

Matthew Wagner, Ph.D.

Chief Program Officer . ’h Community
Main Street America

» & Economic
mwagner@savingplaces.org Power P Development

Georgia




BEFORE WE BEGIN..THE FINE PRINT

| will make this presentation available via PDF to our friends at Georgia Power for
distribution.

You will hear the word “Ecosystem” today...and our hope is that you leave as
Ecosystem Builders in your communities. However...it is just a fancy word for
support system.

| will commonly interchange “entrepreneurs” and “small businesses”...it’s
intentional

Feel free to interrupt with questions and comments.

“Ecosystem” building is relatively new to economic development, especially as we
think about rural economic development. So, there aren’t a lot of great examples.
Hopefully you all will be those!

And finally, a quick commercial....



ABOUT MAIN STREET AMERICA

Main Street America leads a collaborative movement with partners and
grassroots leaders that advances shared prosperity, creates resilient
economies, and improves quality of life through place-based economic

development and community preservation in downtowns and

neighborhood commercial districts across the country‘.J-l
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MAIN STREET'S REACH AND IMPACT
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Since 1980
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MAIN STREET AMERICA

MEMBERS ACROSS THE MAP
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FOR MORE INFORMATION
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ENTREPRENEURSHIP: SOME
FACTOIDS...



MOST COMMON REASONS FOR STARTING A BUSINESS?

MOTIVATIONS FOR OPENING A
BUSINESS

E?)EADY TO BE YOUR OWN BOSS - 29%
F)}ISSATISFIED W/ CORPO/R\ATE USA - 17%
}N}ANTED TO PURSUE N‘IY PASSION - 16%
Q}PPORTUNITY FT’F?ESENTED ITSELE- 129
:I.I:ISPIRATICJ)'N FOR NEW BUSINESS - 9%

NOT READY TO RETIRE - 7%



WHAT IS THE TOP FACTOR THAT WOULD LIKELY LEAD
TO SOMEONE BEING AN ENTREPRENEUR?

+ A study by BNP Wealth Management suggested upwards of 60
percent of entrepreneurs come from a background in which they
were exposed to a family member in business.

+ Other typical inspirations:
— Hobby Transition to Business

— Former Job — Transitioning Skill Set



TYPICAL EDUCATIONAL ATTAINMENT OF AN
ENTREPRENEUR?

Educational attainment of Entrepreneurs in 2020

O O O O O
31% 30% 18% 17% 4%

Associate High Master’s Bachelor’s Doctorate
degree school degree degree degree

graduate
/
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Source: Guidant Financial 2020



HOW ARE MOST NEW BUSINESSES FINANCED?

MOST POPULAR FINANCING METHODS

39%

20%
[T 10% 99 Q9%
2 — — 2% 3% 3%

CASH ROBS FAMILY/ SBA LINE OF UNSECURED EQUIPMENT HELOC
FRIENDS LOAN CREDIT LOAN LEASE



MOST COMMON SECTORS STARTED?

TOP FIVE SMALL BUSINESS
INDUSTRIES

1.FOOD AND RESTAURANT - 12%

2. RETAIL - 11%

3. BUSINESS SERVICES - 11%

4. HEALTH, BEAUTY, AND FITNESS SERVICES - 9%

5. RESIDENTIAL AND COMMERCIAL SERVICES - 7%



WHAT AGE GROUP IS MOST ACTIVE IN
ENTREPRENEURSHIP?

Entrepreneur age profile
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WHAT IS THE MOST COMMON REASON A BUSINESS

FAILS?

