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uccessLink - Business Success beyond the Business 

Plan: Evaluation of the SuccessLink Program is 

essential reading for every microenterprise 

development program in the country truly interested in 

realizing their full potential, and for every development activist and analyst skeptical of the 

potential of small scale entrepreneurship to change the economic status of low-income women. 

The concisely written report describes a dedicated and disciplined multi-year process of continuous 

program innovation, learning, improvement and rigorous evaluation that establishes beyond a 

reasonable doubt the effectiveness of well-crafted continuing business services in increasing 

business and personal skills, income and assets.  Throughout it demonstrates a balance of hard 

business logic and sensitivity to softer but no less real personal and emotional dimensions of 

business development.  It is as impressive in its appreciation of the particular needs of immigrant, 

Spanish-speaking and disabled women as it is to hard-nosed efficiency and effectiveness which 

resulted in focused support and fee-for-service implementation. SuccessLink goes well beyond 

most research studies in providing practical lessons and advice.  This report and the experience 

refƭŜŎǘŜŘ ƛƴ ƛǘǎ мр ǇŀƎŜǎ ƛǎ ŀ ǘŜǎǘŀƳŜƴǘ ǘƻ ǘƘŜ ƭŜŀŘŜǊǎƘƛǇΣ ƛƴƴƻǾŀǘƛƻƴ ŀƴŘ ǇƻǿŜǊ ƻŦ ²ƻƳŜƴΩǎ 

Initiative, and the potential of non-profit institutions to change the economic prospects of low-

income women. 

Robert Friedman is General Counsel, Founder and Chair of the Board of Corporation for Enterprise 

Development (CFED)  

S INTRODUCTION BY 

ROBERT FRIEDMAN 
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ehind any successful business, there is a talented, hard-

working entrepreneur with a great service or product 

that satisfies a need in the market. But it takes more 

than potential and passion to turn a great idea into a thriving 

business. Certainly a business plan provides a good foundation 

to launch and grow a small business. But it is just that: a 

starting point. Many knowledgeable and smart people with 

great business plans fail to achieve business stability. It is 

common knƻǿƭŜŘƎŜ ŀƳƻƴƎ ǎƳŀƭƭ ōǳǎƛƴŜǎǎ Ŏƻƴǎǳƭǘŀƴǘǎ ǘƘŀǘ άŦŀƛƭǳǊŜ ǘƻ ƛƳǇƭŜƳŜƴǘέ ƛǎ ƻƴŜ ƻŦ ǘƘŜ 

major reasons businesses do not get off the ground, even with a good plan. 

²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŎƭƛŜƴǘǎ ŀǊŜ ƴƻ ŘƛŦŦŜǊŜƴǘ ŦǊƻƳ ƻǘƘŜǊ ŀǎǇƛǊƛƴƎ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ƛƴ ǘƘŜƛǊ ƴŜŜŘ ŦƻǊ 

ongoing technical assistance and support as they get their businesses off the ground or grow 

existing businesses. Thousands of business owners struggle to make the connections and find the 

resources they need to act on their business plan. Over the course of two decades of working with 

low-income women entrepreneurs, we have found that most of our clients lack some of the 

resources, connections, and know-how to turn their business plan into a thriving business. That is 

why teaching our clients how to develop a comprehensive business plan is only the first step. Even 

well beyond the startup phase, existing businesses need guidance to design and implement 

subsequent stages of businessτin other words, to take their businesses to the next level. For all 

these reasons, business support services are increasingly becoming the linchpin of our work. We 

provide a full menu of support services to help entrepreneurs at every stage of their microbusiness 

growth.  

¢ƘŜ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ǘǊŀƛƴƛƴƎ ŎƻǳǊǎŜΣ {ƛƳǇƭŜ Steps/Paso a Paso, moves clients from 

entrepreneurial readiness to business plan completion. In addition to the technical fundamentals of 

starting and running a business, such as marketing and financial management, our curriculum 

includes topics on personal empowerment, addressing both the intellectual and emotional sides of 

entrepreneurship, which are just as essential to business success as cash flow and competition 

assessment. Because women face unique issues as business owners, whether it is underpricing 

their product or service or juggling work and family priorities, our curriculum addresses these 

aspects of launching and running a business. Our comprehensive training builds skills and 

confidence in all areas necessary to effectively run and grow a business. We believe that 

participatory adult learning methodology is the best way to produce results. Our core values are 

integrated at every level of our training and are based on fundamental beliefs in the strength and 

potential of the women in our classrooms.  

Lƴ hŎǘƻōŜǊ нллсΣ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ƭŀǳƴŎƘŜŘ ƻǳǊ Ǉƻǎǘ-graduate program, SuccessLink. SuccessLink 

provides ongoing support to clients who have graduated from our 10-12 week business plan 

training course, Simple Steps/Paso a Paso. Many of our graduates have extremely limited access to 

the social and economic resources ς above and beyond intelligence and planning ς that are critical 

B EXECUTIVE 
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to business success including access to capital, powerful networks, consultations with business and 

legal experts and executive coaching. As our clients work to start-up their businesses after 

graduation, many suffer from feelings of isolation and are looking for the support of a community 

as well as access to networks and markets. 

 Our latest analysis confirms that clients accessing our SuccessLink 

services are achieving high rates of business and asset growth and 

economic self-sufficiency. In the two years since launching 

SuccessLink, we have collected pre-training and post-training data on 

a random sample of 144 engaged SuccessLink members. The 

graduates who access SuccessLink services represent a subset of our 

client population who are on the brink of starting or expanding their 

businesses but need additional support beyond their business plan. 

Although our clients generally face multiple social and economic 

barriers, we have found that the clients who seek our ongoing 

support are typically struggling with even greater disadvantages. 

They tend to be older than our other clients, have lower incomes and 

lower rates of economic self-sufficiency and are more dependent on 

public assistance. They are more likely to have a disability, have less formal education and have 

more children on average. At the same time, these clients also showed high entrepreneurial 

potential, as demonstrated by their high rates of business ownership (in comparison to our client 

average) and relatively high earnings from self-employment before training. With the additional 

support they receive through SuccessLink, we have seen: 

Engaged SuccessLink members achieve economic self-sufficiencyς The self-sufficiency1 rate for 

these clients increases from 13% before training to 44%. 

