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COMM TTEE ON SMALL BUSI NESS 3

[ gavel ]

CHAI RPERSON CORNEGY: Good norni ng
everyone. My nane is Robert Cornegy Jr. and |I'mthe
Chair of the New York Small Business. At today’s
oversight hearing we'll ask the question is the
city doing enough to increase access to capital and
credit readiness for small businesses. This hearing
wWill reviewthe ability of New York City’'s small
busi nesses to access capital as well as the city’s
efforts to assist small businesses which struggle
to qualify for loans fromtraditional |enders.
Representatives of the Departnent of Small Business
Services the econom c devel opnent corporation
traditional banks and m cro | enders and advocacy
groups and smal |l busi nesses have been invited to
testify. According to the National Small Business
Associ ation’s 2012 Smal| Business Access to Capital
Survey 43 percent of our snmall businesses have
needed additional funding and been unable to find a
willing | ender at sonme point during the prior four
years. In order to qualify for |oans many busi ness
owners are forced to use personal savings and
property as assets. These barrios to capital access

hurt the econony at |arge. According to the New
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COW TTEE ON SMALL BUSI NESS 4
York State, according to the New York Federa
Reserve Bank of the businesses denied credit in the
tri-state area in the fourth quarter of fiscal year
2013 42 percent were forced to Iimt business
expansi on and 16 percent were prevented fromhiring
new enpl oyees. Only three percent of these
busi nesses sought alternative sources of funding.
However alternative sources do exist and they can
be powerful resources for small businesses with
m ni mal assets. One such source is mcrofinance
whi ch can be broadly defined as small | oans,
credit, and other financial services geared
specifically toward the needs of |ow incone
i ndividuals, famlies, and busi nesses which
normal |y would be unwilling or unable to qualify
for nore traditional financial services. The
m crof i nance i nformati on exchange defines mcro
financing products as no greater than 250 percent
of an average person’s income. Mddern m crofinance
can be traced to the 1970s. Wien Mahammad Yunus
founded Graneen Bank an institution ained at
extending credit to extrenely |ow incone
comruni ties in Bangl adesh. Today in the United

States entities such as Accion, G anmeed Anmeri ca,
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COW TTEE ON SMALL BUSI NESS 5
Project Enterprise, and others offer mcroloans to
busi nesses which struggle to qualify for
traditional bank |oans. Today' s hearing wll
exam ne what steps the city is taking and should be
taking to make sure that in the world s finance,
financial capital our financial institutions are
provi di ng our small businesses with the access they
need to survive and flourish. Finally I would Iike
to thank nmy | egislative director Donna Shell grose
[sp?] and ny Conmittee Council Jeff Canpania [sp?].
So we' Il begin by..Oh, | want to say that |I'm
extrenely pleased to be joined today by our partner
on the federal |evel congresswoman Nydi a Vel azquez
who' s hear to bring us sone information on what’s
going on in a federal level as it relates to access
to capital. Congresswoman. Ch, while the
congressworman is joining us to testify, do want to
mention that we are joined today by Ms. Koslowtz,
Peter Koo, and also ny good friend from Queens...oh,
oh actually yeah it is, it is Ruben, Ruben WIIs.
Congr esswonman?

CONGRESSWOVAN VELAZQUEZ: Thank you
Chai rman Cornegy and nenbers of this conmttee for

inviting ne to testify today on snmall business
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COW TTEE ON SMALL BUSI NESS 6
financing issues. And | always say that access to
capital is access to opportunity. So this hearing
is quite timng in the sense that our econony is
doing nmuch better. But still it’s struggling and
smal | busi nesses general speaking are not being
served by the traditional financial institutions.
And so we have to make everything w thin our power
to make sure that there is financing available for
smal | busi nesses to continue to grow. Wen they do
they create jobs. And when we create jobs the
econony continues to grow. Regardl ess of whether
the econony is expanding or contracting access to
capitals is always a top concern for small firns.
During periods of growh firnms need financing to
expand and neet denmand. \Wen the econony sl ows nany
i ndividuals ook to entrepreneurship for new
opportunities and they often need capital to start
off. As the | ead denocrat on the use, U.S. House of
Representatives Comrmttee on Small Business for the
| ast 15 years | have grappled with this very issues
and | ook forward to sharing ny insights with this
commttee today. In New York City there are several
important trends to keep in mnd when it cones to

smal | business finance. By far managi ng uneven cash
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COW TTEE ON SMALL BUSI NESS 7
flowis the top priority for small firns.
Particularly when it cones to neeting day to day
operating costs. In terns of size nost city
busi nesses are | ooking for smaller anpunt of
capital typically under 100 thousand dollars. And
when it comes to the credit nmarket firnms are nore
optimstic and are facing | ess chall enging
condi tions standing three years prior. It is
inportant to keep these devel opnents in mnd when
when considering the city’s own small business
program M. Chairman you may referend [ phoneti c]
to mcro financing. The problemthat I, with mcro
financing is, is doing quite well especially the
federal, the federal programof mcro | ending. But
it serves a special popul ati on unconventiona
banks, they are not served by banks. They nostly
are wonen and their needs is between the 500, 500
dollars to 50 thousand. Beyond that we have a big
gap of businesses whose financi ng needs rangi ng
from50 to 100 thousand. Those | oans are not served
by mcro | ending but either by traditional
financi ng, the banks do not want or do not like to
make those | oans because they are not profitable.

So I, | challenge this commttee to think about
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COW TTEE ON SMALL BUSI NESS 8
that gap of individual small businesses that are
not being served by mcro | ending nor have they
been served by traditional Iending institution.
Each of New York City' s approximtely 200 thousand
small firms has their own unique capital needs. A
portion of themw |l turn to the federal governnent
for assistance including the Small Business
Adm nistration and the U S. Export |nport Bank. The
SBA facilitates nearly 600 mllion dollars in
capital to see these snall businesses each year
t hrough a wi de range of financing initiatives
including termloans, revolving credit |ines, and
m cro |l oans. The export inport banks provides
financing to internationally active conpani es and
supports nmore than 400 million dollars annually in
export sales. And that is just for New York City.
In addition to this agency operative, operative
initiatives the Departnent of Housing and Urban
Devel opnment’ s Comunity Devel opnent Bl ock G ant
channel s funds to stay in cities who can in turn
establish small business |oan funds. In fact CDBG
funds are being used to provide |oans and grants to
smal | busi nesses affected by Hurricane Sandy.

Finally it is also inportant to note that federa
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COW TTEE ON SMALL BUSI NESS 9
| aws such as a community reinvestnent act encourage
banks to provide |loans to small businesses. | n nmany
regards New York City's small business programfits
well with the federal governments offering. The
city’'s small business services focuses nainly on
connecting businesses with | enders rather than
providing capital directly. In the context of
Hurri cane Sandy they are working to hel p advertise
and di sperse federal funds. This is an appropriate
role for the city to play as the cost of the |oans
t hensel ves as well as associated adm nistrative
support can be significant. Assistant business
| ocate the best nman there is an efficient use of
the city’'s small business budget. While there is
little overlap anong the city and federal snal
busi ness access to capital prograns. It does not
mean that there is not roomfor inprovenent.
According to the New York Federal Reserve searching
for credit is extrenely time consunm ng and on
average first spent 26 hours searchi ng and applyi ng
for credit contacting three financial institution
and submtted three credit application. Mre needs
to be done on this front and the city snal

busi ness services our best position to nake further
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COW TTEE ON SMALL BUSI NESS 10
inroads [sic] inthis area It is also inportant to
further educate small business owners on financing
options. This is particularly challenging for
certain mnority comunities where many
entrepreneurs nmay not want to use an outside | ender
even though they may offer better ternms and
conditions. Technology is part of the solution here
as it is nore effective community outreach. Perhaps
nost inportantly we have to do nore to reach
busi nesses affected by hurricane Sandy. The New
York fit, found that a third of small businesses in
Sandy di saster areas reported financial |osses the
year after the storm O those sustaining economc
| osses 22 percent has | osses of nore than 100
t housand dollars. The reality is that the
conbi nati on of property danage and weak consuner
demands has created severe chall enges for many. W
have to nake assisting these busi nesses our highest
priority. Collectively federal and |ocal snal
busi ness prograns provide a wi de range of services
of our local conpanies. In many circunstances we
can learn from each ot her about what works and what
does not. And if we work together about how we can

i ncrease efficiencies and decrease overlap. G ven
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COW TTEE ON SMALL BUSI NESS 11
the diversity and the vibrancy of New York City it
is inportant that this governnent initiatives are
evolving to neet the ever-changi ng needs of the
busi ness conmunity. Across the city at small firnms,
small firms are at the center of our nei ghborhood
provi ding a foundation for |ocal econom c growth
ensuring that they have the tools and resources
whet her provided by the federal or state or [ ocal
government or the private sector is critical not
just for thembut for all, also for everyone who
call this city home. Again thank you for inviting
me here and I will answer any questions that you
may have.

CHAI RPERSON CORNEGY: So | want to say
first and forenost thank you for taking tine out of
your busy schedule. This office, this comittee and
nysel f view you as our partner on the federal |evel
as it relates to small business obviously. And |
t hi nk you being here today and neeting with us and
bringing informati on on access to capital froma
federal level is a testament to your commtnent to
do that so | want to, | want to thank you for that.

| believe that ny coll eagues nmay have sone
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COW TTEE ON SMALL BUSI NESS 12
guestions. Please pose for a photo by Counci
Menber WIls. Does anyone have any questions?

[ background coment s]

CHAI RPERSON CORNEGY: And I, | think
that you know it’'s, it can’'t be understate how
inmportant it is for us to begin to ook at city,
state, and federal partnership on an issue as grand
as access to capital for our small businesses. So
again I, | thank you for being here. Yes please.

COUNCI L MEMBER MENCHACA: Buenos Tar des.

CONGRESSWOMAN VELAZQUEZ: Buenos.

COUNCI L MEMBER MENCHACA: Thank you so
much again for, for comng for us. And |ike our
Chai rman said the comm tnent that we have both on
the local level and the federal level has to be
strong. And, and your testinony talked a little bit
about the funding com ng through the federa
government to our small businesses. What |'m what
[ m hopi ng we can get a better sense of in the
conversations around Sandy is what we can do
together on the, on the local |level. As we nove
t hrough the budget process and if any, if you have

any recommendati ons on how we can, we can do that?
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COW TTEE ON SMALL BUSI NESS 13

CONGRESSWOVAN VELAZQUEZ: Wl | | think
that we provided this...the, the, the federa
governnent provided 20 mllion dollars through CDBG
because we believe that it is the programthat
provides the greatest flexibility for the city to
be able to use it in the fastest quickest way so
that we could help small businesses to nake them
whol e. However I'’mstill concerned that many snal
busi nesses fromthose inpacted area has not been
able to secure the financing to hel p them get back
on track. And it is the responsibility of the city
council to do due diligence in the sense of
oversight and if things are not working because of
the regul ations fromthe federal government that
governs CDBG or any other federal resources that
come through the city. W need to know so that we
make the adjustnment. |’mgoing to be holding a
round table with HUD Smal | Busi ness Services and
the state to, and small business centers and the
Chanmber of Conmerce. And those snall businesses we
will provide for themto be able to talk to us and
to let us know, and ask the question. And so we
have everyone at the table to see how can we best

tackl e the issues that prevent noney from getting
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COW TTEE ON SMALL BUSI NESS 14

into the hand of small businesses. | did a report
right after Sandy and it showed that the declined
rate of small, disaster |oan was as high as 74
percent. That cannot happen. Because when they do
not get the noney that they need those businesses
will, will shut the door. They will not be able to
open the businesses. They will not be able to grow
the econony. And so it’s not in our best interest
that we hear conplaints that they did not get the
hel p that they needed and that we | ook, we do not
| ook for answers. And if the answers requires for
us to go back and nake adjustnents to the
regul ations then we wll do so.

COUNCI L MEMBER MENCHACA: Great. And |
have a followup to this. Not just in the Sandy
i npacted areas but really on the inmm grant
busi nesses and, and thinking about how the federa
governnment is, isin alot of ways tied due to a
ot of the reformwe’'re still waiting for. But any
i deas you have on how we can, how we can increase
credit accessibility to our inmgrant businesses?

CONGRESSWOVAN VELAZQUEZ: Wl | you need
to do nore oversight with financial institutions,

with...you know there is an inportant tool and that
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COW TTEE ON SMALL BUSI NESS 15
is CRA, Conmunity Reinvestnment Act. The government,
the federal government you know when we, right
after the capital markets coll apsing we pass ERA
right, the Econom c Recovery Act. In that
| egi slation we, we put provisions that guarantee
banks 90 percent of the |loans that they were naking
t hrough the...you know with the | oan guarantee. And
it, it just not right that financial institution
only are making those | oans that are guaranteed by
the federal government. They should do better than
that. They should be in the business of naking
| oans even wi thout the guarantee of the federal
government. Because |'m sure that those businesses
who needs | oan needing a hundred to a hundred 50
t housand, they have a good credit history, their
credit worth it, but yes they are not profitable
and therefore the banks are not nmaking those | oans.

COUNCI L MEMBER MENCHACA: W st and
strong with you on that, on that front. Thank you
so nuch for being here today.

CONGRESSWOMAN VELAZQUEZ: Thank you.

