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Colorado Business Needs Analysis

To understand the perspective and needs of Colorado businesses, a study was conducted for the Colorado
Small Business Development Center (SBDC) Network using a sample of companies commonly referred to
as Second Stage growth companies. These businesses have the capacity for growth resulting in job
creation, and access to national and international markets bringing outside dollars into the community*.
However, economic growth following the last recession has been slower than past recoveries due to the
following challenges:

e Weaker demand from traditional global trading partners due to enduring crisis in the Eurozone.

o Reduced spending by households and businesses looking to increase savings and liquidity
buffers.

e Rising credit standards.

o Skills mismatch between workforce and available job requirements.

o Disruptive impact of the Japanese earthquake and tsunami on global trade and production.

e Commodity price shocks resulting from worsening growing conditions caused by extreme weather
patterns across North America.

Recognizing that smaller companies have fewer resources to deal with these challenges, the study was
designed to address the following questions:

What are the challenges facing Colorado Second Stage growth companies?
Which challenges should be targeted as priority issues?
Which components of small business counseling should be emphasized?

What programming and delivery methods should be used to reach the targeted businesses and
their employees?

o~

Survey Methodology

The self-administered survey was e-mailed to 1099 Colorado small businesses. The sample was generated
from a D&B database hosted by LexisNexis. Company selection criteria included the following parameters:
e-mail address for the company president, between nine and 100 employees, annual revenues greater than
$750,000 and less than $50 million, and all NAICS codes excluding 491, 551, 611, 712, 813, and 92,

which are predominately institutions or associations that would not typically be served by SBDC programs
or counseling. The survey was launched in October with four additional flights during November and
December 2012.

! Edward Lowe Foundation; Second stage companies; 2012
1
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The survey consisted of 44 multiple choice questions, and was available to respondents through
surveyasp.uww.edu.

Survey questions were organized into the following categories:

Profitability

Business growth and strategy
International business development
Government procurement

Product or service development
Capital acquisition and finance
Infrastructure and efficiency improvements
Human resources

. Business management and ownership
0. Employment

1. Business development resources

= i i B LR S Ll S A

A total of 91 individuals responded to the survey. Respondent data was analyzed from a statewide
perspective.

Years in business were determined from Hoover's D&B reports; specifically, the year the company was
founded. For the purposes of this report, companies were grouped into the following categories:

Startups: in business for five years or less

Growth: in business for more than five years but less than 15
Mature: in business for 15 years or more but less than 25
Transitional: in business for 25 years or more

Startups have the most operational
Stage of Business organizational needs of the four
categories. Growth businesses typically
seek out new business and markets as
B Startups: <=5 years they strive to improve ROI and achieve
economies of scale. Expansion also
m Growth: >5 yearsbut <15 | fuels human resource needs. Mature
years companies tend to have established
Mature: >=15 years but customers, processes, and
<25 years infrastructure that may need evaluation
M Transitional: >= 25 . L . .
in terms of profitability and sustainability.
Transitional companies may be facing
ownership or key-man changes in

addition to technological or infrastructure
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improvements or upgrades. The majority of companies (75 percent) participating in this study fall into the
Transitional and Mature categories.

The most represented industry statewide was Professional, Scientific, and Technical (PST) services (39
total responses). The second and third most represented industries were Manufacturing (24 total
responses), followed by Wholesale, Retail, and Warehouse (17 total responses). Break outs of industry
representation by sector are as follows (NAICS sector = Number of respondents):

NAICS Sector State Sector Totals
11 Agriculture 0
21 Construction 1
23 Construction 6
31 Manufacturing 0
32 Manufacturing 11
33 Manufacturing 13
42 Wholesale Trade 12
44-45 Retail Trade 4
48-49 Transportation and Warehousing 1
51 Information Technology Services 4
52 Finance and Insurance 7
53 Real Estate and Rental and Leasing 3
54 Professional, Scientific, and Technical Services 19
56 Waste Management and Remediation Services 6
61 Educational Services 0
62 Health Care Services 1
71 Arts, Entertainment, and Recreation 0
72 Accommodation and Food Services 0
81 Other services 2

Note: NAICS Sectors with definitions are included in Appendix 1 of this report.

Given that the companies were selected as available, it is important that the reader not interpret the data
and charts as actual trends in the presented market. The small number of companies contacted and the
lack of controls on the sampling procedure does not allow for such claims. However, the data can be
interpreted as suggestive trends, to the extent that the sampled companies are representative of trends in
their market.

Executive Summary

Colorado small to medium businesses participating in this study are threatened by the risks inherent from
specialization in either a few key customers or in a single or closely related industries. They are also feeling
the pressure form lower costumer and/or industry margins as well as the inability to find skilled workers.
Profitability levels are a concern as lower rates of profitability not only limit growth and expansion, but also
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make the company more vulnerable to longer lasting economic downturns. It is important to note that older
companies, 15 years or older, reported profitability levels that tended to cluster in the 1%-5% and 6%-10%
ranges; and many of these companies were in the Manufacturing or Professional, Scientific, and Technical
Services sectors.

In order to support the growth strategies under consideration, the Colorado SBDC Network and their
partners will need to offer programming and counseling services targeting sales and market development,
practice/performance benchmarking, access to capital, export assistance, customer and market
diversification, and efficiency improvements. Another recommendation focuses on the needs for older
companies. Respondents representing the mature and transitional stages of business specifically
expressed interest in succession planning, infrastructure and equipment upgrades, and access to capital.

Profitability and sales growth levels were mostly higher for companies with a business or strategic plan than
those operating without a plan, indicating that business and strategic plan development is worth the
investment of both time and resources as a management tool.

This survey found that some Colorado companies are participating in the global market; these companies
mostly represent the Manufacturing; Wholesale and Retail Trade; Information; Professional, Scientific, and
Technical Services; and Waste Remediation and Management Services. The European Union was the
most popular export destination, followed by Canada. Survey representatives are also exporting to the
emerging markets of Central and South America, as well as China and Africa.

Although a minority of companies said they were seeking additional financing or were having difficulty in
obtaining financing, it is important to note that the last three years have been ones with lower growth rates.
Another recession, expansion fueled by an economic turnaround, or cutbacks in government spending
could quickly alter the remaining companies need for capital as the majority of companies said they were
financed by personal funds.

