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nk® what know-how can do®

You don't just need a bank.
You need the people
behind the bank.

We're the bank that understands our role. Always behind you—on the ready to support
you. Our Business Advantage Checking offers all the things your business needs.
Because a bank should be built around your business goals, not the other way around.

Let's meet and build @ peoples.com
something together. Q) 800-772-1090

©2019 People's United Bank, N.A. | Member FDIC
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“ Triangle trianglecu.org

Credit Union (603) 889-2470
COMMUNITY +« DIVERSITY +« SERVICE

SERVING OUR
COMMUNITY IS OUR BUSINESS

SBA Preferred Lending
Fast decisioning to save you time and money

Payroll & Merchant Services
Improve your resource management and cash flow

Checking Account
No minimum balance or cash handling fees

Triangle Credit Union received the
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cosbiTUNONs  Sppeime 2018 Credit Union of the Year
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content differentiates your brand in the

marketplace. But who has time to focus on
anything other than running their business?
Narrative works with you to develop the
tools to tell your story across all media
platforms. Powerful and authentic storytelling
helps you stand out. It inspires action. It

creates an emotional impact and forges

enduring relationships. It separates you from

SERVI'CES the competition.

Brand \f0|ce = ogs Content photography To learn more, contact Buddy Butler at

! : 5 buddy@newsouthmediainc.com or call
Articles Website Brochurgs Videos 304.615.9884.




Commercial Auto

GEICO for your
business, too.

Running a business takes a lot of hard work. We're
here to make it easier by helping you save time
and money. Get a quote today.

General Liability
Business Owner’s Policy

Professional Liability

B [ Be B §

Workers’ Compensation

GEICO@ geico.com/business | 1-866-509-9444 | Local Office

for your business

Some discounts, coverages, payment plans and features are not available in all states, in all GEICO companies, or in all situztions. Commercial auto coverage is underwritten by Government Employees Insurance Company. Business operations and property
coverages, and in some cases commercial auto coverage, are provided through GEICO Insurance Agency, Inc., either under an arrangement with Berkshire Hathaway affiliates or with non-affiliated insurers. GEICO is a registersd service mark of Gavernment
Employees Insurance Company, Washington, DC 20076; a Berkshire Hathaway Inc. subsidiary. GEICD Gecko image © 1999-2019. ® 2019 GEICO



Your game plan

for success.

For over 20 years, CWE has| Visit us at
helped thousands of
women start and grow
their businesses, with:

register for classes.

Education & Training Boston. MA
Consulting Services ,

Networking Westborough, MA

Certification Nashua, NH

Supportive community | Providence, RI
Butlington, VT

Center for Women & Enterprisg

Your Vision. Qur Mission.

www.CWEonline.org
to learn more and to

We help businesses write
their own success stunes

Developing a goal for success.

Craig Stewart wanted to expand his family business,
Andes Variety. In partnership with the SBA, Bar Harbor
Bank & Trust helped him make this project a reality.

To see this and other success stories, go to
www.bhbt.com/success-stories.

Call 603-843-6811 today
to connect with our o~
Commercial Banking team. BAR HARBOR

BANK & TRUST
——
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SBA New Hampshire District Office

JC Cleveland Federal Building
55 Pleasant St., suite 3101
Concord, NH 03301
(603)225-1400
newhampshire_do@sba.gov
sha.gov/nh

@SBA_NH

District Director Letter

s you read our New Hampshire Small Business Resource Guide, it’s important to

remember that large corporate success stories started small as well—with an

entrepreneur and a dream. If you are considering starting or expanding a small
business, the U.S. Small Business Administration and our resource partners are here to
help. We also direct you to other federal, state, and local resources and services that can
help you start or expand a business in New Hampshire.

The SBA helps make the American dream of small business ownership a reality. We are
the only federal agency dedicated to helping our 30 million small businesses start, grow,
expand, and recover after a disaster. Starting and operating your own business can be
exciting and rewarding, but it can also be challenging and overwhelming. The SBA New
Hampshire District Office is here to help you tackle challenges and get you started on the
right footing. We work with an extensive network of business advisers and lenders to help
New Hampshire’s 130,000 small businesses at every stage of development.

Across New Hampshire in the last year, we empowered the state’s small businesses to:

« Find an ally, advocate or mentor via our SBA Resource Partners, which includes SCORE
chapters, Small Business Development Centers, the Women’s Business Center, and the
Veterans Business Outreach Center, all powered by the SBA.

