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Good morning Chairman Ulrich and Chairman Cornegy, Jr. and the members of the Veterans
Committee. My name is Loree Sutton, and¥-am privileged to serve as Commissioner of the Mayor’s
Office of Veterans’ Affairs. I appreciate your leadership and look forward to sharing my perspective
about today’s topic as well as following up in the near future to discuss MOV A’s strategy going
forward. Thank you for the opportunity to come before you today to testify about Supporting Veteran-
Owned Businesses and Promoting Veteran Entrepreneurship.

Working with the New York City Department of Small Business Services and the Mayor’s Office of
Contract Services, we have put together a collaborative report A Roadmap for Supporting Veteran
Owned Businesses. This report gives details on services provided to New York City veterans;
demographics on the veteran business community; veteran community needs, seven recommendations
to serve veteran business, and next steps. It outlines how we can better assist veterans looking to start,
or grow, their small businesses. This initiative will better prepare veteran business owners to
potentially become eligible to win contracts in the City procurement process.

Mayor Bill de Blasio is committed to making New York City the place to call home for returning
veterans, whether they are native New Yorkers coming back to their home of record, or veterans who
are new to our City. We want to attract the best and the brightest and invite veterans and their familics
to continue serving others as they prepare to study, work, flourish — and even start a new business!

This initiative will allow us to assist them in their goal to become the future business leaders of New
York City, whether they are looking to run a small “mom and pop” shop, incubate and launch a
technology company or, use what they learn in the program to become the CEQ of a Fortune 500
company. We know that veterans possess the indispensable skills, leadership, team ethic, values and
maturity to thrive in today’s career landscape

I look forward to working with SBS and MOCS and all generations of New York City veterans who
are interested in exploring new and emerging employment and business opportunities. Having a
veteran workforce better informed and prepared to succeed as entrepreneurs will be an asset to New
York City. The feedback sessions thus far have been extremely productive, yielding valuable insights,
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ideas and constructive feedback that will inform our actions going forward. The veterans in attendance
were excited to hear about the City’s Veterans’ Entrepreneurship Program.

To this end, MOVA will continue to partner with SBS in conducting outreach sessions and engaging
the veteran community in paving the way ahead for better business and employment opportunities for
veterans and their families. MOVA will organize a Veteran Business Leadership Task Force whose
recommendations will be submitted to the Commissioner and VAB for consideration and action.

Thank you for this opportunity to meet with you today and I look forward to continuing our journey
together on behalf of all New York City veterans and their loved ones.

At this time, I am honored to turn over the testimony session to Commissioner Maria Torres-Springer
and welcome any questions during the Q/A discussion period. Again, thank you.
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Good afternoon Chair Cornegy, Chair Ulrich, and members of the Committees on Small Business
and on'Veterans. My name is Maria Torres-Springer and | am the Commissioner of the Department of
Small Business Services (“SBS"). | am pleased to join General Loree Sutton, Commissioner of the
Mayor's Office of Veterans’ Affairs ("“MOVA”") and Lisette Camilo, Director of the Mayor’s Office of
Contract Services ("MOCS”) to discuss the veterans report, A Roadmap for Supporting Veteran Owned
Businesses, which we released together in December 2014. This report examines the state of veteran
owned businesses in New York City, and outlines seven recommendations for how the City can help
strengthen these businesses through training, outreach, networking, and identification. There are more
than 200,000 veterans in New York City today, and thousands more will be returning home in the coming
years. The City is committed to ensuring that these individuals who selflessly volunteered to serve and
protect our country have the resources they need to be successful. We believe our recommendations are
just the beginning of our work to further support veterans and veteran owned businesses in New York
City.

[ Will start by discussing the services that SBS currently offers veteran jobseekers and
entrepreneur. Then, | will discuss the findings of the veteran study including the demographics of the
veteran community, their market size, and community needs. Next, | will walk through our seven
recommendations and our continuing community outreach process. After my testimony, | am happy to

take your questions.

EXISTING SERVICES FOR VETERANS

SBS currently operates 16 Workforce1 Centers that offer recruitment services to businesses, as
well as train and connect New Yorkers to jobs. To offer targeted support to veterans, SBS, the Mayor’'s
Fund to Advance New York City (“Mayor's Fund”) and the Robin Hood Foundation (“Robin Hood"),
launched the Workforce1 Veterans Employment [nitiative in July 2012. This initiative expands on the
Workiorce1 model to better connect local service members, veterans, and military families to meaningful
employment. As part of this initiative, SBS has placed 10 dedicated Veteran Specialists, who are nearly
all veterans themselvés, at seven Workforce1 Career Centers across the city to provide priority of service

to veterans, which means making sure all veterans and military spouses are first in line for staff



appointments and prioritized for ali career, training, and job placement services; delivering one-on-one
career development support; referring veterans in need of supportive services to Robin Hood’s network
of community partners; and connecting veterans to job opportunities. Since the program launch in July of
2012, the Veterans Workforce1 Employment Initiative has served nearly 11,000 veterans and spouses
and connected more than 2,400 to work.

At our seven NYC Business Solutions Centers, SBS offers a set of nine free services to help
businesses start, operate and expand in New York City. These services include financing assistance,
business courses; legal advising, help navigating government, access to incentives, recruitment and
training. To specifically support veteran entrepreneurs, NYC Business Solutions, the Institute for
Veterans and Military Families at Syracuse University (“IVMF”"), Kauffman FastTrac, the SUNY Levin
Institute, and BNY Meilon launched the Veteran Entrepreneurship Program in January 2014 for a cohort
of 20 veteran entrepreneurs. This pilot leveraged the collective partners’ entrepreneurship-focused
programming and was customized to address the unique challenges that veteran entrepreneurs face by
providing veteran business mentors and connecting participants to resources offered by veteran service
organizations. The first cohort has graduated, and we are actively recruiting for the next cohort that will
start in February. We believe these efforts have provided valuable services to the veteran community but

we also believe we have a tremendous opportunity to do more.

VETERAN STUDY

To better understand the composition and the needs of the veteran business community and in
compliance with Local Law 144, SBS and MOCS commissioned a study of the veteran businesses in
New York City. This study, conducted by PricewaterhouseCoopers, relied on publically available market -
data, including information from the U.S. Census and U.S. Department of Veterans Affairs; in-depth
interviews and focus groups with veteran-support organizations and business owners; and a customized
online survey. Taken as a whole, this data helped us to estimate the number of veteran businesses in
New York City, and their interest in and capacity to contract with the City.

The study found that New York City’s veteran population is largely male (90%), older than 45

(83%), with a large percentage having served during the Vietnam War (29%). They are spread fairly



evenly across the five boroughs, with the largest concentration found in Queens. Ethnically,
approximately half of the population is non-Hispanic Caucasian, and the other half is Asian, Latino or
African-American. The study also found that largely veterans are well-educated, with nearly 60 percent
having some college experience or a Bachelor's degree.

The study estimates that there are approximately 235,000 veterans in New York City. If you
exclude the five percent who are unemployed and the approximately 40 percent who are retired, that
leaves 129,000 veterans who are employed. Of these employed veterans, it is estimated that 11.9
percent, or 15,400 veterans, own a business. Based on U.S. Census data, approximately 40 percent of
veteran business or an estimated 6,200 businesses are in industries in which the City procures including
construction, professional services, and maintenance and repair. Importantly, however, we do not know if
these businesses necessarily have sufficient capacity or interest in selling to the government.

The study also revealed a number of insights into the needs of the veteran community, including
existing business owners, as well as veterans who are interested in starting a business. The study
identified nearly 23,000 veterans who were interested in starting a business, and their most pressing
needs which included business training, accessing start-up and growth capital, and getting assistance
with business development services. Additional needs that the veteran community as a whole identified
were finding employment, assistance with City procurement processes, networking with the veteran
community, accessing Veterans Affairs benefits, and having a centralized directory for veteran

resources.

REPORT RECOMMENDATIONS

Based on the needs identified through the study, we believe there is a significant opportunity to
build upon the existing services we offer to better serve the veteran community. We are pleased to
describe seven recommendations that are designed to help veterans interested in starting and growing

their business, as well as those interested in contracting with the City.

1) Outreach to the Veteran Business Community




SBS will focus on broadening our reach in the veteran community to market services and share
information, including through our NYC Business Solutions Centers, Workforce1 Centers, partnerships
with other governmental agencies and community organizations, as well as through our website, social
media, and email blasts. A close working relationship with MOVA will be a major component in

coordinating effective outreach to the veteran community.

2) Provide an opportunity to self-identify a business as veteran owned through the Pavee Information

Portal (“PIP")

Currently, there is no way to identify veteran owned businesses participating in City procurement, and we

will address this issue through recommended changes to the Payee [nformation Portal. PIP is a service
on the City’s website that allows businesses to enroll as potential vendors with the City and once
registered, PIP allows enrolled firms to manage their account online and view financial transactions with
the City if awarded City contracts. By allowing businesses to self-identify as veteran owned starting as
soon as in the next two months, we could measure the number of businesses interested in City
contracting, determine the current utilization of veteran owned firms in City procurement, and identify
businesses for outreach, support and training. With a more defined list of businesses interested in

contracting opportunities, we will be able to offer tailored services to this community of potential vendors.

3) Support Veteran Entrepreneurial Efforts

Since a significant number of businesses in the study were interested in starting a business, we will
increase and enhance the ways we support veteran entrepreneurs. As you may know, our network of
NYC Business Solutions Centers provides free services for businesses of any size and at any stage. In
an effort to customize our services for veterans, we will launch a new course titled, “10 Steps to Starting
a Business for Veterans” in February. We also have scheduled a training session for all of the Center
staff on the services available for veterans. We currently are recruiting for the Veterans Entrepreneurship
Program whose next cohort begins in February, and continue to investigate ways to expand the program.

By sharing veteran data between PIP, NYC Business Solutions and our other services, we will be able to



better understand the needs of veteran business owners and specifically tailor our business services for

veterans accordingly.

4) Partner with Small Business Development Centers ("“SBDCs”) and Procurement Technical Assistance

Centers (“PTACS”)

New York City is home to three PTACs, including one operated by SBS, and several SBDCs. PTACs
provide government contracting assistance including certification for City, State and Federal contracting
and training to help businesses compete for and win contracts. SBDCs offer free, one-on-one technical
assistance to entrepreneurs and small businesses including financial assistance, disaster recovery
assistance, procurement support, healthcare information and business courses. We can better partner
with the SBDCs and PTACs to leverage their business training, consulting services and government

contracting assistance and direct veteran businesses to the services that best meet their needs.

5) Train Veterans on How to Do Business with Government

The City has undertaken a number of efforts to reduce barriers for small businesses that are competing .
for contracts and currently doing business with the City. For example, SBS runs a monthly Selling to
Government workshop that is open to the public, as well as additional capacity-building programs
through the Compete to Win initiative, which includes technical assistance, upfront capital loans, bond
readiness, and construction mentorship programs. Moving forward, SBS will better market these selling
to government services to veterans so that we can assist them in navigating the City’s procurement

system.

6) Provide Access to Certification Programs

Today, there are opportunities for veterans based firms to ceriify in one of the existing cerification
programs for Minority and Woman-owned Business Enterprises (“M/WBE”"} and Emerging Business
Enterprises (“EBE"). These programs, established by local [aw, contain goals for prime and

subcontracting. Given the demographic data from the study, we estimate approximately half of the



existing veteran businesses can qualify for the MYWBE Program. Furthermore, we can evailuate whether
EBE certification is an option for those who do not qualify for the M/AWBE Program. We will certainly look

to certify as many eligible veteran firms into these existing certification goal programs.

7) Establishment of a Veteran Leadership Association to Support Procurement Efforts
With support from the City Council, the City has an MMWBE Leadership Association that helps inform City

policy and provides M/WBE firms with procurement workshops and capacity-building services. There is
an opportunity to create a similar association that could work in partnership with the existing Veterans
Advisory Committee hosted by MOVA to specifically support veteran owned firms interested in

contracting with the City.

We recognize that the City Council was interested in investigating a goals program for veteran
business owners, and | want to briefly explain why we have chosen not to create such a program at this
time.

« First, the study showed that while some veteran businesses need assistance navigating City
procurement, but there are many issues faced by veterans that will not necessarily be addressed
by simply creating a goals program. At this point, we believe we can have a larger and more
immediate impact within the veteran community by assisting veterans through a wide array of
outreach, training, and networking opportunities. The seven recommendations outlined in the
study build on the proven tools that the City has, and are designed to meet the needs that
veterans identified in the study.

+ Second, for those veteran businesses that are interested in City contracting, four of our seven
recommendations focus on improving the capacity of businesses to sell to the government,
navigate the City’s procurement process, and compete for and win government contracts.

e Third, veterans can certify for existing goals programs, including the M/AWBE Program and the
EBE Program. Based on the demographics of New York City veterans that | described earlier, we
estimate that approximately 50 percent of the veteran business community may qualify for these

programs.



¢ Fourth, for businesses interested in contracting, the self-identification process through PIP is a
simpler, less paperwork-intensive way to encourage participation from veteran business owners
in City procurement, and it will allow us to more quickly identify and engage these businesses.
We estimate that there are roughly 6,200 veteran owned businesses in industries from which the
City procures, but we do not know how many firms are in fact already contracting with the City,
how many are interested in contracting with the City, or how many need additional capacity in
order to contract. To effectively create a goals program, we need to know more about the
universe of businesses that want to sell goods and services to the City, which we will be in the
position to do through the aforementioned changes to the PIP system. With that information, we

can effectively evaluate the need for a specific goals program.

COMMUNITY ENGAGEMENT

At SBS, we are committed 1o actively engaging the community to assure that the services we
provide meet the needs of all of the people we serve. That is why in the weeks following the release of
the report, in collaboration with MOVA and MOCS, we hosted several roundtable events across the city
and have received valuable feedback from veteran entrepreneurs. Over the course of four scheduled
meetings, we will have spoken with approximately 120 veteran business owners and organizations. For
example, in the first two sessions, several business owners discussed their need for financing
assistance, which affirmed the needs identified in the study. At the roundtable, we highlighted the
financing assistance offered through NYC Business Solutions, and we will incorporate this feedback as
we develop additional strategies {o increase veteran business owners’ aécess to capital. Our next event

will take place in Jamaica, Queens on Friday, January 23 and we welcome all of you to attend.

NEXT STEPS

We believe these seven recommendations provide a blueprint for immediately and meaningfully
helping the veteran businesses of New York City, but they are just the beginning of our work. We are
fully supportive of the veteran community and are committed not only to linking interested veteran

businesses with City procurement opportunities, but also to helping veteran businesses of all types and
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sizes open, operate and thrive. We look forward to working closely with the City Council, MOVA, and
MOCS to ensure veteran business owners have the resources that they need to be successful. Thank
you for inviting me to speak today and for your dedication to serving the veteran community in New York

City. I, together with my colleagues at MOVA and MOCS, would be happy to answer any questions.






“A Roadmap for Supporting Veteran Owned Businesses” report is the

result of a year-long effort starting in 2013.

The report was presented to City Council on December 1, 2014, and
was created in collaboration between the following City agencies:
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Through a demand-driven system,
Workforcel Centers prepare and connect
qualified candidates to job opportunities.

Workforcel

SBS has a dedicated staff of 10 Veteran
Specialists located at Workforcel Centers
across the city, who give priority service to
veterans and their families for:
o One-on-one career development
support,
e Referrals to supportive services
offered by community partners,
e Connection to job opportunities.

Since its launch in July 2012, this
initiative has served nearly 11,000
veterans and spouses and connected
more than 2,400 to work, but are
committed to increasing these numbers.

SBS runs a network of 16
Workforcel Centers across the city.




NYC Business Solutions Centers offer nine
services to help businesses start, operate
and grow in New York City, including:

Tl
. 3;;%%«

e

NYC Business
Solutions
Centers

s

g

e Business courses

e Financing assistance

* Legal advising

e Help navigating government
e Recruitment

¢ Selling to government

e Incentives

¢ M/WBE certification

In January 2014, in partnership with the SUNY
Levin Institute and the Institute for Veterans
and Military Families at Syracuse University,
SBS launched the Veteran Entrepreneurship
Program, a business training program
customized to meet the unique needs of
veteran businesses by connecting to veteran
mentors and assisted with accessing benefits,
loans and capacity-building resources.

SBS runs a network of seven NYC Business
Solutions Centers across the city.

The next cohort launches in Feb 2015. 5
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Establish better networking between Need assistance with business
veteran and non veteran businesses development and general business
services (accounting, law, etc.)

Unigue unemployment needs including
overcoming the societal stigma of mental
iliness

Need to better target sources of capital for
veterans

Need training in order to navigate and Veterans lack guidance on how to utilize
thrive within the business world their specific benefits

Many organizations attempt to serve the Assistance in navigating procurement and
veteran community but operate in silos identifying opportunities to boost veteran
business development and growth
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RECOMIMENDATION 1: Increase outreach to the veteran business
community

Enhance partnerships with community-based organizations to
better reach and serve veteran communities

Improve outreach to the community through coordination with
partners in government and the City’s online presence and social
media

RECOMMENDATION 2: Provide an opportunity to self-identify a business
as “veteran owned” through the Payee Information Portal (PIP)

@

@

Businesses can enroll online as a vendor with the City

Will help with tracking, but also connecting self-identified
businesses with support, training and resources

Will provide necessary data on total number of businesses

interested in contracting
11



RECOMMENDATION 3: Provide expanded business skills training to
veteran business owners

e Creating a “10 Steps to Starting a Business” course for veterans

e Promoting NYC Business Acceleration across veteran
communities

e Targeting NYC Business Solutions Services to veterans and
provide training to our Center staff

XECOMMENDATION 4: Leverage resources of Small Business

Development Centers (SBDCs) and Procurement Training Assistance
Centers (PTACs)

e Taking a close look at the business training, consulting services
and government contracting assistance offered by SBDCs and

PTACs so we can direct veteran businesses to the services that

meet their needs -



RECOMMENDATION 5: Provide training on how to sell to government

 Targeted veteran outreach for SBS’ monthly workshop called Selling
to Government

e Better connect veterans to Compete to Win workshops, courses and
one-on-one assistance

RECOMMENDATION 6: Provide access to certification as a Minority-
and/or Woman-owned Business Enterprise (IMI/WBE) or as an Emerging
Business Enterprise (EBE) with the City

e Connect qualified veteran businesses to existing programs for City
procurement

RECOMMENDATION 7: Establish a Veteran Leadership Association to
Support Procurement Efforts

® Replicate the M/WBE Leadership Association, in partnership with
MOVA's existing veterans association, to provide certification
assistance and capacity-building services to help businesses contract
with the City 13
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Questions/lssues with market size data utilized in the report:
Roadmap For Supporting Veteran-Owned Business

Summary: The Roadmap For Supporting Veteran Owned Business is a report prepared for the New York
City Council by Price Waterhouse Coopers and submitted by the NYC Department of Small Business
Services in consultation with the Mayors Office of Contract Services and in collaboration with the
Mayor’s Office of Veterans Affairs.

