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The South Carolina Small Business Development Centers (SC SBDC) advances the state’s economic 
development by providing entrepreneurs world-class consulting services, access to a wellspring of resources 
and affordable training programs. At a tactical level, the SC SBDC operates as a cohesive network, offering 
clients at every stage of the business lifecycle (from pre-venture and early stage to established and mature) 
confidential access to the combined wisdom of nearly 50 professionals located in 21 centers throughout the 
state’s 46 counties. This collaborative approach establishes the SC SBDC as the preeminent provider of pro 
bono consulting services including business and strategic plan development, cash flow management, access 
to capital, loan packaging, diversification strategies, marketing/promotion and succession planning, to name a 
few. Underpinning these core competencies, the SC SBDC operates specialty programs fostering exporting, 
technology commercialization, government contracting and manufacturing. 
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Dear South Carolina Small Business Development Centers, 

It is often said that economic development is a team 
sport. Nowhere is that more apparent than in the small 
business arena where many organizations work together 
to foster an environment promoting entrepreneurship and 
small business growth. One of the key organizations that 
S.C. Commerce partners with to cultivate that positive 
environment is the South Carolina Small Business 
Development Centers (SC SBDC). 

This year marks the 40th anniversary of the SC SBDC 
working to advance economic development within our 
borders. Over the years, the organization has continued 
to expand and enhance the services provided, in order 
to meet the needs of the small business community. 
And, with more than 50 highly-trained, experienced 
professionals, the SC SBDC team remains committed to serving as our boots-on-the-ground, in all 
46 counties, to support this critical industry segment. The results are stellar. 

In 2018 alone, the SC SBDC helped 5,009 clients create and retain 996 jobs, generate $56 
million in capital, increase revenues by $32.4 million and start 188 new businesses. In addition, 
the combined efforts of the SC SBDC and SC Procurement Technical Assistance Center helped 
companies secure $62.4 million in government contracts. 

Last year was undoubtedly impactful, but four decades of service to the citizens of South 
Carolina is no small feat. Congratulations to the SC SBDC for what you do and what you have 
accomplished. We look forward to continuing to partner and find innovative ways to meet the 
evolving needs of the small business community. Because when one company succeeds, our state 
succeeds. After all, this is a team sport.   

Sincerely,

Robert M. Hitt III 
Secretary of Commerce 
SC Department of Commerce
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Dear Fellow South Carolinians,

“Thou hast seen nothing yet.”  Cervantes made this 
statement in Don Quixote, which is so apropos to the 
SC SBDC today. It reflects not only the impressive 
progress the SC SBDC has made, but also our 
confidence that even more significant results are yet to 
come from the work we do. 

As you are reading in letters from Secretary Hitt and Dr. 
Barbara Adams, the SC SBDC is celebrating our 40-
year legacy in South Carolina. Today the organization 
serves more South Carolina residents than ever before 
with leading-edge tools and technologies to meet 
the evolving, more complex needs of contemporary 
businesses. We have made great strides in attracting 
and retaining top caliber talent to become a truly 
world-class team. All employees are involved in strategic planning, which ensures we capture 
the knowledge of everyone and maintain clear priorities as well as continuous improvement. The 
SC SBDC now plays an integral role in the state’s economic development initiatives, working 
closely with state leadership and numerous partners who are committed to supporting growth and 
success of Small/Medium Enterprises (SMEs).  

This dedication and focus have proven to be fruitful as we realize consistently increasing results: 
more jobs, new businesses, higher revenues and personal wealth creation – and most importantly, 
happy S.C. residents who are achieving their dreams and fashioning futures for themselves and 
their families. 

Be assured though, it doesn’t stop here. The SC SBDC is embarking on new programs and 
services, continually seeking ways to better assist SMEs in our great state. Our last statewide 
needs assessment survey revealed that sales growth strategies and marketing are now the top 
two challenges for entrepreneurs. We are working on expanding and enhancing these services, 
along with new initiatives in cyber-security, rural and agribusiness assistance and more. 

Through all of this, our organization has maintained high ethical standards and accountability, 
dedicated to being good stewards of the funds entrusted to us. We maintain a very rigorous 
process for confirming, verifying and reviewing all results before they are reported; so you can 
count on accuracy in our numbers. 

So, “thou hast seen nothing yet”!  Thanks again to the SC SBDC team for their commitment to 
helping our clients and for the work they are doing to set the stage for even better outcomes in the 
next 40 years.  

Sincerely,

Michele Abraham
State Director 
SC SBDC 
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Dear Clients, Friends and Stakeholders,

Serving in my second year as the SC SBDC Consortium 
Chair has been very fulfilling. Although I have been 
associated with the SC SBDC network for more than 
15 years, my role as the Consortium Chair lets me see 
the network operate from a different perspective. In this 
capacity, I  provide support, advocacy and oversight to help  
the organization fulfill its mission of helping small businesses 
reach their fullest potential.

2019 marks a special occasion for the SC SBDC; the 
celebration of its ruby anniversary.  The forty-year story 
of how the SC SBDC network has grown chronicles the 
growth of services offered and improvements in efficiencies 
that have enabled us to assist record numbers of clients. 
An example is the efficiency and synergy of team consulting. By sharing our collective expertise 
and literacy with clients, we are better able to position them for success and tailor the support we 
provide to match their specific needs. At the same time, this allows us to better leverage our talent 
resources. The result is ever-increasing economic impact outcomes that improve the vitality of these 
enterprises and the communities in which they reside.

Over the years, other enhancements to our programs have been made so that the SC SBDC can 
assist a broader cross section of clients and better fuel their dreams, such as doing business with 
the government, exporting, developing and scaling hi-tech products to solve industry needs, and 
marketing their businesses in a new, more sophisticated, techno-centric economy.

