
E arlier this year, Staples unveiled results from its national 
survey conducted with small business owners in December of 
last year. The Staples small business survey found that more 

than 86 percent of small business owners are optimistic for the 
future. Of the respondents, four in five identified their business 
as thriving or surviving in 2018.

“At Staples, we’re a partner for small business owners helping 
their world work better so they can spend more time on grow-
ing their businesses,” said Michelle Bottomley, chief marketing 
officer, Staples. “When small business owners feel they have 
the necessary tools, support, and assets to thrive, they’re able to 
devote more time and attention to what they’re passionate about 
– providing their customers and clients with exceptional goods
and services.”

Among the top small business insights gathered, Staples 
found:

DISORGANIZATION KILLS PRODUCTIVITY
• 53 percent of thriving/surviving small business owners

describe their workplace as very organized, while only 23 percent 
of struggling/failing small business owners say the same

• One in three business owners believe that workplace disorga-
nization leads to less productivity

• Three in four owners with struggling or failing businesses
believe disorganization has affected their company’s productivity

TAX PREPARATION CHALLENGES
• More than half of small business owners view tax prepara-

tion as complicated
• Nearly 50 percent of small business owners handle their

business’s taxes themselves
• Two in five believe that leaving tax preparation to the

last-minute causes complications
• Nearly 40 percent are not good with numbers or do not

have accounting expertise

PROFESSIONAL MARKETING ADVICE MAKES ALL THE DIFFERENCE
• More than one third of thriving business owners face chal-

lenges designing effective marketing materials for their business
• Fifty percent do not know how to reach new prospective cus-

tomers on their own
• Thriving small businesses are more likely than others to use

all forms of marketing; 63 percent of thriving small businesses use 
social media advertising, 59% use online advertising, and 46 per-
cent use print advertising

The small business survey was designed by Staples and con-
ducted online by Critical Mix, among 503 U.S. small businesses 
owners, from December 26 to December 28, 2017. For the pur-
pose of this survey, small businesses owners were defined as those 
who had up to 25 full-time employees.

Staples helps the world work better with work solutions that deliver 
industry-leading products, services and expertise across office supplies, 
facilities, breakroom, furniture, technology, promotional products, and 
print and marketing services. The company supports businesses of all 
sizes from sole-preneurs to the Fortune 100 and everything in between. 
We meet customers where they are with every-day low prices across 
multiple channels, including direct sales, e-commerce, mobile, AI-pow-
ered “conversational commerce” and retail.

For more small business resources, expert tips, information, and  
industry advice visit the Staples Back to Work Resource Center at 
www.staples.com

New Study Reveals Optimistic Attitudes Among 
Majority of Small Business Owners in 2018
Survey finds more than 86 percent  
of small businesses are optimistic about 
the future; most common challenges across 
industries include tax preparation and  
marketing tactics
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LOS ANGELES INVESTMENT FIRM NAMED SMALL BUSINESS INVESTMENT  
COMPANY OF THE YEAR

Avante Mezzanine Partners, a woman-owned fund of Los 
Angeles, Calif. has been named the 2018 Small Business 
Investment Company (SBIC) of the Year by the U.S. Small 
Business Administration.  Avante, along with other national 
winners and finalists for the National Small Business Person 
of the Year, were invited to a recognition ceremony as part 
of National Small Business Week in Washington, D.C., on 
April 29-30. SBA Administrator Linda McMahon presented 
the awards.

Avante Mezzanine Partners SBIC, LP is led by Managing 
Partners Jeri J. Harman, Stephen Adamson and Natasha V. 
Fox, and is headquartered in Los Angeles with an office in 
Boston.   It provides total debt solutions and junior capital 
for high quality, lower middle market businesses that gener-

ate at least $3 million in cash flow. 
Avante invests between $5 million and $25 million  

of capital in the form of unitranche or one-stop debt as 
well as traditional mezzanine debt and minority equity. It 
also partners with other lenders to provide an optimal  
capital solution. 

Avante works with private equity and independent spon-
sors in buyout transactions, as well as with entrepreneurs 
and owners to finance recapitalizations, refinancings, 
acquisitions and growth. Additionally, as a women-owned 
fund, one of Avante Mezzanine Partners’ areas of interest, 
although not exclusive focus, is providing capital to women 
and minority-owned companies.

