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FOSTERING WOMEN’S ENTREPRENEURIAL
SUCCESS

THURSDAY, OCTOBER 12, 2017

HOUSE OF REPRESENTATIVES,
COMMITTEE ON SMALL BUSINESS,
SUBCOMMITTEE ON HEALTH AND TECHNOLOGY,
Washington, DC.

The Subcommittee met, pursuant to call, at 10:00 a.m., in Room
2360, Rayburn House Office Building, Hon. Aumua Amata Cole-
man Radewagen [chairman of the Subcommittee] presiding.

Present: Representatives Radewagen, Luetkemeyer, Brat, Mar-
shall, and Lawson.

Chairwoman RADEWAGEN. Talofa. Good morning. I call today’s
Subcommittee on Health and Technology hearing to order.

I would like to thank everyone for joining us today. As October
is National Women’s Small Business Month, today, our Sub-
committee will highlight the outstanding impact women entre-
preneurs have made on the United States economy and the re-
markable growth women-owned small businesses have generated
over the last decade.

It is estimated that, in 2016, there were 11.3 million women-
owned businesses that employed nearly 9 million people and gen-
erated over 1.6 trillion dollars. Between 2007 and 2016, women-
owned businesses increased by approximately 45 percent. This
means that women-owned businesses grew roughly five times fast-
er than the national average.

Despite this remarkable increase, we continue to see a significant
difference in the number of women- and men-owned businesses in
the United States. Currently, women-owned businesses only rep-
resent roughly 38 percent of all businesses.

Today, we ask, what factors are contributing to this gap? While
women entrepreneurs face many challenges, one major issue
women owners face is access to adequate financing opportunities.

Men typically launch their businesses with twice the capital
women do, and less than 10 percent of all venture funds are grant-
ed to women-led businesses.

The matter of access to capital is of particular concern to me, as
it is a persistent issue among my constituents in American Samoa.

Numerous organizations, nonprofits, and companies are working
to address the capital challenge women entrepreneurs face through
advocacy, education, and outreach.

The Small Business Administration’s Women’s Business Centers
and the SCORE are excellent examples of these types of programs.
Despite the wonderful work of these organizations, women entre-
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preneurs still face significant challenges when starting, growing,
and scaling their businesses.

Today, we will hear from an outstanding panel of witnesses who
will shed light on the challenges women entrepreneurs face, the re-
sources currently available, and the areas where existing resources
could be expanded to benefit women’s businesses. The personal ex-
periences of many of our panelists are stories of remarkable perse-
verance and strength that have resulted in success. I look forward
to learning from each of you.

I now yield to Ranking Member Lawson for his opening state-
ment.

Mr. LAWSON. Thank you, Madam Chair, and good morning.

I am very happy and glad that we have taken the time today
about a very important topic concerning the National Women’s
Small Business Month.

Fostering women entrepreneurs’ success is very critical to the
prosperity of the United States. Women entrepreneurs play a sig-
nificant role in U.S. economy. As our chairman said earlier, they
own about 9 million firms, generating either $1.5 trillion or $1.6
trillion in revenue, which employ over 8 or 9 million workers.

Despite these impressive numbers, women-owned businesses still
face those barriers, as we discussed earlier—is access to capital. In
other hearings, we have heard about access to capital, how impor-
tant it is to jump start these businesses.

Just like many other businesses, this Committee has heard ac-
cess to capital as a main topic challenging—challenge for women.
As we talked about, on the average, men start their business with
twice as much resources. So I won’t try to rehash that. And one of
the reasons why I know is because I have been in business for 36
years, and I remember going to the financial institution.

Women also are one-third as likely to access financing through
venture capital angel investment. In fact, only 10 percent of all
global venture dollars between 2010 and 2015 went to startups
with at least one woman founder. We must do better. And that is
one of the reasons why we have this hearing.

Not only must women worry about running business, many are
more likely to take on caretaker’s responsibilities, for both children
and relatives, creating an additional obstacle to entrepreneurship.
Rather than ignoring the need for the individuals, we should em-
brace them and recognize how they sacrifice to contribute to our
economy.

Congress needs to consider how simple policies, policy changes,
like paid family leave and affordable care, childcare, is so critical
to creating jobs and spurring the economy. Women business owners
offer a valuable contribution to our economy, but they need help.

Today’s hearing offers the opportunity to discuss how Congress
can help our Nation’s women’s entrepreneurship prosper.

I look forward to hearing from our witnesses. We have an out-
standing group before us today. I want to thank the witnesses for
being here and taking this most important role that is going to
help many people in America.

Thank you very much. And I yield back to our chairman.

Chairwoman RADEWAGEN. Thank you.
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I would like to take a moment to explain the timing lights for
you. You will each have 5 minutes to deliver your testimony.

The light will start out as green. When you have 1 minute re-
maining, the light will turn yellow. Finally, at the end of your 5
minutes, it will turn red, and I ask that you please try to adhere
to that time limit.

Our first witness is Ms. Janice Green. Ms. Green is the president
and CEO of Jancare Private Health Services Inc., a private home
healthcare provider in Fishkill, New York.

After years of experiences as a registered nurse, Ms. Green de-
cided to translate the knowledge and skill she had acquired into
starting and running her own successful home care agency.

Thank you, Ms. Green, for being here today.

Our next witness is Ms. Antonella Pianalto. Ms. Pianalto serves
as the president and CEO of the Association of Women’s Business
Centers, working to provide leadership and support to a network
of over 100 Women’s Business Centers nationwide.

Prior to her time with AWBC, Ms. Pianalto has served as vice
president of government affairs for American Express, and as a
senior adviser to the U.S. Ambassador to the United Kingdom, as
a Deputy Assistant to the President for Presidential Personnel, and
as an Associate Administrator for Management and Administration
for the Small Business Administration.

Thank you for being here, Ms. Pianalto.

I now yield to our ranking member for the introduction of the
next witness.

Mr. LAWSON. Thank you. It is my pleasure to introduce Ms.
Hester Clark, the president and founder of Hester Group Head-
quarters in Jacksonville, Florida, out of my district.

Hester Group is a women-owned small business that provides
professional service to Federal agencies. In 2011, Ms. Clark was
recognized by American Express OPEN as the 2011 Women Gov-
ernment Contractor of the Year, and the Hester Group has been
recognized as one of the top 50 women-owned businesses in Jack-
sonville, Florida.

Welcome, Ms. Clark, and thank you for testifying today.

Chairwoman RADEWAGEN. Our last witness is Ms. Jeannette
King. Ms. King is held up in traffic but should be joining us mo-
mentarily.

Ms. King is the president and CEO of Strategic Resolution Ex-
perts, Inc., a management consulting and IT governance firm lo-
cated in Martinsburg, West Virginia. Ms. King has been recognized
numerous times for her success as a small business owner, includ-
ing named the Small Business Administration’s 2015 Small Busi-
ness Person of the Year for the State of West Virginia.

With that, Ms. Green, you are now recognized for 5 minutes.

You may begin.
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STATEMENTS OF JANICE GREEN, RN, BSN, MBA, PRESIDENT &
CEO, JANCARE PRIVATE HEALTH SERVICE, INC., FISHKILL,
NEW YORK; ANTONELLA PIANALTO, PRESIDENT AND CEO,
ASSOCIATION OF WOMEN’S BUSINESS CENTERS, WASH-
INGTON, D.C.; HESTER CLARK, PRESIDENT, HESTER GROUP,
JACKSONVILLE, FLORIDA; AND JEANNETTE KING, PRESI-
DENT & CEO, STRATEGIC RESOLUTION EXPERTS, INC., MAR-
TINSBURG, WEST VIRGINIA

STATEMENT OF JANICE GREEN, RN, BSN, MBA

Ms. GREEN. Good morning. Thank you, Chairman Radewagen,
Ranking Member Lawson, and distinguished members of the Com-
mittee for the opportunity to share this testimony with you.

My name is Janice Green, and I am a registered nurse with more
than 10 years of experience in medical and surgical care and the
CEO at Jancare Private Health Service.

As a nurse, I had the opportunity to take care of a female patient
with stage IV cancer. After her death, her husband, a lawyer, was
impressed by my care and approach and insisted that I started my
own nursing care agency. I took his advice, and in 2014, I formed
Jancare Private Health Service.

Jancare is on the cutting edge as a nursing care agency. Our vi-
sion is to provide outstanding care with compassion and dignity to
surgical patients and seniors in the privacy of their own home.

My role as a clinical nurse care coordinator is to oversee the care
of individuals who need medical or nonmedical care through a
hands-on approach by implementing a strategic care plan specifi-
cally tailored to each client’s specific need. Jancare works with fam-
ilies, attorneys, geriatric care managers, doctors, and therapists
that provide care and outcomes that improve patient quality of life
at home.

Jancare currently has approximately 28 full-time, 6 part-time
employees, and 1 intern. We have a client base of 18. We service
}?utchess County, Westchester County, Putnam County, and Man-

attan.

Jancare also believes in giving back to the community and pro-
vides free health services at community-based events, such as blood
pressure screening, diabetes finger stick, and health awareness.

One of the biggest challenges for female entrepreneurs is access-
ing funding: 58 percent of female entrepreneurs start their busi-
ness with their own funds. Other studies show that companies with
access to capital have grown at the rate of three times that of those
who lack equity. Women experience a greater financial gap than
their male counterparts.

In the process of starting Jancare, I was part of the 58 percent.
I was unable to get a loan from my bank, even though I had a 10-
year relationship with them. I was fortunate to have a 401(k),
which I borrowed $25,000 from at an interest rate of 6 percent.

While completing my MBA, I realized that the business plan for
Jancare that I worked on was not feasible. In my research to find
an organization to assist me, I found Women Enterprise Develop-
ment Center, WEDC, the WBC in White Plains.

I enrolled in WEDC 60-hours Entrepreneurial Training Program
to complete an effective business plan. During this course, I real-
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ized that so many of my female entrepreneur classmates had great
ideas yet lacked the funding to turn those ideas into reality. While
the WEDC course provided the appropriate tools to start, without
proper funding, it is next to impossible for these businesses to
grow.

The Jancare business plan that WEDC helped me to create was
more feasible and attainable than my previous plan.

As a female entrepreneur, we have made some progress over the
past few decades, but we still have a long way to go, and we must
continue on this journey. Mentorship is important to the success of
entrepreneurs. Female entrepreneurs need guidance through the
process of starting and growing their business. Someone who has
the experience and the knowledge to show you how to reach your
goal is a valuable resource. Anyone can open a business, but hav-
ing the right tool is necessary for success. Running a business day-
to-day can be challenging. Having a mentor to prevent you from
making certain mistakes in the process is priceless.

The WEDC community has allowed me to develop strong per-
sonal business relationships with my fellow WEDC graduates as
well as with staff. This was an asset for me as it helped my self-
confidence to grow while allowing me to be part of an organization
that fostered network and mentoring. WEDC support has helped
Jancare to grow tremendously.

Having an individual or group to exchange your idea without dis-
crimination or judgment is a true asset.