+ Access over $135 million in SBA-guaranteed loans using 77 local banks, credit unions,
community-based lenders, and microlenders. The 679 businesses that qualified for
SBA-backed loans in 2017-2018 hired thousands of new employees, bought needed
equipment, and built/renovated facilities.

+ Gain nearly $735 million in federal contracting awards, benefiting many New
Hampshire small businesses contractors and subcontractors, enterprises owned
by women, veterans, and those who reside and work in HUBZones. Every year, the
SBA New Hampshire District Office coordinates a matchmaking event to help small
companies meet federal buyers and prime contractors.

The SBA s here to assist you in starting up and growing your business in New Hampshire. Contact
our office in Concord at (603) 225-1400 if you have any questions.

Sincerely,

gm@\wm

Greta Johansson
SBA New Hampshire District Director

District Director

Greta Johansson

(603) 225-1401
greta.johansson@sba.gov

Deputy District Director
Rachael Roderick

(603) 225-1603
rachael.roderick@sba.gov

District Counsel
Robert S. Welch

(603) 225-1406
robert.welch@sba.gov

Economic Development Specialist &
Veteran Business

Development Specialist

Miguel Moralez

(603) 225-1601

miguel.moralez@sba.gov

Economic Development Specialist
Warren Haggerty

(603) 225-1405
warren.haggerty@sba.gov

Lender Relations Specialist
Phillip P. Frechette

(603) 225-1600
phillip.frechette@sba.gov

Public Affairs Officer
Cheryl A. Croto
(603) 225-1407
cheryl.croto@sba.gov
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Business
Bug

How SBA-backed loans helped
one woman turn a flagging pes
control business into an

ever-expanding enterprise.
WRITTEN BY ZACK HAROLD
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ebecca Fyffe first worked at ABC Humane
Wildlife Control & Prevention Inc., a pest
control business in suburban Chicago,
Ilinois, for a college summer job. She

was on a different career path when she
got a call from her old employer. The president of ABC
needed to take a medical sabbatical, and the company
wanted Fyffe to take over in his absence. Fyffe had
studied public policy, pre-law, and epidemiology in
addition to university-level research on pesticides. Not
content with just keeping the seat warm, Fyffe began
making improvements to the company’s operations
during her year at the helm. “Because of that I was
made CEO} she says. That was in 2001. Fyffe was just
25 years old, the youngest pest control company CEO in
the nation and one of only a few women in a business
dominated by men.

She continued to look for ways to grow the company.
At the time, ABC focused its efforts solely on nuisance
wildlife control. Fyffe saw a lucrative opportunity in
urban bird management. She had long been concerned
about pigeons. Growing up, one of her young cousins
contracted encephalitis from pigeon droppings, which
led to epilepsy, blindness, and eventually death. Fyffe
studied the birds and how to mitigate their threat,
which brought her to the conclusion that improvements
could be made in urban pigeon control. She found more
effective solutions were needed to make the mitigation
material more durable for city use. Fyffe knew she could
do better, but to get the new venture off the ground,
ABC needed to borrow money to invest in training,
equipment, and insurance. The company was hesitant to
take on the financial risk, so Fyffe offered an alternative
solution: allow her to launch a new company that would
specialize in pigeon management. She would run that
company in addition to her duties at ABC.

She launched Landmark Pest Management in 2010
with four employees. Fyffe still needed to borrow money,
which would be more difficult now that she didn’t have
an established business standing behind her. Thanks
to workshops hosted by the SBA-supported Women’s
Business Development Center, Fyffe applied for an SBA-
backed 7(a) loan through Chase Bank. A conventional
loan would have allowed her to mortgage the warehouse
facility she needed, but nothing more.

“We would have maxed out our ability to borrow, Fyffe
says. "That would not have worked for our business.”
Because of SBA backing, Chase was willing to offer Fyffe a
larger line of credit, which allowed her to get the warehouse
as well as the uniforms, tools, and materials she needed.
“We couldn’t have done it without the SBA’) she says.

Landmark established its reputation from its first
contract, installing netting on a bridge project in Chicago.
This bridge became the Chicago Transit Authority’s
showpiece for bird control. Within two years, Landmark
was one of the main companies providing bird deterrent
systems in Chicago. Fyffe used the money she made to
purchase ABC and merge the two companies in 2012.