Efficiency improvements appear to be key drivers in future plans for capital investments; specifically,
renovating/expanding their facilities or upgrading/adding equipment. Respondents named new product
development as their key strategy for business growth.

Respondents believed that workers could benefit from technology training as well as leadership and
management development. A number of survey participants were concerned that their business did not
have the appropriate marketing resources to support growth. In addition, several believed that entry-level
employees required additional training in order to have the necessary skills to advance in their organization.

Family businesses accounted for more than half of the companies that participated in this survey. To
ensure the economic viability and stability of the business’s local community, succession planning should
be an important part of the strategic planning discussion.
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The overall preferred training delivery method and location was face-to-face at the business’s facility. There
was more support for online and hybrid training for workers and the management team. Less preference
was given for offsite training for workers and the management team.

Findings
The following are selected findings from the survey.

Profitability

Accepted strategic planning guidelines target a 10 percent annual growth rate for business viability. Growth
rates above 15 percent enable the company to internally fund innovation and other growth strategies. As
illustrated in the charts below, responding companies are struggling to achieve the top line (sales growth)
or bottom line (profit growth) to meet these targets. Profit growth over the past three years somewhat
mirrors sales growth, with the most notable divergence in the lower sales growth percentages.

Average Annual Profitability Over
Past 3 Years

30 77

25
19

20
14

15

10

<0% 0% 1%- 6%- 11%- 16%- >20%
5% 10% 15% 20%

25

20

15

10

Average Annual Sales Growth Over
Past 3 Years

21

17

12
10

<0% 0% 1%- 6%- 11%- 16%- >20%
5% 10% 15% 20%
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14

Profitability by Stage of Business

13

(<0% ) 0%

(1% -5%) (6% - 10%) (11% - 15%) (16% - 20%)

(>20% )

B Growth
B Mature
Startup

M Transitional

Examining profitability by NAICS sector confirms that some business in the Manufacturing (32, 33) and

Professional, Scientific, and Technical Sectors (54) are finding it difficult to meet their profitability
objectives, especially those in the Mature or Transformational Stage of Business.

NAICS Sector

Profitability Levels 21 23 32 33 42 44

(<0% ) 0O 0 0 2 0 O
(0%) 0 0 2 1 0 O
(1% - 5%) 0 2 4 3 4 1
(6% - 10%) 1 1 1 3 3 1
(11% - 15%) o 1 2 2 1 1
(16% - 20%) 0 0 1 1 1 o0
(>20%) O 0 1 0 0 1

48 51
0 1
0 1
1 0
0 1
0 1
0 O
0 O

52

L O N OB, N O

53

O O ON O O

54

R RPN O DN BR

56

O O, K b OO

62

O O O O O O

81 Grand Total

1

O O O O = O

5
7
27
19
14
4
4

Respondents were asked to select factors that presented the greatest challenges to their company’s

profitability. The most selected factors in order were:

1. Current customer/industry margins are low and are reaching commodization.
2. Demand is unstable or declining from primary customer.

3. Inability to find a skilled workforce.
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Key Challenges to Profitability?

Inability to Find Skilled Workforce
Inefficient Processes

Problems with Financing
Problems with Competitors
Customer Awareness

Obsolescence - Product, Process, Technology,...
Military Downsizing/Reduced Gov't Spending
Foreign Competition
Low Customer/Industry Margins

High Dependency on One Customer/Industry
Unstable/Declining Demand from Primary Customer

Why is Growth Strategy Important?
. 50
Business Growth and Strategy A5 44
40 40

, . 40
With very few exceptions, respondents 35
are exploring business growth 30 29 -
strategies. Key motivations for growth | 25
include the need to increase market 20
share, meet profit expectations, and 13
avoid layoffs. These motivations were c
most strongly expressed by 0
companies in the Manufacturing and Need New Have Excess Meet Profit Avoid Layoffs Increase
Professional, Scientific, and Technical Revenue Capacity  Expectations Market Share

- . Sources

sectors; specifically, those in the

Mature and Transitional Stages of Business.
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Respondents reported that their companies are exploring a combination of growth strategies to thrive.

Which Growth Strategies Are You Considering?

Improving Efficiencies

R&D Commercialization

Market Focus

Mergers & Acquisitions

Existing Product/Market Expansion

Existing Product/New Markets

New Products/Existing Markets

New Products/New Markets

New product/service innovations to new and existing markets, expanding market penetration for existing
products and improving efficiencies were the most frequently selected strategies under consideration.

Sales and marketing training was the most common resource needed to pursue a growth strategy initiative.
In line with the previously reported lower profitability levels, capital was the second most needed resource.
About one fourth of respondents reported they needed market research and defined benchmarks to better
position their companies for growth. Efficiency improvements such as equipment or facility upgrades,
workforce training, and technology upgrades were each selected by about 20 percent of respondents.
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35
30
25
20
15
10

o un

Resources Needed to Pursue Growth Strategy

38

Defined Market
Benchmarks Research

Equipmentand Marketing

Training

Technology Capital

Resources Need to Pursue Growth By NAICS Sector

Defined Benchmarks
Market Research

Workforce Training

Equipment and Facility Upgrades

Marketing Training
Technology

Capital

m32
m33
ma2
m54

100%

Looking at the data from
an industry sector
standpoint, workforce
training, followed by
upgrades in technology
as well as equipment
and facility are the top
three resources needed
for growth by the
Wholesale Trade (42)
sector. The Professional,
Scientific, and Technical
(54) sector need market
research, marketing

training, and defined benchmarks. Manufacturing sectors 32 and 33 need facility and equipment upgrades,

capital, marketing training, and defined benchmarks to pursue a growth strategy.
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Do You have a Business Plan?

company each for the Growth and Startup Stages.

The majority of respondents reported their companies
had a business plan. The majority of those who did not
have a business plan are either in the Mature or
Transitional Stage of Business.