The purpose of the report is to examine New York City’s Veteran Business Owner (VBO) population and
offer recommendations on how this community might best be served and supported, particularly with
regards to accessing City contract opportunities.

The report states that there are approximately 15,400 VBOs in New York City, and highlights as a major
conclusion:

By focusing strictly on contracting opportunities, the City would further reduce the population of
appropriate VBOs to an estimated 6,200 individuals who could potentially be considered for City
contracting initiatives.

The report uses this numerical estimate to support its key conclusion that the City should not consider a
goals program for VBOs, and should focus on using or re-purposing existing structures and approaches.

In examining the report, questions arise about the data sources and methodology used to determine the
VBO population size and, to a lesser degree, the alignment of VBOs to City procurement needs. In
particular, the report’s omission of the U.S. Census Bureau’s 2007 Survey of Business Owners as a data
source is perplexing.

Questions:

1. To what extent was MOVA included/consulted during the study design and data gathering
process?

2 What are the exact data sources referenced in the document? There are a number of footnote
indicators that do not connect to any actual footnotes. It is possible that this is simply a guality
control issue, and that they may have been cropped (along with the page numbers) in the .pdf
version rejeased to the public.

3. Why was the U.S. Census’ 2007 Survey of Business Owners not utilized as a data source?

a. This tool provides detailed veteran business ownership and industry-related data down to
the county (i.e. Borough) level.

b. The information is available via an easily searchable public database
(factfinder.census.gov).

CONTINUES =




Manhattan (New York County)
Veteran Owned
50% Vet Owned

Brooklyn (Kings County)
Veteran Owned
50% Vet Owned

Bronx {Bronx County)
Veteran Owned
50% Vet Owned

Queens (Queens County)
Veteran Owned
50% Vet Owned

Staten Island (Richmond County)
Veteran Owned
50% Vet Owned

TOTALS
Total Veteran Owned (not incl. Staten Is})
Total 50% Vet Owned
Total at least 50% Vet Owned

No. of firms

14,257
5,364

10,977
3,508

4,460
1,475

9,542
2,800

Insufficient data
920

39,236
14,067
53,303

¢.The data
provided by
this survey
indicates a
much higher
rate of
veteran
business
ownership
in New
York City
than the
report
indicates:

Approximately 40,000 vs. 15,400 (potentially higher, if 50% ownership is considered).

d. Even accounting for an attrition rate comparable to the contraction of the NYC veterans
population since 2007, the number of VBOs would be significantly higher than estimated

in the report.

e. The only place the 2007 Survey is mentioned in the report is under the Demand and
Supply Analysis section, as a source for data on national and state-level veteran business

ownership.

f.  Given its importance and value as a data tool in this subject area, if the 2007 Survey was
in fact examined and then rejected as a resource, the report should have included a

reasonable rationale for this decision.

4. For the section: Demand and Supply Analysis, how exactly were MOCS City procurement
categories and VBO industries aligned? This is not an apples-to-apples comparison, so some
insight into the methodology used would be helpful. Also, it appears that national and state-level
summary data was utilized to extrapolate findings, rather than referring to the county (borough)

level survey data available.

5 The section: Veteran Community Needs is sparse, and does not include references.

Conclusion: New York City has a track record, reaching back to the post-Civil War era, of providing our
veterans with opportunities to prosper and contribute to our ¢ity’s economy. This report advocates a move
in the other direction, using potentially questionable quantitative data to support this conclusion. We
encourage the City Council to scrutinize the methodology of this report and consider its findings in this

context.



Testimony of Brian Goldstein, Director of Operations -
NY SBDC before the
New York City Council .
Supporting Veteran-Owned Businesses and Promoting Veteran Entrepreneurship
January 21%, 2015

Thank you Chairman Cornegy, Chairman Ulrich and the City Council Members for inviting us
to represent the Small Business Development Center (NYSSBDC) to offer testimony at this
afternoon’s hearing. My name is Brian Goldstein, and | am the Director of Operations for the
SBDC. Joining me today is one of our Regional Center Directors, Mr. Robert Piechota from
the Brooklyn SBDC located at CUNY’s City Tech with Qutreach Iocatlons in Coney Island, Red
Hook and the Navy Yard. .

I will give you an overview of the SBDC, and the SBDC Veterans program, and some client
data, and ask Mr. Piechota talk about his centers activities and the additional veteran
activities in the city. At the outset, | want to say that the SBDC, has a great deal of
experience in working with the veteran community. Statewide, we have a commitment from
every Center in the SBDC network to work with, and move veterans to the front of the line
for access to services.

The NY SBDC _

The NY SBDC is a 30 year partnership between the State University of New York, the U.S.
Small Business Administration, New York State, higher education and the private sector. The
_State and City Universities as well as our private partners, PACE and Columbia Universities,
form an integrated network in support of small business success.

In New York City we have 8 Regional Centers with locations in every borough.

The SBDC offers an array of services to targeted constituencies, relying upon one-to-one
business advisement, training and research. Each year we work with 20,000 businesses and
are the most heavily utilized resource by small business owners in New York. 24 Regional
Centers leverage host higher educational institution’s expertise and facilities in every region
of the State serving as a focal point for community assistance. Proximity counts so we have
over 40 Qutreach Centers delivering services to local communities.

We work with every type of business operating in New York. Together, this past yeaf, these
firms invested over $304 million that created 3,663 jobs and retained another 2,386 jobs,
confirmed by clients and third party survey. 1,746 businesses started by entrepreneurs
working with the SBDC this year.

For veterans, a priority, we average of over 1,500 veterans each year over the past 10 years
across New York State.



In New York city we have worked with over 4,900 Veterans, who created or saved around
1,300 jobs, and invested over $35.5 million dollars into their businesses. These veterans
start as early as while they were deployed on active duty through electronic services
including EntreSkills for Veterans™, an online business planning tool to enlisted military.

In the recent past, the NY SBDC was funded by the SBA to have a sole NYC Veterans
Business Advisor through the Veterans Service and Assistance Program located in NYC.
Unfortunately that program ended a few years ago, as well as the targeted funding for the
position. The veteran community has and will remain a priority for our orgamzatlon Mr.
Piechota will talk to this further. :

The SBDC also participates in the military’s Transition Assistance Program (TAP) as service
men and women leave active duty to return to civilian life. Over 300 per year of these
military veterans are women.

Veterans working with the SBDC have invested over $193 million impacting 4,572 jobs over a
ten year period. Service-Disabled veterans have invested $19.6 million impacting 424 jobs.
Note: Veteran-Owned Businesses tend to hire a disproportionately high number of veteran
employees, so these businesses often pay-rt -forward’ for fellow veterans integrating back
into civifian life.

This past National Veterans Small Business Week (November 3-7, 2014) provided more
current information. Veterans are up to 45% more likely to be self-employed than the non-
veteran population (SBAVetBizWeek) and possess key attributes that explain higher than
expected entrepreneurial rates; '

1. Work Ethic: Veterans know the commitment and support necessary to be successful.

Risk Tolerance: Veterans are conditioned to gather intel, assess risk and take action.
Agility: Recognizing threats and opportunities with quick response is ingrained.
Leadership: Veterans are taught to build, inspire and work as a team. '
Determination: Veterans work toward a vision, no matter the obstacle.
(SBAVetBizWeek)
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New York State has one of the largest veteran populations, estimated at 892,221 (USVA).

About one-half, 435,630 are ages 20-64, the years when individuals are most
entrepreneurial. This siatistic can be envisioned as a bell curve, peaking in the 30-50 ages
and including 174,452 veterans. This age group represents a large but declining population
that experienced a spike in population following the Gulf War and more recent conflicts.

New York has 424,483 veterans from Vietnam, Korea and WWII who are less inclined to be
small business owners and operators. In the 2007 Census Bureau’s Survey of Business
Owners, New York had 127,156 Veteran-Owned Businesses, 28,845 of which had employees



averaging 11 employees per firm with a total payroll of $12.9 billion and sales of $65.9 billion.
The balance of 98,311 VOBs is sole proprietorships. -

The SBDC provides an average of over 5 hours of assistance to veteran-owned businesses
and an estimated 50%, initially; abandon original concepts. This is because the entrepreneur
finds business concept flaws that produce greater risk than acceptable. Qur experience is
that committed VOBs access approximately 10 to 16.5 hours of SBDC assistance.

As an advocate for veteran-owned business success, | applaud your efforts to further their

opportunities in New York City. This renewed focus represents a substantial enhancement
for growth of VOBs.

Thank you.

Additional SBDC Specialty Programs of Service to Vet'eran'-Owned Businesses

Selling to the Government covers small business procurement bid notification (BidLinx), the
Contractor Bonding Program and assistance to sales opportunities available to small and
medium-sized NYS firms. This assists clients in becoming responsive and qualified bidders
on State and local government procurements while encouraging improved access to
bonding and working capital. Successful bids translate to increased employment.

Veterans have remained a priority, noting the estimated 15,000 deployed reservists and
active military from New York who are returning to NY each year as conflicts wind down.
Our Veteran’s Business Opportunity Center Program (VBOC) is a federally funded initiative
that allows us to place dedicated Veteran Business Advisors in the field.

Ole: The Organization of Latino Entrepreneurs continues to grow, creating ties to the
Spanish-speaking community with bi-lingual advisors. Twenty SBDC Advisors share
resources, programming and materials for the Latino ethnic entrepreneurial group,
including veterans.

Entrepreneurial Education refers to the web-based entrepreneurial curriculum,
EntreSkills™ with a business plan builder and self-paced modules on financial planning,
procurement and related topics. The EntreSkills for Veterans™ version, deployed with
SBDC Advisor assistance, allows veterans to develop a business plans remotely in regular
contact with an Advisor.




Supporting Veteran-Owned Businesses and Promoting Veteran
Entreprencurship

Testimony —

Patrick J. MacKrell
President & Chief Executive Officer
New York Business Development Corporation

January 21, 2015
Good Afternoon.

My name is Pat MacKrell. | am the President and Chief Executive Officer of New
York Business Development Corporation and its affiliates - The 504 Company,
The Excelsior Growth Fund and The NYBDC Foundation — (collectively,
“NYBDC”). NYBDC is lending consortium formed by the banks of New York to
promote opportunity, prosperity and jobs growth in New York State. We work in
close partnership with those banks and the New York Bankers Association and
the Independent Bankers Association of New York State to promote access to
capital.

We were founded in 1955 and have operated continuously since that date
focused on a mission to serve the capital needs of NYS small businesses. We
are supported by 118 banks operating in New York State and the New York
State Common Retirement Fund which provide us with leveraged capital to
support our lending to small businesses. We have a managed portfolio of
appro;gimately $1.3 billion. Our loans range in size from $25 thousand to $5
million".

' In the weeks following Hurricane Sandy we parnered with NYC Economic Development
Corporation, Empire State Development, Goldman Sachs, New York Bankers Association, 33
member banks, the Mayor's Fund to Advance the City of New York and the Parinership for New
York City to form a small business emergency loan fund. In a unique and effective public-private
parinership, we worked closely with the NYC Small Business Services to administer the fund. We
advanced our first loan on November 21, 2012 and our last on August 12, 2013. In all, we
considered 1,551 loan applications and advanced $18.29 million in loans to 797 small
businesses. Additionally, we disbursed $4.9 million in grants to 514 small businesses. We



We are an “aiternative lender” providing loans to small businesses that are
unable to obtain conventional financing on reasonable rates and terms.
Frequently, our borrowers are start-ups, early stage businesses or in a
challenging industry.

| previously served on the SBA's National Advisory for Veteran Business Affairs
and on its National Advisory Council.

| am a veteran having served in the United States Marine Corps and have
previously owned a smali business. You can be assured that veteran business
owners or those looking to start a business receive the full attention of myself
and our organization.

In the period measured from the depth of the “Great Recession” — October 1,
2009 — through December, 2014 we approved loans to 660 new and existing
NYC businesses in the total amount of $543 million. Our lending activity
increased substantially during the period of 2009 to 2013 as we sought to
address the capital needs of small businesses that were unable to access capital
from conventional lenders on reasonable rates and terms.

During that same period we approved 14 loans to veteran owned businesses
located in NYC totaling $9.6 million or 2% of our total NYC loan activity in both
units and dollars. Our loans to veteran owned businesses share most of the
same characteristics as loans to other small businesses in NYC with uses
ranging from retail/hospitality (e.g. cigar shop, liquor store, coffee shop,
restaurants), service businesses (e.g. plumbing contractor, electrical contractor,
educational services) and professional (e.g. medical doctors, architects) to
wholesalers (e.g. clothing, seafood) to start-up, early stage and mature
businesses.

| would like to applaud the efforis of the NYC Department of Small Businesses
Services and its partners for targeted job training and employment services
provided to veterans. Although many veterans are in search of a business
opportunity, most simply need a job to provide for their families and to gain the
experience necessary to succeed as an employee or an enirepreneur.
Additionally, | would like to recognize the fine work of the NYC Small Business
Solutions Centers that have been a consistent source of support for veteran
owned businesses and have been a key partner with us in addressing the capital
needs of those businesses.

devoted many thousands of hours to this effort on a completely voluntary basis. We are now
engaged in the next phase and are assisting NYC disburse Community Development Block Grant
— Disaster Recovery funds through loans and grants to small businesses.



Our commitment to veterans extends not only to service members recently
released from active duty but also the members of our Reserve and National
Guard components. These ‘“citizen soldiers” are more likely known in our
community not as heroes but as our doctors, plumbers, accountants, electricians,
etc...who operate a small businesses. Many small businesses have been
impacted by the active duty service of an owner. In some cases the sole owner
of the business has been called away to fulfill a military commitment.

We have a number of programs, initiatives and observations we would like to
share with the committees today.

NYS Common Retirement Fund Veteran Loan Program — The NYBDC
Veterans' Loan Program provides term loans in amounts up to $150,000 at a
below market fixed rates for current or former members of our armed forces.
This loan program is made possible through our loan agreement with the New
York State Common Retirement Fund and the commitment of both the Office of
the New York State Comptroller Tom DiNapoli and our partner banks. We have
long relied on the support of the Common Retirement Fund to support long term
fixed rate loans to small businesses. Under the Veteran Loan Program the
Common Retirement Fund loans us money at a reduced rate, we reduce our
normal margin and the veteran business owner is the beneficiary with a fixed rate
loan that is substantially below market rates. For example, the interest rate for a
10-year term loan funded today would 2.86%......which would be fixed for entire
term of the loan. This is our flagship veteran loan program.

ESD Bridge to Success - Empire State Development currently provides limited
credit insurance to a group of lenders with the goal of expanding lending to
MWBE’s that are seeking access to mobilization capital to facilitate broader
opportunity in respect to government procurement contract opportunities. To the
extent that the veteran owned business has also been certified as an MWBE, the
business has access to capital to take advantage of procurement opportunities
through ESD’s Bridge to Success Program. In that regard, we urge the NYC
Small Business Solutions Centers (including the Regional Procurement
Technical Assistance Centers at 110 William Street) and the NYS Small
Business Development Centers (including the Regional Procurement Technical
Assistance Center at LaGuardia Community College) to enhance its familiarity
with the Bridge to Success Program so that it can be made available o support
veteran owned MWBESs in connection with procurement opportunities.

Program Goals and Certification - SBS has not currently recommended a
goals program for veterans and acknowledged the absence of certification
process for veteran owned businesses. We do support a certification process at
the state level to aid in the identification of veteran owned businesses in
anticipation of establishing goals programs at the state and municipal levels. We
should also acknowledge that the federal government has established program
goals for veteran owned businesses and provides support to NYC businesses in



that regard. Both the Small Business Solutions Centers and the Small Business
Development Centers serving NYC should be urged to enhance coordination
with the respective Procurement Technical Assistance Centers to promote
knowledge regarding program goals and expand opportunity for veteran owned
businesses.

Franchise Lending — Many veterans have found a path to small business
ownership and financial independence through the purchase and operation of
franchise businesses. These opportunities provide a structure and support
system that many veterans are comfortable with. The franchise relationship also
provides many key ingredients to the successful operation of a business that a
fledging business owner may not be able to provide. Unfortunately, loans to
support the purchase of a franchise and the working capital and fit-up necessary
to operate a franchise are not readily available on reasonable rates and terms
due to the lack of collateral ar net worth of the borrower. NYBDC has a robust
franchise lending program and is able to support veterans seeking to establish
their own business through a franchise relationship.

In closing | would simply like to add that we remain open to explore all
opportunities to support veteran owned businesses and the aspirations of
veterans seeking to start a business and look forward to any thoughts or ideas
you may wish for us to consider.