Finally, I would like to recognize, in particular, the network of SC SBDC consultants whom I know 
will continue the organization’s tradition of excellence for another 40 years. Each and every day 
they help entrepreneurs propel an existing business to new heights or start up a new business. It is 
because of their hard work and dedication that small businesses are responsible for employing more 
than half of the state’s population.

Here’s to another fruitful 40 years.  

Sincerely,

Barbara L. Adams, Ph.D., CPA 
Dean & Professor of Accounting 
College of Business and Applied Professional Sciences
SC State University
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Advisory Board
Rachelle Jamerson-Holmes, Board Chair, Owner, Thee Matriarch Bed and Breakfast  

Jim Rohrer, Vice-Chair, Senior Credit Team Lead, TD Bank
Steve Bailey, CEO & Chairman, Merus Refreshment Service

Cynthia Blair, Blair Cato Pickren Casterline, LLC
Garold Breit, Principal, Breit Ideas, LLC

R. Cal Bruner Jr., Realtor, Century 21 The Moore Group       
JoLee Gudmundson, President & Owner, Gudmundson Consulting

Frank Knapp, President & CEO, SC Small Business Chamber
Jason Premo, President & CEO, Premo Ventures

Neil Rashley, Senior Vice President and Counsel, SC Bankers Association
Ray Reich, Downtown Development Manager, City of Florence

April Simpkins, President, HRS&S Consulting LLC
Ashely Teasdel, Director of Business Services Division, SC Department of Commerce

Courtney T. R. Furman, President, Furman Architects 
Honorary member, Gregg White, District Director, Small Business Administration

In 2018 the SC SBDC helped 5,009 clients

996
Jobs created 
or retained

$62.4
Million in 

government contracts

$56
Million in 

financing obtained

188
New businesses

started

$32.4
Million in 

sales increase



For the second time Ben Smith
 is named SC SBDC State Star

Ben Smith, manager of the Clemson Area Small Business Development Center 
(SBDC), was selected as the 2018 South Carolina State Star and was 
recognized in September with other State Star recipients during the 38th 
Annual America’s SBDC national conference in Washington, D.C.

When announcing Smith’s selection, South Carolina SBDC State Director Michele 
Abraham said “Ben has been instrumental in making the SC SBDC a vital player in 
the economic landscape of Upstate communities. The SC SBDC is very fortunate to have 
Ben at the helm of the Clemson Area Center.”

Smith has managed the Clemson Area SBDC since 2003. In the past year alone, Smith has 
conducted more than 326 counseling sessions and assisted 122 clients, generating more than $4 
million in investments resulting in the creation or retention of 102 jobs. 

Smith graduated Summa Cum Laude from Winthrop University with a Bachelor of Science in Business Administration 
and later attained a Master of Business Administration with honors from Clemson University. Ben holds facilitator 
certifications from the national FastTrac and NxLevel programs. His list of SC SBDC awards includes 2007 State 
Star, 2011 Individual Achievement Award and 2014 Individual Achievement Award.

“After meeting with Ben I realized he possessed an encyclopedic knowledge of how to best expand the footprint of 
my business,” said David Saidat, owner of CocoBon Chocolatier. “I relied on his expertise to shift my wholesale-
focused operation to a retail enterprise with a storefront presence.”

“This is my true professional calling,” said Smith, “and I am proud to be part of such a dedicated team of 
professionals serving the small businesses of South Carolina.”

A Tribute to SC SBDC Consultant Mike Bell

In August the SC SBDC lost a cherished member of its family when Mike Bell, 
a Hartsville, South Carolina native and manager of the Florence Area Center, 

passed away after a two-year struggle with cancer. 

When presenting the 2018 Team Spirit Award to Mike Bell at the June Statewide 
Conference, SC SBDC State Director Michele Abraham said that Mike’s positive attitude 

and enthusiasm were genuinely infectious, creating an enjoyable workplace. 

Mike earned a degree in computer programming from Wingate University in North Carolina, and a 
finance degree from the University of South Carolina. 

In 2005, Mike joined the SC SBDC as manager of the Florence Area Center. In recognition of his ongoing 
contributions, the SBDC featured Mike in its January 2013 newsletter where he provided the following quote: “Life 
is good back on the farm where I grew up. I enjoy watching turkeys and deer as I walk the land with my two dogs, 
Jack and Buddy. I always count my blessings—which, among many things, is a wonderful family including my 
wife, Debbie, our two daughters and two granddaughters. I am sincerely grateful for a long life filled with amazing 
opportunities, both personal and professional.” 

In my first meeting with Mike, I knew that not only did I have a friend for life, but I had a 
brother in Christ.  We worked together for over 5 years and I feel very fortunate to have had 
the opportunity to work with him and to get to know him as an individual. 

Vernon Owens, Greenlife LLC
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Businesses have always celebrated ribbon cuttings, grand openings and 
company anniversaries, and for the second year they celebrated the 
organization that helps them turn their dreams into reality: Small Business 
Development Centers. America’s SBDC Day was March 21, 2018, a day that 
united nearly 1,000 SBDCs across the country and the hundreds of thousands of 
clients they’ve served in their 38-year history.

In 2018, the SC SBDC assisted 5,009 businesses which accounted for 188 business 
starts, 996 jobs created/retained, $32.4 million in new sales, and $56 million in capital 
investments.

“Here in South Carolina, small businesses represent 97 percent of the state’s employers,” said SC SBDC State 
Director Michele Abraham. “By supporting their formation and growth, the SC SBDC plays a vital role in driving 
economic growth and reducing unemployment.” 

With nearly 1,000 locations across the country, SBDCs provide local businesses and entrepreneurs with 
the resources needed to succeed.  In 2017, America’s SBDC clients experienced annual sales growth of 
18.1%, almost 4.5 times more than the national average of small businesses that did not use SBDC support.  
Nationally, SBDC assistance resulted in 93,471 jobs created; $7 billion in sales growth; $5.9 billion in capital 
investments; and 14,716 new businesses started.