CHAI RPERSON CORNEGY: |, | just want to

say that we have been joined by Carl os Menchaca and
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COW TTEE ON SMALL BUSI NESS 16
Dr. Mathi eu Eugene. Any nore questions. |’ msorry.
Counci | Menber WIIs.

COUNCI L MEMBER W LLS: Buenos tardes...is
that correct? Okay, good. The Council Menber showed
of f when he canme in so | wanted to just...[laughs]
W had to bring ours up a |l evel. Congresswoman we
are really really happy that you cane by. And as
the chair said we do | ook at you as a partner in
this. So sonme of the questions | had to ask you
were...There is a difference in funding. There is a,
a huge gap in funding when we’'re tal ki ng about
m nority businesses and entrepreneurs and ot hers.
So sone of the federal stats say that minorities
are on a sliding scale of gross receipts from50
t housand dollars to 250 thousand dollars. So it
woul d seemthat the micro | enders should be able to
or we should have nore mnority lending frommcro
providers than we do. Do you know what the, why
there is such a disparity in that nunber conpared
to mnorities in other, other groups that are
mnorities getting funding?

CONGRESSWOVAN VELAZQUEZ: Wl | you know
that it is a violation of federal |aw not to make

credit available to those barrowers who are credit
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COW TTEE ON SMALL BUSI NESS 17
worth it. But yet we see the disparity that exists
interns of mnority businesses being able to
access financing. And we have to do a better job at
providing the kind of information also matching
institution, financial, financial institutions with
the type of, of businesses that we, that, that are
out there. Sonetinmes there is in each. Sonme of the
banks like to Iend to restaurants or like to | end
to manufacturing. So the small business services
they do a, they do a good job at assisting
busi nesses, identifying who are those financi al
institutions that are nore willing to support the
ki nd of business that they are in. And, and so it
wi Il take nore energy and nore resources in
providing the type of information that is...saw that
m nority businesses take...the steps that they need
in order to access capital. You know you m ght have
a great financial idea, you m ght have a great
ideas to the kind of business that you want to open
but if you don’t have a good sound bal anced
financial plan no one is going to lend to you. This
is why it is inportant that we provide technical
assi stance through the snmall business services and

al so the small business devel opnment centers. There




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

COW TTEE ON SMALL BUSI NESS 18
is a national network, of national, of small
busi ness centers in our community. And they are
constantly doi ng workshop to hel p busi nesses know
what, what are the step that they need to take,
what are the type of business plan that they need
to have in place so that when they go and apply for
a loan they have all their elenents that are needed
in order for a financial institution to, to value
the kind of idea or the kind of small business
startup that you want to open

COUNCI L MEMBER WLLS: So | only have
two follow up questions. Well one is a comment.
They chair was actually discussing with ne his
interest in doing a policy paper or addressing just
that, the engagenent of these small businesses with
nore of a robust way of dealing with themto nake
sure that they understo9od how to not just access
capital but how do do the beginning steps to access
capital. The insurance is bookkeeping, accounting,
different provisions of a |aw that they woul d have
to, the tax code that they would have to foll ow.
And what | wanted to know was woul d you be
interested in, being that you are the | ead denocr at

on the Snmall Business Commttee for the House of
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COW TTEE ON SMALL BUSI NESS 19
Representatives would you be interested in
partnering with himand creating such a policy
people that we may be able to | ook at the m ssteps
we’' ve been having in the city and the state in
trying to engage these small businesses?

CONGRESSWOVAN VELAZQUEZ: Vel | we, we
could of course partner with, with the Chairman to
see how can we best through policy and | egislation
come up with ideas and, and prograns that will help
us narrow the gap that exists for sone specific
popul ati ons.

COUNCI L MEMBER W LLS: Okay. My | ast
question is you nentioned that the CRA...and | was
interested in finding out what your opinion was on
actually formng, | don't know if there has been, I
know there’s not one in, in ny area or in Qeens,
but formng a credit union that actually provided
capital for small businesses. Because as you know
credit unions have their field of nenberships and
they can design fromthat how they start their, and
if they can get low interest rates fromnot only
the state but the federal credit unions then that

woul d al so be anot her mechanismto provide this
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COW TTEE ON SMALL BUSI NESS 20
capital. What do you, do you have any opinions on
t hat ?

CONGRESSWOVAN VELAZQUEZ: Credit unions
can provide small business | oans and that was
| egislation that | hel ped get through ny conmttee.
So there is nothing that prevents snall businesses
to provide small business loans. But it has to work
wWth a capitalization of the credit union.

COUNCI L MEMBER W LLS: Thank you very
much. | yield the rest of ny tine. Thank you
Congr esswonan.

CHAI RPERSON CORNEGY: So | ...The
housekeepi ng woul d | ove to have you come back so
|’ m not going to keep you too nuch | onger.

CONGRESSWOVAN VELAZQUEZ: Sur e.

CHAI RPERSON CORNEGY: But what | woul d
like to ask is that as we go forward in this
commttee with holding the banks to task especially
as it relates to the community rei nvestnment act and
neeting the nmandate put forward by that act woul d
you be willing to cone back and sit with us with
the banks to as we go through with a fine tooth
conb the act itself and whether or not banks...like

in, in underserved communities |like mne and
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COW TTEE ON SMALL BUSI NESS 21
Counci| Menber WIIls’® and probably Council Menber
Menchaca and sonme ot her areas, really go through
wi th us what ... You know so...Because we’ re | ooki ng
for a regulatory processes but you know t he
community reinvestnent act is pretty solid and, and
robust in what it asks for lending institutions to
do.

CONGRESSWOVAN VELAZQUEZ: Well |, |
woul d suggest | ook, the, the lawis clear. And, and
the banks will get credit when they do snall
busi ness | ending and especially for mnority
busi nesses and for nortgage loans. |, |, | believe
that if we have community based organizations |ike
we do in Cypres Hill in nmy district who has been so
proactively working with financial institutions and
every year doing forunms with those financia
institution you' re going to see a nore wllingness
of banks to do the right thing in those
conmuni ti es.

CHAl RPERSON CORNEGY: You, so, so part
of it is needing, needing your weight on the fact
of the, the idea of oversight over the banks which
we don’t have. So, so lending, our relationship to

that ask for themto turn out becones a little bit
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COW TTEE ON SMALL BUSI NESS 22
greater if we can you know get your comntnment
t hat ...

CONGRESSWOVAN VELAZQUEZ: Sur e.

CHAI RPERSON CORNEGY: ..you're going to
work with us on that. So we just, we would just
like that. You know but | would like to nmention
what goes on in your district in Cypres Hlls. |I've
attended at |east two of those for the last two
years. Those banki ng kind of foruns, they re not
really forunms because you call the bank saying and
call on the task. So I, | wouldn’'t want to call it
a forum And we’' ve |ooked to replicate that. You,
you got, your district has done a trenendous job
and like | said two years and a row |’ ve attended
and wat ched the way that the banks conme in and are
actually...you know it’'s not a free breakfast. They
come in and they get, sone of those banks have
their heads handed to themin those foruns...

CONGRESSWOVAN VELAZQUEZ: Wl it’s
great to see how they present a map with the nunber
of |loans that had been nmade in those different
comrunities. So when you have that visual | think
that is an incredible, if offers an incredible

encour agenent for the banks to do better and so
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COW TTEE ON SMALL BUSI NESS
t hat next year when they cone back they can show
that the nunbers are increasing.

CHAI RPERSON CORNEGY: | think that’'s a
great nodel. Before you go though | do have one
| ast question, oh, two | ast questions. Counci
Menber Eugene and then Council Menber Koo.

COUNCI L MEMBER EUGENE: Yes. |’ m goi ng
to be very brief. Congress nenber thank you very
much for being here. And I want to take the
opportunity to comend you and al so the nenbers of
the Brooklyn litigation for the advocacy and
t herefore Brooklyn and the wonderful job that
you' re doing in Washington and RBF [sp?]. Wth
respect to the snmall businesses that, we know t hat
the smart businesses in our district, in our
community, they don’t have...they don’'t...

CONGRESSWOVAN VELAZQUEZ: They don’t
have...|’ m sorry?

COUNCI L MEMBER EUGENE: They don’t have
really what they were supposed to receive what
they’'re entitled to because those banks and big
institution | don’t think that’s you know t hat
conply with the laws. As you said the |laws are

there. And you know you are congress nenbers. You

23
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COW TTEE ON SMALL BUSI NESS 24
have been nmaking effort to ensure that the smal
busi nesses you know get access to small grant and
all the benefit that they're entitled to. But do
you have any suggestion in your, you know what
shoul d be done, what can be done to force the banks
and the big institution to conply because we have
been seeing so much in our conmunities about the
smal | busi nesses, they don’t receive what they
deserve. |Is there any way we can, we enforce the
| aws, enforce the big institution to do what
they’ re supposed to do, to do the right thing.

CONGRESSWOVAN VELAZQUEZ: Wl |l we cannot
force the bank to lend. They are in the business of
| endi ng but we, what we can do is to provide an
environnent that will prepare small businesses to
be ready when they go before a bank with a | oan
application and not to provide any excuses for
those financial institutions not to approve those
| oans. But we have in our comunity, especially
mnority and, with wonmen busi ness owners to provide
the kind of technical assistant that will enable
themto really be ready when they go before those
banks to apply for those | oans. But we need to al so

encour age the banks in our community to do better
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because when our conmunities do better those
financial institution will do better.

COUNCI L MEMBER EUGENE: Thank you and |
thank you M. Chair. | thank you Congress Menber

CHAI RPERSON CORNEGY: Before, before
Counci| Menber Koo | just want to say to you that |
am sonmewhat encouraged. CUNY and the School
Construction Authority have a, a very thorough
education program for small busi nesses at Baruch
where | got to, | got to go and see the, the
graduat es of that which were construction,
obvi ously construction firnms. So we are preparing
MABEs and smal | businesses to, to be able to be in
line to access capital, have their books in order
and have their business in order. So these rigorous
prograns set forward by sone of the agencies in the
city are, are actually preparing small businesses
and particularly MABE so you should know on a
federal level we're, we're trying to do our due
diligence here to have busi nesses prepared to
receive, to have access to capital w thout all of
the barriers in the past that have, that have been

there. So Council Menber Koo.
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COUNCI L MEMBER KOO Thank you
representative, representative Vel azquez for com ng
to our conmttee. Thank you for your strong
advocacy for small business owners and
entrepreneurship. And we all know smal |l business
really inportant in the country you know. When
you're a small business today sone of themwl|
becone big business a few years later; Mcrosoft
and all those small...they’'re all conputers, they
all start very small. Even WAl -Mart start with only
one store in Arkansas. So on the federal |evel |
want to congratul ate you on the SPA for doing a
very good job and overtuned [phonetic] to Asian
Anericans in all, in ny district, these you know.
They always conme and do semi nars on how to get
busi ness | oans and to do an awful |ot of things. So
| hope this wll continue not only in our area but
also in other mnority areas in Brooklyn in other
boroughs. So | just want to say thank you very nuch
to you...

CONGRESSWOMAN VELAZQUEZ: Thank you.

COUNCI L MEMBER KOO, ..for your advocacy.
Thank you

CONGRESSWOVAN VELAZQUEZ: Thank you.
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CHAI RPERSON CORNEGY: Congr esswonan,
al t hough we recogni ze you as the | ead denocrat in
the U S. House of Representatives in the Commttee
on Small Business but you' Il always be the chair in
ny heart.

[l aught er]

CONGRESSWOVAN VELAZQUEZ: Thank, thank
you. We’re working hard for that to happen.

CHAI RPERSON CORNEGY: Yes, nma’'am

CONGRESSWOVAN VELAZQUEZ: Thank you.

[ pause]

CHAI RPERSON CORNEGY: So we are bl essed
to be joined by the adm nistration here. W have
fromNew York City..Well actually I"l1, "Il allow
you to introduce yourselves. W al so have been
joined by Eric Urich and Ydanis Rodriguez. If I
can get you to start fromny left, your right to
just your nanme and affiliation.

LYDON SLEEPER: Good afternoon. Alright,
the other left right.

JOE COLETTI: Joe Coletti Senior Vice
Presi dent, EDC.

JOHNOTHAN GOUVEI A: Johnot han Gouvei a,

Seni or Vice President, EDC.
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GREG BI SHOP, Deputy Conmi ssioner, Snall
Busi ness Servi ces.

LYDON SLEEPER: Lydon Sl eeper, Seni or
Advi sor for Strategic Initiatives at Small Business
Servi ces.

CHAI RPERSON CORNEGY: | want to thank
you all gentleman for joining ne. And | thank you
for your patience and indul gence in having the
Congresswoman speak first. You, you can begin.