: Control policy *
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LOCAL BUSINESS ASSISTANCE
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We couldn’t
have done it
without the
SBA.”

Rebecca Fyffe
Founder
Landmark Pest Management

The company has grown to 85
employees with 50 trucks on the
road every day, working alongside
the biggest construction firms
in the country. Still, Fyffe
challenges herself by finding
ways to expand the company. In
addition to its work in Illinois,
Landmark does business in
Michigan, Indiana, and Missouri.
Fyffe is considering expansion to
California and New York.

Landmark has continued to use
its science-based methodology
and proprietary technology
to expand its offerings. The
company is a leader in bedbug
science, pioneering a special
DNA test to detect infestations
with a relatively small sample.
Fyffe’s team is also testing a new
nontoxic fungi spore that could
be used to kill the pests. The
company’s fastest growing sector
is food production applications.
Inspectors shut down factories
if they find a pest, even if the
animal has already been caught in
a trap. Fyffe’s company developed
a trap that is equipped with
sensors that allow Landmark to
dispatch technicians as soon as a
pest is captured. Although Fyffe
has used conventional loans for
these expansions, she credits her
first SBA-backed loan and her
Women’s Business Development
Center guidance with teaching
her how to craft a growth plan
and pitch ideas to lenders.

“We might not have been able
to access that without the SBA?
she says.
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SBA Resource
Partners

No matter your industry, location, or experience, if you have a dream, the

SBA is here to help you realize it. Our SBA Resource Partners extend our reach,
offering free or low-cost mentoring, counseling, and training to help you start-
up and thrive at all stages of the business life cycle.

There are more than

300 SCORE chapters

980 Small Business Development Centers
100 Women’s Business Centers

20 Veterans Business Outreach Centers

SCORE

Join the ranks of other business owners who have experienced higher revenues
and increased growth thanks to SCORE, the nation’s largest network of volunteer
business mentors. These business executives share real-world knowledge for no
cost and to fit your busy schedule. SCORE mentors are available as often as you
need, in person, via email or over video chat. Visit sha.gov/score to start working
on your business goals.

SMALL BUSINESS DEVELOPMENT CENTERS

Realize your dream of business ownership and then remain competitive in an
ever-changing global economy with assistance from your local SBDC. Access
free or low-cost one-on-one counseling and training on topics like marketing,
regulatory compliance, technology development, and international trade.
Connect with an SBDC adviser at sba.gov/sbdc.

WOMEN’S BUSINESS CENTERS

Women entrepreneurs receive essential business training from this national
network of community-based centers. Each center tailors its services to help
you navigate the challenges women often face when starting or growing their
business. For your nearest Women’s Business Center, visit sba.gov/women.

VETERANS BUSINESS OUTREACH CENTERS

Veteran and military entrepreneurs receive business training, counseling and
mentoring, and referrals to other SBA Resource Partners at a Veterans Business
Outreach Center, sha.gov/vboc. These are also the places to receive procurement
guidance, which can help your business better compete for government contracts.
VBOCs also serve active duty service members, National Guard or Reserve
members, veterans of any era, and military spouses.
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Our Local SBA
Resource Partners

SBA’s Resource Partners are independent organizations that are funded through SBA
cooperative agreements or grants.

Women’s
Business
Center

For your nearest Women’s Business
Center, visit sha.gov/women.

Arthur and Sandra Johnson,
owners of 21 Short Stop in Georgia,
received assistance from their
local Small Business Development
Center and SCORE chapter.

Center for Women

& Enterprise

Director Nancy Pearson

30 Temple St., suite 610

Nashua

(603) 318-7580
npearson@cweonline.org
info.newhampshire@cweonline.org
cweonline.org

SCORE

Visit sba.gov/score to start working
on your business goals.