Enclosures:

FY 2014 Annual Report
NYBDC Loan Program Description
Veteran Loan Program Description



THE NYBDC VETERANS’ LOAN PROGRAM

NYBDC is pleased to announce its Veterans' Loan Program to provide term loans at a below market fixed
rate for current or former members of our armed forces. This [oan program is made possible through our
loan agreement with the New York State Common Retirement Fund and the commitment of both the
Office of the New York State Comptroller and our partner banks to support access to capital for this most
deserving group of patriots.

The recent commitments of military resources around the world draw heavily on our Reserve and National
Guard forces. These “citizen soldiers” are more likely known in our community not as heros but as our
doctors, plumbers, accountants, electricians, etc... who operate a smail business. Many small businesses
in New York State have been adversely impacted by the active duty service of an owner. |n some cases
the sole owner of the business has been called away to fulfill a military commitment. A goal of this loan
program is to provide affordable, long term financial assistance to these small business owners to allow
them to recover from the business consequences of their deployment.

Another goal of the program is to support the dreams and goals of current or former members of our
armed forces to start or grow a small business. In this way we are hopeful that we can express our
thanks to all of our veterans for their service to our country and support the growth of small business in
New York State.

Loans for working capital, business acquisition and purchase of real estate, machinery and equipment are
available under this program. This program can be combined with other financing cffered by our lending
partners as participants or as separate credit facilities.

Eligible borrowers must be New York businesses where the owner(s) of the majority of the equity is a
New York State resident(s) who is a member or honorably discharged veteran of the United States Armed
Forces (including the Regular, Reserve and National Guard components).

The maximum loan amount is $150,000. Approval of the [oan will be subject to an 85% SBA guaranty.
The interest rate is Treasury plus 1.50% (inclusive of the SBA servicing fee).

We can process the loans as PLP 7(a), conventional 7(a), or under the recently announced SBA Patriot
Express Loan Program.

Do you have a customer who could benefit from a loan under our Veterans' Loan Program?

Creative *» Responsive * Cost Effective
Albany * Buffalo * Melville - New York City * Rochester * Syracuse

www.nybdc.com



Progrum Description:

Craated by on oot of the New York Stote Legisloture in 1955, Hew York
Business Dmeimme;z t Lorporction (NYBDC) is o privete corgareiion with
maore thar 140 Hew York Stote bonks porticipating os members. s mandote
includes promofiag employment ond economic development in New York Stote
through long-term loons to credibworthy smoll busingsses in parlicipotion with
our member banks ond other lending portaers,

Thiough NYBDC, businesses in New York Stote hove the opportunity fa ebiain
financing that moy not be avoilable through conventional means. Inferest
ates are competitive ond opplications ore handled expedifiously.

MYBOC honors the commitmest fo its lending partuers and the smoll business
- community by making every effert possible to find o way to do the loca,
including but aot limited to olternotive sousces of collateral, adding SBA of
USDA guarantess ond offering fledble repayment terms,

HYBDC soeks o lending portnor on every fonsaction. We do nof compete with
ol En{fmg;}s}rme 5.
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= Janovaive loon stiuciuing
o Longerepoyiet s
Fixed ond yoroble inferest rotes -

s Owne occepled reafesiofe
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SBA 7{u) Lending:

NYBGC hos unporellelad experfise in SBA 7(a) lending. f5 o particinont in the
SBA Preferred tending Progrom (PLP), RYBDC con process, underwrife, dose
and sarvice SBA 7 {0} loans o5 @ resource To our lending partaers, NYBDC cen

serve 05 your beak’s “SBA Department,” from originosion through coflaction,

ond, if necessary, liguidation nd application for the SBA quaronty, The
centrofization of SBA 7o} foon approvol autharity oid liquidoticn promote
efficiendies in the process for the experienced SBA lender. We con provide that
expesience to vour bonk!

Ous lesding portners con work smarter ond more effectively with SBA 7{n)
knowing that we ore involved os the SBA Expert!

HYBDL Loon Amocunts:

$25,600 10 55,000,000

These ameunts represens our pariiciption in the loan, not the total project
finoncisg.

Interest Rates:

Fizad 1ntes ore tied to Treasury securities similor to the loan terms. Rofes
are fixed for o period of thes 10 15 yeurs. Vorioble mies ore priced of or
ahove Prime.

Other Progroms / Portners:
@ Linked Deposit
+ NYSERDA
& Monufocturess Assistance Progroms
@ Locol oad Regional Loan Funds
& Lommunity Poriners
e The 504 Company
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Adjusting (and Re-Adjusting) our Fotus 10 Eind and Fill the Gaps

Almost six decades ago, New York’s banks recognized
the need for an additional resource to provide capital for
small businesses so they could create jobs and opportunity in
communities across New York State. They joined fogether
with other public-minded companies interested in providing a
resource for small businesses and created New York Business
Development Corporation (NYBDC). Our enabiing statute set
e framework for a unique organization and also estabiished
our core mission: to create opportunity and promote prosperity
by supporting the capital needs of small businesses o start,
sustain and grow operations. From the beginning, NYBBC has
been a bank crafted and funded altermative 1o address financing
needs not filled by the commercial foan products avaitabie
in the market, The work of NYBDC as an alternate lender is
not separate or independent of its member banks, but instend
represents our members’ commifiment 1o serve small business -
both divectly through their own product offerings and indirectly
through their support of NYBDC and its affiliates,

We have remained frue fo our mission and continue as the
unigue organization that we were intended fo be. One of the
agpects of our organization that makes us very different is the
fact that we enjoy the financial support of 118 member banks
and the New York State Common Retirement Fund, ali of
which provide for our working capital needs through lines of
credit. Our stock in trade remains loans {o start-up and early-
stage businesses, loan structures with high leverage and foans
to struggling businesses or to those in challenged industries.
We supplement rather than duplicate the small business lending
programs made available by our member banks.

As our organization has evolved it has assumed leadership
rates in SBA lending and other special purpose loan programs
consistent with our mission. The formation of The 504
Company (also known as Empire State Certified Development
Corporation} facilitated our participation in the SBA 504 Loan
Program, which provides 90 percent financing for fAxed-asset
projects to allow businesses 1o retain the working capital

necessary fo create jobs. In the past year, The 304 Company

role has expanded considerably to support all manner of small
business lending with smaller dollar Toans {$230.000 or less)
through the SBA Community Advantage Loan Program and New
York State’s Capital Access Program.

We coniinue to evolve 1o find and fill the gaps by providing
mobilization capital for minority- or women-owned businesses
through New York State’s Bridge to Success Program,
facilitating the financing of energy-saving solutions for small
businesses in cooperation with the New York State Energy
Regearch and Development Authority and by continuing our
work with the City of New York to provide assistance to
businesses impacted by Hurricane Sandy, just to name a few.
We look fosward 1o expanded opportunities to address the
needs of underserved businesses through continuing to focus on
finding and filling the gaps with creative, responsive and prudent
progriams.

All that said. we saw a significant dollar decrease in both loan
approvals and [undings in FY 2014 as conventional sotutions
available in the market addressed a broader array of the needs of
stall businesses seeking farger dollar loans. However, we saw
a shight increase in the overall number of loans processed as we
saw a notable ingrease in demand for smatler dollar loans.

We also experienced a record volume of loan prepayments
in FY 2014 on the heels of very high prepayment activity
in BY 2013, In most cases, the prepayments were part of a
farger conveniional financing offered by a lending partner, We
regard such prepayments as an affirmation of our mission as it
refiects that a small business has evolved from one with limited
financing options to one where conventional lenders seek its
business in a competitive markel,

Despite the decline in the dollar amount of funded loans and
the brisk prepayment activity, we had a record year for carings
driven by careful funds management, substantially increased
revenue at The 304 Company from Community Advantage

foantinied oi page .




Loan activity and good success at hoiding the line on operating
EXPeSes,
The past year was characterized by numerous highlights and
accomplishments, including the following:
* Netinterest income increased 7.6 pereent to $6.7 million.
* The NYBDC Foundation (supported by donations from
NYBDC and The 504 Company) awarded gifts or grants to
154 not-for-profit organizations.
* Fee and other income increased two percent to $11.8 million.
* The 504 Company continued a national leadership role
in both the SBA 504 and Comnunity Advantage Loan
Programs.
* Income before provision for income taxes increased 8.8
percent to $3.9 million,
* Our managed portfolic is $1.3 billion.
* Leans to minority- or women-owned husinesses represent
35 percent of our portfolio,
Strong financial performance year after year has helped us
build a balance sheet to support expansive and creative loan
programs, and we are intent on doing just that in the years to come,

NYBDC and The 504 Company supporied the establishment of

The Excelsior Growth Fund (Excelsior), which was designated as
a Community Development Financial Institution (CDFI by the
United States Department of the Treasury. Excelsior will targel
its operations toward small businesses in low- and moderate-
income communities in New York State, which are underserved
by conventional lenders. As we write this, we are working on
exciting programs at Excelsior to use technology (o ingrease the
case and speed of obtaining loans by creditworthy businesses, to
provide technical assistance programs and to supply specialized
lnancial counseling for businesses poised for acceleration,
Excelsior represents a significant opportunity to complement
and expand our work as an alternate lender with smaller doliar

Aaral Bapayt

{zoplipued from page 1)

loans offered to businesses outside of our traditional SBA loan
programs. These loans will be offered (0 businesses in cases
where use of SBA loan products is either smpractical due to
loan size or inappropriate for eligibility reasons not related to
creditworthiness,

During FY 2014, NYBDC opened an office in Binghamton,
New York to better serve the Southern Tier and the lending
partners in the region, Additionally, we expanded our Albany
effice to accommodate our increased staffing,

Last year, The 504 Company opened an office in Philadelphia,
Pennsylvania as it expanded its area of operations to include
the Commonwealth of Pennsylvania, During FY 2014, we
increased our presence in Pennsylvania by adding an office
in Pittsburgh and expanded our area of operations to include
the State of New Jerscy and opened an office in Newark, New
lersey. This expansion will not only increase aceess (o SBA 504
loans in Pennsylvania and New Jersey, but will also support
an increase in staffing 1o process, underwrite and service loan
activity generated as a result of these expansions and allow us to
enjoy greater economies of scate, which translates into expanded
oppertunities 1o promote ceconomie development in our area of
operations. We are very optimistic that the synergies ol a three-
state operation will not only facilitate greater service to our
lending partners who maintain a multi-state presence, but will
also provide opportunities for expanding our role in economic
development as we move towards having a greater impact as a
financial services provider.

In closing, thanks to our outstanding staff. Euch year new
records of service and financial performance are established
due to their commitment and dedication to our mission and
the mutual support, guidance and encouragement they provide
to each other. We have grown our staff to 84 from 41 only 10
years ago, Despite this growth and the geographic separation of
our offices, our terrific staff continues o work as a strong team
focused on providing solutions to fill the gaps.
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Uncorked Wine Co. | wanhatten, vy

e
e

When Paul Common lost his iobas an equity researcher for Me

amateur wine collecion, Comimon opgned o retail wine shop .
He roud ov m"i?&iz‘s? he wuﬁd ;.zi.}s-;zszs the industry, %% o endisted the help of Pace University's Small Business Development
ter 1o fine-tune his business plan. He drained his bank sccounts of 123000 10 open Ungorked Wine Co.the retall wine
But his investment covered only hall of what be necdod 1o stank the tiny siorefront he
gasi i Now Yark Oiiv's Creenwich
Stafl a1 Pace™s SBDC referred Common o NYRI sueorked Wine Co. for fumiture,

oHE g.n's{:ni( %mfszzi{}w and working capital,
L P Comumon saidd,

icd e was impressed by Common's extensive knowledpe of t-vme::fs EHT

s the only lender that came throup]

i MNYHE )i senios vico president, sa

Business plan mu% the shop’s untque model. Unearked cmploy which customers oo laste winoes for froe,

remoying the iié’:»giidiai?‘ fromy their purchasing decisions. 10s a oritien] &.Ehrsg ool becate the avesage cost of 2 Emme of wing

vith o national average iﬁé'.‘;sg, per bottle, Common said.

2y allows for up 1o 40 apened bottles of wine af 9 HHIES _s“x.z‘gu%s gas in M separaie wine
rizes the bottles after they are uncocked. This gives the wine twa.mont! rather than the typical life
span of
“This ey before vou buy” option tursed out to be quitc a hit with the stor ¢ and the ‘*emz; INENT S0rves 1o

both control the sample sives and ?’Q{iiié’:éﬁ wasig i}f;"aée:z;_ihf asgociated with opened, unfinished bottes Tor tastings.” Willard <id

Common sald the o

tenge he faced as 2 wine Jover b atinn af recciving bad sdvice
or no advice ot all -
%

“You can lest-drive o car, try on a pair of jeans or oven tasie a piece of cheese before you buv, Why not test-drive your

wine? he siid

It also provides ¢

he 315,@%3(;@?«;;1 other wine shops in the neigl Bevenye o Uncorked Win

e
ﬁ
1
o
£

1in 2012 Sales in 2004 are expentor G6HLOG0. Common, the shop's only

g8 ooty in the jast wo months o't

08 e
conswmpiion, \‘zmi Qnmézsuzs w0 the key s bolsigring interost during theve offii t parhicination
5 i

in the store's Wine of the Month Club, currently five percent of all revenue. He counts on foot traffic Tor the bulk of sules

“No guestion this would not bave b s wers oo high.” Conmnon said

& Aol Fegort
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dchemy Post Sound  peskski, New York

;‘a;zéiz’éj‘sz and Leslic Bloome have s ot in

Adohemy Post Seund, produces sounds called

for 11

i"aséa,“-;. ane of Hve sound clomoents b commersinls angd vi

Lo polors movemesnis the rustic of ¢ig

dded 1o the Bhn or TV o i PrOCess,

é‘}gma g o successiul p

i

g

for Foloy sounds grew oupe siw an opportunity o perform more of the highly speciaiied

work w diregtor Jag Ao warded to hear the sounsds of sotorg” footsteps
as thev o oy County in 2010, and their repuiation quickly gained o

cided to expand, they could net Sod o bank willing 1o lend them

“if was a new business model snsidered 10 hc;-’ igh visk, Wo tvied 1o find s

sutd Andrea %iia‘sa‘s;zzaf. she ?w the company’s chiel operplions offwer and 3 ‘i’s_ss';z';e:g' onti
sas Sports Hlusiroied, Giotly 2uand Bank of America. Leslie, Alcheny . @

wo than 250 fenture-lensth Blm and swelovizion crediss,

e NYBDL stepnad up,

“The %}z,if»;ézzcss; W s»zzz;tm:s;z»:iisi and quickly grew out of ity spece.” said Tamars Underwood, NY BRI
als ppounitics besauss of its basement setup, making it difficul
#n g

NYBDO purtnered with The 304 Company, 1o oy O Jomn avilable (o convert 3500 sguare feet of o Tormer

? sindprood studio, buy ¢

warehose 1 P

o8

two sound booths and Hive music-recording xoand pr

waorking capital
“Howas a great process, They were Hexible in e of our construction budeot, and allowed 18 10 move mon

wilate costs

wond ond nthers were

mstrimental in connocting the 2oy 5‘335 with ;;;z'-;a( te bankers and other influential members of the conymunity who can pariner

“They put us w ouch wi‘;%; ;t«w;eix who might provide resowress Tor us in the 23.;!3;'%;“" Andrea Bloome said,

1 ihe el fwo

o aizo sHows the

Yoars ,the company allracts work |

wrle and plans o add fwoe more

Bioomes o expand the musie recording side of their busine

ﬁ??d”ﬁ 5“53 26,%
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When Hurricane Sandy barrefed up the East Coast in 2012, il devastation left 8. Sidrane Ine. in Free

waier ;md Mot Sudine conternplating the {uture of the se
fesson from the storm was cortaing The business could not continue to operate in the flood zone.

Over the years, Sidrane, the Long Istand company’s owner and prosident, hud considered

manulneturing business into larger

iy
mice, This time was difforent.” Sidrane saidh “This thme, | needed 1o make i work ™

sort under four feet of

sid-generation label-printing and puckaging company. One painful

space. But he never felt enough pressure o make 11 bappen. “Other tnes, it would have been

Mhe 504 Company and K. Sidrane’s Jongtime baoking partner, Baok of America. collaborated on 2 $4.25 million loan that

15

allowed the manufactorer (o buy zafad cquip a new tocation near its storm-damaged property, bt outside the ?'%{)a);i v, The

22.000-square-Toot butlding. just 15 vears old, alse has room to cxpand.

s beautiful” Sidra

metal manufacturer, but the result was worth the investment. “When vou walk in you say, "Wow, this iy w

business,” "

Sidrane said zha: move would not have been possible without the Joan through the S04 program. His comp ury was requived

confribitge only 10 percent, or ¢

able Iock in interest rates on o 2bvear lerm,

e

sl The now location needed gutting and & w1zl rehab afler vears of being peeupied by o sheet

wre fwant o do

N guestion the foan was absolutely belplul, A E,Esa::y were nice prople,” Sidrane said. And despite a 20 percent salos di

25000, of the project, rather than the 20 pereent required by conventional lenders, 16 also was

etween 2012 and 2013 that was created when the business lost equipient and had 1o close temporarily after the storm, “our

Ea;‘i.zzk (..}%*za-‘ic‘uxs»;i}f had enough faith in ug 0 make the i(}:;m»“

Bank of America recognived the manufacirer™s unfortunsto shuation as o growlh g;pnoe‘{un%w.