Top 20 Reasons Startups Fail

Based onan Analysis of 10 Startup Post-Mortems °
'II INNOVATION

MNo Marker MNeed DISTRICT
UNIVERSITY OF GEORGIA.
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Ran Cut of Cash
Mot the Right Team
Get Curcompeted
Pricing/Cost Issues

Poor Product

Poor Marketing

lgnore Customers

Product Mis-Timed

Lose Focus

Disharmony on Team/lnvestors

Pivot gone bad

MNeed/Lack Business Model Check with your target interviews and confirmation | Corps
?udience ifthe productidea | of projectrelevance. First Early-stage funding
iscommercially relevantand | micro funding of $3,000 Office hours
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ldea Commercialization Outline

Activity

Success

Assistance

Exploration

“What do we have here?”
Let’s work out what y
ideareallyisand whoit is
really relevant to.
Specifically, lets morph from
atechnology to a product

yourideais valuable and to
whom

Atestable hypothesis of why | Bootcamps

Early-Stage Mentors

IP Assistance
Prototyping

Quick Pitch Competition
Startup Community

Y

i

Evaluation

“Does anyone care?”

valuable.

Multiple independearit

Customer discovery — |-

Prototyping
UGA Idea Accelerator

“What’s the plan?”
First stepsinlayingouta
commercialization plan

Commercialization plan
with first early funding
secured. Plan with
milestones and a pitch

Company formation
planning

Grant Funding Assistance
High Potential Projects
Licensing Program

Office hours

Sector specific mentors
Startup 101

“Will it take of f?”
Where the rubber meets the
road! Developmentofa

Revenue! Credible team
formation and Advisory
Board creation.

Advisory connections
Commercial realities
Design Thinking

Lack Pas=sion _ % commercial product by a Milestone and regulatory Pitch training
d:diclated team and delivery | plan. Professional Introductions
. - of milestones set by funding Regulatory Planning
Bad Location _ 95 g providers. Proof that the SBIR Assistance
business model works Senior Mentor Program

Mo Financing/lnvestor Interest
Legal Challenges

Cron't Use Metwork/Advisors
Burn Owut

Failure to Fivot
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Space rental

“Get to independence”
Expansion of the business
model to a self-sustaining

Scale Up

VC funding, Exit plan

viable organization

Funding Assistance
Senior mentor program
VC contacts

O A5 s ==

wawnw cliainsights.com



WHAT HAS BEEN THE TREND ON NEW BUSINESS
FORMATION IN THE US OVER THE PAST 40 YEARS?

New businesses in the United States surged
during the pandemic

Annual firm births March 1980-March 2021, thousands
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THE PANDEMIC AND THE RISE OF THE “COVIDPRENEUR”
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The share of younger
companies — less than
one year old — in the

8.1%

# United States has declined
1 ' "EEREE B L :E
e L ME D h by almost half over the

‘Covidpreneurs’ forge ahead with '
new business ventures despite,or I
because Of’ Pandemic 1980 1985 1990 1995 2000 2005 2010 2015

U.S. Census: 4.5 million more new business formed from

Isthis IHHF the time to be Stlﬂiﬂg 1 new business’ FLE'HI',’ of January to October 2021 than same period 2019. That’s a 56
percent increase over that period!

Mainers seem to think so.



WHY THIS MATTERS? ECONOMIC DEVELOPMENT
INVESTMENT DATA - RO

+ Net new job growth (60%) results from small businesses. S, Business Applications
+ Small business provide for unique community identity
1,600,000
+ Economic Development more often by Local Entrepreneurs
and NOT from Outside Recruitment Activities (MSA Survey of 140000

2,500 businesses —2021)

— Overall, 70 percent of local businesses were started by 1,200,000
individuals residing in those same communities.

— At 92 percent, small-scale producers (like artisans, 100,000

makers, value-add ag producers, and small
manufacturers) were nearly always launched by local 800000
community residents.

: : 600,000
+ For businesses employing between 11 and 20 employees, 81
percent started locally LT O T B 17 S 1 T
+ For employers of 20 plus employees, 57 percent were o —

launched locally.



INVESTING IN ENTREPRENEURSHIP IS ECONOMIC
DEVELOPMENT

Q14 =3
wWhich of the following best describes yvour relationship
with yvour business’s locale™?

Answersd: 1,407 Skipped: O

1 Liw

area priort.. _
1 livsd in the
Sre= prior,. .