“SBDC clients give their SBDCs 4.5 out of 5 stars and 92% of SBDC clients recommend their SBDCs to 
other small businesses. With nearly 40 years of expertise, proven ROI and stellar client ratings, it’s clear that 
America’s SBDCs are the nation’s most trusted small business resource,” said Charles “Tee” Rowe, President 
& CEO of America’s SBDC.

America’s SBDC network is a partnership that includes the U.S. Congress, SBA, the private sector, and the 
colleges, universities and state governments that manage SBDCs across the nation.   

SC SBDC Celebrated ‘America’s SBDC Day’ 
on March 21, 2018
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It began with an idea to reach beyond the UofSC student body and teach 
business courses to graduates who either owned or aspired to own a small 
business.  It became a 4 ½ -month workshop that attracted numerous 
alumni who received instruction in topics ranging from business planning 
foundations and financial management to marketing strategies and technology 
commercialization.

The training series was the product of a partnership between the SC Small Business 
Development Centers (SC SBDC) and the University of South Carolina MyCarolina Alumni 
Association.

“The SC SBDC works with faculty and students regularly, but one group we had never targeted were our 
UofSC alumni, so I contacted the Alumni Association,” said SC SBDC State Director Michele Abraham. 

“My Carolina alumni asked repeatedly for business and professional development seminars,” said Victoria 
Montgomery with the My Carolina Alumni Association, “In providing this program we discovered the SBDC was 
a perfect partnership. From start to finish as program collaborators, they were consummate professionals.” 

To determine if there was enough interest to warrant the course series, the Alumni Association sent surveys to 
their extensive alumni network. 

The next step was to develop a training curriculum based on the survey data. To tackle this undertaking 
and ensure the entire series was well-managed, Abraham appointed Earl Gregorich, who at the time was a 
Columbia-based senior business consultant. It was his responsibility to develop the syllabus, find instructors 
and oversee the implementation of the program.

“News about the workshop spread and attracted non-alumni as well,” said Gregorich.  
The curriculum was divided into three overarching categories: Business Planning & Strategy, Marketing & 
Growth Strategies and Operations & Management. Each section consisted of three courses. The training was 
conducted over a 4 ½ -month period at the Alumni Center. Attendees participating in all nine courses received 
a Certificate of Completion and course credit hours.

“I attended all nine classes and the benefits were across the board,” said Dawn Martin, an SC SBDC client and 
future small business owner. “Not only were the instructors and guest lecturers interesting, but the topics were 
also eye-opening and I bonded with my classmates.” 

The courses were taught by Earl Gregorich, Michele Abraham and SC SBDC business consultants Pat 
Cameron, Cheryl Salley, Beth Smith, Jim Wasson and Nancy Williamson. SC PTAC consultant, Scott Bellows 
and other instructors outside the SC SBDC network also taught on key topics such as financial management 
and government contracting.

Organizers and participants alike deemed the workshop a success. “We saw a number of alumni who had 
never connected with our organization prior to these classes, and we got very good responses in surveys 
after,” Montgomery said.

“We are all very pleased with the results of the workshop series. Attendees gave us high marks on the classes 
and most of them have been utilizing private consulting services from the SC SBDC since the program’s 
conclusion,” Abraham said. 

Plans are underway for the next workshop series.

The SC SBDC and My Carolina Alumni 
Association Team-up to Offer Workshop
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In April, 2018, Eduardo Venegas, a business consultant with the Rock Hill Area 
SBDC, worked with the Chester County Chamber of Commerce and York 
County Technical College to organize a workshop called “Strengthening Your 
Business Foundation.” 

Venegas’ strong ties with Chester County organizations give him a unique opportunity 
to serve business owners and entrepreneurs in the rural areas. “The Chester County 
Chamber of Commerce came to me with the idea of creating a workshop for business 
owners,” said Venegas. “After discussing a few ideas we decided to offer a five-part series that 
would give attendees an overview of what it takes to manage a successful business.” 

The workshop, designed to serve new and existing small business owners in Chester County, was held once a 
month from April to August. At each session, a local professional spoke about topics including business planning, 
HR best practices, bookkeeping and taxes, market research, marketing and financing. Initially, Venegas, who lead 
sessions covering market research and marketing, had hoped for 10 participants. By the end of the program, 19 
small business owners had registered and 13 completed all five sessions. 

“York Technical College contributed to the program by offering attendees who completed the series a Small 
Business Management Certificate and continuing education credit,” said Venegas. “On top of that, participants 
were able to compete for one of three $500 market research grants funded by the Chamber of Commerce and 
Winter’s Law Firm.” 

With the success of the pilot program under his belt, Venegas has made plans to organize a session in Lancaster 
for spring 2019. 

As Venegas continues to provide small business owners in the rural areas of Rock Hill with opportunities to 
expand their knowledge through “Strengthening Your Business Foundation,” he plans to restructure the class to 
meet more frequently over a shorter period and to include new topics such as insurance coverage. “We’re excited 
to provide valuable resources to business owners in some of the most rural parts of our state,” said Venegas. “Not 
only are we helping them create a strong foundation for their business, but we’re also seeing participants connect 
with other entrepreneurs in their area to expand their business networks and form valuable relationships.”

Bringing the Foundation of Successful Business to 
Chester County and Beyond
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Rural Strong Expo

Location Sponsored By Colleton Commercial Kitchen

The SC SBDC Supports Rural
 Initiatives Throughout the State

Since 2012, the SC SBDC has been doing its part to implement a robust, 
proactive small business Rural Outreach program in collaboration with the 

SC Department of Commerce that cultivates what the USDA considers the five 
key indicators of rural prosperity:  1) e-Connectivity, 2) Quality of Life, 3) Rural 

Workforce, 4) Technological Innovation and 5) Economic Development.

