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ABSTRACT 

The major purpose of this study was to determine how 
the Small-Business Management/Entrepreneurship curriculum at 
Blackfeet Community College can meet the needs of potential 
and existing small-business owners on the Blackfeet 
Reservation. 

A small-business needs assessment questionnaire was 
sent to potential and existing small-business owners on the 
Blakcfeet Reservation. The return rate was 62 percent and 
80 percent for existing and potential business owners, 
respectively. 

The results of the study were l)the major challenges 
facing small-business start-up or acquisition are securing 
capital/credit, developing a business plan and researching 
the market; 2)potential business owners are more aware of 
the business program than are current business owners; and 
3)both current and potential business owners feel that the 
most useful tyes of business assistance programs would be 
basic business principles, computer usage, and home based 
businesses. 

Based on the information received from the responses to 
the questionnaire the following conclusions were reached: 
l)the greatest educational need of both potential and 
existing small-business owners is training and instruction 
in basic business principles; 2)existing business owners 
prefer instruction during the evening hours and on Mondays, 
Tuesdays, and Wednesdays, while potential business owners 
prefer instruction during the morning hours and on Tuesdays, 
Wednedsays, and Thursdays; 3)a substantial percentage of 
existing business owners are unaware of the business 
program; 4)a market for the program does exist among current 
business owners; and 5)opportunities exist for graduates of 
the program for employment in existing businesses on the 
reservation. 



CHAPTER I 

INTRODUCTION 

"Owners of small businesses may prefer to operate their 
enterprises in a highly individualistic manner, but the 
facts pertaining to their abilities to succeed 
demonstrate that some professional guidance is needed." 
(Bart, 1987:82) 

Eighty percent of all small businesses fail within the 

first five years of their existence. (Nelson, 1982:2) This 

statistic alone illustrates the need for such guidance. The 

number of business failures has increased dramatically since 

1983, going from 31,334 to a preliminary figure of 61,209 in 

1987. The root cause of business failure is found to be a 

lack of managerial skills. (Nelson, Piland, 1982:), (Dun & 

Bradstreet, 1985:15) In an analysis conducted by Dun & 

Bradstreet, researchers found that inadequate management 

accounted for 97.8 percent of all business failures in one 

year. 

In 1986, Dun and Bradstreet listed the 3 greatest 

causes of business failure as: 1) economic factors causes, 

2) experience causes, and 3) sales causes. Preliminary 

figures for 1987 again predicted these causes to be the 

chief reasons for business failures in the United States. 

All causes are either directly or indirectly a result of 

poor management. This incompetence is evidenced in the 

business by such things as: 



♦INSUFFICIENT PROFITS 
♦LACK OF MANAGERIAL COMPETENCE 
♦COMPETITIVE WEAKNESSES 
♦INADEQUATE SALES 
♦RECEIVABLES DIFFICULTIES 
♦POOR LOCATION 
♦HEAVY OPERATING EXPENSES 
♦OVER EXPANSION 
♦EXCESSIVE OWNER WITHDRAWALS 

Education can play at least three important roles in 

the development of entrepreneurship. Those roles are: 1) to 

serve as an advocate for entrepreneurship, £) to ensure that 

students have the necessary business and technical skills to 

be successful, and 3) to take on leadership responsibilities 

at the national, state, and local levels of entrepreneurship 

education. Greenwood (1984:37) states that "If entrepre¬ 

neurship is to become an even more significant part of our 

future it becomes imperative that the educational system 

devise a means whereby entrepreneurial awareness and skills 

can be taught as part of a total educational program." 

Need for the Study 

The Blackfeet Community College has been operating 

since September, 1976 and is chartered by the Blackfeet 

Tribal Business Council. In the early years of development, 

the college operated as an extension center of the Flathead 

Valley Community College, Kalispell, Montana. Through this 

bilateral arrangement, courses and programs of study were 

offered on the Blackfeet Indian Reservation. 
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In Fall Quarter, 1979, the Blackfeet Community College 

received candidate status with the Northwest Association of 

Schools and Colleges. Steps were being taken to relinquish 

ties with FVCC and in the Fall, 1980, courses were offered 

at Blackfeet Community College. Three programs of study 

were offered to the community. One year later, the 

Commission on Colleges approved three more degree programs. 

In Fall, 1985, the Blackfeet Community College received 

initial full accreditation as a post-secondary institution 

of Higher Education by the Commission of Colleges, and the 

Northwest Association of Schools and Colleges. 