Lakes Region Chapter #172
61 Laconia Road, suite 1

Tilton

(603) 409-4510
casemanager.0172@scorevolunteer.org
lakesregion.score.org

Upper Valley Chapter #184
Citizens Bank Building

20 W. Park St., room 316

Lebanon

(603) 448-3491

score@valley.net
uppervalley.score.org

Seacoast Chapter #185
215 Commerce Way, suite 420
Portsmouth

(603)433-0575
info@scorehelp.org
seacoast.score.org

Merrimack Valley Chapter #199
Norris Cotton Federal Building

275 Chestnut St.

Manchester

(603) 666-7561
Infol99@scorevolunteer.org
merrimackvalley.score.org

Branch Locations:
Nashua (603) 666-7561
Keene (603) 358-2602

Mt Washington Valley
Chapter #641

53 Technology Lane, suite 101
Conway

(603) 447-4388
score64l@gmail.com
mtwashington.score.org

11
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Small
Business
Development
Centers

State Director Liz Gray
Assistant State Director Jason Cannon

Peter T. Paul College of Business
and Economics

University of New Hampshire

10 Garrison Ave., suite 201
Durham

(603) 862-2200

nhsbdc.org

Director of Education & External
Relations Heidi Edwards Dunn

Manchester Community College
1066 Front St.

Manchester
h.edwardsdunn@unh.edu

(603) 206-8201

Seacoast Regional Office
Regional Director Warren Daniel
warren.daniel@unh.edu

Business Advisor Dave Boynton
david.boynton@unh.edu

1 Washington St., suite 4015
Dover
(603) 842-8341

Merrimack Valley
Regional Office

Regional Director Julie Glosner
julie.glosner@unh.edu

Business Sustainability Program &
Business Advisor Andrea O’Brien
andrea.obrien@unh.edu

Business Advisor Hollis McGuire
hollis.mcguire@unh.edu

Business Advisor Amy Rodman
amy.rodman@unh.edu

UNH Manchester
88 Commercial St.
Manchester

(603) 641-4370

12

0'Connor Belting, a Delaware
family-owned business,
expanded with the help of an
SBA-guaranteed 7(a) loan.

Veterans Business OQutreach
Center of New England

Veteran entrepreneurs or small business owners can receive business training,
counseling and mentoring, and referrals to other SBA Resource Partners at a
Veterans Business Outreach Center, sha.gov/vboc. This is also the place to receive
procurement guidance, which can help your business.

Director Marco Capaldi, AFC
132 George M. Cohan Blvd.
Providence, RI

(401) 427-6536
mcapaldi@cweonline.org
info.vboc@cweonline.org

Keene Regional Office
Regional Director Nancy DuBosque
nancy.dubosque@keene.edu

Business Advisor Melanie Patterson
melanie.patterson@keene.edu

Keene State College—Blake House
Keene
(603) 358-2602

North Country
Regional Office

Business Advisor Stewart Gates
(603) 342-3174
stewart.gates@unh.edu

Grafton/Belknap County
Regional Office

Business Advisor Scott Stephens
scott.stephens@unh.edu

Enterprise Center
1 Bridge St.
Plymouth

(603) 254-6809

382 S. Main St.
Laconia
(603) 397-8404



federal government.

Advocacy

When you need a voice within the federal
government for your interests as a small
business owner, the SBA’s regional advocates
are here to assist. The advocates analyze the
effects of proposed regulations and consider
alternatives that minimize the economic
burden on small businesses, governmental
jurisdictions, and nonprofits. Find your
regional advocate at sha.gov/advocacy.

Your advocate helps with these small
business issues:

» if your business could be negatively
affected by regulations proposed by the
government

» if you have contracting issues with a
federal agency

Advocates

The SBA’s offices of advocacy and ombudsman are
independent voices for small business within the

LOCAL BUSINESS ASSISTANCE

To report how a proposed federal
regulation could unfairly affect you,
find your regional SBA advocate at

sha.gov/advocacy.

To submit a comment about how
your business has been hurt by an

existing regulation, visit

» when you need economic and small
business statistics

The SBA'’s Office of Advocacy also
independently represents small business and
advances its concerns before Congress, the
White House, federal agencies, federal courts,
and state policy makers.

Ombudsman

Entrepreneurs who have an issue with an
existing federal regulation or policy can
receive assistance from the SBA’s national
ombudsman.

The ombudsman’s office helps you:

» resolve regulatory disputes with federal
agencies

sha.gov/ombudsman/comments

» reduce unfair penalties and fines

» seek remedies when rules are
inconsistently applied

» recover payment for services done by
government contractors

Make your voice heard by participatingina
Regional Regulatory Enforcement Fairness
Roundtable or a public hearing hosted by the
SBA’s national ombudsman. These events
are posted periodically on the ombudsman
website, sha.gov/ombudsman.

To submit a comment or complaint through
the online form, visit sba.gov/Jombudsman/
comments. Your concerns will be directed to
the appropriate federal agency for review. The
SBA will collaborate with you and the agency
to help resolve the issue.