Twelve respondents said they needed assistance to
develop a business or strategic plan. These
companies represented the Manufacturing (32, 33),
Wholesale Trade (42), Professional, Scientific, &
Technical (54, 56), and Other Services (81) sectors.
Six of these companies were in the Transitional Stage
of Business, four were in the Mature Stage, and one

Performance Compared to Competitors

2

B Much Higher
H Higher

Half of responding Colorado
companies believe their performance is
higher than that of their competitors.
For the most part, the remaining

W About the Same | companies (40 percent) think their
m Lower performance is just as good as their
® Much Lower competition.

Over three quarters of respondents said they had a strategic plan in place and regularly monitored their
company’s progress to ensure that the plan was being followed.

Is There a Strategic Plan in
Place?

Is Progress Regularly
Benchmarked to Plan?
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Companies with a business plan in place were able to attain higher sales growth and profitability levels than
companies operating without a plan.

(>20% )
(16% - 20%)
11% - 15%
( )
6% - 10%

( )
(1% - 5%)
0%

(<0% )

Profitability:

Business Plan in Place

H No

M Yes

:

5 10 15 20 25 30

(>20%)
(16%-20%)
(11%-15%)
(6%-10%)
(1%-5%)
(0%)

(<0%)

Sales Growth:
Business Plan in Place

:

10 15 20 25 30

® No

H Yes

(>20% )
(16% - 20%)
(11% - 15%)

(6% - 10%)
(1% - 5%)

0%

(<0% )

Profitability:

Progress Monitored Regularly

Against Strategic Plan

=

5 10 15 20 25 30

H No

M Yes

Sales Growth: Progress Monitored

(>20%)
(16%-20%)
(11%-15%)
(6%-10%)
(1%-5%)
(0%)

(<0%)

Against Strategic Plan

:

5 10 15 20 25 30

B No

M Yes
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International Business Development

One-third of the surveyed companies are currently participating in the global marketplace as sellers. As to
be expected, the Manufacturing (32, 33) sectors are a strong participant in the export marketplace, followed
by companies in the Professional, Scientific, and Technical (54) sector.

Needs Export Readiness
Assistance

Currently Exporting

Yes
8%

=
@

Currently Exporting By Sector

Waste Management & Remediation Services -56
Professional, Scientific& Technical -54
information -51

Retail Trade -44 B No

M Yes
Wholesale Trade -42

Manufacturing -33

Manufacturing -32

0 2 4 6 8 10 12 14 16

As to be expected, Manufacturing (32, 33) is a strong participant in the global export marketplace, followed
by companies in the Professional, Scientific, and Technical Service sector.
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Most export activity by Colorado companies represented in this survey is to the European Union, followed
by Canada. Companies are also participating in the growth markets of Mexico, Central and South America,

Africa, and China.

Export Destination

ASEAN: Burma, Brunei, Cambodia, Indonesia, Malaysia
Russia

Korea

Taiwan

Pakistan

India

Hong Kong

Japan

China

Middle East and North Africa
Africa

Australia

European Union

South America

Central America

Mexico

Canada

Profitability: Company is Currently Exporting

B No mYes
(<0% ) 0% (1% - 5%) (6% - (11% - (16% - (>20% )
10%) 15%) 20%)

It is important to note
that this survey does not
distinguish those
companies with a
dedicated export function
from those companies
that are fulfilling orders
placed by international
customers after an
Internet search.
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Government Procurement
Sells to Government

Federal, state, and local governments, along with the
related agencies and institutions, represent the largest
market anywhere in the world.

When asked if they are participating in this market, over
half said they sell to the government as a prime- or sub-
contractor.

Interested in Assistance
Regarding Government
Procurement

Over 20 percent of respondents indicated they were
interested in assistance or training regarding government
procurement, including marketing to the government,
contracting, and bidding.

The chart below illustrates the number and type of certified businesses that responded to this survey.

Small Disadvantaged
Business

(8a) 8%

1% HUB

3% Minority Owned

Business
8%
Woman Owned
N\ Business

Certified Businesses

10%

Veteran Owned
Business
6%

No Certification
64%
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Product or Service Development

Future New Product or Service
Introduction

As noted previously in the Business Growth &
Strategy section, innovation is one factor that will
be contributing to growth strategies currently under
consideration. Almost two-thirds of respondents
reported their company planned to launch a new
product.

Some respondents said their company could
benefit from engineering or technical assistance to
develop a new product or implement process
improvements. Commercialization assistance was
indicated as a need by companies in the Mature

and Transitional Stage of Business.

R&D Assistance Needed

Yes, 5

Commercialization Assistance
Needed

Yes, 6

/

IP Ownership is Important

to Business
Yes,
16,

Iza%

Innovation capacity is often measured by the ownership of
intellectual property such as patents, copyrights, trademarks, or
trade secrets. Twenty-three percent of respondents claimed that
[IP ownership is important to their business.

coBe
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Capital Acquisition

and Finance Sources of Financing
Reliable access to 100 9T
capital is an important 0
condition for business 80
growth and 70

_ 60
sustainability. Survey 50
participants were asked 40 33
what resources were 30
used to finance their 20 14
businesses. 10 8 5 . I
Overwhelmingly, 0 [ |
companies reported Personal  SBA Loans Other Loans Family and investers Grants
using personal funds as Funds Friends
their source of capital.

Seeking Additional Overgll, one.-f.ourth .Of the. respondents indicated thgy would be
Financing seeking additional financing. Represented sectors included
Manufacturing (32,33) Trade (42,44,48) and Information (51) and
Yes,

18

Professional Services ( 54,56) and Other Services (81). More than
half were in the Transitional Stage of Business.

Almost the same number said they have experienced some
difficulty obtaining financing. Companies that said that they need
assistance or training to obtain financing represented the
aformentioned industry sectors.

Problems Obtaining Financing

Yes, 16

Need Assistance to Obtain
Financing

Yes, 12
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Infrastructure and Efficiency Improvements

Infrastructure and efficiency investments can increase productivity, contain costs for energy and other
inputs, and upgrade asset values. As indicated previously in this report, infrastructure and efficiency
improvements are part of growth strategies under consideration by responding companies.

Infrastructure & Efficiency Plans

Do you need assistance or training for
environmental or energy management issues?

Do you need assistance or training for
infrastructure or operational efficiencies?

Is your business looking at alternative energy
technologies to provide some of your energy
needs?

M Yes
Are you looking at replacing equipment or
technology to comply with government
regulations?