Blackfeet Community College with a student headcount of 

250, now offers seven programs leading to the Associate of 

Art or Associate of Applied Science degrees. These fields, 

which surround a solid academic core curricula of math, 

science, and English, include; Teacher Training, Human 

Services Technology, Secretarial Science, Bilingual/Native 

American Studies, Business and General Studies. By virtue 

of an agreement with the Montana University System, 

Blackfeet Community College credits are transferrable to any 

of the units of this network of state supported universities 

and colleges. The mission statement outlines the college's 

purpose. It states: 
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The Blackfeet Tribe recognizes the need for quality 
education in its quest for survival in the future. The 
Blackfeet Community College^ a tribally chartered 
institution of higher education is a tribal effort to 
achieve a balance between educational advancement and 
cultural preservation. The college reflecting the 
needs of the tribe, will provide access to education 
for all people on the reservation who wish to 
participate in the betterment of their own future and 
that of the Blackfeet Tribe. The Blackfeet Community 
College will provide post-secondary education which 
enhances the Blackfeet people without needless harm to 
their sovereign way of life. (Blackfeet Community 
College Self Study, 1984:1) 

One need of the tribe is, and has been, business- 

oriented training for present and future entrepreneurs. 

This need for business management training and technical 

assistance was so great that President Reagan appointed a 

Presidential Commission on Indian Reservation economies. 

It's responsibilities were to identify obstacles to Indian 

Reservation economic development and to promote the 

development of a healthy private sector on Indian 

Reservations. (1984:88,87) 

Barbara Bart, in her study, stated that "basic 

marketing principles would tell us that, to be successful, 

educational programs should be designed to satisfy the needs 

and interests of a target market." (Bart, 1983:84) The 

Small Business Administration suggests that programs 

consider the types of businesses popular in different 

regions. From here, programs should be designed to meet the 

needs of the business communities they serve. Therefore, 



standardized offerings found in business schools may not 

always be appropriate. (SBft, 1980:86) 

Problem Statement 

The major purpose of this study was to determine how 

the Small-Business Management/Entrepreneurship curriculum at 

Blackfeet Community College can meet the needs of potential 

and existing small businesses on the Blackfeet Reservation. 

Quest ions to be Answered 

1. What are the educational needs of potential and existing 
sma11-business owners on the Blackfeet Reservation.? 

2. Besides course offerings, are there any other changes in 
the curriculum that should be made, such as scheduling? 

3. Are sma 11-business owners aware that Blackfeet Community 
College offers a Sma11-Business Management/Entrepreneurship 
pro gram ? 

4. Is there a market for the program; are small-business 
owners willing to take business courses at Blackfeet 
Community College? 

5. Do existing sma11-business owners hire graduates of 
Blackfeet Community College’s business program? 

Limitations of Study 

This study was limited to potential and existing 

businesses located on the Blackfeet Indian Reservation. 

This was a reasonable limitation since Blackfeet Community 

College draws at least 99 percent of its primary market of 

students from this reservation. 
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BLACKFEET INDIAN RESERVATION - Blackfeet Community College 

is located in Browning, Montana, on the Blackfeet Indian 

Reservation. The area is isolated from metropolitan areas; 

the closest large city, 65,000 in population, is 125 miles 

away. The immediate area population numbers approximately 

15,000 of whom over 8,000 are Native Americans in residence 

on the reservation. Browning is the financial and 

administrative center of the reservation with a population 

of 4,300. The economy of the area is based largely on 

agriculture, oil and gas, small business, light 

manufacturing and government services and agencies including 

a large hospital serving Native Americans throughout 

Northern Montana. 

ENTREPRENEUR - The definition used in this study is the one 

most commonly found in post-secondary business books. An 

entrepreneur is an innovator or developer who recognizes and 

seizes upon opportunities; converts these opportunities into 

workable/marketable ideas; adds value through time, effort, 

money, or skills; assumes the risks of the competitive 

marketplace to implement these ideas; and realizes the 

rewards from these efforts. (Nickels, 1987:159) 
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NEEDS ASSESSMENT - The formal harvesting, collection, and 

listing of needs, placing the needs in priority order, and 

selecting the needs of highest priority for action. This 

process includes the partners in planning, which in 

education are the learners, the implementers, and the 

society. (Kaufman; 1981:344) 

SMALL BUSINESS - The Small Business Administration Act of 

1953 defines a small business as one "which is independently 

owned and operated and not dominant in its field of 

operation. The SBA uses the number of employees and sales 

volume as guildelines in determining whether a business is 

small. Depending upon the industry, the SBA has different 

definitions of "small.'’ (See Appendix A) 

SMALL-BUSINESS MANAGEMENT/ENTREPRENEURSHIP PROGRAM AT 

BLACKFEET COMMUNITY COLLEGE - The Small-Business 

Management/Entrepreneurship curriculum is a vocational 

curriculum offering an Associate of Applied Science degree. 