“We were proud to portner with The 304 Cotpany (o provide 2 comprehensive finane _; package, including funds for
renoyvations und new equipment,” said Warren E}( i&%‘ug, senior crodit solutions specialist, Bank of Amerion. “The move 10 ¢

farger and more officiend hzais;i ng in the aftermath of Superstorn Sandy bas positioned € fséaiz’;izm well for e growth,”

The new foility opeped February 14, 2014, Yearoveryear revenue is expected to fummp 34 percent at the close of one full
veur in the new !';zgtéiéiy. K. Sudvane currently czszg@imyz»; Eactxa-'c:cn 40 and 50 peaple, depending on production demand, and the
mereased volume i3 expeeted o add up 10 12 new jobs,

Rob Root, vice president with The 304 Company, says K. Sidrane’s long, successiil histe ry and solid management eam
made the company a good risk,

“The fow equity reguirement aliowed the tf.}i:‘;p;my to proserve caplind seeded o roinvest in ihe company 0 rebuild and
support its projecied growth. In the aftermath of Supersionm Sandy. the second-generation company hus positioned tsell well for

tie Future,” Hoot sakd,

B Sadrane Ine was siarted by

serateh, it has evolved into a full-service manufucturer of selladbesive Tahels and medical deviee pRckaging,

gt ER

ioif’s fnther in an aparinent in New York City on 2 press that the elder Sidrane built Trom
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Gra E;’?S Cold Brew | Brooklyn, New York

Cerady Laird first started seliing botties of his cold-brewed coffee concentrate t co-w s al G0 Magazine in 2609, when
id two friends, i.};%w Sands and Kyle Buckioy, started m;:%‘%ﬂg the colies

apuariment kilchen 'izE i-'ii‘m.né} i and us business grow they brought on Tiends and family as investory

fly mereasing, and in carly 2012 while searching alist, Loird Tound Grady's Cold Brow o now Eaa‘s;m i a
6.U00-square-fool browery, In space sandwiched between Brooklve's ast-growing Withiamsburg and Greenpoint neighborhoods,

Al the time, the space was adeguate for production because Crrady's was only beginning o Gnd s way io the shelves of a fow

hocal grocery stores, Grady™s Cold Brew is sold in 16- and 32-ounce bottlas thatl must sgerated. The concenaie s added

10 wWaler, 3‘8;&%&;;’ ik, soy milk or other boverages 1o make iced coflee,

York City 10 Mame,

By the summer of 2013, expunsion came o a halt, Mose than two

i thair grocory stores, and Smdy's

-

as well gs Fairway and Fresh Direot, wore

production had reached camacity,
TWe were on g sales froeve because we lnew we couldn’t meke enough product,” Laird said, The small group of the

company’s iitial investors had z:ie‘jté{.ié:a‘i carty o1 that they would not take on ade iiii???éi? nvestors because it would mean v

vate lenders would not ke on the risks associated with their startup.,

considered a foan through NYBDO, bt quickly determined they swere act ready 1o ke on

en't confident enou ! 1 vel 0 take on A loan” Lairg
¢ market, Grady's { old Brew was ready, T from
o Manutacturers Growth Fund for machinery, equipment, site upgrades and other

iy Boonomic Dove

Do bosns from the New Yor

CVETREE 5-'§zzizz§§3%c;€zlé*t§‘f% Cirowih Fund will provide up
E .

sunpoT s provision of atfordable growih Onancim ~manpfaciuring seclor that i 5

New York Citv’s economy. Loan amor

The growah {und loan allowed (g ity {production could incresse

H v %
fos ssmg fo, bringing s

Hul of now

TBDC provided Grady's with more than money. The application process roguired a business plan - somcthing
e geveloned,
d ot o be an incredibly good thing fo

i

50 oge, solid business foundaton.”

47 Annen] Repaat 0






géﬁﬁ%é@ 30SS | Brooklyn, New York

Buffalo Boss crapked onl more than 73 tons of prosnic elicken wines in 20173 The casual restaurant, with 172 employecs a

5
iy, ds poised o top 318 midl isw} i rgvenue in 2014 and open s fourth focation,

sk

three foeations 1 P

Howas o much differont story In 20840, wh

;i‘—{{\

on Jumar White and Ron Lee were looking for money 1o open thelr first focation,

foot storefront on Fulion Street in narthern Brooklva, The lledgling entreprencurs had been rejeciod by traditions]
lcmicr;—;q and 50 they wased-out thelr credit cards and brought on friends and family (ncluding White™s oo
producer Jay-27 as investors.,

sin, rapper and music

Buffalo Boss was o hit from the siart, Customaers loved the ;'eléwszzzmz'zsé hommaone-free chivken wings, and business grew al
rapid-fire page. The restaurant on Fulton Street turmed o profit ia its 139 montl:,

“When we staried building up a fan base and seging high-volume sales, we renlized this w s concept had Clegs” We alsg
knew thal a single, smal] store doesn’t pay the rent,” White said,

Wihite and Lee began plans Tor ¢ second location. this one on Jay Street in Brooidyn. On the advice of a friend, whose Blue
Marble lee Cream in Brooklvs received a boan iEaz'{}ugél NYRDC in 2011 the two men pursued a similar loan program through

nthusiasin for building their brand, as well as their 6-hour-a-day dedication o the CIHETPIise,

THultalo Bosg |

BOCTs affiliate. The 504 Company. lnmediately, The 504 Company’s Christing Lopez saw the pariners” passion and

H

s an example of a company that knows its customer. Both primary owners are personally commiticd 1o the

company’s suceess and are involved in day-lo-day operations and decision making,” said Lopez, assistant vice president, The

504 Company,
The 5242600 foan thal White and Lee received in 2002 through the .‘%i%f‘x { f«;_}mfz;;sziéé}’ Advantage Loan Program helped fand

the upening of the partners” Builhlo Boss on Jay Streel, “IT we hadn’s e doan, 1t would have boen mueh more difiieuh

to procecd. JUprobably would have tmken us at feast o vear and p hall iffxmcz' i ’Ei%“ tiings together” Lo said
J = H & s
Proveeds from the Joan also helped pay off o bigh-interest loan that the pariners touk oot o cover foes when the 1y opeied
a Bulfalo Boss concession at Brooklyn's Barclays Center eartior that vear. Those concossion righis cstablished Bulfalo Gosy

wings as the offichl clicken wings of the Brooklyn Nets,

Mow, the pariners

P finence o fourth location, 1 will bo in

1
‘ﬁw‘?ﬁé;m with NYBDC 10 close on g 7ia) loan thay will heip
outside Brooklyn — and will create another 20 jobs,

Manhatian -~ the {Tret Buifalo Hes

Their model includes & fve-vear plan w
iig}ii?? 10 more Bulfalo Boss restaurants,

We want o continue o promote owr brand in the Bive (New Yaork City) boroughs, then mush nationwide,” Lee said,

Wihite and Lee take great pride in the jobs that their restaurants create, espes inlty for o population of individuals that bave
difficulty finding employment. They work with local rehabilitation programs and halfway houses o train proviousty inourcerind
people and z‘cm_wi‘r%z‘sg individuads to work in their establishments,

At the end of day, these types of business loans are so ézupmri;gsai to simall businesses hke owrs, They creale now
opportunities and jobs, and belp grow the seonomy as well.” White sald. “We > really beliove in fnvesting in s community that iy
tyvesting in us,”

s Bapait
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The Great Tree izm an E%\ii(}:»; i";s;‘iniaz:uz;\fs: and barmn i Mayville, New York, at the northern tip of Lake C

saugua InstHulion, o comm

o of fine and perfonming arts, |

1% and a’ﬁcs‘cgz%amaé z;st%viéﬁﬁfg Eimzz-rizi ut the vear,

nomet the gualifications on the Dowhys business cheeklist, The owner was lookin:

made the inn ceonomically sustninable and 1 was located in ol

The Dowhys didn’t hoar back frony the |

potential of the project and brought in NY

et

i
St
)

=

£
p
-

aasiis,

“Hocan be an inli for now busin

s neTs Lo go theough

Mark and Sheila had a:z*a:s‘}-ihi%:;; éiz order and bad done their research.” said Desmond
and the possibill

jovery
(o

L we o wore looking st Mark

Panple B

isky Invesiments,”

% mdustry 15 1ough for a number of reasons, but The Great Tree Inn has

cation and professions! broughi o the table

Esucvess as the proprictors of The Great Tree Inn They exceeded +

PEULO

pan)
e
o
€

W 8‘<§}lf31és‘;;; ai%e;s:«: 0 az;zss‘éu:é o new audienoes, such ss special wi

35,
“This s ifilling and rewarding,” suid Mark, who has since stepped sway Bromm hig previous carcor, "Iy grest 1o 0

ws ol people and see them ke a breath and relax, We love w see the aice o compiiments on TripAd

or anid have

stors. That's why we are doing thie,

14 fg{é‘ifi_- %ﬁﬁggéi.ﬁégégﬁ'_
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Clifton Park. New York

The first of Bhmalir Browing Cos He Brew Beer and Coney Island Cralt Lager lines rolled off the COMPaNY s own
assembly Tines in July 2013, It was the first time that the nationally recognized cralt beer maker had brewed its own labels since
its owner, Jeremy Cowan, stavled the comnpany i 1996,

Cownu credits 2 53.5 million loan through The 504 Company for meking it happen. Until Bis microbrewery in Clifton Park,
a suburb in Upsiate Now York's Saratoga County, began operations. the beer maker had been contracting out all of its brewing
and packaging, The new microbrewery created 11 fulltime and five part-iime positions and is preparing 1o aded four new fuli-
Hmers.

The 304 Company partaered witl Ballston Spa National Bank 1o issue the $3. S mithion in funding that Cowan used 1o buy
cquipment and fit-up the leased property. The benefits of the 504 program: a fonger-term foan, lower interesi yate and less money
thywn,

1 guarantee you that this would not have happened without the SBA s 504 program. D approached private lenders, but could
not have golien the ratios that aflowed us 1o do this projecl.” suid Cowan, whe in years pasi grew Shmalz ysing small personal
toens, credit cards and, eventually, 5 fine of credit, Cosvan, of MNew York City, created Shmalty Brewing Co, with 82,000 of his

persanal savings and contracted with a private comp any 1o brew and fabel his He'Brew and Coney Island Craft Laser hrands,

142
x?

Several breweries across the stale have expanded with the help of the 304 program. Equipment costs alone can balloon into
mufti-million-doflar investments and those in the fledgling eraft beer industey have not penerated e nough meome (o aftord the
20 pereent initial cash outlay rccgziimi for conventional loans. The craft beer movement is gaining momentim, and The 504

{;?{smp;mv recognizes {owan and hrewers Hike him must expand 1o mcet a tising demand for their producs.

sl

s

“When Jeremy Cowan came to The 304 € Comypany, he had done 4 siellar job of Budlding hiz brands,” suid Ross Pancoe, viee
prasident, Iin, 34 Company. “He had delicious beers 1o suppart them. but he just needed aceess to enough ca pital to make
ha,;iidi;ag a i}mm:w areality. The 304 Campany was able o provide him the aceess (o aptial that he needed ™

Shinaltz’s new 20.000-square-foot microbrowery gan produce up 1o 20,000 barrels (or 250,000 cases) 4 voar, and Cowan is
already planning for growth, He and Ballston Spa National Bank qre w orking to finalize o separate, 3300,000 {oan o buy more
fermentation tanks and other brewing equipment. The expansion should increase production by 40 percent later this summer,

and another 40 percent in the fail. Sales are up 40 percent over 20037 50 million. and the increased production should add even
maore jobs.
Cowan deseribes the S04 program as “a very productive collaboration between private business and federal programs.” He

expuets ihat coming through the process suc cessiully will open doors in the future

A6 2014 Arnuad Repan
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C  Phelps, New York

o
=3

When Michael Allen contemplated e future of Z-4

) paibbioly traded in f,za:aag"g,;%za wits :5s:i§§e1§;

for

isd

2 Hkelihood would have been that we were acauled by Swith us, the companies would

combine and they would sheg a1, an elecirieal m;;%;zf ¢

£,
£

duation wouk

%ﬁusy%ﬁg vy

ingpiired about
oy off his companiss

b have

matthion i loans dwoug

]

1, was used Lo purchase te busin

504 lonn, alony with 2 51,65 million First Niagara Bank loan, helped the Allens buy the property aod equ ipment, Additions]
funding canw from the O

i v DA, Cephas Capizal, a seller sode and the Allens.
A XIS dosians,

s cireuit boards and other power supplics at its 30.000-square-foot plant in

s i

sy located 35 miles cast of Roo L Half of s %m}_;ézzz-*%s‘ comes from 51 billion companie

: ,iif;zzi secior - thatl are focatad throuy wr hal s contract work,
York Siple husinesses

ent of The 304 {ﬁ.’a)szzg)zzzu-‘,

festate buyer inferestod in buyi

feaving &0 people without work,
*His passion Tor the and his dedication 1o omployees ware very a.‘%’ii.%i?i"l%., | knew this was a project v e
; ey

1 ihe suppon of the Ontano County 10A,

YOTHLIND O

agﬁio'}fa:ess s_;mi:a éua}fi;'zg; the company in January of this year. and he expects (o grow the company’s

ability Lo ideniify

s 1o dead Z-A XIS during a period

e, Vige LS

¢ s;gg:%.‘z;i{}g?; new né‘mmcza o el lont of business

‘x

drat Niagara, “As a result of Michaels efforts, Z-AXIS reversed Its fortunes, restored profitability, and increased

erployment ai the company by 23 percont between 2000 and 2013

;‘;‘; %m;z‘;f Hapart






- Watertown, New York

Ciranwth at Hi-Lite Airfield Services has been i the double digits for the last 15 years. The business, which began as 2

i 3£

"aig,im ay- aid g;mgszwi: iping business 25 years ago, has developed inio an industry-leading airfield contracior that performs
unway painting and maintenance for some of the world’s largest airports,
To continue g};;mndéﬁg John S, MeNeely, Hi-Lite’s president and CEO. knew the company had o invest in costly eguipment

and unprove cash Jow, That opportunity cume when Hi-Lite securcd @ $6.57F million Joan package through NYBDC, the LS.

Department of Agriculture and NBT Bank. The two loans were provided through the USDA™s Rural Development Program, s
program that supports small businesses in rural areas with the intention of creating jobs and improving the local economy.

fi-Lite wsed the financing to buy squipment and refinance debt, allowing lor a lopger-term loan, a fewer vate of Interest and
the froein up of cash, Another component of the financing came from the Jeflerson County TDA, which providged an $500.000
ferm loan, NBT additionally provided working caplial for the company,

“If e had not gotien these loans, we would have taken on fewer contracts and grown less” said MeNecly, who owos the
company with his brother and sister-in-law, Calvin and Rhonda MeNeely, "This wi i allow me Lo grow the business and pursue
aew opporiunities. | have greal §T?:,§§‘il}£:i".‘i mo‘;izm forward.”

fobert Markowski, vice president. MNBT Bank, said the bank has mai i‘iidm‘wii a long-standing relationship with Hi-Lite, As
such, NBT is confident in the company’s management and high-guality work, However, its explosive growth was difTicultto

suppost with only traditional bank funding,

"’&-%a:ingg able to purlner with the NYBDC, Jefferson County 1DA and the USDA altowed all of us o provide the Nnancing the
wnipmv eeded for continued expansion and future suceess. while providing an overall Joan struciure that MNBT Bank could
support.” Markowski said,

With 135 people on the payroll, Fi-Lite is one of the largest emiployers i Jefterson County. The airline maintenance
contractar plans to hire ai least 12 more workers and DI theee salaried positions over the next two years, # plan made possible
by the loan package. MeNeely espects to finish 2014 with almosl 330 mitlion in revenue, friple that of 2010, and the company
is poised to double sales over the next five years. Hi-Lite Adrficld Se rvices specializes in :m‘iuiid surface proparation, runway
sibber and paint removal, pavement maintenance and friction esting.

This is the second time that NYBDO and its affilisies have helped fuel the company's growth, In 2009, Hi-Lite used

i
i

financing through The 304 Company to expand iis mantenance shop, The expangion shified much of the a,:qué;mmu mainienance
in house, saving money that then was directed to add customers and grow sules.

“Li-Lite Alrfield Services has shown 2 commilment o growing their business i New York State, and the North Country
particular,” sald HBrian .i.%zszéd,_ NYBDU vice president, “Warking in conjunction with NBT Bank and the Jefferson County 134,

we were able to put this recent finaneing logether and position Hi-Lite Tor future supcess.”

200 20147 Awhial Report
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Harly in 2014, New Yo E Business Development
100,000 grant 1o Red
¢ (RHIY i support of 75300 Bt stures,” a

{,Tm'pi}f;m&'vz; announced a 5

Flook Intiatn

four-year campaign designed to reach 500 Red ook
youih anpually (o ensure that they graduate from high

schoot and go on © i:(ﬂh:gi: or 1o a strong career path.