H No

Planning on Replacing Equipment/Technology
to Improve Energy or Water Effeciencies

Planning to Acquire, Construct, Expand,
Renovate, or Add New Buildings
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Human Resources

Workforce issues were cited as one of the leading challenges to profitability. Survey participants indicated
their level of agreement to 11 statements describing workforce interactions that could impact
competitiveness, revenue generation, and competitiveness. The statements are as follows and responses
are illustrated in the chart below.

= © e N ok~

We have an effective sales process and a well-trained sales force.

We have sufficient marketing resources to support business growth.

We have an effective training process and methods in place for staff development.

We have employees with diverse capabilities that can adapt to change quickly & easily.
We have engaged and effective leadership at all levels of the organization.

Entry-level employees often lack the skills needed to advance.

Educators and guidance counselors lack awareness of career opportunities in my industry.
Some incumbent workers could benefit from training in technology and other skills.

Our workers could benefit from training in leadership and management.

. There is good collaboration and integration between our supply chain and product development

partners.

11. We have an effective quality management system in place.

Workers Could Benefit from Leadership Training

Effective Sales Process & Well-Trained Sales Team

Workforce Issues

Effective Quality Management System

Collaboration between Supply and Product...

Incumbent Workers Could Benefit from...
Lack of Awareness of Career Opportunties
Entry-Level Employees Lack Skills
Effective Leadership
Employees have Diverse Capabilities
Training Process/Methods is Effective

Marketing Resources can Support Growth

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

B Strongly Agree M Agree Neither Agree nor Disagree M Disagree M Strongly Disagree
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More than 60 percent of respondents were in agreement that their workers could benefit from training in
technology and for leadership and management development. Thirty percent were concerned their
business did not have the appropriate marketing resources to support growth. More than 25 percent
believed that entry-level employees often lacked the necessary skills to advance in their organization.

Business Management and Ownership

Corporations represented the largest number of respondent

companies. More than 40 percent said their business was a Legal Status of Company
family business as indicated in the chart below, and 20 of these
businesses are in the Transitional Stage of Business Sole

Propriet

or,0 __LLC, 16
Partners

hip, 2

representing the Manufacturing, Trade, Information and
Professional Services sectors.

Two-thirds of these family businesses indicated they expected
their successor as president would be a family member.

Corporat

Approximately half of survey participants do not have a o 5

succession plan for their business. This creates a threat to the

business’s local community in regards to economic sustainability. Succession planning reduces the risk of a
business going defunct should the key man be removed unexpectantly from the business, and minimizes
the negative impact to local employment and tax revenues. Roughly one-fourth of respondents said they
needed assistance developing a succession plan or exit strategy.

Business Ownership and Succession Planning

Needs Assistance Developing a Succession Plan
or Exit Strategy

Has Succession Plan or Exit Strategy
H Yes

Future Successor as President will be a Family
Member?

H No

Family in Business
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Employment

Respondent companies reported they employed 2,506 people full-time along with 17 percent, or 442
persons, employed part-time. These companies also reported they were looking to fill 88.5 open positions.

Employment Represented By Respondents
4000
2506
2000
442 88.5
0 I
Full-time Employees Part-time Employees Open Positions

Employment by Classification Full-time Employees Part-time Employees Open Positions

MANAGERS 185 1 2
PROFESSIONALS 330 25 2
TECHNICIANS 120 8 1
SALES 213 1 3
OFFICE AND CLERICAL 171 39 1
SKILLED 262 4 6
SEMI-SKILLED 88 5 0
UNSKILLED 125 9 3
SERVICE WORKERS 79 a4 0
Average Hourly Wage

545 <3348
240 $33.70 $31.37
$35 S
$30

25
gzo $17.26 41600 >18.47
<15 12.25
$10

S5

SO

> 5 S S . 9 Q 9 S
& & & ¥ & ¢ © & &
¥ © & ° & o S o S5
) & R o K\ S <+
N & & N & &
& &Y o
& &
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Training Delivery and Location Preference

Survey participants were asked what types of training their companies needed. Of the respondents who
answered this question, Marketing was the top topic, followed by Sales Training and Workforce
Development.

Training Needs

40 36
35
30 22
25 19
20 14 14
15
10 5
: -
0
Sales Marketing Quality Supply Chain  Workforce  Multimedia
Management Management Development including
Web

Development

When asked for their training delivery and location preferences, the graphs below indicate a slightly
stronger preference for face-to-face training onsite followed by on-line training for the respondent and
management team. On-line training and hybrid training for workers were more preferable to offsite training
by almost 2 to 1.

Training Delivery Preferences

Hybrid
Online
= For Workers
M For Managerial Staff
Offsite M For You
At facility

Page 23




Appendix |

North American Industrial Classification System (NAICS) Sector Number with Description

Sector number
"
21
22
23
31-33
42
44-45
48-49
5
52
53
54
55
56
61
62
Al
72
81
92

Description
Agriculture, Forestry, Fishing and Hunting
Mining
Utilities
Construction
Manufacturing
Wholesale Trade
Retail Trade
Transportation and Warehousing
Information
Finance and Insurance
Real Estate and Rental and Leasing
Professional, Scientific, and Technical Services
Management of Companies and Enterprises
Administrative and Support and Waste Management and Remediation Services
Education Services
Health Care and Social Assistance
Arts, Entertainment, and Recreation
Accommodation and Food Services
Other Services (except Public Administration)
Public Administration

CSBbc
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Appendix Il

Survey Results

Colorado Statewide Business Meeds Assessmeant
Fespondents: 92 displayed, 52 total Sitatus:

Launched Date: 0aa201z Closed Dale:

1. Wnat do you conskder to be the key challenges to your firm's profitabillty ?

Open

10312013

Total  Perent FONE AV
Unsiable or declining
demand from primary 33 36% na n/a
CLESAMETS.
High dependency on one
ciestomerindusiry. 14 15% na ma
Curresnt cusiomerindustry
margins are low andior are T 41% na na
reaching commoditzation.
Forelgn competition. 11 12% na nia
Downstzing of
milltary/reduced govemment 1 12% nia nia
spanding.
Obsplescence - product,
pocess, technology, andior [ " na nia
promation.
Awareness of what 1s going . .
on with my cusiomers. s % ma 3
Probiems with competiiors. 11 12% n'a na
Problems with financing. 14 15% n'a na
InefMiclent processes. 3 3% na na
Inability i find skilled , .
workforze. 2B % na na
Tolal Respondents 91
{skipped this question) 1
2. Overthe last 3 years, or since start-up (whichever |5 shorer) your firm's performances compared to compettors has been:
Fesponse Response