Engaged SuccessLink members start and grow businesses ς The majority of these clients owns a 

business, and they increase their average annual profits from $103 before training to $8,926. 

Engaged SuccessLink members build assets ς These clients grow their average business equity 

nearly fifteenfold, from $425 before training to $6,703 and triple their total average non-business 

household, from $9,118 before training to $28,548. 

  

                                                                 
1 In contrast to the federal Poverty Level, the Self-Sufficiency Standard was developed by the Insight Center 

for Community Economic Development to reflect the cost of housing, child care, food, healthcare, 

transportation and miscellaneous costs, and it accounts for the varying costs of children by age as well as 

regional price differences. 
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This paper has been written to share with microenterprise organizations. Microenterprise service 

providers can expect to learn: 

Ongoing support needs of microentrepreneurs ς Access to capital, just-in-time learning, powerful 

networks, and executive coaching are the key to business success. 

Tips on reaching out to and meeting the needs of Spanish speakers ς Contact Spanish speakers by 

telephone rather than e-mail. Offer additional computer skills training and make the function of 

business coaching clear. 

More services do not always mean more benefits ς A limited amount of structured services can be 

more effective than an open door policy. Paying for services can be empowering.  

The importance of community ς Starting a business can be extremely isolating. Peer groups can 

provide a meaningful opportunity for microentrepreneurs to learn to help each other. 
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ƻǊ ǘǿŜƴǘȅ ȅŜŀǊǎ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŦƻǊ {ŜƭŦ 9ƳǇƭƻȅƳŜƴǘ 

has provided business management training and support 

in the San Francisco Bay Area. We are a nationally 

recognized non-profit organization providing high-potential, 

low-income women with business plan training, technology 

training, technical assistance, financing services, support for self-esteem development and access 

to markets and circles of influence which help them start and grow businesses. We offer 

microenterprise development programs that are specifically designed for low-income women and 

directly address the diverse needs of both our English- and Spanish-speaking clients.  

SERVING WOMEN WITH MULTIPLE BARRIERS 

In order to be eligible for our services, our clients must qualify as low-income. One-third of clients 

are living below the federal poverty level at the time they come to us. More than eight in ten (83%) 

are women of color and approximately two in five (39%) receive services in Spanish. Many clients 

face other economic challenges: one in five is a single parent; nearly one in four (24%) clients 

reports having a disability and many more have disabilities that are undiagnosed; and more than 

one-third (35%) have 12 or less years of formal education.  

BUSINESS PLAN TRAINING: THE FIRST STEP TO SUCCESS 

¢ƘŜ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ǘǊŀƛƴƛƴƎ ŎƻǳǊǎŜΣ {ƛƳǇƭŜ {ǘŜǇǎκtŀǎƻ ŀ tŀǎƻΣ ƳƻǾŜǎ ŎƭƛŜƴǘǎ ŦǊƻƳ 

entrepreneurial readiness to business plan completion. In addition to the technical fundamentals of 

starting and running a business, including marketing and financial management, our curriculum 

includes topics on personal empowerment, addressing both the intellectual and emotional sides of 

entrepreneurship, which are just as essential to business success as cash flow and competition 

assessment. Because women face unique issues as business owners, whether it is valuing their 

product or service sufficiently or juggling work and family priorities, our curriculum addresses these 

aspects of launching and running a business. Our comprehensive training builds skills and 

confidence in all areas necessary to effectively run and grow a business. We believe that 

participatory adult learning methodology is the best way to produce results. Our core values are 

integrated at every level of our training and are based on fundamental beliefs in the strength and 

potential of the women in our classrooms.  

PROGRAM INNOVATIONS AND EXPANSION 

²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ƛǎ ŎƻƳƳƛǘǘŜŘ ǘƻ ǎŜǊǾƛƴƎ ƳƻǊŜ ǿƻƳŜƴ ŀƴŘ ǎŜǊǾƛƴƎ ǘƘŜƳ ōŜǘǘŜǊ ǘƘǊƻǳƎƘ ŀ 

scalable organizational structure and ongoing program innovation, providing both the sustainability 

and flexibility necessary to accommodate diverse client needs as we expand into new regions.  

F THE WOMEN’S INITIATIVE 

PROGRAM 
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1988 - ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ƭŀǳƴŎƘŜŘ ƛǘǎ ƳƛŎǊƻŜƴǘŜǊǇǊƛǎŜ ŘŜǾŜƭƻǇƳŜƴǘ ǇǊƻƎǊŀƳ ƛƴ {ŀƴ CǊŀƴŎƛǎŎƻ ŀƴŘ ǿŀǎ 

incorporated as a nonprofit organization.  

1990 - We established our Revolving Loan Fund to provide microloans to our clients and launched the 

Alternativas para Latinas en Autosuficiencia (ALAS) program to provide our services in Spanish. ALAS is the 
first program of its kind in Northern California.  

1993 - We launched our first East Bay program site in downtown Oakland.  

1997 - We established our Individual Development Accounts (IDA) program through the Bay Area IDA 

Collaborative.  

2001 - ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ǿŀǎ ŀǿŀǊŘŜŘ ǘƘŜ tǊŜǎƛŘŜƴǘƛŀƭ !ǿŀǊŘ ŦƻǊ 9ȄŎŜƭƭŜƴŎŜ ƛƴ aƛŎǊƻŜƴǘŜǊǇǊƛǎŜ 

Development.  

2003 - We integrated Personal Empowerment Coaching (PEP) into the Business Plan Training Course. 

¢ƘŜ ǇǳǊǇƻǎŜ ƻŦ t9t ƛǎ ǘƻ ŦŀŎƛƭƛǘŀǘŜ ƻǳǊ ŎƭƛŜƴǘǎΩ ǇǊƻŎŜǎǎ ƻŦ ŀƭƛƎƴƛƴƎ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ Ǿƛǎƛƻƴ ǿƛǘƘ ǘƘŜƛǊ ǇŜǊǎƻƴŀƭ 
values. PEP addresses internal hurdles ς beyond hard business skills ς such as time-management strategies 
ŀƴŘ ŦŜŀǊ ƻŦ ŀōǳƴŘŀƴŎŜ ŀƴŘ ǎǳŎŎŜǎǎΦ hǳǊ ŎƭƛŜƴǘǎ ƭŜŀǊƴ ǘƻ άǿŀƭƪ-the-ǿŀƭƪέ ƻŦ ŘŜŦƛƴƛƴƎ ŀƴŘ ōŜƛƴƎ ǘƘŜ ƪƛƴŘ ƻŦ 
successful entrepreneurs they want to be.  