RIs work ove
that education, employment, social support systems,

and improved

o the nst decade has demonstrated

while focusing on a plan for thenr Tuture, NY B
s affitinte, The 304 Company, jointly supported the
grant, which will be disbursed m cqual instailments
over the naxt four vears,

According 1o Congresswoman Nydia M.
Velazguez (D-NY 7). “Investing in our young
cducation serves fo strengthen our

people and their

communilics aver the long term, This innovative

program

mfrastrocture

witl ensure

tang-ierm
resilience for
Red Hook

residents, The
S0 Futures
program aims
o ralse 51,23
million per
yerr over

the next four
years o moeet
an inereassesd

Red Hook Initiotive part
Comgresswoman Nudie Feld

dernand for
comprehensive
services for Red
Hook youth,
The non-profit believes
that young people cannot
only be recipients of
services, but can also

be trained to deliver the
message and 1o oreafe
their own social change.
More than 80 toenagers
are employed annually

4t RHIL many work at
the center throughout
their four years of high
school, earning money

iargets noeded

Partivipants visit a coflese canpus o leari aheut applving,
eirolfing and anending college.

assisiance 1o
local vouth,
helping them
Ginizh high

school and

et :
T el A

pursug bigher
education or
a produciive
carger,”

Il
Fisenhard,
R¥s founder

and execulive

direstor, said,
“We are thritied
{0 pariner
with NYBDC
and The 504 Company
through the 500 Futures
campaign, Because
of their support, we
will he able to provide
customized and high-
quality programs for
40 voung people 1o the
comimunity, If those
young people are able
to identify and achieve
short- and fong-term

goals now, they will

14 Anoial Hoport,
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professional pursings, and o
of imtergenerational poverty,”

“Lhave been impressed with REL from our very
frst encounter with the organization shostly afier
Hurricane Sandy,” said
Patrict

president and chief

<L Mackrell

executive officer of
NYBDU and The

04 Company. “As
NYHDU worked with
smiail businesses in Red
Hoole in connection
with the Hurricane
Sandy Small Business
Emergency Loan Fund,
we constantly heard

about the good warks

Congressysomen N
cained JilE F

and vision for change
at RHE When we took
a closer fook at the
organization and tearned of the 500 Futures progran,
we saw an imimediate alignment with our mission 1o
promote opportunity ard our overall commitment to
ceconomic development. Opportunity leads change:
the education and job experience supported by 500
Futures will open the door to that opportunity in 4
very direet and
meaningbisl way
In October
2042, Hurricane
Sandy soverely
damaped Red
Hook closing
businesses and
feaving thousands
of residents
withoutf electricity,
fheat and water,
Shortly after the
storm hit, NYBIDC,
NYBA, the City
of New York and Goldman Sachs set to work to
develop and fund small business emergency loan
programs o serve the immediate needs of impacted

a Feldogues, Par MucKrell of NYBOC,

fventhard of Bed Hook Inkiiaiive,

Parricipais i REE's professiorol development program, seared reward
drelping young edults propare for the swworbforee.

sranll businesses. Through the Huarricane Sandy Small

Business Emergency Loan Fund, NYBDC was ahie

to help more than 30 small busiesses in Red Hook
access more than $1.1 million (o rebuild afier the
storm.

The RHI staff and
participants created a
plan and rook action
help their community
in the immediate wake
of Hurricane Sandy.
The RHI building,
undamaged by the
storm. became a place
of shelter for thousands
to set a bot meal,
charge their phones,
and pick up supplies,
RHI continues to create
oppottunities for Red
Fock residents and
to adapt and address
the needs of the neighborhood. The 300 Futures
campaign is an example of this,

individuals or corporations who are interested in
becoming part of the campaign can get involved by
donating, volunteering their time and services, or by
signing up to assist with fundraising within their own
personal networks.
For more
information, visit
www rlicenter.org,

RFiisa
COMENURILY center
in Bed Hook,
Brooklyi that
serves more than
FA00 Red Hook
restdents annually,
Founded in 2002,
HHI believes tha

social change o
OVETrCome systemic
mequities beging with empowered vouth, More

than 95 percent of RHI's emplovess are Red Hook

residents.
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Michelle L, Supone
Flivecnn
Regional Develapinen?
Dhevefopaent duthorire
af the Nevth Coungry
Hetortonent, Now Yok

duffrey Bray
Feeutive Viee Providen

Lindted Gronp

Frisy, New York

Gary b, Babibh
Exeimive Fiee Prosidem
Fhir Canendatigie Nodtonal
Beank and Frust Company
Fiatsford, New York

Brace B, Ferguson Habert 51 Fisher
Progidens Prosident
Forgision Dewelapuiont Fegar Ste Band
Awvociates, Ine, Spevces, Newe Yord
Jamiespors, New York

dubhi A e Franvs
Seirlor Viee Presiden
Merket Manager
Bavd o3f Awmrewicar
Medville, Now Yerk

Joffrey M, Levy Hetiv A, Lango
Capiral Region Progidem
NET Bk
Ay, New Yask

dames L King
Stester Director
New York Sk
Srmarfl Bresineny
Devidopient Ceiter
Abany, New York

Clrict Flaouedal Officer
Foiva of flempstviet
L and LI
Hunpsicad, Now York

Moot Aarply
Prissivlent
Cedriv: Fowrs
Alheany, New Yok

dohin Alurgaiveyd
Rugional Safes Manager

14 Bant

Flemingtoi, N Jersey

Depuiy Evecutive Divector

Hofert 4,1

Seuior Viee Prosidont

i Alred 3 Culion
Retived Chiet Operating
Oficer & dotng CEQ
Frie Comney Induirial
Developmein Agery
Buffale, Now York

ot Chisvamonte
Parter
Fewtd, Bochor
& Chfaramente, CPAx
Afhany, New York

Retived Diveorar
Charter Cae
Fimenciul Covporation
Ablany, New Yord

fetlrey P, Kenefick
Regpdonel Presidoni
Five Swar Buank
Hath, NY

Phomay B, Goldriek, Jo
Rogired Chairinan
Stte Beank of Long lond
Serich, Now York

Aichael b Gl
Parinir
CRiFiVriyshe Cironp
ffvordale, New York

hark I Maorrison
Senior Viev Prosident
Kevllank
Afbany, Mew York

Sifved ¥, Lule, 18
Serior Viee Preskdess
ST Bund,
Aatherst. Now Yordk

Cael B, Bever
Prosidenr & CEQ
Fhiir Roden Eieoryy
Conyoriitin
Kingston, Newe Yok

Hobore K. Streh
Spocialie Finance
Sabes Munegior
dPM engan Chase
Shefron, Conpeetivus

ibls Churles ¥, Hyan

Seisior Vice President
HSET Rusd 0521

Nenwe Yerrdt, Now York

Mz

“Th
New York Bankers Association has produced imporioni

guiny for owr state economy by providing critical suppori for
U

collaboration with the NYRINC "

Mews

¢ longstanding partnership between NYBDC and the

£

all-important job creators. NYBA is deeply proud of its

Arezed 7 Seniih

President & (RO

Serefi e

Yark Busnkers

it Corgnratian © 27




Stockholders

Addivondack Trust Company

Pallston Spa Malional Bank

Hank of Americ

ank of Castile
ing.

fiank of Mow York i'.lé.>521g~z

Barclavs Bank

hire Bank

Capital One Bank

arsuges Countly Bank

Central Hudson Gos & Bleatrie Comp,
Chyntber of Commerce of Urange County

wlion

Chemung Fancal Cor
{hepaze Coun
Citirens Bank

Citizens Communicatis

aiuni L

Cotumbnan v lnsurnnge Company

Cembined Life Insuranee Company
of New York
Conpnumty Bank

Couneil of Indostiry

Diefuweare & Hudson Ratlway Company
Drelaware National Bank of Dells

Urrerd snd Company

-

Hleira Buvi

(I

iy Chambar of Commmerce, In

Mew York Blate Bleetric & Gias Cop.

Morthoastern New
HNYSED

Crange Uounty Trugt Company

York Compmiuty Trast

Hetirement

i s sie
Home Loans, Ino.

Chlegchor & Compa

Cikens Falls Natipan! Bank & Trust Compuny

¢ Blogme Life Mhatoad Insurance

{iebal Cross America, i

» . : . Lompny
Grentor Binghamion Chamber of Comimaree - O

e lensant Yatloy Wine Uompany
dinn Life Insuranos Company ¥
Progler & Dmnble Phanmaceuticals, Ino

i LAl fnsiranes Company

Rochesier Business Athance

iHe Boncorp

s and Fleetne O

roeralion

Josenh Davis, Ine.
’ Santander Bank

IP8orgnn Chase Bank

suat LI Insurnnee Tompany

i
hiorgan Chase Community Developmunl York

Cor ;_‘lu:di;(is}

EoyBank

David AL Bhulis

Siarwood Hotels & Resorts Workdhwude, oo,

RevCom

) QQ%Q?E%;’:? Mutional Bank

Lineols First Beal Dstate Cradit Corporation
¢ Company

sanufacturers & Traders Trust Company

sohawk Valley Chamber of Commaeree

é‘sisuﬁ,igmmg’}s Counly Uhamber of Commorge al mm;»gixg
sational Hank of Delaware County Tigen Siaie DRank

Matignal Urkd ny Trast Company

MuatWest Hauity Coimp, r Bavings Bank

NET Bank

Mo York Lift insurance Company

24 Al Ropnil

“SBAs outstanding partnership with NYBDC has been vital to ensure
that new amd expanding small businesses have adegutate access (o
capital. Without this purtnership, starling or exp
New York would be nuch more fféffia:fm’i This iy particularly true in
e fz,f';‘izg? stete that have less advaniage. Owning a small business
will alw, new (’ lenges.

;’f;ggf;’!?zeff we will be on pood footing (o meet those challenges for many

anding a business in

witiane i [ am confident thai

present

vears lo come.

Y ;;zrw ki

ks Administr




James J, Byvrnes
Chadrmen of the Board
Bruce W, Bayes
Fice Chairman
Parvick 4. 3ackirell
President & Chief Executive
Cificer
Mupey A, Halnhart
Executive Vice Presideni
& Chivf Adminisirative
Officer
Andrew A1, Linehan
Lxecutive Vice Presidont
& Seaior Loan Officer
irhwen F. Burns 1Y
Senfor Vice President
& Chief Financial Officer
Leosa Nadmo-Fredeite
Senior Vice Presidem
& General Counyel

fumney 5 Conroy
Seniar Viee President
Bryvan Bosford
Senior Fice President
James L Goldeick
Sewmior Vice President
Thomas K. ¥eHale
Senior Vice President
Choster A, Sadewskd
Sewior Vice President

zs

GCorporate Officers

Sustin Nadesy
Vice President

Mivhael AL Taviar
Senior Vice Presideit
Seven M. Willurd
Senior View President
Slichael 45 Zihal
Senior Vice President

Werndy Ny

Vice Presiden:
Hoevin 0 (FLeary
Vice President
Haoss Pancae

Vice President

Linda Fou

Sentior Vice President
Gregory L PowsH
Fice President

Hivhard Amsterdam
Fiee President

Pravid 7. Heashe
Fice President

Cheryl Aniilek
Vice Presidens
fefivey B Reid
Fiee President

Timothy Brosnan
Fice Presideint
Hobert Bood
Fice Presidenr

John b Hopas 1
Fice Presidem

Peanie L. Smiih
Vice President

Fravid B, Hanold
Vive President

Famary Underwond
Vice Prosident

Avrnmk Jung
Vice Presiden:
Eraniel Vacears
Fice President

John 7, King
Vice Presidont
fathlern 531, Hussom
Secromry

Thrinthy € Loarsoen
Five President
Joshiun AL Lefller
Fice President

Nicoletn Augustin
Assistant Vice President
Brittany Beraboll
Assisiant Vice Presidenr

Sabring N, BMorton
Viee President

Hriga Bund

Assistant Viee Presidenr
donatian Bare
Assistant Vice Prosident
Paala Gareia

Assistant Vice President
Joanns Jones

Assistand Viee Presidemt
Ryan € Lockiart
Assistent Vice President
Christinn Lopey
Assistant Vice President
Yabhaira b MNifier
Assistant Vice President
Yusinhsa Schmidd
Axsistant Fice President
Thomas Green
Assistant Treasurer
Jimnne §. Karmssvn
Assistant Secrerary
Biane B Belonald
Assistanr Secrerary
Beborah A, Mereora
Assistout Secretary

P

continuing this parinership in the fitre.
St o Wiskenesky
Prosidens & UE0
fidependent Bankers Association of New York Srane

Hew Yo B

York's econcmy and our local communitios.

“The Independent Bankers Association of New Yark State
(IBANYS) and our member instituiions — local community banks
and thrifis throughioui New York — value the parinership we
share with ihe NYBDC. Throughout the vears, Pui MacKrell
and NYBDC s owtstanding sicff have greaily eshanced the
small business lending envivonment that is so vital 1o New

We look forward ro




These hankers havs worked exiensively and creatively with NYBDC a
The 504 Company to premote access to capital for New Yorlds small

il
husing

ﬁ’&ﬁ
[

ander of the Year - Hohert Grady

im

NYB é’%{:
anior Vice P es;g:iest

e
83
Suffolk County National Bank

wg%

CEor meiny Veas, Bob has been compiitied (0 supporfing the needs of
v R E ;{"3{'5 ff-" servioe,

sinadt businesses across Long {slond with the ki
He i focused on identifving the needs of small businesses and Capply
o those needs. In doing so, Bob

i

e

creafive ’55?5? qppi (’ﬁff cite sofutions o mes
I ’}"

‘o o prostofe
w York State

Jinancing selutions lo creditwartiiy

has heen a consistent supporier of NYGDC and its

emplovment and economic development throughou

by providing creative losg-feis
Torts and look forward io

husinesses. We thank Bob jor his firele:
working with hin and his colleagnes af Suffolk County \ygff’f;;?z,!f Hunk jor

FicEY vedrs (o come.

N e Fopor
Jeney f. Cofdrick

Senfor Viee President - Long fsland Reglonal M

NYRIM

g

=Y #?

SUFFOLK COUMTY
HATIONAL BANE

a%lm
£y
e
o
i
=
k]

The 504 Company Lendar of the Year ~ Dorell
Small Business Division Sales Manager

£2 37y P SN e o E R iemameef E ; crrhesazees §olisees S T 4 M
;’.,!(}if}:‘fé!i' L5 e af 1 wiost naFdwid nff"f’ barnkers [ have gver known, SHe

o much passion for providing access to capil il for businesses in the

Hits
We ook forwaid

PRI

is o big fan of the SBEA 304 low

boroughs wind 2
hip with Dorotly and Citibank for many ves

ITArd

fo owr confinued parines

o come.

PN ooy
Lindda Zon

sor Vice Peesident
NYBDC

A
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Adirondack Economic Develommoent Y
H

Corpondion Hasex é’mzmg Industyial Development Ageney

Albany-Colonie Regional Chamber of Commerce Falton © vty Chnnber of Commerce
Atbsany Local Development Comoration Genesee Coumy Eeononie Developnent Center
Amberst fndustrinl Development Azeney Herkimer County Indusirind Development

Aguniy
Hudson Developm
iefferson County
Livingston Couity

Brons Overall Heonomie Developrent Carp,

Broskiyn Bcononvie Develapment Corporaiion

Brooklyn (Kings County) Hispanic Chamber
of Commerce

Broome County Indusirial Developmeni

et Uorporation
Emim rial Development Corp,
Industrial Development

Aguney
Loval Developent Corp of Bast New Yok
Local Development Corporation of Laurelion,
Rosedale and Springficld Gardens
Lockport Industrial Doevelopment Agency
Moluwl Valley Chamber of Commerce

chosier

Business Council of West
Catskill Watershed Corporation
Unlmravgus Bmpire Zone Comperation
Center for FL‘%‘}E‘;&} e Gronvel

Ceniral New Yeork Heglonnl Planning Mohawk Valley Economic Development

& Devel ?pzmn | Board Growth Enterprises Com.
Chamber of Schencctady County Muontgomery County Chamber of Conmeree
Uity of Middietows Indusirial Development Monipomery County Eeonamic Oppariuaity

and [}mciugmauq

g's‘;"éx fark Loval Doevelo
FC Development Comp
State Small Business Development

ohey
( 3 Mount Vernon Urbon Resewal Agency s‘vi vient Corporation
Chinton Clounty Area De wh?;‘;ms ik Corp,
Community Capilal MNoew Yorl
Community §..}z:wfic}g‘szz'mm Corporation Cunters

of Long Island, Ine, Cuzdensburg Growih Fund D
Comel Apricalture & Fo i’i’e:a‘%m@&; gy Park Corpomtion
Corthand County BIDC-1D: Utz County Indusirinl Des
Caunly of Uhannaosgus E;;mis;;i;;? Develop ¢ County Business Dove
WEon

F Y o

clopriont

velopment A

e lepment

Apeney
County of Urlears Industrial Development Orunge County Partnerst 7‘;3
SHRY Putnam County Eeonomic Developmen
ndustrial Development Corporation
2 Eeonomic Development Corporstion

o Lorporation

B Clountyy nownie Develonmen
3

cvele Bivient

County Tndustiind Dovelopmant

» Region Chamber

i'&s“{iiiﬁﬂ
‘}c* clopment Corporation

Bonnon
(Warren ( 3t

provide loan re §£§§“§‘3§% and fechy
yWers

n

mme
-
fud

cal assistance

amm\
7"&
it

Rockaway Developmuent & Revislianion Com,

Rockland Busin clation
Resciland Eeonomic Development Corp,
Rome Tndustrinl Development O ey,
SE Nick's f’k?iazmw

stosa Boonomie Doy

Schengct ak§§
Con g fiow

Scholirie County Planming & Development
A

Ageney

Sehuyler County Parinership for Feonomic
Dievelopment
sepeen Coussy Indostrial Developrment Agoncy

Southers Tier Feonomic Growth, Ing,

Sotithwest Brookdvn Indusirial Development
Clorp
Steuben Coupty [DA

Sulbiva

g

Sulitvan County Parinership for Feg
¥ i
{

i County Chamber of Commerce

HOHHE

Jeveloprment

Tier nlormation & Enterprise Resouress, Ine.

Tioga County Feonormie Development

& Planping
?z.‘a;z‘z;ié{%m Counly Area Developraen:, Ine.
v Bevelopimen Carp,

County Local Development

Ej; Assocumtion Ing,
¢ Development Center, tne.

