up-coming events

december 2001 - may 2002

Introduction to Business Class — Wednesdays
from 6:00 to 8:30 pm for 8 weeks
Classes begin on January 30 and May 29, 2002

Business Planning Class — Tuesdays and Thursdays
from 6:30 to 9:30 pm for 14 weeks
Classes begin on January 15 and May 21, 2002

Daytime Class Offered: Tuesdays and Thursdays from
9:30 am to 12:30 pm for 14 weeks
Classes begin on May 7, 2002

Business Action Planning Class — Mondays from
6:30 to 9:30 pm for 10 weeks
Classes begin on February 25, 2002

Launching Your Business — a pre-business
workshop for women

Workshops are held on the 1st Wednesday of every
month — from noon to 2:00 pm

Build Your Business — for existing businesses
Workshops are held December 18, 2001, noon to 1:30 pm,
January 7, 2002, 6:00 to 7:30 pm, January 22, 2002, noon to
1:30 pm, and February 4, 2002, 6:00 to 7:30 pm

HOLIDAY GIFT FAIR, December 12,2001

To register for classes, contact Dawn Fuentes at dawn@rencenter.org

To register for Women’s Business Center workshops, contact Janet Lees
at janet@rencenter.org

To register for Bayview Programs, contact Yamilet Gonzalez at
415-647-3728

For more detailed information, please call 415-541-8580 or visit our website at www.rencenter.org
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Launching Your Business — For start-ups
Workshops are held December 8, 2001, noon to 1:30 pm,
December 12, 2001, 6:00 to 7:30 pm, and December 19,
2001, noon to 1:30 pm

Build Your Business — For existing businesses
December 5, 2001, 6:00 to 7:30 pm

Be Your Own Boss — a 2 day workshop covering
the basics of business

Part 1 January 12,2002, 10:00 am to 12:30 pm
Part 2 January 19, 2002, 10:00 am to 12:30 pm

WOMEN'’S BUSINESS CENTER IN
PARTNERSHIP WITH THE SBA — All classes
below are held at SBA Offices, 455 Market Street,
6th floor, San Francisco

Research and Communication Using the Internet
February 4, 2002, 6:30 to 8:30 pm

Marketing Gone Crazy Using the Internet
March 4, 2002, 6:30 to 8:30 pm

E-Mail Marketing
March 18, 6:30 to 8:30 pm

E-Commerce — Doing Business on the Internet
March 25, 2002, 6:30 to 8:30 pm

Coming soon: Mary Huss, Publisher, SF Business
Times—"Bay Area’s Finest Entrepreneurs” speaker series
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The Newsletter of the Renaissance Entrepreneurship Center

News from the CEO: Renaissance Responds to New Challenges

While every entrepreneur is extremely
familiar with risk, challenges and the need
for creative solutions, the current change in
the economy is proving to be extraordinarily
challenging for many small businesses. In
response, Renaissance has introduced a
number of new programs to help small
businesses build their capacity, reposition
their marketing strategies, and help identify
new opportunities for success.

PRIME: With the generous support of
the US Small Business Administration,
Renaissance has been awarded a PRIME
(Program for Investment in Micro-Entre-
preneurs) grant. These new funds will allow
Renaissance to develop new programs to
help our graduates in business develop-
ment, government procurement, and direct
marketing. We will also expand our intro-
ductory classes and increase our outreach to
low-income entrepreneurs.

OPEN FOR BUSINESS: Introduced in the
last newsletter, the Bayview Business Resource

Sharon Miller, CEO

Center is open for business! Please contact
Center Manager Cletis Young or Program
Assistant Yamilet Gonzalez at 415-647-3728
to schedule a time to visit the Center, attend
an orientation, begin individual consulting,
enroll in classes or workshops, use our com-
puters and Internet access, or join the
Business Assistance Center.

winter 2001

SUSTAINABILTY: Build Your Own
Business — A new 2-hour workshop
designed to help existing and emerging
business owners to sustain their businesses
in the current economic climate. The work-
shop will focus on using SWOT principals:
addressing Strengths, identifying and
improving Weaknesses, analyzing new
Opportunities and repositioning businesses
in relation to Threats or challenges in the
market place. The workshop will help stu-
dents identify core competencies and
explore new marketing strategies.

MARKETING MATTERS: Following on
the success of the New Markets Pilot class,
this class is helping recent graduates with
emerging businesses to strengthen their
marketing and sales skills. Students attend
weekly daytime classes, individual consulting
sessions and meet with industry experts.

STAYING IN TOUCH: Financing
Resource Center Workshops and Graduate

continued on pg. 2

Mannequin Madness

Judi Henderson’s basement is filled with body parts! That’s
because she is running a mannequin rental business from

recognize a good business concept when I saw one, and my
start-up time was much shorter as a result of the Renaissance

there, with one of the most extensive and eclectic
collections around.

Mannequin Madness was born when Judi,
searching for Tina Turner concert tickets on
Craig’s List, stumbled across, and bought, a
mannequin collection for sale.

