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Josh Teigen 
Director, Economic Development 

and Finance

jlteigen@nd.gov
(701) 328-5300

mailto:jlteigen@nd.gov


Paul Smith
Director, Fargo and Southeast Center

paul@ndsbdc.org
(701) 499-5273



Å Help founders start, manage and 
grow ND businesses

Å Provide no-cost, professional 
business advising services, technical 
assistance and training in a range of 
areas

Å 8 Service Centers
Å 1,500 clients served
Å $75m in capital formation
Å Register at: ndsbdc.org

ND SBDC

Fargo & Southeast Center at 
NDSU Research & Technology Park



ÅPrepare small business owners to seek financing
ÅBusiness planning

ÅMarket research

ÅFinancial projections

ND SBDC



{Ƴŀƭƭ .ǳǎƛƴŜǎǎŜǎ tƻǿŜǊ ƻǳǊ 9ŎƻƴƻƳȅΧ

ÅUnited States
ſ31.7 million small businesses 

ſ99% of companies in the U.S.

ſAccount for 48% of all jobs

ſContribute 43.5% of U.S. GDP

ÅNorth Dakota
ſ75,427 small business in ND

ſ98.8% of ND businesses

ſ56.7% of ND employees



ΧŀƴŘ /ŀǇƛǘŀƭ tƻǿŜǊǎ {Ƴŀƭƭ .ǳǎƛƴŜǎǎŜǎ



Å No market need (42%)
Å Lack of sufficient capital (29%)
Å Lack of differentiation/poor marketing
Å Hiring the wrong people
Å Growing too quickly
Å Other
Å Poor location
Å Competition
Å Economic conditions

Top 5 Reasons Why Businesses Fail



Reasons for Seeking Financing







Primary sources of capital

Grants

Equity

Other

Debt



Grants

ÅAwarded by federal, 
state or local 
government, or 
economic 
development entities 
without expectation 
of repayment

ÅSpecific in scope

ÅOften requires 
matching funds

ÅCredit extended 
by bank, credit 
unions or other 
financial lending 
institutions with 
specified 
repayment terms

ÅIncludes loans and 
lines of credit 

ÅBusiness seeks 
to raise capital 
by offering 
investors partial 
ownership in the 
company in the 
form of shares

Debt Financing Equity Financing



ÅA blueprint; roadmap; GPS

ÅSummary of your focus, priorities 
strategy and resources required

! .ǳǎƛƴŜǎǎ tƭŀƴ ƛǎΧ



Å²ƘŀǘΩǎ ǘƘŜ .LD L59!Κ όȅƻǳǊ άǇƛǘŎƘέύ
Å²ƘŀǘΩǎ ǘƘŜ ǇǊƻōƭŜƳ ȅƻǳΩǊŜ ǎƻƭǾƛƴƎΚ
ÅHow does your product or service solve the problem? 
Å²Ƙƻ ŀǊŜ ȅƻǳǊ ŎǳǎǘƻƳŜǊǎΚ ²ƘŀǘΩǎ ǘƘŜ ƳŀǊƪŜǘ ƻǇǇƻǊǘǳƴƛǘȅΚ
ÅWho are your competitors?
Å²ƘŀǘΩǎ ȅƻǳǊ ŎƻƳǇŜǘƛǘƛǾŜ ŀŘǾŀƴǘŀƎŜΚ
ÅWho is on your team?
ÅHow are you going to make money?
ÅHow will you grow your business? 
ÅWhat resources and capital will it take?

Key Questions a Business Plan Should Answer



ÅPart I ςBusiness plan 
narrative

ÅPart II ςFinancial 
projections

ÅPart III ςSupporting 
documents

Business Plan Components



ÅExecutive summary

ÅBusiness description

ÅMarket analysis

ÅMarketing plan

ÅOperational plan

ÅManagement plan

Part I ςBusiness Plan Narrative



ÅIndustry trends

ÅMarket opportunity/demand

ÅLocal market conditions

ÅTarget market/customer 
profile

ÅCompetition

Market Research



ÅThree-year detailed 
projections
ſBalance sheet
ſProfit & loss
ſCash flow

ÅShould be consistent with 
your business plan
ÅCritical assumptions should 

support the numbers

Part II - Financial Projections



ÅDoes the company generate sufficient cash flow 
to make its debt service payments (DSCR)? 
ÅDoes the company reach the break-even point 

(BEP) within 12 months?
ÅIs AR, Inventory, AP within industry norms?
ÅLǎ ǊŜǾŜƴǳŜ ƎǊƻǿǘƘ άǊŜŀƭƛǎǘƛŎέ ŀƴŘ ŎƻƴǎƛǎǘŜƴǘ 

with business plan assumptions?
ÅIs COGS within industry norms?
ÅLǎ ǇŀȅǊƻƭƭ ŀƴŘ ƻǿƴŜǊ ǎŀƭŀǊȅ άǊŜŀǎƻƴŀōƭŜΚέ 
ÅAre other operating expenses in line with 

industry averages?

Financial Pro Forma Key Questions



ÅLegal entity documentation
ÅIndustry trends
ÅIndustry financial benchmarks
ÅLocal/regional market data
ÅNews articles
ÅLease agreements
ÅFloor plans
ÅDetailed list of assets
ÅPurchase agreements

Part III ςSupporting Documents