The overall goal of this program is to give a graduate the 

skills and knowledge necessary to own, operate, and manage a 

small business. (See Appendix B) (BCC, 1988:45) 
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Summary 

Content and schedules of business programs at community 

colleges should be developed to meet the needs, interests, 

and expectations of a given business community. Further 

Bart states that "in theory each small business community 

could offer a different program." (Bart, 1982:3) The basis 

of this study then was to determine what the needs, 

interests, and expectations of the business community on the 

Blackfeet Reservation are, and then to design a curriculum 

that will successfully serve this community. 
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CHAPTER II 

REVIEW OF THE LITERATURE 

Traditionally, the Blaokfeet Community College (BCC) 

has served approximately 98 percent Native American 

students. Therefore, literature concerning minorities m 

small business was an important part of this study. The 

average age of students attending BCC is 30, thus literature 

pertaining to needs assessments for adult education programs 

was also be an important part of this study. 

Minorities and Small Business 

Minority businesses are still greatly underrepresented 

in the American population when compared to non-minority 

businesses. New research (Moody, 1983:E') shows that 

minorities in small business is only one-fifth that of non¬ 

minority businesses. New research shows that minorities may 

experience only 4 percent more business failures than non¬ 

minority firms. Basic training needs are the same for all 

entrepreneurs and vary only as individual needs, experience, 

motivation, and interest vary. Minorities do not have any 

unusual or special training needs. Rather, the major issue 

facing minority small business is that not enough businesses 

are being formed. What is required in order to overcome 

this problem is that minorities be given the opportunity to 

overcome historical, cultural, and social limitations that 
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are still affecting how they are perceived in the business 

world and how they perceive themselves. A major factor 

influencing minority participation is a lack of education in 

the business field. Greenwood, et al, states that this 

educational factor along with sociological and psychological 

factors "must be addressed if an environment allowing 

minority entrepreneurs equal opportunity and access in the 

business world is to be created. The researchers further 

states that "administrators, program planners, and 

instructors need to develop a sensitivity to the needs of 

minority students." (Greenwood, 1984:39-41) 

In the "Project to Promote Economic Development Through 

Entrepreneurship" Greenwood, et al, identified training 

needs and suggested strategies on how education can 

contribute to minority participation in entrepreneurship. 

Training needs identified were: (Greenwood: 1984: 39-46) 

1. Educators must create an awareness of business 
opportunities open to minority entrepreneurs. 
To meet this need educators must begin to include 
examples of successful minority-owned and managed 
businesses within the community in the awareness 
materials and activities that they plan. 

2. Students should be exposed to minority entrepreneurs 
who are role models. Successful minority business 
owners and managers communicate the message, "you can 
do itt" to potential minority entrepreneurs. 

3. Minority entrepreneurs need to be exposed to formal 
and informal business networks and encouraged to 
develop contacts of their own. 

4. The instructor must stress the importance of basic 
skills (communication, computation, and computer 
literacy) to the successful management of a business. 



Minority students have less personal experience in the 
business wot'ld and may therefore benefit from 
instruction in business skills using an experiential 
approach. 

Potential minority entrepreneurs need instruction 
to upgrade their technical skills. To do this 
they must be adequately informed of what technical 
skills are necessary to function successfully in 
business. 

Advanced business and technical skills need to be 
taught in realistic settings. This is especially 
true for minority entrepreneurs who may have had 
little exposure to the world of business. Realistic 
settings can be in the form of apprenticeships, 
internships, on-the-job training, and incubator 
sit uations. 

Potential minority entrepreneurs should be given the 
opportunity to assess themselves as well as undergo 
an expert assessment in relation to their business 
and technical skill development and usage. Minority 
entrepreneurs need to determine for themselves whether 
they will be fully committed to the business since they 
have less margin for error due to limited capital. 
Educators can help in the assessment by using existing 
instruments to measure the student’s motivation and 
business skills/knowledge. 

Minorities need to get personally involved in 
developing business plans. This will give the 
entrepreneur the understanding and knowledge 
to use a plan and also to adjust it as 
necessary. A well written business plan will 
be an asset to any minority entrepreneur 
attempting to raise money. 

Potential entrepreneurs should be given the 
opportunity to implement their business plans 
in an educational setting. Here students can 
test their skills, level of interest, and 
commitment prior to starting a business venture 
without any risk. 

Minority entrepreneurs need the opportunity to 
manage a business in cooperation with an 
experienced owner/manager. 
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12. When possible, minorities should be given the 
opportunity to take over existing businesses 
and develop them as part of a training program. 
Here again, would be another chance for the 
entrepreneur to determine whether entrepreneurship 
is a suitable career option for him or her. 

