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OUR MISSION:
ACCELERATE BUSINESS GROWTH

1) ONE-ON-ONE
ADVISING
2) WORKSHOPS
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Make Decisions. Take Action.
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A 360 APPROACH TO
START AND GROW A
COMPANY

CUSTOMER RELATIONS

Networking

Marketing

Sales & Service

Communication
& PR

Ownership ’ ‘ Financials
& Board
Employees Funding

Production &
Deliveries

£ rf Partnerships

o Business Processes
Small Business
Development Centers

IT Systems

Legal Issues Facilities
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The Four Challenges of Building and
Growing @ Successful Business

CUSTOMER RELATIONS

1. CREATE AN ATTRACTIVE BUSINESS CONCEPT
2. BUILD LASTING CUSTOMER RELATIONS

3. ESTABLISH A STRONG ORGANIZATION

4. MAINTAIN PROFITABLE OPERATIONS

Small Business
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BUSINESS CONCEPT Business |ldea
Product Portfolio

Revenue Model
Customer Portfolio
Shicr
v
Development Conters Market Position

-
L]
L]
-
-
--------------------------------------------------------------------------------------------------------- sssnmant”



Customer Persona

Get a better understanding
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fFunding

DECISION SHEET
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Financing Options
Go through possible ways
of financing investments
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Job Description

Make detailed job =
descriptions to clarify roles N
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CUSTOMER RELATIONS

Networking
Marketing

Sales & Services

Communication & PR

0 Small Business
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Sales Preparation y

Decide the best way to get
ready to sell

CUSTOMER RELATIONS

/Saisd & Service

DECISION SHEET
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FINANCIAL ANALYSIS REPORTS
FOR BETTER CLIENT INSIGHT
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Financial Score

Liquidity

Liquidity

Profits & Profit Margin

control.

3

Common Size o
= : O
Statements O
w
o

Industry Scorecard T

E A

1.35

12/31/2011

ABC Company Narrative Report

Operating Cash Flow Results
Cash flow from operations is positive this period, and has increased relative to sales, despite
the company’s weak profitability results. It may be helpful at this time to look at the
company'’s Cash Flow Statement to determine what the specific sources of the cash are.
Results are more positive if they can be relied on in the future or are within management’s

1.45

12/31/2012

Jrofiicents

Industry-Specific
Key Performance
Indicators (KPls)

Billings in Excess of
Cost to Total Assets

Costs and Earnings in
Excess of Billings to
Total Assets

Months in Backlog

Direct Labor Ratio

A measure of the company's ability to meet obligations as they come due.

Current Ratio

5.37

2.66
1.80

I |:

12/31/2013 Benchmark

Real Time Clients
(33118) (45)

INDUSTRY FINANCIAL DATA AND RATIOS

Green: Company metrics highlighted in green are within the top 20% of the industry.
Red: Company metrics highlighted in red are within the bottom 20% of the industry.

Company

Data

0.68%

1.65%

3.97
16.51%

Industry Data
(Number of Financial Statements)

Recent 12 Distance from 2013
Months Industry
4.20% (12) -849% 490% (14)
5.50% (7) -70% 4.80% (8)
4.20% -6% N/A
17.50% (20) -6% 18.00% (24)

2000-Present

5.50% (237)

5.40% (200)

431 (84)
22.20% (295)



Financial Score

| iquidity

Profits & Profit Margin

Common Size
Statements

ABC Company Narrative Report %
Liquidity —

A measure of the company's ability to meet obligations as they come due, Pevelopment Centers

I akaland Cammunitv Callaca

Operating Cash Flow Results

Cash flow from operations is positive this period, and has increased relative to sales, despite
the company’s weak profitability results. It may be helpful at this time to look at the
company’s Cash Flow Statement to determine what the specific sources of the cash are.
Results are more positive if they can be relied on in the future or are within management’s
control.

Current Ratio

5.37

2.66

Ratio Score

1.90

1.35 1.45 1.45

12/31/2011 12/31/2012 12/31/2013 Benchmark Real Time Clients
(33118) (45)






Liquidity

Profitability

Sales

Borrowing

Assets




Current Ratio

3.51
1.80
1.52
= I I

12/31/2018 12/31/2019 12/31/2020 12/31/2021 Benchmark




Accounts Recelvable Days

47.66

12/31/2018 12/31/2019 12/31/2020 12/31/2021 Benchmark




Gross Profit Margin

12/31/2018 12/31/2019 12/31/2020 12/31/2021 Benchmark




@ Liquidity ®®® @& 89 out of 100

A measure of the company’s abiifty to meet obiigations as they come due.