1 rmowved fraam
another are=._.

1 Liwed and
lavunchsd oy, -

I hawe Livad
and continus. .
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AMNSWER CHOICES RESPOMEES
I liwe=d in the ares prior to launching and operating a business hwere TOUT2

SakB
I Liweed in the area prior, launchs=d my business elsewhere, and have sincs mowsd the 213%% =
Eusirness vars or opened an additional locacion here.
I mowsed from another arses in order o lzaunch oy business here. 10,3550 14=
I Liwe=d and launch=d oy business slsewhsre b=fors mowing my residemncs arnd oy I5285 =1
bBusiress to its current locsls.
I hawve lived and continuwe e Live im a different area than my business"s locale. 1215%4a 186

TOoOTAL 1407



HOW ARE YOU DOING NOW?

(

Adding one new microbusiness per 100 people
is associated with a range of benefits

+2

+40%

+$485

Percentage point

drop in
unemployment

Each additional
microbusiness per 100
people will cause a 0.05
percentage point reduction
in a county’s unemployment
rate

‘E BLS

New jobs created by
each additional
entrepreneur

O average, each everyday
entrepreneur in a
community adds 2 jobs on
top of their own.

‘f | BLS

Increase in
economic resilience

Communities with greater
microbusiness density had
stronger economic
recoveries from the 2011
recession based on an index
of economic indicators built
by EIG

) EIG

Increase in median
household income

Adding one highly active
microbusiness per 100
people in a community is
associated with consistent
year-over-year growth in
median household income

_ﬂ- U.5. Census Bureau


https://www.godaddy.com/ventureforward/explore-the-data/

THE OPPORTUNITY: POTENTIAL ENTREPRENEURIAL
TALENT IS DECOUPLED FROM METRO CENTERS

Post-COVID, about 30% of U.S. workers will have

“hybrid” arrangements where they split time L O e
between the work site and home, and about 15% will e sy e e o e
be fully remote. o, a

16% of companies in the world are 100% remote
Rural markets within 2-3 hours of metro areas, with
outdoor recreation, great downtowns, and | |I ““““““““““““““

affordability. I
Others: HUGE Investments in Broadband; E- I I "IIIC!DI“""“"""'"-""""--

Commerce as a way to stretch trade areas; Logistics
and Technology/Equipment at Scale and Costs

IN OTHER WORDS....MAINTAIN YOUR ATTRACTION
PROGRAMMING BUT ADD A HUMAN ELEMENT TO IT



Supporting entrepreneurs and

small businesses continues to get

more complex.  Let's examine
some trends...



WORKFORCE CONSTRAINTS REMAIN, RESULTING IN
ACCELERATED TECHNOLOGY INTEGRATION AND FURTHER

BUSINESS MODEL SHIFTS

March 2022 Quit Rates:

6.1 percent for restaurant employees
4.5 percent for retail employees

Average industry 3.0 percent

4.5 million workers left their jobs in November 2021. Restaurants and hotels

represented the largest segment of separations. However, they also logged the
biggest decline in openings.

This suggests they are making adjustments



AUTOMATION

Throughout history from agriculture to manufacturing, mature
industries adjust to control for rising labor costs through
automation

Labor shortages and wage increases will move into retail at an
accelerated rate

(Mordor Intelligence): The retail automation market is
expected to grow at a CAGR of 15.41% over the forecast period
(2021-2026).

Starbucks, for example, is partnering with Amazon on
automated checkout technology. McDonalds even announced
that it has been testing artificial intelligence through automated
voice ordering at its drive throughs in 10 Chicago locations. This
is on the heels of installing more automated cooking equipment
such as fryers and soda dispensaries

And Walmart has removed nearly all staffed check-out lanes.


https://www.forbes.com/sites/laurendebter/2021/11/18/starbucks-links-up-with-amazon-to-test-cashierless-stores/?sh=7826d2be7b56
https://finance.yahoo.com/news/mc-donalds-automated-drive-thru-is-just-the-latest-sign-of-robots-taking-over-fast-food-170158300.html

AND FOR OUR RESTAURANTS....