Fenture Efur;{i. Ine.

wng Uounty budusiral Dey

%’zmés,zfz‘fs Lol s
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ite Leonomic Develo,
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COMIBINED STATEMENTS OF FINANCIAL CONDITION — September 30, 2014 and 2073

2014 2013
Assels
Loans receivable $210,355,260 $206,614,689
Less allowance for loan losses (5,748,924) {6,147,280)
Net loans receivable 204,606,336 200,467,409
Cash 878,621 151,529
Restricted cash 4,285,867 6,618,069
Accrued interest receivable 949 B56 613,894
Investments 2,451,144 2,212,052
Deferrad tax benefit 2,819,822 3,082,465
(ther assets 2,820,024 2,207 472
$218.881,680 $215.702,890
Liahilities and Equity ' B
Liahilities
Notes payable:
Members $45,000,800 $40,0564,737
New York State Common Retirement Fund 73,203,856 77,447 793
Rank and other lines of credit 49,438,473 47,419,266
Bank term joans 13,794,468 16,540,555
Other obligations 3,364,016 2,159,803
Total notes payable 184,800,813 183,622,154
Accrued interest payabie 418,762 435,811
Accrued expenses and other liabilities 4,739,616 5,002,008
Total liabilities 189,959,191 189,060,063
Equity
{apital stock, no par value, authorized 500,000 shares; issuad and cutstanding
217 444 shares, §5 stated value per share 1,087,220 1,087,220
Paid-in capital 3,572,855 3,572,995
Retained garnings 18,318,565 17,050,418
Accumulated other comprehensive income 146,358 71,160
Tota! stockholders’ equity 23,125,098 21,781,753
Net assets of Empire State Certified Development Corporation 5,797,391 4,861,074
Total equity 28,922,489 26,642,827
$218,881,580 $215,702,890

COMBINED STATEMENTS OF OPERATIONS AND COMPREHENSIVE INCOME - Years Ended September 30, 2014 and 2013

2014 2013
Interest mcome $11,613,645 $11,266,069
interest expense 4,850 322 5,084 610
Net interest income 6,654,323 6,181,459
Provisicn for loan losses 301,243 109,523
Net interest income after provision for loan tosses 6,353,080 6,071,936
Fees and other income 11,884,675 11,730,523
income before cperating expenses 18,237,755 17,802,459
Operaling expenses:
Salaries and employee benefits 8,949,550 8,951,786
QOther expenses 5,357,214 5,238,431
Total operating expenses 14,306,764 14,190,217
income hefore provision for income taxes 3,930,991 3,612,242
Provision for income faxes 1,476,466 1,517,923
Net income 2,454,525 2,084,319
Other comprehensive income
Net unrealized gains on investment securities avaiable for sale, net of tax 75,198 4,905
Comprehensive income $2.,529,723 $2,099,224

arantd) fnitat R pord



COMBINED LOAN PORTFOLIG: AL September 30, 2614, the
combined total ioan portfolio managed exceeded $1.29 billion,
an increase of 1.05% over the previous year-end and 23%
over 2010,

£,488,000,060 ;

SLE0.70.260  §4,247.560,047
$1.191,.206,805
S1200.090, i

S1.05%.460 665

£1.050 646,077

SLED ADE608

E00.0600,060

SGRE000.008

3400008048 -

$260,080,000 .

iz ad 2014

COMBINED EQUITY: Combined equity reached $28.9 million
by September 30, 2014.

$30,000,600 - R :
$28,922.408

26,642,827
27,506 08¢ .

. 24,742,782
$23,060,000 -

522,500,000
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£20.600 5004

$12.500,000

S5, 000,008 T r
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COMBINED INCOME BEFORE LOAN LOSSES AND TAXES:
Combined income before income taxes is 14% greater than
the prior Fiscal Year, reaching $4.23 million as of Septemnber
30, 2014,

£3.500.600

3721006

$4.008,000 - i
§4.102 458 43,468,640 51,468,368

53,500,000

£3.008,000

2500000

SR 000,000

51,500,000 <

$1.000.008

SEGUH00 - o
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FLaL] 2814 ez 2013 2014

NYBDOC Staffing Levels: NYBDC has grown its staffing hase
by 47% over the past 5 vears, and now employs 84 full time
employaes, spread across 8 offices.

184 -

50 B4

o

COMBINED LOAN APPRDVALS: Combined loan approvals
as of September 30, 2014 exceaded $239 miflion, a 16%
decrease over the prior year.

350,068,000 S

§283,521.851

300400008

$948,509,842

$233.551.215 $239,159,647

$250.000,500 4

200,000,080

150,500,000 §

§100.0600.800

40,084, tigg

564

e 2013 2014

COMBINED LOAN VOLUME: The combined loan volume
as of September 30, 2014 exceeded $192.0 million or
approximately 104% of the budgeted volume for the year.

£270.000,600

£2208,284,443
$232 586,008

£220,060,000
5402,241 043
$172,624,495

170,000,000 -

$141,087.308

$120.800,004

570,600,008

$20,6t0.500

2450 Fiika] 2092 201% 204

LOAN LOSSES: Loan losses (Charge-offs, net of recoveries)
for NYBOC are $948.0 thousand for FY 2014. This figure
represents approximately 45 hasis points of the loan
receivable balance ($210.0 million).
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NEW YORK LOCATIONS
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Problems and Solutions

Excerpt:

Informal Urbanism: Legal Ambiguity,
Uncertainty, and the Management of Street
Vending in New York City.
by
Ryan Thomas Devlin

In New York, rather than being regulated in a straightforward manner that is guided by formal
laws, the practice of street vending is managed informally on the part of store owners, building
managers, police officers, even vendors themselves. The key mechanism through which this
informal management occurs is legal ambiguity and uncertainty created by complex and
convoluted vending laws, which leave vendors open to harassment and intimidation, particularly
in high value, central areas of the city under the control of Business Improvement Districts
(BIDs). As vendors learn through experience the blocks or streets where they will receive the
most harassment, they eventually police themselves, gravitating to parts of the city where
property interests have less resources or influence to maintain effective control over vending.
This produces a landscape of street vending where the spatial distribution of vendors is shaped
less by actual laws, and is more of a reflection of the power, influence and resolve of individual
property owners and property organizations such as BIDs.



_ontents

Brief History
Discussion
The promise from the State of New York
« NY General Business Law article 4 section 32-35

Divisive Amendment of the promise
* NY General Business Law article 4 section 35-a
City Administrative Code degrading the promise
+ NYC ADC Title 17Chapter 3 Subchapter 2 Section 17-307
Rules of the City of New York further diminishing the promise
« R.C.N.Y. Title 24 Chapter 19/20/6
Solutions: Replace Section 35-a with something containing
more Common Sense



o 1894 GBS 32-35 established

e 1979 Mayor Beame institutes a cap on textile
vendor licenses at 853

» 1983 Mayor Koch limits number of food
vendors to 3000 and limits number of any
corporation/entity permits to only one

e 1991 state law 35-a passed



Please refer to the following News articles:

hué:ff\;ﬁ Ny 5.com/2007/1 2419, wveegion/ F9vendor himl
hupiiwway nytimes, com/200970872 2 nveegion/ 2 2hotdogs. il

Veteran Vendors have been able to sell anything they wanted on the streets in the City of New York from 1894 until Tuesday
July second of 1991. Right after the cease fire in the first Gulf War; the State of New York decided to start turning its back
on Veteran Vendors. It did this through the creation of the amendment known as 35-a. One casualty of this attack on Veterans
was a subset of that Veteran Vendor population: Veteran Food Vendors.

It seems to me as a result of this degradation of the ability of veterans to vend, the department of heaith was emboldened to
severely restrict veterans from receiving cart permits in the City of New York. Because of push back from Veterans W.R.T.
GBS 35 there was a quasi full term food cart permit created for parks in the City of New York.

One other result of the pushback from Veterans is the decision from multiple court cases to throw out Violations incurred
through the use of 35-a by the City of New York.

The solution to this is to eliminate 35-a in its present form. As it is now the law is written on a state level specifically for
Manhattan. The law needs to be broadened to include any metropolitan area and keep the ‘veterans first’ ethos.

In the rest of this slide show I have pasted portions of the law 1 believe cogent to the issue at hand. All are excerpts and
everything has a website attached for more information.



NY Code

General Business
Article 4

Secixcm 32
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NY Code
General Business
Article 4

Section 35

This article shall not affect the application of afty ordinance, by-law or regulation of a municipal corporation relating to hawkers and
peddlers within the limits of such corporatigfis, but the provisions of this article are to be complied with in addition to the requirements
of any such ordinance, by-law or regula#ion; provided, however, that no such by-law, ordinance or regulation shall prevent or in any
manner interfere with the hawking or peddling, without the use of any but a hand driven vehicle, in any street, avenue, alley, lane or
park of a municipal corporation, by any honorably discharged member of the armed forces of the United States who is physically
disabled as a result of injuries received while in the service of said armed forces and the holder of a license granted pursuant to
section thirty-two. - See more at: http://codes Ip findlaw.com/nycode/GBS/4/35#sthash.p7Y3Tt4p.dpuf

i vetsl )



Th;s Iaw was ObV‘Q“SIY written at_:'a__siate levei to curtail v veteran .

1. (a) In cities having a population of one million or more, the official designated by a local law or ordinance to

an(;?sieBu siness issue a local license to hawk, peddie, vend and sell goods, wares or merchandise or solicit trade upon the
Article 4 streets and highways within such city shall issue specialized vending licenses to honorably discharged
Section 35-a members of the armed forces of the United States who are physically disabled as a result of injuries received

while in the service of said armed forces and who are eligible to hold licenses granted pursuant to section
thirty-two of this article - See more at: http://codes Ip findlaw.com/nycode/GBS/4/35-a#sthash ji8thC5Z.dpuf

(b) The official in such city responsible for issuing specialized vending licenses shall set forth by rule procedures for issuing
specialized vending licenses pursuant to this section; such rules shall establish a priority system, based upon the date of application
for specialized vending licenses issued pursuant to this section, provided, however, that any disabled veteran vendor holding a
specialized vending license issued in such city prior to March first, two thousand three, shall be accorded a priority based upon the
date of issuance of such specialized vending license. - See more at:. http://codes.Ip findlaw.com/nycode/GBS/4/35-

a#sthash jiBthC5Z.dpuf

2. In areas where general vending is authorized, outside of the area specified in subdivision seven of this section, all specialized
vending license holders, including those vendors authorized to vend in the area specified in subdivision seven of this section, shall be
subject to those restrictions on the placement of vehicles, pushcarts and stands contained in any local law, ordinance, by-law, rule or
regulation of a city having a population of one million or more, to the extent that such restrictions are not inconsistent with the
provisions contained in subdivisions four, five, six and eight of this section. - See more at:

http://codes.ip.findlaw. Com/nycodef(?;88/4/35—a#sthash.jiBthCSZ.dpuf

7. In the borough of Manhattan in the city of N “;zs Yorlk in the area bounded on the east by Second avenue, on the south by

Thirtieth street, on the wesl by I nth avenue and Columbus avenus and on the north by S I+ sirest, the foiiowmg add:ttonai
provisions shall apply to the issuance of specialized vending licenses to disabled veteran vendors pursuant to this section: - See
more at: http://codes.ip findlaw.com/nycode/GBS/4/35-a#sthash.N7zqD7nW.dpuf

11. Where the city of New York authorizes general vending, through permit, auction, lottery or any other method subsequent to the
effective date of this subdivision other than temporary general vendor licenses issued in connection with street fairs on any block
face, street or avenue specified in paragraph (a) of subdivision seven or subdivision seven-a of this section, the prohibitions and
restrictions in this section on vending by specialized vending licensees shall not apply on such block face, street or avenue and the
number of specaahzed vending licensees authorized per block face, street or avenue shall, at a minimum, be equal to the graatest
number of any single type of other vendor including but not fimited to food, general. or vendors of wiitten matter and others similarly

situated on eaz,,u;%s Glock face. streat or avenue, - See more at; http.//cod@s.tp,findIaw.Com/ﬂycr:}de/@BS/4!35—a#sthash.N?qu?’nW dpuf

b
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NY Code
New York City Administrative Code(NEW)
Title 17
Chapter 3
Subchapter 2
Section 17-307
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Title 24: Department of Health and Mental Hygiene»Chapter 19: Waiting List Rules For Full-term and Temporary Mobtie Food L}nft
Permits And Full-term Mobike Fcod Unit Permits Designated Exclusively For Use In Specific Boroughs § Section 19-10; Seleciion
icants From a Wailing Lis
VWhen the number of cut ‘{éﬂfﬂzi{f full-term mooile Jood umt parmils falls below two thousand cight hundred (2 50403, the statutory
maximum of three thousand (3000) imposed by §17-307(b)(2)(a) of the New York City Admimstrati\fe Code les${the two hundred
(200) designated exclusively for use in specified boroughs by §17-307(b)(2)(b)(i), and at such time as the Depaltment in its discretion
may determine based upon a consideration of the number of vacancies, a number of persons on the wattmg listlequal to the number
of vacancies shall be notified by the Department, in waiting list order, of their eligibility to apply for a ulk-term mdile food vnil permi

nd shall form a pooi of prospective applicants. hitp:/frules.cityofnewyork. us/content/section- 19 19 selection-applicants-waiting-list

NEW YORK CITY DEPARTMENT of HEALTH and MENTAL HYGIENE

MOBILE FOOD VENDOR PERMIT WAITING LIST INSTRUCTIONS

AVAILABLE POSITIONS:

On Thursday, June 21, 2007, the Department of Health and Mental Hygiene will establish eight (8)
separate waiting lists for

the opportunity to apply for a mobile food vendor unit permit (decal). There will be:
2,500 positions on the Full-term (two-year) Citywide Permit waiting list—

1,000 positions on the Temporary (seasonal) Citywide Permit waiting list,

100 positions on the waiting list for a permit to vend full-term only in the Bronx,
100 positions on the waiting list for a permit to vend full-term only in Queens

100 positions on the waiting list for a permit to vend full-term only in Staten Island,
100 positions on the waiting list for a full-term citywide permit for disabled U.S. veterans only,
100 positions on the waiting list for a full-term citywide permit for disabled persons (non-veterans

fg.,l

g We can emy be on ene hst if mo dnsabied b
veterans Work for.20.years, the peopie onihat list
Wnll not big. affordeci the chancé.to get'a permit. for
; 26} yaars “How many times wilkihe general
s Popu atmn cycie in 20 years? S

Title 24: Department of Health and Mental HygieneChapter 20: Preference and/or Waiting List Rule For Full-term Mobile Food Unit
Permits§ Section 20-10: Salection of Applicants From Preference and/or Walting List,

When the number of permits outstanding falls below the statutory maximum of one-hundred (100) and at such time as the
Department in its discretion may determine based upon a consideration of the number of vacancies, a number of persons on the
preference and/or waiting list4equal to the number of vacancies shall be notified by the Department, in preference and waiting list
order, of their eligibility to apply for a full-term mobile food unit permit and shall form a pool of prospective applicants. Vacancies shall
be filled from the highest preference category for which an applicant exists either on a waiting list or who may be identified as the
result of the published notice specified in §20-04 hitp://rules.cityofnewyork.us/content/section-20-10-selection-applicants-preference-
andor-waiting-list



Based on this Court's review of both the statutory and regulatory schemes implicated in this case, | find that the Board's interpretation
that the state legislature intended to include food vendors within the category of SVLs under Section 35-a of the New York General
Business Law is erroneous. This Court finds as a matter of law that the law does not apply to food vendors, and, therefore, the
Agency directives to move were unlawful. Accordingly, it is ORDERED and ADJUDGED, that the petition is granted, and the
proceeding is remanded for further proceedings consistent with this decision.

Refer to:
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§6-13 Disabled veterans mobile food unit vending permits. Website:http://72.45.128.254/nycnew/

Disabled veterans who hold currently valid (i) specialized vendor licenses issued pursuant to General Business Law §35-a, (i)
general vendor licenses issued by the Department of Consumer Affairs and (iii) mobile food vending licenses issued by the
Commissioner, may apply for and be issued permits to operate mobile food vending units on sidewalks surrounding parks within the
jurisdiction of the New York City Department of Parks and Recreation, or successor City agency. in accordance with the following
conditions:

(a) An applicant for such a restricted area permit may not hold any other currently valid mobile food vending unit permit, and only
one such permit may be issued 1o any applicant.
(b} In accordance with General Business Law §35-a, such permit authorizes vending only on sidewalks surrounding park lands.
(c) Operation of the mobile vending unit is subject to all provisions of General Business Law §35-a.

() During all times that a mobile food vending unit issued a permit under this section is in operation, as the term "operation” is
defined in Health Code §89.03 (j) or successor provision, a disabled veteran shall be present, but may be assisted by an employee
who is a licensed mobile food vendor, Department inspection reports which note the absence of a disabled veteran licensee are
deemed proof that a disabled veteran is not operating the unit, in violation of General Business Law §35-a.



The solution;

| propose the rewriting of the GBS 35-a because while it was an insult, divisive and caused a lot of problems, it did control the number of food carts on the
streets of New York City. This is all we really need. As a state law it should not single out any particular metropolitan area, instead it should provide a
framework for large cities, and growing cities to control the number of vendors Tor the general public health and safety.

To that end the rewrite of the law should contain the following:

~In municipalities where the number of licenses/permits must be limited due to health and safety, Veteran Vendors will get the entire number of licenses/permits
where supply of licenses/permits exceeds demand by Veterans. Veterans may not be limited by street, but by number of veterans per block face.

-Municipalities may exceed numbers of licenses/permits within their own rules provided they follow this edict: once the cap is exceeded because of the issuance
of the maximum number of licenses/permits to Veteran Vendors, no new licenses/permits may be issued untif the number of existing licenses/permits falls
below the established cap for the municipality (this provides veterans returning home en masse an opportunity without alienating the opportunity of anyone else
who is currently operating. For NYC this might double the number of full term permits issued, but it will not allow any more permits issued until the number of
permits out there falls below 3000, .. if there are already 3000 veteran vendors then the cap must stand at 3000)

-Waiting lists for vendors:

Any waiting lists for vendors may be established with the understanding that veteran vendors will be put on any waiting lists before anyone else
and at any time, Waiting lists with veteran vendors on it cannot be frozen or limited in number (o veterans, Waiting lists with veterans on it will be used before
any other waiting list. Veterans may be on multiple waiting lists if there are specialized lists for veterans only. Veterans will always go before any other type,
class, or definition of individual when put on any waiting list.