Profits & Profit Margin

Operating Cash Flow Results
ales Conditions in this area are strong, currently. The company is generating solid, positive cash flow from
operations. It is particularly nice to see this in combination with the overall liquidity results, which are also
good (this will be discussed in more depth below). Ultimately, cash flow drives long-run liquidity for
almost every business, so it is good to see a strong relationship between cash flow and profits.
s General Liquidity Conditions
In this section, the company's general and overall liguidity position is analyzed. Typically, two of the most

important barometers to this measurement are the current ratio and the quick ratio. The current ratio is
equal to total current assets divided by total current liabilities. The quick ratio is equal to cash plus

Industry-Specific

Performance Ratios

accounts receivable divided by current liabilities. Of course, it is optimal for the company to have relative
strength in both of these key ratios, as this company has achieved this period.
Enmmnn Size The company is doing very well in this key area. The company's liquidity position is strong. Even though
Statements it is impossible to solve the cash flow challenge completely, this firm is in a solid overall position at this
time. Also, the company is even strong relative to other similar companies in the industry. it is also
Industry Scorecard positive that the firm has significantly improved profitability since last period. Generating good profits
— over the long run is generally the best way to ensure positive cash flow. As sales volume has risen from

last period, general liquidity conditions have improved as well. It is often the case that sales increases
can improve liquidity conditions.

On a slightly cautionary note, keep in mind that good owverall liquidity does not necessarily lead to a
strong cash position. While the company’s overall liguidity position is quite solid, it is still important for the
firm to convert the current assets that it has to the cash accounts over time.

Also important to the liquidity analysis are the company’s “days" ratios. Both the accounts receivable and

the accounts payable days ratios are low compared to other companies in the industry, indicating that the
company is collecting receivables and paying bills faster than its competitors. k is positive to see that the

company may have some flexibility to extend its payment period, should the need arise.

LIMITS TO LIGUIDITY ANALYSIS: Keep in mind that liquidity conditions are volatile, and this is a general analysis
looking at a snapshot in time. Review this section, but do not overly rely on it

@ Charts and Graphs
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GRASPING THE INDUSTRY OVERVIEW

Industry Insight
A comprehensive overview
of the industry equips you with essential small Business
knowledge for a thorough understanding Development Centers
of your field.

Lakeland Community College
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In today’s complex and fast-

moving world, what we need
even more than foresight or
hindsight is insight.




e N Bushness Industry Forecast

Lakeland Community College

Sales for the US auto repair shops industry are forecast to grow at a 4.41% compounded
annual rate from 2025 to 2029, comparable to the growth of the overall economy.

Last Update: March 2025

AUTO REPAIR SHOPS INDUSTRY GROWTH

National
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Source: Interindustry Economic Research Fund, Inc. Download
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" Local Data

* |ndustry Density

* Locations

* Employment

 Annual Wages per Employee
e Population Growth

* Local GDP Growth

* Per Capita Personal Income
Growth

(eauga County, OH | Auto Repair Shops

‘ Y7y Add Favorite ‘

There are 37 auto repair shops in Geauga County, unchanged from the previous year, while the
local population changed by 0.0% from the previous year. In the three years last reported, the
number of auto repair shops increased by 1. The local economy shrank -3.1% last year,
compared to the national average of 1.9%. The slower local economic growth may impact auto
repair shops demand.

Note: Some charts may contain “0” values. In these instances, the data source does not differentiate between a
true “0° value and "Data Not Available.”
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* Current Conditions
— Recent Developments

— Revenue and Demand
Drivers

— Pricing and Input Costs

Current Conditions

Recent Developments

Mar 27, 2025 -- Auto Repair Costs Predicted to Rise with Tariffs

» Prices for automotive repair services steadily increased throughout 2024 to end the year up
6% - per the US Bureau of Labor Statistics - and could go even higher with the Trump
administration slapping a 25% tariff on all imported cars and auto parts. (more...)

« Automotive right to repair laws gained a courtroom victory in February 2025 when a federal
court dismissed a lawsuit by the lobby group Alliance for Automotive Innovation to strike
down a Massachusetts repair law approved by voters in 2020. (more...)

« The increasing technical complexity of new automobiles is adding time and costs to auto
repairs, according to automotive software maker Mitchell International. (more...}

« Car repair costs grew nearly 30% in the past three years due to inflation and new
technology in newer vehicles, according to a recent report in the Wall Street Journal.

(more...)



O KEY AREAS

1) Process Optimization
2) Financial Analysis

3) Growth

4) Human Resources

5) Management by Data

6) Customer Focus

7) Planning Process

8) Sales & Marketing
9) Leadership
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Self-Assessment Scores and Actual Scores

Category Self Score
1. Company Direction and Leadership 7

2. Human Resources 1

3. The Planning Process 6

4. Process Optimization 2

5. Management by Data 9

6. Sales and Marketing 8

7. Customer Focus 10

8. Financial Analysis 5

9. Business Growth 3

Assesment Results

Category Goal s Company Status
1.00 1. Company Direction and Leadership
1.01 Mission

Actual Score

7.04

0.71

5.33

5.90

1.11

6.67

6.06

5.62

4.00

d. Established, documented and used on a regular basis

Statements

1.02 Company

d. Well-communicated to all employees

12
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Assesment Kesulits

L1

Category Goal

1.00

1.01 Mission
Statements

1.02 Company
Vision

1.03 Strategic
Planning

1.04 Meetings

1.05 Senior
Management
Personal Growth

1.06 Leadership
Responsibilities

1.07 Self-
Evaluations

1.08 Leadership
Company Growth

1.09 Industry
Information

1.10 Additional
Information

Company Status

1. Company Direction and Leadership

d. Established, documented and used on a regular basis

d. Well-communicated to all employees

b. CEO level research and discovery

c. Meetings held sporadically covering various topics

c. Attend developmental courses frequently

c. Responsibilities and goals well-defined but progress not
monitored

a. No system in place for evaluating and improving
performance

d. Actively looks for growth opportunities

d. Mandatory involvement of team members in industry
organizations, attendance at workshops, etc.

| am the owner and only employee.