Tota e Points  Awvg
Much higher & 10% na n'a
Higher 32 40% n/a r/a
About the same =] A42% na n'a
Lower 5 % na n'a
Much |ower 2 % na nla

Total Respondents B1 100%
(skipped this guestion) 11
3. Over the last 3 years, or since stari-up (whichever |s shorer) please estimate your firm's average annual proftabiity:
Response  Response

Total | Pement TOME AV
1% 5 6% n'a nfa
% 7 9% n'a nia
1% - 5% 28 35% na nia
5% - 10% 19 23% na nfa
11% - 15% 14 1% na nia
16% - 20% = 5% n'a nia
=20% 4 5% n'a nia

Tuotal Respondents &1 100%

hittp:/{ surveyasp.uww.edu/selecsurveynet/PrintOverview.aspx ?Survey ID=181 L SnaM[2/22/2013 3:00:45 PM]
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{sklpped this question) 11
4. Annual sales growth
Response  Response
Total  Pement TUME AV
=0% (1 Poinis) 13 16% 13 13
0% (2 Points) 8 10% 16 16
1% - 5% (3 Points) 21 2% 63 63
6% - 10% (4 Poinks) 17 21% B3 &3
11% - 15% (5 Points) 10 12% 50 =0
16% - 20% (6 Points) T % 42 42
=20% (7 Points) 5 6% 35 25
Total Respondenis 81 100%
Total Responses a1
Total Points Eamed 287
Point Average  3.54
Point Welghted Average 3.5
(Ebipped this question) 11
5. |5 your fiem explonng a business growth strategy?
Response Response :
Tatal Percent UTE AV
YEE 63 Ba% na na
No -] 1% na na
Total Respondenis 76
{skipped this question) 16
6. ‘Why 5 a successiul growth effort critical to your irm's health?
Respanse  Respanse .
Total Percent Pl Aig
WiThout new revenue
GOUMCES, We may not 30 % E il 30
sunvive. (1 Points)
We have excess
24 % b} 24
capachy. (1 Points)
We need to mest proft
expectations. {1 Points) 40 4% 40
We want to avold |ayodts.
{1 Poinis) 40 4% a0
We need 1o regain or
Increase market share o 45 S5i% 45 45
Insure survival. {1 Points)
Total Respondents: B2
Total Responses ira
Total Poinis Eamed ira
Paint Average 218
Point Weighted Average 069
(Eipped this question) 10
7. Which growth strategles are you considering ™
Response  Response
Total | Pement  LOnE AV
New producisisenvices for
44 A% 44 44
HEW markess (1 Points)
Hew producisiservices
deveioped for EXISTING a1 E2% Bl 21
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markets (1 Points)

Exisfing producis or
capablities targeted to

MEW markets, Inchuding 2 2% o 2
exporis (1 Poinis)
Exising products or
capanlities targatad to
MW CLESINTIEDE 1N 41 0% 41 41
CURRENT markeds (1
Puoints)
Mergeracquistion 1
Points) 22 2% 22 22
Shift focus Trom
technology-driven o 4 5% 4 4
market-driven (1 Polints)
Commercialization of RAD
{1 Points) 4 5% 4 4
Improving emMencies (1
Paints) 41 50% 41 41
Tatal Respondents a2
Total Responses 228
Total Points Eamed 228
Paint Average 278
Point Welghted Average  [L74
{skipped this question) 10
B. Do you have a business plan?
Response  Response
Points A
Tl Percent " =
L= a5 T3% na nia
No 20 27T% na nia
Todal Respondents Fi
{slippad this question)) 17
5. |5 there a strateglc plan n place?
Response  Response
Taotal Percent poinis Avg
L= 58 TE% nia nia
No 13 24% nia nia
Total Respondentis TG
{skipped this question) 16
10. |5 progress monfiored regulany to assure that the strateglc plan |s being followed?
Response  Responsa
Taotal Percent poinis Avg
L= 57 T nia nia
Ho 17 3% na na
Total Respondenis 74
(skipped this question) 18
11. What resources would you nesd to pursue 3 growth strateqy inlfiative 7
Response Response .
Total Pencent Foint= Aig
Defined plan for Intatve
Including objectives and 24 2% 24 24
measuwements (1 Points)
Market research (1 Points) 25 2% 25 26

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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Warkforce training (1

Singapare, Thaland,
Vietnam)

Paints) 19 Z23% 19 19
EquipmentTaciity
improvement (1 Points) H m e =
Marketing and sales
34 43% k2] 30
training {1 Points)
Technology upgrades and
training {1 Points) = 2% “ =0
Capital 37 45% o 1]
Todal Respondents B2
Taotal Responses 166
Total Paoints Eamed 145
Paint Average 182
Point Welghted Average 0U56
{skipped this question) 10
12. Do you need assistance to develop a business of 3 sirategic plan?
Response Response Points A
Tofal  Pement D
Y5 13 18% n'a n'a
ND 61 B2% na na
Total Respondents 74
{sklpped this question) 18
13. Cumenily exporting
Response  Response
T
Yes 24 3% r'a nia
N 51 EA% n'a nia
Total Respondents 75
{skipped thils question) 17
14. Export destination
Response  Response
Total  Pement 0= AV
Canada 15 18% nia nia
Mexico 10 12% nia nia
Central America & ™ nia nia
South Amenca 10 1% rifa nfa
European Linkon 18 2% na nia
Australla g9 11% nia nia
Alfica 4 % nia nia
Middie East and North
Africa ] 1% fifa ffa
China 11 13% nia nia
Japan 10 12% nia nia
Hong Kong SAR o % nia nia
Irdla 3 4% rfa rfa
Pakistan 2 2% na nia
Taiwan 4 % nia nia
Korea ] 11% nia nia
Russla g 10% na nia
ASEAN (Burma, Brmnel,
Cambodia, Indonesla,
Malaysla, Laos, Philippines, B % nia nia