In closing, I appreciate the opportunity to share my story with
this committee, and I strongly urge Congress to increase funding
for organizations like WEDC, WBC, which help fund and mentor
female entrepreneurs just like me. By opening the door to greater
access to funding and mentorship for female business owners, we
will unlock greater economic potential.

Thank you.

Chairwoman RADEWAGEN. Thank you for your testimony, Ms.
Green.

Ms. Pianalto, you are now recognized for 5 minutes.

STATEMENT OF ANTONELLA PIANALTO

Ms. PIANALTO. Thank you, Chairman Radewagen, Ranking
Member Lawson, and distinguished members of the Subcommittee
for the opportunity to share this testimony. My name is Antonella
Pianalto, and I serve as the president and CEO of the Association
of Women’s Business Centers.

We support Women’s Business Centers by providing training,
programming, and advocacy to improve their services to women en-
trepreneurs. In fiscal year 2016, our centers served more than
145,000 clients, leading to more than 17,000 new businesses and
nearly 25,000 new jobs. We assisted with nearly $429 million in
capital infusion and helped to secure nearly $40 million in govern-
ment contracts.

As the advocate for this critical program, it is an honor to be
here today during National Women’s Small Business Month and
with this distinguished panel of successful entrepreneurs.

Fostering an environment where women can start and grow busi-
nesses has been a vital part of America’s economic security. Today,



6

that is truer than ever, with more women starting ventures at five
times the rate of men. My testimony provides our perspective on
women’s entrepreneurship, the role of WBCs, and policy rec-
ommendation.

This statistic captures the impressive scope of women entre-
preneurs. If American women business owners were their own
country, they would have the 10th largest GDP in the world out-
performing entire nations like Canada, Mexico, and even Russia.
As already has been stated this morning, this footprint is made up
of more than 11 million women business owners, a 45-percent in-
crease since 2007 with $1.6 trillion in revenue. From 2007 to 2012,
women started 1,143 businesses each day, and their revenues grew
by double digits at all revenue levels. Notably, 8 out of every 10
net new women-owned firms launched since 2007 were started by
a woman of color.

By any metric, the last decade truly has been an era of women’s
business expansion, yet despite this growth, women still face bar-
riers. Women start businesses with roughly half as much capital as
men. Despite being 38 percent of all firms, women receive less than
5 percent of conventional loan dollars and only 17 percent of SBA’s
7(a) loans.

Women fare no better seeking capital outside of banks. Women
receive just 7 percent of venture capital. Limiting the flow of cap-
ital to women-owned businesses is a missed opportunity. First
Round Capital found that their investments in companies which
had at least one female founder performed 63 percent better than
their investment in all-male teams. Shark Tank’s Kevin O’Leary
found the same. Of the 32 companies in his private portfolio, all of
his returns were coming from companies either owned or run by
women.

There is vast economic potential in women-owned businesses.
Economists speculate that if women started businesses with the
same amount of capital as men, they could create 6 million jobs in
5 years. They also found that, if women were fully engaged in their
businesses, it would raise GDP by 7 percentage points.

Sadly, stories of entrepreneurial success tend to be male domi-
nated, incorrectly framing a narrative that men are better at grow-
ing businesses than women. Government leaders can help by high-
lighting stories of successful women entrepreneurs like these amaz-
ing women.

Potential is not limited by capital alone. Women need entrepre-
neurial training. The Aspen Institute found that when business
owners receive technical assistance, success rates skyrocket. Simi-
larly, as SBA Administrator McMahon notes, more successful
women business owners are needed as mentors.

Women’s Business Centers spend each day unlocking this poten-
tial and addressing the challenges women face, as they have for
each of the 2 million women who have walked through our doors.
Women view their local WBC as a trusted adviser and partner over
the lifetime of their company. Simply put, our role is the glue of
the women’s entrepreneurial ecosystem, providing a supportive en-
vironment that builds competence, confidence, and connections. But
our centers need more resources, and too many communities do not
have access to this unique service provided by WBCs.
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There are four policy recommendations that can help women en-
trepreneurs: improving access to capital, increasing resources for
technical assistance, modernizing the WBC program, and expand-
ing the certification options.

We are grateful to Chairman Chabot, Ranking Member
Velazquez, Representative Knight, and Ranking Member Lawson
for reauthorization of the program which was included in the
House National Defense Authorization Act.

We urge the house to insist on its inclusion in conference.
Thanks also to Representative Murphy, who championed an addi-
tional $1 million for the program in appropriations for fiscal year
2018.

In closing, I appreciate the opportunity to celebrate the explosive
growth of women-owned businesses and the tremendous impact
they are having on our Nation’s economy, and to update this Sub-
committee on the role WBCs play in ensuring women’s entrepre-
neurial success. We have only begun to tap the potential of this
economic powerhouse.

Thank you again for this opportunity.

Chairwoman RADEWAGEN. Thank you, Ms. Pianalto, for your
testimony.

Ms. Clark, you are recognized for 5 minutes.

STATEMENT OF HESTER CLARK

Ms. CLARK. Good morning. Thank you for the opportunity to
testify before you today to share my experiences and thoughts on
fostering women’s entrepreneurial success.

My name is Hester Clark. I am the founder and owner of Hester
Group, a professional services firm located in Jacksonville, Florida.
Hester Group has 28 employee positions, and we are located across
the United States with an average of $2.5 million in revenue. And
as I mentioned, we are located in Jacksonville, Florida.

In preparing for this presentation today, I read a July 2017 re-
port by the National Women’s Business Counsel entitled “Necessity
as a Driver of Women’s Entrepreneurship.” The report explores and
expands upon the concept of necessity as a driver of women’s entre-
preneurship in the United States.

Twenty years ago, I was a necessity entrepreneur. I was a young
mother seeking work-life balance so that I could raise my then-12-
year-old son and 9-year-old daughter. As a necessity entrepreneur,
I needed the resources and support entrepreneurs like me need all
over the place. And we are most successful when we have an entre-
preneurial ecosystem within our own communities that provides ac-
cess to human, financial, and professional resources. Thankfully,
the Small Business Administration and resource partners, such as
the Jacksonville Women’s Business Center in Jacksonville, Florida,
are my entrepreneurial ecosystem.

I am so humbled to share my journey with you today. For almost
20 years, the SBA and Hester Group have traversed challenges and
successes together. There is not one day since starting the Hester
Group that I have not been without the support of the SBA and
its resource partners. It is as if the SBA and the Women’s Business
Center said to me, “Come on, Hester, I will show you the way.”
Sometimes I held the hand tightly because I was fearful of taking
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a big step. And sometimes I held it a bit loosely, knowing that they
were there as my partner to provide strength.

My entrepreneurial ecosystem in Jacksonville consists of the
Jacksonville Women’s Business Center, Jacksonville SCORE, Flor-
ida Small Business Development Center at the University of North
Florida, and the North Florida District Office of the SBA.

I have relied on these resources at every stage. When I did not
know how to establish a financial accounting system, I participated
in the Financial Matters Workshop. A mentor was assigned to me,
helped me understand the financial basics, and, most importantly,
taught me how to hire an expert to provide financial expertise to
the company.

When I did not know how to establish my human resources poli-
cies and procedures, the Jacksonville Women’s Business Center
provided six mentors for 1 year through the ATHENA Link Pro-
gram. They helped me to understand our corporate infrastructure
and maintain compliance.

When I needed ongoing support and advice, SCORE Jacksonville
provided me with a patient and experienced retired executive. He
guided me through the hiring of our vice president. He knew ex-
actly what Hester Group needed to succeed, and our vice president,
Ms. Roslyn Mixon-Phillips, continues with us today and is a vital
member of our team.

When I needed access to capital, I was able to receive an SBA
7(a) loan with the support of the North Florida district office. The
7(a) loan has been the foundation of our growth and expansion.

The SBA and its resource partners in North Florida continue to
extend a helping hand to Hester Group, as we have grown over the
years, and I continue to hold on real tight.

My journey as a women entrepreneur is not unusual, not at all.
There are over 10 million women entrepreneurs in the United
States, and we all share similar paths. Each of us are unsure, at
times unknowing, and yet unafraid to become an entrepreneur.
And each of us needs support and guidance along the way.

I share my journey with you today as an example of the direct
benefits. I recommend that the SBA continue to expand access to
capital, expand community outreach in rural and underserved com-
munities, expand funding, provide disaster assistance funding, and
enhance online resources.

In summary, I encourage this Committee to provide the SBA
Women’s Business Centers and other organizations with the fund-
ing and support that we need to hold perhaps just one more or 1
million more hands of women entrepreneurs.

Thank you.

Chairwoman RADEWAGEN. Thank you, Ms. Clark.

Ms. King, you are now recognized for 5 minutes.

STATEMENT OF JEANNETTE KING

Ms. KING. I have had the honor and privilege of serving my
country since I was 19 years old. It began with my service in the
U.S. Navy and has continued through my work with my small busi-
ness with agencies within the Department of Defense, Department
of Homeland Security, Department of Veterans Affairs and a num-
ber of Federal civilian agencies.
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Good morning. I am Jeannette King, president and CEO of Stra-
tegic Resolution Experts, or SRE. I am both honored and humbled
by the invitation to speak to this esteemed body and have the op-
portunity to not only represent women-owned small businesses but
also service-disabled veteran-owned small businesses, veteran-
owned small businesses, 8(a) small disadvantaged businesses, and
HUBZone certified small businesses, all small business types of
which I am certified.

I would like to speak on the challenges and successes I have ex-
perienced since founding SRE in 2007. First, I will speak about ac-
cess to capital. Second, I will speak on the small business programs
and how they have positively influenced my business and some of
the negatives. Third, I will speak about being a women-owned
small business who also happens to be a service-disabled veteran.

I started SRE in 2007 with $10,000. I was, and still am, a single
mother with no access to any other capital. I have no husband. I
have no family with money. So I left a job making over six figures
per year to live at or below poverty for nearly 5 years.

During this time, I cashed in all of my 401(k)’s, deferred all my
student loans and prayed that I could feed my son, Cody, and keep
our house.

During this time, my mom and stepdad agreed to allow me to put
a second mortgage on their home and property to try to keep me
afloat. But by 2009, I had maxed out the line of credit, which was
very small, and I was paying my mortgage with my credit card and
my credit card with another credit card and so forth, until it got
to the point where I was afraid I was not only going to lose my
house, but my parents were going to be homeless as well.

So, in 2009, I was offered a job, and I was ready to go. A few
days before I took the job, they said, “Hey, we need a 1099 consult-
ant.” So I said, “Will you subcontract to SRE?” They agreed. That
contract saved my business. In 4 months, I made enough money to
live for about 6 months. And then, shortly thereafter, I landed my
8(a) designation through the Small Business Administration and
then, 3 months later, got two small prime contracts with the IRS.

