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Cincinna   is experiencing a renaissance with unprece-
dented investment in its urban core. With millions of dol-
lars dedicated to the reclama  on of Over-the-Rhine, the 
center city has been transformed. Yet despite material 
progress there, revitaliza  on has been dispropor  onately 
slow in fi rst and second ring neighborhoods, o  en those 
with a majority minority popula  on. Too many communi-
 es con  nue to lag.

The Greater Cincinna   Redevelopment Authority (GCRA) 
was created as a partnership between the City of Cincin-
na   and Hamilton County and as conduit for develop-
ment in many of these underserved areas. The GCRA’s 
declared goal is to create 22,000 jobs and leverage over 
$200 million to transform a region wide economic foot-
print for the 21st Century. 

The number one engine of job crea  on in the United 
States is small business which is responsible, according 
to the Small Business Administra  on (2017), for 61.8% of 
net new private sector jobs and 47.8% of all private sec-

tor employment.  Also, useful to note, is that according 
to the Kauff man Founda  on (2015) fi rms under a year 
old are the primary source of job crea  on.

So, a goal to create 22,000 jobs needs a small business 
nucleus, with an emphasis on new business crea  on.

Moreover, GCRA has made a strong commitment, borne 
out thru a series of eff ec  ve programs, to revitaliza  on 
of those urban neighborhoods not the focus of other 
powerhouse development agencies.  And in these under 
resourced communi  es, small businesses, especially in 
the categories of restaurant and retail are the fi rst line of 
community coalescence and the most obvious indicator 
of developing momentum.  

They are also a key chance to build wealth, job opportu-
ni  es where skills are specifi c but not based in academic 
accomplishment, and a deep and abiding source of com-
munity connec  on and pride.
The Neighborhood Business District (NBD), and its anchor 

Product model from Originalitees
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tenants, are the welcoming smile on the face of a revital-
izing community.  

Yet in this region, as discussed elsewhere, there is a real 
shortage of minority owned businesses to fi ll these busi-
ness districts and make a forward commitment to com-
munity revitaliza  on.

Recognizing this fact, and its direct rela  onship to other 
essen  al goals, GCRA, with the assistance of the Kresge 
Founda  on, has commi  ed to create a program to re-
dress that balance. 

This report highlights the relevant exis  ng challenges fac-
ing our region and outlines steps for the recommended 
program to develop an ecosystem of minority restaura-
teurs and retailers ready to succeed.  Once fully in place 
this program will deliver entrepreneurs for not only NBDs 
in transi  onal neighborhoods, but ideally also for main-
stream locales, diversifying the region overall and creat-

ing broad based and varied opportunity for this category 
of entrepreneurs.

Research into the available resources in our commu-
nity and those of peer ci  es, especially in search of 
best prac  ces in programs with aligned objec  ves, has 
been instruc  ve.   Restaurant and retail are sectors with 
their own impera  ves.  Building strong entrepreneurs 
in these areas is a highly-detailed process and one that 
will, contrary to our ini  al assump  ons, likely need to be 
sustained for the long term.

Our region has a number of programs which off er rel-
evant introductory skills development, or which promise 
a prolonged general commitment to success.  Many are 
earmarked for tech startup, or to support other ‘sexy’ 
industries.  All are open to par  cipa  on by minority en-
trepreneurs, with some specifi cally targeted for those.

But restaurant and retail are fundamentally ‘unsexy’ 
industries, o  en considered to be high risk/low return/
unscalable and thus not prime targets for entrepreneurial 
development programs.  Moreover, in the minority com-
munity, real life exemplars and appren  ceship opportuni-
 es are also scarce.

In our area there are shockingly few African Ameri-
can owned food service businesses other than a small 
number of franchise operators.  Reasons for this dearth 
are myriad but at least to some degree underpinned by 
nega  ve percep  on.  As one local leader commented 
‘My people are afraid to open a restaurant in this city.  
They’ve seen how badly others have been treated’.  
Retailers are equally sparse, especially those opera  ng in 
bricks and mortar.  

Yet minority retailers and restaurateurs are what so many 

Customers and product display at Lala’s Blissful Bites

Customers at Just Q’in
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of our NBDs need.  And on a larger scale, they are funda-
mentally what our community needs.  These businesses 
are cross roads places, driving demand thru excellence 
and excep  on.  

Goods and good food draw people in – all kinds of people 
– and allow us to brush up against each other in public 
spaces.  From those casual connec  ons comes, over 
 me, increased familiarity and comfort with each other.  

And from that comes change.

To create the businesses which will eff ect that change 
we need an industry specifi c development program for 
minority retailers and restaurateurs.  We need to fi nd vi-
sionary and commi  ed par  cipants, back them with skills 
development, access to resource and ongoing support.  
We need a focus that is specifi c, sustained and inten-
 onal.  We need to learn from best prac  ces elsewhere 

and set some new standards whereby others can learn 
from us.

And we’ll probably eat well along the way.

Team members at Just Q’in

Yvonne Ballard from NOVE Home & Body Decor
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Background

The Greater Cincinna   Redevelopment Authority works with the West End and 
other target communi  es to return vacant, blighted proper  es such as the Regal 
Theater to produc  ve use for neighborhood tranfsforma  on and a  rac  on of 
residents.

Source: h  ps://www.cincinna  port.org/projects/regal-theater/

The Rehab Across Cincinna   & Hamilton County (REACH) Program has facilitated 
the renova  on of three vacant, single-family homes in Walnut Hills.

Source: h  ps://www.cincinna  port.org/projects/reach-walnut-hills/

In 2001 Cincinna   experienced riots in its central city.  
While of short dura  on and with low physical damage, 
this incident served to focus the city’s a  en  on on 
issues of disparity. Changes were made, and con  nue 
to be made. In the intervening fi  een years, the city has 
worked hard to address issues of homelessness, increase 
minority contrac  ng and invest in underserved areas and 
popula  ons.  

Economically, the city has con  nued to support ins  tu-
 onal anchors, a  ract major new businesses and make 

deep investment in the restora  on of key urban areas. 
Yet, despite these advancements, regenera  on has been 
inconsistent in neighborhoods beyond the core. 

Some neighborhoods are sites of signifi cant investment 
and growth.  But others have not seen development for 
many years.  In several of these, GCRA has become the 
prime source of posi  ve ac  vity, and of hope.  Strategic 
ini  a  ves have included blight remedia  on, housing 
stabiliza  on, development of key industrial sites, and a 
strong focus on jobs crea  on centered in these disadvan-
taged areas.

In December 2016, the GCRA was awarded a $5 million 
loan from the Kresge Founda  on to take another import-
ant step:  the revitaliza  on of key business districts with 
the required concomitant of developing and/or strength-
ening the entrepreneurs needed to populate them.  The 

GCRA intends to deploy funds as low-cost loans, process 
improvement programs and other forms of direct and 
indirect support.

In our region, no fi rm has had more sustained par  cipa-
 on in the recrea  on of great neighborhoods and city 

centers via placement and encouragement of entrepre-
neurs than Urban Fast Forward.