As a pathway to rural prosperity in South Carolina, the SC SBDC provides resources, 
tools, education and support to build thriving, sustainable rural communities for generations 

to come. Specific rural outreach initiatives include assisting with financial literacy, business 
startups and expansions, access to capital, local food initiatives, technology innovation, 

contracting and e-connectivity. Highlights of some of these initiatives are described below.

BUSINESS EDUCATION

Over a decade ago Ben Smith, a business consultant with the Clemson Area SBDC, 
fostered a collaboration with Will Culler of Clemson University’s College of 
Agriculture & Forestry Life Sciences (CAFLS).

“Our initial goal was to bring FastTrack workshops, which is a national program, 
to small businesses in Upstate South Carolina,” said Smith. “This program is an 
example of the SC SBDC’s commitment to advocating agribusiness by exposing 
them to entrepreneurial and small-business management tools and education.”

In addition, SC SBDC business consultants Jim Johnson, Ben Calhoun, and Ben 
Smith are working closely with Clemson University’s New & Beginning Farmer Program 
(SCNBFP), a special CAFLS initiative focused on providing new and beginning farmers 
the tools, knowledge and skills needed to be successful.

Diana Vossbrinck, the SCNFP Assistant Director, said “Jim Johnson and Ben Smith make very important 
contributions to our program and programming every year, and we are pleased to have an opportunity to introduce 
our participants to the invaluable services provided by the SC SBDC.” 

FOOD INITIATIVES AND ACCESS TO CAPITAL 

Johnson, Calhoun and Smith also serve on the State-Wide Advisory Board and as facilitators on the topics of 
Strategic Positioning & Marketing at the annual New & Beginning Farmer Program. 

This early collaboration spawned interest and additional programs throughout the state. SC SBDC business 
consultants Beth Smith, Ben Calhoun, Jim Johnson, Jill Burroughs, Eduardo Venegas and others became involved 
in programs supporting agribusiness and rural initiatives such as the Fresh Water Coast development project and 
Feeding Innovation. 

The SC SBDC facilitates the Feeding Innovation program created by a partnership between the South Carolina 
Community Loan Fund and Clemson Extension to bring healthy food to underserved communities. Feeding 
innovation includes eight weeks of entrepreneurship and business planning courses where participants craft 
business plans and receive instruction on financial planning, operations management and more. The program 
culminates with participants pitching their ideas to a panel of judges that picks a winner to receive $12,500 in seed 
capital for their business. Several SC SBDC clients have won this competition.
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e-CONNECTIVITY

The SBDC has been working with the SC State University School of Business on assisting small 
agribusinesses through a special technology grant.  “This grant is designed to help agricultural-related small 
businesses create or update their websites. The service is free,” said Jim Johnson, SC State region director. 

FINANCIAL LITERACY

The SC SBDC has worked in numerous rural communities for many years to improve financial literacy and 
help small businesses improve the fiscal management of their operations. The SC SBDC is part of a coalition, 
led by the SC SBA District Office that also includes the USDA, SCORE and the Department of Agriculture. 
Together, these agencies implement the SBA’s Rural Strong program which is aimed at strengthening the 
economic environment in rural South Carolina. The program consists of half-day workshops which are held at 
various locations around the state and offer small business owners the resources they need to flourish.

TECHNOLOGY INNOVATION

The SC SBDC also partners with the Department of Agriculture and its Center for Agricultural Research and 
Entrepreneurship (ACRE). ACRE offers multiple business development tracks that aid entrepreneurs with 
innovative ideas in row crops, aquaculture and agribusiness technology. ACRE also has funded the SC State 
Region SBDC, enabling SBDC consultants to expand workshops and specialty programs offered to small 
companies.

“Our partnership with ACRE has enabled us to reach a wide spectrum of farmers in high need areas,” said 
Johnson. “We also have valuable partnerships with organizations such as Clemson Extension Agribusiness 
and1890 Extension. The SC SBDC leverages all resources in order to support agribusiness owners and rural 
entrepreneurs,”Johnson said. 

SERVING THE RURAL COMMUNITY

The common denominator in all these initiatives is the rural business owner—the innovative and gutsy 
entrepreneur who lives beyond the hub of a major city. “Our SC SBDC has been intentional in our support 
of small rural businesses in order to build sustainable rural economies and we work with local governments, 
chambers and community organizations to achieve this goal,” said SC SBDC State Director Michele Abraham. 

The SC SBDC’s goal is to create thriving communities where people want to live and raise families, and where 
children have a bright future.
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om She may hold degrees in business management and marketing from North Carolina State 

University, but nothing prepared Ann Son for her current position better than working in her family’s 
40 retail dry cleaning locations.

Ann, a second-generation Korean American, 
currently owns Holy City Linen Services, a 
commercial laundry located in Mt. Pleasant, 
SC. Her father, who emigrated from South 
Korea 50 years ago, is still an active part of 
the operation.

“In 2016, my family was looking to expand 
the business, and I knew I wanted to lead 
the effort,” said Son. “I was ready to take on 
a new challenge, and we were ready to grow 
our business enterprise.”

So Son decided the family needed to branch 
out into the commercial side of the business. 

This expansion, however, would require the family to purchase or lease an additional, much larger 
facility. Before taking this next step, Son decided to seek advice from USC Region Director and SC 
SBDC Charleston Area Manager Darrell Jones.

“Mr. Jones helped me prioritize our immediate needs and our 
needs for the future,” said Son. Jones also suggested she focus 
her efforts on finding the money to cover her expansion and 
provided Son with the support she needed to navigate the loan 
process and secure funding.

