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Note:  Percentages may not add to 100 due to rounding and/or non-responses. 

 
 
 

Gender

23%

77%

Female = 23%

Male = 77%

 
 
 
 
 

Age

51

52

0 50 100

Mean

Median

 
 
 
 
 
 

DEMOGRAPHICS & FIRMOGRAPHICS: 
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Race / Ethnicity

1%
1%

68%

24%

6%

1%

White = 68%

Hispanic = 24%

African American = 6%

Other = 1%

Asian American = 1%

Native American = 1%

 
 
 
 
 

Education

24%

14%

5%

27%

31%

High School = 14%

Technical/Vocational = 5%

Some College = 27%

Baccalaureate degree = 31%

Graduate degree = 24%
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Principal Owner of the Business

13%

18%

69%

Male = 69%

Female = 18%

Equal Male/Female 
Ownership = 13%

 
 
 
 
 

Primary Goal or Dream at Startup

8%

11%
19%

52%

8%

3%

Earn a decent living = 52%

Grow a business slowly = 19%

Other = 11%

Build a major competitor in the
industry = 8%

Build a business rapidly = 8%

Build a business with the intent
to sell = 3%
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Plans to Grow in Next 3 Years

32%68%
Yes = 68%

No = 32%

 
 
 
 
 

When You Retire, What Is Your Hope for the 
Business?

9% 17%

31%43%

Sell the business = 43%

Have a family member assume 
ownership = 31%

Sell the assets and close
the business = 17%

Other = 9%

 
 
 
 
 



 
 

 6

 © 2003 BRIDG 

 
 
 

Category of Business

4%

3%

12%

8%

7%

2.0%

10% 15%

40%

Services = 40%

Construction = 15%

Agriculture, Forestry, Fishing = 12%

Retail = 10%

Manufacturing = 8%

Wholesale = 7%

Financial Services = 4%

Transportation = 3%

Communication = 2%

 
 
 
 
 

Service Sub-categories

25%

36%

39%

Personal = 36%
(laundries, beauty shop, 
auto repair child care, etc.)

Professional = 39%
(health, legal, education, 
engineering, etc.)

Business = 25%
(advertising, security, mail, computer
services, equipment rental, etc.) 
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Year Business Started

23%
25%

27%

25%

Before 1975 = 25%

1976-1987 = 27%

1988-1995 = 25%

1996 & later = 23%

 
 
 
 
 

How Business Was Started

5%

7%

13%

73%

3%

Founded a new business = 73%

Purchased an existing business = 13%

Purchased a new franchise = 7%

Joined an existing family business = 5%

Inherited a family business = 3%
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Business Operated from Home 

31% 69%
Yes = 31%

No = 69%

 
 
 
 
 

Gross Revenues in Last Year

3%
8%

28%

25%

17%

15%

4%

< 100,000 = 28%

100,000 - 249,999 = 25%

250,000 - 499,999 = 15%

500,000 - 999,999 = 8%

1 million - 4.9 million = 17%

5 million - 9.9 million = 4%

10 million + = 3%
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Gross Sales over Last 2 Years 

35%

65%Increased = 65%

Decreased = 35%

 
 
 
 
 

Change in Gross Sales Over Past Two Years

24%

15%

0% 10% 20% 30%

Mean

Median
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Employees

3

13

4

10

7

4

2

2

0 5 10 15 20

Part time

Full Time

Other

Total

mean
median

mean
median

mean
median

mean
median

 
 
 
 

Current Legal Structure

3%

12%

17%

18%

40%

8%3%

Sole proprietor or individual = 40%

S. Chapter = 18%

Incorporated = 17%

C. Corporation = 12%

Limited Liability Company = 8%

Other = 3%

Partnership = 3%
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Currently Retain for Business

74%

45%

10%

0% 50% 100%

An accountant or CPA

A lawyer or legal advisor

A business counselor or consultant

 
 
 

Prepare Firm's Financial Statements

55%

45%

Yes = 45%

No = 55%

 
 
 

Make Business Decisions Based on Firm's 
Financial Statements

63%
37%

Yes = 63%

No = 37%
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CONTENT AREAS: 

TTHHEENN  ––  WWhheenn  ssttaarrttiinngg  tthhee  bbuussiinneessss  NNOOWW  --  CCuurrrreennttllyy

 
 
 
 
 
 
 

Note:  Percentages may not add to 100 due to rounding and/or non-responses. 
 