GCRA hired Urban Fast Forward to develop a program 
that ensures a con  nuous pipeline of minority retailers 
and restaurateurs who are ready to succeed.  Ini  ally it is 
envisioned that these businesses will be encouraged to 
locate in GCRA target communi  es.  Ul  mately however 
businesses locate where they believe they have the best 
chance to succeed, and all communi  es are enriched by 
diversity.  Thus, GCRA’s long term objec  ve is a pipeline 
so strong that placement opportunity is as diverse as the 
cohort looking to embrace it.
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Process

Source: State of Black Cincinna  , 
Urban League of Greater Cincininna  

By The Numbers

Source: State of Black Cincinna  , Urban League of Greater Cincininna  

Research

Urban Fast Forward fi rst set out to develop a deep under-
standing of the challenges facing independent minority 
businesses in both retail and restaurant sectors.  

Exis  ng research was reviewed.  Key elements of this are 
below in By the Numbers and appended.

It was also essen  al to look at the exis  ng ecosystem 
of services available to such entrepreneurs, both in the 
Cincinna   region and in peer ci  es.  This is summarized 
below in Start Up and Growth Support, with addi  onal 
informa  on appended.

From there the team conducted a series of stakeholder 
mee  ngs to gain direct insight into actual challenges 
and opportuni  es. Within these focus groups successful 
minority entrepreneurs were paired with both novices 
and those whose businesses are yet only aspira  onal.  

In 2015, the Greater Cincinna   Urban League released a 
report  tled the “State of Black Cincinna  .” The report 
indicated that while our area has seen growth in black 
entrepreneurs, the region lags its peer ci  es.

Measuring against 2007 census data, this community 
is notable for the small share of minority owned fi rms. 
Looking at Figure 2 below, the Ohio-Kentucky-Indiana 
region shows fewer than 8% of fi rms owned by African 
Americans.  In Hamilton County, GCRA’s focus area, the 
share increases to 12%.  However, again, compared to 
peer ci  es Cincinna   consistently lags. 

Of prime importance for our research, within a total of 
5,520 African American owned businesses in Hamilton 
County surveyed by the 2007 Census, only 12.8% of fi rms 
are retailers and restaurateurs. Retail establishments 
dominate, with 87% of the total.  

As indicated in Figure 4, only 95 businesses reported 
being in Food Service in 2007, represen  ng 1.2% of total 
sales.

Progressing to 2012, the number of majority owned food 
service fi rms remained constant while the number of 
African American companies grew.  Unfortunately, sales 
by these companies declined to a number too small for 
sta  s  cal signifi cance.  Many of the local African Ameri-
can food opera  ons are essen  ally hidden:  small neigh-
borhood restaurants or those open only a day or two a 
week; BBQ wagons that are underrecognized local gems 
and a sprinkling of food trucks with no fi xed loca  on.

Representa  ves 
from incubators, ac-
celerators, lenders, 
landlords, regu-
lators and others 
were also queried.  
An overview of this 
is below in Focus 
Findings, with full 
summaries append-
ed.

The popula  on of Ham-
ilton County is 26.4% 
African American, accord-
ing to the Census Bureau 
(2016) but that is certainly 
not refl ected in the range 
of dining opportuni  es.  
Nor are other minority 
groups, including women, 
well represented.  There 
is a plethora of low end 
establishments with an 
‘ethnic’ spin, but genuine 
opportunity and actual 
diversity are not on wide 
display.

Figure 1: Minority-Owned
Businesses

Figure 2: Black-Owned Firms
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Figure 3: Startup Growth and Support

1. Call center related only
2. An adver  sed element though not necassarily covered in depth
*Strategic Leadership Associa  on/CDCAGC have been models of service delivery
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Source: State of Black Cincinna  , 
Urban League of Greater Cincininna  

Start up Growth and Support
Despite its poor compara  ve performance in minority 
business development, Cincinna   has not been idle.  A 
range and growing number of programs exist targeted at 
some aspect of minority business development.  There 
are those directed at aspira  onal businesses with the 
goal of bench tes  ng the reality of a vision and pu   ng 
some baseline strength behind a dream. Then there 
are excellent programs targe  ng growth and mid-stage 
businesses on off er.  Finally, there are industry specifi c 
incubators and accelerators and those with doors open 
to all who come.

The Urban Fast Forward team examined a range of these, 
shown in the a  ached table found in the appendix.  We 
found that the ecosystem is diverse, and in some seg-
ments highly suppor  ve.  But nowhere did we fi nd a 
program which specifi cally targets the retail and restau-
rant sectors, off ers targeted opera  onal and skills devel-
opment and stays on course for the long term.  

Our target sectors are uniquely compe   ve.  They off er 
accessible opportunity for an individual entrepreneur 
and place based jobs which value readily developed, non-
academic skills.  They are essen  al to the rebuilding of 
NBDs and cornerstones of community connec  on.

But they are also especially suscep  ble to failure if pro-
cess is not perfect, management not astute and con-
sumer preference not accurately gauged on a con  nuing 
and consistent basis.  According to industry studies, 59% 
of hospitality establishments fail within 3 years.  Closures 
are highest in Year 1 at 26%, with 19% year 2 and 14% 
year 3.

Key reasons cited for failure are:
 • Low startup capital • Lack of originality 
 • Wrong loca  on • Poor promo  on
 • Inconsistency  • Bad partnerships
 • Poor inventory and  • Poor knowledge 
    staff  management    about compe   on

On this list, the fi rst three elements could be categorized 
as analysis challenges, but all following are clearly opera-
 onal tests.

In small retail, the failure rate is presently a moving tar-
get.  E commerce is forcing an industry wide analysis of 
how to succeed in fi xed loca  ons.  Retail is emerging as a 
valued piece of the experience economy, but that means 
success is dependent on an understanding of the desired 
experience and the capacity to deliver it consistently. 

We suggest that the challenges facing small retailers are 
func  onally the same as those listed above for restaura-
teurs.

Understanding these specialized concerns, we looked 
within our market for local programs with which to align.  
As summarized in capsule later in case studies, we found 
good programs, but we did not fi nd ones with the direct 
industry focus and sustained engagement needed to 
achieve GCRA objec  ves.

We also canvassed a range of regional and na  onal pro-
grams, looking especially for those which target help to 
food produc  on businesses.  We found a range of these, 
most of them aimed at packaged food produc  on, and 
several with a food industry jobs development focus.   

We have appended informa  on about a range of these. 

We also found two, Smallman Galley in Pi  sburg and 
Trinity Groves in Dallas, which off er exemplars for the 
restaurant por  on of our program. Trinity Groves, is dis-
cussed in greater detail below and in the appendices.

Focus Findings
The Urban Fast Forward team then conducted a series of 
group discussions and another of one-on-ones with local 
stakeholders to gather input on retail and restaurateur 
development with a focus on the minority experience.