The Presidential Comission on 

Indian Reservation Economies 

The Presidential Commission on Indian Reservation 

Economies suggested that "business management and business 

technical assistance to Indian individuals are greatly 

needed to avoid the pitfalls of public sector planning and 

to enhance the probabilities for profitability." Further 

the Commission states that "business planning, management, 

and technical assistance capabilities need to be acquired or 

created if Indian reservation economic development is to 

succeed." (1984:45) The Commission asserted that tribes 

need to provide business training for potential 

entrepreneurs. It suggests that tribes should place greater 

emphasis on business management training by providing 

courses in business management, marketing, finance, etc. 

(1984:82) The Commission identified seven major constraints 

to private sector development on Indian reservations. Two 

that are pertinent to this study are: 1) an insufficient 

number of Indian entrepreneurs and Chief Executive Officers, 

and 2) lack of understanding of business principles by a 

sufficient number of tribal staff. The commission stressed 
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that it found a shortage of experienced entrepreneurs and 

Chief Executive Officers. However, it did not find a lack 

of potential or talent for becoming successful 

entrepreneurs. It also found that business planning was 

particularly weak in the marketing and cost control areas. 

(Presidential Commission on Indian Reservation Economies, 

1984:86-89) 

Entrepreneurship Concept for Minorities 

Statistics vary as to the percent of minorities in the 

United States population. Moody (1983:1) lists it at 24 

percent, and Nelson and Piland (1982:2) list it at 17 

percent. However, both reports agree that minorities own 

only 4.3 percent of all businesses and generate only .7 

percent of all gross business receipts. 

In 1983, the United States Department of Education 

issued its policy statement on entrepreneurship. It reads: 

The U.S. Department of Education recognizes the vital 
role small business plays in our economy. Today, there 
are approximately 14 million small businesses of which 
a major portion are one person family owned 
enterprises. Small businesses which employ one or more 
persons generate most of the new jobs in the economy. 
It is well recognized that entrepreneurial activity 
contributes significantly to economic development and, 
for many people, provides self-employment satisfaction. 
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The U. S. Department of Education recognizes the 
achievements in vocational education which, in various 
ways, have brought the entrepreneurial experience to 
many of our youth and have assisted small business 
owners to initiate, develop, and maintain their 
business ventures. These achievements provide a 
foundation for greater clarity of the role of 
vocational and adult education in bringing 
entrepreneurship education within the mainstream of 
education... 

Moody, therefore, concludes that the stage is now set 

for nationwide implementation of programs focusing on 

entrepreneurship for all. (Moody, 1983:4) 

Needs Assessments and the Adult Learner 

Malcolm Knowles states that "The institutions of Adult 

Education typically emerge in response to specific needs, 

rather than as part of a general design for the continuing 

education of adults" (Knowles, 1977:257) 

A widely accepted concept in the field of Adult 

Education is termed andragogy. Andragogy is premised on 

four assumptions about the characteristics of learners. 

These assumptions are that as individuals mature: 1) their 

self-concept moves from one of a dependent personality 

toward being a self-directed human being; 2) they accumulate 

a growing reservoir of experience that becomes an 

increasingly rich resource for learning; 3) their readiness 

to learn becomes oriented increasingly to the developmental 

tasks of their social roles; and 4) their time perspective 

changes from one of postponed application of knowledge to 
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immediacy of application, and accordingly their orientation 

toward learning shifts from one of s ub.j ect-cent er edn e s s to 

one of performance-centeredness. (Knowles; 1980:44,45) 

Because adults are more se1f-directed, they are highly 

motivated to learn those things they need to learn. Also, 

humans are more committed to a decision to the extent they 

have participated in making it. Thus, a basic element of 

andragogy is the involvement of learners in the process of 

planning their own learning. (Knowles; 1980: 48) 

In curriculum planning for the adult learner, the needs 

assessment plays a crucial role in determining needs and 

designing the educational curriculum. Adults may be unaware 

of some of their educational needs which may be implicit in 

their attitudes and choices, and may be aware of other 

educational needs which they can state explicitly in 

response to a needs assessment. (Knox; 1980:56) Needs 

assessments identify discrepancies or gaps between 

participants current and desired proficiencies as perceived 

by themselves and others. The needs assessment forms the 

basis of curriculum development. 

Stephen Brookfield distinguishes between felt needs and 

prescribed needs. He defines felt needs as the wants, 

desires, and wishes of the learner as perceived and 

expressed by the learner. Prescribed needs are needs of an 

individual, group, or community as perceived by the 
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educator. Both Felt needs and prescribed needs should 

determine the curriculum design. (Brookfield, 19B6:20Q> 

Alan Knox cites several reasons for needs assessments: 

(Kn o x, 19B6:56) 

*A checklist can help you easily review your 
assumptions about potential participants’ 
educational needs. If the assumptions seem 
sound, you can proceed with assurance. If 
not, you can decide how much and what type 
of formal needs assessment is warranted. 

♦Information about educational needs can help 
you select topics, materials, and examples 
so that the program is responsive to the 
participant s. 

