
October 2015    

5th Annual
Catch the Vision

Set for November 17

 
5:00 p.m. - 9:00 p.m.

Cape Christian Fellowship Church
2110 Chiquita Blvd.

Cape Coral, FL  33990
 

This year's Catch the Vision event will
showcase new and future commercial

projects including some that have been
approved, others coming out of the

ground and projects that are still in the
planning stages.  As always, Catch the
Vision will share a real estate snapshot
of local as well as international markets.

Whether the dirt is moving or the project
is still conceptual, Catch The Vision will

have insights to share.

The cost is $10 and includes a meal
with a portion of the proceeds going to

help the Cape Coral Caring Center.

Tickets may be purchased online at:  
CatchTheVisionCapeCoral.

 
For more information, call Gloria Tate or
Linda Biondi of Raso Realty at 239-542-

2254.

Economic Development News

Message From Your EDO
Manager
Winter is Coming

As we enter
another winter
season, the cars
are beginning to
accumulate on
the roads of our
city. But,
something else is starting to accumulate as
well...businesses! As our snowbirds return to Cape Coral,
they will be greeted by many new restaurants and
entertainment establishments. On top of that, we are
seeing a heightened interest from the business community
about locating in the Cape, as well.
 
This is the momentum that we must capitalize upon. We
are building our brand and showing businesses that we are
players in the economic development arena. City Council
has increased the Economic Development budget for this
year and has designated funds to be used to incentivize
businesses to locate in Cape Coral and create jobs. We
want to show site selectors and real estate managers from
interested business entities that Cape Coral wants
business and we are a willing partner in making that
happen.
 
Your EDO is trying to position Cape Coral in the business
recruitment arena as a viable community for their
businesses to locate. We are working with Enterprise
Florida, the Regional Economic Development Alliance and
the Lee County EDO to ensure we are getting in front of
anyone and everyone who can help build the commercial
economy of the Cape. We will be traveling to events and
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9th Annual Special
Populations Golf

Classic
November 7

The Guardian Angels for Special
Populations Center in Cape Coral will be
hosting its ninth annual Classic Golf
Tournament to raise funds for Special
Populations, an organization dedicated
to increase community awareness about
the needs of individuals with
intellectual/development disabilities and
the Freida B. Smith Special Populations
Center in Cape Coral.  This Golf Classic
event is presented by Cape Coral local
#2424 Professional Firefighters.
 
Vincent Marcucci is the President of
The Guardian Angels for Special
Populations.  He shared this quote with
the News-Press earlier this week.  "Our
special needs program participants, no
matter what the name of their
intellectual or physical disability, are
among the most vulnerable citizens in
our community. Many face better than
nine chances out of 10 that they will be
abused, neglected or exploited multiple
times during their lifetime of navigating
services and care.  These are the same
loving and caring friends and neighbors
who solely want to please others.  They
delight in our simple acknowledgment,
kind word or handshake."

Registration:  7:00 a.m. with
continental breakfast
Shotgun begins:  8:00 a.m.
Palmetto Pine Country Club
1940 SW 9 Court
Cape Coral, FL  33991

shows that have the type of audience that will offer us the
most opportunities for success.
 
We're just getting started but we hope to make as many
people as possible aware that the beautiful "City of
Canals" in Southwest Florida is Cape Coral and we want
their business!

Sincerely,
 

Dana Brunett
 
City of Cape Coral
Economic Development Manager

When Dollars are Scarce --
What Now?
by Audie Lewis, EDO

If you have ever had
a great idea for a new
business or for
expanding an existing
one, you may have
struggled with one of
the most basic
problems that face

many entrepreneurs and business owners, and that is a
shortage of investment or operating capital.

The phrase "show me the money" isn't just a great line from
the Jerry Maguire movie, it is also a very common issue for
thousands of business owners and would-be business
owners every day: How do you find funding for a new start-
up or an expansion of an existing enterprise?

It can be a daunting task for many and yet, like all
problems, it can be solved if you have the persistence and
wherewithal to tackle the issues correctly. On the positive
side, some of the most successful businesses that have
ever existed started out with this major obstacle but were
able to resolve these issues and more to continue down the
road to financial and business success.

Perhaps one of the most famous of these is the story of
Sam Walton, who not only tackled the need for start-up
capital, but also did so while simultaneously revolutionizing
the tried-and-true processes of retail operations.



 
Four-player team scramble, $100
Entry fee per golfer.  Each player will
receive:  One round of golf,
continental breakfast, buffet
luncheon, free water and snacks
during play, and a complementary
gift bag.  The event will also include
drawings, raffles, 50/50 and more fun.
 