Sessions began with a basic introduc  on to the GCRA’s 
objec  ves and review of the exis  ng ecosystem. Dialogue 
centered on ques  ons about experienced challenges, 
known obstacles and assistance gaps.  Lenders, devel-
opers, landlords, regulators and exis  ng incubators and 
accelerators were included as well as aspira  onal and 
experienced entrepreneurs.

Figure 4: Jobs by Sector
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Focus Findings
Consistent themes quickly emerged:
        ● There is no appren  ce program for minority 
            retailers and restaurateurs
 o Dearth of exis  ng businesses means lack of 
    mentors and training opportunity
         ● Minority operators have no cohort network for 
             mentoring
         ● There is a key gap between concept support and 
             long-term success
 o Too many ideas are encouraged without 
    establishment of realis  c expecta  ons 
          ▪ A dream is not a plan
          ▪ Success requires the right tools and 
                          prac  ces
          ● Access to capital is a problem
 o Conven  onal sources are resistant to 
     these sectors for all borrowers
          ▪ Minori  es are further disadvantaged
 o Friends and Family sources are not substan  al
          ● Too much capital can also be a problem
          ● External valida  on is needed with lenders, 
              landlords and others
          ● Minority entrepreneurs are too o  en unable or 
              unwilling to ask for help

A  er reviewing the exis  ng landscape in Cincinna   and 
peer ci  es our team discovered gaps in programs built 
to help entrepreneurs.  We uncovered no comprehen-
sive methodology dedicated specifi cally to retail and 
restaurant crea  on, either in general or minority focused 
programs. 

Founda  onal services are increasingly widely available 
but engagement past the idea  on and start-up phases is 
s  ll lacking, even though it is in these later phases that 
the most diffi  cult and poten  ally fatal challenges are like-
ly to emerge.  Strongest among local entrants is Findlay 
Kitchen which provides work space and basic support to 
packaged food producers but also to caterers and restau-
rateurs but does not provide sustained skills develop-
ment and ongoing wrap around services.

What is needed is a program for retailers and restaura-
teurs that off ers a wide range of informa  on, mentoring 
and support over a sustained period. Such a program 
would nurture clients beyond concept development and 
start up planning and through the challenges which must 
be overcome to create to a self-sustaining successful and 
thriving enterprise. 

Trinity Groves
In late Summer the Urban Fast Forward team spent 
several days in Dallas at Trinity Groves.  Founded in 2012 
by the partnership of an experienced restaurateur with a 
history of concept development, a real estate profession-
al and a fi nancier, Trinity Groves was intended to both 
help develop retailers and restaurateurs and, eventually, 
bring recogni  on and increased value to an underappre-
ciated area of downtown Dallas.

An Urban Land Ins  tute Case Study about Trinity Groves 
is appended.

The core of the project is a restaurant incubator, which 
to date has fostered more than 15 concepts, some 11 of 
which con  nue in opera  on.  Onsite are also two food 
produc  on retailers.

Control is central to the success of Trinity Groves.  Can-
didates complete an applica  on and pitch their concept 
to leadership, including prepara  on of several sample 
meals.  All restaurants are located on the Trinity Groves 
campus, and most sized at no more than 2500 sf.  

Trinity Groves works with successful applicants on restau-
rant design, se   ng a modest but manageable build out 
and equipment budget.  The company then fi nances and 
manages all aspects of the build and fi t out.  

As the restaurant is under construc  on, incoming opera-
tors are working not only on the construc  on process but 
also on building up business skills.  This capacity building 
process also is managed by Trinity Groves.

Once open, the restaurateur con  nues to work with 
Trinity Groves, though with a high degree of opera  onal 
independence.  Management provides all accoun  ng and 

Images Sourced: h  ps://casestudies.uli.org/trinity-groves/



Greater Cincinna   Redevelopment Authority 9

R3

Final Report 2017

Trinity Groves
marke  ng services, property maintenance and HR.  Ven-
dor invoices are submi  ed to the central offi  ce weekly 
and paid from there.

As one senior execu  ve said “All the restaurateur has to 
do is run the restaurant.  We take care of the rest”.

The program has been successful in a  rac  ng vitality 
and diversity to a previously undervalued area; current 
concepts include Spanish Tapas, Middle Eastern, Lat-
in-Asian Fusion, Central-American, Italian, and Sushi. 
Trinity Groves also features limited incubated retail, a 
microbrewery and events center.

Financial accountability is paramount from day one.  
Restaurateurs receive weekly and monthly reports and 
work with management to resolve anomalies and ensure 
profi tability.

Trinity Groves and the Restaurateur are equal partners in 
the restaurant, spli   ng all profi ts equally.  In return the 
restaurateur is paid an annual salary, pays 6% of sales as 
rent and another 6% for administra  ve costs.  Systems 
such as Point of Sale are standardized, allowing imme-
diate access to fi nancial informa  on and ensuring both 
accountability and comparability.

Trinity Groves also has full  me opera  ons management 

with deep restaurant exper  se.  During all opera  ng 
hours there is management on site related to the project 
itself rather than any specifi c restaurant.  This team is 
devoted to ensuring opera  onal consistency and quality 
guest experience. 

Restaurateurs interviewed lauded the model, feeling that 
it enabled them to focus on the hospitality side of their 
business.  Management did note that of their 5 closures 
to date two had been operators for whom the Trinity 
Groves system was too confi ning.  A third however was 
a coachable operator with a fl awed concept.  In that in-
stance Trinity closed the losing spot but encouraged the 
operator to come back with another idea.

There are myriad ways in which Trinity Groves may seem 
too grand for our objec  ves.  It is a mul  -acre campus, 
with 13 food businesses.  Leaders raised $12MM to 
fi nance start up and opera  ons.  Business opera  ons are 
wholly centralized. 

But in looking at a range of examples, local, regional and 
na  onal, it is the Trinity Groves restaurant/retail incu-
bator with the best prac  ces and the most sustainable 
outcomes.

It is too relevant to ignore, and the essence of it is con-
 nuing support and control.

Image Source: h  p://trinitygroves.com/trinity-groves-restaurant/
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Restaurant Retail Readiness

The chart above outlines the path forward for applicants entry into the program.

Program Outline: R3

At the outset of this project we were op  mis  c about 
the possibility of aligning in large part with exis  ng 
programs.

We expected a rapid launch and a rela  vely short-term 
engagement with individual entrepreneurs before they 
would be reasonably posi  oned for success.  

We thought most of the value of the program to be 
developed would come from impar  ng informa  on, 
making introduc  ons and iden  fying access to resource.

We were wrong on every count.

What is required is a detailed program, sustained over 
 me.  Such a program will need to provide not only early 

stage training but opera  onal maintenance.  Systems 
support should also be provided, since too many small 
businesses sacrifi ce such essen  al elements as fi nancial 
and opera  onal analysis and marke  ng, to the pressure 
of more quo  dian tasks.

And some way needs to be found to hold our entrepre-
neurs accountable for allegiance to their own visions. 