2004 - We welcomed a new board of directors who have taken on broad ownership and responsibility 

for the organization.  

2005 - We fully integrated technology into our Spanish language services and built a new curriculum 

with extensive emphasis on participatory adult learning methodology.  

2006 - We began SuccessLink which propels our graduates into more mature businesses and business 

success.  

2008 - ²Ŝ ƭŀǳƴŎƘŜŘ ƻǳǊ aŀǊƛƴ /ƻǳƴǘȅ ŀƴŘ /ƻƴǘǊŀ /ƻǎǘŀ /ƻǳƴǘȅ ²ƻƳŜƴΩǎ .ǳǎƛƴŜǎǎ /ŜƴǘŜǊǎΣ ƻǳǊ {ŀƴ 

Jose site, and our first classes in San Mateo County. We have also begun piloting FasTrack, a program for 
SuccessLink members with industry-specific curricula.  

Notes from the field: Originally Personal Empowerment Coaching was led by a guest facilitator. But in order for these 
sessions to be effective, we found that our clients needed an atmosphere of familiarity and trust that only their regular 
trainer could create. Now the Business Plan Trainers facilitate PEP and we have integrated these workshops into the 

regular Business Plan Training Course curriculum. 
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ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŦƛǊǎǘ ōŜƎŀƴ ǇǊƻǾƛŘƛƴƎ ƻƴƎƻƛƴƎ 

support and technical assistance through our 

Business Support Services program (BSS). BSS was 

open to graduates of the 20-session business plan training 

course, Simple Steps to Business Success2, which encompasses 

the fundamentals of marketing and financial management as 

well as personal empowerment.  

When originally created, BSS offered graduates access to 

unlimited services at no charge. Services included: one-on-one 

technical assistance and consultations; one-on-one coaching, with a commitment to a series of 

sessions after an initial assessment; monthly drop-in check-ins with other graduates; and sporadic 

workshops and seminars. 

In 2005, during review of our programming efficiency and effectiveness, we identified several areas 

for improvement. We found that a minority of clients were utilizing the majority of the consultation 

ǎŜǊǾƛŎŜǎΦ aŀƴȅ ŎƭƛŜƴǘǎ ǿŜǊŜ ǎŜŜƪƛƴƎ Ŏƻƴǎǳƭǘŀǘƛƻƴǎ ǿƛǘƘ ǎƛƳƛƭŀǊ ǘƻǇƛŎǎΦ ¢ƘŜ άƻǇŜƴ ŘƻƻǊέ ǇƻƭƛŎȅ ƭŀŎƪŜŘ 

structure. At the same time, clients were not seeking assistance from other agencies and seemed 

ǘƻ ǊŜƭȅ ƻƴ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŦƻǊ ŀƭƭ ƻŦ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ǘǊŀƛƴƛƴƎ ƴŜŜŘǎΦ Lƴ ǘƘŜ ŎŀǎŜ ƻŦ ƻǳǊ {ǇŀƴƛǎƘ-

speaking clients this was often due to the lack of public services and legal council for Spanish-

speaking microentrepreneurs. Ultimately, client business growth appeared to plateau. We 

concluded that a post-graduate program is important for business success but that the benefits do 

not continue in a linear fashion with unlimited hours of service. Furthermore, we decided that the 

individual elements of the post-graduate program should be revamped and strengthened. 

DEVELOPMENT OF THE SUCCESSLINK PROGRAM  

In 2006, together with graduates, we designed a full program of support services entitled 

SuccessLink which assists clients as they take their businesses to new levels of success. The core 

goal of SuccessLink is to link graduates to each other, to experienced and influential women in 

business, to other business resources and to new markets. We also offer relevant consultations, 

coaching and continuing education through seminars. We now require that members make an 

investment in themselves and their businesses through the SuccessLink membership fee. This is 

ǾŜǊȅ ŘƛŦŦŜǊŜƴǘ ŦǊƻƳ άǊŜŎŜƛǾƛƴƎέ ǎŜǊǾƛŎŜǎ ƛƴ ŀ ǎƻŎƛŀƭ ǎŜǊǾƛŎŜ ŎƻƴǘŜȄǘΣ ǿƘƛŎƘ ǎƻ Ƴŀƴȅ ƻŦ ƻǳǊ ŎƭƛŜƴǘǎ ŀǊŜ 

familiar with. Paying a fee for services is an empowering experience for our clients. 

  

                                                                 
2 Business management training in Spanish is offered through PASO A PASO 

W BUSINESS SUPPORT 

SERVICES BEYOND THE 

BUSINESS PLAN: HISTORY 

AND ASSESSMENT 
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ELEMENTS OF SUCCESS  

SuccessLink was launched at our all-day Business Conference in October 2006. The new 
membership program for graduates of the business plan course provides a menu of services in a 
structured context.  

SuccessLink provides essential business support beyond the business 
Ǉƭŀƴ ōȅ ǇǊƻǾƛŘƛƴƎ ²ƻƳŜƴΩǎ Lƴitiative graduates access to volunteer 
ōǳǎƛƴŜǎǎ ƭŜŀŘŜǊǎ όƻǳǊ Ψ/ƻƴƴŜŎǘƻǊǎΩύΣ ƴŜǿ ƳŀǊƪŜǘǎΣ ōǳǎƛƴŜǎǎ ǊŜǎƻǳǊŎŜǎΣ 
and peer advisory groups, as well as additional technical assistance.  

ά I very much enjoyed the Connect Event and it was a boost for my business mind. 
The advice I received is invaluable to me. I learned how to strengthen my sound bite by not being afraid to 
really put myself out there and engage as the person I am. I received surprising financial information and met 
a probable client. Thanks for all the wonderful organizational ǿƻǊƪ ȅƻǳ ŘƻΦέ 

---Ora Hatheway, SuccessLink Member 

 

Intake consultation: a goal planning session to identify client needs and help 
clients prepare a plan of action. 