GREG BI SHOP: Al right thank you. So good
af t ernoon Chairman Cornegy and nenbers of the Snal
Busi ness Conmittee. As | stated ny nane is Geg
Bi shop and |’ mthe Deputy Conm ssioner of Business
Devel opnent at the New York City Departnent of
Smal | Business Services. |I'’mjoined here with ny
col | eague Johnot han Gouvei a of EDC and today we’l |
tal k about our efforts on what the city is doing to
connect nore businesses to capital. SBS has
devel oped a network of 15 NYC Busi ness Sol ution
Centers and |’ m happy to hear the congresswoman
tal k about the work that we’ve been doing in the
field. The centers are |ocate, |ocated across the
five boroughs. And these centers provi de business

custoners with easy access to nine key services;
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financi al assistance, business courses, enployee
training and recruitnment, governnent navigation,
access to incentives, sell into governnent,
certification of local mnority and wonen owned
busi nesses, and connections to a network of pro
bono | awyers. Access to capital is one of the
greatest needs as we all know for small busi nesses
and as such is a critical area of focus for SBS.
And in 2007 we began an aggressive and sustai ned
push to devel op a deeper understandi ng of the
credit market and capital needs of small businesses
across the city. Through our network of 15 service
centers our financing assistance hel ps
entrepreneurs access the capital they need to start
operate and expand. In cal endar year 2013 our
center served over 8,000 businesses with 18 hundred
of these businesses receiving financial, financing
assi stance. At each center SBS provi des every
busi ness owner with one on one assistance to access
t he financing need and determ ne the business
owners credit readi ness. SBS provi des education on
the financing products avail abl e and appropriate
for the custonmer’s needs, alnost |like a one stop

shop for custoners. Then hel ps a custoner prepare
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credit or loan application by creating, collecting,
and or preparing the financial docunents then hel ps
the custoner actually conplete the |oan
application. We also provide the business owner
with Iender information. And finally we facilitate
the referral to the I ender. Over the years SBS has
built up a solid network of financial institutions
i ncl udi ng community devel opnent fi nanci al,
financial institutions alternative |enders,
commerci al banks, credit unions, and crowd funding
pl atforms. Through our NYC busi ness sol ution
centers SBS has devel oped know edge on each | ender
or loan programthat includes |ending ternms,
interest rates, |oan sizes, and their target
custoners. This information allows us to provide
barrowers with easy access to various |ending
products and saves themtine when one product isn’t
an ideal fit. And as you heard the congresswonan
tal k about the 26 hours that it takes to search for
credit we have actually done that honework. So when
a custoner cones to our center we can provide them
wi th the product that best neet their need.
Alternative lenders in our network account for nore

than 70 percent of |oans approved through our




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

COW TTEE ON SMALL BUSI NESS 31
centers. These |l enders usually | ook beyond the
traditional lending criteria in determning whet her
or not a client is credit worthy. They want to hear
t he busi ness story and access the owners character.
Alternative lenders will go beyond the nunbers and
t he nunbers include credit score and taking into
account the human el enment when anal yzi ng t he
viability of a business and work creatively to | ook
for nontraditional strengths. An entrepreneur’s
ability to access capital is significantly inpacted
by the owner’s credit readi ness. A court elenent of
financi ng assi stance at NYC busi ness sol ution
centers is a thorough assessnent followed by
busi ness education to properly, to present the
strongest credit application. NYC business
solutions offers a portfolio of nore than 10
financial or accounting related courses to prepare
a business to access capital. One of our nost
popul ar courses understandi ng and i nprovi ng your
credit. In this two hour course business owners
|l earn how to get and obtain a credit report, how to
di spute di screpancies on their credit report and
how to inprove their credit. SBS al so coll aborates

with the Departnent of Consumer Affairs Ofice of
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Fi nanci al Enpowernent to support entrepreneur who
are not ready to apply for a |l oan. Through this
i nteragency effort an entrepreneur can be referred
to a financial enpowernent center to receive one on
one counselling, learn ways to manage their debt,
improve their credit, create a budget, open a bank
account, and begin a savings plan all of which
hel ps to better position that business owner to
access capital. In 2011 we formthe NYC Bank
Advi sor Council with 10 maj or banks that work to
i ncrease capital access to small businesses. CQur
staff works with businesses to help with their |oan
application, connect businesses to |oan prograns,
and refer businesses that do not qualify for
traditional bank products to alternative |enders
for a second | ook. And that’s very inportant
because when t hese banks, when soneone goes to a
traditional bank one of the things that’'s nmaking
this program a success is that the banks understand
t he support that we can give an applicant and they
refer that declamation to us and then we try to
find another alternative |lender. This partnership
has bridged the gap and created a seanl ess pat hway

for businesses unsuccessful at obtaining a bank
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|l oan to viable lending alternatives. Since the
I unch, the launch of the advisory council SBS has
provi ded nore than 660 services to 471 custoners
referred from bank advi sory council nenbers. The
bank advi sor council has al so trai ned NYC Busi ness
Solution staff on credit analysis and their own
bank products so we can do a better job to assist
our custoners. In addition SBS started to support
busi ness efforts to access funding through crowd
funding. It’s a new form of funding that was
encour aged by the passing of the junpstart our
busi ness startups act in 2012. This approach all ows
a group of people to take a snall stake and a
busi ness idea by contributing to a online funding
target. For exanple crowd funding all owed busi ness
to raise noney for startup and expansi on from
custoners and nmenbers of the communities. SBS
t hrough its NYC Busi ness Sol ution Centers has
integrated courses on this topic into its business
education curriculum SBS has |earned about the
barriers and chal |l enges contracts, contractors face
in accessing capital to successfully fulfill the
requirement of a contract. In response earlier this

year SBS Gol dman Sachs 10, 000 smal | busi nesses BOC
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Capital Corp. and Sertna [sic] Foundation teaned up
to announce a 3.5 mllion dollar fund for snal
busi ness that have secured work on public or
private construction projects. These snall business
owners will have access to capital to finance
construction contract expenses and grow their
busi nesses. And | know, and | see Karen again from
BOC is here so hopefully she’ll talk nore about
that program The results on connecting busi nesses
to capital has paid off. Since 2007 our business,
our centers have connected nore than 3, 200
busi nesses so alnost 243 mllion dollars in
capital. In 2013 nore than 900 busi nesses accessed
over 1,000 financing awards totaling nore than 45
mllion in business capital with an average | oan
size of nore than 42 thousand dollars. In the |ast
cal endar year ...

CHAI RPERSON CORNEGY: |’ m sorry Deputy
Conmi ssioner. Do you have a witten portion, a
witten copies of your testinony?

GREG BI SHOP: Yes.

CHAI RPERSON CORNEGY: Because you’'re
sayi ng sone exciting things and | want to...can’t

even nmake...[ crosstal K]
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GREG BI SHOP: | can astrix [sp?] what
|’ ve...

CHAI RPERSON CORNEGY: Thank you

GREG BI SHOP: No problem Excuse nme. |I'm
actually at the | ast page.

[ pause]

GREG BI SHOP: Great. In the | ast
cal endar year the top five | enders were New York
Busi ness Devel opnment Cor poration, NYBDC, Accion USA
and I know Paula's in the roomas well, Business
Center for New Anericans, Sovereign Bank, and BOC
Capital. H storically alternative | enders and
credit unions are our strongest partners. The npst
common form of financing accessed through our
centers are termloans, lines of credit...while the
nost comon use of funds were working capital,
equi prent purchases and inventory purchases. Thank
you Chai rman Cornegy and to all the nmenbers of the
smal | business cormmittee. W appreciate what you do
for the city and we’re dedicated to working with
you to advance capital access for businesses across
the five boroughs. I'lIl nowturn it over to ny

col | eague Jonat han Gouvei a.
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JONATHAN GOUVEI A: Good afternoon
Chai rman Cornegy and nmenbers of the committee on
smal | busi ness.

CHAl RPERSON CORNEGY: |’ m sorry. Sane
guestion; do you have witten testinmony to submt?

JONATHAN GOUVEI A: | believe it was

subm tt ed.

[ pause]

CHAI RPERSON CORNEGY: Thank you. |’'m
sorry.

JONATHAN GOUVEI A: As nentioned earlier
nmy nane i s Jonathan Gouveia. |'mthe Senior Vice

President of the Strategic Investnents G oup at New
York City Econom c Devel opnent Corporation. Thank
you again for inviting us here today to speak about
access to capital for New York City’'s entrepreneur
and smal |l busi ness community. EDC speak, seeks to
provi de access to capital for small businesses when
a gap is identified in the market and we approach
this in tw ways. First we help increase access to
capital by focusing on the unique financial needs
of busi nesses and specific sectors such as the food
manufacturing and life sciences adventures. Second,

we al so seek to assist a broader range of small,
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smal | busi nesses seeking nore affordable capital
t hrough prograns |i ke our NYC capital access | oan
guarantee program In addition to our existing
prograns EDC is working with the adm nistration to
identify unnmet need anong snmall business owners and
entrepreneurs in |ow inconme nei ghborhoods. In the
mayor’'s state of the city address he announced t hat
wor k was underway to devel op a programtargeted to
assi sting these constituencies and EDC i s worKki ng
with Cty Hall to create this new programto
support entrepreneurs in |ow income nei ghborhoods
and conmmunities by providing financial and
techni cal assistance. The programis currently in
formati on. However we | ook forward to engaging with
the city council in greater detail about the
programin the near future as well as finding new
ways to work together to increase awareness for
these types of programs in the community. Wth
respect to the capital access |loan programit is a
public private partnership that was established in
2009 to help mcro and small busi nesses that have
difficulty accessing conventional bank | oans.
Through this program EDC works with a range of

| enders including credit unions and comunity
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devel opnent finance institutions with strong
connections to the snmall business community. EDC
provides a partial guarantee of the | oan principa
to these | enders sharing the risk with | enders and
i ncentivizing greater underwiting flexibility. In
exchange for the guarantee | enders nmake | oan
products nore attractive to perspective barrowers.
The capital access programallows |enders to
provi de busi nesses with loans and |lines of credit
of up to 250 thousand dollars for working capital
at least to hold inprovenents and equi pnent
purchases. The | oan guarantee varies by lender. It
can be up to 40 percent and the programtargets New
York Gty mcro and small businesses with fewer
than 100 enpl oyees. Partici pating busi ness owners
receive better access to conpetitively priced

| oans, credit enhancenent through qualified |oans,
access to a network of business | enders and
connection to small business counselling and
training prograns. Financing is available for
retailers, manufacturers, whol esalers, nonprofit
organi zations, contractors and distributors, and
applicants nust conduct their business in New York

City. EDC s in regular contact with the lenders to
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di scuss progress and lending trends in the snal
busi ness market. However all applications are
submtted directly to the | ender who' s responsible
for the review and the determ nation of
eligibility. As of the end of 2013 lenders in the
Cap Access program had nade nore than 360 | oans
provi di ng financial support to businesses enpl oyi ng
a workforce of nore than 16 hundred enpl oyees. The
program has leant nore than 11 million to date. It
is the late, in the |atest round of the programthe
average | oan size was 32 thousand dollars. Loans
are made in every borough with nore than 60 percent
of the loans made in the outer boroughs. Loan
clients range fromfood conpanies to retai
prof essi onal services, sorry to retail to
prof essi onal services. Business, business with 10
enpl oyees or fewer conprise nore than 90 percent of
the | oans made through the capital access program
And | ess than one percent of the |oans have been
made to businesses with nore than 50 enpl oyees. New
York City business solution center, business
solutions has partnered with EDC to provide free
capital access advisory services to smal

busi nesses interested in applying for capital
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access | oans. Business solutions can hel p business
owners determ ne which capital access | ender best
fits their needs and business profile. EDC
recomrends usi ng NYC business solutions as a first
stop in applying for the Cap Access | oan programto
ensure if the programis the best avail able
financing option and to determne if there are
addi ti onal technical assistance support services
that could hel p applicant businesses. Each of the
| enders we work with has their own approach to
outreach in the conmunities that they work in. In
addition to working with business solutions these
| enders connect with their conmmunities through word
of mouth referrals, on the ground events, business
wor kshops, and social nedia. Happy to take any
guesti ons.

Chai rperson Cornegy: Thank you. | have
a, a question for, for both entities. And well
actually I'lIl start with SBS. Wat, what is the
profile of your, of the custonmer base that you
mentioned that’'s in the 18 thousand? [crosstal K]
And, and, and, and does that 18 thousand nmean 18
t housand peopl e who receive 18 thousand busi nesses

who, was it 15 or 18 thousand did you say? And does
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that, does that include receiving financial
assi stance or technical assistance in that number?

GREG BI SHOP: W try to...It’s 18
hundr ed.

CHAI RPERSON CORNEGY: Oh, 18 hundred.

GREG BI SHOP: And of the...so over the
course and, and that nunber was in 2013. We hel ped
over 8,300 businesses over the set of services that
| described so it could be the navigating
government financing assistance etcetera. And of
the 83 hundred, 18 hundred were direct financing
assi stance. And usually to answer your question
nost of the businesses that we connect with are
very smal |l business. They usually 10 enpl oyees or
Il ess. And typically they re in business between
three to five years.

CHAI RPERSON CORNEGY: So there’s sonehow
a gap between who you're serving and who |’ m
talking to clearly because sone of the businesses
that |I’m speaking to don’t, don’t know the array
of, the vast array of services that, that you offer
so sonmehow we’ve got to do a better job educating
t hose busi nesses...

GREG BI SHOP: Agr eed.
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CHAI RPERSON CORNEGY: ..of, of the, the
services so as |, 1’ve you know I’ve, |’ve done in
alittle over the first hundred days ny best to get
around the city and to speak to stakeholders as it
relates to small business. And, and everyone seens
to have a very simlar conplaint about access to
capital and access to information, nore inportantly
about their array of services that you have. So |
really, we really have to sonehow cl ose this gap
bet ween what’s avail abl e, those busi nesses t hat
need it and how they actually, actually get it. So
I’ m I ooking forward to continuing to partner with
you to nake that a reality, that we can you know
ki nd of, kind of...[crosstal k]

GREG BI SHOP: And we’'re, we’re | ooking
forward to working with you. W’ ve done a | ot of,
and we try to use our, our relationship with
counci | and council nmenbers to get into the
districts to make presentati ons about our services.
W certainly can do nore in getting the word out
and | ooking forward for any idea, you know any
i deas that you have on how we can do that better
and, and, and smarter. And |ooking forward to

wor ki ng with you. Thank you.
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CHAI RPERSON CORNEGY: Council Menber
Wlls has a question.