We’re calling that program Restaurant Retail Readiness 
(R3).
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Program Outline: R3

We have iden  fi ed four program stages essen  al to de-
velop successful, sustainable minority owned restaurants 
and retailers.  The fi rst two stages take a business to 
opening day.  The second two seek to ensure that none 
will be among the 59% which fail within 3 years.

Important to note that many of the elements outlined 
appear to be wholly restaurant focused.  In fact, with the 
excep  on of food related elements, there is li  le diff er-
ence in the success requirements for retailers.  Both are 
customer experience driven and trend sensi  ve.  Each is 
high crea  ve but also profoundly func  onal.  And each 
is important to the success of the NBDs we intend to 
rebuild.

Stage

Stage 1:
Idea  on

Stage 2:
Core Training

Stage 3:
Start-Up

Stabiliza  on

Stage 4: Growth

Characteris  c

Concept – Idea  on- 
Feasibility – Capacity Analysis

Go/No Go to Stage 2

Complete and refi ned 
business plan

Par  cipant in R3 Training

Engaged in Site elec  on

Moving ac  vely toward launch

Open for business

Fundraising

Building opera  onal 
experience in the food 

or retail industries 

Genera  ng revenues

High opera  onal capability

Managing opera  ons 
eff ec  vely

Well established and 
fi nancially stable.  

Comfort is the enemy but 
is growth the answer?

Bench strength in staffi  ng  

Are resources adequate to 
ensure sustainability? 

Growing and refi ning goals.

Owner gradually moving 
out of daily opera  onal

1. Idea  on and Analysis
In this stage an entrepreneur is asked to realis  cally 
defi ne their goal and their exis  ng capacity to achieve it 
- doing a deep dive into what product, delivered how and 
to whom.  

But who are these prospec  ve entrepreneurs and to 
whom are they responsive?

It is envisioned that our fi rst class will be 6 – 8 and 
composed primarily of those already in business, though 

not necessarily strong 
enough that success 
is assured.  We have 
iden  fi ed a number of 
high poten  al operators 
who either are under 
resourced for growth, 
who lack key elements 
of opera  onal capacity 
or both.  Some, ex-
hausted by the chal-
lenges of maintaining 
their opera  ons risk 
toppling into failure.

But conversely, this 
group is in good po-
si  on to help shape 
the program, provid-
ing insights based on 
at least journeyman 
industry experience.  By 
strengthening them as 
a fi rst class we protect 

Poten  al 
Candidate 
Profi le

This young entrepreneur 
has a dream to create a 
classic neighborhood pub 
with a modern twist.  Cra   
beer and cocktails will pair 
with refi ned comfort food.  
For this entrepreneur the 
most important aspect 
is a neighborhood estab-
lishment and center for 
community intersec  on.  
He’s got an MBA but s  ll 
faces two challenges:  very 
limited bar and restaurant 
experience and a fi nancial 
past with some hiccups. 

Cheers - 2018
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1. Idea  on and Analysis

Poten  al 
Candidate Profi le

This home based baker is looking 
to expand into a fi xed loca  on.  
Beau  ful baked goods are current-
ly sold at fairs and food events by 
well trained uniformed staff .  Pack-
aging is branded and quality is ex-
cep  onal.  The next step is a fi xed 
loca  on with a commercial bakers 
kitchen, and a be  er pla  orm for 
product development and business 
expansion.

Baked Treats

and foster exis  ng minority businesses and jump start 
our program.  Most of the idea  on work will have been 
done, though it should s  ll be bench tested for possible 
adjustment. 

Poten  al 
Candidate 
Profi le

This chef has begun to 
build a prepared meal 
business targeted es-
pecially to the fi tness 
community, operate a 
food truck, and establish 
a commercial kitchen.  
His goal is a neighbor-
hood restaurant where 
his prepared meals and 
truck can be serviced out 
of the same kitchen as 
a casual sit down opera-
 on with a healthy food 

focus.  Trained in culinary 
skills he is s  ll developing 
a comprehensive plan to  
operate on a consistent 
and successful basis.

This poten  al restaurateur began as a caterer, grow-
ing to progressively larger and more detailed events.  
She then added a line of business supplying meals 
for residen  al facili  es and charter schools.  Now 
her dream is to open a neighborhood restaurant, of-
fering breakfast, lunch and dinner.  Though she has 
carefully built a client base she has never operated a 
fi xed loca  on, marketed a set menu or served daily 
meals on demand.

Healthy Soul

Subsequent cohorts 
will be built through a 
compe   ve applica  on 
process.

We have begun to build 
a panel of experts with 
whom our class will 
interact:

  • An experienced 
     business coach
  • A restaurant process
     trainer
  • Marke  ng advisers
      • Legal counsel
      • Site search 
         specialists
  • Lenders
  • Accountants

As set out in the Core 
Training sec  on which 
follows, entrepreneurs 
will be required to 
make adequate  me 

available and, if already in business, to provide current 
and detailed opera  onal informa  on.  Training would be 
in group se   ngs both for effi  ciency and to enable group 
interac  on to contribute to learning and improvement.  
A key process 
element will 
be round table 
sessions and 
peer support.

And it will be 
rigorous.  Our 
goal is to build 
entrepreneurs 
who are posi-
 oned to suc-

ceed.  Rigor is 
required.  But 
if we correctly 
judge our fi rst 

class, recrui  ng ambi  ous, coachable par  cipants, thor-
oughness should be welcome.

Stages one and two of the program will occur in a class/
mee  ng room se   ng.

2. Core Training
There are things every business must know, procedures 
to be adopted, regardless of industry, loca  on, or op-
era  onal tenure.  Many of these topics are off ered to 
a greater or lesser extent by local providers iden  fi ed 
elsewhere.

Too frequently however, there is an underlying assump-
 on that informa  on can be presented, and absorbed 

quickly, and that implementa  on will be rapidly success-
ful.

In reality, all learnings take  me to absorb, and more to 
perfect.  Systems are rarely fl awless at implementa  on.  
And even the best must be amended, and then amended 

Poten  al 
Candidate Profi le
Blue Plate Corner

again, as circumstances change, 
and reali  es intrude.

Or, as a military sage observed, 
‘no ba  le plan survives contact 
with the enemy’.  

Both the restaurant and retail 
sectors are subject to constant 
change.  Trend and consumer 
preference driven, product and 
labor cost dependent, and sea-
sonally variant, these are hard 
industries to master and even 
more diffi  cult ones in which to 
fl ourish. Originalitees  product on display
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2. Core Training
Core capacity, even once developed, will need con  nual 
upgrade and ongoing support.  Understanding a fi nancial 
model in theory is radically diff erent from developing, 
applying and adjus  ng one in prac  ce, especially in high-
ly dynamic business sectors.

Poten  al 
Candidate 
Profi le

A business that started as 
a dessert shop expanded 
from one fi xed loca  on 
to a second.  However 
the owner has recently 
contracted back to a single 
spot as she seeks ways to 
strengthen the business, 
add soups, salads, sand-
wiches and other op  ons 
to the menu.  She also 
wants to increase hours, 
and aim for profi tability.  
Personnel and fi nancing 
challenges seem to limit 
opportuni  es and growth 
is not an op  on without a 
be  er support system in 
place.