Soon after that, I received a significant prime contract from De-
fense Threat Reduction Agency through my contacts and relation-
ships I had been fostering for over 5 years. Once I received that
contract, which was over $3 million, only then could I get a line
of credit. I got it through the SBA under the backing of the Patriot
Express Program, which I think is obsolete now, and the reason
why I couldn’t get a loan is because, despite the SBA’s guarantee,
small businesses still have to meet the bank’s underwriting guide-
lines, and I did not.

So I was a single mother from West Virginia who had come from
an economically disadvantaged background, who served in the mili-
tary, and could really only pray for a miracle to find a way to start
and keep my business. I don’t know the answer to this challenge,
but I would be happy to work with any of you to find the answer.

So I will talk about the small business programs. As I said, I pos-
sess every single small business designation that there is, and
there are some challenges in the paperwork. The 8(a) program, my
paperwork was over 1,000 pages. It got lost initially. Then it got
rejected. Legal overturned it because I could clearly show social
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and economic disadvantage, despite not being in one of the pro-
tected classes.

Same with service-disabled veteran-owned and veteran-owned.
While getting the designation through VIP and VetBiz is much bet-
ter because it is now 2 years, it is very time-intensive. Same with
women-owned small business. That program is okay for me now be-
cause I am 8(a), but once I am out of 8(a), these programs all to-
gether probably take about 80 hours, which is not a lot of time, but
when you are a small business and time is money, they can be
challenging.

The HUBZone designation was by far the most challenging,
which we can talk about that offline, but I want to talk more about
my successes.

Thanks to these various programs and the support and guidance
I received from my West Virginia SBA office in Clarksburg, I have
a line of credit. I have grown SRE into a multimillion dollar com-
pany, and I use the HUBZone program as it was intended: to help
disadvantaged individuals in economically depressed areas to be-
come trained and qualified to obtain sustainable jobs. Our
HUBZone program employs 14 people across the country, and they
have completed, in just last year, over 2,000 hours of training, 622
courses, and 97 certifications. Four of those employees now go to
college, and their family members, two of them are in the Job
Corps training program.

Being a woman-owned and service-disabled veteran-owned small
business is an opportunity to use our nurturing hearts and spirits
to serve others, improve our communities, our States, our country,
and the world in which we live. I do this by providing jobs across
12 States and nearly a half a million dollars in charity and 1,000
hours of paid volunteer time.

In closing, I am thankful for this opportunity. I would like to
thank you for your service and the time here. And just to let you
know, last week, SRE won a $9 million contract and a $50 billion
contract.

Thank you.

Chairwoman RADEWAGEN. Thank you, Ms. King, for your testi-
mony.

I now recognize myself for 5 minutes of questions. My first ques-
tion is for our three small business owner panelists. Each of your
testimonies references the challenges you faced when starting and
growing your businesses. Of those, what was the greatest challenge
you experienced or continue to experience as a women entre-
preneur?

Ms. King?

Ms. KING. The greatest challenge I experienced was access to
capital. I had to self-finance my business, and again, I started with
$10,000 and credit cards and, you know, a second mortgage on my
parent’s property.

That is not so much of a problem anymore because I do poor peo-
ple financing; that is what I call that. I will find a way to make
it work, and I have, again, by some small miracle, but I think that
is a challenge for every business that starts out without capital.

Chairwoman RADEWAGEN. Ms. Green?
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Ms. GREEN. My greatest challenge would be mentorship. When
I started my business, I had that issue, and WEDC came along.
And even though, today, I still have that issue because, as you go
to another level, you need higher mentorship. So that is my great-
est challenge right now, to have someone to lead me to the next
level.

Chairwoman RADEWAGEN. Ms. Clark?

Ms. CLARK. I think my greatest challenge now is support at the
second stage of a business. As I mentioned, I used a lot of the re-
sources early on, and as a founder of a business, there are a lot
of resources there. But as the company has grown, I would love to
see the Women’s Business Centers funded so that they can provide
more enhanced programs for more mature companies in the second
stage of business.

Chairwoman RADEWAGEN. My next question is for Ms.
Pianalto.

Unfortunately, the WBC previously located in American Samoa
closed, limiting the access my constituents have to WBC resources.
What is the AWBC doing to work with individual WBCs to increase
their ability to remain open long term?

Ms. PIANALTO. So thank you for that question. What we have
been working on for the last couple of years—I have been at the
helm of the AWBC for 3 years now—is more sharing of best prac-
tices, sharing of the experiences of some of the larger WBCs and
the more experienced WBC directors. There was not a lot of that
done prior, so we are actually working on a very big project right
now where we will develop best practices, we will develop SOPs,
templates that all WBCs can use.

Some of our smaller ones—and American Samoa was one of
those—it is challenging for them. As part of their grant application,
they have to match the grant money that is provided by SBA. In
the first couple of years, it is a 50-percent match, and then, after
that, it is 100 percent match.

For the centers that are in communities that don’t have large
corporations or other sources of funding, it is a challenge. And I
don’t know all the specifics of what happened with the WBC in
American Samoa because SBA doesn’t share that, but I know rais-
ing funds is one of those. And so we are trying to provide training
and support to those centers and helping them raise that funding.
But it is a big issue.

Chairwoman RADEWAGEN. Thank you, Ms. Pianalto.

As a follow-up, what is the AWBC doing to expand the resources
available through WBCs to clients without access to brick-and-mor-
tar training centers?

Ms. PIANALTO. So I think the value of the Women’s Business
Centers is their work within their communities. So it is a challenge
for them to provide the services outside of that community that
they—that perhaps might not have the physical access. I mean, we
do hear that, frequently, that—and some of our panelists today
talked about that—is that interaction with the centers and not only
with the staff of the centers but the interaction with other women
business owners. They create this community and build this net-
work. So it is challenging for those communities that don’t have a
center right there.
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We do have centers—I will use an example of our one in North
Dakota—it is one center, and it covers the entire State. And they
are on the road constantly, going into the communities and bring-
ing the resources there. Not all of the centers have that capability.
Many of our centers have one to one and a half staff people. It is
very difficult for them to cover a large geographic territory with
that kind of staffing.

Chairwoman RADEWAGEN. Thank you.

I have a question for Ms. King. Your testimony discusses your
journey to entrepreneurship. What made you decide to pursue cre-
ating SRE, despite the immense challenges you faced?

Ms. KING. Thank you. As a single mother, it was very important
for me to provide my son the opportunity to go to college and not
struggle the way I did growing up. And so that was really my in-
spiration. And, quite honestly, failure was not an option. My son
just left for college in August, and I was able to pay for his entire
6 years of college, and he is going to be a doctor.

Chairwoman RADEWAGEN. Thank you.

I now yield to Ranking Member Lawson. You are recognized for
5 minutes.

Mr. LAWSON. Okay. Thank you. This was a problem for me, and
I just—because you all are women entrepreneurs, I would like to
see how, maybe, whether you all was able to handle that a lot bet-
ter than I was. And that centers around the financial burdens that
is—by medical leave, particularly a challenge which makes it hard-
er for you to attract, you know, employees because of medical leave.
And the reason I ask this question is because I had a situation
where it just seemed like it just kept coming up. One child birth
after the next, you know, with a very talented individual.

Do you think that nationally administrated programs could ease
the financial burden and allow small businesses to ensure that all
workers have access to paid family and medical leave regardless of
employer size?

And that is a question for everyone. I can start with Ms. Green.

Ms. GREEN. Ideally, that sounds great, but for a small company
to have family medical leave absence—that is what you are talking
about, correct?

Mr. LAWSON. Correct.

Ms. GREEN. For instance, my company has 28 employees, and
if someone goes out sick because of family leave of absence, it is
very hard to get even coverage for that. So, for me, it is very hard
to say something in regards to that because, as a small business,
we have to have good staff to care for seniors in the home. So, if
the government can take that part, alleviate small business on
that, the family medical leave absence, that would be great for me
as a company itself.

Mr. LAWSON. And I know you have a lot of experience with
this?

Ms. PIANALTO. I am going to defer to the small businesses.

Mr. LAWSON. Okay. Ms. Clark.

Ms. CLARK. Yes. Personally, I, of course, support a family and
having choices and being able to have the flexibility. That is why
I started my company, which was because I needed work-life bal-
ance.
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But now, as a business owner, funding those types of programs
in support for our employees is difficult. So, on one hand, I support
it. And so what we have done—it is very hard to make up that
amount if it is not embedded in your contract. What I would hope
to see is that we are allowed to, of course, have those costs in-
cluded, particularly in government contracting, so that we can then
have those costs covered for our employees.

What we have done in the interim is use work-life balance, using
work from home, using work flexibility, telecommuting, those
things—anything that I can do. And at times, probably when we
were much smaller, bring the child to work, because that is what
I had to do when I was first starting the company.

But in terms of the actual making it mandatory, we would need
to see the ability to have something offset those costs to our com-

pany.

Mr. LAWSON. Ms. King, and you were talking about your son,
so I know.

Ms. KING. Yes, sir. So, as a small business, asking, at least my
business, to provide paid time off under the Family and Medical
Leave Act would potentially bankrupt me. But what I do is I offer
short- and long-term disability. So, if we have anyone, women or
men, who need to take off 6 weeks, 12 weeks, 20 weeks, we offer
that insurance coverage for them that they can elect. And it is at
a group rate so that they are covered under, you know, the dis-
ability insurance so that we don’t have to pay FMLA out of pocket.
So it 1s an insurance policy.

Mr. LAWSON. Okay. Thank you. May I continue?

Chairwoman RADEWAGEN. Yes.

Mr. LAWSON. Okay. I heard earlier that most of you spoke that
the SBA has been very helpful in holding your hand all through
the process. And when SBA came before the full Committee, they
talked about all of the new services and so forth that they provide
for small business owners, and particularly, they recognized the
fact that women-owned business are the fastest growing businesses
in America.

But making that statement, what improvements would you make
to us as Congress people as we approach the SBA that can really
help women-owned business more?

And T guess I will start again down with Ms. King, and then we
will move back the other way.

Ms. KING. I think that is a great question. I think that our legis-
lative bodies are cognizant of the challenges for small businesses,
and you all pass great legislation and great policies. I think one
thing to consider for the SBA is their staffing and their appropria-
tions and their budget because they do a great job and they are
very dedicated to us. They need more help. I think that is the big-
gest thing because they have the heart. You are giving them the
tools. You give them the policies and the set-asides, but they do
need more help.

Mr. LAWSON. Okay.

Ms. CLARK. Yes, I agree with what Ms. King has said. In addi-
tion, continuing to offer many of the resources online. I am real
passionate about rural and underserved communities. And when
you are running a business, it may be difficult to attend an activ-
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ity, although I love the flexibility of being able to go out. But mak-
ing those resources available and then looking at nontraditional
methods of communication so that people—in the beginning, you
are afraid to go in and be among other people and to really admit
what you don’t know.

And so some resources that would allow an entrepreneur, like
myself, to really admit in a more private setting how I need the
help, because it is very frightening to step out there the first time
and say, you know, I need help with this. Online might be a way
to do that because it provides resources and after-hour resources
and midnight resources, and so I would encourage funding for
after-hour resources to the SBA.