13
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Adriana Medina, owner of Fuerte
Fitness, in Seattle, WA, received
counseling from a SCORE mentor and
aWomen's Business Center adviser.
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How to Start a Business
in New Hampshire

Thinking of starting a business? Here are the nuts & bolts.

The Startup Logistics

Even if you’re running a home-based business, you will have

to comply with many local, state, and federal regulations. Do
not ignore regulatory details. You may avoid some red tape in
the beginning, but your lack of compliance could become an
obstacle as your business grows. Taking the time to research the
applicable regulations is as important as knowing your market.
Carefully investigate the laws affecting your industry. Being

out of compliance could leave you unprotected legally, lead to
expensive penalties, and jeopardize your business.

Market Research

Need to do research on your clients and location? View consumer
and business data for your area using the Census Business
Builder: Small Business Edition, https://cbb.census.gov/sbe.
Filter your search by business type and location to view data on
your potential customers, including consumer spending, and a
summary of existing businesses, available as a map and a report.

Business License & Zoning
Licenses are typically administered by a variety of state and local
departments. Itis important to consider zoning regulations when

14

choosing a site for your business. Contact the local business
license office where you plan to locate your business. You may not
be permitted to conduct business out of your home or engage in
industrial activity in a retail district.

» Economic and Labor Market Information Bureau
45 S. Fruit St.
Concord
(603) 228-4124
elmi@nhes.nh.gov
nhes.nh.gov/elmi/products/licertocc

Name Registration

Register your business name with the county clerk where your
business is located. If you’re a corporation, also register with the state
and file your annual report at quickstart.sos.nh.gov.

» Secretary of State Corporate Division
State House Annex, room 317
25 Capitol St.
Concord
(603) 271-3244 or (603)271-3246
corporate@sos.nh.gov
sos.nh.gov



Taxes

As a business owner, you should know your federal tax responsibilities
and make some basic business decisions to comply with certain tax
requirements. The IRS Small Business and Self-Employed Tax Center,
go.usa.gov/xPxYR, offers information on a variety of topics including:
obtaining an Employer Identification Number, paying and filing
income tax, virtual workshops, forms, and publications.

Whether you are a new or an experienced business owner, there are
new tax law changes that may affect your business. As the IRS works to
implement the Tax Cuts and Jobs Act, signed into law December 2017,
you can access the latest information on irs.gov/tax-reform to better
understand the new tax law implications and how they affect your
bottom line.

» Tax Assistance Centers
Offices are open 8:30 a.m.-4:30 p.m.
Call (844) 545-5640 to make an appointment
irs.gov/help/contact-my-local-office-in-new-hampshire

Manchester
1000 Elm St., ninth floor

Nashua
410 Amherst St.

Portsmouth
80 Daniel St.

» State Taxes
For help with rooms and meals tax, business enterprise tax,
and the business profits tax,contact:
Department of Revenue
109 Pleasant St.
Concord
(603) 230-5000
revenue.nh.gov

Social Security

If you have any employees, including officers of a corporation

but not the sole proprietor or partners, you must make periodic
payments, and/or file quarterly reports about payroll taxes and other
mandatory deductions. You can contact the IRS or the Social Security
Administration for information, assistance and forms, socialsecurity.
gov/employer or (800) 772-1213. You can file W-2s online or verify job
seekers through the Social Security Number Verification Service.

Employment Eligibility Verification

The Federal Immigration Reform and Control Act of 1986 requires
employers to verify employment eligibility of new employees.
The law obligates an employer to process Employment Eligibility
Verification Form 1-9. The U.S. Citizenship and Immigration
Service offers information and assistance through uscis.gov/i-9-
central. For forms, call (800) 870-3676, for the employer hotline,
call (888) 464-4218 or email I-9central@dhs.gov.

E-Verify, operated by the Department of Homeland Security
in partnership with the Social Security Administration,
electronically verifies the Social Security number and
employment eligibility information reported on Form I-9. It’s
the quickest way for employers to determine the employment
eligibility of new hires. Visit e-verify.gov, call (888) 464-4218 or
email e-verify@dhs.gov.

LOCAL BUSINESS ASSISTANCE

Health & Safety

All businesses with employees are required to comply with state
and federal regulations regarding the protection of employees,
visit dol.gov for information. The Occupational Safety and Health
Administration provides information on the specific health and
safety standards used by the U.S. Department of Labor, (800) 321-
6742 or visit osha.gov.