Monthly action groups: a facilitated peer advisory group for goal setting 
and accountability.  

Monthly Seminars and workshops: technical assistance and support on 
commonly needed topics.  

One-on-one consultations: individualized technical assistance.  

One-on-one coaching: support with personal growth areas necessary for 
success.  

Tradeshows: marketing opportunities.  

An annual business conference: a day of hands-on skill building, networking, 
and inspiration (open to all clients and potential clients, regardless of 
SuccessLink membership). 

Connect events: introduce our graduates and their businesses to new 
markets and opportunities through relationships with Business Connectors. 

Office Hours: access to business experts through topic-specific individual 
consultations gives clients and business connectors an opportunity to 
interact and learn from each other 

 

Notes from the field: Our 
volunteer Business 
Connectors are an essential 
element of the SuccessLink 
program. Connectors are 
business professionals from 
various industries who 
volunteer to provide support 
and resources to our clients 
and their businesses. They 
believe in helping strong and 
talented lower-income 
women and understand of 
the challenges of starting a 
business in the Bay Area. 
Connectors help clients 
obtain the services they need 
in key business areas such as 
accounting, marketing and 
management. Business 
Connectors are mentors. 
They share their knowledge 
and expertise with clients at 
our networking events, lead 
seminars and workshops, and 
coach and consult clients. 
With the support of our 
business connectors we are 
able to offer our clients a 
menu of business and 
professional development 
services that are usually only 
accessible to high earning 
professionals. In 2008 our 
costs for the SuccessLink 
program were $1,213 per 
client. 
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ur comprehensive outcome evaluation research 

allows us to continually improve our programs 

as well as to demonstrate the effectiveness and 

appropriateness of the services we provide to our clients. 

SincŜ мффуΣ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ Ƙŀǎ ōŜŜƴ ŎƻƴŘǳŎǘƛƴƎ 

outcome evaluation surveys with clients to learn about their experiences after the program. We 

ǎǘǳŘȅ ƻǳǊ ŎƭƛŜƴǘǎΩ ƘƻǳǎŜƘƻƭŘ ƛƴŎƻƳŜ ŀƴŘ ŀǎǎŜǘǎΣ ōǳǎƛƴŜǎǎ ǎǘŀǘǳǎ ŀƴŘ ŦƛƴŀƴŎŜǎΣ ŎƻƳƳǳƴƛǘȅ 

leadership and business practices, as well as their confidence in their knowledge, skills and access 

to resources.  

The findings in this report are based on data collected on 486 of our clients before and after they 

ǇŀǊǘƛŎƛǇŀǘŜŘ ƛƴ ǘƘŜ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ŎƻǳǊǎŜ ŦǊƻƳ hctober 2000 to May 2007. 

Before training, intake data is gathered through a written questionnaire and support 

ŘƻŎǳƳŜƴǘŀǘƛƻƴ ǎǳōƳƛǘǘŜŘ ōȅ ŎƭƛŜƴǘǎ ǿƘŜƴ ǘƘŜȅ ŦƛǊǎǘ ŎƻƳŜ ǘƻ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΦ ¢ƘŜ ƛƴǘŀƪŜ Řŀǘŀ 

ǇǊƻǾƛŘŜǎ ƛƴŦƻǊƳŀǘƛƻƴ ƻƴ ƻǳǊ ŎƭƛŜƴǘǎΩ ǎƛǘǳŀǘƛƻƴ ōŜŦƻre they access any of our services. After 

participating in our program (entrepreneurial readiness, business plan training and, possibly, the 

post-graduate program), outcome data is gathered through one-on-one interviews completed each 

year with a random selection of women one to five years after participation in the business plan 

training course.  

In investigating the outcomes of our post-graduate program, we are interested in SuccessLink 

engagement rather than just SuccessLink membership, which may or may not reflect utilization of 

post-graduate services. In order to analyze the relationship of outcomes with participation in the 

SuccessLink program, we have defined engaged SuccessLink members as those who have accessed 

four or more hours of SuccessLink services. Four hours of SuccessLink represent, for example, 

approximately two hours of one-on-one technical assistance and one seminar. We consider 

approximately 30% of the women who participated in our business management course from 

October 2000 to May 2007 to be engaged SuccessLink members because they have accessed four 

or more hours of SuccessLink services.  

CǊƻƳ ǘƘŜ ǇƻǇǳƭŀǘƛƻƴ ƻŦ мΣтфл ŎƭƛŜƴǘǎ ǿƘƻ ǇŀǊǘƛŎƛǇŀǘŜŘ ƛƴ ǘƘŜ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ .ǳǎƛƴŜǎǎ tƭŀƴ 

Training Course from October 2000 to May 2007, 1,234 clients were randomly sampled for follow-

up interviews after training. Of these women, 486 (39%) responded. Of the 486 clients who 

responded, 144 were engaged SuccessLink members at the time of the interview. These women 

ƘŀŘ ǇŀǊǘƛŎƛǇŀǘŜŘ ƛƴ ǘƘŜ ²ƻƳŜƴΩǎ Lƴƛǘƛŀtive Business Plan Training Course an average of 28 months 

before the outcome interview. 

Comparisons of means have been conducted for engaged SuccessLink members before and after 

training in order to investigate changes experienced by engaged SuccessLink members after 

receiving services. Statistical tests have been conducted to determine the range within which the 

population average is likely to lie (the 95% confidence interval for the means). These are included 

in an appendix to the report which can be requested by contacting Elizabeth de Renzy 

O RESEARCH DESIGN 

AND METHODOLOGY 
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ederenzy@womensinitive.org .  When the confidence intervals for two groups overlap, it cannot be 

assumed that differences between group means are statistically significant. In addition, regression 

analysis has been used to model the relationship between the length of time a client has been 

engaged in SuccessLink and key outcome variables such as household income, assets, business 

equity and profits. Statistical tests have been used to test the null hypothesis that there is no 

relationship between the length of time a client has been an engaged SuccessLink member and the 

key outcome variables ς a rejection of the null hypothesis indicating, in this case, that the length of 

time a client has been engaged in SuccessLink is in fact positively related to her household income. 