COUNCI L MEMBER WLLS: This is for
Deputy Comm ssioner Bishop. This is not a question,
it’s actually a statement and | believe it
addresses the chairman’s concerns. The
Conmmi ssi oner, the Deputy Conm ssioner is actually
what the previous conm ssioner cone out, canme out
to the district and we did things that engaged the
smal | businesses. W actually had awards for small
busi ness partners that were good corporate citizens
that did things in the comunity. And this is
unrel ated to Sandy, these everyday things that they
did. We had beauticians or beauty shops that
actually did like 50 old | adies’ makeovers and
things like that. And in doing so it raised the
awar eness that SBS wasn’t an agency that was |ike
consuner, the consuner for the agency to conme out
and find you but to help you. And they have agreed
to cone out to the district if we found space or
we're | ooking at August Martin H gh School to have
a, like a maybe a weekend or a couple of days of
wor kshops that we just was speaking to Congress

Menber Vel azquez about. So | think that it mght be
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beneficial if you work with the Chairman to
spearhead that maybe in, in the districts where the
council menbers are willing to put the work into it
al so [crosstalk] to help you do that so that your
staff is not spread that thin. But it addresses
what the chairman al so said. So maybe havi ng
ruling, | think that we discuss a ruling thing of
town halls or those types of panels so that we can
bring the, the mnorities in so they don't have to
worry about going to the city. But they're nmet with
t hat ...

GREG BI SHOP: Sure. And we, we, |’ve
tried different strategies to get the word out in
Br ookl yn, Brooklyn Centers working with Conmmunity
Board 17. W sort of, we actually created a whol e
curriculum Like Community Board 17 has brought
menbers out. It's a, a, actually it, | think it’s a
six nonth initiative and basically it’s to help
prepare entrepreneur to be financially ready to
actually launch their business. And we work to, and
that was a great programand we’'re | ooking forward
to any other ideas that any other council nenber
woul d have. Certainly it’s you know, there's, we

can do a lot nore to get the word out so...




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

COW TTEE ON SMALL BUSI NESS 45

COUNCI L MEMBER WLLS: | think, 1 think
that nowit would help you not just do it but it’ll
be nore streamlined or affective because of the
chair was actually the point...

GREG BI SHOP: Sur e.

COUNCI L MEMBER W LLS: ..of contact for
the council. He can |i ke maybe hel p you schedul e
for each individual nenber and try to rotate a nore
robust ... [ crosstal k]

GREG BI SHOP: That’ d be great.

CHAI RPERSON CORNEGY: I, so I, I, | have
to agree to sonme degree with, with Council Menber
Wl ls because | don’'t want to throw you under the
bus. You've been in ny district and, and have
wor ked hard on sone initiative.

[l aught er]

[ background coment s]

CHAI RPERSON CORNEGY: Not at all. But,
but 1 amgoing to put...I'm |I’mgoing to throw him
under the bus but I amgoing to put himon the
spot .

[l aughter]

CHAI RPERSON CORNEGY: So we have...If |

have my drudgers what we’ |l have is a nobile way of
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goi ng through the city. And I’ m | ooking for
partnership fromboth EDC and SBS to do that.
Because what | find is that even when we identify
that prograns are avail able and of fered through
ei ther one of your offices the businesses that |
deal with don’t have the capacity to send a staff
menber out to sone degree to sit in on sone of
t hese access to education foruns. So we really feel
|i ke being able to kind of tour the city in sone
kind of nobile way, not in a crisis way but in an
informational way. So we’'re looking to partner with
sonme ot her, other organizations froma city counci
perspective to get that done. And you know we’'re
very close to naking it happen. And then certainly
if we could get buy in fromyour agencies to do
that as well we can nove to, you know we can nove
the ball forward on that. So to ne one of the
suggestions would be is | neet with small
busi nesses their kind of detailing to nme the fact
that they don’t have the capacity even when it’s
of fered and even when they find it which is two
other difficulties. But when they found it they
identify it to actually designate a staff nenber or

an ona [sic] to go and sit in on, on sonme of the
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these. So we feel like if we could go out nore
often in a in a, in an organi zed fashion to deal
withit, it, it probably would be an asset to, to
t hose smal | busi nesses.

GREG BI SHOP: Sure and we'll...willing to
work with the office on, on the program

CHAI RPERSON CORNEGY: | do want to ask
t hough about EDC s capital access | oan guarantee
program And just some basic questions. So the,
the, the | oan guarantee program does it, does it
nmean that’s a, the borough has to guarantee the,
the assets have to match the | oan, the, the assets
in the buildings have to actually match, match...
[crosstal k] .l'’msorry the coll ateral

JONATHAN GOUVEIA: No it’s, it’s our
noney provide...this EDC noney provides the
guarantee up to, and it varies by |lender, but it’s
up to 40 percent of the loan. So in other words if
a barrower defaults and cannot repay the | oan then
EDC wi | | pay back 40 percent of what was |eant.

CHAI RPERSON CORNEGY: Right. So | guess
the question then is it’s, it’s a collateral issue.
There’s...is then the barrower responsible for

havi ng 60 percent of the collateral because you
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guarantee 40 percent of the loan? So if this is...
traditional lending institution and, and they want
to know that there’ s collateral. 40 percent of
collateral is nmax obviously by your guarantee.

JONATHAN GOUVEI A: Actual ly they, the
participants in the programare, are alternative
| enders. W're tal king about CDFls and credit
unions. Just to be clear on that point. But sorry...
[off mc comments] It’s not an issue...the
coll ateral base, it’s not required.

CHAl RPERSON CORNEGY: Do any ny
col | eagues... Council Menber U rich, Council Menber
Menchaca.

COUNCI L MEMBER ULRI CH: Thanks gent| enan
for comng and testifying. |, ny questions are, are
on two different topics. And one of themis, is our
immgrant comunity in, inreally trying to
integrate their very entrepreneurial spirit that
they bring to our, our streets, specifically our,
our commercial strips and really trying to
understand if you' ve collected any data on both EDC
SBS on small businesses that are comng to you with
| anguage barri os? Maybe smal |l busi ness owners that

don’t speak English and if you're capturing any of
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that data specifically on the credit piece but
really across the board.

JONATHAN GOUVEI A: So |'d have to get
back to you on, on the data that we have on our
custoner ...[ crosst al k]

COUNCI L MEMBER ULRI CH: You are
capturing data?

JONATHAN GOUVEI A: .if, if we are
capturing the actual |anguage. However we know t hat
in certain inmgrant communities in order for us to
be successful we have to be able to speak the
| anguage. And in certain inmgrant comrunities us,
and when | say us neaning SBS we are seen as
governnment and in sone cases we're not trusted so
we have a two prong approach. One is to use the
commttee partners that are in that comrttee that
is trusted to sell our services. And we are al so
noving forward to translate a | ot of our popul ar
courses and using our partners to deliver those
courses in the | anguage of the communities. So
we've identified about five | anguages where we are
focused a | ot on Spani sh, Mandarin, Korean,

Russi an, Haitian, Creole, U du, Bangl adeshi, and

Arabic. So that’s a start. It’s not necessarily the
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nost conprehensive list but it’s a start in terns
of using organi zations that have individual s that
speak those | anguages to then deliver sone of the
credit readi ness courses that we have in those
| anguages and al so to provide the | oan packagi ng
servi ces.

COUNCI L MEMBER ULRICH: It’'d be great to
get, to get the data that you are collecting. If
you' re not collecting the data how we can get to a
poi nt where we can, we can start understanding the
full picture of what the barrios are to the
i mm grant comunity. And we don’t have to
necessarily go through how the i nmm grant
conmmunities will find their own access to, to, to
capital to start their small businesses...

JONATHAN GOUVEI A: Sur e.

COUNCI L MEMBER ULRI CH: .but if their
services are already being provided by the city
there should be no barrier to those, to those
services. Now break, break down for me a little bit
because this is where I"'mstill trying, trying to
put ny head around what's happened in Sandy and the
federal dollars comng through the city and SBA and

SBS | oans that |'ve had horrible rates in our
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communities were, and |I think forget the 70
somet hi ng, 72 percent as quoted by our
congresswoman when she did a survey of |oans that
have yet to go out or rejection, rejected |oan
rates for, for those inpacted areas. Do you have
your own rates, or rejection rates for those | oans,
specifically those standard | oans?

GREG BI SHOP: Are you quoting SBA | oans

r...So...[ crosstal k]

COUNCI L MEMBER ULRI CH: SBS because you
SBS had their own | oans...

GREG BI SHOP: Ri ght, so...

COUNCI L MEMBER ULRI CH: SBS, SBA had
their...

GREG BI SHOP: So the city in terns of
our response for Sandy we partnered with the
private sector EDC Gol dman Sachs and the New York
Bankers associ ation. And we canme out with a product
i medi ately after the stormto provide | oans of up
to 25 thousand dollars and 10 thousand dol | ar
grant. W assisted about 600 and sone odd busi ness
and the approval rate was around 48 percent. That
was seen as a bridged | oan towards whil e the

federal government was sort of putting their
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packages together. The SBA then canme out with their
product which I don’'t have the, the data for. And
then the remain, the last product is the CDBG
di saster recovery. This loan, this programis seen
as the noney of last resort. So after a conpany
actual |y exhaust their insurance and SBA of ferings
of, and they still have an unnet need then they
woul d actually apply for this program So we have
done a nunber of attenpts to get out to the, the
busi ness recovery zones that was identified by the
i npacted areas including having individual s that
are located in those areas so individuals did not
have to go to one of our centers. And we currently
have about 337 active applications in the pipeline.
Thi s program obvi ously because it’s the noney of
| ast resort we have to do a lot nore due diligence
than the sandy one program Sandy One was a very
sinple criteria was a credit score and whet her you
wer e damaged by the storm And that was it. This
one is alittle bit nore involved. But right now we
have an approval rate of about 42 percent. And
nati onwide in terns of disasters a 40 sonething
percent approval rate is about average. So the, |

don’t know the 70 percent declamation rate that
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you' re quoting. | don’t know what programthat’s
for but that’s...

COUNCI L MEMBER ULRI CH. Wl | and, and I
think it’d be good for us to, to conpare notes on,
on...

GREG BI SHOP: Sure.

COUNCI L MEMBER ULRI CH: ..Congresswonan’ s
survey and specifically | ooking at the snal
busi nesses that she was | ooking at. But | think the
sentinment on the ground and this was just through
Red Hook and maybe the, sonme of the districts that
are on, or districts represented by the nenbers in
the commttee can, can kind of |end voice to sone
of the small businesses that never worry about or
qgualify for any of the |loan prograns be it the
sandy | oan progranms or the federal government
| oans. And one of the things that were presented as
an issue and this is a question to you all...if you
see this, is it the cash flow necessary for these
| oans was at zero because they would reinvest al
of their profits into, into the business and never
really give a cash, sone cash flow for, for
eligibility for these loans. And if that’s the case

how, how are, how are you going to be neeting the
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needs of sone of our snall businesses, small, snal
busi nesses |i ke the ones on Van Brunt [sp?] and Red
Hook with, with these credit |oan prograns.

GREG BI SHOP: Right. And I'mfamli ar
with some of the businesses on, actually in Red
Hook. And one of the requirenents that the federa
governnent has said is that the businesses shoul d
when we do a review should have the ability to
repay the loan. So that’s why we do a cash fl ow
anal ysis. However | think you' re touching on a
point that |I’ve seen after the stormwhere a | ot of
busi nesses because of creative accounting they're
trying to reduce their tax liability. And | think
one of the things we need to do a better job of as
NYC busi ness solutions to teach busi ness owners
sort of their ram fications of actually doing that
credit, that creative accounting for future
di sasters. Because unfortunately we have to | ook at
t he bal ance sheet and we know t hat | ooking at sone
of the applications that we' ve seen there are
busi nesses that on paper do not |ook |like they are
profitable. However we know for sure they're
profitabl e because we know t hey have |ines

stretching out the doors. So certainly there’s,
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there’s a, there’s a, a, a gap that we have to
close in terns of teaching business owners the
proper way to do accounting for businesses that
appear to be cash flow negative we all working and
we have worked with our federal partners HUD to
provide a way that if they do get declined froma
CDBG program that they can appeal that decision and
present a pathway to how they will becone cash fl ow
positive and we will reexam ne that application.
And we’ ve done that with a recent, actually in the,
in the congressman’s district with a business that
was cash flow negative appeal presented on paper
how t hey were going to get to cash, cash flow
positive position and they were actually awarded a,
a loan and grant based on their appeal. So there is
a process to help cash flow negative busi nesses.
They just need to actually apply and go through the
initial application process. And then we will try
to do everything possible to help them

COUNCI L MEMBER ULRICH: Well that’'s a
lot. Okay. Well I’ m hoping we could, we could
really kind of conme back and, and reexam ne that.
Because | think what you' ve just uncovered is, is

pretty major a task for SBS and noving forward with
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sone of these small businesses. And, and if this is
our kind of big prevalent creative accounting issue
then that’s, that’s something | think we’re going
to have to focus on at the...

