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TONY:  Do you or your family member own your own business?  Could you use a little help?  Are you familiar with SCORE?  They have 350 chapters nationwide with over 13,000 retired business professionals as volunteers mentoring businesses.  They help over a half million business clients a year and so far since their founding in 1964 have helped nine million entrepreneurs.  Joining us today is David Maskey (SP?), certified mentor and chapter chair of SCORE Southeast Wisconsin Chapter 28 to share with us some of the resources that are available for small business owners as well as what an important role small businesses play in today’s U.S. economy.  Welcome David.

:50

DAVID:  Hello.

:48

JIM:  It’s great to have you on.  I’ve been looking forward to this conversation for a long time.  Why don’t we start out with you have a role at SCORE which is to help promote small businesses throughout the country.  Why don’t you share your perspective of why small businesses are so important to the U.S. economy as well as local communities?

1:08

DAVID:  Just from an individual standpoint, we know that about half of the small businesses that start fail within the first five years, and that data has been established over a long track record.  At SCORE, we’re in the business of trying to improve those odds.  We know for a fact that if a small business has a SCORE mentor and has worked with us for at least two or more sessions that those odds improve significantly and that’s our mission is to provide information and mentoring to small businesses and entrepreneurs across the country to help them start and improve their small businesses.

1:42

TONY:  Let’s tell our listeners what SCORE is.

1:43

DAVID:  SCORE is a national organization, but I’d like to back up just a second because we know for example that are almost 28 million businesses in the U.S. and just under 28, about 27.5 million of those small businesses account for about 50% of all the jobs that are in the United States.  A small business is defined by the U.S. government as a business with less than 500 employees.  We know that that small business generates a significant chunk of the U.S. employment and if small business is not successful or failing, that is a major impact on our U.S. economy as well as our local communities.  SCORE is a national organization.  It’s an all-volunteer organization.  It is actually part of the U.S. Small Business Administration, the SBA.  It was founded in 1964 actually as a department of the SBA.  The primary role at that point was to provide advice and assistance to the clients and to the customers of the SBA that were applying for loans.  Since that time, we’ve broadened our scope a bit and are actually reaching out beyond the SBA to find clients and to find entrepreneurs that need assistance in a variety of different ways.

2:55

TONY:  Tell us a little bit about how is SCORE funded.

2:56

DAVID:  SCORE initially was funded by the SBA and we received all of our funding from the SBA, but that’s sort of changed a little bit with our expanding mission and also the fact that as you know government sources are extremely tight and have been declining in recent years.  We really have three sources of funding.  We still receive about a third of the budget, I’m speaking now of our local chapter, but about a third of our budget has come from an SBA grant that happens as we apply every for that.  About a third of it comes from services we provide such as workshops and other events, and then a third of it comes from donations.  We’ve found that our successful clients are very willing to help us and that’s been a rising source of our funding.  As we have more successful clients, we also have more funding so we can help more entrepreneurs and more individuals to start and maintain their businesses.  That’s a change in our mission.  I’d like to back up just a little bit.  SCORE initially stood for the Service Core of Retired Executives and that’s how it was funded and that’s how it was known for many, many years.  We’ve changed our branding in recent years to reflect the change of our mentors.  We have many mentors now that are actually working in the business world and also volunteering their time for SCORE so we have moved away from that acronym.  The acronym is still our brand, but we’ve now moved to a different mission, a different way of recruiting our members or our volunteers.  We are looking for folks that are still in business who have the skills necessary to mentor small businesses.  We have a wide diversity now of mentors.  They may be retired, they may be still working, they may different ethnic mix so we are trying to be relevant to our clients.  As you know, a lot of the young entrepreneurs and that’s where a lot of the small businesses start today with our young folks, they look to a different demographic.  They’re looking for people who are relevant, people who have relevant skills and some of our retired folks less admit that have limited skills especially in the technology area.  We are looking for folks that have relevant skills and can help entrepreneurs of all different categories.

4:57

TONY:  You mentioned the mission of a few times.  Is that kind of the refreshed mission for where your organization is heading at this point?

5:05

DAVID:  The mission of SCORE is to provide guidance, mentoring and information that has real world value to entrepreneurs and small business owners to meet their needs and to help them create and maintain successful small businesses.  I’d like to emphasize the word real world because all of our mentors have real world business experience.  We’re not teaching out of a text book, we’re not teaching out of theory; we’re teaching out of actual experience because we’ve been there and done those things.  We’ve actually lived through many of the questions that our new entrepreneurs face.  Typical client for us could be someone in their 20s or 30s who has a great business idea, but no real business experience.  For example, they don’t really know how to set up an LLC, they have limited experience in marketing, they don’t know how to approach the distribution channels.  All those questions our mentors have been there and had those questions answered already.  We also have references we can give them to help them down that road.  That’s the real advantage of SCORE is that we have a lot of contacts from our past business experience, we have a lot of experience with how to do those things.  For example, we will recruit and we will interview those new mentors who are coming in and once they are accepted into our mentorship program they also go through a training program that is sponsored by the national SCORE organization.  That training program is a relatively short program.  It’s an on-line training program, but it helps new mentors understand and how to do mentoring which may not really been in their past experience.  They may be great business people, but they also need to learn how to ask the correct questions and how to point entrepreneurs in the right direction.  We’re not really focused on just using cookie-cutter advice; we’re actually listening a lot and we ask a lot of questions before we offer our advice and our suggestions.

6:50

JIM:  That sounds like an amazing amount of resource available to somebody who is looking for the help.  Why don’t we take a short break and when we come back, let’s talk about some of the business types that might benefit from SCORE, so please stay tuned.