Ms. PIANALTO. I will certainly concur on the increase of re-
sources, especially funding, and I am obviously biased toward the
Women Business Center program. But I will say we have to do—
and SBA certainly can help with this—we have to do a better job
of just educating small businesses out there about the resources
available. I hear time and time again that people don’t know that
there are Women’s Business Centers, even in their own commu-
nities, and that is just obviously one of the resources available. So
we have to do a better job of getting the word out and making
these services more accessible and just, again, informing small
businesses of what is available to them.

Ms. GREEN. I would say resource and funding. The WBC in
White Plains, that is the center that I belong, I had to pitch quite
a few times for them to get extra money because their office was
so small and they were trying to get a bigger space. So I think re-
source and funding for SBA would be a great opportunity for them.
Thank you.

Mr. LAWSON. With that, I yield back, Madam Chair.

Chairwoman RADEWAGEN. Ms. Green, access to adequate fi-
nancing has been a key topic in today’s hearing. You mentioned
that your business is self-funded. Had you had access to alternative
funding, how do you anticipate your business experience would
have changed?

Ms. GREEN. If I had access to alternative funding, my business
would have grown much more. I would have had marketing, some-
one to market my business. I would have all of the right tools—
that a business run. And when I started my business, the $25,000
didn’t go too far. So I actually had extra help, but not from the
bank or any other funding.

I grew, from being part of WEDC 2015 to 2016, I grew to $2 mil-
lion. I figure if I had access, I would have been at $10 million by
now, so I think if we have—because the plan that I have can allow
me, but I don’t have the funding, is a problem for us.

Chairwoman RADEWAGEN. This question is for Ms. Pianalto.

Your testimony cites a study which says that, if women started
businesses with the same capital as men, they could create 6 mil-
lion jobs in 5 years.

What do you see as the reason or reasons that women are not
gugrently able to gain access to that same level of funding that men

07

Ms. PIANALTO. I wish I knew the exact answer, but I will cite
a few things that I think contribute to it.
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I think one of the issues is, I think, it is over 40 percent of
women-owned businesses are in professional and personal service
businesses.

And I hear stories all the time of women—just like the women
at this table—it is much harder to get funding, traditional funding,
especially through banks, if you are in a service industry because
you don’t have the collateral, you don’t have the assets that an-
other type of business might have. So I think, because more women
are in that type of business, that is one of the issues.

I think another issue is just the number of women actually ask-
ing for capital. We need to educate and train and help them
through the process of applying for either a loan, a 7(a) loan, SBA
loan, or a traditional loan. Some of those studies that I cited in
terms of even the venture capital statistics, again, it is the number
of women that are going and asking for that venture capital. We
need to increase those numbers. So I think that will help.

I will also say that we don’t have great statistics, especially from
bank lending, on lending to women and minorities because banks
aren’t required to keep those statistics and share them. So we don’t
really know in some instances if a woman has gone to a bank, what
the reason was that she didn’t—didn’t get that loan.

So I know that CFPB is supposed to be writing rules that were
included, provisions included in the Dodd-Frank Act for banks to
collect that data, and it has been how many years now, and that
hasn’t happened. Until we have better data about what women are
going through in that, I am not sure we are going to know all of
the answers.

Chairwoman RADEWAGEN. Ms. Clark, your testimony mentions
that you started your business out of necessity as a means of pro-
viding a better work-life balance for you and your family. In what
ways do you believe that being an entrepreneur of necessity af-
fected your business creation process?

Ms. CLARK. That is a very good question. Being an entrepreneur
of necessity, oftentimes you start with a little bit of knowledge be-
cause, you know, you are really fueled to do something different
and to have what you need, which in my case was work-life bal-
ance. A 12- and a 9-year-old are busy ages to raise children, and
I needed to be there and did not have the leave and the flexibility.

So that sort of pushed me out there. Had I been fueled by an-
other aspect, I probably would have had more preparation, cer-
tainly, would have had better technology, and would have received
probably funding earlier because I would have asked for it. Just as
you mentioned, I didn’t know to ask for it.

So preparing to be an entrepreneur and being an entrepreneur
of necessity are very different starting points. And I would encour-
age that, even women who are not sure or for women to begin to
learn more about perhaps in middle or even high school and col-
lege, to just learn that entrepreneurship is a way that they can in-
crease their family’s income.

So, for me, I think had I been not an entrepreneur of necessity,
I would have been more prepared to start my company.

Chairwoman RADEWAGEN. Thank you.

I now yield to Ranking Member Lawson.

You are recognized for 5 minutes.
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Mr. LAWSON. Thank you very much, Madam Chair.

A diversity of studies show it is harder for minority- and women-
owned small businesses to not only get the business started but
also develop the business network needed to grow in these busi-
nesses. Have you found this to be true in your work with small
business, Ms. King?

Ms. KING. Unequivocally, yes. It is very true. When a women
walks in the room, especially in government contracting, we are
definitely a minority. There are usually 500 men at a conference
and 2 women. And so we have to establish ourselves as, you know,
real entrepreneurs and people with authority and so forth. And I
had a mentor, a male mentor, who was a marine, tell me one time,
he said: Being a woman is your secret woman. You walk into a
room and they have no idea what is in your head until you start
talking, and then they know.

And so I have always used that, but it is difficult because, espe-
cially like I said, in government contracting, it is mostly a man’s
world.

Mr. LAWSON. Right. And as a followup, in many cases, in small
businesses seeking government contract, a lot of the small business
owners will hire lobbyists to approach these government agencies.
How does that affect you when you are trying to get contracts on
a Federal basis?

Ms. KING. We don’t work with lobbyists because we don’t have
the money for them. So we would have business development folks,
or I would go and talk to small business representatives. I mean,
really, it is boots on ground, being there, and almost stalking them
to get business. We don’t have lobbyists so that is not even an op-
tion for us.

Mr. LAWSON. Right. Could anyone else comment whether it has
been an issue when you are trying to get government contracts
when other firms, especially men-owned businesses, come in with
lobbyists and you all don’t have the resources to do that? Does it
affect you in any way?

Ms. CLARK. I can’t speak specifically as to whether another com-
pany has a lobbyist, but I can speak to watching in an environment
where perhaps men-owned—non-women-owned businesses were, ei-
ther large businesses or smaller businesses owned by males, were
able to have a larger set of resources because they had pooled to-
gether. And it is something that they had been at the game longer,
and so they were pulling together or maybe members of associa-
tions that did have lobbyists.

What I learned to do was to watch and to go where they were
going. And having a lobbyist is not even an option for that. We
have no funding for that, as you mentioned. But I would want to
understand greater what impact that does have. I never really
thought about it that way, as you mentioned it, but perhaps under-
standing if that is something that is available, making sure that
it is available to everyone.

Mr. LAWSON. And the reason why I asked that question is be-
cause I have seen it in State government trying to get State con-
tracts when some firms come in with the resources and stuff, and
other firms send in a lobbying group sometimes that have a little
bit more input and influence on the process. There was an Indian



17

group that came in when I was in there that was really, came in
from Jacksonville, SGS Technology, and they were trying to get the
government contract, but they were at a real disadvantage when
they got to Tallahassee. And that is the reason why I asked you,
because it is more of a government town.

But I want to try to get this one in before my time runs out. We
have heard again and again some serious accusations about dis-
crimination in the lending space. What measures would you sug-
gest to improve women’s ability to access capital? And that goes to
Ms. Green.

Ms. GREEN. So I am going to talk about someone that I know,
a friend of mine who is trying to get venture capitalists, and it is
the hardest thing for her to get. She said pitching before thousands
of people is very hard to get as a female entrepreneur. For me, it
is different because I am from a private sector. So the only time
I feel I am not part of the room is when we have 15 guys run a
home care agency and I am the only female there. So, when it
comes to capital, now, for me, it is not like before, but my other
female counter partners do have that issue going forward.

Mr. LAWSON. Anyone else want to—I got 10 seconds.

Okay. Ms. Clark.

Ms. CLARK. For funding, our personal journey was that we went
to a small community bank. I do believe those resources are avail-
able. And continuing to support community banking in a way that
allows them to be able to provide lending, that was what was help-
ful to us. Although we banked with a very large bank, we were not
able to navigate through their maze. But with the community level
bank, we were able to go in, share our story. We had years of fi-
nancing at that point, probably 12 years—I mean, years of
records—12 years of successful—of running a successful business.
And so I think from getting funding standpoint, making sure that
the community banks are aware and participating, and then it all
goes back to education.

Honestly, I didn’t know to ask. And when I went in to ask, it was
out of necessity. I was at the eleventh hour, had a new contract,
had employees, and needed the funding. And that is not the time
you want to go in and ask for money. So starting earlier and em-
powering us, and then having other women like myself tell my
peers: You can do this. Take your paperwork, go in there, and ask
for the funding.

There are programs. The 7(a) was our lifeline. And it has made
all the difference in the growth of our company.

Mr. LAWSON. Okay.

Madam Chair, I yield back.

Chairwoman RADEWAGEN. I now yield to Mr. Blaine
Luetkemeyer, vice chairman. You are recognized for 5 minutes.

Mr. LUETKEMEYER. Thank you, Madam Chair.

And, welcome, ladies.

I want to follow up on the previous questions with regards to
funding because, basically, if you don’t have funding, you can’t get
off the ground. And all of you have faced that problem, apparently.

And I was kind of curious, you know, there are rules against dis-
crimination based on sex. Do you believe that you are discrimi-
nated against because you are women versus the men?
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I know, Ms. Green, you made a statement, you know, you are 1
out of 15, and the guys get first crack at everything, and you get
left out. I mean, do you feel you get left out because you are a lady,
or do you feel that they had—you know, and Ms. Clark just made
mention of the fact that maybe you need a mentor to be able to
help you prepare better to be able to qualify.

I mean, can you explain your concern?

Ms. GREEN. I do feel like I was left out because I was a female.
That is true.

In Fishkill, where I lived, I went to three banks to get a loan for
$25,000. One of them was a credit union. And they told me that
I didn’t have enough funds; even though I had $10,000 in the ac-
count, they did not want to lend me a loan. So I feel like because—
and even when I present my business plan to say, “Here is a busi-
ness plan. If I make this money, I am able to repay you back,” I
was not able to get the loan. So I felt like because I was a female,
they didn’t take me serious.

And then the business that I was going into was nursing care
agency. The banker says to me: There are like a thousand agencies
out there. How do you think you are going to manage when you
have all these big competitors?

And I said: Well, they had to start small to get big. So if you give
me a chance, then I will.

So then I realized I couldn’t get it. I just had no choice but to
go to my 401(k) to start the business process. So I did feel like as
a female—and then they think I didn’t have the education. And
even though I said I am in school going for my MBA, it didn’t mean
anything. So, for me, I felt like I was discriminated as a female.