These statistics are also included in the appendix. 

Because our highest priority is to serve the women who come to us for support, we do not 

randomly assign the women who come to us to training/no training groups (i.e. we do not compare 

an experimental group with a control group). As such, we cannot rule out the possibility that the 

women who choose to participate in the Business Plan Training Course and SuccessLink post-

graduate services differ ς in regard to certain success factors ς from those who choose not to 

participate ( i.e. have greater or less business readiness, motivation, confidence, family support, 

etc.). Indeed, there is some indication that the SuccessLink members interviewed do differ from 

our general client population ς even before becoming engaged SuccessLink members ς constituting 

a special subset of clients. For example, engaged SuccessLink members are slightly older than our 

average client. We have therefore decided not to attempt to compare the outcomes of our 

SuccessLink members to those of our clients who have not become engaged SuccessLink members. 

Instead, we have focused on comparing engaged SuccessLink members with themselves before and 

after training in order to measure changes that these clients experience after becoming engaged 

SuccessLink members and have used regression analysis to model expected changes in outcomes 

over time. 

PROFILE OF ENGAGED SUCCESSLINK MEMBERS 

Since its ōŜƎƛƴƴƛƴƎ ƛƴ мфууΣ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ Ƙŀǎ ǎŜǊǾŜŘ ƳƻǊŜ ǘƘŀƴ мтΣллл ǿƻƳŜƴΦ ¢ƘŜǎŜ ǿƻƳŜƴ 

ƘŀǾŜ ŜȄǇƭƻǊŜŘ ƴŜŀǊƭȅ нлΣллл ōǳǎƛƴŜǎǎ ƛŘŜŀǎ ǳǎƛƴƎ ǘƘŜ ǎƪƛƭƭǎ ƭŜŀǊƴŜŘ ƛƴ ǘƘŜ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ 

business management course. Some of these women have achieved remarkable business success, 

while others have faltered, ultimately failing to start a viable business.  

Despite high motivation, entrepreneurial aptitude, and skills in a particular craft or service, low-

income women often face an array of obstacles when trying to launch a business and reach their 

potential as entrepreneurs: limited education or opportunity, lack of start-up capital and poor 

credit, undeveloped business skills, few computer skills, competing family responsibilities, and 

limited access to markets and expertise. The immigrants we serve may face additional barriers, 

including a lack of understanding of business regulations, a lack of cultural knowledge necessary for 

product development and marketing, and language skills. Above all, women must overcome issues 

of self-confidence and self-ŜŦŦƛŎŀŎȅ ǘƘŀǘ ƛƳǇŀŎǘ ǘƘŜƛǊ ŀōƛƭƛǘȅ ǘƻ ōǳƛƭŘ ŀƴŘ ƎǊƻǿ ŀ ōǳǎƛƴŜǎǎΦ ²ƻƳŜƴΩǎ 

Initiative bridges the gap by working with our clients to overcome these barriers. 

mailto:ederenzy@womensinitive.org
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! ƳƛƴƻǊƛǘȅ ƻŦ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŎƭƛŜƴǘǎ ŀǊŜ ŀōƭŜ ǘƻ ǘŀƪŜ ǘƘŜƛǊ ōǳǎƛƴŜss 

plan and successfully implement it without further support from 

²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ƻǊ ŀƴƻǘƘŜǊ ōǳǎƛƴŜǎǎ ǎŜǊǾƛŎŜ ƻǊƎŀƴƛȊŀǘƛƻƴΦ ¢ƘŜǎŜ 

women are able to find and assemble on their own the financing, 

support networks, and ongoing professional development they need for 

business success. The majority of our clients, however, need our 

ǎǳǇǇƻǊǘ ƛƴ ƻǊŘŜǊ ǘƻ ōǊƛƴƎ ǘƘŜǎŜ ǇƛŜŎŜǎ ǘƻƎŜǘƘŜǊΦ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ 

focuses on the needs of traditionally underserved groups including 

minorities, immigrants, and Latinas. The socioeconomic circumstances 

ƻŦ Ƴƻǎǘ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŎƭƛŜƴǘǎ ƘŜƭǇ ŜȄǇƭŀƛƴ ǿƘȅ Ƴŀƴȅ ƻŦ ƻǳǊ ŎƭƛŜƴǘǎ 

cannot access the financing, support and training needed for ongoing 

business success. This is the role of SuccessLink: to link women to the 

components of business success which all entrepreneurs need but 

which they may not be able to access on their own. 

Our engaged SuccessLink members are a subset of our client population 

who are on the brink of starting or expanding their businesses but need 

additional support beyond the business plan to do so. Although our 

clients generally face multiple social and economic barriers, we have 

found that the clients who seek our ongoing support are typically 

struggling with even greater disadvantages. Engaged SuccessLink 

members are two years older than our other clients, starting the 

program at the age of 39 on average. They report having one year less 

formal education than our other clients, averaging just 13 years of 

schooling. With a disability rate of 28%, engaged SuccessLink members 

are 26% more likely to have a disability than our other clients. With just 

under one dependent per person, our engaged SuccessLink members 

also report having 15% more dependents than our other clients.  

We have found that our SuccessLink post-graduate services are being 

accessed by clients from all represented ethnic and racial groups. 

Thirty-eight percent of clients access our business management training 

course in Spanish and thirty-eight percent of our business management 

training course graduates access our post-graduate services in Spanish. 

Of course, many of the clients who access services in Spanish speak 

English as well as Spanish, but we have found that clients with limited 

or no English language skills are also proportionally (18-19%) 

represented among the clients who access SuccessLink post-graduate 

services.  

Notes from the field: 

SuccessLink consultants 

describe many SuccessLink 

ƳŜƳōŜǊǎ ŀǎ άǊƛƎƘǘ ōǊŀƛƴ 

ŘƻƳƛƴŀƴǘέ ōŜŎŀǳǎŜ ǘƘŜȅ 

exhibit the intuitive 

thinking and creativity 

associated with right brain 

functions. Consultants 

observe that, through 

SuccessLink, these clients 

are developing the critical 

thinking, analytical skills 

and organizational 

competencies that are so 

crucial to business 

practice. Clients often say 

that they have always 

found these kinds of 

activities difficult (and 

have even avoided working 

on improving them) but 

that they now realize that 

developing these skills is 

necessary for their 

business success.  