Beau  ful Bites

Thus, a generalized and 
usually short-term pro-
gram, such as many in 
the marketplace, while 
poten  ally of benefi t, 
will be insuffi  cient to 
achieve our goal.

Though the fi rst cohort 
will be primarily those 
already in business, and 
some of these topics 
may therefore be less 
urgent, below is the 
en  re outline:

The program would 
consist of six months of 
training and coaching 
on a declining basis 
for an addi  onal 12 
months.  

During this period, it is 
also envisioned that a 
core group of key ser-

vice and systems providers will be iden  fi ed.  Entrepre-
neurs with weak capacity in any key areas will be encour-
aged to avail themselves of the services of these advisors 
on an ongoing basis. 

We also recommend establishment of a review process, 
possibly incen  vized, in which the entrepreneurs are in 
some way accountable not only to themselves but also 
to their cohort and to GCRA, providing profi t and loss 
statements and analyzing results on at least a quarterly 
basis for up to two years.

Only by working with experts who can challenge and sup-
port a focused inves  ga  ve process can an entrepreneur 
begin to defi ne what their business would look like and 
what they need to make it real.  And only by managing 
well and paying regular a  en  on to fi nancial and opera-
 onal analysis will success become more likely.

This family owned restaurant is a long  me tradi-
 on in its transi  onal neighborhood.  The diligent 

owners work every shi  , help neighbors, contrib-
ute to the needy and never turn a profi t, proving 
that hard work alone does not guarantee success.  
Overwhelmed by daily demands, they have never 
had the  me or assistance to develop and master 
good opera  onal systems.  Teetering on the edge of 
failure, assistance is essen  al if this precious com-
munity asset is to remain in opera  on. 

Poten  al 
Candidate Profi le
Our Diner

Concept

     • Clarity  
              • Concept Defi ni  on
              • Mission Statement & Values  
     • Target Demographic
              • Iden  fy, Market Research, Consensus
              • Market Trends
              • Future Market Growth

Menu Development- Food

     • Dynamics of Day Parts
     • Menu Func  onality
             • Benchmark Menu against 
    Demographic and Concept
             • Coff ee, Carry Out and Catering
     • Develop Recipes and Menu Specifi ca  ons
             • Por  on Analysis 
     • Food Cost
             • Determine Plate Cost for all Menu 
    Items
             • Compare Vendor Pricing
             • Concept Driven Pricing 
     • Procurement
             • Choosing Vendor
             • Ordering Guide
             • Menu Item Specifi ca  on
     • Defi ned Menu Pricing
     • Equipment Package to Support Menu 
              • Analyze Future Needs
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Human Resources

     • Time line 
     • Training
     • Ordering
     • Licensure
     • Marke  ng and PR
     • So   Schedule
     • Kick off 

Opening and Early Opera  ons

     • Iden  fying Staffi  ng Needs
     • Hiring
     • Staff  Management
     • Scheduling
     • Regula  ons
     • Customer Service Style and Standards
     • Termina  on Procedures
     • Manual Development

Accoun  ng and Cash Management

     • P & L Workshop
     • POS Selec  on 
        and Set Up
     • Payroll
     • Taxes

     • Banking 
     • Cash Flow 
        Management
     • Credit Card 
        Processing

     • Actual v. 
        Projected Analysis
              • Cost
              • Sales
              • Product
     • Managing For 
        Success

Marke  ng/Branding

     • Brand Iden  ty- Menu’s, 
        Signage, Collateral Materials 
     • Marke  ng Budget-Pre-Opening/
        Post Opening
     • Marke  ng Strategy 
              • Print, Radio, TV
              • Social Media
     • Communica  on
              • Email
              • Loyalty Programs
              • Community Engagement

Retail is a central component of the R3 program, 
though perhaps overshadowed herein by repor  ng 
on the more intricate nuances of restaurant devel-
opment.

There are essen  al similari  es between the two 
components.  Both are embedded in the experi-
ence economy, depend on customer loyalty and are 
market sensi  ve.  Much of our program, including 
idea  on, business prac  ce, HR and marke  ng, will 
be applicable to either sector.

For those components unique to retail however, 
Cincinna   is rich in resource.  Our largest university, 
University of Cincinna  , has one of the most suc-
cessful fashion and retail training programs any-
where.  The three largest consumer products com-
panies in the country, Macy’s, Kroger and Procter 
and Gamble are headquartered here.  

At ground level we are gradually developing a bench 
of strong majority retailers who have evinced a will-
ingness to share their experiences and knowledge 
with our R3 par  cipants as may be useful.

And despite the widespread predic  ons of the de-
mise of fi xed loca  on merchants, specialty retailers 
are, in many cases, doing be  er than ever.   Many of 
the reasons for that can be ascertained.  We will knit 
all these assets and learnings together in support of 
our R3 par  cipants.

Retail

2. Core Training
The program would consist of six months of training, 
and coaching on a declining basis for an addi  onal 12 
months.   Mentoring would be available for a further 12 
months, for a total of 2.5 years of specifi c and targeted 
help.  Beyond this period, cohort roundtable par  cipa-
 on would be op  onal but encouraged.

During this period, it is also envisioned that a core group 
of key service and systems providers will be iden  fi ed.  
Entrepreneurs with weak capacity in any key areas will 
be, at minimum, encouraged to avail themselves of the 
services of these advisors on an ongoing basis.  Other 
programs have made use of these services mandatory, 
ensuring that key legal and opera  onal benchmarks are 
consistently met

We also recommend establishment of a review process, 
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It all begins with an idea.  But success requires 
that each idea be scru  nized, challenged, de-
fended, deconstructed and refi ned.  And each 
dream has to be accompanied by baseline skills, 
determina  on to succeed, and access to prac  cal 
resource.  

In the ini  al class it is envisioned that par  ci-
pants will be recruited.  As outlined in examples 
elsewhere we have iden  fi ed poten  al members 
already in business, though not necessarily estab-
lished in bricks and mortar, with ambi  on to grow 
and/or a strong need to stabilize.  
As the program becomes known, a compe   ve 
applica  on process is envisioned.

But it is important to note that ours is not a pro-
gram for appren  ces, it is designed to help jour-
neymen become masters and masters become 
long term survivors.
And even exis  ng businesses will be required 
to par  cipate in each stage of the process.  This 
helps ensure concept is clear, fi nances are order-
ly, thorough processes are in place and advisors 
are capable and heeded, and thus posi  ons for 
success. 

Stage 1: Idea  on will be measured in weeks; 
Stage 2:  Core Training in months; Stage 3: Start 
Up to Stabiliza  on in years; and Stage 4: Growth 
will, ideally be the work of a professional life  me.

In every cohort we will be looking for individuals 
with a commitment to excellence, relevant skills 
or educa  on and a teachable a   tude.