-Specialized licenses may be issued to veterans provided that does not deny them access to concurrent holding of any other license or permit applied for within
the street vending community. A specialized license may grant more privileges to veterans as a whole population within the vendor community, such
license/permit may not grant less privileges. Any license/permit granted a veteran will meet or exceed the scope of any other permit issued within a
municipality. Only one type of specialized ticense may be distributed within the veteran vendor community in any single municipality in order to identify that
individual as a Veteran granted rights under the specialized license.

-A Veteran will be allowed to vend in an equal or greater capacity lo any other class or type of vendor within any county except those having to do with state
business law article 4 section 32 paragraph 1: “No part of the lands or premises under the jurisdiction of the division of the state fair in the department of
agriculture and markets, shall be deemed a street or highway within the meaning of this section”.

~if necessary hawking peddling and vending need to be defined to include but not limit: food vendors, textile vendors, service vendors., and (insert your general
type of vendor here). 1 do not think this is necessary because it has historicadly been quite clear that the only limitation on selling goods on the street is that it
niust be done from o hand drewn cart,



ABOUT BOOTS T0 BUSINESS
THE ENTREPRENEURSHIP TRACK OF THE TRANSITION ASSISTANCE PROGRAM

Boots to Busingss 18 an entreprensunal education and training program offered by the U.S, Smalt
Business Administration (SBA} as a raining track within the Department of Defense's Transition
Asgistance Program {TAP). The curricuium provides valuable assistance to ransitioning Service
members axploring business ownership or other self-ermployrment opportunitias by leading

thern through the key steps for evaluating business concepts and providing the foundational
knowledge required to develop a business plan, In addition, participants are introduced to SBA
resources available to help aceess start-up capital and additional technical assistance.

A THREE PRRT PROGRAN

THE ENTREPRENEURSHIP TRACK OVERVIEW
An informational video shown during the core TAP course introduces entreprencurship as a
post-service carear option.,

INTROBDUCTION TO ENTHEPRENEURSHIP TWO-DAY COURSE

A two-day course offerad as a TAP fraining track course for those interasted In learning mare
about the opporiunities and challenges of business ownarship. Subject matter axperts and
practitioners from SBA and its network of partners teach the course at over 165 military
installations worldwide, Participants learmn business fundamentals and techniques for evaluating
the feasibility of thelr buginess concepts,

FOUNDATIONS OF ENTREPRENEURSHIP COURSE

After completing the Inrodustion to Entrepreneurship class, fransitioning Service members

and thelr spouses can elect 1 further thelr study through an instructor guided high-touch
aight-week online course taught by prolessors from a consortium of acoredited universities lad
by the Institute for Veterans and Miltary Families at Syracuse University, By dedicating a minimum
of 10 hours per wesk to connected and independent study, participants work through the
fundamentals of developing an actionable business plan,

After cornpleting Boots to Busingss, participants will have the toals and knowledge they need o
idertify & business opportunity, draft a business plan, and launch thelr enterprise,

INNOYRTIVE DELIVERY 2 PARTNERSHIP

Ty defiver Boots to Business and support transitioning Service members and velerans, SBA
coliaborates with its Resource Partners Meterans Business Outreach Cantars, Small Business
Development Centers, Women’s Business Centers and SCORFE), the Department of Delense
and other faderal agencies and local miltary Instaliations. 5BA also partners with the Institute
for Veterans and Military Families at Syracuse University on program curiculurn development,
course materials and Instruction.

Bayond Boots 1o Business, SBAS network of pariners offers continued training and technical
assistance to more than 100,000 veterans avery year In all areas of business awnership with
an emphasgsis on access to capital and federal contracting opportunities.

Hoots 1o Business is a worldwide program. The standardized curicuurn enhancad by the
tattored approach and expertise of the instructors from SBAS partner network ensures that
svary transitioning Service member has access o training and the resources they nead in
thair local cornmunities o start and operate small businesses, achievs post-service carser
success, and strengthen the Nation's economy.

LEARN MORE AT WU SBA.GOU/BOOTSTOBUSINESS
AND FOLLOW Us a7 WIWW FACEBOOK.COM/BOOTSZBUSINESS

3. Small Susinsss Sdminlstration
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AMER

s Dc Brooklyn Small Business Development Center

— New York City College of Technology
NEW YORK

January 09, 2015

Comments regarding “SBS” Report entitled: "4 Roadmap for Supporting Veteran Owned
Businesses” 12/02/2014: '

Just a few observations regarding the report recently released by NYC Small Business Services:
Data collection, analysis and validity is questionable:

Sampling data is remarkably small in order to base any kind of credible estimate. P. 37 of PDF
File “Survey Respondent Details” If there are 235,000 veterans in all five boroughs...is this
survey valid at all?

(Bullet #3): “At the time of analysis, the survey had been taken by 189 veterans and 137 veteran
business owners (out of 515 total respondents that completed the survey)”...

The Levin Institute mentioned on Page 13 mentioned as part of the 2014 Cohort identified by
NYC Business Solutions as a partner in targeting veteran entrepreneur needs has been disbanded
following an evaluation of programming.

If one were to assume every survey and estimate were exactly correct, one has to at least ponder
why any veteran business owner would want to pursue a business in NYC. Virtually every
veteran has spent time travelling the country, if not the world. Veterans are educated and if
predisposed to entrepreneurship , they are savvy about start- up costs and operating costs in
business. With no incentive at all to do business in NY City other than lifestyle, family or
arguably; a very fertile marketplace, NY City will struggle to attract or retain veteran talent and
knowledge as indicated in the SBS study. Since cost of living is dramatically increased
elsewhere, I.E.: Texas, Florida, North Carolina, etc.... why would a veteran choose NY City to
headquarter his/her business in NY.

The costs of adding a NY City set- aside for Veteran owned businesses was never explored.
What would be the cost? What might the potential return be? While “PWC” provided a rather
eloquent report, the analysis should have addressed this type of cost benefit analysis. One
recommendation of the report mentioned “leveraging SBDCs hosted by CUNY and the private
institutions Pace, and Columbia, and PTACs. The roles of SBDCs and PTAC could be expanded
or adjusted to perform necessary compliance audits necessary for NY City Certification process.
The end of the first paragraph on Page 9 again states a conclusion that “...creation of goals
program and related preferences by the City would require a strict certification process as
opposed to self-identification, and would require the type of process veterans expressed concerns
about in a survey of veteran business conducted as part of the PWC analysis”... Again this
Survey of 137 business owners?!

Several regions around the country have made this move toward empowering their veteran
entrepreneurs. Florida in 2008 created a set-aside opportunity in Bill 687 which has seen a rise
in the number of Veteran Owned businesses across the State by as much as 30%. Grand Rapids
Michigan made a similar move in 2005 in an effort to meet at first a 3% set aside goal and
ultimately a 5% goal AND a 10% price preference. In Michigan there is a movement to manage

Brooklyn SBDC. 25 Chapel St, 11th Floor. Howard Building. Brooklyn, NY 11201



costs of certification by using third- party certification. NVBDC.org (National Veteran Business
Development Council) is one such organization that may become a venue in administering a
Veteran Small Business Certification program for many Sates and, Cities.

Following the recommendations offered by the authors of the study amounts to “business as
usual”. “If'we always do what we always did...we will always get what we always got!”

The fact that this study was conducted is a positive step. My recommendations for alternative
action- steps.

Working Title: “/NYC Vets”- “Taking Care of Business”! (Take off on the “NY Mets”, “NY
Jets” and the Brooklyn Nets™)

Create a handpicked commission from SBS,SBDC, MOCS, PTAC, etc, and determine a
certification process, (a hybrid program that would recognize federal, state and VA process), that -
would be acceptable for NY City Certification needs.

Create a separate set-aside for Veteran owned businesses (not part of the MWBE process) for up
to 100 veteran business owners. Once the goal of 100 has been attained, these entities will be
tracked for a period of one year and metrics gathered. If any VOB’s drop out they will be
replaced with wait-listed VOB’s.

Each VOB approved in the City certification process will be mentored no less than monthly in
order to assess the process, compliance and milestones achieved.

Robert J. Piechota
Director- Brooklyn SBDC
NY City College of Technology

Brooklyn SBDC. 25 Chapel St, 11th Floor. Howard Building. Brooklyn, NY 11201



To: The Veterans’ Committee of the New York City Council, The Committee for Small
Business

From: Military Families Speak Out New York Metro Chapter

Date: January 21, 2015

Re: . Supporting Veteran Owned Business & Encouraging Veterans’ Entrepreneurship

Military Families Speak Qut Metro Chapter, a chapter of the charity, Military Families Speak
Out, originally formed as a non profit in 2002 by families of soldiers who served since g/11
opposed to the wars in iraq and Afghanistan, that says: Bring the Troops Home Now and Take
Care of Them When They Get Here, extends thanks to the Veterans Committee of the City
Council and the Committee for Small Business for holding this hearing today on veteran owned
business, and encouraging veterans’ entrepreneurship. We are very lucky that one reality of
New York City is its ethnic diversity, exponentially increasing the possibilities of small
businesses, such as restaurants and cultural non profits to reflect our racial diversity. This
objective fact should help our veteran community a great deal. Small businesses account fora
large percentage of the national economy, and the veterans from recent conflicts, like veterans
before them will undoubtedly have many successful businesses in New York City that help our
zeonorsys and provide jobs. Many qualities: of small biisiness people, such as discipline, hard
work, perseverance, independence, ingenuity and teamwork, are qualities developed in the
armed services. People who joined the service to become part of a larger ideal and who were
willing to sacrifice their lives for a greater cause can keep the big picture in mind necessary for a
successful entrepreneur, who must weather many storms and overcome many difficulties to
finally emerge successful as part of the greater framework that holds up New York. We should
provide mentors, coaching and seminars to track and help veterans overcome obstacles.

if recent veterans successfully make the transition from the military to civilian life, take . .
advantage of the Gl Bill and become employed and have housing, they can bring billions to New
York City, as well as their moral authority, strength and magnanimous character. Thousands of
veterans will do this. We should have the utmost confidence and provide the utmost support of
our knowledgeable infrastructure in New York City. A great number of our veterans will spend
part of their time helping their fellow veterans overcome PT5D and other conditions from being
in the service, and we should hire them in the city and state social service-human services jobs
because it will reduce PTSD and keep the veteran population stable. Entrepreneurship, for
example having a vending license to sell needed goods, is a good job for a veteran because it
allows them the flexibility to keep medical appointments and take time off when necessary or

hire a subcontractor or worker to help and instead of having a boss constantly watching them
and telling them what to do, they can call up their own splendid resources to solve whatever
problems emerge. Helping veterans to establish small businesses will pay off big time and it
already has. Thousands of veteran-owned and operated small businesses around this country
have already been successful, and many employ fellow veterans. We suggest that our efforts be
- tracked to measure the success rate in New-York as we should lead the way.



| AN Brooklyn Chamber
B @ of Commerce

Wednesday, January 213!, 2015

Written testimony respectfully submitted to NYC Committee on Veterans, jointly with Small Business
by Avi Leshes, Director of Neighborhood Business Services; and Staff Liaison for Veterans Business
Council at the Brooklyn Chamber of Commerce.

Hon. Eric A. Ulrich, Chair, NYC Committee on Veterans
Hon. Robert E. Cornegy, Jr., Chair, NYC Committee on Small Business

Good Afternoon Chairs Ulrich and Cornegy; other members of the NYC Committees on Veterans and Small
Business; and guests.

My name is Avi Leshes and | serve as the Director of Neighborhood Business Services; and Staff Liaison for
Veterans Business Council at the Brooklyn Chamber of Commerce (BCC). | am delivering testimony on behalf
of Carlo A. Scissura, Esq., President and CEO of the BCC.

BCC is a membership-based business assistance organization, which represents the interests of over 2,000
member businesses, as well as other businesses across the borough of Brooklyn, The Brooklyn Alliance is the
not-for-profit economic development organization of the Chamber, which works to address the needs of
businesses through direct business assistance programs.

We applaud both committees for convening today’s hearing to address supporting Veteran-owned businesses
and promoting veteran entrepreneurship.

In 2014, BCC started much needed discussion on veteran needs with the launch of the Brooklyn Chamber
Veterans Council. The goal of the council is to create a business and job searching support system that can
help make sure veterans get the services they need to grow economically. The core group of participants
include representatives from the office of the Brooklyn Borough President; veteran groups Operation Wellness
Warrior, David Lynch Foundation, Hope for the Warriors, Team Hevo; as well as Brooklyn Bridge Rotary Club
and Small Business Services.

More specifically, the council has been focusing on building a platform where veterans can go to for assistance
pertaining to starting, expanding a business, job placement and career development; working with elected
officials to pass legislation that will create procurement opportunities with the city for veteran owned
businesses; offering free legal assistance and business advice; and making referrals to mental health
specialists and programs.

Veteran entrepreneurship provides an opportunity for New Yorkers to contribute directly to the economic
development of their communities, by increasing revenue and hiring both civilians and other Veterans. The
Chamber is very supportive of the creation of a separate veteran procurement program, one that would identify
veteran owned businesses willing and able to perform agency contracts, and ensuring that at least 3% of the
total value of annual city procurements are set aside for veterans. Effectively communicating these
opportunities to this group would give veteran-owned a much needed boost.

The Chamber would like to applaud SBS and MOVA for its efforts in creating the recently published study on
veterans. The Chamber believes this will help provide a boost to the local veteran population, while prowdlng
them with the entrepreneurial tools necessary to start and grow their business in NYC.
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The Chamber strongly supports the implementation of a set aside pilot program for the city, so that SBS and
MOVA can track and follow these vendors and see what results they yield. This way, if things are not working,
SBS and MOVA can make the necessary changes. it is highly important that veterans who are chosen for the
possible pilot program are not subjugated to another layer of bureaucracy by creating a MWB/E/V certificate, or
a separate certification process on its own. Instead the city should recognize the certification put into place by
the state for its veteran set-aside program, so that veterans who may not qualify on a city level may still be able
to do so on a state level.

Additionally, the report does not detail how SBS or MOVA would like to tackle the issues of outreach and self-
identification. Veterans after 9/11 do not identify themselves as vets, and therefore programs like Priority 1
under Workforce 1 will not be affective. We need to focus more on reaching out to veterans and inform them of
all the various incentives and programs that are out there for them. The information that should be provided to
them needs to be in a clear and condensed format so as not to overload them with information.

Lastly, we should create some type of incentive for veteran spouses/domestic partners, since many of them
are the sole breadwinner and supporter of the family. The study does not mention providing any relief or
assistance to these silent heroes who shoulder the responsibility of being a caregiver, provider and parent. Itis
therefore recommended that we extend the state’s tax credit of $4,000 for an employer who hires a
spouse/domestic partner of a disabled veteran, and $3,000 for the spouses/domestic partners of non-disabled
veterans.

We owe a great debt of gratitude to our Veterans, who have risked their lives to protect the freedom of the
American people. We as a community should work to provide a strong foundation for them to re-enter their
communities and adequate job creation is one of the key steps to making this a reality. We will not only be
‘paying it forward’, but also encouraging economic development and giving Veterans an opportunity to continue
to make valuable contributions within our workforce.

Thanks again to the NYC Committees on Veteran Affairs and Small Business for facilitating today’s
hearing.

CAS/mc/al
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“Oversight-Supporting Vetreran-Owned Business and Promoting Veteran Entrepreneurship”

My name is Robert Piechota. Iam the Director of the Brooklyn Small Business Development
Center, (SBDC). New York City has eight SBDCs dedicated to the small business owners of
New York City. Each SBDC is prepared to advise and support the entire spectrum of small
business owners (from “start-ups” to mature businesses seeking “exit strategies™).

Veteran clients are a priority for all SBDC centers. Significant training and sharing of “best
practices” amongst SBDC personnel occurs no less than yearly, with NY City centers
coordinating more frequently. The Brooklyn SBDC has taken the lead with many Veteran
entrepreneur issues and praciices such as the recent “Operation Transition Freedom”, (“OTF”)
conducted at Fort Hamilton in October of 2014, (Over 200 veterans and military family members
with forty employers in attendance). In just the past two years the Brooklyn SBDC has
conducted over twelve Veteran-specific entrepreneur courses throughout three of the Boroughs.
While the Brooklyn SBDC may be “on point™ with service to veteran entrepreneurs, the entire
family of SBDCs are abie and enthusiastic to assist these special clients.

NY City SBDCs are continually reaching out to the Veteran communities. SBDC personnel
provide educational services to transitioning veterans and their family members as part of the
“Transition Assistance Program”, (“TAP™), at both Fort Hamilton, and at West Point. SBDC
advisors are also called upon, no less than quarterly, to provide assistance at “Yellow Ribbon”
events. These events are specifically designed to educate Reserve Unit personnel on “active-
duty” that are “standing down” within 30-90 days. SBDC advisors also serve as faculty as part
of the “Boots to Business” program, the two day entrepreneurial track offered to separating
military personnel and their family members. The soon to be released “”Re-Boot” program will
be selectively rolled-out by the Small Business Administration, (“SBA”). The locations for the
Re-Boot launch have not been released. “Re-Boot™ is designed to provide portions of the “Boots
to Business™ curriculum to any veteran and their family members regardiess of when they
separated from the military. We are trying to insure that NY City is one of the locations selected
for “Re-Boot™.

Brookiyn SBDC. 25 Chape! St, 11th Floor. Howard Building. Brooklyn, NY 11201



With all that has been done, more can be accomplished with greater impact in supporting
Veteran entrepreneurship in NYC. To name a few;

Outreach- Attract veteran and military family members and increase small business
opportunities/readiness.

Certification of VOBs and SDVOBs -NY State opportunitics Just increased. ... we can create a
“Certification Lab” for Veterans and military family members.

Closely mentoring veterans thal become certified as VOBs, and SDVOBs, (the process only
starts with “Certification!)