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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Toltal Respondents a2

{skippad Mis question) 10

15. Export readiness assisiance

Response Response

Total | Pement  Ome  AVg
b= T % na n'a
No ] 1% na na
Total Respondents 75
[skipped this question) 17
16. Sells o gn’ﬂ!mmeﬂ‘l
Responsa  Responsa
Total  Percen (O AVD
YEB az 5% na na
No 3z 43% n'a n/a
Tolal Respondents T4
{skipped Mic question) 18
17. Business certfcations
Response Respomse
Total  Percent OB AV
Eia) 1 1% nia nia
Smal Disadvantaged .
— & 5% nia nia
HUB Zone 2 3% nia nia
Minorty Cwned Business B B% nia nia
Voman Owned Business 7 o% na na
Veteran Cremed Business 4 5% nia nia
Mot certifed s any of ) .
e e &7 s9% nia nia
Total Respondents 79
(skipped tis question) 13
RESpONEE  RESpONSe
Total  Perceng D OnE AV
YER 18 24% na  na
No 56 TE% nia nia
Total Respondents 74
[skipped tis question) 16
19, Mew product development
RESpONSE  RESpONsa
Total  Percent O AVD
b= a1 56% n'a n'a
e 3z a4% na na
Total Respondents 73
{skipped Mis question) 19
20, Pratolype and engineesing assistance
Response Response _
Total  Percent D= AV
b= =] 8% nia nia
e ] W% na_ ma

Taotal Respondents T3

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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{skipped this question) 19

1. 1P ownershlp

Responee Response

Total  Percent Avg
TEE 16 22% nia nia
No 56 TE8% nia nia
Total Respondentis T2
{skipped this question) 20
22, Idea evaluation assistance
Response Response :
Total  Percent | OE AV
YEE -] B% nia nia
N &7 2% nia nia
Taotal Respondents T3
{skipped thls guestion) 19
73. Seeking addibonal inancing
Response Response
Total  Percent TONE AVD
Y5 19 6% na ra
Ho 34 T4% na nia
Tolal Respondents T3
{slippad this question) 13
24. Finance sources
Response Response
Total  Pemem O AV
Personal equity i 6% r'a nia
SBA loans g 107% na nia
Other loans, debt
| )
nnansng M 44% n'a nia
Family and'or friends S 5% na nia
IMvEsIon equity 14 18% n'a nia
RAD granis 1 1% na nia
Todal Respondents 7T
[skipped this question) 15
75. Problems getting financing
Response  Responsa
Taotal Percent poinis Avg
L= 17 23% nia nia
Ho 56 T na na
Total Respondenis 73
(skipped this question) 19
6. Financing assistance
Response Response Foints  Awg
Todal Percent
Yeb 13 18% n'a n'a
No &0 2% n'a n'a

Total Respondents 73

{skipped this question) 19

27. Expansion plans

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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Response Raspomse
Total  Percent TONE AVD
Yes 20 7% na nia
No 53 7% na_ na
Total Respondents. 73
{skipped this question) 19
74, IMprove energyiwaler emciency
Response Response
Told  Perent o0 AVD
Yes 20 27% n'a na
No 53 Ta% na_ na
Total Respondents. 73
\sMipped Mis question) 19
79, Improve energyiwaler eMciency
Response Response )
Total  Perent FONE AV
b= =] B% nia nia
NO =] 02% nia na
Total Respondents 71
{sKipped Mis queston) 21
30. AMemative energy technalogles
Response Responss
Totml  Pement  TOME AVD
Yes 15 21% na  na
No 57 7% na  na
Tolal Respondents 72
[skipped this queston) 20
31. Lean tralning
RESpONse Response
I
Tes 10 14% na  na
No &3 Be% na_ na
Total Respondents 73
{sMpped Mis question) 19
32. Energy management assisiance
RESpONSE Response
Total  Percent L onE  AVD
s 10 14% na _ na
No 63 B6% nfa na
Total Respondents 73
{shpped Mis question) 19
33. Please Indicate your level of agreement with ihe Tollowing statements:
Strongly Agree Agree Meutral Disagrea DT ¥ Response Points Avg
{5 Points) {4 Points) {3 Points) {2 Painis) SiEagres otal
{1 Poinis)
We have an
effective
::';’::ffsa 12.56% (I45pls) 37.14% (26){104pis) 31.43% (22)(56pts) 17.14% (12)24pts} 1.43% (1)ipls) 70 240 343
trained sales
Tonce.

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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We have
sufMclent

marketing

TEEDINTEE 0 B.7% (6)(30pis) 42.03% [20){116pis) 16.84% (13)[30pts) 27 54% [19)(36pis) 2.9% (2)(2pts)
support

busIness

growih.

225

326

We have an
efective

training

process and  B.7% (6)(30pis) 39.13% [27){108pis) 36.23% (25)(75pts) 14.40% [10)20pts) 1.45% (1) 1pts)
methods In

place for stalf

development.

234

338

We have
BMplOyeEs

'wihh dverse

capaniiities

that can 14.71% (10)(S00ts) 50% (34){136pés) 32.35% (23){GGpts) 2.04% (Zjdpts) 0% (D)0Opts)
axdagt to

change

quickly &

easlly.

256

3.76

We have
engaged &

effective

ieagarship at 17.39% (12)(50pts) 44.93% (31){124pis) 26 00% (20)(60pts) B.7% (E)12pts) 0% (D)Dpts)
all levels of

the

peganization.

256

M

Entry-leved
employees

often lack the 14.49% (10)(50pts) 30.43% (21)(84pts) 27.54% (19){S7ots) 20.20% [14){26pts) 7.25% (5)Spts)
skllls needed

{0 advance.

224

Educators &

quidance

COURGEIONs

lack

awareness of 20.59% (14)(70pts) 29.41% (20){80pts) 35.29% (24){72pts) 10.29% (T)14pts) 4.41% (3} 3pis)
carees

oppartunities

In my

Indusiry.

239

351

Some

Incumibent

WOTKETS

could benefit 13.04% (D)45pts) 57.97% [40)160pis) 21.74% (15){45pts) 7.25% [S){10pds) 0% (D)Dpts)
from training

In technobogy

& oiher skills.