 
 

Financials: Problems THEN

39%

56%

45%

40%

29%

25%

23%

23%

21%

19%

15%

14%

13%

10%

0% 50% 100%

Cash flow

Finance

Insufficient sales volume

Pricing goods/services

Understanding of financial statements

Obtaining short-term loans

Rent/property costs

Delinquent customer accounts

Using financial information

Obtaining long-term loans

Purchasing

Obtaining equity capital

Building a relationship with a lender

Obtaining a line of credit
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Financials: Problems NOW

27%

7%

8%

8%

12%

12%

16%

16%

19%

23%

25%

29%

32%

39%

0% 50% 100%

Cash flow

Insufficient sales volume

Delinquent customer accounts

Pricing goods and services

Obtaining equity capital

Obtaining long-term loans

 Finance

Using financial information

Understanding of financial statements

Obtaining short-term loans

Rent/property costs

Purchasing

Obtaining a line of credit

Building a relationship with a lender
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Management: Problems THEN

22%

35%

29%

26%

21%

18%

17%

17%

14%

13%

9%

8%

5%

4%

3%

3%

3%

0% 50% 100%

Controlling my own time

Finding and retaining qualified employees

Setting goals and measuring performance

Getting useful business information

Leading the company

Employee turnover

Handling business growth

Preparing strategic/annual business plans

Motivating employees

Low employee productivity

Negotiating leases and other legal contracts

Employment, health & safety regulations

Effectively using contractors and consultants

Effectively handling the Board/Advisors

Creating a Board of Directors

Motivating consultants and contractors

Abiding by a code of ethics
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Management: Problems NOW

45%

34%

20%

19%

18%

16%

14%

14%

13%

13%

12%

9%

7%

6%

3%

3%

3%

0% 50% 100%

Controlling my own time

Finding and retaining qualified employees

Preparing strategic/annual business plans

Motivating employees

Setting goals and measuring performance

Getting useful business information

Handling business growth

Low employee productivity

Employee turnover

Employee, health and safety regulations

Leading the company

Notiating leases and other legal contracts

Motivating consultants and contractors

Effectively using contractors and consultants

Creating a Board of Directors

Effectively handling the Board/Advisors

Abiding by a code of ethics
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Technology: Problems THEN

5%

5%

6%

6%

8%

9%

11%

13%

14%

19%

0% 25% 50%

Setting up a computer system

Selecting the best software

Creating a web site

Integrating technology into the firm

Setting up information systems

Effective business use of the internet

Effective facilities, laboratories

Creating a data warehouse

Product development and testing

Using personal data assistants
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Technology: Problems NOW

20%

18%

18%

17%

16%

10%

8%

8%

8%

5%

0% 25% 50%

 Effective business use of the Internet

Selecting the best software

Creating a web site

Integrating technology into the firm

Setting up a computer system

Setting up information systems

Creating a data warehouse

Using personal data assistants

Product development and testing

Effective facilities, laboratories
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Marketing: Problems THEN

31%

30%

22%

21%

20%

19%

19%

18%

17%

17%

16%

14%

13%

11%

9%

0% 25% 50%

Ability to cost-effectively advertise

Actual selling

Branding the firm

Identifying new opportunities

Developing a marketing plan

Getting positive publicity

Understanding the customer

Identifying the customer

Effectively networking

Competition from large businesses

Implementing marketing strategies

Getting to the decision maker

Getting business from large corporations

Developing new products/services

Overcoming negative perceptions
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Marketing: Problems NOW

9%

10%

13%

14%

14%

15%

16%

16%

21%

22%

23%

24%

26%

27%

36%

0% 25% 50%

Ability to cost-effectively advertise

Competition from large businesses

Identifying new opportunities

Implementing marketing strategies

Actual selling

Getting business from large corporations

Developing a marketing plan

Effectively networking

Developing new products/services

Getting positive publicity

Identifying the customer

Getting to the decision maker

Understanding the customer

Overcoming negative perceptions

Branding the firm
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LEARNING STYLES:  
 

Note:  Percentages may not add to 100 due to rounding and/or non-responses. 
 