» U.S. Department of Labor
Community Outreach & Resource Planning Specialist
Wage and Hour Division
1155 Elm St., suite 501
Manchester
(603) 606-3125
mckinney.steven@dol.gov

» OSHA
53 Pleasant St., suite 3901
Concord
(603) 225-1629

» New Hampshire Department of Labor
95 Pleasant St.
Concord
(603) 271-3176

Environmental Regulations

State assistance is available for small businesses that must
comply with environmental regulations under the Clean Air Act.
State Small Business Environmental Assistance programs provide
free, confidential assistance to help small business owners
understand and comply with complex environmental regulations
and permitting requirements. These state programs can help
businesses reduce emissions at the source, often reducing
regulatory burden and saving you money. To learn more about
these free services, visit nationalsbeap.org/states/list.

» State Environmental Services
29 Hazen Drive
Concord
(603) 271-3503
des.nh.gov

Employee Insurance

Check with your state laws to see if you are required to provide
unemployment or workers’ compensation insurance for

your employees. For health insurance options, call the Small
Business Health Options Program at (800) 706-7893

or visit healthcare.gov/small-businesses/employers.

» State Insurance Department
21 S. Fruit St., suite 14
Concord
(603) 271-2261
requests@ins.nh.gov
consumerservices@ins.nh.gov
nh.gov/insurance/index.htm

Disability Compliance
For assistance with the Americans with Disabilities Act call
(800) 669-3362 or visit ada.gov.
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Child Support

Employers are essential to the success of the child support
program and are responsible for collecting 75 percent of support
nationwide through payroll deductions. The Office of Child
Support Enforcement at Health and Human Services offers
employers step-by-step instructions for processing income
withholding orders for child support. A guide to an employer’s
role in the child support program is available at the Office of
Child Support Enforcement’s website at acf.hhs.gov/programs/
css > employer responsibilities. You can also find information
about other employer responsibilities and tools that can make
meeting those responsibilities easier, such as electronic income
withholding orders and the Child Support Portal. Send questions
to employerservices@acf.hhs.gov.

Intellectual Property

Patents, trademarks, and copyrights are types of intellectual
property that serve to protect creations and innovations.
Intellectual property may be valuable assets for small businesses
and entrepreneurs, and are important to consider in the
development of any business plan.

Patents and Trademarks

For information and resources about U.S. patents and federally
registered trademarks: Visit uspto.gov or call the U.S. Patent and
Trademark Office Help Center at (800) 786-9199.

A patent for an invention is the grant of a property right to an
inventor, issued by the patent office. The right conferred by the
patent grant is the right to exclude others from making, using,
offering for sale, or selling the invention in the United States or
importing the invention.

There are three types of patents:

« Utility patents may be granted to anyone who invents
or discovers any new and useful process, machine,
manufacture, or composition of matter, or any new and useful
improvement.

« Design patents may be granted to anyone who invents a new,
original, and ornamental design for an article of manufacture.

« Plant patents may be granted to anyone who invents or
discovers and asexually reproduces any distinct and new
variety of plant, other than a tuber propagated plantora
plant found in an uncultivated state. For information visit
uspto.gov/inventors.

Atrademark or service mark includes any word, name,
symbol, device, or any combination used or intended to be used
to identify and distinguish the goods/services of one seller or
provider from those of others, and to indicate the source of the
goods/services.

Trademarks and service marks may be registered at both
the state and federal level with the latter at the U.S. Patent and
Trademark Office. Federally registered trademarks may conflict
with and supersede those registered only at the state level. For
information visit uspto.gov/trademarks.

» State Trademark Registration
Secretary of State’s Office Trademark Division
(603) 271-3244 or (603) 271-3246
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Copyrights

Copyrights protect original works of authorship, including
literary, dramatic, musical and artistic, and certain other
intellectual works. Copyrights do not protect facts, ideas, and
systems, although it may protect the way these are expressed.
For general information contact:

» U.S. Copyright Office
U.S. Library of Congress
James Madison Memorial Building
101 Independence Ave. Southeast, Washington, DC
(202) 707-3000 or toll free (877) 476-0778
copyright.gov

Chambers of
Commerce

To find your local chamber of commerce for business networking
and events visit nh.gov/getting-around-nh/travel-resources/
chambers-of-commerce.