Coordinate/Cooperare with other service providers and stakeholders in this space- MOVA,
PTAC, Veterans Business QOutreach Centers, (*VBOC™), SBS, the Brooklyn Chamber, etc.
Advocate! — “Grass Roots™ campaigns and stakeholder awareness when needed

Metrics- “Are we doing the right things, the right way, for the right people?”

There are some very positive trends in the NY City “Vetrepreneur” space. The new MOVA
Commissioner, Dr. Loree Sutton brings her own style of business savvy and intensity fo the
Veteran causes and has shown a deep understanding, of opportunities for growth in this area.
The new Commissioner of SBS- Ms. Maria Torres-Springer has shown a willingness to listen to
recommendations for options concerning Veteran preference in the NY City procurement space.
The new Command team at Fort Hamilton led by Colonel J oseph Davidson and Command
Sergeant Major Kevin Fauntleroy have been engaged in unprecedented networking as they are
re-launching the concept of “Soldier for Life” for all services in the NY City area. Capturing
vital talent and energizing the workforce and small business leadership in NYC are all central to
\?&(1.1@!@L‘...t.l‘.ﬁ!l..s_.iIi_gllmg_&qy_i&@,peQple..offeLw,ith.f.‘Sgldier.for_Life’_’..-.Lastly;the..newﬂcompo-si-tion-m
of key committees of the NY City Council and its leadership points to a new high water mark
regarding Veteran entrepreneurship and small business in general that is off the charts.

With more coordination, and sharing of resources between key stakeholders in all five boroughs
NY Cityscan take the lead not only as one of the leaders in veteran population byt in the ,
promotion of veteran entreprencurship opportunities and performance. This goal is not just good
for onr Veterans and their families, it is great for NY City Small Business.
“Have a vision, be demanding!”
General Colin Powell-Former Secretary of State

¢tt J. Piechota
Director- Brooklyn Smali Business Development Center
NY City College of Technology

Brooklyn SBDC. 25 Chapel St, 11th Floor. Howard Building, Broakiyn, NV 11201
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Wednesday, January 21%, 2015

Written Testimony respectfully submitted to the NYC Committee on Veterans by CPT Scott M
Davidson .RET USA

Hon. Eric A. Ulrich, Chair, NYC Committee on Veterans
Hon. Robert E. Cornegy, Jr., Chair, NYC Committee on Small Business

Good Afternoon Chairs Ulrich and Cornegy; other members of the NYC Committees on Veterans and
Small Business; and guests.

My name is CPT Scott M Davidson .RET USA and | serve as the President and CEO of Vets GSA and Vets
MS which are Service Disabled Veteran Owned Small Businesses. | also serve on the American Legion’s
National Veteran Small Business Task Force in Washington DC. | am a medically retired Army Captain
who served 2 tours in Irag and was medically retired from a combat related injury sustained in Iraqg.

My focus today is on the material fact that the current NYC procurement and contracting programs do
not incentivize veterans to establish a business presence in NYC and actually serve as a deterrent for
Veterans to seek to start a business in NYC. The city procurement programs that are in place focus only
on Woman and Minority Businesses (M/WBE). Veterans and Service Disabled Veterans cannot compete
for any small business contracts in the city because unless they are a women or a minority or they will
not qualify for the M/WBE program which would afford them the opportunity to compete for smaller
contracts that are in line with a small business’s capabilities which of course is the cornerstone of the set
aside programs such as the M/WBE etc.

The very basis of socio economic set aside programs at the Federal State and City levels are to allow and
encourage disadvantaged business every opportunity to grow and become successful by performing at
work that is in line with the company’s business size and resources or incentivize large businesses to
provide the smaller business with the opportunities as well. By not affording these same opportunities
to Veteran Owned Businesses (VOSB)s it essentially prevents them from logically starting a business in
NYC.

Veteran Status: The designation of a VOSB or Service Disabled Veteran Owned Small Business (SDVOSB)
are the only socioeconomic designations that are actually earned at the state and Federal level as
compared to MWBE etc. where it is provided by virtue of birth. To not allow veterans the same
contracting rights to compete for city contracts after they have potentially risked life and limb in the
defense of this great county doesn’t seem logical or practical. | am not sure what is the meaning of
message sent to a rather large, educated and determined veteran population that they are not equal to
compete for contracts at the city level in the largest city in the US and the 5" largest Veteran population
state in the US when Chicago, Austin, San Antonio etc. all have robust Veteran Business programs.

Review of key observations indicated in the survey:

The numbers in the survey seem a bit skewed and do not represent the true power of a small business
segment that owns and operates over 10% of all of the business across the United States. The focus to
build a veteran business base in NYC would be geared towards State and Federal work simply because
there is no way for the Veterans to compete at the city level for city contracts.
Vets GSA LLC
The Federal Contracting and Training Solution Company
www.vetsgsa.com
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16K Veterans are business owners in the NYC (from the survey itself page 3).

In comparison to those numbers SBS’s own certified database there are only 4024 M/WBE, EBE and LBE
listed. If this number is correct then there are 4 times the amount of Veteran Business Owners then
listed M/WBE’s. The source of this data is from SBS’s website for the online business directory for
M/WBE business for NYC http://mtprawvwsbswtpl-1.nyc.gov/Search.aspx .

The Database Review:

Upon reviewing the SBS M/WBE certified database the data showed that there were M/WBE businesses
registered from other states outside of NYC and the Tristate Area. The question then focuses on why
allow foreign entities that do not benefit immediate NYC area constituents participate in a program
reserved for locally based entities? If foreign entities are allowed to compete for M/WBE contracts in
the city of NYC then we looked at the pool of SDVOSB’s that are also from those states to show a
comparison of what the size of the VOSB or SDVOSB pool to draw from represents:

MWBE Breakdown from SBS’s database:
A total of 4024 MWBE’s

e 3676 From NYC

o 290 From NJ

e 15 from Connecticut
e 5 From Massachusetts
e 1 From lllinois

e 2 From Georgia

e 3 From Florida

e 1 From Delaware

e 4 From California

e 1 From Ohio

e 1 From Pennsylvania
e 1 From Rhode Island
e 1 From Virginia

Below are a list of the eligible SDVOSBs from the System of Award Management (SAM.gov). These are
all eligible and certified SDVOSBs that can do business with the Federal Government as of Jan 12"
2015:

e 908 SDVOSBs From New York
e 638 SDVOSBs From New Jersey
e 257 SDVOSBs From Connecticut
e 1557 SDVOSBs From California
e 52 SDVOSBs From Delaware
Vets GSA LLC

The Federal Contracting and Training Solution Company
www.vetsgsa.com
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e 772 SDVOSBs From Georgia

e 232 SDVOSBs From lllinois

e 169 SDVOSBs From Massachusetts
e 295 SDVOSBS from Ohio

e 333 SDVOSBs from Pennsylvania

e 2220 SDVOBS From Virginia

There are a total of 1908 eligible Tri-State Area SDVOSBS with Active SAM Records.

If you take into account all of the states (foreign entities) that have MWBEs registered to perform work
in NYC you can compare it to an eligible pool of 7433 SDVOSBs.

The difference here from the survey is that the SDVOSB and VOSB numbers above are for certified
businesses currently providing services to the Federal and State Governments today and offer the same
services that are procured by the city on a daily basis.

Conflicting Numbers:

The SBS survey states that the veteran population in NYC is very small. This is stated on page 3 of the
survey findings in the executive summary. In the same sentence the survey states there are 16k Veteran
Business Owners in the NYC. If these numbers are accurate than the pool of eligible veteran businesses
that exist is 4 times the amount of registered M/WBE businesses. Also, the number is taken out of
context considered the population size and sample of NYC as 233k Veterans reside in the 5 boroughs
which is a significant number considering 1 out 5 Veterans start businesses and VOSB’s represent 10
percecnt of all Small Businesses in the United States . By comparison Chicago has a very robust VOSB
and SDVOSB contracting program at the city level for several years.
https://www?2.illinois.gov/cms/business/sell2/pages/veteranownedbusinesses.aspx

Data Dates: The Survey states that it is using data from a 2010 census. We pulled real time records from
Late 2014-Present day from open sources instead of 5 year old data.

SDVOSB City and State Comparisons:

New York is the Fifth largest Veteran State in the United States (Source Department of Veterans Affairs
Veteran Project 9/2014 http://www.va.gov/vetdata/Veteran Population.asp yet NYC has no Veteran
Contracting Programs.

Veteran
State Population
California 1,851,470
Florida 1,583,697
Texas 1,680,418
Pennsylvania 939,069
New York 892,221

Vets GSA LLC
The Federal Contracting and Training Solution Company
www.vetsgsa.com
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Other cities have veteran programs for city contracts that are similar in size to NYC and some smaller.
There are many to list but here are 3: Chicago, San Antonio, and Denver are example smaller cities that
have Service Disabled Veteran Preferences for City work.

http://www.nashville.gov/Finance/Procurement/Minority-and-Women-Business-Assistance/SBE-and-
SDV/Service-Disabled-Veteran-Owned-Businesses.aspx

http://www.sanantonio.gov/purchasing/procurement.aspx

Veteran Population as of 9/2014: 233,478 (Source Department of Veterans Affairs Veteran Project
9/2014 http://www.va.gov/vetdata/Veteran_Population.asp

Survey: 235,000 (From 2010)

Borough Veterans
Bronx, NY 34,687
Queens, NY 55,899
Kings, NY 50,999
Nassau, NY 54,828
New York,

NY 37,065
Total 233,478

New Story Same Results:

Interaction with each city agency has all had the same results. We have been consistently told by the
Department of Sanitation, Department of Corrections, Department of Homeless Services, and
Department of Citywide Procurement that these agencies would love to work with Veteran Businesses
but simply cannot because of the M/WBE rules. We were told specifically if we were a woman or
minority then they can help us get on the MWBE list. Several Agencies encouraged to find a woman or
minority to take the majority of the company so we can certify as an MWBE.

EBE issue: In contacting SBS we were told we should apply under the EBE program. The issue with the
EBE program is that the veteran status has no baring as the EBE program is based upon the social and
economic disadvantage that is established by the individual. As states by SBS just being a veteran
doesn’t guarantee acceptance into the EBE program and it is subjective. With only less than 20 EBE’s
registered in the SBS database it also seems that program is not very successful. The programs rules and
regulations closely mirror the Federal Government’s 8A program which focuses on Social and Economic
Disadvantage individuals and being a Veteran does not qualify you under this program as the program
regulations designate certain minority groups that qualify as socially disadvantage. Once you prove
social disadvantage you will have to prove economic disadvantage. Again these items have no clear
relevance to be a Veteran.

Veterans have no incentive to come to NYC and compete for city business because they simply can’t
compete for the businesses. There is no set aside program for Veterans and the large businesses are not
required to provide them any subcontracting opportunities because Veteran businesses aren’t

Vets GSA LLC

The Federal Contracting and Training Solution Company
www.vetsgsa.com
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recognized as M/WBE business so the large business would not receive and credit for subcontracting
with the Veteran business towards annual goals. Unless the large business has a civic responsibility
there is no incentive for a large business to work with Veteran Businesses in NYC and provide them with
critical sub-contracting opportunities to help the businesses gain valuable experience and grow.

The Program:

The purpose of the Service-Disabled Veteran-Owned Small Business Concern Procurement Program is to
provide procuring agencies with the authority to set acquisitions aside for exclusive competition among
service-disabled veteran-owned small business concerns, as well as the authority to make sole source
awards to service-disabled veteran-owned small business concerns if certain conditions are met. (See
Code of Federal Regulations (CFR) 13 C.F.R. § 125.8-125.10). This is the federal definition of the program
and by voting against it clearly shows that Veteran’s aren’t considered the same class as M/WBEs.

No Veteran Resources:

Veteran’s preference in government contracting is the only earned status among the socio economic
statuses that allow small businesses contracting preferences to assist in the development and growth of
those businesses. All other socio economic statuses are awarded by virtue of birth (Woman Owned,
Minority Owned, 8A etc.) With the current policies in place with NYC’s procurement laws it essentially
deems Veterans to be second class citizens because they cannot compete for small business set asides
that are available for socioeconomic classes that have simply earned the status rights through birth. Not
everyone can earn the right of being called an Honorable Discharged Veteran.

Training is an easy resource to produce but it would have to be focused on State and Federal
Opportunities since it would be counterproductive to teach about a city level program that they cannot
compete for opportunities.

Lack of Interface with Veteran Service Organizations:

For decades the treatment of returning war veterans from Government Agencies have been less the
desirable. Whether it is evidenced in the scandals at the VA there will be a sense of distrust for most
outreach. Veterans know that we have to take care of our own and that’s where SBS is failing at its core
with even starting to figure this program out. SBS has no solid relationship with any National Veteran
Service Organization (VSO)’s. VSO’s like the American Legion which have the largest veteran
constituency in the United States are the organization that Veterans turn to for guidance and trust. |
have built programs to train veteran entrepreneurs for the Legion and we have had wonderful success
and continue to offer robust training programs. My organization does this with multiple VSO’s across the
United States and these organizations are the key to building trust between NYC and the Veteran
population for business buy in. Organizations such as the National Veteran Small Business Coalition
represent large Veteran Businesses and want to engage and leverage their strategic power into NYC for
Veterans and we are ready to do so to provide the outreach and support if the city chooses not to. The
solutions have been proven over the years as we have trained 1000’s of VOSB and SDVOSBs on building
a successfully GOV CON business on the Federal and State Level and these programs can easily be
implemented with the city limits in a small amount of time. The issue we have is we have been trying to
reach out to SBS to set a meeting for over 4 months now and have not received a single positive

Vets GSA LLC
The Federal Contracting and Training Solution Company
www.vetsgsa.com
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response. These classes include training government personnel on all levels of government
procurement strategy and outreach with Veteran Businesses.

Solutions and Way Ahead:

Under the current contracting rules it is a no win scenario for NYC Veteran Businesses as without any
contracting preference Veteran Businesses cannot simply compete at any level in NYC for city contracts.

The report recommends education programs etc. Again this will not assist businesses as they cannot
compete on a city level. On a Federal level it may help but again what is the point of locating a
government contracting business within the five boroughs when they can perform Federal work from
anywhere inside the continental United States and not in the highest price demographic city in the US?
There is a large enough pool of highly qualified, educated and motivated veterans to perform a wide
range of services for the city of New York. | think that is the sticking point because it will immediately
challenge M/WBE’s. The pool of Veterans will continue to grow as the wars are coming to end and we
have a record number of Veterans transitioning into the civilian world.

My organization has the resources and the network with the largest VSO’s in the US to bring resources
to NYC veterans who want to open businesses and work with government in a short period of time and
we have leveraged these types of programs before. | have planned two large events in the NYC area
with the support of Thompson Hine and other organizations to bring together some of the top small
business government contract subject matter experts to teach classes and provide networking
opportunities for VOSBs and SDVOSBs for late Feb and early March. For this issue we want to move at
the speed of business which is what the Veterans deserve who fought for this country. | hope we can
work together to make NYC a better place for Veterans.

Thank you for your time and | appreciate the opportunity to speak.

Vets GSA LLC
The Federal Contracting and Training Solution Company
www.vetsgsa.com
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THE CITY OF NEW YORK

Appearance Card /

I intend to appear and speak on Int. No. __________ Res. No.
(] infavor [J in opposition

Date: 21 JM 20‘6
(PLEASE PRINT)
Name: MAV‘EO\ TOV‘V‘.‘BS-' SPﬂVUS&(
addren: 110 Willam 3’&*&,{704*“ Floovr
1 represent: ”TC D@('P“' 5"(: SJV\M[ 5@;‘«.@6‘5 5‘6‘\”—&3

Address: NG Wiltvaya S‘l’\“fbl’; i C‘ON

. Please complete this card and return to the Sergeant-at-Armas ‘




THE COUNCIL
THE CITY OF NEW YORK

Appearance Card /

I intend to appear and speak on Int. No. Res. No.

(J infavor [J in opposition

Date:

QM\ o sy 2 1

Address: ‘JO &/‘ LU@JS

! sepresent (\:OMW\\CQ(O n (390 0 Sulpi
Address: (@\\M\MQ@ { OJ/LQ}L 041 m ) V -ﬁ

’ Please complete this card and return to the Sergeant.at-Arms ‘

THE COUNCIL
THE CITY OF NEW YORK

Appearance Card N )

—l

I intend to appear and speak on Int. No. Res. No.

O in favor in opposmon
zd pngﬁam )(!g&)\reﬁad“d‘\ p Date: /7—( / Zo1 (

(PLEASE PRINT)
Name: Q j{)a -t Pl QCL\O%VA

Address: ?\g CL\GMP&L ST - M\/ C%/ /Ief( 0‘( lﬂ:{.
I represent: S\MM( %U5|W¢<$ D&\f&’DnDMmJ' Cygm,fi?a’ éﬁ)&;

Address:

’ Please complete this card and return to the Sergeant-at-Arms ‘




THE COUNCIL
THE CITY OF NEW YORK

Appearance Card {
I intend to appear and speak onInt. No. _________ Res. No,
~ O in favor [ in opposition
Date: I ) l ,} ,S.

\ (PLEASE PRINT)
Name : L'I;'&M Ca\m l’ ’U
Address: -Ueﬂ-‘ Z‘S% _BMM
1 represent: M:b( /(

Address:

’ Please complete this card and return to the Sergeant-at-Arms ‘

THE COUNCIL
THE CITY OF NEW YORK

Appearance Card ‘;2_ .

I intend to appear and speak onInt. No. ___~ Res. No.
{] in favor [ in opposition

Date:
(PLEASE PRINT)

Name: PM“ CL’ m@w&\ﬂ
Address: 50 Reouev M N7 U\}

1 represent: NUWEDC
Address: &RL/ oN ﬁW@-\ N\"‘

. Please complete this card and return to the Sergeant-at-Armas ‘

<