 

Hours Devoted to 
Business-related  Learning Last Year

25%36%

16% 23%
15 or less = 25%

16-40 = 36%

41-60 = 16%

61 or more = 23%

 
 

Learning Activities in the Past 24 Months

6%

47%

46%

42%

30%

26%

11%

11%

8%

0% 25% 50%

Read a book on a business topic

Attended a workshop of 1 day or less

Business-related conference or convention

Taken a course in a classroom setting

Consulted with a business professional

Attended a "brown bag lunch" on a specific topic

Met with a business counselor

Taken a course online

Taken a course that used Web or ITV technology
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New Business Practices

8%34%

25% 23%

11%

I use what is widely accepted 
and understood = 34%

When a new idea shows promise, I
jump on it before most others = 25%

I attempt to be the first to try new
things = 23%

If it's not broke, I don’t fix it = 11%

When the "big names" use it, 
I am ready to try = 8%

 
 
 
 
 

Approaches to Solving Business Problems

4%

19%

78%

Find out as much as you can and figure 
out a solution yourself = 78%

Talk with peers who may have faced 
similar problems = 19%

Other = 4%

Hire a consultant to find a solution = 0%

Take a course = 0%

Use the Internet = 0%
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Sources Used for Business Information

2% 3%

86%

4%
3%

3%

Other = 86%

Local College or University = 4%

University Outreach and
Extension = 3%

Small Business Development
Centers (SBDC) = 3%

Small Business Administration
(SBA) = 3%

Dept. of Economic Development = 2%

 
 
 
 
 

Learning New Skills & Knowledge

8%

16%

27%

49%

Watch it demonstrated = 49%

Listen to someone explain it = 27%

Read about it = 16%

Try it without guidance from
anyone = 8%
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Preferred Method of Learning

92.5% 7.5%

First understand the underlying 
concept or theory, then apply it 
to your business = 92.5%

Bypass understanding the 
concept or theory but be able 
to apply it to your business = 7.5%
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DELIVERY PREFERENCES: 
 
 
 

Note:  Percentages may not add to 100 due to rounding and/or non-responses. 
 
 

Learning Format

22%

36%

22%
10%

9%

Prefer to Attend:

A 1-day seminar/workshop = 36%

One topical workshop meeting 
for 4 hours or less = 22%

A class using the Web or ITV
technology = 22%

A class or course meeting with other 
people for several weeks = 10%

A series of 1-3 hour topical
workshops or seminars = 9%

 
 
 
 
 

Preferred Method of Receiving Materials

72%

17%

11%

Standard Mail = 72%

Online availability = 17%

Emailed = 11%
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Ideal Learning Environment: Time Allocation

25%

25%

22%

20%

20%

28%

28%

27%

21%

20%

0% 25% 50%

mean
median

mean
median

mean
median

mean
median

mean
median

What percentage of time 
would be allotted to:

Experts from the field

Lecture

Individual application

Networking with peers

Small group discussion
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Ideal Learning Environment: Activities

60%

20%

20%

20%

21%

21%

22%

62%

0% 25% 50% 75%

Face-to face with
 others like you

On a computer (CD, disk)

In a workbook

Online (Web, ITV)

What percentage of  
time would be:

mean
median

mean
median

mean
median

mean
median
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Desired Instructor/Facilitator Traits

5.6

5.1

5.0

4.6

4.3

1.4

1.3

1 2 3 4 5 6 7

Is a content expert

Owns or has owned a business

Provides timely feedback on work

Has professional credentials (e.g.
CPA, MBA, MA)

Spends time with you individually

Is the same gender

Is the same race/ethnicity

mean

mean

mean

mean

mean

mean

mean

 
 
 
 
 