Mr. LUETKEMEYER. I can tell you: Your story is not different
from a lot of men that try to get in. Small businesses are tough
to start. I mean, regardless if you are a guy or gal, I mean, the cri-
teria that you have to meet to be able to get started is just tough.
And I was just curious of your concern there.

Ms. King, in your testimony, you talked about having to spend
or had to fill out roughly 1,000 pages to be able to qualify as a
woman-owned business. Can you talk a little bit about that? Num-
ber one, I guess, is it really 1,000 pages, and is your designation
really that important to filling one out? How cumbersome was it,
and much did it cost?

Ms. KING. So I was actually referencing my 8(a) SDB designa-
tion. That was 1,000 pages. So, essentially, there is an application,
and then you have to provide supporting evidence. And that sup-
porting evidence was 1,001 pages. The first one was 600 or 500,
and the next one was 501. So that was for the 8(a).

I have a streamlined process of women-owned now because I am
an 8(a), but once that expires, I will have to go through the process
of proving I am a woman, number one; number two, that I own and
run my business and that I am not a front for a man, because that
does happen, unfortunately; and then I have to provide all my fi-
nancials, all my tax records, all my banks records. You know, there
is a lot of paperwork because they want to make sure, first of all,
if you say you are a small business, that you are, and if you try
to get the disadvantaged designation, you have to prove that you
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are disadvantaged. So they ask for literally all of your financials,
everything you own, and the kitchen sink, literally.

So that is what I had to do for 8(a).

Mr. LUETKEMEYER. What was the cost of that? Do you know
off the top of your head?

Ms. KING. Well, I paid a lawyer $5,000 to do it the first time,
and it got outright denied. And I said I am smart enough to figure
this out on my own. So myself and one of my employees, we sat
down and spent 3 days and got all this documentation together,
and I did it myself. So it cost whatever that 3 days of time and
labor were.

Mr. LUETKEMEYER. Okay. Do you feel it was worth that to
you, that designation, is it worth that much?

Ms. KING. They are all worth it, yes, sir. All of the designations
are worth it. I think there is a way to streamline. If you want to
get a designation through VA, SBA, have one portal, put all your
documents in it. I mean, we do IT. We can help you build an algo-
rithm that will tell you, you know, they qualify for all of these
things, boom, it is done. It——

Mr. LUETKEMEYER. So, right now, you have to fill out this
form to qualify for every single agency you deal with.

Ms. KING. Every single designation. So there is 8(a).

Mr. LUETKEMEYER. Okay, I see.

Ms. KING. There is VOSB, SDVOSB, HUBZone, woman-owned
and EDWOSB. So there is like—what was that, six, seven?

Mr. LUETKEMEYER. More than a handful.

Ms. KING. Different pieces of paperwork, yes, sir.

Mr. LUETKEMEYER. Well, you know, this is a great place to
talk about red tape because that is the only thing we know how
to do well around here, add more red tape to everything. But I do
appreciate your comments, and my time has expired. Thank you
very much.

Chairwoman RADEWAGEN. I now yield to Dr. Roger Marshall.
You are recognized for 5 minutes.

Mr. MARSHALL. Thank you, Madam Chairman.

Thank you, ladies, for being here. I apologize for being late. I left
the floor, advocating for recognizing this as National Business-
women’s Month. I am an OB/GYN, so I have got to be on the other
side of that, listening to the story for literally 30 years. So I think
I lived part of it as a man in a woman’s world; it is kind of upside
down. You know, kind of get my thoughts together here. As I see
the inequalities that still exist, I would say, number one, is that
women’s pay for the same job in the management levels is not the
same. I think that is still a huge problem. I think women’s access
to the boardroom is still a problem.

I think we have made great strides in getting women into med-
ical school and law school and getting access to those things. Now
it is time for the gap to be closed.

But one thing it is hard to be prejudiced against women is start-
ing their own business. So I think that is a great place to start
here, is starting your own business and being small entrepreneurs.

I want to relate one more story. Goodness, 20 years ago, Rotary
started letting women into Rotary. We wouldn’t have Rotary Clubs
today without women. They do 90 percent of the work and have
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great follow through. And I think the same thing also in small
business. And I just encourage the small business woman to think
about those types of service organizations, as they give you connec-
tion and open up the world.

Tell me—and maybe each you take 30 seconds rather than 3
minutes; I will let each of you answer the question—what do you
wish Congress would do to help empower women to be successful
small business women?

Ms. Green, you want to start?

Ms. GREEN. I would say mentorship and financing. Those are
the two things I think would work. Those would be the two things
I want to speak about: mentorship and financing.

Mr. MARSHALL. Financing meaning access to capital?

Ms. GREEN. Access to capital. Venture capital. Whatever it is in
regards to funding that would be great for a female entrepreneur.
I do run across a lot of female entrepreneurs who start a business
and in no time are out of business because they don’t have the
funds to continue the business itself. And they do have the passion
and the idea, but not the funding.

Mr. MARSHALL. Cashflow is always a challenge. It takes an in-
ordinate amount of money to start it, but no one counts on the
cashflow.

Ms. Pianalto, what about you? What are your thoughts?

Ms. PIANALTO. I am not an entrepreneur. I am with the Asso-
ciation of Women’s Business Centers. So my focus is getting more
technical assistance to women. And that not only involves access to
capital but also the mentorship that Ms. Green has talked about.
But we just need—all these statistics, I mean, there is such poten-
tial with women-owned businesses. We just need to get them all in
the growth mode. And they just need, many of them need assist-
ance to do that.

Mr. MARSHALL. Great.

Ms. Clark?

Ms. CLARK. I think the most important thing is to continue to
ensure that we have a healthy workforce. The Affordable Care Act
does that and also removes any penalties for preexisting conditions.
As a mother of a child who has a preexisting—or an adult now who
has a preexisting condition, I shudder to think what his life would
be like if he was not able to get that coverage.

Mr. MARSHALL. Flip that over. How did the Affordable Care
Act help small business or access to workforce? What was that
again? How?

Ms. CLARK. It ensures a healthy workforce universally across
the United States. So, therefore, I am able to hire individuals
who

Mr. MARSHALL. That is really interesting. The Small Business
Association got together in February or March up here, and they
said the number one concern they had was the cost of healthcare.
And nothing has done more to drive up the cost of healthcare than
the Affordable Care Act.

So you may have—I don’t think it has done anything to improve
the health of the country. But to say it is going to increase your
workforce, I disagree with you, respectfully. So anyway.

Ms. King?
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Ms. KING. Yes, sir.

So access to capital is important. I think one of the things that
Congress could do is to strengthen the guarantee programs through
the SBA. Right now, there are certain percentages that they will
guarantee. If Congress could say, “We will guarantee 100 percent
at different levels,” so maybe if they are very small, it is $25,000,
and as their revenue goes up, increase those guarantees. Or maybe
as their revenue goes up, the guarantees go down because the com-
pany has more cashflow. That would be one of my recommenda-
tions. Thank you.

Mr. MARSHALL. Thank you.

I will yield back, Chairman.

Chairwoman RADEWAGEN. I would like to thank each of the
witnesses for being here today, and I would like to congratulate
Ms. King, Ms. Green, Ms. Clark for the outstanding success of each
of your businesses.

And thank you, Ms. Pianalto, for the important work the AWBC
is doing to provide our Nation’s women entrepreneurs with the re-
sources they need to be successful.

It is clear that, while impressive growth has been seen in the
number of women-owned small businesses over the last decade,
there is still a great deal of work to be done. So, as we continue
to work to address the challenges facing women entrepreneurs,
such as access to adequate financing, this Committee applauds the
success and dedication of both our Nation’s women business owners
and those organizations seeking to help them succeed.

Now I ask unanimous consent that members have 5 legislative
days to submit statements and supporting materials for the record.

Without objection, so ordered. We are adjourned.

[Whereupon, at 11:09 a.m., the Subcommittee was adjourned.]



22
APPENDIX

“Fostering Women’s Entrepreneurial Success”

Thank you Chairman Radewagen, Ranking Member Lawson and
distinguished Members of the Committee for the opportunity to
share this testimony with you. My Name is Janice Green and I am
a Registered Nurse with more than 10 years of experience in med-
ical and surgical care and the Chief Executive Officer at Jancare
Private Health Service.

As a nurse, I had the opportunity to take care of a female patient
with stage four cancer metastasized to her lung for a short period
of time. After her death, her husband, a lawyer, was impressed by
my caring approach and insisted that I start my own nursing care
agency. I took his advice and in 2014, Jancare Private Health Serv-
ice Inc. was formed as a Sub S corporation.

Jancare is on the cutting edge as a nursing care agency. Our vi-
sion as a corporation is to go beyond caring in the healthcare sector
and provide outstanding care, with compassion and dignity, to sur-
gical patients and seniors in the privacy of their own home.

My role as a clinical Nurse Care coordinator is to oversee the
care of individuals or couples who need medical or non-medical
care. This is done through a hands-on approach by implementing
strategic care plans specially tailored to each client’s specific needs.
Jancare works with families, attorneys, geriatrics care managers,
doctors, and therapists to coordinate care and provide optimal out-
comes that improve the patient’s quality of life at home.

Jancare currently has approximately 28 full-time and 6 part-time
employees, as well as one intern. We have a client base of 18. We
render services in Dutchess County, Westchester County, and Man-
hattan, with the goal of providing exceptional nursing care in these
areas. Jancare believes in giving back to the community and pro-
vides free health services to community based events, such as blood
pressure screening, diabetes finger-stick testing, and health aware-
ness.

According to research by Geri Stengel in 2014, “Women own 34%
of businesses under $100,000 in revenue and 6% of businesses over
$10 million in revenue.”! One of the biggest challenges for female
entrepreneurs is accessing funding. 58% of female entrepreneurs
started their business with their own funds. While money is the
chief ingredient to start and grow any company, females have nota-
bly less access to equal financing. Other studies show that compa-
nies with access to capital have grown at a rate of three times that
of those who lack equity. Women experience a greater financing
gap than their male counterparts.

In the process of starting Jancare Private Health services, I was
part of the 58% of females who lacked financing. According to the
Urban Institute, 2008 only “4% to 5% of all small business loan
from banks are given to female entrepreneurs”. Fortunately, I had

1Stengel, G “forget the Glass Ceiling: Build Your Business Without One”, 2014
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the privilege of having a 401K, which I borrowed $25,000 from at
an interest rate of 6% to initiate the process of corporation set-up.

While completing my MBA, I realized that the business plan for
Jancare that I had worked on was not feasible. In my research to
find an organization to assist with my business plan, I found
Women Enterprise Development Center Inc. (WEDC), which I
found to be far more structured than SCORE, because WEDC ad-
dressed my specific needs. I enrolled in WEDC’s 60-hours Entrepre-
neurial Training Program to complete an effective business plan for
Jancare. During this course, I realized that so many of my female
entrepreneur classmates had great ideas, yet lacked the funding to
turn those ideas into a reality. While the WEDC course provided
the appropriate tools to start, without proper funding it is next to
impossible for these business to grow.

