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Insights for the Entrepreneur

SSo … the bank declined your loan request for your busi-SSo … the bank declined your loan request for your busi-Sness space? Are you frustrated yet? Wonder what to do Sness space? Are you frustrated yet? Wonder what to do Snow? Two words: Don’t surrender! Just one in nine new Snow? Two words: Don’t surrender! Just one in nine new Sbusinesses get bank loans for their facilities, anyway. Here Sbusinesses get bank loans for their facilities, anyway. Here S
are some other, probably even better, ideas.

LANDLORD FINANCING: It won’t hurt to ask your land-
lord. A new restaurateur found a landlord to provide 
leasehold improvements, furniture and equipment. The 
restaurant owner paid higher rent, but preserved capital by 
avoiding the initial cash outlay for improvements. 

SUBLEASE SPACE: Occasionally retailers offer space to 
complementary businesses. Examples are repair shops at 
car dealers and equipment rentals at recording studios.

TENANT PARTNERSHIPS: Live with your subcontrac-
tors under one roof. An advertising agency joined with a 
printer, copywriter and public relations expert, reducing 
everyone’s costs, obtaining greater client convenience and 
enhancing the exchange of ideas.

RENT A SUITE: Consider renting a part-time office suite. 
Rent by the hour, day, week or month.

HOME-BASED BUSINESS: 35-million people work at 
home. It lowers overhead and preserves funds for more 
urgent needs, and there could be some tax write-offs.

GO MOBILE: Take merchandise to your customers. 
Good examples are mobile auto repair and detailing, 
small tools sales and mobile dog grooming.

OPEN AIR MARKETS: Sell at trade shows, consumer 
product fairs, fashion shows, bridal events, flea markets, 
etc. It will lower overhead and provide direct access to 
larger groups of like-minded buyers.

MAIL ORDER and INTERNET SITES: Direct mail catalogues 
and Internet retailers want fresh, complementary products. 
This eliminates the need for a static retail site or develop-
ing a costly e-commerce site.

NETWORK MARKETING: Let others sell your product. Ask 
customers who love your product to promote it and resell it 
to family members or at hosted parties.

DISTRIBUTORSHIPS/WHOLESALING: Eliminate your facility 
through distributorships, licenses and sales agreements, or 
sell wholesale.

A solution to your facility needs does exist. Go find it! 
Better yet, go create it!  

GOT MONEY?
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ASK THE SBDC::::