GREG BI SHOP: Sur e.

COUNCI L MEMBER ULRICH: .district |evel.

GREG BI SHOP: And obvi ously we | ook
forward to working with you on not only that but
also if there are businesses in anyone's district
that still are not clear on the CDBG program and
how we can work together to get the word out so
that way they know there’s noney still avail able
and they can still apply.

COUNCI L MEMBER ULRICH: So on, on a, on
that | ast note on the funding that was sel ected for
this |oan programthat, is that to be used and, and
just kind of house somewhere? Are there any talks
about shifting that into a grant program and
i ncreasing the grant programalong with the, the
capital, or the, the credit |oan piece. | think
the, the, the dollar amobunt was at five or 10
t housand dollars for the grant piece. |If you could
just clarify that piece. And, and if there s any

nove to increase the grant conponent...
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GREG BI SHOP: So | think the, the grant
anount that you re referring to is actually from
the first enmergency |oan and grant programthat we
issued. So in ternms of the CDBG | oan and grant
prograns that anmounts are actually already higher...

COUNCI L MEMBER ULRI CH: What are those?

GREG BI SHOP: Pardon ne?

COUNCI L MEMBER ULRI CH: What, what are
t hose?

GREG BI SHOP: So currently busi nesses
can get as nmuch as a mllion dollars in |oans and
up to 150 thousand dollars in grants over the | ast
several nonths since we | aunched the, al nost a year
| guess, since we |launched the first action plan.
W’ ve got a | ot of feedback from busi nesses. And so
we actually are in the process of getting what’s
known as anmendnent five approved through HUD. And
we're | ook, we're building in some nechani sns to
i ncrease those caps.

COUNCI L MEMBER ULRI CH: Ckay. So you're
| ooking at...[crosstal K]

GREG BI SHOP: Yes...[crosstal k] .

COUNCI L MEMBER ULRI CH: Ckay. And, and

t hese snmall businesses are going to ask for a
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mllion dollar loan for, to get the 150 thousand
dollar...So is, is that the proportion?

GREG BI SHOP: W’ ve al so...it used to be
that you had to get a loan in order to get the
grant. And we are severing to sone extent that
link. If you ve got other sandy rel ated debt either
fromthe first Sandy | oan and grant program or
other fornms of institutional financing then you
will qualify for a grant. So you don’t have to get
addi tional debt fromus to get our grant.

COUNCI L MEMBER ULRI CH: Great. Ckay,
| ooking forward to follow up on that too. Thank
you.

CHAI RPERSON CORNEGY: So this for EDC
Who, in your capital access | oan program who
determ nes the credit worthiness? Is it, is it you
or the initial...

JONATHAN GOUVEI A: I1t’s the, the
| enders, the partners that we have.

CHAI RPERSON CORNEGY: Okay. And, and
what is the, what is a basic profile of a business
that you woul d engage in that particul ar progranf

JONATHAN GOUVEI A: So generally a

busi ness...again the, some of the businesses that
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have come through or nobst of the businesses that
have come through are small businesses. You know
it’'s about 90 percent of the businesses are under
10 enpl oyees, many of themare in the outer
boroughs. They range fromretailers to manufactures
to professional services. So we're really hitting
the gamut. But they don’t actually cone through EDC
or necessarily apply or don’t at all apply for that
matter through EDC. The applications go directly to
the lenders. And all of the review and underwiting
occurs with, with the underwiters.

CHAI RPERSON CORNEGY: And for SBS so
you, do you offer the upfront capital |oan program
to assist venders with bridge | oans? Could you
pl ease discuss basically who qualifies for those
type of bridge loans in that program

GREG BI SHOP: So we start, we started a
program actually two years ago with NYBDC and BOC
[sp?] and the idea is that we started with just
city agencies. So if a, a, and we focus a | ot of
our market efforts around mnority and wonen owned
busi nesses because we did a study in ternms of what
barriers were preventing mnority and wonen owned

busi nesses to preventing them from bei ng successf ul
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in city contracting. We heard bonding and access to
capital. So simlar to the programthat you saw at
CUNY where, with teaching construction businesses
we actually have a set of services to help
busi nesses, help their operations to nake them
better banking custoners. And we wap that around a
brand called conpete to win. So inside Conpete to
Wn was upfront capital and it was only if you had,
if you were a construction firmand you had a
contract, a prinme contract with either a city
agency or, or a prine contractor of that agency.
Then you woul d actually be eligible for the program
because it’s an assignnent. So basically either BOC
or NYBDC t he paynent of, as you, as you are worKking
on that contract goes to the | ender and the | ender
renoves the paynments and then send the renmaining to
the actual barrower. So it’'s a very safe product.
And we’ ve seen a |l ot of success since the program
was | aunched. W’ ve had about 1.1 mllion dollars
in loans, two businesses. Recently with, with BOC
and Gol dman Sachs, 10,000 small businesses in the
Sertna [sp?] Foundation Gol dman Sachs was able to
i nfuse nore noney into the program which all ows BOC

to actually do larger | oans. So we have expanded
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the programso now if there’ s any small business
m nority wonmen owned busi nesses that have a
contract with either the city or the private sector
and they can then apply to this program And as
I ong as the contract hol der agrees to the
assignment then BOC will be able to work sonething
out with the actual applicant. And Nancy's here so
I’m |’massum ng she’s going to also tal k about
t hat program as wel |

CHAlI RPERSON CORNEGY: Is, is there a, is
there a cap on the amobunt of |oans that you' |l do?

GREG BI SHOP: It’s up to 150 thousand
dol | ars.

CHAI RPERSON CORNEGY: Oh no | neant the
anount of loans that you'll do, not the amount of
t he awar ds.

GREG BI SHOP: So for, so the, the poo
is 3.2 mllion so depending on the size of the
| oans that sort of determ nes the cap. However you
know NYB...if it’s a city agency NYBDC s also in
that portfolio and NYBDC s using their own funds.
So there isn't a cap there. However NYBDC their
turnaround tine because they're | everagi ng an SBA

guarantee their, their turnaround tinme takes a
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little bit |longer than BOC because they are able to
nove about nuch faster.

CHAI RPERSON CORNEGY: So both of you to
sonme extent have very sophisticated products and I,
I ...

GREG BI SHOP: So we | everage ot her
sophi sticated products. So our, our, our focus is
really to be that one stop shop. So our staff and,
and the entire apparatus is really to | earn about
all the other funds that’'s out there and nmake that
right connection to business owners. So the hope is
that the business owner and, and this is all in
ternms of saving a business owner tine...If a
busi ness owner just conme to us at the NYC business
solution centers we’ ve al ready done the honmeworKk.
So whether it’'s cap access at EDC or whether it’s
the upfront capital |oan programor whether it’s a
product that Accion has or whether it’s a product
that Grami ng [sp?] has, |ike we know sort of like
what the criteria is in terms of credit, in terns
of character, etcetera. So when a custoner cones to
us we do an assessnent and, and that’s part of why
we, we try to get the word out because we’ ve

al ready done this, this, the | eg work.
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CHAI RPERSON CORNEGY: So do you have
just a regular informational pieces to give to a, a
potential custonmer the sanme way? You know because
it’s a vast array of services so do you have, if |
had them as a council nenber in ny office and other
council menbers had themin their offices that...

GREG BI SHOP: Yes, yes we do have
marketing nmaterials that we'll be nore than happy
to distribute to you

CHAI RPERSON CORNEGY: kay. So do you
have any plans to expand the upfront capital
programto nake it available to simlarly situated
smal | busi nesses throughout the city? Like do you
pl an on expanding it?

GREG BI SHOP: Expanding it...So we
recently expanded it...[interpose]

CHAI RPERSON CORNEGY: .W MMBs...

GREG BI SHOP: Yep. So it’'s open to all
smal | busi nesses but we do a | ot of our marketing
to MABs because we’'ve heard that MABs, that’'s one
of the barriers is access to, to capital.

CHAI RPERSON CORNEGY: And | guess lastly
and on that point what can be done to change the

paynment ternms for contracts with small busi nesses
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so that smaller businesses with | ess cash on hand
can work with the city? Right, | guess you' ve heard
that a thousand tinmes already but | really would
like to know if there’s any novenent towards kind
of doing sonmething different with them

GREG BI SHOP: So that, that’s, so |I'm..
because it’'s, it’s nore of the contracts conmttee
| guess. There are certain things that we are doing
to hel p busi nesses becone properly prepared to
actually sell to governnment. One of the things I
hear a lot fromcontractors is that the city takes
a while to pay. However the city’s...

CHAI RPERSON CORNEGY: 1|, | believe that
a while is an understatenent.

GREG BI SHOP: A, a lot of what | tell
contractors is that city’s very specific. So if we
want to square desk we want the, the invoice to say
a square desk. So we teach contactors to elimnate
any of the back and forth which usually adds to the
repaynent, to the paynment of a contract. W teach
them how to nake sure that they' re submtting
i nvoices correctly. And then we certainly as a
agency and the division of econom c and financi al

opportunity if there are contractors that are
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havi ng paynent issues with agencies we woul d
advocate on their behalf and actually go to that
agency to find out what actually is holding up the
paynents. So those are some of the things,
certainly there’s nore that can be done and we'll,
I"’mwilling to, along with you know wi th our
comm ssioner to sit down with you and the contracts
committee and figure out what el se that we can do
to, to help speed, address that issue.

CHAI RPERSON CORNEGY: You, you should
know that the chair of contracts Hel en Rosenthal is
ny next door nei ghbor at the council so we kind of
yell at, we yell at each other through the walls
actually over this stuff. Is there any other cal
ups or any questions. | nean Council Menber
Menchaca you have any questions. [crosstalk]

COUNCI L MEMBER MENCHACA: | actually...

CHAI RPERSON CORNEGY: Yes.

COUNCI L MEMBER MENCHACA: |, | actually
have one plug I'd like to make. The council nenber
| know brought up inmm grant entrepreneurs and you
know a coupl e of years ago EDC | aunched a suite of
initiatives to try to help inmm grant entrepreneurs

and you know a few things we | earned through that
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process was | think it was that inmgrants in the
city make up about 53 percent of self, are self-
enpl oyed workers in the city which is obviously
much hi gher than the state which is about 35
percent and in the country which is only about 21
percent. We also found through the process that
i mm grant busi nesses close at a nuch higher rate
than sort of their native born peers. And so for
these reasons we created suite of initiatives you
know one of themis called conpetition thrive and
the idea was to work with non-profits, CBGs,
hopefully in the future of the private sector and
run a conpetition to have them cone up wi th other
prograns that m ght be able to help imm grant
entrepreneurs get past some of the chall enges they
have. We’re now in the third year of the program
It seens to be growing in popularity and | think
we're also at a point where we’'re interested in
maybe doing other things in that realm | know that
our colleagues at SBS are also interested in doing
other things there. And | wanted to take the
opportunity to offer to sit down with both of you
and others and actually talk a little bit about

what we currently do and see if there are other
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i deas out there because you know we’re at point |
t hi nk where we know we recogni ze that there’s,
there’s nore that can be done out there and we’ve
done sone things that we think have been
successful . Maybe not at as large a scale as we
want yet but as we | ook kind of forward | think
there’s a real opportunity to work with, wth both
of you and the comrmittee to see what el se you know
we mght be able to do together. So that’s ny plug.

CHAI RPERSON CORNEGY: | thank you for
that. I, | think that we realize and certainly
Counci| Menmber Menchaca and others realize that
doi ng, bringing our inmmgrant businesses and
m nority businesses up to speed is good business
for the city. So having them prepared and ready to,
to work and to neet the needs of specific
communities and the city at large really is good
business. So it’s good to hear that you recognize
that as well.

GREG BI SHOP: Thank you.

CHAI RPERSON CORNEGY: So the next, we're
go, we're going to ask for Paul Quintero from
Acci on and Nancy Carin from BOC NetworKk.

[ pause]
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CHAI RPERSON CORNEGY: So I, | would like
to say that here at the council chivalry is not
dead so we’ll ask for Nancy to go first please. D d
you hear ny plug for chivalry?

NANCY CORRIN: Thank you. | appreciate
that. Very nice to see you today and it’s an honor
to be here and | didn't bring witten testinony.
BOC Capital is...

CHAI RPERSON CORNEGY: |I'msorry they're
asking ne to ask you to please introduce yourself
for those of us who are not famliar wth...