To download a registration form, click
here.

HealthyLee  Million
Mile Movement

Encourages Everyone
to Step Up

Since its beginnings in 2007,
HealthyLee has grown into a movement
to encourage healthy living in our
community.  The latest initiative is
asking everyone throughout Lee County
to get moving and to join the Million Mile
Movement.
 
From Oct 1 - December 29, 2015,
participants can log their daily exercise
at www.HealthyLee.com.  The goal is
for the combined efforts of Lee County
participants to add up to a million miles
of movement in 90 days.
 
Even though it's past October 1, you
can join at any time before December 29
and make your steps count.  Whether
you walk, climb stairs, run, ride a bike,
swim or enjoy some other activity, the
website will allow you to enter your
information using their 'Move Converter

He held very controversial ideas for how to reconfigure the
traditional retail trade of his generation, yet most of these
atypical concepts have become the new foundation for
successful retail businesses around the globe today.

Although not every business idea warrants the investment of
risk and dollars into a new venture like the Wal-Mart
example, many ideas do merit this same persistence and
should be pursued with the same diligence and attitude that
Sam Walton and many others have shown throughout
history.  
 
The following list highlights some of the alternative funding
sources that might make sense for some business owners if
traditional methods of being financed are seemingly out of
reach or highly unlikely. Many of these topics will be
addressed individually in future editions of this eNewsletter.

1. Family and Friends

2. Business and/or Financial Partners

3. Peer-to-Peer Lending Networks

4. IRA Funds without Distribution or Penalty Clauses

5. Transaction/Seller Financing

6. Product/Inventory Capitalization

7. Crowdfunding Options

8. Factoring/Invoicing Advances

9. Product and/or Service Presales

10. Angel Investors

11. Venture Capital

12. Repurposing Assets

13. Grants

Business Profile:
A Touch of Class Pet
Grooming

This month,
our business
profile pays
tribute to a
Cape

http://r20.rs6.net/tn.jsp?f=001y1ltD-1ldJDzDiVwNHG-Es5HooYJqU2RTJRjSvwn_LiyjeQXwVNZuE-cQAP_Nk0vPq5vAJmJ3LAQT04HDXXdr4soHPX9L3fyq5yFMSPJa5vrwrIpUWn9HzyIZowUyI8IyhiNCK7fEDp0X0ZIJsVJxolraihcX8lDKIXi8PL4xkrFw_UirCOSsVj9FmP_HmTBjSJaoCBTTRw2fS36HG9MGyOG-37jGPVP0AnKLXPsWjp4c3NbpaXGcQ==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001y1ltD-1ldJDzDiVwNHG-Es5HooYJqU2RTJRjSvwn_LiyjeQXwVNZuE-cQAP_Nk0v45wjMCbctBS8xflWwZliw_BTNxzN-YpPkElYYrC8Ek9TbmJaXLfR4iX4YLXp0g_1gKW7DERCWxGRpogH1Sv9zhuxWm32VEHN_WOb_6ITIKQC60bk-V18ZSSBqKgsNc87ZPN2Akyfgn0=&c=&ch=


A Touch of Class Pet Grooming owner Margie
Stevens.

Tool'.  You can join for free as an
individual or as a team, like the City of
Cape Coral has done.
 
If you're already 'on the run', why not
take a picture of you and your friends
while you contribute to the Million Mile
Movement and share using
#HealthyLee.
 
For more details, download this flyer, or
visit the website at
www.HealthyLee.com
 
Background
 
In 2007, Lee Memorial recruited and met
with 38 community leaders to talk about
ways to improve the health of our
residents and the health care delivery
system in the community.  From this
humble beginning, HealthyLee was born
as an initiative in support of overall
healthy living.

What You Need to
Know About Buying a
Franchise Business

 
SCORE Workshop

November 10, 2015 
6:00 p.m. to 7:30 p.m.

Keiser University 
9100 Forum Corporate Pkwy

Fort Myers, FL 39905
 
This workshop, hosted by the
Southwest Florida SCORE Chapter will
explain franchising businesses as an
option for people considering a new
business, the many misconceptions that
exist and the various levels of
franchising available.
 

business
owner who is
a finalist for
the annual
Blue Chip
Community
Business
Award for
businesses
having
overcome
adversity.

 
When Margie Stevens got a chance to buy the pet grooming
business where she worked as a single mom, she quickly
borrowed $100 from a cash drawer to sign the deal. Within a
week, she was able to stop accepting government help.
That was 1989. Fast forward to today, and she enjoys a
thriving family business that typically grooms at least 150
pets each day.
 