♦Descriptions of your program that emphasize 
its responsiveness to the major educational 
needs of potential participants will increase 
the likelihood that they will participate. 

♦The program focus on meeting learner needs 
encourages participants to persist, learn, 
and apply what they learn. 

Needs Assessments in the Community College 

A formalized, systematic needs assessment process 

results in a successful small business program. According 

to Nelson and Piland, (1985:5) this takes the :"guesswork" 

out of small business programming and provides the community 

college with an information base to: 

A. serve as a mechanism for identifying business 
interests, needs and concerns; 

B. provide a way to identify a network of key people 
in the community who will serve as resource 
people to the college; 
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C. serve as guidelines to identify future small 
business programming objectives and priorities. 

The researchers suggest that small business needs 

assessments be done once a year. This will aid the college 

in building a stronger program each successive year, while 

at the same time keeping up with new trends which produce 

new needs to which the college should respond. 

Summary 

Experts in the field of Small Business are beginning to 

realize that Small-Business programs need to be 

individualized to meet the needs of the local business 

community they serve. The Small Business Administration is 

among the advocates of these individualized programs. To 

further support this, educators in the field of Adult 

Education contend that the student's needs should define the 

curriculum. 

Researchers are also beginning to focus on the unmet 

educational needs of potential and existing minority small- 

business owners. The educational needs of minorities are no 

different than those of other nationalities. Rather, 

minorities have sociological and psychological barriers to 

overcome due to the fact that historically? most minorities 

have not been involved in business. 
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CHAPTER 3 

METHODS AND PROCEDURES 

The purpose of this chapter is to identify the methods 

and procedures that were used to determine how the Small- 

Business Management/Entrepreneurship curriculum at Blackfeet 

Community College can meet the needs of potential and 

existing small businesses on the Blackfeet Reservation. 

This chapter includes an explanation or description of: 1) 

the sources of data; 2) the construction of the survey 

instrument; 3) the administration of the survey instrument; 

and 4) the procedures used for the analysis of data. 

Popu1 ation 

The population for this study consisted of 2 groups. 

One group was made up of existing small business owners on 

the Blackfeet reservation. The second group was potential 

entreprene urs. 

Sample 

The sample for the first population was all existing 

sma11-businesses on the reservation. The sample size for 

this population was sixty since many business owners own 2 

or 3 businesses. The second sample was 30 potential 

entrepreneurs. This sample was party identified by the 

Blackfeet Tribal Planning Office as those people seeking 

assistance in starting a business. The other part of the 
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sample was made up current and past students of BCC’ s Small- 

Business Management/Entrepreneurship program. 

Construction of Survey Instrument 

ft survey instrument from Montana’s Small Business 

Administration used in assessing needs of small businesses 

provided the basis for this study’s instrument. It was 

developed and revised to fit the population under the 

supervision of Dr. Norman Millikin, College of Business, 

Montana State University. Prior to administering the 

survey, it was sent to a pilot group of 5 potential and 

existing small-business owners. 

ftdministration of Survey Instrument 

Following submission to the pilot group, the survey was 

mailed out on November S', 19B8. (Appendix C) The 

questionnaire was mailed to existing small business owners 

and past students who had enrolled in the Sma11-Business 

Management/Entrepreneurship program and were identified as 

potential small business owners. On this same day, surveys 

were administered to students currently enrolled in the 

program. ft cover letter accompanied the survey explaining 

the purpose of the study and the instrument. (Appendix D) 

ft se1f-addressed stamped envelope was included for the 

convenience of the respondent. 
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By December 2, 1988, 21 surveys (35 percent) were 

received from existing business owners and 16 surveys (53 

percent were received from respondents classified as 

potential small business owners. 

On January 2, 1989, it was determined that a minimum 

number of surveys had not been received from either current 

or potential small business owners. During the week of 

January 22, 1989, the researcher went out and personally did 

follow-up surveys. Sixteen additional surveys were received 

from current business owners for a total of 37 completed 

questionnaires or 62 percent from current business owners. 

Eight additional surveys were received from potential small 

business owners for a total of 24 or an 80 percent return. 

Analysis of Data 

The method of analyzing the data was a non-statistical, 

descriptive method. The data were collected and analyzed 

using percentages. 
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CHAPTER 4 

ANALYSIS OF DATA 

The data reported in this chapter were taken from two 

populations. Those populations were existing business 

owners and potential business owners on the Blackfeet 

Reservation. Data are reported separately for each of the 

populations. A copy of the questionnaire is contained in 

Appendix C. 

Where appropriate^ the data are presented in graphic 

form. A narrative is included with each question to 

facilitate the interpretation and analysis of the results. 

Presentation of Data 

The results are presented in the following graphs. 