Economic
Development

Small business owners can receive business assistance from the
New Hampshire Division of Economic Development. Looking
for grants to recruit and train employees? Permitting assistance?
The division also helps you navigate the process of moving to
New Hampshire or expanding an existing business.

Senior Business Development Michael Bergeron
michael.bereron@livefree.nh.gov

Business Development Manager Cindy Harrington
cynthia.harrington@livefree.nh

New Hampshire Division of Economic Development
1 Eagle Square, suite 100

Concord

(603) 271-2591

nheconomy.com

choosenh.com

Receive one-on-one counseling on exporting at the

New Hampshire International Trade Resource Center. The
center also provides trade leads, market research, help with
promotion, and export financing assistance.

Office of International Commerce

(603) 271-8444

exportnh.org
nheconomy.com/office-of-international-commerce



Family Business. Community Bank. Shared Values.

Founded on the guiding principles of honesty and integrity, Gurney’s Automotive Repair
is a family-run business that is driven by deep-seated values. For owners Bill and
Charlotte, success is measured not by customer volume, but by customer satisfaction.

Gurney’s sought the same values in a banking partner. That's why they chose
Merrimack County Savings Bank. At the Memrimack, our top priority is providing
exceptional service. And that means working collaboratively with customers in ways
that meet their needs and help strengthen the local economy. After all, in a close
community like ours, we're all family.

From left to right, from Gurney’s Automotlive Repair -

For more information, contact us today. b ===y Hannah Hanak, Executive Assistant; Carson Hanak (Hannah's son
MERR'M ACK and Bill’s grandson); Bill Gurney, Owner & Founder; From Merrimack
COUNTY SAVINGS BANK County Savings Bank - Kyle Schneck, VP Commercial Loan Officer;
Member A NH MUTUAL BANCORP COMPANY Debbie Stoodley, Branch & Business Development Manager;
bt 800.541.0006 themerrimack.com James Gallagher, SVF, Commercial Loan Officer

Without sound planning, your future is left to chance.

MillRiver provides trusted financial advice for individuals and businesses.

[ 0 u’ﬂ { ; Our approach is simple: We develop collaborative relationships to gain
L ¥ a solid understanding of our clients’ unique circumstances and provide

straightforward advice that's aligned with their objectives and investing
profiles.
won't

Wherever you are in life, we can help you get from here to there...
Because the future is closer than you think.

watt.

3% MILLRIVER

e - WEALTH MANAGEMENT
Financial

planning for
LOCATED NEXT TO THE STATE HOUSE ON MAIN STREET IN CONCORD

every stage of life. i M 3301 _ il

MillRiver Wealth Management is a trade name of MillRiver Trust Company. Brokerage services
are offered through INFINEX INVESTMENTS, INC., Member FINRA/SIPC. Investment and
insurance products are subject to investment risk, including the possible loss of value. Products
and services made available through Infinex are not insured by the FDIC or any other agency
of the United States and are not deposits or obligations of nor guaranteed or insured by any
bank or bank affiliate. Infinex and MillRiver Trust (?ompany are not affiliated.

Making stability a priority. Whether building piers or
banking relationships.

From stabilizing shorelines, to constructing piers and wharfs, waterfront structures
must withstand the harshest conditions. So, in building waterfront projects, Riverside &
Pickering Marine Contractors places maximum importance on stability and longevity.

The same held true when they sought a banking relationship.
That's why they chose Meredith Village Savings Bank.

At MVSB, Riverside & Pickering works with dedicated account teams—seasoned
financial professionals who understand the firm's unique needs and work closely to
deliver effective solutions.

For strong banking relationships and strong banking products, turn to MVSB. J

Contact MVSB's experienced business bankers at 800.922.6872 or visit any of our
local offices or mvsb.com.

Daniel E. Dolan, Vice President, Commercial Loan Officer, MVSB;
HEREDI'H Kenneth Anderson, President, Riverside & Pickering Marine

~Contractors; Doug Anderson, Vice President, Riverside & Pickering
=l F mi“ VILLAGE SAVINGS BANK ’ P - § Marine Contractors :
LENDER A NH MUTUAL BANCORP COMPANY -

Me
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Write your

Business Plan

Your business plan is the foundation of your business. Learn how to write a
business plan quickly and efficiently with a business plan template.