"Right now, we have a staff of nine, counting me," says
Stevens. "This includes my three daughters and my
granddaughter all doing their part. I expect each of them to
give 100 percent, 100 percent of the time."
 
It hasn't been an easy journey. For the first several years,
Stevens couldn't take a day off and missed her children's
school activities. Having dropped out of high school, she
also worked to obtain her G.E.D. Stevens had to move from
one location to another based on rent rates, and then
learned that her latest rental building was being foreclosed.
 
At that point, several things happened to turn her business
and life around. The first was a personal 'aha' moment she
experienced in a personal development workshop. The
second was a visit from landlord and Cape Coral real estate
pioneer Elmer Tabor, who encouraged Stevens to set up
shop in his building on Cape Coral Parkway in South Cape.
 
"The workshop helped me to understand how to make my
business a win-win for my staff and clients," says Stevens.
"Elmer Tabor helped me to open my doors in this location
and to get active in the Cape Coral Chamber. I just love this
city and the people here."
 
Today, A Touch of Class Pet Grooming offers nutritious pet
food and a lot of bling to make every visiting pet feel like
royalty. Stevens' goal is to continue to grow as a business
leader, with a business to hand down to her children.
 



What you will learn:

What franchisors look for
Who is the ideal candidate to get
involved in franchising
How to get involved in this field
The nature of the investment
Expected rewards of franchising

Guest speaker Bob Melberth has been
in the franchising business for over 25
years. He has owned three franchises
and served as a Vice President in large
companies like Wendy's and Popeye's
in their franchising end of the business.
 
There is a $30.00 fee for registration and
handouts.  Registration at the door will
be $35.00.
 
Keiser Students and Faculty, and all
students in Fort Myers and Lee and
Hendry counties with a school ID and
Veterans may attend free.

To Register, click here.  

New Cape Coral
Businesses   

  
98 new businesses registered for Cape

Coral Tax Receipts

(Business Licenses)

in September 2015.

 

Click here to view new Cape business

reports.

 

Resources

 

The winner of the Blue Chip Community Business Award will
be announced at an award ceremony luncheon on Thursday,
Nov. 5.
 
The other finalists include: Gwendolyn's Café and Catering
Company, Jennifer's Boutique, Rumours Hair Design and
Accounting for Profitability.
 
A Touch of Class Pet Grooming
1207 Cape Coral Parkway E.
239-549-2211
Learn more at:
www.atouchofclasspetgrooming.com

Create and Maintain
Strong Business
Relationships

By Russ Winstead, CFM,

CBA, CGBP
Certified Business Analyst
239-573-2737
 
Recently, I had the opportunity to consult with two great
business owners. One of the companies had just
completed a project for the other. Unfortunately, I found
myself in the midst of a meeting that was, let me say,
somewhat contentious.
 
One of the owners (the service provider) believed that his
company had completed a project (for the other company)
and did a favorable job. The other company (the client)
believed the job was not finished to his satisfaction, and
he was not happy.
 
The problem that caused the conflict in this situation was
a common one. It is a factor in the majority of conflicts
experienced in business: the lack of proper communication
and a failure to set the right expectations.
 
In the end, through improved communications during the
meeting, both sides were able to see a view of the
situation from the other person's perspective and the
meeting ended on a positive note. They both agreed to
have better communications and they are setting specific
expectations for current and future projects.
 
I have found that in business (and all relationships in
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Like Cape Coral 

Economic Development on Facebook
and follow us on Twitter for the latest

Economic Development News.
     

 

 
 

general) that setting the right expectations upfront and
having effective communications are the keys to success.
Without them you, your customer (or spouse) is going to
be constantly frustrated and disappointed in the
relationship.
 
In this space, I am not able to fully address all of the
nuances on these two issues. However, I will go over five
foundational points that may help. For the sake of this
example, I will assume you are a business with customers
who you need to interact with while providing a product or
a service.
 

1. Understand, you are the business owner and are
primarily responsible for ensuring a good
communication process and that the correct
expectations are set, understood and in place. This
is not the primary responsibility of the customer.

2. Communicate in a way that the customer
understands specifically: what, when and how you
will deliver the product or service, as well as a
specific cost.

3. Ask the client how best to and how often they
would like to be updated. Be specific on what they
want to be updated on. Make sure they understand.

4. Be very direct! Tell them if they have any questions
or need additional information at any time in the
process to notify you immediately.

5. Follow up! Check with the customer on a regular
basis to ensure they know what's going on and that
they are satisfied.

 
If you institute these five approaches, you will have a
foundation for good communications and a process for
setting expectations.
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www.bizcapecoral.com
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