The Jancare Private Health Service business plan that was cre-
ated with assistance from WEDC was more feasible and attainable
than my previous plan. By participating in the WEDC course, I
was able to see so many talented female entrepreneurs that experi-
enced challenges with getting their business funded. Former presi-
dent Barack Obama once said that when women succeed, American
succeeds, and I believe this to be true.

Even though female entrepreneurs hire 34% of the work force,
they still face greater challenges than male entrepreneurs when it
comes to funding their business ideas. As female entrepreneurs, we
have made some progress over the past few decades, but we still
have a long way to go and we must continue on this journey.

Mentorship is important to the success of entrepreneurs. Female
entrepreneurs need guidance through the process of starting and
growing their business. Someone who has the experience and
knowledge to show you how to reach your goal is a valuable re-
source. Anyone can open a business, but having the right tools is
necessary for success. Writing an effective business plan, imple-
menting, and updating that plan is the key to success. Running a
business day to day can be challenging. Having a mentor to pre-
vent you from making certain mistakes in the process is priceless.

The WEDC community has allowed me to develop strong per-
sonal and business relationships with my fellow WEDC graduates
as well as with staff. This was an asset for me as a female entre-
preneur, as it helped my self-confidence to grow while allowing me
to be part of an organization that fosters networking and men-
toring. WEDC’s support has helped Jancare grow tremendously.
Having an individual or group to exchange your ideas without dis-
crimination or judgement is a true asset, and WEDC provided me
with just that.

In closing, I appreciate the opportunity to share my story with
this Committee and I strongly urge Congress to increase funding
for organizations like WEDC, which help fund and mentor female
entrepreneurs just like me. By opening the door to greater access
to funding and mentorship for female business owners, we will
unlock greater economic potential.

Thank you
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Testimony of Antonella Pianalto: Fostering Women’s Entreprenenrial Succesy

Thank you Chairman Radewagen, Ranking Member Lawson and distinguished Members of the
Subcommittee for the opportunity to share this testimony with you. My name is Antonella Pianalto,
and [ serve as the President & CEQ of the Association of Women's Business Centers.

The Association of Women's Business Centers (AWBC) supports the national network of
Women's Business Centers (WBCs) by providing training. mentoring, programming, and
advocacy with the goal of improving services to women entrepreneurs. The AWBC™s membership
includes every WBC throughout the United States.

As you know, the Women's Business Center program is a public-private partnership with nearly
30 years of success in providing fraining, counscling, mentoring, and access to capital to women
entrepreneurs across the country. Our network reaches into communitics — urban and rural alike —
to assist America’s job creators in launching and growing their own businesses.

Women's Business Centers are focused on being an effective and efficient resource for one of the
fastest growing sectors of the economy. Our continued growth leaves an enormous footprint of
successful business owners and job creators. In fiscal year 2016, our centers reached more than
s and nearly 25.000 new jobs." In 2015,

145,000 clients leading to more than 17.000 ncw business
the most recent data. WBCs assisted with ncarly $429 million in private capital infusion and last
0 million in government contracts for women-owned businesses.”

vear helped to secure nearly

First, let me thank the subcommittee for holding this hearing today. It is especially fitting to hold
it during National Women’s Smalt Business Month when we recognize the accomplishments of
women entrepreneurs, acknowledge existing challenges. and highlight resources available—
including our own members, women business centers.

Creating an environment where women can start and grow businesses has always been a vital part
of our economic security. Today that is truer than ever, with women starting ventures at four times
the ratc of men.® Their success is vital (o the US economy as women-owned businesses have a
significant impact on their local communities and collectively drive growth and create jobs,

Today's testimony briefly provides our perspective on women's entrepreneurship in 2017, the
enormous potential of fostering a stronger environment for women business owners. barriers to
achieving that potential, the role of WBCs, as well as policy recommendations for this Committee

! Fiscal year 2016 data provided to AWBC on request by SBA and 1o be formally published in the FY 18 Budget
Justification to Cong Language details found In SBA OLD 2015 Report. p. 36 (see footnote 3).

2 US Small Business Administration. Office of Entreprenenriat Development 2015 Year in Review, p. 39. Available
onfine at https:fwww.sha.govisites/default/files/resources_articles/2015 OED_Year In_Review.pdf. Hercalter SBA
OED 2015 Report. Federal contracting data provided by SBA via Entreprencurial Development Management
Information System (EDMIS).

*SBA OED 2015 Report, p. 3
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to consider. Before addressing those, however, a recent statistic captures the truly impressive scope
of women entreprencurs: if American women business owners were their own country. they would
have the 10" largest GDP in the world, outstripping cntire nations like Canada, Mexico and even

Russia.*

Women Entrepreneurship Today

The most recent federal data, collated from the U.S. Census 2012 Survey of Business Owners,
captures a snapshot of the explosion of women entrepreneurs. The census found 9.9 million women
business owners in 2012 with $1.4 trillion in annual receipts—an 18.7% increase from 2007, The
number of small businesses owned by women grew by 26.8%, compared to 1.9% for all firms; put
another way, from 2007-2012, there were 1,143 woman-owned businesses started each day.

From our own perspective as advisors to these (irms, we can confirm that the explosion of women
business owners occurred across the spectrum of businesses, as is reflected in the clients” stages
of businesses served by the WBCs: 153% start-ups, 28% 1-4 years. 31% 3-10 years, and 26% 11+
years.

The newest generation of busincss owners span the spectrum of industry. Their businesses are as
diverse as their owners. Businesses owned by women of color have more than doubled since 2007,
increasing by 2.8 million. Nearly 8 out of every 10 net-new women-owned firms faunched since
2007 were started by a woman of color.?

The expansion from 2007 to 2012 fueled job creation as well. While the number of overall firms
with paid employees dropped by 5.4% in that time period. women-owned firms with paid
employees increased by 13.9%. In terms of revenue, women-owned businesses grew in double-
digits for all categorics, outpacing the numbers for all firms overall, All firms with $1 million in
revenue—a major standard for business viability—decreased by 1.7%. while women-owned firms
in this category increased by 21.4%.° Thus, by any metric, the last decade has truly been an era of
women's business expansion.

We know, however, that these numbers do not tetl the whole story. More recent, but not federally-
released. data. like the American Express OPEN 2016 State of Women-Owned Business Report,
estimates that there are more than 1 million women-owned businesscs employing nine million
Americans and generating $1.6 trillion in receipts.” That transtates to a 45% growth in the number
of women-owned firms since 2007, or roughly five times the rate of all firms. The failure to capture

' Data from World Bank at https;
® American Express OPEN 2016 State of Women-Owned Business Report (2016).
hietp/iwww, womenable.comveontent/userfiles2016_State_of Women-Owned_ Businesses_Exceutive_Report.pdf
* United States Census Bureau, Survey of Business Owners {SBO)- Survey Results: 2012,

hups:Fwww census gov/dibrary/publications/201 2/econ/201 2 -sho himt.

” American Express OPFN 2016 State of Women-Owned Business Report (2016).

hrtp:/iwww. womenable.com/content/usertiles/2016_State_of Women-Owned Businesses Executive Report.pdf
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proper data on a critical segment of the economy prevents policymakers from properly addressing
the challenges business owners face in furthering their companies and creating jobs. As will be
discussed, women business owners have almost untimited potential for continued growth, but
significant barriers still remain. Without updated figures from the U.S. Census Bureau, it is
difficult for Congress, the Administration, or even advocates like AWBC to quantity just how
much growth is happening, in what industries. and how to further foster an environment for
wonien’s entrepreneurship.

Today, women own more than 35% of all businesses. According to a recent study, in 2016 the ratc
of women entrepreneurs saw the biggest increase in almost two decades. Incredibly, every month,
260 out of every 100,000 women chooses entreprencurship. From the perspective of our centers
throughout the country, we know one thing to be true: demand from women for entrepreneurial
training abounds.

Unlocking Potential by Addressing Barriers to Entreprencurship

The economic potential in women-owned businesses is astounding. Researchers and economists
speculate that if women started businesses with the same amount of capital as men, they could
create 6 million jobs in 5 years. They have also found that if women were fully engaged in their
businesses, it would raise Gross Domestic Product (GDP) by seven percentage points.” More than

theoretical, evidence shows that women-led tech companies. when venture-backed, bring in 12%

higher revenue than similar male-led companies and have a 35% higher return on investment.'”
Yet women-led companies arc less likely to receive venture capital (VC) funding. just one example
of why one of the most damaging barriers to women’s entreprencurship is access to capital.
Research conducted on behalt of the National Women’s Business Council (NWBC) indicates that
women start businesses with roughly half as much capital as their male counterparts. !

Women receive just 7% of venturc capital funds and less than 5% of conventional business loan
dollars. despite making up more than a third of all businesses. At the U.S. Small Business
Administration (SBA) flagship 7(a) lending program. only 17% of loans go to women-owned
firms.

# The Kautfman index. Siart Up Activity Nationul Trends. May 2016. hiip/www kauliman.ore/kaniiman-
index/reporting/startup-activity
? MeKinsey Global Institute (2015
global growih. Available at hitp
womens-equality-can-add-12-trithion-to-global-growth

U Mitehell, Lesa. Women in Technology: Evolving, Ready 1o Save the World. Kauffman Foundation. February
2013,

" National Women's Business Council. Avaitable at https://wwiw.nwbe.gov/Tacts/access-capital.

2215t Century Barriers to Women's Entrepreneurship. Majority Report of the U1, Senate Committee on Small
Business and Entreprencurship. July 23, 2014,

The power of puriy: How advancing women's equality can add $12 trillion (o
vw.mekinsey.convelobal-themes/employment-and-erowth how-advancing-
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Seeking capital outside of traditionally conscrvative banks, women fare no better. They are one-
third as likely to access cquity financing through angel investments or venture capital. "}
Shockingly. this gender gap is growing worse. While venture capital firms with women partners
are more than twice as likely to invest in companies with a woman on the executive team, the total
number of women partners in venture capital firms has declined significantly since 1998, dropping
to 6% from 10%.'*

The declining number of women decision makers in the venture capital community leads to a
decline in dollars invested in women-owned [irms. though all attitudes appear to negatively skew
female-led pitches. A study led by Alison Wood Brooks of Harvard Business School revealed that
both men and women are more likely to be positively influecnced by a business pitch if it is

13

delivered by a man—even if the exact same words are spoken by a woman.
Another barricr to capital is the fact that women, at 5.5%, are less likely to access networks of
close friends and acquaintances in search of funding compared to their male counterparts who do
so at a rate of 22.7%.'° Crowdfunding scems to be just as difficult. Rescarchers at Berkeley looked
arc just as likely to prefer

into the gender dynamics of crowdfunding and found that male investors
male-led ventures is this realm as well. The rescarchers found that, “while more than 40% of the
funds of femalc investors were invested in projects by female entrepreneurs. only 22.5% of the

male investor funds went to female-led projects.”"’