Notes from the field: When 

SuccessLink was first created, 

we struggled to draw Spanish-

speakers. We found that Latina 

clients respond better to 

telephone calls rather than 

paper mailings or e-mail 

notification of events. Despite 

requiring more staff time to 

reach out to our Latina clients 

individually by phone, we feel 

that this is a critical part of 

good customer service and our 

success. At the same time, our 

Spanish-speaking clients are 

taking advantage of the IT 

seminars offered through 

SuccessLink to improve these 

skills which are valuable for 

their businesses. 

 

 

 



 

14 

 

Looking at how well various racial or ethnic groups are represented among engaged SuccessLink 

members, we see that the percentage of African American clients among our engaged SuccessLink 

members (29%) is higher than the percentage of African American clients who are not engaged 

SuccessLink members (21%). This indicates that they are more likely than our clients from other 

racial/ethnic groups to access SuccessLink services. The racial gap in business ownership and 

outcomes in the US is well documented and the need for support services for African American 

ŜƴǘǊŜǇǊŜƴŜǳǊǎ ƛǎ ǊŜŦƭŜŎǘŜŘ ōȅ ǘƘƛǎ ƎǊƻǳǇΩǎ ƘƛƎƘ ƭŜǾŜƭ ƻŦ ŜƴƎŀƎŜƳŜƴǘ ƛƴ {ǳŎŎŜǎǎ[ƛƴƪΦ Lƴ ŎƻƳǇŀǊƛǎƻƴΣ 

European American clients may be less likely than our other clients from other racial/ethnic groups 

to access SuccessLink services (only 19% of engaged SuccessLink members are white, while 26% of 

our clients who do not engage in SuccessLink are white). Clients of all other racial groups are 

proportionally represented among engaged SuccessLink members. 

 

BUSINESSES SERVED THROUGH SUCCESSLINK 

SuccessLink serves the same business industries as the business plan course and the distribution of 
industries is similar. However, there is some indication that women with business in the design and 
decorative arts3 may be more likely to join SuccessLink. In fact, nearly one out of five (19%) engaged 
SuccessLink members are working in this industry compared to just 14% of non-SuccessLink 
members. Artists, on the other hand, may be less likely to utilize SuccessLink services. Just over one 
out of ten (11%) engaged SuccessLink members have a business in the arts, compared to 15% of 
non-SuccessLink members. Other industries represented by engaged SuccessLink members include: 
the food industry (15%), followed by personal services/beauty (13%), cleaning services (9%) and 
business services (8%). 

 

                                                                 
3 Industries included in design and decorative arts include clothing design, accessories and jewelry, textiles, and home 
furnishings. 

Notes from the field: At the request of SuccessLink 

members in the arts and retail, we have combined the two 

groups for the purpose of Fast-Track, our pilot business 

incubator program for specific industries. Many artists 

have found it so challenging to become economically self-

sufficient by selling fine art that they have made designing 

products their first business approach. This approach does 

not appear to have much relevance for our clients in the 

performing arts and media arts and these (relatively small) 

groups of clients have reported feeling underserved by the 

combining of the arts and retail. 
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y definition, all 144 of the engaged SuccessLink 

members interviewed had completed four or more 

hours of SuccessLink services prior to the outcome 

interview but   some of our post-graduate services are being 

accessed by more clients than others. Our clients engaged in SuccessLink through the Spanish 

language program show a different pattern of engagement from those engaged in the English 

language program. 

BUSINESS CONFERENCE 

Although our annual business conference is not exclusively for 

SuccessLink members, over three-fourths (78%) of engaged 

SuccessLink members attend. The conference is an all-day 

event including seminars, workshops, discussions and 

ƴŜǘǿƻǊƪƛƴƎΦ !ǘǘŜƴŘŜŜǎ ǘŀƪŜ ǇŀǊǘ ƛƴ άǎǇŜŜŘ ƳŜƴǘƻǊƛƴƎ 

ǎŜǎǎƛƻƴǎέ ŀƴŘ ƳŀǊƪŜǘ ǘƘŜƛǊ ōǳǎƛƴŜǎǎŜǎ ŀǘ ǘƘŜ ŎƭƛŜƴǘ ǘǊŀŘŜ 

show.  

TRADE SHOWS 

Just over half (51%) of the members participate in trade shows through SuccessLink outside of the 

business conference. Members engaged in the Spanish language SuccessLink program are more 

likely to participate in trade shows (71%) than those in the English language program (38%). 

CONSULTATIONS 

Nearly half (49%) of engaged SuccessLink members make use 

of one-on-one consultations for individualized technical 

assistance. Members engaged in the Spanish language 

SuccessLink program are much more likely to access 

consultations (71%) than those in the English language 

program (36%).  

NETWORKING 

Connect Events are another well-accessed SuccessLink service (38%). These quarterly networking 

events give SuccessLink members the opportunity to meet local business professionals who want 

to mentor our clients and support their businesses. Clients also reunite with former classmates at 

B 

Claudia Bauer, office hours consultant and Deepa 
Patel, WI client at one-on-one consultation 

PATTERNS OF 

SUCCESSLINK 

ENGAGEMENT 
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the events and get to know other local entrepreneurs who have 

ƎǊŀŘǳŀǘŜŘ ŦǊƻƳ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΦ ¢ƘŜ /ƻƴƴŜŎǘ 9ǾŜƴǘǎ ŀǊŜ ŀǎ ƳǳŎƘ 

about community building as they are about business development.  

ACTION GROUPS 

One-fifth of engaged SuccessLink members participates in action groups 

(20%), peer advisory groups ς facilitated by a trainer ς that meet every 

month to set goals and hold each other mutually accountable.  

SEMINARS 

Nearly one in five (19%) members attends seminars through 

SuccessLink. There is a noticeable difference in how SuccessLink 

members engaged in the Spanish and English language programs attend 

seminars. While 27% of members in the English language program 

attend seminars, just 5% of the members of the Spanish language 

program take advantage of the seminars offered through the 

SuccessLink program. 

COACHING 

Less than one-tenth (8%) of members take advantage of the one-on-one 

coaching offered through SuccessLink. Spanish program members are 

much less likely to access coaching than English program members.  