Criteria for 
Program Par  cipa  on

3. Start Up to Stabiliza  on
In this phase the entrepreneur is opera  onal.  While it 
may seem that major hurdles are overcome, in fact the 
hardest work is about to begin.

Now, nothing is theore  cal, and each day brings new 
challenges:  personnel problems, cost overruns, weath-
er, missing merchandise, cranky customers.  For most 
startups each day is an exhilara  ng, exhaus  ng series of 
hills to climb.

What is known is that planning, the core of the pre-open-
ing stage, is too o  en ignored in the hurly burly of post 
opening.  And in our sectors, where trends change rap-
idly and consumer preferences drive success, con  nual 
tracking and cohesive management are essen  al.

For R3 this is the coaching and accountability phase.  
Assigned coaches will stay with entrepreneurs for the 
fi rst 12 months of opera  on.  It is recommended that 
the program make con  nuing fi nancial accountability a 
requirement.  And peer cohort mee  ngs can provide an 
essen  al forum to discuss challenges and gather data 
from others in the same situa  on.

To some extent, control of the program may be driven, in 
this phase, by loca  on.

It has been suggested that GCRA will create a Trinity 
Groves like campus where mul  ple entrepreneurs can be 
fostered, and which could poten  ally drive revitaliza  on 
of the surrounding area.

It is also possible to partner with another organiza  on, 
such as Findlay Market, on a pop up retail/restaurant 
program.  In either of these instances, GCRA would have 

2. Core Training
possibly incen  vized, in which the entrepreneurs are 
accountable not only to themselves but also to their 
cohort and to GCRA, providing profi t and loss statements 
and analyzing results on at least a quarterly basis for up 
to two years.

Only by working with experts who can challenge and sup-
port a focused development process can an entrepreneur 
begin to defi ne what their business must look like and 
what they need to make it real.  And only by managing 
well and paying regular a  en  on to fi nancial and opera-
 onal analysis will success become more likely.

direct site control.  Such circumstances would create 
a more protec  ve environment for entrepreneurs and 
would also give more oversight to the sponsoring organi-
za  on.

But assuming that these Stage 3 retailers and restaura-
teurs are sca  ered through various NBDs, a means needs 
to be found to ensure/incen  vize con  nuing adherence 
to the objec  ves they set for themselves and use of the 
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4. Growth
Growth stage is likely to be at the 3-year mark or later, 
and an entrepreneur ready to grow should be considered 
past the need for incuba  on.

But it is our view that even at this stage of maturity there 
are two reasons to keep a strong  e to these successful 
businesses.

First, the strength of our program is demonstrated by 
that very success, so ensuring its con  nuity is advanta-
geous, though all services provided should be at user 
cost in this stage. 

Ideally, peer cohort roundtables will con  nue, allow-
ing what are now long-term colleagues to con  nue to 
challenge and support each other.  Access to business 
services will help ensure that service usage remains at 
a high level.   Other skills development programs, as yet 
unforeseen, may be off ered.

Among the most interes  ng comments from focus groups was the restaurateur who spoke at length about the challenges 
of too li  le capital – and of too much.

Access to capital is a fundamental issue for anyone wishing to create a retail or restaurant opera  on.  Conven  onal lenders 
are extremely uncomfortable with these sectors, especially at a small scale.  Friends and family investors and mortgageable 
assets may off er some mi  ga  on, but many enterprises commence underfunded, a poten  ally fatal fl aw.
For minority entrepreneurs, the challenge is magnifi ed.  Friends and family may be unable to off er resource, assets could 
be minor and blemished credit is somewhat more common.

In our focus groups we discussed this in detail not only with entrepreneurs but also with two poten  al capital sources:  
lenders and landlords.  Our goal was to discover if par  cipa  on in a program such as R3 would enhance borrower/tenant 
credibility.  
We found a strong posi  ve likelihood.  That ma  ers because if we can add credibility to credit we may have a par  al 
solu  on to the capital problem.  Lenders will be more willing to lend, and landlords may be more inclined to make stronger 
off ers of tenant improvement dollars and/or nego  ate more favorable lease terms.

What we did not test was whether R3 might have a similar impact on investors.  However, we believe that there too, given 
 me and an opportunity to make a case, infl uence would be posi  ve.  We may also be able to build an investor pool where 

altruism will, at least to some degree, temper return expecta  ons.

Ideally as we ins  tute Phase I of R3 we will also be building stronger rela  onships with lenders of all types, poten  al 
landlords and investors.  The ul  mate goal, of course, is to create a dedicated R3 capital pipeline which will be suffi  ciently 
funded and necessarily pa  ent.

Such a pipeline should never be a sole source for our entrepreneurs.  Nor, as pointed out by our focus par  cipant, should it 
make money available too freely.  Skin in the game and fi nancial prudence remain fundamental to success.

But undercapitaliza  on, poor planning and inexperience are frequently cited as the top three reasons small businesses fail.  
R3 will aggressively address experience and planning defi ciencies.  
We must also be unafraid to talk about - and tackle – issues of money.

Money

But of equal or greater importance is what these estab-
lished entrepreneurs will extend to our program.  We 
began with the underlying assump  on that minority 
retailers and restaurateurs are fundamentally disadvan-
taged by a lack of exemplars, masters and mentors.

Jacob Trevino owner of 
Gorilla Cinema Group 

 
With the maturity of 
this group, those lacks 
will no longer be an 
issue.  R3 will have 
grown its own appren-
 ceships and advisers.  

A new history will have 
been created from 
which to take lessons.  
For that reason alone, 
it will be valuable to 
fi nd ways to keep all 
program graduates 
connected for as long 
as they are willing and 
able.
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No ma  er how diligent our ve   ng process and strong our program, candidate failure will be a possibility at every step 
along the way.

In the Idea  on phase, rigorous analysis may uncover poten  ally fatal fl aws. The goal is to dig deep and address those at 
the earliest moment, though that may be unpalatable for some. But without such rigor, we risk suppor  ng a dream with 
li  le to no real viability.

In the Core Training stage, genuine commitment to skills development will be required. Out of that process will come a 
detailed theore  cal understanding of basic business opera  ons, marke  ng, HR, cost control and other elements on which 
success can be built. But such a  en  on to detail and commitment may be uncomfortable to some. In which case they will 
have, eff ec  vely, self selected to opt out of the program.

In the next phase those learnings must be applied, though s  ll with the help of mentors and advisers. The tempta  on will 
be to focus on the crisis of the moment, the triumph of the day. But now success will be dependent on ability to execute 
quickly, accurately and consistently. Many businesses start strong enough but can’t persevere and grow, despite the best of 
inten  ons.

R3 will have built in governors and incen  ves but ul  mately each business will have its own leader, and that leader their 
own ideas. We would hope that our program is a point of diff eren  a  on, off ering a base from which success is more likely.

But some  mes even seemingly great ideas just don’t work and some  mes, perhaps, they shouldn’t.

Is Failure an Op  on?