Limiting the flow of capital to women-owned businesses is a missed opportunity financially. The
VC firm First Round Capital found that their investments in companies across a wide range of
industries which had at least one female founder performed 63% better than their investments in
all-male teams. according to a report relcased last year.'s When Shark Tank™s Kevin O’ Leary did

'# Kaufman Foundation. “Women Entreprenewrs are Key to Accelerating Growth.”™ July 20, 2015,

hitp://www Kauffiman.org/what-we-do/resources/entreprencurship-policy-digest/women-cotrepreneurs-are-key-to-
accelerating-growth

4 Professors Candida G. Brush, Patricia G. Greene. Lakshmi Balachandra, and Amy F. Davis. Fomen
fontreprencurs 2014: Bridging the Gender Gap in Venure Capital. Arthur M. Blank Center for Entreprencurship
Babson College September, 2014 hitp/www babson edu// smics/centers’blank-centeriglobal-
research/diana/Documents/diana-project-exceutive-summary-20 14 pdf

* Brooks, Alison Woed, Huang. Laura, Kearncy, Sarah Wood. and Murray. Fiona E. “nvestors Prefer
Entreprencurial entures Pitched By Attractive Men. " Proceedings of the National Academy of Sciences of the
United States of America ( S) Vol T no. 427-443 1. htpAwwaw pnas.orescontent/ 11124427 full.pdf
* Kaufiman Foundation. “Women Entreprencurs are Key to Accelerating Growth,™ July 20, 2015,
http://www.kauffiman.org/what-we-do/resources/entrepreneurship-policy-digest/women-entrepreneurs-are-key-to-
accelerating-growth

7 Marom, [3an and Robb, Alicia and Sade, Orly, Gender Dynamics in Crowdfunding (Kickstarter): Evidence on
Entrepreneurs, Investors, Deals and Taste-Based Discrimination (February 23, 2016). Avaitable at

SSRN: hitpsi//ssrn.com/abstract=2442954 or http/dx.doi.ore/10.2139/ssrn. 2442954

¥ First Round Capital. "10 Year Project.” 2016 hitp:/10vears. firstround com/#method.
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an audit of the 32 companies in his private portfolio, he noticed a pattern: all of his returns were

coming from companies cither owned or run by women,'?

And yet stories of entrepreneurial success tend to be male-dominated, which hinders women
entreprencurs and incorrectly frames a narrative in the media that men are better at starting
businesses than women. Government leaders can help deconstruct the false narrative that only men
are successful entrepreneurs by lifting up stories of successtul women entrepreneurs.®” The storics
of successful women entreprencurs must be showcased. as they are role models to women business
owners. Today’s hearing is a good example of how this can happen.

Potential is not limited by capital alone. The Aspen Institute™s FIELD program has found that when
business owners receive training and coaching help, 80% are still in business after five years,
compared to 30% who did not receive such help.®! If we truly want to foster women’s
entreprencurial success, then investing in programs that help women with training. coaching, and
technical assistance is the way to achieve this goal.

Similarly, as has been often stated by SBA Administrator McMahon, mentorship plays an
important role in developing successful entreprencurs. I women are unable to find mentors,

however, they may fail to reach their full entrepreneurial potential.™ More women business owners

who have succecded in entrepreneurship are needed as mentors. From our perspective, WBCs
provide a venue where seasoncd women businesses owners can share their stories, knowledge, and
best practices. More mentorship, both in WBCs and out. will further build the capabilities of
women entrepreneurs.

The need for support in the business community is no more evident than in the complex federal
contracting market. As the world’s largest customer, women cntrepreneurs must further gains in
selling to the U.S. government. Women-owned firms recently achieved the 5% goal of prime
contract awards, which marked billions more dollars flowing to these firms. Continuing to increase
that market share, while providing training and certification, will better serve the U.S. government
with innovative goods and services. Morcover, it will grow women-owned firms, diversify
markets, and create jobs.

" tHarlow, Poppy. "Shark Tank's Mr. Wonder{ul to men: Run your companics more like women.” CNN Money,
April 1, 2016. http//money.cnn.cony2016:0:4/0 I/smaltbusinesy'shark -tank-Kevin-oleary-women-

busi index.htmi.

* The Case Foundation. Breaking Down the Barriers to Women's Entreprencurship. Sept. 01, 2015,

hittps://casefoundation org/blog/breaking-down-the-barriers-for-women-cnirepreneurs/

2 Association of Enterprise Opportunity. Bigger Than You Think: The Economic Impact of Microbusiness In the
United States. November 2013 hup:/www acoworks.ore/pd i Bieger®20Thana20 Y oue20Think%20-

920 The%20Economic%e20lmpa Oof%620 Microbusiness®o20in%20the 620U nited 0205 tates.pdf .

= ibid
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The Role of Women’s Business Centers

The network of 150 women's busincss centers service locations across the country spend cach day
unlocking this potential~—and addressing those exact challenges. The WBC program plays a
different role to each of the two million women who have walked through our doors. At times it
has helped develop a business plan, explore new markets, or help secure capital. Women view
their local WBC as a trusted advisor and partner over the lifetime of their company.

A study of WBC clients done by the Center for Women's Business Research found that, aside
from general business management information. gaining financial management skills. and learning
about the legal aspects of organizing a business. what the clients valued highly from their
experience in the center was finding a community of other women with whom to build
relationships. Unlike a “transactional” short-term course — afler which a prospective business
owner is on their own — women’s business centers provide a venue for ongoing learning and
relationship-building.

Simply put, our role is the gluc of the women’s entreprencurial ecosystem. In communitics that
have WBCs, entrepreneurs of all kinds are developing the skills and confidence to launch or grow
their business. But too many communities do not have access to the unigue services provided by
WRBCs. And in some places, existing centers devote too much time to arbitrary reporting burdens.
For example, surveying our members about SBA reviews found an incredible list of requirements
for an organization that should spend its time training and counseling entrepreneurs. Some of these
include:

o 2 ycarly DOTR reviews —a midycar and year-end review (a recent review took 10 hours.)
o Financial audits {(a recent audit took 3 days)

* Annual work plan

s Annual, semi-annual, and quarterly reports including a financial report and performance

narrative; (information required is also included in the quarterly EDMIS reports).

s Quarterly EDMIS reports

»  EDMIS discrepancy report (have to submit EDMIS reports and then have to submit a report
to explain why the SBA numbers don’t match the WBCs numbers)

e [conomic Impact Survey

Congress is working to re-establish WBCs role in fostering a positive environment for women
entrepreneurs. We are grateful to Committee Chairman Chabot, Ranking Member Velazquez and
Representatives Knight and Ranking Member Lawson for re-authorization of the program, which
was ultimately included in the National Defense Authorization Act. Representative Murphy
championed the program and restored to the FY2018 WBC funding the additional $1 million in
appropriations included in FY2017. These actions make the WBC's role in the broader women’s
business community profound. We are excited to continue our work and continue the explosive
growth of women'’s entreprencurship.
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Policy Recommendations

In order to maximize the ability of women entreprencurs o suceeed, Congress should:

[9%]

Re-authorize the WBC Program including increasing current grant levels. The
aforementioned growth in women eatreprencurs makes the WBC program more
relevant than ever. Every day, thousands of would-be job creators, existing business
owners, and innovators seck WBC assistance to move their business forward. Lxisting
centers arc restricted by a 30-year old cap on grant Ievels they can receive through the
program. Second. since the program was established in 1988, the total amount of the
grant available from SBA to qualified WBCs is $150.000 a year. Adjusted for inflation.
according to the Bureau of Labor Statistics, that amount in 2017 dollars would now be
$308,879.2% The legislation would begin to ameliorate this issue by increasing the grant
level to $185,000 and allowing for additional grant funding to be available to centers
with proven impact.

Currently, legislation already passed by the House of Representatives as part of the
FY 18 National Defense Authorization Act should be supported in conference and
increase the cap centers can receive, If Congress is unable to modernize this program,
they will have restricted the ability of centers to assist women entrepreneurs.

Increase funding for the WBC Program through FY2018 appropriations. Many
centers are ten or more years old and are established and respected resources in their
communities. Despite ongoing success, however, their grant size {rom the SBA has
remained flat or decreased since the program’s creation in 1988, These centers
consistently demonstrate an ability to effectively and efficiently serve entrepreneurs and
they descrve a modernization of the grant system and access to additional resources in
order to expand their impact. While the network of centers spans the country, too many
communities do not have access to the unique services provided by WBCs. In addition
to allowing for the expansion of existing centers. new centers arc needed in geographies
so far unaddressed by the WBC program. Increased funding will allow the WBC
program to expand and reach many more women enfrepreneurs than it is currently
capable of.

Certification in WOSB Program. In addition to helping secure government contracts,
Women’s Business Centers assist women business owners with the Women-Owned
Small Business (WOSB) certification process. Four WBCs are regional partners of one
of the SBA-approved third-party certifiers and perform certifications, while others assist
with site visits for third party certifiers.

3 US Bureau of Labor Statistics Inflation Calculator availabie at hitps:/www.bls.cov/datadinilation_calculator.him.
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Of the over 11 million women-owned firms, only 86.000 are in the government system
to compete for contracts. It is critical that more businesses become familiar with
certification.** To that end, WBCs can play a greater role in the certification process.
As we testified before this Committee in March, the SBA is expected to release new
regulations about the certification of women-owned businesses. Expanding the
certification options for women should be the goal of the agency as well as leveraging
the already existing nctwork of more than 100 WBCs to expedite certification.
Congressional attention to this issuc can help increase the availability of assistance and
bring more women business owners into the government market.

4. Access to Capital. As mentioned previously, women entreprencurs face particular
difficulty accessing capital, and yet if women started businesses with the same amount
of capital as men, our economy would benefit from the creation of six million more jobs
in just five years. To realize all this potential. Congress should cnsurce that existing
programs that arc proven to provide capital to women business owners continue. Budget
proposals to climinate key programs like the Community Development Financial
Institution (CDF1) Fund could have devastating impacts on women and minority
entreprencurs.

Moreover, much of our efforts to gauge why the capital gap continucs to be so pervasive
is limited by a lack of data. Congress sought to remedy this by requiring the sharing of
basic lending data for women and minorities as Section 1071 of the Dodd-Frank
reforms. Nearly eight years later, however. that element of the law has not been
implemented.

Other options. like modemizing credit scores and Intellectual Property (IP) protections
impact women business owners as well. Both are areas of financial and business literacy
that are necessary clements of a successful 21* century business plan. Training on these
issues is an endeavor of WBCs that will continue.

Finally, our partner organizations offer additional policy priorities that should be considered by
this Committee. Women Impacting Public Policy (WIPP) has laid out legislative proposals in their
2017 Economic Blueprint report.” Similarly, the National Association of Women's Business
Owners (NAWBO) and the Women's Business Enterprise National Council (WBENC)
consistently advocate for an environment supportive of women business owners especially around

sAM.gov. Accessed October

F Women Impacting Public Policy (20173, 2047 Fconumic Bluepring. A Way Forward. Available at
www winp.org/resource/resmurieconomic blueprinty WIPP Feonomic Blueprint 2017 pdf.
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healtheare and tax policy. All three organizations stressed the importance of WBCs for supporting

women entreprencurs.
Conclusion

In closing, I appreciate the opportunity to celebrate the explosive growth of women-owned
businesses and the tremendous impact they are having on our nation’s economy and to updaie this
subcommittee on the role WBCs play in cnsuring women entreprencurial success. Many
challenges remain for women-owned businesses, but we have only begun to tap the potential of
this economic powerhousc.