 

ά¢ƘŜ ŎƻƴŦŜǊŜƴŎŜ ǊŜ-inspired me and connected me with women who have 

similar goals. I enjoyed meeting other WI graduates and seeing their successful 

businesses. It gave me perspective on how successful I am, and will become and 

ǘƻ ƪŜŜǇ ƳƻǾƛƴƎ ŦƻǊǿŀǊŘΦέ 

---HeleƴŜ 9ƘǊƭƛŎƘΣ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ /ƭƛŜƴǘ 

  

Notes from the field: 
Many of our Spanish-
speaking clients do not 
have access to computers 
and the internet and 
struggle with learning the 
computer skills necessary 
to succeed in business. We 
have responded to our 
Spanish-speaking cƭƛŜƴǘǎΩ 
greater need for technical 
support by adding two 
technical lab sessions to 
the Spanish language 
Business Plan Training 
Course. We now require all 
of our clients (in the 
Spanish as well as English 
language programs) to 
make cash flow projections 
using Excel and to submit 
an electronic version of 
their business plan at the 
end of the course. In spite 
of the tremendous 
progress we see our 
Spanish-speaking clients 
making, they continue to 
have a higher need for 
technical assistance to 
successfully implement 

their business plan. 
 
Notes from the field: 
The use of coaching for 
achieving the personal 
growth necessary for 
business success is new to 
many of our Spanish-
speaking members. Many 
of these clients saw 
coaching as therapy for 
non-business related 
issues. The introduction of 
the SuccessLink 
membership fee has 
discouraged clients from 
using coaching for non-
business related issues and 
helped them see coaching 
as a business investment. 
Consultants repeatedly see 
that clients who 
understand the benefits of 
coaching are more likely to 
succeed because they are 
better able to align their 
business plan with their 
personal values. 
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ACHIEVING ECONOMIC SELF-SUFFICIENCY 

Clients who become engaged SuccessLink members had a lower rate of economic self-sufficiency 

than our other clients even before they first began the Business Plan Training Course through 

²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΦ Wǳǎǘ мо҈ ƻŦ ǘƘŜǎŜ ŎƭƛŜƴǘǎΣ ŎƻƳǇŀǊŜŘ ǘƻ нн҈ ƻŦ ƻǳǊ ƻǘƘŜǊ ŎƭƛŜƴǘǎΣ ǿŜǊŜ 

economically self-ǎǳŦŦƛŎƛŜƴǘ ǿƘŜƴ ǘƘŜȅ ŎŀƳŜ ǘƻ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΦ !ŦǘŜǊ ōŜŎƻƳƛƴƎ ŜƴƎŀƎŜŘ ƛƴ ǘƘŜ 

SuccessLink post-graduate program 44% of these clients reach or exceed the economic self-

sufficiency level for their geographic region and household makeup.  

INCREASING HOUSEHOLD INCOME AND DECREASING PUBLIC BENEFITS 

Engaged SuccessLink members increased their annual household income 70%, from $21,587 before 

training to $36,760 after becoming engaged SuccessLink members. At the same time, engaged 

SuccessLink members decreased the average annual amount of public assistance they receive by 

36%, from $346 before training to $223 after becoming engaged SuccessLink members. Regression 

analysis shows that, the longer a client has been an engaged SuccessLink member, the more 

household income they can expect to earn. Every year a client engages in the SuccessLink 

program, they can expect an additional $9,467 increase in annual household income.  

BUSINESS OWNERSHIP AND INCOME FROM SELF-EMPLOYMENT 

Although engaged SuccessLink members were less likely to have been economically self-sufficient 

ǿƘŜƴ ǘƘŜȅ ŜƴǘŜǊŜŘ ǘƘŜ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ǇǊƻƎǊŀƳΣ ǘƘŜȅ often owned a business. Four out of ten 

(41%) engaged SuccessLink members were already in business before they participated in business 

Ǉƭŀƴ ǘǊŀƛƴƛƴƎ ǘƘǊƻǳƎƘ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΦ !ŘŘƛǘƛƻƴŀƭƭȅΣ engaged SuccessLink members reported 

twenty percent more average annual income from self-employment than our other clients before 

training. After becoming engaged in the SuccessLink post-graduate program over half (53%) of 

these women own businesses making regular sales. Their average annual income from self-

employment increases nearly two and a half times over (248%), from $2,180 before training to 

$7,582 after becoming engaged SuccessLink members.  

  

OUTCOMES FOR 

ENGAGED 

SUCCESSLINK 

MEMBERS 
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SALES, EXPENSES AND PROFITS GROW 

Women’s Initiative clients who become engaged SuccessLink members increase their annual 

sales 120 fold, from $265 before training to $32,161 after becoming engaged SuccessLink 

members. Engaged SuccessLink members increase their average annual business expenses as well, 

from just $162 before training to $23,235 after becoming engaged SuccessLink members. In spite 

of these growing expenses, engaged SuccessLink members are able to increase their average 

annual business profits, from $103 before training to $8,926 after becoming engaged SuccessLink 

members. Regression analysis shows that the longer a client has been an engaged SuccessLink 

member, the more profits they can expect to earn. Every year a client engages in the SuccessLink 

program, she can expect an additional $6,533 increase in annual profits.  

BUILDING BUSINESS ASSETS, LIABILITIES AND EQUITY 

Engaged SuccessLink members increased their average business assets approximately twelve 

times over from $764 before training to $9,960 after becoming engaged SuccessLink members. 

They also increased their business liabilities, albeit at a relatively lower rate. In the same time 

period, engaged SuccessLink members increased their average business liabilities nearly nine times 

over, from $339 before training to $3,257. As a result of their relatively greater gains in business 

assets, they were able to dramatically increase their average business equity nearly fifteenfold, 

from $425 before training to $6,703 after becoming engaged SuccessLink members. Although 

clients appear to be increasing their business assets most rapidly in the time before they become 

engaged SuccessLink members, regression analysis shows that clients engaged in SuccessLink do 

continue to increase their business assets. Every year a client engages in the SuccessLink program, 

she can expect an additional $205 increase in business assets. 