260

=

Our workerns
could benefit
from training
In leadarship
z
management.

13.04% (9)4Spis) 57.97% (40){160pis) 23.19% (16)(4Bpts) 4.35% (3)Epts) 1.45% (1)(1pts)

260

377

Thare is good
collabaoration
& Integration
babwEen our
SUpPIY chain
& product
avelopment
partners.

E.06% (4){20pts) 34.B5% (23)92pts) 50% (33)(9opts)  £.06% (4)Bpts) 3.03% (2)Zpts)

221

3.35

Wie have an
effective

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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man ot 1E-16% (11)[550ts) 47 06% (32)|128pts) 25% (17)(S1pts)  7.35% (S){10pis) 4.41% (33pE) 68 247 3563
Eystem In
place.
Total Respondents 70
Total Responses 754
Total Points Eamed 2662
Point Average  3.53
Point Welghled Average  3.53
(sklpped this guestion) 22
4. Functional training nesds
Response Response .o A
Todal Pefcent
Sales 23 % na na
Marketing ar 49% nfa na
Quallty Management 14 19% na na
Supply Chain _ ) )
Jaan: ent [ % na na
Warkforce Developmeant 20 27% na na
Mulimesdia including Web
Development 15 20% na na
Total Respondenis T3
{skipped this question) 17
35. What Is the legal status of your company?
Response Response
Total P Paints  Awg
Sole Proprietorship [1 0% nia nia
Lc 16 23% nia nla
Partnership 2 1% nia n'a
Corporation 53 T5% na na
Total Respondents 71 1007%
{skipped this guestion) 1
35. Family In Business
Response  Responsa
Total  Percen (O AVD
TEE 40 STh n'a na
i 30 A3% n'a nia
Tolal Respondents 70
{skipped this guestion) 23
37. Do you Imtend for the fulure successor, 35 preskent of your business, io be @ Tamily member?
Response  Response
Total  Pement UM AVD
YEE e % n'a nia
N 43 59% na nia
Total Respondenis Il
(skipped this question) 21
34. Do you have a SUCCEGEINN Man of an exit sirateqy for your business?
Response Response
Total | Pement UM AVD
Y5 35 S na n'a
No 35 0% nia n'a

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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Total Respondentis Ta
(skipped this question) e

39. Do you need assistance developing a successlon plan or exit srategy 7

Respanse Response o

Total  Percent Aig
Yes 18 6% na  nia
No 52 78% W2 na

Total Respondents: 70
{skipped this question) 2

40. Ful-ime
Response
Average
3016
Total Respondents 64
(skipped this quesbion) 2B

41. How many part-ime employees do you have?
Response
AvaErage
7.13
Total Respondents B2
(skipped this question) 30

42. Open postions
Response
Average
1.38
Total Respondents B4
[skipped this quesbon) 2B

43. Mumber of Employess by Classfication

Response

Total
| " | OFFICIALS & MAMAGERS 74
|_*i" | pROFESSIONALS &1
| M | TECHMICIANS 52
| i | saEs 62
| " | OFFICE AND CLERICAL 0
|_*iw | CRAFT WORKERS (SKILLED) 26
|1 | OPERATIVES (SEMI-SKILLED) 24
|_view | | ABDRERS (UNSKILLED) z2
| Y | SERVICE WORKERS 20

Total Respondents 45
[skipped this question) 47

44, Train preferences

Hybetd fraiiin
Faﬁmf’; @ Face ":mm ™ Grine raming .jranTm Sacewn Rﬁfﬂ“ Ponts  Avg

oniline moduie)
For you 33.33% (2] 1905% (12)  26.88% (17]  20.63% (13) £3 nia na
For managenal st 4% (7) | 176S% (12)  2206% (15)  2206% (15) £8 nia na

hittp:/fsurveyasp.uww.edu/selectsurveynet/PrintOverview.asm ?SurveyID=181 | Sn4M[2/22/2013 3:00:45 PM]
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JFor workers 34.38% (22) 14.06% (3) 23.44% [15) 26.12% {18) [ n'a na |l
| Total Respondents 56
{skipped this question) 36

hittp:/{ surveyasp.uww.edu/selecsurveynet/PrintOverview.aspx ?SurveyID=181 | SnaM[2/22/2013 3:00:45 PM]
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Appendix I

Profitability

[

Colorado Statewide Business Needs Assessment

Profitability

1. What do you consider to be the key challenges to your firm's profitability ?

Unstable or declining demand from primary customers.

High dependency on one customer/industry.

Current customer/industry margins are low and/or are reaching commaoditization.
Foreign competition.

Downsizing of military/reduced government spending.
Obsolescence - product, process, technology, andfor promaotion.
Awareness of what is going on with my customers.

Problems with competitors.

Problems with financing.

Inefficient processes.

Inability to find skilled workforce.

2. Owerthe last 3 years, or since start-up (whichever s shorier) your inTs performance compared fo competitors has besn:

3. Owerthe last 3 years, orsince start-up (whichever |5 shorer) please estimate your imTs avesage annual proftaolity:

>20%

4. Owerthe last 3 years, or since start-up (whichever |5 shorer) piease estimate your M verage anual 53les growiic
<0% 0% 1% - 5% 6% - 10% 11% - 15% 16% - 20%

| mest || save || Cancal |

Page 1 of 11

Much higher Higher About the same Lower Much lower

< 0% e ] 1% - 5% 6% - 10% 11% - 15% 16% - 20%

=20%

httpsfisurveyasp.uww. edu/selecsurveynet/ TakeSurvey. aspx PageNumber =1BSurveyID=76LL S5nm5[ 3/6/2013 2:30:09 PM]
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Business Growth & Strategy

[

Colorado Statewide Business Needs Assessment

Page 2 of 11

Business Growth & Strategy

5. Is your fim exploring a business growth strategy?
Yes No

6. Whyls a successiul growih effort ciitical to your irm's health?
Please sslect ol that apply.
Without new revenue sources, we may not survive.
We have excess capacity.
We need to meet profit expectations.
We want to avoid layoffs.
We need to regain or increase market share to insure survival.