With the help of the Congress. the SBA, and the WBC Program. | belicve women entreprencurs
and small business owners around the country can realize their full entrepreneurial potential and

contribute significantly to economic growth and job creation.

Thank you again for this opportunity to testify.

Testimony of Antonella Planalto before the House Small Business Subcommittee on Health & Technology 10
October 12,2017
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Statement to the Committee on Small Business Subcommittee on Health
and Technology

Good Morning,

Thank you for the opportunity to testify before you today to
share my experiences and thoughts on Fostering Women’s Entre-
preneurial Success.

My name is Hester Clark. I am the founder and owner of Hester
Group, a professional services firm providing logistics, strategic
communications and program management services. Hester Group
has 28 employee positions across the United States and we average
over $2.5 million in revenue. We are located in Jacksonville Flor-
ida.

In preparing for this presentation today, I read the July 2017 re-
port by the National Women’s Business Council, entitled, “Necessity
as a Driver of Women’s Entrepreneurship”. The report explores and
expands upon the concept of necessity as a driver of women’s entre-
preneurship in the United States.

Twenty years ago I was a necessity entrepreneur, a mother seek-
ing work-life balance so that I could raise my 12-year-old son and
9-year-old daughter. As a necessity entrepreneur, I needed re-
sources and ongoing support. Entrepreneurs like me are most suc-
cessful when they have an entrepreneurial ecosystem, with access
to human, financial and professional resources within their own
community.

Thankfully, the Small Business Administration and resource
partners in Jacksonville Florida are my entrepreneurial ecosystem.

I am humbled today to share my journey.

For almost 20 years, the SBA and Hester Group have traversed
challenges and successes together. There is not one day since start-
ing Hester Group in 1998, that I have been without the support of
the SBA and its resources partners. It is as if the SBA and its re-
source partners took my hand and said to me “Come on Hester, I'll
show you the way”.

Sometimes I held on tightly, fearful of taking a big step, and
sometimes I held loosely, knowing with confidence and assurance
that the support of the SBA and its resource partners was always
nearby.

My entrepreneurial ecosystem includes:
e Jacksonville Women’s Business Center
e Jacksonville SCORE
e Florida Small Business Development Center at the Uni-
versity of North Florida
e The North Florida District Office of the SBA

I have relied on the SBA and these resources partners at each
stage of my journey. One of the first workshops I attended in 1998
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was presented by the Florida SBDC at the University of North
Florida.

When I did not know how to establish a financial accounting sys-
tem, I participated in the Financial Matters Business Mentoring
Program of the Jacksonville Women Business Center. A mentor
was assigned to help me understand financial basics, and most im-
portantly he helped me to understand the importance of hiring a
financial expert.

When I did not know how to establish human resources policies
and procedures, the Jacksonville Women’s Business Center pro-
vided six mentors of the Athena Link mentoring program. They
helped me to understand and build our corporate infrastructure,
and maintain compliance with HR requirements.

When I needed ongoing support and advice, SCORE Jacksonville
provided me with a patient and experienced retired executive who
guided me through the hiring of our Vice President. He knew ex-
actly what Hester Group needed to succeed, and our Vice Presi-
dent, Ms. Roslyn Mixon Phillips continues as a vital member of
Hester Group today.

When I needed access to capital, I was able to receive an SBA
7(a) loan with the support of the North Florida District Office. The
7(a) loan has been the foundation for our growth and expansion.

The SBA and its resource partners in North Florida continue to
extend a helping hand to Hester Group, and we continue to hold
on tight!

My journey as a woman entrepreneur is not unusual. There are
over ten million women entrepreneurs in the United States. We
share similar paths. Each of us are unsure, at times unknowing,
yet we are unafraid to become an entrepreneur. And each of us
need support and guidance.

I have shared my journey with you today as an example of the
direct benefits of SBA and its programs. I recommend the SBA con-
tinue to:

e Expand Access to Capital

e Expand Community Outreach in rural and underserved
communities

e Expand Funding to Resource Partners for mentoring and
educational programs

e Provide Disaster Assistance Funding and Support
e Enhance Online Resources
In summary, I encourage this committee to provide the SBA with

the funding and support needed to hold, perhaps just one more or
one million more, hands of woman entrepreneurs.

Thank you.
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I have had the honor and privilege of serving my country since
I was 19 years old. It began with my service in the U.S. Navy and
has continued through my work with my small business with agen-
cies within Department of Defense, Department of Homeland Secu-
rity, Department of Veterans Affairs, and a number of Federal ci-
vilian agencies.

Good morning, I am Jeannette King, President & CEO of Stra-
tegic Resolution Experts incorporated, or SRE. I am both honored
and humbled by the invitation to speak to this esteemed body and
have the opportunity to not only represent Women owned busi-
nesses, but also Service Disabled Veteran owned, Veteran Owned,
8a Small disadvantaged businesses and HUBZone Certified small
businesses, all small business types for which I am certified.

I would like to speak on the challenges and successes I have ex-
perienced since founding SRE in 2007. First, I will speak about ac-
cess to capital. Second, I will speak on small business programs
and how they have influenced my business both positively and neg-
atively. Third, I will speak about being a Woman owned small busi-
ness who also happens to be A Service Disabled Veteran.

1. Access to Capital

I started SRE in 2007, with $10,000, I was and still am, a single
Mother with no access to any other capital. I have no husband or
any family with money. I left a job making over $100,000 per year
to live near or below poverty level for nearly 5 years. During this
time, I cashed in all of my 401ks, deferred all of my student loans,
and prayed I could feed my son Cody and keep our house. During
this time my Mom and Stepdad agreed to put a second mortgage
on their home to try and help me stay afloat. In 2009 I was ready
to go back to work for a company as I could no longer pay my mort-
gage with one credit card and pay that credit card with another
and on and on until I had maxed out several cards and the line
of credit which used my disabled, retired parent’s home as collat-
eral. I was offered and accepted a full-time job with a company but
a few days before I was scheduled to start they asked if I would
work as a 1099 consultant instead. I agreed as long as the contract
was with SRE. I made enough money in four months to pay my
bills for about six months. During that time, I submitted and re-
ceived my 8a/small disadvantaged designation and that September
landed 2 small prime contracts with the IRS.
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Soon after that I received a significant prime contract with De-
fense Threat Reduction Agency through my contacts and relation-
ships I had been fostering for 5 years. Once I received that con-
tract—ONLY THEN—could I get a line of credit through the busi-
ness with SBA backing under the Patriot Express Program (which
I think is now obsolete). Only when I really didn’t need the line of
credit could I get it, because even with all of the guaranty pro-
grams, small businesses still have to qualify under a bank’s under-
writing guidelines.

So, a poor, single mother from WV who served in the military
can only rely on a miracle to find a way to start and finance a busi-
ness. I don’t know the answer to this challenge, but would be
happy to work with this body to work to find solutions.

2. Small Business Programs

I possess every small business designation available (with the ex-
ception of Alaskan Native) and here are my thoughts.

Every program is designed to help people like me find the doors
to open in Government contracting and they do. I'll start with the
challenges first and then provide the positives.

Challenge 1: The Paperwork

The amount of paperwork required to obtain my 8a designation
was well over 1,000 pages and was initially denied first because my
paperwork was misplaced and a second time because I don’t fit into
one of the protected classes, despite overwhelming documentation
and evidence. Lucky for me, SBA’s lawyers overturned the denial
because I clearly demonstrated Social and Economic disadvantage.

Challenge 2: My SDVOSB and VOSB

Designations via the Vetbiz/VIP database are equally time and
paperwork intensive and while extending verifications for 2 years
has helped, it is still about 8-10 hours of time to complete and re-
spond to questions throughout the process. That does not sound
like a lot of time to most but as a small business owner, time is
money.

Challenge 3: Woman Owned Business

Woman owned and Economically Disadvantaged Woman Owned
designations require the same paperwork as 8a. It is somewhat
streamlined because I am 8a, but once that expires in 2019 I will
spend 20 hours gathering all of the information as required.

Challenge 4: HUBZONE Designation

This has by far been my most challenging experience and along
with an enormous amount of paperwork, there are also policies in
place at the SBA that don’t follow the legislation and made me
have to have my employees work more than 40 hours a month
(which is the law) in order to get the designation. This costs me
approximately $360 per year per HUBZONE employee. Again,
doesn’t sound like much until you have 35% of your workforce cost-
ing that and it is not legally required. I am happy to talk about
this in more detail offline.

4. My Successes
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Thanks to these various programs and the support and guidance
I receive from my WV SBA Office in Clarksburg WV, I have a line
of credit, I have grown SRE to a multi-million dollar company and
I use the HUBZone program as it was intended—to help disadvan-
taged individuals in economically depressed areas become trained
and qualified to obtain sustainable jobs.

Our HUBZone program employs 2 full-time employees in 2 states
and 12 part-time employees in an additional 3 states and Wash-
ington DC. Our program focuses on three populations; Veterans,
college students, and those people in economically depressed areas
with dying industries, such as Southern WV where coal mines have
left 10’s of thousands of families on the brink of financial ruin. We
provide these people a job, 10 hours per week, and work with them
to develop a comprehensive training plan that provides both soft
skills, technical skills, and in many cases life skills. We test their
aptitude, personality, and interests to determine what is best for
them and their future. During FY 2016, our HUBZone employees
took advantage of 2127 hours of training, successfully completed
622 courses, and earned 97 certifications. Four (4) of our employees
are currently in college and two (2) family members are joining Job
Corps training as a result of our HUBZone development program.
These individuals rely on our program for so much more than a
paycheck, and that I am very proud of. We also employ Veterans
who are in transitional housing and provide them training and sup-
port throughout their transition.

Being a Woman owned and Service Disabled Veteran owned
Small business is an opportunity to use our nurturing hearts and
spirits to serve others and improve our communities, our states,
our country, and the world in which we live. I do this by providing
jobs across 12 states, providing training and educational opportuni-
ties to people who may not otherwise have them, by providing vol-
unteer services across the globe in the form of over 1,000 hours of
paid time for my employees and nearly 1/2 million dollars in char-
ity. I believe I have an opportunity and an obligation to use SRE
to make the world a better place.

In closing, I am thankful for all of the work our legislators and
our Small Business Administration advocates have done on my be-
half and others like me. Last week SRE won a $9 million dollar
prime contract award with one of our core agencies and a $25 Bil-
lion dollar multiple award Indefinite Delivery Indefinite Quantity
(IDIQ) with another core agency. Now my work really begins.
Thank you for your service to our nation and your time today and
God Bless America.

O
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