Business plans help you run your business

A good business plan guides you through each stage of starting and managing
your business. You’ll use your business plan as a roadmap for how to structure,
run, and grow your new business. It’s a way to think through the key elements of
your business.

Business plans can help you get funding or bring on new business partners.

Investors want to feel confident they’ll see a return on their investment. Your
business plan is the tool you’ll use to convince people that working with you—
or investing in your company—is a smart choice.

Pick a business plan format that works for you

There’s no right or wrong way to write a business plan. What’s important is
that your plan meets your needs.

Most business plans fall into one of two common categories: traditional or lean
startup.

Traditional business plans are more common, use a standard structure, and
encourage you to go into detail in each section. They tend to require more
work upfront and can be dozens of pages long.

Lean startup business plans are less common but still use a standard struc-
ture. They focus on summarizing only the most important points of

the key elements of your plan. They can take as little as one hour to make
and are typically only one page.
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Which business
plan format is
right for you?

°?

Traditional Business Plan

« Thistype of plan is very detailed, takes more time
to write, and is comprehensive.

+ Lenders and investors commonly request this plan.

Lean Startup Plan

+ Thistype of plan is high-level focus, fast to write,
and contains key elements only.

+ Some lenders and investors may ask for more
information.




TRADITIONAL
BUSINESS PLAN FORMAT

You might prefer a traditional business plan format if you’re very
detail oriented, want a comprehensive plan, or plan to request
financing from traditional sources.

When you write your business plan, you don’t have to stick to the
exact business plan outline. Instead, use the sections that make the
most sense for your business and your needs. Traditional business
plans use some combination of these nine sections.

Executive Summary

Briefly tell your reader what your company is and why it will be suc-
cessful. Include your mission statement, your product or service, and
basic information about your company’s leadership team, employ-
ees, and location. You should also include financial information and
high-level growth plans if you plan to ask for financing.

Company Description

Use your company description to provide detailed information about
your company. Go into detail about the problems your business
solves. Be specific, and list out the consumers, organization, or busi-
nesses your company plans to serve.

Explain the competitive advantages that will make your business
asuccess. Are there experts on your team? Have you found the per-
fect location for your store? Your company description is the place to
boast about your strengths.

Market Analysis

You'll need a good understanding of your industry outlook and target
market. Competitive research will show you what other businesses are
doing and what their strengths are. In your market research, look for
trends and themes. What do successful competitors do? Why does it
work? Can you do it better? Now's the time to answer these questions.

Organization and Management
Tell your reader how your company will be structured and who
will runit.

Describe the legal structure of your business. State whether
you have or intend to incorporate your business asa C or an
S corporation, form a general or limited partnership, or if you're
asole proprietor or LLC.

Use an organizational chart to lay out who's in charge of what in
your company. Show how each person's unique experience will con-
tribute to the success of your venture. Consider including resumes or
CVs of key members of your team.

Service or Product Line

Describe what you sell or what service you offer. Explain how it ben-
efits your customers and what the product lifecycle looks like. Share
your plans for intellectual property, like copyright or patent filings. If
you're doing research and development for your service or product,
explain itin detail.

Marketing and Sales
There's no single way to approach a marketing strategy. Your strat-
egy should evolve and change to fit your unique needs.
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Your goal in this section is to describe how you'll attract and retain
customers. You'll also describe how a sale will actually happen.
You'll refer to this section later when you make financial projections,
so make sure to thoroughly describe your complete marketing and
sales strategies.

Funding Request

If you're asking for funding, this is where you'll outline your funding
requirements. Your goal is to clearly explain how much funding you’ll
need over the next five years and what you'll use it for.

Specify whether you want debt or equity, the terms you'd like
applied, and the length of time your request will cover. Give a
detailed description of how you'll use your funds. Specify if you need
funds to buy equipment or materials, pay salaries, or cover specific
bills until revenue increases. Always include a description of your
future strategic financial plans, like paying off debt or selling your
business.

Financial Projections

Supplement your funding request with financial projections. Your
goal is to convince the reader that your business is stable and will be
afinancial success.

If your business is already established, include income state-
ments, balance sheets, and cash flow statements for the last three
to five years. If you have other collateral you could put against a loan,
make sure to list it now.

Provide a prospective financial outlook for the next five years.
Include forecasted income statements, balance sheets, cash flow
statements, and capital expenditure budgets. For the first year, be
even more specifi