“I was able to help her evaluate her business plan and make 
improvements,” Jones said. He looked at Holy City Linen Services’ 
financial projections, marketing plan and worked with Son to 
complete applications. With his help, Son obtained three loans 
totaling $915,000. 
“In addition to being the largest facility of its kind in Charleston, 
we are also greener,” said Son. Son’s dry cleaners are the only 100% chemical-free dry cleaners in 
South Carolina. 
With 11 employees currently handling over 550,000 articles of clothing and close to 3 million pounds 
of goods annually, Holy City Linen 
Services is looking to take its 
success beyond the Lowcountry 
and into other underserved 
markets. Her next facility will be 
10 times larger than the current 
and will offer 120 jobs to unskilled 
workers within the community. 
According to Son, “This is truly an 
exciting and groundbreaking time 
to be in the laundry business.”

Green Cleaning in the Holy City

“My local SBDC office 
has helped me set 
challenging, yet attainable
goals and now the sky is 
the limit.”

Ann Son, Owner
Holy City Linen Services

Industry: Dry Cleaning and Textile Restoration 
Challenge:  Client needed help finding lenders 
and applying for loans to fund the expansion of 
her business.
Approach:  Helped client secure three 
loans, analyzed and enhanced business and 
marketing plans.
Results:

• Financing Obtained: $915,000
● Annual Sales: $2.3 million
● Sales Increase: $667,000
● Jobs Created: 11 full-time

Services Provided:
> Business Plan Preparation

> Loan Assistance

> Marketing Strategy

> Strategic Planning

> Access to Resources
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Marine Corps Veteran and Former Sniper Saves Lives
 
“We live in an uncertain world, where active shooter incidents and other threats are consistently in 
the news. Keeping employees safe in these situations must be a top priority for any organization.” 
This credo appears on the landing page of the Ronk Security Solutions’ website and is the personal 

manifesto of 20-year United States Marine Corp 
veteran and Ronk Security Solutions’ company 
founder Orvel Ronk.

“The goal of Ronk Security is to fortify 
organizations by training their employees to 
reduce the risk of, react effectively to and recover 
from a crisis situation,” said Ronk, a Scout/
Sniper and expert in small arms weapons who 
retired from the military in 2001.

In January 2018, Ronk attended the SBDC-
sponsored workshop “Grow Your Business in the 
New Year” which ultimately provided the impetus 
he needed to launch his own security business.

“I believe the SBDC workshop filled-in my 
knowledge gaps,” said Ronk. “The content 
was presented by Earl Gregorich, whom I met 

afterward. That day was a turning point for me and a watershed for Ronk Security Solutions.”

Ronk knew that as a small business owner he would be wearing 
many hats, so he wanted to learn more about back office 
operations, anything to do with bookkeeping, developing a 
business plan and determining a marketing strategy.

That’s where Gregorich pitched-in. “My first suggestion for Orvel 
was to continue attending as many training events as possible. 
With regard to increasing sales, I recommended he focus on 
distinguishing his company from the competition; determine his 
Unique Selling Proposition (USP) and then leverage that at every 
turn,” Gregorich said. That differentiation was a key to Orvel’s 
success.

“I owe a great deal to Earl Gregorich,” said Ronk. “I had my initial consult with him in February 2018. 
Two short months later my company posted an $11,000 profit. I was elated.” 

As for the future, Ronk says that 
he would like to continue what 
he’s currently doing, just on a 
larger scale. “Within the next 
five years my goal is to have a 
presence in all 50 states. My 
base of operations, of course, 
will remain in the great state of 
South Carolina (because there’s 
nothing better than spending a 
day on Lake Murray fishing for 
large-mouth).”

Services Provided:
> Business Plan Preparation

> Marketing Strategy

> Financial Planning

> Cash Flow Management

> Bookkeeping

Industry: Security Training and Risk Mitigation 
Challenge:  Client’s first priority was increasing 
sales. He also needed assistance with creating a 
business plan, understanding basic principles of 
business accounting and developing a marketing 
plan. 
Approach: Analyzed the client’s current 
marketing efforts, developed a strategy employing 
email campaigns and social media and assisted 
client with modifying his business’s Unique Selling 
Proposition (USP).
Results:

• New Business Started
• Capital Formation: $20,000
• Jobs Created: 1 full-time and 1 part-time
• Sales Increase: $11,000 (2-month period

“From the moment I met him at the 
workshop he was presenting, Earl 
Gregorich has been invaluable. No 
matter what I threw at him, he deftly 
handled it. There’s a saying in the 
Corps: Once a Marine Always a Marine. 
I’ll add to that: Once an SC SBDC 
Client Always an SC SBDC Client.”
 

Orvel Ronk, Owner/President
Ronk Security Solutions
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Living a Healthier Life with Naturally Geechee
Five years ago, Tremaine Moore began selling all natural, organic skin and hair care products at the 
Medical University of South Carolina’s (MUSC) farmer’s market. With a passion for living a natural, 
healthy lifestyle and a degree in chemistry, Moore was determined to make Naturally Geechee 
products successful.

Moore, a native of Charleston and a descendant 
of the Gullah Geechee culture, uses her rich 
family history to inspire her company’s name and 
its products. She develops her products using 
ingredients found  to show appreciation for the 
same land to which the Gullah give thanks.

After four years of struggling to keep her 
business afloat, Moore turned to the Charleston 
Area Small Business Development Center 
for help with increasing her profit margin and 
expanding her inventory. Consultants Tom Lauria 
and Robert Jones offered her the guidance 
she needed by determining which price points 
required adjusting. 

“Working 
with the SBDC has taught me so much,” Moore said. “Tom and 
Robert worked with me to figure out where I was losing money 
and how I could adapt my selling style to be more successful. 
The workshops I’ve attended have taught me how to successfully 
operate a business and put me in contact with other small 
business owners.”

When Moore started Naturally Geechee in 2012, she used 
her own money to build an inventory and create her products. 
After working with the consultants, she learned that she would 
need capital to grow her inventory. Fortunately, in 2017, Moore 
received a cash infusion from a family member to expand Naturally 
Geechee.

Since working with the Charleston Area SBDC, Moore has adapted her sales and marketing 
strategies to include eCommerce in addition to her vendor sales throughout the local community. 