The SBIC of the Year award is administered by the SBA’s 

Office of Investment. This office was established  
under the Small Business Investment Act of 1958  
at a time when no private equity industry existed in  
the United States. Almost 60 years later, the office  
manages the current SBIC program, which operates  
as a fund of funds by providing U.S. taxpayer  
guaranteed  long-term loans to SBA-licensed SBICs.  
The SBICs use these taxpayer guarantees and privately 
raised funds to independently provide capital, primarily 
in the form of subordinated debt with equity enhancements, 
to qualifying small businesses.

To learn more about the Small Business Investment 
Company program, visit www.sba.gov/sbic. 
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Starting your own business is a time of 
great excitement and uncertainty.  Jumping 
into the business owner role requires hard 

work, commitment and passion.  With the same 
hard work and commitment business owners 
possess, the City of Pasadena strives to encour-
age and facilitate investment.

Pasadena is a great community for business. 
It has much to offer a business and its employ-

ees alike. Home 
to an innova-
tive economy, 
Pasadena is full 
of rich cultural 
amenities and a 

vibrant commercial core.  As such, we invite 
you to consider Pasadena. 

Pasadena is a premier home for domestic 
and foreign investment. In addition, Pasadena’s 
legacy and strong assets have attracted excel-
lent talent and business creating a diverse and 
growing economy and a great place to expand 
your business. 

Pasadena has what businesses are looking for:
• 16 million total square feet of office inven-

tory including historic buildings to accommo-
date create office

• An excellent transportation system with 
easy access to freeways and the recently expand-
ed Metro Gold Line 

• Executive housing
• Well trained, tech-savvy workforce and 

central access to the LA Metro Labor Market
• Excellent network of educational options

• Diverse compliment of business services
• Safe, clean, well-managed city
• Many restaurant, cultural and recreational 

amenities

Southern California’s largest private 
employer (Kaiser Permanente), biggest banks 
(East West Bank and One West Bank) and top 

academic institutions (Caltech and Art Cen-
ter) call Pasadena home. The city invites you 
to consider Pasadena as you think about your 
next move.  

The Economic Development Team serves as the 
business concierge to all of the businesses by guiding 
them in the site selection process, navigating City 

Hall, introducing them to key stakeholders and 
directing them to resources to support the growth 
and success of their business. They are ready to help 
you with expansion opportunities in Pasadena. 

Information for this article was provided by  
the City of Pasadena. Learn mote at  
www.futureyourselfhere.com

Consider Pasadena as the Home for Your New or   
Emerging Business Venture

L incoln Financial Group has shared three 
financial planning tips for small business 
owners to help them gain a competitive 

edge in the marketplace.
“In some ways, the needs of small businesses 

are no different than any other. But when it 
comes to financial planning, small business 
owners need to take a more holistic approach 
to address the unique needs of their business 
and their employees now and in the future,” 
said Daniel Prisciotta, founder and president 
of Equity Strategies Group and a registered 
representative of Lincoln Financial Advisors. 
“That means thinking through the right strat-
egies and solutions available to small business 
owners including retirement, benefits and life 
insurance to help them be successful in any 
stage of their business.”

ATTRACT AND RETAIN TOP TALENT
Exceptional employees help support a small 

business owner’s success. But today, steady work 
and a good wage are not enough to attract and 
retain the best talent. Over half of employees 
agree that the benefits their employer offers 
influence their decision to join the company. 
And, 87 percent say they are more likely to 
enroll in benefits that they are familiar with 
and educated about — citing health care, den-
tal, vision and retirement savings plans as those 
of most interest. Offering competitive employee 
benefits and providing comprehensive educa-
tion around those benefits gives an edge as an 
employer of choice in today’s competitive mar-
ketplace. Executive benefit strategies using life 

insurance can help attract and retain leaders 
within the business.

THINK ABOUT RETIREMENT – FOR YOU, YOUR 
BUSINESS AND YOUR EMPLOYEES

As a small business owner, you may be so 
focused on the day-to-day that you forget to 
plan for what’s ahead. Financial security is  

top of mind for many Americans with  
86 percent of employees focused on saving  
and planning for their future.1 It is important 
for small business owners to understand the 
retirement needs of their employees and  
executives because doing so can boost  
employee satisfaction.