NANCY CARIN: My nane is Nancy Carin. |
am the Executive Director of the Business Qutreach
Center Network and BOC Capital Corp CDFI. Business
Qutreach Center Network has | ocal business outreach
centers in six local neighborhoods predom nately
immgrant and mnority communities in New York City
and their affiliate mcro | oan program by capital
corp. runs through those centers and has devel oped
some i nnovative products to serve snmall contractors
who are mnority, wonen, and others with contracts
wi th governnent and the private sector. It, it’s
very exciting that a couple of years ago both EDC

and SBS partnered with us to market our product
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t hrough their cobranded initiatives, upfront
capital, and kick start |oans. And now we’ve
expanded our product...really it’s the sane product
we had before but it’s now been supported by the
Gol dman Sachs initiative that you' ve been hearing
about and we underwite the |oans, we issue the
| oans, we take the assignnment of paynent and we
work with contractors hand in hand t hroughout that
whol e process. Thanks to the industrial business
sol uti ons program whi ch provides, which is part of
SBS s busi ness solutions network it’s the only part
of their network that actually has a variety of
i ndustrial business support organizations,
comruni ty based organi zati ons including BOC for
part of Queens, part of Brooklyn and Manhatt an.
The, the staff of those business solutions centers
and the comunity based organi zations...i ndustri al
busi ness sol utions do hel p package the | oans for
the kick start | oans because contractors are under
the unbrella of industrial. The difference between
the new program w th Gol dman Sachs and what we’ ve
been doing before is that it actually focuses 100
percent on construction trades and not on just

contract based businesses which m ght be a fashion




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

COW TTEE ON SMALL BUSI NESS 70
i ndustry busi nesses with purchase orders or any
ot her type of businesses with long | ead types of
contracts. So we provide the same contract based
| oan across the board but we are focusing on the
construction industry. And, and that’s a very very
difficult industry to support. So at the assignnent
of paynment and all of the support services that
surround each business are very vital because it’s
a high risk. \When, when a, when a small contractor
takes that contract they' re really putting their
busi ness at risk unless they understand how to
manage their cash and how to, because of those |ong
paynent issues. And we, we try to protect them and,
and help them nanage that risk while we’'re | ending
to them W’ve actually loan, we are a mcro | ender
to begin with and we expanded into contract, we
expanded our loan limts for contractors and for
green busi nesses. W' ve | oaned al nost 10 mllion
dollars. W re going to have a big event once we
reach the 10 million mark in a couple of nonths
fromnow Hope you Il be there. And, and we’ ve nmde
about 100 loans in the zip codes that you serve
city council man. W just checked while we were

sitting in the back. The typical loan size is 10 to
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20 thousand dollars but for contractors we’'d |end
up to 150 thousand dollars. W participate in the
city’'s capital access guarantee programand really
what that program enables us to do are...is to nake
an initial loan to a first time barrower who nmay
not have any collateral, forget the idea of they
have sone coll ateral, may not have any coll atera
and that we really are notivated to lend to them
And so we sign themup with capital access. One of
the barriers to us continuing to work with that
barrower for a second | oan because they still don’t
have any collateral is the fact that that program
will only guarantee the first |l oan to that
barrower. So we would |l ove to sonme adjustnent in
the, in the systemthere. The fact that conmunity
based busi ness outreach centers in nei ghborhoods we
speak about 13 different |anguages and the, we, we
serve a lot of inmgrant entrepreneurs. The
majority of our entrepreneurs are either black,
H spanic, or other immgrants. Over 70 percent.
And, and as a result we're a very mssion driven
| ender. W're not a self-sufficient organization.
And in order to expand what we’'re doing | think

that the banks you know because of CRA are very
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willing to | end us nobney. However w thout the
manpower to do the work with the client base we're
unable to dramatically scale up even though we did
in fact pretty much reach at the two mllion dollar
mark for one year |ast year and, and we have
i ncreased our | ending over 30 percent a year. But
we are running into that barrier of manpower to
provide this, the services that |lead to the | oans.
And that, | think that’s enough for right now 1 |,
| know a | ot about the initiatives that you' re
aski ng about because we’'re the on the ground user
of those services. So any questions you may have
|’ mat your service.

CHAI RPERSON CORNEGY: Thank you.

PAUL QUI NTERO. Good afternoon. My name

is Paul Quintero. I'mthe CEO of Accion East and

|’mgoing to do sonething a little different. I’ m
not going to testify. I’mactually going to nmake a
proposal recommendation for the commttee. | put a,

a deck together because the question that | was
asked to cone and speak about is, is the city doing
enough to provide access to capital. | kind of
smled when | saw the question. | think we, we, we

all want to do nore. But wanting to do nore and
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what to do are two different questions. So but |
want to quickly go through what | think we can do
to scale capital in the city. First for those that
don’t know about Accion we’'re a nonprofit |ender.
W' re based here in New York City. W’ ve been here
for about 24 years started back in 1991 but we
actually |l end across 35 states because of
technol ogy. And that’s going to be one of the key
things I want to share here. One of the differences
bet ween Acci on and other nonprofit lenders is we're
not geography based or place based, we’' re need
based. And because the need can be next door,
Anchorage, Al aska after hurricane Sandy all across
different parts of the city you have to have a
nodel that can adapt to where the need is and
that’s what we do. The other thing that we’ve done
i s because of technol ogy we’ ve been able to nake
speed a priority. So today you can go online and be
prequalified within eight mnutes and know a, if
you're eligible, b, for how nuch and at what rate.
And what we found with entrepreneurs i s good news
or bad news tell people fast. Because when, one
thing that you cannot make up for is lost tine. So

busi ness owners need to nmake deci sions, they want
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to have a real concrete yes or no and that’s one
thing that we’ve been working on. Since our
i nception we’ve done over 22 thousand | oans and 132
mllion but consistent to what Nancy’s saying the
aver age has al ways hovered sonmewhere between a | ow
of five and a high of 10. W’ ve been doing that for
many many years. We believe small is beautiful. On
the next slide | put together sonething because we
do small nunbers and you say well you know how can
that really have a big inpact. So | say well let nme
take a | ook at what the banks do. And we have a | ot
of bank partners so | don't nean this in the
negative way but these are the facts. So the SBA
has a list of their top 100 |l enders in the country
to do seven day | oans. And seven day |oans are the
closest thing to what we do as micro | enders
because this is for working capital equipnent, the
type of things that we see and that Nancy was
descri bing outside of the contracting. And | took a
| ook and | said so for the first quarter which is
the data that we have if you were to | ook at just
the loans that our little nonprofit does we woul d
rank seventh in the country, seventh in the country

in terns of nunber of people touched. Now obviously
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you can | ook at our | oan average, we’'re just under
7,000. It’s not about the dollar amounts but it’s
about the nunber of people that you touch. And so
we don’t have brick and nortar, we don’t have
mar ket budgets as, as Nancy was saying. W're al
nonprofits here but yet we punch way above our
wei ght. And when you tal k about trying to access
capital and these are prograns that are guaranteed.
W get no guarantee, this is all on our own dine
wi th our own skin exposed and basically because of
how we know what, what to do which is how to manage
risk but it’s just to give you a little sense of
the nunbers nmay | ook small but it, it’'s even nore
enbarrassi ng when you at it on a national basis.
One of the things | wanted to suggest here and
reconmend is partnering with a group called base to
credit. Also you know | guess all good things cone
in New York so headquarters here in New York in
2011 was nom nated by Cranes Busi ness as
entrepreneur of the year. But what they do is
essentially a part of the one of the nine functions
that SBS was ascribing which is they match
barrowers to |l enders. | don’t have the exact

nunbers but last tine | spoke to SBS we have, they
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have about maybe 44 different partners that they
work with., OF course nonprofits |ike ourselves BOC
and others are part of that. Vista Credit has over
12 hundred and they do everything fromcredit
unions to alternative lenders to personal article
| enders to traditional banks. But what they do
that’'s interesting is you only conplete in four
m nutes so they adjust out by about four mnutes, a
very very short nobile based way for you to put in
sone information and then which I think is a trend
t oday gi ve peopl e choi ce about who they want to go
to and why. Last Decenber the stats show that nore
peopl e purchased online instead of going to a
store. And |I'’m sure a decade ago when peopl e tal ked
about Amazon, no one’s going to go and buy online,
wel | today actually people do. And the reason is
peopl e want answers qui ck. They want to be able to
choose and...you tal ked about information, better
i nformati on. They want a choice and they want
options. That’s one of the things that Vista Credit
does in a very autonmated way. They’ve done 1.2
billion dollars on their platformsince 2007. They
are a go to source for not only the federal reserve

but the SBAin terns of what’s going on with small
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busi ness. But they’ re matchnaker. Essentially
barrowers cone to their platform you take four
m nutes and they match you across the 12 hundred
different lenders that are on their platform So
let nme get to the inportant part. Slide five what
should the city’s wish list of goals be? And | just
wrote down sone things that, that woul d nmake sense.
| think we all want to increase the nunber of
financing awards | think is the termthat’s used.
W want an increased response to this and |’ m goi ng
to tal k about turnaround time. W want to create
access. One of the questions and coments that was
made earlier is the city has such great resources
but nobody knows about them That’s not new news so
how do you bridge it. W also have | nean | don’'t
know what the coughers are like but | think we all
need to save a penny here. And so noney is val uable
and we want, we want to use precious dollars either
for this programor for other needs. 1'd like to
see and | think we’'re on the sanme page here a
support of the nonprofit sector. You heard that the
top five providers of capital to the SBS for the
nonprofit mcro | enders. That should say sonethi ng

about our role again in ternms of helping create the
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financial inclusion that we need in the city. W
al so need to create prograns that don't require
ongoi ng comm tnments and noney. We just don’t have
t hose kind of funds. W have to create things that
are sustainable. And inportantly we need to get
t hi ngs done. So we don’t have five years, three
years, we need to do sonething that we can start
today and inplenent within a year. | believe that
we have a technol ogy based sol ution that can
address all these things and in the next few
mnutes |I'l1 explain why. If you go to the next
slide...Now ny nunbers because | don’t get public
reports and you have departnental information, ny
information is comng froma sunmary in Departnent
of Small| Business Services, | don't have the date.
But it comes fromthe mayor’s...l et ne see here, the
prelimnary mayor’ s managenent report and it shows
the goals and the matrix. So all the matrix | have
here for SBS come fromthis source. If there's
better data please share it but this is what |
know. My conclusion we do too little too slow and
at too high a cost. Let ne explain why | believe
that. In ternms of convenience | nentioned Vista

Credit it takes four mnutes for you to put a few
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pi eces of information on your phone or on your iPad
and you can be matched to soneone. Wth us it takes
a, with New York City small business solution
centers and |’mjust reading the goal here the, the
custoner service goal is to respond to emails
within 14 days. Now | actually applied to see
during Sandy if | ever heard back. | never did. |
went to the site, | put ny information, | didn’t
hear back. That’'s not to say that a | ot of good
work isn’t being done but it is to say that when
you can’t respond to peoples’ needs quickly you
m ght as well not even be there. So responsiveness
is a very very key factor if we’'re going to be a
21°' century city. Second in terms of the number of
financings Vista Credit |ast year did about 22
hundred on their, on their platform W’re |ooking
to do, so as | | ook backwards | don’t have the
nunbers for this year, we’'re |ooking to do 12
hundred this year. According to this report...again
t hese nunbers vary, but the target for 2014 for
financings with 690 what it excludes is all the
Sandy work that you re talking about. So it’'s a
little difficult to conpare apples and, apples to

apples. But | think I heard 18 hundred fromthe
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Deputy Comm ssioner for last year. | don’'t know
what the nunber is for 2014. Either way the little
nonprofit is doing as nmuch as the entire city. That
shoul d say sonmething. In ternms of turnaround tine
we neasure this fromthe tinme that you apply to the
time you get your noney. On average in the nonth of
Decenber January we’ ve been averagi ng about 15
days. If you have your information ready |ike your
bank statenments you can get it done in five. W can
prequalify you quickly but because we are a m ssion
based | ender we need to know that you can repay. It
does us no good to lend you quickly if you don’t
repay because we report to the bureaus and for the
rest of your life we'll be reporting that you
didn't pay us on tinme. that’s not our mssion. W
don't, we don't factor in failure. W want to
create success. Now the solution centers do a
fantastic job of match making but it takes tine.
It’s at least two nonths and we know t his because
we were one of the sandy | enders and we didn't get
referrals fromthe city after the hurricane hit
whi ch was the end of COctober until alnost January
of the following year. And then on top of that once

you' re matched you still have to go through the
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process with that lender. So |I’ve kind of estimated
here and again this is a stat that no one really is
sharing but what is the turnaround time. My
estimate is it takes you sonewhere between 75 to
120 days. If you go to the solution center you wll
get matched but you know what in a New York m nute
a lot of things happen. | magi ne what coul d happen
in 120 days. Finally when | | ooked at the budget
and again |I'’mlooking at this report here for our
year 2014 what about five and a half mllion total.
What | saw here was an agency budget of half a
billion dollars. Now that’s been expanded |’ m
assum ng because of Sandy because | ast year was
150. But let’s just ook at the nunbers. If I'’ma
five, six mllion dollar organization and this is
150 mllion you should see 20 tinmes the
productivity and we don’t. So too little, too sl ow,
too costly. Wiat’'s nmy recommendation, slide seven
My recommendation is there are nine different
services that the solution centers are doi ng which
are fantastic. But one of themwhich is the
mat chmaking is sonething I think that can be
outsourced. | think you can outsource that piece to

Vista Credit and save nmillions of dollars. O
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repur pose that noney for which is actually very
uni que and was mentioned which is not access to
financial capital but what | think they do that no
one el se is doing which is access to human capit al
devel opnent. You need both. Second you can white
| abel the 311, the solution center on the Vista
Credit platformfor no cost and now have a ready
able 24/ 7 chat ready technology that they wll
continue to invest for you because guess what
that’s their business. Three if you provide
exclusivity then in exchange for that we pay for
being on the platforma fee. That's how Vista
Credit makes its noney, they match you just |ike
eBay, just |ike everyone. They put buyer, seller,
and they make a conmi ssion. Wl they do the sane
thing. Well for nonprofits to support us because we
know that we’re going to continue to be the
| ender’s first choice you could negotiate with
Vista Credit. No transaction fee for people like
Nancy, nyself, and others who will be on the
pl at f orm who people will cone to ultimately so that
it lowers our cost of doing business and we can
grow our mssion. Second, the city for the for

profit |lenders you could negotiate a small share of
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t hat conm ssion and now actual ly generate a revenue
stream How about that? Last theory. | tal ked about
the goals. Does this recomrendati on achi eve those
goal s? | believe the answer is yes. This can
i ncrease the nunber of financing significantly for
the city. This can increase the responsiveness that
we have in terns of serving our entrepreneurs
whet her they be inmm grant or not. Here's the
reality nost people around the world use their
phone nmuch nore than native born Anmericans. So
havi ng nobil e access today is not a divide except
for us. W need to be technologically savvy because
that’s where the nmarketplace is. You have 24/7
access in an environnent where the New York mnute
matters. You have maybe savi ngs of precious dollars
of the budget or you can repurpose that noney, you
support us the nonprofit sector by creating the
mechani sm no cost but high volune, |owers our
acqui sition cost we need that for, for other things
as well. You can create a self-sustaining program
where the technology is handl ed by sonmeone whose
business it is to do technol ogy and maybe negoti ate
a revenue stream And finally this can get done

fast. So with that | think there's a solution to
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i ncrease access. | think the question is an obvious
one. W all want to do nore but | think wanting to
do and what to do are two things. So as | said |
thought 1'd try sonmething different and actually
share a proposal. Thank you

CHAI RPERSON CORNEGY: |, | don't, |
don’t know what to say. No, thank you. Counci
Menmber Menchaca do you have any questions? Thank
you. Thank you. So we’'re going to call Dr. Gary
Goodnan, Sinone Jhingoor, Robert Piechota...