She has 
successfully 
secured the 
placement of 
her skin and hair 
care products in 
four boutiques 
from Northern 
Charleston to 
Atlanta.

Industry: Retail Dealer
Challenge:  Naturally Geechee needed to 
improve its cash flow management, marketing 
strategy and obtain capital to grow inventory.
Approach: The consultants reviewed 
Naturally Geechee’s profit margins and 
suggested price point and inventory changes 
to improve overall profitability of the business. 
They also offered accounting and marketing 
strategies to teach the client how to grow her 
business over the next few years.
Results:

• Sales Increase: $25,000
• Jobs Created: 1 full-time 
• Financing Obtained: $50,400
• Sales Increase: $6,800 (<6 months)

Services Provided:
> Entrepreneur Assessment

> Website Development

> Bookkeeping

> Operations

> Financial Planning

“Robert and the SC SBDC have not 
only helped me to grow my business, 
but they’ve taught me skills that will 
enable me to reach new heights. I’m 
thankful for the advice they have 
given me, which will help me take 
Naturally Geechee to the next level.”

Tremaine Moore, Owner 
Naturally Geechee
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“Jordon Construction is a great example of what can happen when a small business identifies an 
opportunity, studies it, makes an action plan and follows it,” said Sherry Pittinger, an SC SBDC 
consultant specializing in government procurement. Pittinger should know. She has been working 
with the Jordon Construction Company (JCC) since 2013, when the nascent general contractor 
first approached the SC SBDC for assistance with the Small Business Administration’s (SBA) 8(a) 
certification application. This SBA program exists to assist small disadvantaged businesses seeking 

to compete for federal contracts. In May 
of 2014, the SBA approved the Jordon 
Construction Company’s 8(a) certification. 
Four months later, the minority-owned 
company was awarded its first government 
contract.

Today, with ongoing support from Pittinger 
and a team of SBDC business consultants, 
the Greenville-based construction firm 
has evolved into a thriving enterprise 
with a portfolio brimming with over 100 
government contracts—a number that is 
constantly growing. 

In 2018, JCC founder and president James 
Jordon, wanted to sustain the positive 

momentum JCC had been enjoying. To achieve this, he and his leadership team began honing a 
long-term, three-pronged growth strategy. 

Pittinger, who continued to play an essential role as 
JCC began the next phase of its development turned 
to Greenville Area Manager and business consultant 
Scott Whelchel for support addressing the client’s 
ambitious strategic goals.

Whelchel facilitated strategy sessions with JCC 
leadership in which he served as a sounding-board, 
identified some of the client’s “blind spots” and offered 
alternative viewpoints.

“Meeting with the SBDC allowed us to talk through 
ideas, getting feedback from different perspectives,” 
said Jordon. 

“The SBDC offers a range of services to 
businesses like Jordon Construction seeking 
to spark a growth spurt, refine their long-term 
business strategy or make inroads into other 
markets,” said SC SBDC State Director Michele 
Abraham.

“It is rewarding to see a business owner like 
James grow so much. Not just in terms of annual 
revenue, but as a leader,” said Whelchel. “As 
an owner of a successful business, James is 
making a lasting impact on the local economy.”

Industry:  Construction
Challenge:  The client aspired to expand revenue 
by increasing the size and quantity of its government 
projects, obtaining 8(a) and HUBZone certifications, 
diversifying its footprint and supplementing federal 
contracts by pursuing commercial contracts.
Approach:  Helped the client obtain its SBA 8(a) and 
HUBZone certifications and recommended it convert 
to a government-approved accounting system. 
Assisted the client with strategic planning including 
pursuing private sector opportunities in specialized 
industries. 
Results:

• Jobs Created: 2 full-time
• Increase in Gross Revenues: 200% 

Commitment and Persistence Pay Off

Services Provided
> Business Plan Preparation

> Strategic Planning

>SBA HUBZone Contracting Certification

> Marketing

> SBA 8(a) Business Development Certification

“Bringing the SBDC 
into our strategic 
planning sessions 
helps us be more 
objective in looking 
at our business, 
and ultimately more 
accountable.”
  James Jordon,   
 President, JCC
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m In 2001, Shanda and Al Allen started Allen Aviation, Inc., as a way to utilize Al’s piloting skills to provide 

Horry County communities aerial surveying and photography services as well as application services 
ranging from pest control to fire suppression. In 
2018, Shanda and Al turned to the South Carolina 
Small Business Development Centers (SC 
SBDC) for assistance with obtaining government 
specialty certifications and competing for disaster 
recovery contracts.

“In the past, we’d been unsuccessful in applying 
for some of the certifications we needed,” said 
Allen. “We really wanted to secure the Woman-
Owned Small Business and the Disadvantaged 
Business Enterprise certifications to help us 
compete for government contracts.”

The Allens wanted to obtain these certifications 
to be eligible to compete amongst a smaller 
pool of businesses for designated government 

contracts. Myrtle Beach Area SBDC consultant and Area Manager Bernita Platt worked with Shanda 
to restructure Allen Aviation in a way that would allow the company to qualify for the certifications. 
“Bernita gave us the instruction we needed and helped with 
restructuring our business to become DBE and WOSB certified,” 
said Allen. “As a result, we’ve been able to win several lucrative 
contracts.”

With the WOSB certification secured, Allen and Platt turned 
their focus toward acquiring the Department of Transportation’s 
Disadvantaged Business Enterprise (DBE) certification. Platt 
worked with Shanda to make sure she was prepared for every 
step of the arduous DBE certification process, from completing 
the correct paperwork to anticipating which questions may be 
asked during the interview.

The certifications Allen obtained allowed her company to compete for new government contracts 
including disaster recovery services. “After Hurricane Florence, we experienced a large amount of 
flooding. Allen Aviation planes were able to provide mosquito population control for the majority of the 
county.”