L3

G
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ASSESS I LEARN GROW

2. Human Resources

Category Goal

Company Status |

2.01 Employee goals are established and linked to overall
company goals, and action plans are developed

b. Employee goals established but not linked to company
goals

2.02 Written job descriptions are in place including
qualifications, duties, reporting relationships and key
indicators

b. Written job descriptions for some positions

2.03 Personnel files for each employee are complete and
accurate and are kept secure and confidential.

d. Individual personnel files with complete and accurate
information kept in a secure and confidential area

2.04 Key business functions are adequately staffed with
individuals capable of handling day-to-day responsibilities

b. Key functions are staffed but individuals frequently work
numerous overtime hours

2.05 Effective and timely process in place for filling vacant
positions to prevent an interruption of products / services

c. Process in place, but needs improvement

2.06 Employer turnover is tracked in detail and action plans
are in place to minimize

a. No system in place to track employee turnover

2.07 Recruitment plan is in place and the company is staffed |
by a qualified recruiter

a. No system in place to recruit and hire

2.08 Both a succession and a progression plan are in place
and are actively monitored

b. Informal plan in place

2.09 Employees have a list of key job functions with current
measurable data

a. No system in place for employees to measure their work r::pr!
performance |

2.10 Education, training, and development opportunities are
provided for employees based on job responsibilities

b. Provides some unrelated training for employees

2.11 Detailed employee evaluation process is in place based '
on job function and measurable data

b. Evaluates employees sporadically

2.12 Structured compensation plan for all employees with
salarv rannes and benefits reviewed perindicallv

a. No system in place for designing or reviewing a
compensation nlan and benefits

G
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Consultant Comments (This Goal Only)

If you do not like the information written about this Category Goal offered above, you can edit
what is written there or write your own comments to the client here instead.

Time Estimate Level of Effort Priority
1 Quick Win 1
2 Steady Progress 2
3 Slow Burn 3
6 -
12+ 5
In Months 1 = High, 5 = Low
Status

Not Started In Progress

‘ Complete ‘ Cancelled

Summary of this Assessment

%
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€) @ O | YehooSportsiNews Scores,Vide X () InquisitLeaming Center | SBDC I X [B inquisitsbde ysuorg/Tfim data= X | +
£ ) 4] https//inguisit.sbde-ysu.org/inquisit-learning-center/

Welcome to the Inquisit Learning Center

Inguisit is more than just a simple assessment tool. It is a comprehensive educational framework that helps you:

IDENTIFY areas of opportunity within your company, PRIORITIZE those areas and set actionable goals, and GROW your business by providing educational

resources to enhance your skills and knowledge.

1.01 Mission Statements 1.01 Mission Statements
. . How to write a Mission Statement. How to write a mission statement that
1.071 Mission Statements Ef ¢ k
oesn't suck.
hy o Video - Free for Anyone
Why is a company mission statement Video - Eree for Anyone

important?
Watch this informative video where we provide

Article - Free for Anyone step-by-step guidance to assist you in crafting Video showcasing the art of crafting a mission
statement and mastering the art of getting it

right from the start.

your very own compelling mission statement.

In this blog post, we'll explore why your
company needs a mission statement and
provide guidance on how to create and M

showcase it effectively. CE 6 o
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[ akeland

COMMUNITY COLLEGE

Entrepreneurship
Center

FOR MORE INFORMATION (®)
AND PRICING:

www.lakelandcc.edu

Contact:

Cathy Walsh, Certified Business Advisor ®and
Strategic Planning Professional

Ohio SBDC Director at Lakeland Community College
440-525-7707 or CWalsh@lakelandcc.edu

7700 Clocktower Dr.
Kirtland, Ohio 44094

ESTABLISH

CLARIFY

IMPROVE

PRIORITIZE
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SWOT Considerations + C

Strengths & Weaknesses Opportunities & Threats




Thank you!

Jior
. Cathy Walsh cwalsh@lakelandcc.edu

Gretchen Skok DiSanto, DBA  gskokdisanto@lakelandcc.edu

Small Business
Development Centers Anita Stocker astockeri@lakelandcc.edu

Lakeland Community College Website: LakelandCC.edu/SBDC

The Ohio Small Business Development Center (SBDC) Program is funded in part through a cooperative agreement with the US Small Business Administration. The SBDC program is also funded in part by the Ohio Department of Development. All
services are extended to the public on a non-discriminatory basis. Language assistance services are available for limited English proficient individuals. Reasonable accommodation for persons with disabilities will be made if requested at least

two weeks in advance. Contact the SBDC at 614-466-2711 or at our website: www.sbdc.development.ohio.gov .
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