Judi took the Business Planning Class to focus
on her original e-commerce idea and was able to
avoid a costly mistake by figuring out that it was
not financially viable. By applying what she
learned to her mannequin venture, Judi has
made it into a full time business. “The practical
training gave me the tools and resources to

Judi Henderson and
her mannequins!

Center,” she says.

So who rents mannequins? All kinds of people
for weird and wonderful things, but primarily
they are rented for use in trade shows, events and
retail stores. Judi named her business Mannequin
Madness because she thought it may be a niche
that was too crazy to be a business. Then, when
she got her first call from someone in Toronto
needing four mannequins for a ski trade show in
Tahoe, she thought it might not be such a crazy
idea after all.
www.mannequinmadness.com

of The Renaissance Entrepreneurship Center is to empower and increase the entrepreneurial
capacity of socially and economically diverse people and thereby strengthen our communities through
the creation of new and sustainable businesses, new jobs and the promotion of financial self sufficiency.



News from the CEO, from pg. 1

Reunions are now offered one month after
each graduation. FRC workshops help
students to better understand their company’s
financial position and begin the process of
accessing capital. Reunions bring students
together, and strengthen the networks they
developed in class. Further, these events help
Renaissance to determine the kinds of addi-
tional services each entrepreneur needs to help
start or grow his or her own businesses.

HOW YOU CAN HELP: Buy locally, very
locally. Need a caterer, contractor, graphic
designer, IT provider, or just about anything
else? Hire a Renaissance graduate. You will
undoubtedly receive outstanding service and
great products as you help local small busi-
nesses. Please attend our Holiday Shopping
Fair (for details see box below), visit our web-
site or call Renaissance staff and we will be
delighted to make a direct referral.

The Renaissance
Holiday Gift Fair

Wednesday, December 12,
11:00 am to 7:00 pm

at Renaissance
Entrepreneurship Center

275 5th Street (at Folsom), San Francisco

Come buy unique,
high quality gift items from
Renaissance graduates

Graduate
Success
corner

“Making

It Your Business!”

to Celebrate Local Entrepreneurs

Who says you can’t mix business with plea-
sure? On October 4th, over 230 guests gathered
to celebrate 17 years of small business success
at Renaissance’s annual reception: “Make It
Your Business,” and had fun doing it!

Throughout the evening we toasted success,
danced to live music, and raffled off fabulous
prizes generously donated by Renaissance grad-
uate businesses. Detra Lelaind, owner of Brick
Housing Management, received Renaissance’s
“Emerging Entrepreneur of the Year” award
(see related article). Renaissance recognized
Fred Pollack of Van Meter Williams Pollack,
as “Established Entrepreneur of the Year.”
Founded in 1989, the award-winning
multi-disciplinary architecture and urban
design firm focuses on using infil development
and ecologically-sound practices to create
affordable housing and community develop-
ment. Both entrepreneurs also received certifi-
cates of recognition from the Office of
California Assembly Majority Leader Kevin
Shelley. Finally, Renaissance honored the signifi-
cant work of the San Francisco Mayor’s Office
of Community Development, named “Sponsor
of the Year,” whose invaluable partnership
since 1986 has made it possible for thousands
of women and men to pursue their dream of
small business ownership.

In her keynote speech, Carol H. Williams,
founder of Carol H. Williams Advertising,
encouraged us to pursue our passion, to per-

standard conditions.”
Working as a property supervisor, Detra saw a need for managing affordable housing and attributes

Detra Lelaind receives her
Entrepreneur of the Year award

Laughter fills the room during the keynote address

severe through current economic struggles,
and to renew our support for local small
business owners.

Renaissance extends a special thank you to
each of you who supported the event; we look
forward to providing the services that your
support makes possible.

“Make It Your Business”

Sponsoring Partners

Platinum Circle: Cal Fed Bank, City National
Bank, Wells Fargo Bank, Worldview
Technology Partners

Gold Circle: Bank of America,

Firedoll Foundation

Silver Circle: Bay View Bank, Bank of the
Orient, David P. Cincotta, HSBC Bank USA,
Markle, Stuckey, Hardesty & Bott, Mercantile
Capital Corporation, San Francisco Business
Times, Synergy Business Solutions,

TMC Development

Brick Housing Management, a real estate management company, is built on Detra Lelaind’s deep
rooted commitment to provide affordable housing for low-income families and seniors. The company
places and trains employees ranging from property managers to janitorial positions, for residential and
commercial apartment complexes and communities. Detra stated, “The mission for my business is based
on my own personal experience growing up in public housing where | witnessed people living in sub-

her success to filling that market niche. When she started her company is 1997, Detra was an
unemployed single mother. Today, she has a thriving company with 9 on-site and 73 off-site
employees, two office locations, one in the Renaissance Incubator, and one in Pleasanton, and has
tripled her profits over the last two years. Detra was named Renaissance’s Emerging Entrepreneur
of the Year for 2001 in recognition of her outstanding achievements in income growth, job
creation, community involvement and overcoming significant obstacles.