Already, many restaurants are shifting to a

counter service model rather than having to
rely on wait staff. { FOOD & DRINK MENUS %

CONTACT FREE '

Many businesses have also scaled down menu
items to limit cook staff needs and control for =
supply chain hiccups. e

QR codes tied to menus but allowing for direct m
ordering from your table.




BLURRING LINES BETWEEN ECOMMERCE AND BRICKS-
AND-MORTAR STORES

UBS is estimating that about 80,000 retail stores, which is 9% of total
stores, will shut across the country by 2026. That assumes e-commerce
sales rise to represent 27% of total retail sales by then, up from 18%

today.

Bricks and Clicks will allow retail to shift uses and functions of
space..moving to more “showrooming” concepts, thus carrying far less
inventory. This showrooming model helps retailers that can’t afford to
rent out a huge space to accommodate a full store’s worth of inventory.

Watch for more pure e-commerce stores to develop showrooms as well.
Yesterday, Meta just launched their first ever store.


https://www.cnbc.com/2021/04/05/store-closures-ubs-predicts-80000-stores-will-go-dark-by-2026.html

RESHORING AND GROWTH OPPORTUNITIES FOR SMALL-
SCALE MANUFACTURERS

The U.S. Small Business Pulse Survey from 2021 highlights the issue as
companies are experiencing the lowest inventory levels in decades
and 36 percent indicate serious supplier delays

Growth: The first comes from providing unique goods to smaller retail and
wholesalers that unlike Walmart and Amazon are not in a position to control
their supply chain destinies in keeping inventory on shelves for consumers.

Growth: The second is as a third-party manufacturer for larger industries
needing regional parts providers during this time as supply chain issues
persist through 2022.


https://www.census.gov/data/experimental-data-products/small-business-pulse-survey.html

WHILE ENTREPRENEURSHIP IS UP, ISSUES REMAIN

AT OTHER PARTS OF THE BUSINESS LIFE CYCLE:

+ Need to replace the Baby Boomer Businesses...
— 3 million people retired early in 2021 (Forbes)

— 78 percent of small business owners have told their advisers they plan to sell their businesses to fund
their retirement, but only 30 percent have written a specific plan. (NFIB)

— 11 percent of those that have a plan indicate they will simply dissolve the business (BoA)



INFLATIONARY PRESSURES EATING INTO MARGINS

(MSA FEBRUARY 2022 SURVEY)

Q15. Again, thinking of the next six months, how serious are each of these concerns for your business?

Shrinking
margins

Challenges with
inflation

Challenges hiring and filing open
positions with qualified applicants

Cost of rent

Supply chain
issues

Challenges keeping your business
fully staffed
Cost of building maintenance

Concemns with my business'’s
location

Aftracting new customers or
clients

Challenges leveraging e-commerce
platforms

Abiding by COVID-related
regulations

Retaining existing customers or
clients
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Not a serious concern = A minor concern =~ Somewhat of a concern = A major or very serious concern



SMALL BUSINESS SURVEY: SUPPORT NEEDED

Incentives and financial support for small businesses

Increased district-wide marketing and promotion

Stronger organization of businesses in the area

| [

Improvements to the physical design of the area
(e.g., accessibility, lighting, wayfinding, streetscape)

Incentives, support, or technical assistance for
storefront/facade renovations or energy efficiency

Trainings with pro-bono legal services
on supporting local entrepreneurs

Incentives or resources for
physical accessibility upgrades

Trainings on the city or local municipality’s
permitting processes for small businesses

Other

None of the above

0% 10% 20% 30% 40% S0% ©60% 70% 80% 90% 100%



SMALL BUSINESS SURVEY: TOPICS OF INTEREST

Marketing your business
online / on social media

Partnerships with other local
businesses and business
groups

Leveraging data to improve
marketing and inventory

Strengthening my business'’s
relationship with the local and
state government

E-commerce

Expansion to new markets or
locations

Shifting business model

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Mointerest = A low level of interest A moderate level of interest ™A high orvery high level of interest