Each question from the survey instrument is stated. Where 

appropriate, the questions are followed by graphs. Each 

graph and/or question contains an interpretation and an 

overall summary of the results of the question. 



22 

1. LISTED BELOW ARE ISSUES CURRENTLY FACING THE BUSINESS 
COMMUNITY. TO WHAT EXTENT DO YOU AGREE YOUR BUSINESS OR 
BUSINESS COMMUNITY HAS BEEN ADVERSELY AFFECTED? 

GRAPH NUMBER 1 
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A. COST AVAILABILITY OF INSURANCE: Overall, respondents 
strongly agree that the cost of insurance adversely affects 
business. 

B. COST OF EMPLOYEE BENEFITS: Small Business owners 
generally agree that the cost of employee benefits adversely 
affects them and/or the business community. 

C. COMPETITION FROM NON-PROFIT ORGANIZATIONS: Business 
owners neither agree or disagree that competition from non¬ 
profit organizations is an adverse issue. 

D. EMPLOYEE CHEMICAL ABUSE: Overall, current business 
owners agree that chemical abuse by employees adversely 
affects their business and/or the business community. 

E. LOCAL GOVERNMENTAL RULES AND REGULATIONS: The majority 
of Small Business owners strongly agree that local 
governmental rules and regulations adversely affects 
business on the reservation. 
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F.INABILITY TO OBTAIN CAPITAL: The respondents strongly 
agree that the inability to obtain capital is an issue that 
adversely affects their business and/or the business 
community. 
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2. BASED ON YOUR EXPERIENCE, WHAT ARE THE MAJOR CHALLENGES 
FACING SMALL BUSINESS START UP OR ACQUISITION? (PLEASE RANK 
THE TOP 3, WITH #1 BEING YOUR FIRST CHOICE) 

GRAPH NUMBER 2 
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A. SECURING CAPITAL AND/OR CREDIT: 94 percent of the 
respondents rated this as being one of the top 3 challenges. 
Of these respondents, 66 percent rated it as the top 
challenge? 9 percent rated it as the second highest 
challenge; and 25 percent rated securing capital as the 
third highest challenge facing business start-up or 
acquisition. 

B. RESEARCHING THE MARKET: 32 percent of the respondents 
rated market research as a major challenge facing small 
business start-up or acquisition. 9 percent of these 
respondents rated it as the top challenge, 64 percent rated 
it second; and 27 percent rated it as third. 

C. DEVELOPING A BUSINESS PLAN: 41 percent rated business 
plan development as a major challenge. Of this group, 28 
percent rated it first, 36 percent it second; and 36 percent 
rated it third. 



25 

D. RECRUITING QUALIFIED EMPLOYEES: 32 percent of the 
population responded that the recruiting of qualified 
personnel was a major challenge. Of these respondents, 33 
percent rated it first; 33 percent rated it second; and 33 
percent rated it third. 

E. OBTAINING TECHNICAL ASSISTANCE: 21 percent of current 
business owners ranked the obtaining of technical assistance 
as a major start-up or acquisition challenge. Of these 
owners, 29 percent ranked it first; 57 percent ranked it 
second; and 14 percent ranked it third. 

F. DEVELOPING RECORD-KEEPING SYSTEMS: 24 percent of the 
respondents thought that developing record-keeping systems 
was a major challenge. From this group, 13 percent rated it 
first; 38 percent rated it second; and 50 percent rated it 
third. 

G. UNDERSTANDING TAX REQUIREMENTS/OBLIGATIONS: 32 percent 
of the respondents rated the understanding of tax 
requirements as a major challenge in starting or acquiring a 
business. Of these respondents, 8 percent rated it first; 
33 percent rated it second; and 58 percent rated it third. 

H. ACQUIRING PATENTS/COPYRIGHTS: 6 percent of the business 
owners rated acquiring patents/copyrights as a major 
challenge. All of these respondents rated it as the second 
greatest challenge. 

I. OTHER: 15 percent of the current business owners 
responded that they faced "other'’ challenges. 40 percent of 
these respondents ranked it as the second major challenge; 
and 60 percent ranked it as the third greatest challenge. 
Among these "other" challenges were: l)securing bonding, 
and 2) cooperation with the Tribal Council in securing lease 
of tribal property. 
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3. LISTED BELOW ARE PROBLEMS EXPERIENCED BY SOME 
OWNERS/MANAGERS OF ON-GOING SMALL BUSINESSES. TO WHAT 
EXTENT DO YOU AGREE THESE ARE PROBLEMS IN YOUR BUSINESS OR 
BUSINESS COMMUNITY? 

GRAPH 3 
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A. CASH FLOW: Overall, small-business owners agree that 
cash flow is a problem in their business and the business 
community. 