Through the Advanced Business Planning Class, Detra outlined her plans to expand Brick
Housing Management, and its mission, across the United States. She has just signed a lease on a
new office in Los Angeles!

Brick Housing Management, 275 5th Street, San Francisco, 94103, 415-644-0070

El Latino

El Latino reaches 120,000 read-
ers every week in San Francisco
and surrounding areas. What
began as a community newslet-
ter in 1992, is now the premier
Spanish language newspaper,
focusing on local, national and
international news and issues.
Owner Carmen Ruiz began
writing newspaper columns and =
articles on women'’s health issues i
while in her former careerasa |
clinical psychologist. It was
through this writing she realized
how much more there was to

1-\,, 1 broad range of issues and noth-
ing at all on Latin America,” says
-| Carmen. In 1994, she quit her
job to be that voice.

e Step by step, Renaissance has
.h'l helped guide Carmen and her
newspaper through all of the
stages of growth. Up until taking
the Business Planning Class in

A | 1996, Carmen says she had run

‘I". the business on passion and
H improvisation. “The class gave
me the structure and strategy |
needed to build on.” A couple of
years later, Carmen returned to

L

say. “There was no paper in the
Latino community covering a

Carmen Ruiz at her
new headquarters

Renaissance to take the Advanced
Action Planning Class, and just

Support Renaissance’s Retailers this Holiday Season

Back to the Picture, Framing and Art Gallery, 934 Valencia St, SF 415-826-2321
Beyond the Sea, Aromatherapy Products, 1303 Castro St, SF 415-285-4614

Books On Wings, Spanish Language Bookstore, 973 Valencia St, SF, 415-285-1145
Egg, Gifts and Housewares, 85 Carl Street, SF, 415-564-2248

Encontada, Gallery of Fine Arts, 904 Valencia Street, SF, 415-642-3939

Forest Books, Premium and Used Books, 3080 16th St, SF 415-863-2755
Lemonade, Household Items and Accessories, 3416 22nd St, SF 415-285-8734
Phosphoric Gait, Women’s Active Wear, 455 Miller Ave, Mill Valley, 415-381-5770
See Jane Run, Women’s Athletic Clothing Store, 3870 24th Street, SF, 415-401-8338
SugarPoppy, Contemporary Women'’s Clothing, 1552 Polk St, SF 415-775-4979

Newspaper: The Voice of the Community

recently worked through the Financing Resource
Center to secure a loan from the Mayor’s Office
of Community Development.

Carmen’s loan has enabled her to move to
her new headquarters, upgrade equipment,
develop new marketing materials, and make
plans to hire 3 additional employees. When
asked what her ultimate goal is, Carmen was
very clear, “I want my paper to be a daily.
There has never been a daily Latino newspaper
in San Francisco.”

El Latino, 3284 23rd Street, San Francisco,
94110 415-648-1670.

For information on the Financing Resource
Center, contact Gwendolyn Wright,
415-541-8580, ext 233.
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and Owner of Anthill Graphics,
415.777.2286 « www.anthill.net

The Art of Small Business

Making the psychological shift from being an
artist to an artist and business owner is a big
one. Many artists sell their work without con-
sidering themselves to be in business. But
even with all the passion and creative talent in
the world, they will not succeed in business
without embracing and mastering the funda-
mentals of business planning.

“Putting art out into the world as a busi-
ness is very different than creating something
and hoping it will sell. Accepting that | have to
cater to the marketplace and all of its chang-
ing demands was a defining moment for me,”
says Leslie Bauer, Renaissance graduate and
owner of Leslie Bauer Photography and
Modern Heirloom, a custom photographic
and home accessory company (www.modern-
heirloom.com), “Writing the business plan
was a great process, it's where emotion meets
practicality—head on.”

Leo Germano, a partner in the mural and
large-scale painting company Ewing-Germano

(Www.ewinggermano.com), refers to those fun-
damentals he learned in Renaissance Entre-
preneurship Center’s Business Planning and
Grow Your Small Business Classes as the “holy
three” — marketing, management and finance.

Leo initially had little interest or knowledge
in finance, but quickly learned how crucial it is
to care about and understand the numbers.
“Mly ability to price projects and forecast
income and expenses improved 200 percent,” he
notes.

He also realized the significance of tailor-
ing his art to the needs of the client rather
than to his own need for perfection. He
describes a telling moment where a job had
been completed to the clients’ specifications,
but he wanted to do more.

“I had to stop and check myself, and then |
realized that continuing to perfect the project
may have been good for my ego, but it wasn’t
good for my business.”

Roaring 20’s exhibit backdrop by Ewing-Germano

Ceramicists, jewelry makers, photographers,
textile designers and muralists can all become
small business owners as well as successful cre-
ative artists. But it is important to recognize the
difference between the needs of business and
art for its own sake.

To turn your passion into profit, check
upcoming classes in the events section.