As noted elsewhere, the richest relevant program studied was Trinity Groves.  It has successfully created almost 20 restau-
rant and retail concepts while also driving revitaliza  on of an undervalued por  on of Dallas. It is widely studied but, so far, 
not successfully emulated. Perhaps because while it is a program of excep  onal depth and capacity, it is also an expensive 
startup and dependent, at least par  ally on the unique skills of the founding partners.  Not least among these is the ability 
to raise many millions of dollars in private investment.

Our situa  on, at least in start up phase, is diff erent.  While GCRA has site control of both land and buildings, we need to 
develop capability to deliver a fully realized program. Ideally, this can be done by managing partners and consultants who 
bring project specifi c exper  se. For real success, R3 will need test facili  es in which both expense and risk can be man-
aged.  At least un  l we have proved concept it could be advantageous if that piece were delivered by another agency.

Findlay Kitchen (FK) was founded 2 years ago, conceived as a membership organiza  on devoted to the incuba  on of kitch-
en concepts.  Original inten  on was to focus largely on packaged foods from co  age producers.  In fact, these entrepre-
neurs now make up only about 1/3 of FK members.  The balance are small caterers and restaurateurs seeking addi  onal or 
test kitchen capacity.

FK is now in the process of crea  ng 4 pop up spaces, two dedicated to retail and two equipped as small restaurants.  Op-
erators will occupy these spaces for several months and thus be able to prove – or disprove – their own concepts before 
taking the more expensive next step of a fi xed loca  on.

FK currently off ers wrap around services to members, and would incorporate pop up users into that system.  While we 
would argue that the services off ered could be more rigorous, and should be more sustained, they may provide a useful 
base on which to build. Moreover, the availability of pop up spaces, including the poten  al of one dedicated to GCRA’s 
target minority operators, is a substan  al asset in the early stages of developing our program.

Conversa  ons are ongoing, with many ques  ons yet to be answered, but it is our strong view that this, or some other 
similar collabora  on, gives us a means to jump start entrepreneurial development. Ideally GCRA will, in future, have such 
strong proof of concept that a Trinity Groves style campus, if desired, is achievable.

But we must begin at the beginning.

Framework for a Collabora  on
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Start: ME which stands for Start MicroEntrepreneur 
Accelerator Program is an intensive 14-week accelera-
tor program that provides the most promising mi-
cro-entrepreneurs in the Evanston community busi-
ness training, mentorship support and the early-stage 
fi nancing need to develop their businesses. The 
organiza  on works to connect micro-entrepreneurs 
with knowledge, networks, and capital. 

The program includes 14-weeks of hands on learning 
to inject needed business acumen into par  cipa  ng 
ventures, connect par  cipa  ng entrepreneurs to 
one another, a range of local business professionals 

SCORE off ers various services to small business owners 
and startups in the Greater Cincinna  , OH, Northern 
KY & SE IN area. They have approximately 100 vol-

Start:ME Evanston

SCORE Cincinna  

MORTAR

and other support organiza  ons through a tailored 
mentorship program, regular community events, and 
virtual tools. Start:ME also provides a small guaran-
teed, low cost loan through their dedicated loan fund 
of to the more promising ventures as selected by the 
entrepreneurs themselves.

Case Studies

Image source: h  p://www.xavier.edu/startme/volunteer.cfm

unteer business execu  ves and 
specialists with diverse business 
backgrounds who volunteer their 
 me to help small businesses 

succeed. 

MORTAR is a minority focused accelerator and incu-
bator with a mission to enable under-served entre-
preneurs and businesses to succeed and to create 
opportuni  es to build communi  es through entre-
preneurship. They currently work in Over-the-Rhine, 
Walnut Hills and Uptown and are looking to work in 
more communi  es across Cincinna  .

Par  cipants in the MORTAR program go through either 
a 9 or 12-week course that is focused on developing 

business skills such as 
crea  ng a successful 
business plan and 
other basics. Courses 
are held three  mes 
a year and par  cipant 
a  endance is manda-
tory. MORTAR provides 

Image source: h  ps://wearemortar.com/
cincinna  s-mortar-turns-peer-network-support-into-600k-raise/

limited alumni support as well as connec  ons, hands-
on training opportuni  es, consul  ng, access to legal 
resources and mentorship through SCORE Cincinna  .

Upon comple  on of the course par  cipants have the 
opportunity to pitch their ideas to poten  al investors, 
community leaders and poten  al customers. MORTAR 
and its partners also provides an ongoing support 
system to their alumni network.

The organiza  on off ers several services to small busi-
ness owners including mentoring, access to resources 
and literature on business development and work-
shops focused on crea  ng business plans, avoiding 
common business mistakes and other topics focused 
on developing small businesses.

As of 2017 repor  ng, SCORE has helped create 330 
new businesses and 482 jobs in the Cincinna   region. 
61% of SCORE clients remain in business and 66% of 
SCORE clients grew their business as of 2015.
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ArtWorks CO.STARTERS a business development 
program aimed at crea  ves, ar  sans and lifestyle 
entrepreneurs. The program consists of a three-hour 
weekly course held over nine weeks that focuses on 
developing business skills and approaches based on 
real feedback and customer demand. 

The program has trained over 500 entrepreneurs and 
helped launch over 300 new local businesses and 

ArtWorks CO.STARTERS

Image source: h  p://www.artworkscincinna  .org/
fall-2016-co-starters-is-underway/

Image source: h  p://www.
artworkscincinna  .org/crea  ve-enterprise/

non-profi ts. A focus on 
non-tradi  onal entrepre-
neurs sets this program 
apart from many others 
in the region.

Founded as a partnership between the Carol Ann 
and Ralph V. Haile, Jr./ U.S. Bank Founda  on and the 
Johnson Founda  on in 2013, People’s Liberty has been 

People’s Liberty

ac  vely engaging 
and challenging 
innovators with 
an assortment 
of funding tools 
to help good 
ideas get off  the 
ground. Through 
its fi ve-year 
mission, Peo-
ple’s Liberty has 
funded over fi  y 
projects through 
project grants 
of $10,000 and 
several people 
with bigger ideas 
at the $100,000 
level. 

Image source: h  ps://www.
peoplesliberty.org/work-with-us/

Image source: h  ps://www.
peoplesliberty.org/work-with-us/

People’s Liberty also has a storefront grant project 
where poten  al ideas can be showcased on their 
storefront across from Findlay Market in Over-the-
Rhine. The organiza  on recently opened a second 
storefront in Camp 
Washington where it 
hopes to spawn more 
interac  ons, innova-
 ons and ideas on the 

community level.

Case Studies



Greater Cincinna   Redevelopment Authority 21

R3

Final Report 2017

Founded in 2010 as Bad Girl Ventures, Aviatra is a 
woman focused entrepreneur accelerator. 

The accelerator works in both Kentucky and Ohio and 
works to enable women to start and sustain busi-
nesses by giving them the resources they need to be 
successful. Their staff  has exper  se in business basics, 
guidance from mentors and coaches, and access to 
capital.
 