B. INVENTORY: The respondents indicated that they neither 
agree or disagree that slow moving inventory is a problem. 

C. EMPLOYEES: Current business owners neither agree or 
disagree that unmotivated employees are a problem in their 
businesses and the business community. 

D. BUSINESS SECURITY: The data indicated that business 
owners agree that security is a problem in their businesses 
and the business community. 

E. CREDIT COLLECTION: Overall, current business owners 
strongly agree that credit collection is a problem in the 
businesses and business community. 
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F. MARKETING STRATEGIES: Generally, the respondents 
indicated they agree that marketing strategies are a problem 
facing them and/or the business community. 

G. TIME MANAGEMENT: Business owners neither agree or 
disagree that time management is a problem. 

H. CUSTOMER RELATIONS: Owners also neither agree or 
disagree that customer relations are a problem for their 
businesses or the business community. 

I. FINANCIAL STATEMENTS: Small-business owners were 
divided over whether using financial statements are a 
problem. 32*/. agree it is a problem; while 32 percent 
neither agree or disagree. 

J. COMPETITIVE PRICING: Overall, current business owners 
neither agree or disagree that competitive pricing is a 
problem. 

K. SELLING A BUSINESS: Again business owners were split on 
the issue of selling a business. 29X strongly agree; 32X 
agree; and 35X neither agree or disagree. 

Overall, the greatest problems for the businesses and the 
business community were listed as: 1) credit collection, 
and 2) cash flow. 

WHAT DO YOU PERCEIVE TO BE THE GREATEST PROBLEM?: 
1. Lack of education (knowledge) in some business owners. 
2. No competition. 
3. Competition with tribal government. 
4. Cash flow. 
5. Finding competent help. 
6. Financial resources. 
7. Credit collection. 
8. Lack of a firm economic base for the community. 
9. Competition from non-profit organizations. 
10. The lack of community support of the businesses on the 
reservation. People who earn their wages here are spending 
that money in the larger surrounding areas. 
11. Bureaucracy and unprofessional people to deal with. 
12. Tribal government intrusion into the private 
sector/small business as a competitor. 
13. Being able to buy needed supplies in area. 
14. Cash flow. 
15. Time management. Security and marketing due to 
problems with employees not showing up (lack of motivation). 
16. Employee motivation. 
17. Inability to secure operating capital. 
18. The fluctuation of business. 
19. Short business season. Low employment. 
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20. Cash flow problems due mainly to poor marketing 
strategies and failure to meet the competition seem to be a 
major cause. 
21. The lack of cooperation between the state and tribal 
governments. I certainly don't know whose rules to follow 
making businesses difficult to manage. 
22. Lack of dependable, interested, efficient help. 
23. Credit collection. 
24. Selling my business--problem of financing on 
reservation. 
25. Selling a business. 
26. Cash flow. 
27. Blackfeet Tribal Business Council. 
28. Inability to collect on bad credit. Also it is hard to 
invest in business if capital is not available, which in 
turn makes it hard to sell a business. 
29. Cash flow due to allowing too much credit, also need to 
keep inventory on hand so you have something to sell, need 
supervision. 
30. Availability of capital (start-up monies.) 



4. HOW LONG HAVE YOU OWNED AND OR MANAGED YOUR BUS INESS? 

GRAPH NUMBER 4 

VKAJIS OF BUSINESS EXISTENCE 
EXISTING BUSINESSES 

Less than half of all the respondents have owned their 
businesses for 10 years or more. The majority, 59% have 
owned or managed their businesses for 9 years or less. 
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5. WHAT TYPE OF PRODUCT/SERVICE DOES YOUR BUSINESS PROVIDE? 

GRAPH NUMBER 5 

TYPE OF PRODOCT^SEHU fCE PROVIDED 
BLACKFEET RESERVATION 

Retailers make up the greatest percentage of businesses on 
the Blackfeet Reservation. 
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6. WHAT IS THE SIZE OF YOUR BUSINESS? 

GRAPH NUMBER 6 
A. SALES VOLUME 
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The majority of existing businesses bring in sales 
revenue of less than $100,000. 
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B. NUMBER OF EMPLOYEES 

GRAPH NUMBER 7 
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88 percent of the businesses on the Biackfeet 
Reservation employee less than 10 people. 
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7. HOW IS YOUR BUSINESS ORGANIZED? 

GRAPH NUMBER Q 

TYPE OF LECAL BUSINESS ORCAHIZATIOH 
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The majority of small businesses on the reservation are 
organized as sole proprietorships. 