7:05

BREAK

7:33
JIM:  Welcome back.  As we continue our conversation today with David Maskey (SP?) who is the certified mentor and chapter chair of SCORE in Southeast Wisconsin.  SCORE is a non-profit association dedicated to helping small businesses get off the ground, grow and achieve their goals through education and mentorship.  You before the break did a great job of explaining your mission, how you’re funded, what is SCORE.  Now I’m a business owner and I want to reach out for help.  What type of businesses might benefit from your organization?

8:02

DAVID:  We have a variety of business coming to SCORE.  They have a variety of backgrounds so about 30% of them come with a new businesses idea.  They’re not in business, they plan on going into business.  About 35% have already started a business.  They may be in the process of starting a business.  Another 35% are already in business.  They may have questions about their financial worksheets. They may have questions about how to read financial statements and those kinds of things.  It’s quite a mix of different types of individuals or businesses that come to us.  As far as the industry experience is concerned, we have mentors with all disciplines of business management whether it’s just business planning, doing a business plan, sales and marketing, human resources, social media, operations, manufacturing, global marketing; all those kinds of questions our mentors have experience in.  I’d also like to mention that our organization is divided up into chapters.  The United States has approximately 3000 counties.  Each of those counties has a SCORE chapter representing it.  If you’re in Wyoming or Wisconsin or New York, chances are there is a SCORE chapter that’s close to you.  Those mentors in those local chapters have different types of experiences.  For example, I had a client who has a business startup in the technology area.  I did not start new businesses in the technology area when I was in my active years in working, but I do know that in Silicon Valley there are lots of folks that start up new technology businesses almost on a daily basis so I was able to contact a SCORE mentor in the Silicon Valley chapter that had that experience, and we had a telephone mentoring session with that Silicon Valley individual that helped my client a great deal.  That is the power and the opportunity that’s available in SCORE because we have 11,000 mentors nationwide that have a variety of different background and different industry business experiences and we can connect up clients with any one of those with just a phone call.

10:00

TONY:  Let’s say I’ve got a small business that I’m getting started on.  I find out about SCORE.  Where do I start?  What are the expectations?  What costs might be involved to a business?  How does that all work?

10:11

DAVID:  For SCORE, we have our two main products I would say are the mentoring services which are free, confidential and unlimited.  For example, if you want to contact a SCORE mentor, you can do that by going on line to score.org, the national website, or in our case in Southeast Wisconsin you can go onto the SCORE Southeast Wisconsin website which is scoresewisconsin.org and find a website.  You can contact them either by email or by phone.  You can also do that on the national site.  You can post your question on the national website.  They will direct you to a mentor nationwide or to a local chapter that has the correct resources.  The other major product that we offer is webinars or seminars that are available at the local chapter, face-to-face or at the national level that are on the national website, prerecorded webinars.  Those prerecorded webinars are free.  At the local level, we conduct workshops and seminars that we charge a modest fee for.  We need to do that because it really helps our registration process and keeps people attending once they sign up.  Otherwise, we have a large number of folks that don’t show up for the actual events.  Those are the two main products.  The seminars and webinars cover a wide variety of topics anywhere from business planning to social media to how to start your business organization legal structures to financial issues to banking questions to a wide variety of topics.  Those are the resources that we have available.  We also have on-line mentoring.  If you go to the national website, enter in your question, you’ll be connected up with a business expert on the topic that you’re interested in and you can conduct an on-line mentoring session that will cost you nothing.  That person will be available to you to ask as many questions as you wish.

12:00

JIM:  Truly it sounds like a vast amount of resources.  I can’t imagine a business owner not wanting to tap into this.  I guess that explains why I think you’ve helped more than like nine million entrepreneurs since 1964, is that correct?
12:15

DAVID:  Yes, we’ve helped about nine millions entrepreneurs.  Every year we have contact at the national level with about just over a half million individuals either through the mentoring or through the seminars.  Those seminars and webinars result in about 83,000 jobs being created at the national level and an equal number of new jobs being posted by those new businesses so we’re quite an effective force in helping our economy move forward.

12:40

TONY:  Are you always looking for more mentors:

12:43

DAVID:  We are always open for more mentors.  We always have skill voids.  For example social media is a very rapidly changing topic and many small businesses are interested in doing this because it is a relatively inexpensive way of getting their marketing and their branding out to a wider variety.  They can actually do business on a national level even though they are a local business so it helps in a wide variety of ways.  Now the problem is a lot of the older or retired executives don’t have experience in that and the case for me, but through SCORE I was able to learn these skills and social media.  Now I’m actually helping clients with that topic.  From a mentor’s perspective it also has a lot of benefits from continuing to do the disciplines and the businesses that you like to do, that you love to do to learning new skills, to meeting a lot of very interesting people both from a mentor standpoint and also from a client or entrepreneur standpoint.  It’s really a way of helping us stay connected with a lot of great people.

13:40

TONY:  No question.  This is a good reason why we wanted you on today so that listeners across the country can understand that this exists.  It doesn’t always have to be delivered by a government program.  It’s available through experienced folks out there who have been in the business or whether they’re retired.  I mean the vast knowledge and wisdom that’s out there and available to you and as many as you have helped since your inception of 1964 and the resources you have, it’s just unbelievable.  Truly that this is out there and available and our goal was to try and make more aware of it.  David, we really appreciate you taking the time to share with us what SCORE is about, what’s available and I’m sure as the program continues to grow and become even more popular we’d love to have you back and continue to explore how this can help small business in America today.

14:26

DAVID:  I’d love to do that.  Thank you.

14:30

JIM:  Thanks for joining us today.  Tune in again next week as we explore another phase of the Real Wealth process.  Remember if anything you heard in today’s show you’d like to get more information about, contact your Real Wealth Advisor.  Also, if you feel that any of this information will be helpful to a friend or family member, just click the forward to a friend button.
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