[ pause]

CHAI RPERSON CORNEGY: Who am | m ssing?
I’ m m ssing sonebody. Ms. Bernell Gier would you
pl ease join us? Ms., Ms. Sinone Jhingoor...Has she
| eft the building? Are you sure? Ch, I'msorry. Ch
no I'’mso sorry. Yes please. Thank you. So we’ll
start with Ms. Bernell Gier please.

BERNELL GRIER [off mc] .thank you for
inviting...[static] [on mic] being invited to this
forum |'’mhere actually as a nenber of the
appoi nt ed, being appointed to the community
i nvest nent advi sory board. So ny testinony is that
on June 28'" 2012 the New York City Council

enacted |l ocal |aw 2012 oh 38 to anend the New YorKk
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City Charter in relation to the evaluation of
depository banks. The intent of the lawis to
establish a classification systemthat would rank
city depository banks on their comunity

i nvol venent. The cl assification systemwould be at
t he discretion of the comm ssioner of finance and
the goal is to require the conm ssioner to
establish criteria to evaluate the other banks who
are addressing the credit and financial needs of
the city and communities. Local |aw 38 established
a community investnent advisory board. The purpose
of which will be to conduct an assessnent of
banki ng needs throughout the city and to eval uate
the performance of the city’'s depository banks in
neeting those needs through a broad-based

col | aborative process. The CIAB is an advisory
board and its findings will be considered by the
banki ng conm ssi on when review ng a bank’s
application for designation or re-designation. As
an advi sory board the CA, ClAB s findings and
recomendations will not be binding or on the
banki ng conm ssi on which has the sole authority to
deci de whi ch banks are designated as city

depositories. I'’mattending today’ s access to
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capital hearing in ny capacity of a nenber of the
ClAB and to gain insight into the issues and needs
in regards to small business. My background is in
econom ¢ community devel opnent and housi ng
devel opnent as well as commercial banking. |I'm
currently the CEO of nei ghborhood housi ng services
of New York Gty a not for profit organization that
provi des resources to stabilize nei ghborhoods and
assi st New Yorkers to buy, maintain, and keep their
hones. W work through a network of offices
conpri sed of NHS at Bedford-Stuyvesant, NHS of East
Fl at bush, NHS of Northern Queens, NHS of the North
Bronx, NHS of the South Bronx, and NHSNYC s
nei ghbor wor ks hone ownership center in Manhattan
W are a conmunity devel opnent fi nanci al
institution that provides capital for the purchase
and renovation of one to 20 unit residentia
bui | di ngs t hroughout New York City. The
i ntersection of hone ownership and small busi ness
is not usually readily apparent. However throughout
the years many smal |l businesses were | aunched by
barrow ng against the equity in their homes. In
addi tion m xed use property owners, snal

| andl ords, and co-opter-ers [sic] and, and
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condom ni um associ ations are technically snal
busi nesses that al so need to understand finance and
have the ability to amass capital needed to
operate. Local builders and contractors are al so
smal | busi nesses that require access to capital and
intersect with the housing industry. Having served
in the past as a community devel opnent officer for
a major, major financial institution | know there
are many prograns that have been | ong been in place
to support small businesses. And hearing from many
of themtoday such as the BOC Network and the Snal
Busi ness Associ ati on Smal |l Busi ness Devel opnent
Centers many of these, many of these prograns
provi de technical assistance and have limted funds
to assi st business owners. The commercial and
i nvest nent banki ng community have supported many of
these entities throughout the years. Never the |ess
t he banki ng community has established criteria,
policies, and procedures that conply with safe and
sound | ending practices as required under the
community reinvestnent, reinvestnent act.
Unfortunately these policies and procedures do not
result in the ability for many small businesses to

gain access to nuch needed financial resources. The
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responsi bl e banki ng act that was passed by city
council in 2012 but was never inplenented under the
former adm nistration the assessnents have not yet
begun. However with the appointnent of the
Depart ment of Fi nance Commi ssioner Jacques Jiha |
anticipate the law will soon be inplenmented. | | ook
forward to working in ny capacity as a CIA, AB
menber to further review and report on the products
and services offered by the banking comunity and
how t hey nmeet the needs of New York City
communities. And that’s it. Any questions?

CHAI RPERSON CORNEGY: No but | just want
to nmention that | have been advised that we’re not
at liberty to discuss Local Law 38 because it is
still in litigation.

BERNELL GRI ER: Ckay. Thank you.

ROBERT PI ECHOTA: Good afternoon. My
nane’s Rob Piechota. I"'mthe Director of the Smal
Busi ness Devel opnent Center in Brooklyn. | admre
your perseverance in your constitutions.

[l aught er]

ROBERT PI ECHOTA: Awesone. And thank you
for having these hearings. | nmean this topic |

think is huge. If you, if you listen to a |ot of
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fol ks the last hour or so you think maybe the
system s not broken but | think things can be
i mproved upon. 1’1l just read this briefly. Looks
like a lot but hopefully it’Il cruise. There, as,
as you may or may not know there are eight
different New York City Small Busi ness Devel opnent
Centers throughout all of New York City, all the
boroughs. 1’ve worked in the Brooklyn SBDC team
since 2011 both as a mlitary veteran snal
busi ness advi sor and currently as the director of
t he Brooklyn’s owmn SBDC. My intent here today is,
is largely to offer you observati ons,
interpretations, and maybe sone recommendati ons
based on what |1’ ve seen fromthe trenches as well
as froma little nore macro view as the director.
The Brookl yn SBDC during the fiscal year 2013 our
center cancelled alnost a thousand clients. | have
selected this year primarily because it was one of
t he biggest years of economic inpact for the entire
Sandy inpacted area. Al of New York City in
essence. There are nore |oans or dollars of |oans
transacted in our center and FY 2013 that in any
other given year in, inits existence of the 1,000

clients that we serviced only about 30 qualified
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for and received a, a small business | oan of sone
sort. Banks, credit unions, mcro |enders,
alternative lenders, you nane it. Wiile a |arge
nunber of our clients come to us seeking assistance
as a startup over half of our clients are already
i n business and are seeking hel p or manage rel at ed
to growmh or in sone cases survival i.e. follow ng
Sandy or sone other tragedy. Virtually all of our
clients are required capital. Startups or
est abl i shed busi nesses have al ready exhausted ot her
nmeans in securing a loan. Insufficient cash flow
proj ecti ons, poor business plans, and | ess than
optimal credit. And that includes bad credit or no
credit. W see a lot of folks that just have no
credit. New Americans, veterans, you nanme it they
just don’t have it. These leave the list of reasons
contributing to our clients having difficulties
getting capital fromtheir own banks or other
| ending institutions. Anecdotally over 50 percent
of our clients, and this was echoed by the, the
congressworman | believe require | ess than 100
t housand dollars in capital for their start up or
grow h products. At |east 25 percent of our start

up clients require only about 25 thousand dollars
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or less and that’s with us going through the
nunbers with them The cash flow...they don’'t need a
ton of noney. Typically you have [sic] the
overwhel m ng obstacle [sic] to these clients even
with our assistance is a poor credit profile.
Ironically follow ng Superstorm Sandy in areas such
as Coney Island, Brighton Beach, and Red Hook are
clients who had applied for |loans fromthe SBA were
declined | argely because of their |ack of
sufficient docunentation. And | believe that
congresswonman’ s quote of |ike al nost 40 percent,
only 40 percent of |oans were actually approved or
di spersed were SBA | oans because of |ack of
docunentation or the businesses turned the | oans
down. They just have found better terns el sewhere
maybe just too long, forthcom ng, too many
probl ens, just you nane it. Cash busi nesses while
havi ng been, cash businesses whil e having been in
busi ness for years did not qualify as their
nmet hodol ogy and bookkeepi ng did not satisfy
standard underwriting criteria. Even follow ng a
natural disaster. So while credit issues |oomlarge
i npedi ng access to capital financial literacy and

phil osophy in general can be upgraded across the
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smal | busi ness | andscape on the city. And our
outreach citizens of Brooklyn this is a major
offering we try to attenpt to deliver to our
clients. Sound business principles that support
growh in preparing for any future disruptions of
busi ness; 9/11, Irene, Sandy, etcetera. A unify...in
nmy opinion a unified approach delivering quality
education by a consorting of resource partners at
NYC specifically in the areas of credit health and
basi ng accounting principles for the entrepreneur
coul d hel p change t he awareness of the budding
entrepreneur in our nei ghborhoods. In other words
what nust | do to qualify for a startup | oan?
That’s the biggest reason why people in the...
entrepreneur class is, | call themtire kickers.
They’ re |ike you know what does it, what does this
take. And after you get finished telling them and
here are the steps, here’s what’s required quite
often you see it in their eyes. They say you know
what | don’t think so nmy credit stinks. And | try
taking the next level. Ckay, if your credit stinks
that’s not a horrible thing. What stinks is if your
credit remains bad and you know about it what can

we do about it. We try taking by the hand and
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getting themto the right agency to get them over
that hunp whether it be a green path, a credit, a
credit forget it, sonme kind of..that can get them
over the next hunp or SBS. Regarding access to
capital the typical needs of entrepreneurs are
nmeager starting out. O in order fun increnental
growh. It is unclear what the city can mandate in
order to approve access to funds. Attached to ny
witten testinony is a blog that sites a program
that is underway in Al bany New York. The seed
programis a prototypical programthat is very
attractive nodel. It educates, funds, and tracks
entrepreneurs. Wth a wealth of lenders within the
confines of New York City it’s difficult to imgine
how we cannot adopt it and even refine such a
programto suit the needs of one of the nost
progressive cities in the world. Even a pil ot
searches the seed program encouraged by city
council. Could produce far reaching results in any
desi gnated selected area of the city. | just
attached this, it’s a little blog, it’s just...to
gi ve you sone idea of what it...I"’mnot pushing
this, I"'mjust saying this a programthat could

exist. What they're doing in Al bany is they
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actual ly have a nunber of resource partners. Let’s
just say SBS, SBDC, and BOC had like a, a panel
where we actually reviewed subm ssions. And its
character based loans. It’'s not about credit.
Sonebody coul d have a zero credit score, maybe
t hey’ ve been away for a while sonewhere but they’ ve
denonstrated they have the character necessary to
get, to take care of business. They go through a
training programand this case | believe it’s 12
weeks. They' |l coast along the way and then if they
conplete all requirenents they then give it | think
up to 25 thousand dollar | oan. Can you i nmagi ne al
the Sandy noney that’s sitting there in a...in a
bank soneplace. If we take that, put theminto the
formof grants for either resiliency efforts or to
start anew. You know a | ot of opportunities in Red
Hook particularly and Bedford- Stuyvesant where
people, they got the idea and there’'s a place right
there but what it, what’s mssing they don’t have

the qualifications to get the funding. And the seed

programis one idea. |'’msure other fol ks have
equal ideas. | nean micro | enders are great but
when | lived in the veteran programa ton of ny

clients came in and they didn't even qualify for a
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mcro loan. | nmean it’s, it’s unfortunate. But they
have the character yet to go serve their country.
And a |l ot of the community, you don’t have to be a
veteran, there’'s a lot of folks, single parents you
nane it. They' re doing great things. They got a,
they got a lot invested on this project... Anyway
I’m |I'’mkind of, sort of singing to the choir here
but the point is you have resource partners
available in the conmunity. Us, a lot of folks
don’t even think of the SBDC as part of the city
program But there’s eight of them at your
disposal. And I, | reached out to all of the city
council menbers to offer here’s what we can do,
here’s what we have done. W don’t work with
anybody. | don’t have any dogs in the race. | have
no agendas. |’'mnot |ooking for noney. W have the
resources to help you as best as we can so...I1" ||
stop singing and...