In addition, Platt helped Allen rework her marketing plan to show the company’s connection to the 
community and 
concern for the 
environment. “We 
take pride in offering 
environmentally 
friendly services to 
our community, and 
Bernita helped us 
reflect that in our new 
marketing plan.”

Industry: Aviation 
Challenge:  Client needed assistance obtaining 
her Woman-Owned and Disadvantaged Business 
Enterprise government certifications; client also 
needed help with creating a new marketing plan.
Approach:  Helped client restructure business 
to obtain certifications and offered guidance 
throughout the process. Worked with client to 
create a new marketing plan to reach target 
audiences. 
Results:

• Government Contract Award: $369,000
• Capital Formation: $54,000
• Annual Sales Increase: $245,000
• Jobs Created: 3 full-time 

Services Provided:
> Government Contracting

> Business Plan Preparation

> Marketing Strategy

> Obtaining Specialty Certifications

A Small Company Reaching New Heights

“I’m so thankful for the guidance 
that Mrs. Platt gave me throughout 
my time working with her. The 
fact that there is a place that will 
help small business owners with 
the big questions that come with 
taking the next step in expanding 
a business is much appreciated.”

 Shanda Allen, Owner
Allen Aviation
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The idea of rustic weddings has been growing in popularity in the last ten years. While planning her 
own wedding, Randi Maynard noticed there was no facility in Greenwood County that catered to this 
market, so she decided to build her own venue.

Her mother, Sheila Rhodes, always had the dream 
of owning her own business but did not know where 
to begin. “The wedding business can be stressful for 
the families but I have been good during stressful 
times and the happy memories far outweigh the 
stress,” Rhodes said.

Together, they envisioned Enchanted Acres, a rustic 
barn with all the conveniences needed to host an 
event. When they required financial support to begin 
construction, they turned to the Greenwood Area 
SBDC for help. 

“From the first day I met Sheila and Randi, it was 
obvious that they were passionate and determined 
to see their dream become a reality,” consultant Ben 
Calhoun said.

After helping them obtain financing, the Greenwood Area team helped Rhodes and Maynard 
develop a business plan, pro forma and marketing strategies. 

“Ben has been an incredible resource,” Rhodes said. “I love that 
he is trying to find out what the small business owners’ needs are 
and is creating workshops tailored to fit those needs.”  

While building Enchanted Acres, Rhodes and Maynard realized 
their wedding venue could be expanded to include other events 
such as family reunions, corporate meetings and private parties. 
With the help of the SBDC they were able to build a beautiful 
4,500-square-foot barn, complete with an entertainment area 
containing a portable stage and bar. It also has a catering prep 
room, high definition sound system, large patio area and an 
outdoor ceremony location.

Enchanted Acres officially opened in August and had two events booked before construction was 
even complete.  “I honestly don’t know if we would have ventured into the business world if it had not 
been for the SBDC. They have been an invaluable resource,” said Rhodes.

Services Provided:
> Business Plan Preparation

> Financial Projections

> Feasibility Analysis

> Marketing

> Commercial Loan Applications

Industry:  Event Venue 
Challenge:  The clients had a dream to 
open an event venue and needed to finance 
construction. The owners consulted many 
different organizations for help, but weren’t 
receiving the help they needed.
Approach:  Worked with the clients on 
their business plan, marketing strategies 
and loan request. The process of writing 
a business plan was key in order to 
implement new marketing strategies.
Results:

• New Business Started
• Capital Funding: $907,000
• Jobs Created: 2 full-time

Creating Their Own Happy Ending

“The SC SBDC really helped lay the 
groundwork for our new business. We were 
both teachers and have never really been in 
the business world. The SC SBDC walked 
us through how to launch our business and 
pointed out necessary decisions and options 
as we were setting up the foundation and 
business plan.”

Sheila Rhodes & Randi Maynard, Owners
Enchanted Acres
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Building a Road to Success
It is a well-known adage to “take the road 
less traveled;” but in Julie W. Ferguson’s 
case, not only did she take it, but she also 
helped build it.

Ferguson has almost 20 years’ experience 
in the construction inspection industry 
under her tool belt. She started out as a 
lab and field technician, and eventually 
worked her way up. Ferguson first reached 
out to the SC SBDC in 2009 when her 
job was on the line and she needed other 
options. In 2012, with the help of the SC 
SBDC, Wilson.Ferguson Associates LLC 
(WFA) was founded.

During their first five years, the SC 
SBDC helped WFA obtain their Women 
Business Enterprise and Disadvantaged 
Business Enterprise certifications in order 
to differentiate the company. 

In 2017, Ferguson was selected to enter 
the Gaining Real Opportunities (GRO) program, an SC Department 
of Transportation and DBE Development Program. In fewer than six 
months Ferguson needed to develop a detailed business plan, so 
she contacted Eduardo Venegas, a consultant at the Rock Hill Area 
SBDC.

With Venegas’s help, Ferguson completed her business plan on 
time. “Eduardo and his team spent countless hours researching 
and developing our business plan. The final product was beyond 
amazing and SCDOT was very impressed,” Ferguson said.

Venegas also was able to help grow Ferguson’s online presence by 
creating a professional website for WFA that links to Google Maps 
and utilizes search engine optimization.

The next step was to strengthen the company’s cash flow. Eduardo 
did a financial analysis and suggested moving their accounts to another bank which actually enabled 

them to secure a 
$150,000 line of credit.

Today, WFA continues 
to build a bigger, better 
business. Ferguson is 
currently in the process 
of competing directly to 
be the prime consultant 
on a government 
contract. She hopes to 
win this project in 2019.