Retirement plans are especially valuable 
to Millennials and Gen-Xers, who believe an 
employer-sponsored retirement plan will be 
their top source of income in retirement.2 By 
providing a retirement savings plan to employ-

ees, small business owners can distinguish 
themselves as competitive employers who care, 
with the goal of helping employees save for 
retirement so they can achieve their retire-
ment income goals.

But retirement planning isn’t just for 
employees. Small business owners should 
think about planning for their own secure 

retirement, as well as that of their key execu-
tives. Incorporating supplemental retirement 
strategies using life insurance and solutions, 
like annuities that can help provide a stream of 
income that can’t be outlived, can help owners 
and their executives achieve the retirement 
income goals they envision.

PROTECT YOUR BUSINESS, YOUR EMPLOYEES AND 
YOUR LOVED ONES

Small business ownership comes with a 
great amount of responsibility – for the busi-

ness, for your employees, but also for yourself 
and your family. And many aren’t prepared 
with the right plan in place should something 
happen. In the case of critical illness, disabil-
ity or premature death, the impact on a small 
business owner’s family savings and lifestyle 
could be significant. Business owners also face 
the financial risk associated with the loss of 
an essential employee, such as an owner, a 
partner, a top executive or a member of the 
organization with unique talents, experience 
or skills that are crucial to the prosperity of 
the business. Life insurance and disability 
insurance products can help mitigate these 
risks and protect your personal and professional 
interests. Life insurance can also help small 
business owners in their succession plans. With 
today’s longer lifespans, annuities can also be a 
useful solution when planning for a retirement 
income that needs to last for up to thirty years, 
or more.

“Small business owners need to be able to 
see the forest through the trees. A financial 
advisor can help by incorporating these tips into 
a comprehensive business plan to improve the 
probability of business owners achieving their 
vision and goals for a successful future,” added 
Prisciotta.

Information for this article was provided by  
Lincoln Financial Group, which provides  
advice and solutions that help empower people  
to take charge of their financial lives with  
confidence and optimism. Learn more at:  
www.LincolnFinancial.com.

How Small Businesses Can Gain a Competitive Edge

Think through the right strategies  
and solutions available to small business  

owners including retirement, benefits  
and life insurance to help them be successful  

in any stage of their business.

SMALL BUSINESS
SPOTLIGHT

30-34_sm_business_supp.indd   32 5/3/18   4:24 PM



MAY 7, 2018  CUSTOM CONTENT - LOS ANGELES BUSINESS JOURNAL   33   

Your Partner for the SBA 504 Loan Program
BFC is an SBA Certi�ed Development Company that administers SBA 504 Loans. A 504 Loan is a 
10-Percent down, �xed-rate, long-term loan designed to expand capital access and �ll a market gap in 
long-term �nancing for America’s small businesses. Fixed-cost, long-term, and SBA-backed, the 504 loan 
is one of the best �nancing options for business owners today.  

Unparalleled Expertise & Experience. A team of 
experts with over 50 years of combined experience 
in SBA lending.

Someone You Can Trust. One of the largest Small 
Business Administration (SBA) lenders in Los Angeles.  

A True Partner. We ensure the best �nancing 
options are selected to meet the short term and 
long term goals of business owners.

Great Customer Service. BFC simpli�es the 
application process and expedites the funding process.

A Partner You Can Depend On. An established Certi�ed 
Development Company (CDC) in operation since 1990.

To �nd out more and how we can help, give us a call at 1-800-SBA-REAL (722-7325).

50%
40%

10%

BFC/SBA 504 Lender

Business Owner 
Equity

Business Finance Capital
1055 W. 7th St., Suite 2250
Los Angeles, CA 90017

Call 1-800-SBA-REAL (722-7325)
Email Info@BFCFunding.com 
Visit www.BFCFunding.com

Business Finance Capital

1-800-SBA-REAL
(1-800-722-7325)

Helping Small Businesses 
Think Big
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Bank on Accountability
torreypinesbank.com  
Bank on Accountability
torreypinesbank.com  

Torrey Pines Bank, a division of Western Alliance Bank. Member FDIC.