CHAI RPERSON CORNEGY: Well I, |
definitely personally thank you for that and we’l|l
be, we’'ll be sitting together for sure.

SI MONE JHI NGOOR: Good afternoon. My
nanme i s Sinone Jhingoor and I'’mw th WHEDco. Sorry.

My name is Sinone Jhingoor and |’ m Director of
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Ext ernal Conmmuni cations at WHEDco. W' re based in
the Bronx. And thank you for the opportunity to
speak with you all today. I'’mhere to tell you a
little bit about what we’'re seeing in our work with
busi nesses on the ground. WHEDCO works with
famlies in New York Gty who struggle with the
mul ti pl e chal |l enges presented by poverty and who
like all of us aspire to a healthy financially
stable future. We offer interconnected, innovative,
and high quality solutions to create a nore
beautiful, nore equitable, and nore economcally
vi brant place to |live and raise a famly. Each year
WHEDco serves over 35 thousand peopl e through
energy efficient healthy and affordabl e hones,
early chil dhood education and youth devel opnent
found the support services arts program ng and
support to honme based childcare mcro enterprise
and food business incubation. Through our expansive
hone based childcare micro enterprise network we
provide training, |icensing, and business
assi stance to help wonen | aunch mcro enterprises
caring for over 2,000 children annually in safe,
af fordabl e, and educational facilities. In 2013

networ k nenbers coll ectively generated over 14.8
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mllion in annual gross revenue with each earning
about 40 thousand per year on average, higher than
50 percent of Bronx workers. WHEDco creates
opportunities for energing food conpani es and are
fully licensed state of the art 4,000 square feet
urban horizon’s comercial kitchen incubator. W’ ve
hel ped, we’ve hel ped conmunity nenbers start green
cart nobile food vendi ng busi nesses increasing
access to fresh fruits and vegetables in high need
areas of the Bronx. Wth support fromthe New York
Cty Departnment of Small Business Services we work
Wi th nerchants and property owners to revitalize
t he sout hern boul evard comrerci al corridor by
organi zing nerchants, marketing the district, and
attracting new busi nesses. The snall business
owners we work with cone fromdifferent backgrounds
and have different needs. Qur hone-based child care
providers are nostly | ow i ncone wonen of color. O
commerci al kitchen tenants are relatively well
educated and often arrive with their own resources.
And Sout hern Boul evard commercial tenants are
mai nly i mm grants and sole proprietors. W do our
best to provide flexible tailored resources to

t hese busi ness owners but we do not supply
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financing of any kind. W have w tnessed a nyriad
of challenges that our snall business partners face
in obtaining capital and credit. For our hone based
childcare providers startup costs are low. And as a
result we typically do not pronote using credit to
cover these expenses. However providers sonetines
do need assistance. Mcro | oans are an appropriate
action for these very small businesses but the cost
of these loans are relatively high. W feel that
once providers often |ow income, high, high risk
barrowers get access to credit they mght get in
over their heads in debt and all the nore reason to
avoid traditional lines of credit to begin wth.
These providers need additional financial education
and debt managenent and buil di ng good credit to
obtain favorable rates. W’ ve al so noticed that
honme based chil dcare providers sonetines have
difficulty obtaining a nortgage. Self-enployed
providers often deduct many busi ness expenses on
their tax returns thus reducing their net incone. A
| oner net incone saves providers noney and taxes
due but also |lowers the anmount of the nortgage | oan
for which they mght qualify. This seens

counterintuitive. By taking advantage of deductions
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that save them noney providers are hurting their
chances of owning a hone. W need assistance in
educati ng banks and | ending institutions about this
type of business and how to interpret tax docunents
nore favorably so that honme based chil dcare
provi ders can support their businesses and the
honmes in which their businesses and famlies
flourish. WHEDco’ s Urban Horizon’s Commercia
Kitchen tenants are highly notivate. Wile they
of fer business planning and support services nost
of our clients come to us with a product, a plan
and their own startup capital. These tenants often
do not know about services offered by the
Department of Snmall Busi ness Services but we often
find that the services are not particularly hel pful
for these entrepreneurs. From our experience SBS
prograns are well suited to individuals seeking to
start a business fromscratch. What our tenants
really need is cash to grow their business. Very
few of our tenants have successfully obtai ned a
traditional bank | oan which have significant
docunent ati on requirenents that very snall
busi nesses cannot neet. Mst start their businesses

with an initial investnment of personal funds and
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grow based on their sales. Several of our tenants
are interested in working with private investors, a
hi ghly conpetitive quest in the highly saturate
food market in New York City. Small business owners
in southern boul evard al so struggle to obtain
| oans. However in this community where nearly 60
percent of retailers are inmgrants the chall enge
appears to be cultural. Many of these entrepreneurs
come fromcultures or countries where they do not
borrow noney frominstituti ons or expect to get
assi stance let alone free assistance from
gover nnent or non-governnent organi zati ons. Many of
t hese people sinply do not have a credit history
and are not connected to networks of resource
provi ders. Connecting these business owners to
resource requires building trust, sonething that
VWHEDco and ot her community based organi zati ons have
al ready worked hard to establish. The city could
better serve these small business owners by
supporting the organizations that already hold
these rel ationships. To support our work we need a
centralized source of information and materials
both online and hard copy and in nultiple |anguages

to share with our clients. WHEDco greatly val ues
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the relationships we have with the New York City
Council, the Departnment of Small Business Services,
and ot her agencies that help us with our work. W
believe the city could still do nore to help snal
busi nesses access capital and credit by supporting
financial education prograns to build credit and
manage debt. Educati ng banks and | enders about
sel f-enpl oyed chil dcare providers and the
chal |l enges they face in obtaining a nortgage.
Creating new capital resources for small food
busi nesses targeted marketing about city services
toward food businesses and self-proprietors
i ncluding visiting shopkeepers in their stores.
Creating and naintaining a central source for smal
busi ness resources online and on paper in multiple
| anguages. And encouragi ng banks and fi nanci al
institutions to invest nore in the | ocal businesses
t hey serve. Thank you

CARY GOODMVAN: Savi ng the best for |ast
right.

CHAI RPERSON CORNEGY: Absol utely.

CARY GOCDVAN: Thank you. 1'’m Dr. Cary
Goodman. | and the Executive Director of the 161

Street Business Inprovenment District. | believe |I'm
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the only business inprovenent district here today.
And there’s a reason for that. There really are two
different kinds of business inprovenent districts,
comruni ty based BI Ds, those of us that serve one
and two and three enpl oyee stores |like we do
representing the pizza shops and souvenir stores
and the bars around Yankee Stadiumin that genera
vicinity, attorneys as well, bail bondsman, and the
bi gger BIDS Ti nes Square, Grand Central, Lincoln
Center. W have a very direct interest in seeing
capital flow into our nei ghborhoods because our

nei ghbor hoods are residentially extrenely poor. The
Sout h Bronx as you know | eads the nation as a
poverty center. And because the people in our

nei ghbor hood feel disenfranchised in ternms of being
abl e to access governnment resources whet her they
are muni ci pal services |like sanitation, police,
parks, and so they, or whether they are capital.
And so for exanple in our nei ghborhood we have
Chase, Bank of Anerica, and Apple Bank and none of
those three banks make | oans to any of the 152

busi nesses that | represent. So on the one hand
you’' ve got a constituency of business owners who

range from G eek, Korean, Chinese, African
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Anerican, Egyptian, Caribbean, Yamane who are sort
of skeptical about the ability of the private
sector to performand provide for them And on the
ot her hand you have a nunici pal systemthat
reinforces the fact that this is a nei ghborhood
that’s really not going to get its fair share, not
going to get the kind of break that it deserves,
whether it has to do with keeping the streets
clean, inproving the sidewal ks, having parks that
are well maintained, etcetera. So you know | don’t
really have. I'msort of overwhelned |istening to
all ny colleagues from SBS, EDC, and sone of the
nonprofits here and all the various ram fications
and i ssues that have to do with access to capital.
| magi ne what ny one and two and three enpl oyee nom
pop busi nesses are when they cone to the idea of
trying to get a loan, trying to access credit,
trying to access capital. On many occasions |’ve
wal ked nmy district and described the services
provi ded by SBS because after all BIDs are sort of
a partnered or we’'re nmanaged by the SBS system

|’ ve never been able to convince anyone to go to
any of the forums that good Deputy Comm ssioner

descri bed, any of the workshops. Either they can't
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because as Chairnman indicated earlier they can't
take the tine away fromtheir own business or
because they just don’t have the confidence |evel
in what’s going to be comng fromthose, fromthose
visits or those forunms or those workshops. So |
want to comend you M. Chairman for raising the
i dea of taking those services out into the
nei ghbor hoods, out into the comunities where the
community BlIDs are. They're not going to the
wor kf orce centers. My, ny, ny business owners are
not going there. They’'re not going to Baruch for a
sem nar on how to becone credit worthy or any of
these other issues. And I, | want to encourage you
to explore taking these services and neki ng them
onsite available to the people who nost acutely
need themin the community BIDs |ike the one that I
represent. Thank you

CHAI RPERSON CORNEGY: Thank you. I, |1
don’t have questions but | do want to say to you
that | don’t know if you were here earlier when I
tal ked, kind of put the congresswonman on the spot
about a policy paper which would deal directly with
t hose busi nesses that you’ re tal king about.

Primarily MABEs in the city who fall, you know ki nd
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of for sonme reason beyond the scope of the |ending
institutions in the past. So she says she committed
tothat. | nmeant it. And we’'re going to follow up
to make sure that we can put on paper a way to dea
exactly with those businesses because we believe
that this econony will not be righted by big
business. It’Il be righted by small business and by
bui l ding capacity within small business. So that’s
what this commttee has kind of begin by hanging
its hat on the idea that we need to build capacity
in our snmall businesses. And that’'s everything from
one to three to five to 100. You said you represent
152...

CARY GOODIVAN: Correct.

CHAlI RPERSON CORNEGY: ..busi nesses?
That’s, that’s a, that’s a |lot of enployees and a
| ot of enployers who need to have this information
to be able to build capacity within...So | endi ng
does a lot of different things. You know obviously
the main focus of it is, is the ability to build
capacity, to, to, to build business so that nore
hires can take place...sinple formula as we see it.

CARY GOODVAN: Mm hmm | was here. | was

the first one here in fact. I was smling when she
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was testifying. And 1’1l just give you a little
onsite exanple of small busi nesses and what
happened to themin ny area. W have w thin out
zone a, a shopping nall. And the shopping nmall is
under goi ng redevel opnment so they wanted to evict
about 20, 25 small businesses within their
confines. And they did. Utimately they exercised
clauses in their | eases that allowed themto you
know force these businesses out. The busi nesses

t hensel ves had col |l ected petitions of 17 thousand
community residents saying that they rely on those
services you know a Taco Bell for being able to
access fast food, a small Newspaper stand in order
to be able to keep up with what’s going on in the
nei ghbor hood. And so even though that shopping nal
was receiving mllions of dollars in ICIP, tax
breaks, and abatenents they sonehow nanaged to be
able to exercise their strength and get rid of

t hose businesses. Well | guess it was two days ago
| was on channel 12 and Friday |'’m going to be on
New York One because now that mall is redevel opi ng
and they are decidi ng who should cone in and what
busi nesses shoul d repl ace those that they evicted.

We' ve not been consulted at all about who shoul d be
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a part of that. Should those businesses that cone
in offer a living wage? Shoul d t hose busi nesses
that cone in only serve the people who conme into
the area because they' re comng for the Yankee
games or they’ ' re comng for the court systens or
shoul d they serve the people who live in those
districts? So I volunteer to sit wth you and the
congresswoman on that conmttee and in fact love to
invite you to cone up to our nei ghborhood. W coul d
take in a gane afterwards but 1'd love to wal k you
around and introduce you to our business owners.
And you can see the |evel of cynicismthat
perneates the area.

CHAI RPERSON CORNEGY: So fortunately |
know that area very well as the forner Director of
Prograns for the 163" Street inprovement council.
| spent a great deal of time on 161% street and in
that mall and the shops along that area as, as a
menber of that conmttee. So | would love to sit
wi th you further

CARY GOCDVAN: Wbnder ful . Thank you...

[ crosstal k]
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CHAI RPERSON CORNEGY: It, it would be a
travesty actually to see the nom and pops go in
that conmunity.

CARY GOODVAN: They’ re under trenmendous
amount of pressure. And as Walter could tell you
started nmy career here in 1977 working as an aid to
city councilnmen. | had, Glberto, | had Glberto
Valentine [sp?]. So |’'ve watched the arc of things
change over a great period of tine. And well on the
one hand we're grateful for the fact that now sone
financing is com ng into the nei ghborhood and of
course with the Yankee Stadi um devel opnent proj ect
and the park and the like...there’s a | ot of noney
that’s cone in through EDCit’s conme in but not to
the small business comunity.

CHAI RPERSON CORNEGY: Thank you. |’d
just like to say in closing that I'm |’ m pl eased
that everyone was able to cone out, the advocates,
the adm nistration...l think that this is a topic
that can’'t be really truly covered and addressed in
one hearing. And | think that the way that we
respond to it after today is going to really set
the tone for, for lending both in traditiona

institutions and mcro | ending across the board and
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the ancillary things that happen because of | ending
or lack thereof. So I look forward to working with
all of you in the future and | thank you for com ng
today. And ny favorite part | get to ring ny gavel.

[l aught er]

[ gavel ]
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