Services Provided:
> Needs Assessment

> Business Operations

> Licensing & Permit Acquisition

> Marketing

> Business Plan Preparation

> Website Development

Industry: Roadway and Bridge Construction 
Inspection
Challenge:  Client first approached the SC SBDC 
in 2009 when her job was in jeopardy. In 2012, she 
needed assistance launching and differentiating her 
business. Five years later, she needed help qualifying 
and applying for DOT’s GRO program. Recently, 
client had cash flow problems, wanted a stronger web 
presence, needed support competing as a DOT prime 
contractor and hoped to expand in the private sector.
Approach:  Helped client obtain SBE, WBE, DBE; 
prepared a business plan to meet DOT’s GRO 
program requirements; developed a three-year growth 
plan; built a website and online presence; suggested 
client change banks and secure a higher line of credit. 
Encouraged client to compete as a prime contractor 
for DOT contracts and pursue private sector business.
Results:

• Total Annual Sales: $1,000,000
• Sales Increase: $651,378
• Capital Formation: $410,000
• Jobs Created: 3 full-time

“Eduardo has been helping with the 
success of my business since March 
2017. I have sought his assistance on 
a regular basis from website design to 
developing proposals. He has been a 
tremendous asset to WFA and I have 
recommended him and the SBDC at 
Winthrop to many colleagues wanting 
to start their own business.”

    Julie Ferguson, Owner and CEO
Wilson.Ferguson Associates, LLC
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“Bill, I’d like to congratulate you on the $200,000 investment from SCRA’s SC Launch program that will help build-out 
your software development team and hire key business development staff. I clearly remember back to the beginning 
of our journey in 2015 when I assisted you with your pitch deck. It may have taken a long time to get where we 
are today, but I hope you’ll agree it was worth it.”  This message was sent from Dr. Jim Wasson, a technology and 
commercialization consultant with the South Carolina Small Business Development Centers (SC SBDC), to his client 
Bill Harley nearly two years after their first meeting. 

In Harley’s initial consultation with Wasson, he 
shared his idea for a rugged, lightweight tablet with 
keyboard and an assortment of sensors that would 
enable physicians to conduct patient examinations 
remotely. Over the course of 24 months, Wasson 
did whatever it took to help Harley in his endeavor 
to bring his prototype to market. Introduced as a 
Mobile Telemedicine Exam Kit, Harley’s device is the 
flagship product sold by Zeriscope™, the company 
Harley helped found. 

“These are exciting times,” said Wasson, who 
helped Zeriscope CEO and Co-founder Bill Harley 
develop proposals and a presentation which led to 
the $200,000 SCRA investment. “Bill and the entire 
Zeriscope team are on the frontlines of telemedicine, 
a new frontier in health care. I’m proud to be 
associated with such a dedicated and visionary 
group of innovators.”  

Zeriscope’s Mobile Telemedicine Exam Kit also 
garnered 

the attention of the U.S. Army Medical Center who awarded the company a 
$180,000 research and development contract.  Harley said that much of the 
kit’s appeal, particularly to the military medical community, is its simple design 
and affordability. 

While telemedicine tools have been in place for years, adoption of the 
technology has been slow due to high upfront costs, implementation 
challenges and regulatory issues. However, as Bill Harley is quick to point out: 
“The Zeriscope Mobile Telemedicine Exam Kit addresses those obstacles.”

Zeriscope President and co-founder Dr. Robert Adams, a neurologist at the 
Medical University of South Carolina (MUSC) and a leader of its tele-stroke 
network, agrees with Harley’s assessment. “The low-cost, portable Zeriscope 
system opens up a new universe of applications across numerous healthcare 
models and practices,” said Adams.  

The two-year gestation period it took to 
fully develop the Mobile Telemedicine 
Exam Kit appears to be time well 
invested. Within months of its public 
debut, the product generated $95,000 
in revenue for Zeriscope. “It’s thrilling 
to witness the success of our product,” 
Harley said. “More importantly, 
however, it’s creating jobs. To keep 
pace with demand, we’ve already 
added six employees to our staff. We 
hope that number continues to grow.”

Services Provided:
> Grant Application Assistance

> Proposal Development

> Technology Commercialization

> Product Research and 
   Development

> Networking

“Jim has always made 
himself available to us 
and he has been a great 
resource regarding SBIR 
funding. He also made 
introductions to software 
developers at one point for 
which I am grateful.”

Bill Harley CEO and 
Co-founder

Zeriscope 

Industry: Medical Devices 
Challenge:  Required assistance understanding grant/
loan programs, identifying which option to pursue and 
preparing applications.
Approach:  Conducted an initial assessment to better 
understand the company, its products, vision and how 
it intended to utilize any capital obtained. Explained 
the various business loan and equity financing 
programs available and suggested which options the 
client should pursue. By offering a technology-based 
business solution that will help advance the state’s 
innovation economy, the company was able to apply 
for a South Carolina Research Authority (SCRA) loan.
Results:

• US Army Medical Center Award: $180,000
• SCRA Loan: $250,000
• Capital Formation: $284,000
• Jobs Created: 6 full-time
• Increase in Gross Revenue: $95,000

Whether nearby or remote, telemedicne requires zeriscope™



Part of the SC SBDC’s mission is to make vital training available to small business owners at a 
reasonable cost. In 2018, more than 1,945 entrepreneurs attended one of the 191 different series 
offered by SC SBDCs across the state. Some of the most popular training events were: 

- Steps to Starting a Business 
- Strengthening Your Existing Business
- Government Contracting 
- Boots to Business Vetrepreneurs
- IRS Tax Workshop
- Technology Commercialization  

Each center maintains a list of its upcoming training events at SCSBDC.com.  
Click on the Training Events tab to view all educational opportunities.

- QuickBooks
- Website and SEO Training
- Marketing Your Small Business 
- Get Your Business on Google Maps
- NxLevel for Existing Businesses
- Financing Your Small Business

Training Events 
The SC SBDC offered 191 training events in 2018.
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to the generous sponsors of our  2018
annual statewide conference.

thank you

Page 20

The Citadel
Coastal Carolina University
Florence-Darlington Technical College

Newberry College
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