THERE WAS A TIME WHEN 
BUSINESS OWNERS EXPECTED 
MORE FROM A BANK. 
WHEN ACCOUNTABILITY 
WAS COMMON. 

That time is right about now at Torrey Pines Bank.

CONTACT YOUR LOCAL BANKING EXPERTS:

Los Angeles 
601 West 5th Street, Suite 100

Los Angeles, CA 90071
213.362.5200

Beverly Hills 
9355 Wilshire Blvd, Suite 102

Beverly Hills, CA 90210
310.623.8900
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The U.S. Small Business Administration cre-
ated the SBA Franchise Directory earlier this 
year which has streamlined the process for 

entrepreneurs looking to access capital.
“It’s a one stop shop to check the growing list 

of eligible brands for SBA financing.  Since its 
establishment, the Directory and new procedures 
have received extremely positive feedback from 
the stakeholders participating in the process,” SBA 
Associate Administrator William Manger said.

The SBA Franchise Directory is updated every 

other week to keep it current and has added 566 
new brands since the new policy was announced, 
bringing the total eligible brands to 2,566.

Manger continued, “This is extremely 
important as the SBA has seen an increase in 
the number of entrepreneurs opening franchises, 
especially among women.”  The SBA has seen a 
year over year increase of over 17% in the dollars 
going to franchises and an over 18% in the dol-
lars going to women-owned franchises. 

The eligibility status of the franchise brands 

on this list are checked and cleared by the SBA 
cutting the finance processing time and mak-
ing it more efficient.  Once franchisors have 
filed the proper paperwork, lenders can process 
loans without further review of the franchise 
documents. The vast majority of new brands are 
reviewed within 14-21 days.

Potential franchises interested in being 
listed on the Directory should email copies of 
their Franchise Disclosure Document, the Fran-
chise Agreement (or license or other type of 

agreement), and any other documents that the 
franchisor will require the franchisee to execute 
to franchise@sba.gov

There are no fees for franchises that want to 
be added to the Directory and it is accessible to 
everyone visiting SBA’s website (www.sba.gov).

 
If you are a franchisor looking for SBA financial 
assistance and would like to be included in the SBA 
Directory, visit: https://www.sba.gov/document/
support--sba-franchise-directory.

The SBA Franchise Directory Simplifies Processes  
to Help Entrepreneurs Access Capital

504 LOANS NOW AVAILABLE WITH 25-YEAR DEBENTURE
SBA Administrator Linda McMahon has 

announced that the U.S. Small Business 
Administration is offering a 504 Loan and 
the Debenture that funds it with a 25-year 
maturity. This new 25 year Debenture will 
be made available for 504 Projects that are 
approved on or after April 2, 2018.

The new 504 Loan term complements 
the 10- and 20-year 504 Loan and Deben-
ture that have been available since 1986. 
Small businesses, the Certified Development 
Company industry and the third-party lenders 

have emphasized the need for an affordable, 
fixed-rate instrument with a term-to-maturity 
more closely resembling other longer term 
mortgages.

“This option for extending the payment 
cycle by an additional 60 months gives 
small business borrowers the opportunity for 
lower monthly payments, which can signifi-
cantly help their cash flow,” McMahon said. 
“This increased flexibility in their loan terms 
will put them in a better position to manage 
their capital and face challenges like rising 

operating expenses.”
The Federal Register Notice announcing 

the 25-year term is available at www.gpo.gov. 
The 504 Loan Program is an SBA busi-

ness loan program authorized under Title 
V of the Small Business Investment Act of 
1958, 15 U.S.C. 695 et seq.  The core mis-
sion of the 504 Loan Program is to provide 
long-term financing to small businesses for 
the purchase or improvement of land, build-
ings, and major equipment, to facilitate the 
creation or retention of jobs and to support 

local economic development.  Under the 
504 Loan Program, loans are made in con-
junction with private sector lenders to small 
businesses by Certified Development Com-
panies (“CDCs”), which are certified and 
regulated by the SBA to promote economic 
development within their community.

For questions about the 504 Loan Program, 
please contact Linda Reilly, Chief, 504 Loan 
Program at 202-205-9949, Linda.reilly@
sba.gov
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