
Need cash? 
Try Uncle Sam 
If all else fails, the Small Business 
Administration has 3 types of loan 
programs available to the pro 

by Lee R. Arnstein Managing Editor 

Financing the pro shop can often be a problem. 
Many clubs and boards of directors refuse or can't 
" lend" the club professional the necessary funds. 
However, he should know that he isn't at a dead 
end, if that's the case. 

The pro does have a last resort—the Small Busi-
ness Administration. (As long as his gross sales are 
$1 million or less he qualifies as a small business-
man in retailing). And the requirements for a loan 
are not as stringent as he may think. 

There are three types of loan programs. The first 
type is called the economic opportunity loan pro-
gram and consists of two kinds of loans, which 
are an outgrowth of the Economic Opportunity Act 
of 1964. Ohe of these is a below marginal income 
loan and the other is an above marginal income 
loan. In the former,the loan is given with the object 
of improving the business and enabling the person 
to raise his personal income level to the same 
"average" salary of the people that live in his area 
of the country. (The "average" income level for 
each area is also determined by living expenses and 
size of family). There is a maximum of $15,000 pro-
vided on this loan. 

The second kind, the above marginal income loan, 
has a maximum of $25,000 and is designed for peo-
ple well-experienced in their field who have had 
trouble getting additonal monies to strengthen or 
expand their small business and who have lacked 
the opportunity to compete in business on equal 
terms. These are people whose income is above the 
"average" level of their area of the country and 
who want to go even higher. 

In both of the above cases, the borrower has up 
to 15 years to pay back the loan. 

The direct loan program is the second type of 
setup. There are three kinds of loans available in 
this section—the direct, the bank participation, and 
the displaced business. 

The direct loan provides a maximum of $100,000 
and gives the borrower generally from five to six 
years of monthly installments, at 5V2 per cent inter-
est, to repay. In this case, aside from the basic re-
quirements to qualify for a loan, (to be discussed 
shortly) the owner should have invested in his busi-
ness approximately what he is asking for. 

of loan under this program, a bank participation 
loan, merely means that the SBA works with a lo-
cal bank in providing it. 

The displaced business loan is a much rarer type 
of loan. Here the government gives loans to busi-
nesses that have been displaced by federally aided 
projects. 

The third type of loan program is also a not too 
commonly used one. It comes under the heading of 
disaster area loans. In order to apply, the president 
must declare your area a disaster. There is an ex-
tremely low interest rate, which is set anew each 
year, in this case. 

Having discussed the loans, here are the neces-
sary credit requirements to apply for one. 

There are four criteria: 
1. Repayment ability—This simply means you have 

to show a record of your past earnings. If they 
aren't at a fairly proportionate rate (such as weekly, 
monthly, etc.) then you have to give a one-year 
projection. 

2. Collateral—Fixed assests are preferred. How-
ever, in some cases the agency will consider ac-
counts receivable and inventory. 

3. Investment—Owners should have invested in 
their business approximately what they are request-
ing. For example, if the pro wants a $25,000 loan, 
he should have close to $25,000 invested in the pro 
shop. 

4. Objective—The borrower must meet the lending 
purposes listed in the SBA's pamphlet. (These are 
basically those reasons for borrowing that were 
explained with each of the types of loans). 

Assuming by now that a pro has found the loan 
he needs, and feels he fulfills the initial require-
ments, his next step is to see if there is financing 
from his local bank, either on a direct basis or in 
participation with SBA. If outside financing is not 
available, then he should go to any SBA Branch. 
(There is at least one branch in every state. Each 
local unit can be found in any telephone directory 
under government agencies). 

What must the pro bring? 
1. A current balance sheet (profit and loss state-

ment) no older than 60 days. 
2. The last two full fiscal years' profit and loss 

statements. 
3. His personal federal income tax return for the 

SBA regional director Solomon Ferziger (r) and SCORE 
chapter secretary Murray Aronson are pros too—in financing. 



previous year. No appointment is necessary. He 
just goes in and asks for a loan officer. 

" I f he has a good chance for a loan," says Ste-
phen Cristofar, a loan officer at the New York City 
branch, "he 's given an application right then and 
there. After that, notification of the final determin-
ation of the loan usually takes a few w e e k s . " 

The loan, as you can see, is not that hard to pro-
cure. The only fly in the ointment now is that the 
SBA will not weigh heavily loans to pro shops 
while the war in Vietnam is still on. However, the 
SBA, in a move to counteract this situation and 
continue the activity of its loan program, is vig-
orously working with banks throughout the coun-
try on several types of loan programs. Thus, with 
the local bank and the SBA working together, the 
pro has a much better chance of getting a loan now 
where before it wouldn't have been possible. 

Looking even further into the future, you may 
wonder, after receiving one loan, if you can get 
another one. 

You can, if the need for financing still exists. 
Again, the same evaluation will be made. However, 
this time the loan could even be for a different pur-
pose, such as expansion, if the initial loan was just 
to get out of the red. 

Public golf links, incidentally, are eligible for 
these programs, but not private clubs—just the pros 
at the private clubs. 

" T h e SBA does more than just loan money to the 

p r o , " says regional director Solomon Ferziger, who 
is in charge of all New York regional business ac-
tivities pertaining to the SBA. 

" W e have a management assistance chapter that 
we feel is just as important as our loan program. 
In many cases, if we feel a person needs advice or 
administration, we will stipulate that he must accept 
it with the loan. The pro, whether he likes it or 
not, then gets professional merchandising guidance 
at no charge. 

"In addition to this," continues Mr. Ferzinger, 
" w e have another program, Service Corps of Retired 
Executives (SCORE), that also gives help. This is a 
group of retired businessmen who on their own time 
give their knowledge and service, also free of 
charge, to people who ask for guidance in retailing." 

Other aids from the SBA for the pro interested in 
learning more about running a business include: 

1. Daily courses. 
2. Workshops, which include full days that cover 

all aspects of going into business, in cooperation 
with universities, trade associations, etc. 

3. Free pamphlets and brochures on business. 
Even if you're a pro who doesn't need financing, 

it might be wise to check into the local SBA branch 
for merchandising information. 

And, if anybody knows how to help, the SBA 
should. For according to their statistics, 50 per cent 
of all new businesses fail within three years, if not 
run right. • 

The patented MOTT "hammer-knife" flail blades 
are made in six different styles — to meet every 
mowing need — fine lawns, weeds, leaves or ren-
ovating. The self cleaning feature assures con-
tinued peak performance in the most adverse 
mowing conditions. The unique design minimizes 
throwing of struck objects—provides greater safety. 

2 0 YEARS of know-how . . . 
makes the Mott for 1968 greater than ever. Greater in structural 
integrity . . . greater in maintenance free service . . . greater in 
cutting ability . . . better cutting with less power! 
Mott is the only Hammer Knife Flail mower — none can com-
pare! It isn't built to beat a price line. It's engineered for longer 
life, greater safety and better performance for a wide range of 
job applications. 

HAMMER KNIFE 

Get a date to see the Mott for 68 — we'll demonstrate. 

M O T T C O R P O R A T I O N 
547 Shawmut Avenue LaGrange, Illinois 60525 

For more information circle number 145 on card 

FLAILS F There is a 
erencei 

^ ^ and you'd better believe it! 
Mott flails, with their edgewise cutting action, are by far supe-
rior to the grass beaters, the mashers and the bashers. But don't 
take our word for it — we urge you to compare and see the 
difference. 