From its incep  on in 2010, Aviatra has grown to serve 
over 1,500 women throughout Ohio and Northern 

Aviatra

A newcomer to the incubator scene, the Findlay Kitch-
en was launched in 2016 as a food focused incubator 
with rela  onship and support to Findlay Market. The 
Kitchen space located on Elm Street allows chefs and 
other small business owners to rent kitchen space for 
use in their business. The Kitchen is central to the core 
values of Findlay Market which is the desire to sup-
port and provide for the community. 

The Kitchen serves as a prep space for new food oper-
ators and some now have vending space on the south 
side of the market. As development con  nues in the 
area, the Kitchen plans to coordinate with Findlay 
Market on pop-up storefront space on Elm Street.

Findlay Kitchen

Image source: h  ps://aviatraaccelerators.org/

Image source: h  ps://fi ndlaykitchen.org/

Case Studies

Image source: h  ps://fi ndlaykitchen.org/

Kentucky, and help se-
cure nearly $850,000 in 
low-interest loans. Grad-
uates from the accelera-
tor have received over $6 
million in follow-on fund-
ing and have generated 
over $68 million in sales 
revenue upon comple  on 
of our program.
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The Cincinna   Minority Business Collabora  ve 
(CMBC) is a partnership of fi ve business development 
organiza  ons including the Cincinna   Chamber’s 
Minority Business Accelerator, The Urban League 
Economic Empowerment Center, the African Amer-
ican Chamber of Commerce, Greater Cincinna   
Microenterprise Ini  a  ve, and the Hamilton County 
Development Company. The collabora  ve is dedicat-
ed to increasing the number of successful minority 
businesses in the Cincinna   region. Its goal is to cre-
ate a seamless and systemic approach that supports 
minority enterprises across key stages of start-up, 
growth, and sustainability. The CMBC leverages its 
partnerships to simplify and expand the range of 
services and programming off ered to minority fi rms 
in the region. 
 

Cincinna   Minority 
Business Collabora  ve

Image source: h  p://www.xavier.edu/startme/volunteer.cfm

The CMBC’s primary focus is geared towards increas-
ing the number of fi rms with sales in excess of $5M 
and the ability to create at least 15 permanent jobs.  
Their programma  c assistance is provided at no cost 
by experienced industry specifi c business coaches 
and professionals, many of whom have been suc-
cessful entrepreneurs or corporate execu  ves. These 
professional resources help par  cipants with a wide 
range of subject ma  er exper  se necessary to ade-
quately prepare for raising capital, including but not 
limited to strategy, opera  ons, infrastructure, and 
fi nancial planning. 
 
To qualify for assistance from the CMBC, the business 
applicant must be at least 51% minority-owned and 
controlled, and demonstrate the ability to either 
create at least 15 new jobs or accelerate annual sales 
growth by $5 million or more in sustainable revenue 
with both goals achievable within 3-5 years.
 
The CMBC also off ers a Group Mentoring Panel which 
is a monthly panel that off ers entrepreneurs the op-
portunity to receive coaching and counseling to help 
vet and cri  que their Ideas and Concepts, Business, 
or Business Model. Mentoring objec  ves include 
addressing growth and capacity, business model 
development, feedback on new business ideas and 
concepts, networking and iden  fying and advancing 
more minority fi rms in the ecosystem of incubators 
and accelerators.

Case Studies
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Smallman Galley func  ons as a Chef incubator in 
Pi  sburgh, PA and was created by two U.S. Navy 
Lieutenants who had been exposed to unique 
dining experiences in food halls while travel-
ing. Their mission is to “cul  vate and accelerate 
undiscovered Chefs by providing them a forum 
to showcase their capabili  es, hone their cra  , 
develop business acumen, and build a cult follow-
ing behind their concepts.” Their space is large 
enough to seat 200 guests and contains four fully 
ou  i  ed kitchens. The chefs are run their busi-

Smallman Galley

nesses autonomously 
for 18 months, se   ng 
their own menu, hiring 
and managing their 

own staff , and interac  ng with the customer. Every Monday the space is closed 
to the public and the Chefs a  end weekly trainings on everything from branding, 
business plan dra  ing, marke  ng, and restaurant opera  ons. In the last six months 
of the 18-month terms Smallman Galley helps the Chefs to secure fi nancing and 
new permanent site within the city. 

Image source: h  p://www.smallmangalley.

Case Studies

Detroit Kitchen Connect
Detroit Kitchen Connect is a commercial kitchen 
program developed under the Eastern Market Corpo-
ra  on in 2013. DKC helps community kitchen partners 
become centers of food ac  vity in their neighbor-
hoods, providing opportuni  es for entrepreneurship. 
In helping partners to make kitchen accessible, and 
providing technical assistance, workshops, and other 
startup services for food businesses, DKS supports a 
diverse group of entrepreneurs to do what they love 
and contribute to Detroit’s growing food system.  

Kitchen space comes from underu  lized kitchen spac-
es donated from non-profi ts that run food pantries and other services for disadvantaged ci  zens.  The program 
has an applica  on fee oif $20 and a $200 deposit. Scholarships and fi nancial aid are avialable through funding 
partners like FoodLab and TechTown Detroit.

DKC also hosts a quarterly state-wide mee  ng of incubator kitchens that are currently opera  ng or developing 
shared-use kitchen projects in Michigan and the neighboring regions.

Image source: h  p://seedstock.com/2014/07/11/detroit-pro-
gram-turns-underu  lized-spaces-into-incuba  on-kitchens/
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TechTown, created as part of Wayne State University 
in 2010, is a Detroit based business accelerator and 
incubator that off ers entrepreneurial services for 
both tech and neighborhood enterprises. They seek 
to help startup and established businesses develop, 
launch and grow, while strengthening and diversify-
ing the local economy. Since their founding they have 
helped create over 1,200 jobs and 20 companies 
through their Block and Lab programs.

The Block-based programs are designed for entre-
preneurs with strong retail concepts and some retail 
ac  vity experience. These programs include a retail 
boot camp which is an intensive eight-week course. 
The retail boot camp provides access to start-up cap-
ital, aff ordable space and ongoing business support. 
Classes cover naviga  ng bricks and mortar regula-
 ons, role of architect, loca  on selec  on with legal 

guidance, brand evalua  on, point-of-sales systems, 
customer service, social media and other industry 
specifi c topics. Program par  cipants have the oppor-
tunity to  present in a showcase where successful 

Tech Town (Detroit)

Image source: h  ps://www.
clickondetroit.com/news/coolest-offi  ce-spaces-in-detroit

graduates may be awarded prize packages worth 
$5,000 which may include subsidized or permanent 
pop-up loca  ons, professional services, point-of-
sales system and inventory subsidy. 

Par  cipa  on in the Retail Boot Camp program re-
quires applicants be willing to locate their business 
in Detroit within 12 months of gradua  on and must 
present materials on thier previous retail ac  vity. 
The boot camp is made possible by the JPMorgan 
Chase Founda  on, New Economy Ini  a  ve, Bed-
rock Real Estate Service and the Detroit Economic 
Growth Corpora  on’s Motor City Match fund.
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