
































Loans” (#OPI-18, dated January,
1973) these are the first two objec-
tives of this tax-supported government
agency. The third, which many peo-
ple believe should be the first, is to
“promote small business contribution
to economic growth” in, it is assumed,
any area for any ethnic group.

“You must be black to get an SBA
loan to go into business or to stay in
business,” complained one disgruntled
businessman. “Or Chicano,” he added
bitterly. Not true, says the SBA, and
some proof comes from banker Manuel
Mateus. .

“I just got $35,000 from SBA for
a business in Beverly Hills,” he says.
“This is certainly not a depressed area.
I arranged another loan in Simi Valley
(a middle and upper middle income
residential and small business district
in Southern California) and another
in Northridge (an upper middle class,
predominantly white area). Depressed
areas are getting loans at maybe 5 to 1,
but it is not at all impossible to get an
SBA loan in any area.”

But should you try? Recently two
government economists spoke out on
business prospects in 1974. One called
the year a time of “stagflation” (stagna-
tion and inflation) and the other said
it would be a year of “sluggish econo-
mic growth.” Still, small businesses will

be born and will grow and flourish.

Doanld Zents, an executive with Na-
tional Life Insurance Company, sug-
gests why. “The key to the small busi-
ness that succeeds is skilled manage-
ment. All the new machines will never
replace good men. And the modern
operator of a small business must be
an all-around type. Only big businesses
can have several men, each with a
specialty. With a skilled leader, and
quick, efficient, pleasant customer ser-
vice, a small business can succeed.”

One small businessman claimed that
controls exerted over small businesses
makes operating particularly rough to-

_day, but another pointed out that sup-

pliers to small businesses are also con-
trolled. “It balances out,” he claims
“in most cases. Your suppliers are also
under controls and regulations. Depend-
ing on the type of business, and the
location of the business, this should be
as good a time as any to go into busi-
ness. This is true today, it was true
yesterday, and it will be true tomor-
row.”

“Rules and regulations and the con-
trols of Federal and local governments
are a constant threat and worry to
businessmen,” says Zents. “Even then,
they are generally constructive rules
and controls. . .but they can appear to
be disastrous at first. Take the cigarette
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labeling business of a while back. It
seemed a very bad thing for the tobac-
co industry to be forced to labzl each
pack of cigarettes ‘Dangerous to your
health.” Yet the industry, with intelli-
gent men involved, overcame the prob-
lem.”

Norman Holtzman just left a re-
warding position as president of a
fairly large company to open his own
business, Optima Publishing Company.
His first product is a series of automo-
tive self-help books under the “Money-
Saver Books” line and available in
most automotive supply houses today.

“No, this is not a good time for
small business, but I'm a perennial op-
timist,” says Holtzman. “With all the
odds against small businesses, some
will still succeed because of better
ideas, better service, more fortitude,
more charisma, more know-how. The
problems, not in any particular order,
are tight money, uncertain economy
and shortage of materials (paper, met-
al, energy, etc.). Then there is the
tendency of big business to have better
distribution arrangements than small
business.”

But didn’t Holtzman, himself, just
leave a high-paying job to open a new
business?

“Yes, but I measured as objectively
as possible the problems versus the po-
tential. And looking at how the con-
sumer should react to our product, we
should succeed. We have a good pro-
duct, we have experience, we can ac-
complish the job. Generally, though,
the safest answer if you are going into
business is to open a service operation.
The population is going to continue
to increase and demand service. This
is the easiest business to go into, and
the more secure.”

It will be interesting to see how
Holtzman’s MoneySaver books do on
the marketplace in 1974. Especially
since he, himself, feels that the timing
is poor to open a n~w business. but
that if you insist on doing it, it should
be a service type (and not sales, like
his own). As he says, he is a perennial
optimist.

There are places where the new
businessman and the established busi-
nessman can go for advice.
~ Your own bank is standing by to
help. Suppose you borrowed money
from Manuel Mateus to go into busi-
ness. “You could come to me for advice
on the financial end of the business any
time. The basic thing about any busi-
ness is to wind up with a profit at the
end of the year. Generally accepted
accounting principles apply. We look
for this.” .

There are a number of growps of
working and retired successful busi-
nessmen who mnake themselves avail-

(Continued on page 53)



















































































































