THE GREAT PIVOT WILL CONTINUE

According to data from
American Express’
Entrepreneurial Spirit Trendex
survey , 76% of business
owners have pivoted or are in N
the process of pivoting their
business model to maintain
revenue, and among those that
already pivoted, 73% expect to
pivot again over this year.
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ADD A SUBSCRIPTION COMPONENT

* Think about cord cutting migrating to streaming
services now to highly niche based subscriptions
at $4.99 (Discovery Plus, Paramount Plus)

* Panera offered an $8.99/month coffee
subscription. In 7 months = 1 million subscribers

* Box Subscriptions - From April 2014 to April
2018, the industry grew by 890%.

* More than half of online shoppers (54%) say
they subscribe to a subscription box service.

*  The subscription box industry appeals to
consu.mers’ desire for convenient, novel
experiences.



https://www.forbes.com/sites/richardkestenbaum/2018/05/30/the-subscription-box-business-continues-to-grow-and-change/#17cb9052c3e4

BECOME A SMALL-SCALE

PRODUCER

B + Breweries

+ Food Production

— Coffee Rosters

— Popcorn 92 percent of small-
scale producers

- B . :
I (like artisans,

— Chocolate makers, value-add
+ Apparel ag producers, and
+ Furniture small

— manufacturers)

+ Sporting Goods were nearly always
+ Jewelry/Watches launched by local
+ Artisans/Crafters community

: residents. (MSA —
+ Vint Good

INtage Gooas 2021)

Health and Wellnhess Products

+

+ Personal Hygiene

+ Eco-Friendly



LAUNCH A POP UP — ITS NOT JUST FOR START-UPS!

+ Belfast, Maine — The Moody Dog, started out as a mobile retailer in the
form of a food truck, specializing in pies, cookies, and cakes. Spotting an
opportunity, the business decided to use another form of a mobile pop-up—
a push cart—to expand offerings through a menu of specialty hot dogs.
Success and a large following have now resulted in other pop-up activity
near the Marshall Wharf Brewery, and a more permanent “hidden,” as they
call it, kitchen and take out space. https://themoodydog.com/

- N
.........



https://themoodydog.com/

LINE EXTENSIONS
INTO GROWING
SECTORS

COVID-19 Pandemic
Fuels Bicycle Boom

Year-over-year change in bicycle and bicycle
service sales in the U.S. in March 2020

Leisure bikes 121%

Commuter and

@@

85% of Americans
perceive cycling as
safer compared to

. 3 q public transportation
Bike serwce&repalrs during the pandemic

*incl. BMX bikes
Sources: The NPD Group, Trek, Engine Insights



CREATE A THIRD SPACE COMPONENT TO YOUR
BUSINESS




ALLOW FOR IN-
STORE POP-UPS
OR SHARED SPACE
WITFE
COMPLEMENTARY
BUSINESSES




GROW OUR TRADE AREAS: E-COMMERCE SALES
CHANNELS

‘J&H STREET

AMERICA

Main Street Online
powered 8y ((3) GoDaddy

- Mmpower
v GoDaddy

+ Still 56 percent of mom and pop retail
businesses lack e-commerce sales
channels

+And for those that do, it represented
less than a quarter of sales for 8 out
of 10 of them.



MAKING DEEPER CONNECTIONS WITH CUSTOMERS:
MOVE BEYOND TYPICAL MARKETING AND OUTREACH

+ Key is to build connections and
relationships with consumers

+ Continue to use the norms like Facebook
and Instagram

+ Become an educational resource on
YouTube

+ TikTok for product demonstrations and
to tell a short story

+ Snapchat Spotlight

+ Consider a rebrand that reflects your
new pivots
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Any Questions/Thoughts?