7. Wnich growth Stralegies e you considering ?

Please sslect ol that apply.
Mew products/services for NEW markets
Mew products/services developed for EXISTING markets
Existing preducts or capabilities targeted to NEW markets, including exports
Existing preducts or capabilities targeted to new customers in CURRENT markets
Merger/acquistion
Shift focus from technology-driven to market-driven
Commercialization of RED
Improving effiencies

8. Doyou have a business plan?
Yes No

9. Ishere a siaiagic plan In piace?
Yes No

10. Is progress monitored reguiarty to assure that the strategic plan is being Tollowed?

Yes Mo

it surveyasp.uww.edu/selecsurveynet TakeSurvey.asps] 3/6/2013 2:30:31 PM]
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International Business Development

[

Colorado Statewide Business Needs Assessment

Page 3 of 11
International Business Development

13. Is your company cumently exporting?

Yes Mo

14. whese?

Canada

Mexico

Central America

South America

Eurcpean Union

Australia

Africa

Middle East and Morth Africa
China

Japan

Hong Kong SAR

India

Pakistan

Taiwan

Korea

Russia

ASEAN (Burma, Brunei, Cambedia, Indonesia, Malaysia, Laos, Phillippines, Singapore, Thailand, Vietnam)

15. Do you nesd assistance or fraining in assessing your readness o export to infemational markets?

Yes Mo

[ Back |[ Mext |[ save || tancel |
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Procurement and Marketing to the Govermment

[

Colorado Statewide Business Needs Assessment

Page 4 of 11
Procurement and Marketing to the Government

16. Do you cumently s=il o any local, state, or federal govemment agencies ?

Yes Mo

17. Is your business certified In any of the Tollowing programs:

8(a)

Small Disadvantaged Business
HUB Zone

Minority Owned Business
Woman Owned Business
Veteran Owned Business

Mot certified as any of the above

18. Do you need assistance or fraining in government marketing, procurement, biddng, eic 7

Yes Mo

| Back |[ MNext |[ save || tancel |

Small Business Development Center Network

1625 Broadway, Suite 2700 Denver, CO 80202 303-892-3840 303-892-3848
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Product or Service Development

[

Colorado Statewide Business Needs Assessment

Page 5 of 11
Product or Service Development

19. Is your business pianning on launching a new product or senice?

Yes Mo
210 Do you nesd engineering or lechnical assistance developing a new product ™

Yes Mo
21. Does your company hokd any patents of copyrighis?

Yes Mo
22. Do you nesd any ldea evalusiion assstance o defamine the opportunity for commestiallzation 7

Yes Mo

[ Back H Mext H Save ][Eance]

Small Business Development Center Network

1625 Broadway, Suite 2700 Denver, CO 80202 303-892-3840 303-892-3848
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Page 40



Capital Acquisition and Finance

[

Colorado Statewide Business Needs Assessment

Page 6 of 11
—— 1
Capital Acquisition and Finance

23. Am you sesking additional financing {loans, private Investmends) fior your business at this time?

Yes Mo
24, How |5 your DBUBINess Tnanced”

Personal equity SBA loans Other loans, debt financing

Family and/or friends Investor equity R&D grants
25. s your company having protiems obiaining financing?

Yes MNo
26. Do you need capital acquisition of inancing assictance?

Yes Mo

Back ] [ Mext ] [ Save ] [ Cance
Small Business Development Center Network
1625 Broadway, Suite 2700 Denver, CO 80202 303-892-3840 303-892-3848
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Infrastructure and Efficiency Improvements

[

Colorado Statewide Business Needs Assessment

Page 7 of 11
Infrastructure and Efficiency Improvements
27. Is your business planning to acguire, construct, expand, renovate or add any new buildings?
Yes Mo
28. Are you looking at replacing equipment or technology to improve energy or water effidency?
Yes Mo
29, Are you looking at replacing equipment or technology to comply with government regulations?
Yes Mo
30. Is your business looking at alternative energy technologies to provide some of your energy needs?
Yes Mo
31. Do you need assistance or training for infrastructure or operational efficiencies?
Yes Mo

32. Do you need assistance or training for environmental or energy management issues?

Yes Mo

[ Back |[ Next |[ save || Cancel |
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Human Resources

[

Colorado Statewide Business Needs Assessment

Human Resources

33. Please indicate your level of agreement with the following statements:

Strongly
Agree Agree MNeutral

We have an effective

sales process and a

well-trained sales force.

We have sufficient
marketing resources to

support business
growth.

We have an effective
training process and
methods in place for
staff development.

We have employees
with diverse capabilities
that can adapt to
change quickly & easily.

We have engaged &
effective leadership at
all levels of the
organization.
Entry-level employees
often lack the =kills
needed to advance.
Educators & guidance
counselors lack
awareness of career
opportunities in my
industry.

Some incumbent
workers could benefit
from training in
technology & other

itz fsurveyasp.uww.edu/selecsurveynet TakeSurvey.asps] 3/6/2013 2:38:41 PM]

Disagree

Page 8 of 11

Strongly
Disagree
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Business Management and Owrership

[

Colorado Statewide Business Needs Assessment

Page 9 of 11
Business Management and Ownership
35. What Is e legal stiahus of your company?
Sole Proprietorship
Lc
Partnership
Corporation

36. Is there family Involvement In the business™

Yes Mo

37. Do you imend fior e fulure SUCCesson, 35 president of your business, to be 3 family member?
Yes Mo

38. Do you have a3 succession pian or an exit straiegy for your business?
Yes Mo

39. Do you need assistance developing a succession plan or exit strategy?

Yes Mo

[ Back |[ mMext |[ save || tancel |
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Colorado Statewide Business Needs Assessment

Employment

B0, Fow rmy Ful-Sre smployssm to you Saval

#1. Fow rmy pat-Sms smsicysss & you haveT

#3. Noumber ol Empioysan by Classfication

Full-time by Class

WORKERS
[SKILLED)
OFERATIVES
[SEMI-SKILLED])
LABORERS
[UNSKILLED)
SERNICE
WORKERS
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Part-time by Class
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Open positions by Class  Average Hourly Wage
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Training Delivery Method and Location Preference
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training
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For you
For managerial staff
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