STARTING AND GROWING BUSINESSES 

As mentioned above, clients who engage in SuccessLink are more likely than our other clients to 

have owned a business making regular ǎŀƭŜǎ ǿƘŜƴ ǘƘŜȅ ŦƛǊǎǘ ŎŀƳŜ ǘƻ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΦ hŦ ǘƘƻǎŜ 

who did not have a business before training, nearly four in ten (39%) own a business by the time of 

the follow-up interview (after becoming engaged in SuccessLink and an average of 28 months after 

business plan training). Nearly one in five (19%) engaged SuccessLink members reported meeting 

their minimum income goal for their business at the time of the follow-up interview. Over one in 

five (22%) engaged SuccessLink members expands her business after training. Just six percent of 

engaged SuccessLink members close their business but thirteen percent decide to put their 

businesses on hold. 
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ASSET BUILDING4 

Asset ownership and wealth are in many ways a more elemental measure of economic well-being 

than income. While income is critical for meeting daily expenses, savings and other assets allow 

families to weather crises and unexpected periods of unemployment. Wealth building and asset 

ŀŎǉǳƛǎƛǘƛƻƴ ŀǊŜ ŎŜƴǘǊŀƭ ǘƻ ǘƘŜ Ƴƛǎǎƛƻƴ ƻŦ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΣ ǿƘƛŎƘ ƛǎ ǘƻ ƳƻǾŜ ƭƻǿ-income women 

and families toward lasting self-sufficiency. Therefore, iƴ ŀŘŘƛǘƛƻƴ ǘƻ ƻǳǊ ŎƭƛŜƴǘǎΩ ƛƴŎƻƳŜ ŀƴŘ 

ōǳǎƛƴŜǎǎ ǎǳŎŎŜǎǎΣ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜ ŀƭǎƻ ǘǊŀŎƪǎ ƻǳǊ ŎƭƛŜƴǘǎΩ ƴƻƴ-business assets and liabilities.  

Engaged SuccessLink members more than double their average non-business household assets, 

from $67,444 before training to $150,030 after becoming engaged SuccessLink members. At the 

same time, their average non-business household liabilities grow at nearly the same rate, from 

$58,326 before training to $121,482 after becoming engaged SuccessLink members. Nevertheless, 

this amounts to more than a twofold increase in average non-business household wealth, from 

$9,118 before training to $28,548 after becoming engaged SuccessLink members.  

  

                                                                 
4 These findings are based in part on data collected before real estate prices started to fall, which will most 

likely have an impact on our clients overall net worth. Many of the clients interviewed from Oct 2007 to 

March 2008 have reported that the value of their property has fallen. 

Notes from the Field: Thirteen percent of SuccessLink members put their businesses on hold within an average of 28 

months after training. The barriers they face (e.g. caring for dependents) appear to have a stop-and-go impact on 

their businesses. There are SuccessLink members who own a business but are not making sufficient sales. This can be 

due to a lack of business skills but we also see, especially in product businesses, that lack of funds can inhibit revenue 

because it constrains inventory. 
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ǘ ²ƻƳŜƴΩǎ LƴƛǘƛŀǘƛǾŜΣ ǿŜ ǊŜŎƻƎƴƛȊŜ ǘƘŀǘ ǇǊƻǾƛŘƛƴƎ 

technical training and financing is just the start of 

launching or growing a business. Business support 

services are increasingly becoming the linchpin of our work. For women and people of color, 

isolation and lack of access to resources can be formidable hurdles to business success. Low-

income women are generally excluded from powerful networks that open doors to markets and 

insider knowledge. The difficulty in bridging these worlds is one of the primary reasons that many 

low-ƛƴŎƻƳŜ ŜƴǘǊŜǇǊŜƴŜǳǊǎΩ ōǳǎƛƴŜǎǎŜǎ ǇƭŀǘŜŀǳ ŜǾŜƴ ǿƘŜƴ ǘƘŜȅ ŀǊŜ Ƙŀrdworking, smart and 

creative. Through SuccessLink we provide our clients with the necessary resources for business 

success: 

 Access to capital - Microenterprises are characterized by relatively low start-up costs but 

all businesses require some funding to launch and reinvest for growth. For low-income 

entrepreneurs, accessing even relatively small amounts of capital can be a significant 

challenge to implementing a business plan. 

 Just-in-Time Learning - Busy entrepreneurs need access to information and skill-building 

ƻƴ ŀ άƧǳǎǘ-in-ǘƛƳŜέ ōŀǎƛǎ ǎƻ ǘƘŜȅ ŀǊŜ ŀōƭŜ ǘƻ ƛƳƳŜŘƛŀǘŜƭȅ ŀǇǇƭȅ ǘƘŜƛǊ ƭŜŀǊƴƛƴƎ ǘƻ ǘƘŜƛǊ ŎǊƛǘƛŎŀƭ 

business issues.  

 Powerful Networks - The power of networks is widely recognized. For business owners, 

informal and formal networks can help build a client base, build business partnerships, 

refine or expand a product or service, identify business services and products and more. 

Successful entrepreneurs build strategic relationships with key peers, mentors and 

advisors. 

 Executive Coaching - Executive skills such as strategy development, prioritization, time and 

resource management, decisionmaking and action planning are typically developed 

through on-on-one coaching with a skilled professional. 

SuccessLink fosters lifelong relationships with women through all stages of business development. 

Entrepreneurs need constant support, inspiration and stimulationτsuccess needs constant 

ǊŜŦǊŜǎƘƳŜƴǘΦ Wǳǎǘ ŀǎ ŀ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ŜǾƻƭǾŜǎΣ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ Ƴǳǎǘ ŎƘŀƴƎŜ ƻǾŜǊ ǘƛƳŜΦ ²ƻƳŜƴΩǎ 

Initiative serves as the bank, mentor, teacher and business connection for our clients, making up 

for the social exclusion they face. Our research shows that our efforts are paying off in significant 

increases in household income, income from self-employment, profits, business equity, business 

assets, and non-business household wealth. We recognize, however, that the multiple barriers 

faced by our clients cannot be erased overnight, but will only be eroded over time through 

continued efforts. Our strategic goal is to engage our clients in order to increase the number of 

women accessing our SuccessLink services, as well as continue to improve and increase the services 

we offer. As the program grows, we expect to see increasingly positive results. 

A CONCLUSION 