8. IS YOUR BUSINESS A FRANCHISE? 

96 percent of the respondents indicated that their 
businesses are not franchises. 
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9. HOW DID YOU FINANCE YOUR BUSINESS? (PLEASE CHECK ALL 
SOURCES USED) 

GRAPH NUMBER 9 

FINANCIAL SOURCES 
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Most business owners financed their businesses by a 
combination of their own resources and a bank lender. 
The percent is greater than 100 percent since most business 
owners financed their businesses with at least 2 sources. 
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10. TO WHOM DO YOU GO TO FOR ADVICE ON BUSINESS MANAGEMENT 
ISSUES? (PLEASE CHECK SOURCES USED) 

GRAPH NUMBER 10 
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smT 

ACCOUNT. COLl^UNIV BANK SCORE CONSULT. ATTORNEY SBA 
SOURCES 

Most business owners on the reservation seek the advice of 
an accountant^ attorney^ and bank personnel^ respectively. 
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11. WHAT TYPES OF ASSISTANCE WOULD YOU FIND MOST USEFUL FOR 
YOUR BUSINESS? (PLEASE RANK, WITH #1 BEING THE MOST USEFUL) 

GRAPH NUMBER 11 
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A. INDIVIDUAL BUSINESS COUNSELING: 68 percent of current 
business owners would find individual business counseling a 
useful type of assistance. Of this group, 78 percent would 
find it the most useful; 6 percent ranked it second; 6 
percent ranked it third; and 3 percent ranked it fifth. 

B. WORKSHOPS/SEMINARS ON BUSINESS MANAGEMENT: 62 percent 
of the respondents see Business Management workshops or 
seminars as a useful type of assistance. 14 percent of 
these respondents ranked it first; 71 percent ranked it 
second; and 14 percent ranked it third. 

C. ROUNDTABLE DISCUSSIONS WITH OTHER BUSINESS 
OWNERS/MANAGERS: 62 percent of small-business owners are 
interested in roundtable discussions with other business 
owners or managers. Of these owners and managers; 24 
percent ranked roundtable discussions first; 24 percent 
ranked them third; 14 percent ranked them fourth; 10 percent 
ranked them fifth; and 5 percent ranked them sixth. 



37 

D. NEWSLETTER: 35 percent of the respondents would find 
the newsletter a useful source of assistance. 17 percent of 
these owners rated it as the second most useful source of 
assistance; 17 percent rated it third; 25 percent rated it 
fourth; and 42 percent rated the newsletter sixth. 

E. RESOURCE CENTERS: 38 percent of the business 
owners/managers see resource centers as a useful type of 
business assistance. Of these owners/managers, 15 percent 
rated them first; 15 percent rated them second; 15 percent 
rated them third; 8 percent rated them third; 38 percent 
rated them fifth; and 8 percent rated resource centers as 
the seventh most useful type of assistance. 

F. BLACKFEET COMMUNITY COLLEGE'S SMALL-BUSINESS MANAGEMENT 
DEGREE PROGRAM: 44 percent of current small-business owners 
would find BCC's program useful. 20 percent of these 
respondents ranked it second; 40 percent ranked it third; 7 
percent ranked it fourth; 7 percent ranked it fifth; 20 
percent ranked it sixth; and 7 percent ranked it seventh. 

G. OTHER: 26 percent of the respondents would like to see 
"other" types of assistance. 11 percent rated it first; 11 
percent rated it fourth; and 77 percent rated "other" types 
of assistance seventh. Among other types of assistance 
listed were: 1) SBA contacts in person, 2) certified 
accountants, 3) competent help (employees), and 4) overall 
college support of local businesses. 

Overall, small-business owners prefer individual business 
counseling to assist them in operating their businesses. 
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12. IF THE CURRENT ECONOMIC CONDITION CONTINUES IN YOUR 
COMMUNITY, WHAT DO YOU EXPECT THE STATUS OF YOUR BUSINESS TO 
BE A YEAR FROM NOW? 

GRAPH NUMBER 12 
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An equal amount of business owners are as optimistic about 
the future of their businesses as are those owners are 
pessimistic about their businesses and expected growth. 
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13. ARE YOU AWARE THAT BLACKFEET COMMUNITY COLLEGE OFFERS A 
SMALL BUSINESS MANAGEMENT PROGRAM? 

GRAPH NUMBER 13 

AWARENESS OF BCC'S BUSINESS PROCRAN 

The majority of small-business owners are aware of the 
program. However, a large percentage are unaware of BCC's 
program. 
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14. IF BUSINESS TOPIC COURSES OR WORKSHOPS/SEMINARS WERE 
OFFERED IN YOUR COMMUNITY, WHAT IS YOUR PREFERENCE? 

A. TIME 

The majority of current business owners prefer to 
attend courses during the evening hours. 

B. LENGTH 

Small-business owners prefer to attend courses in 
multi-length sessions. 

C. DAY 

GRAPH NUMBER 14 
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1. MONDAY: 56 percent of the small-business owners prefer 
to take courses/workshops/seminars on Mondays. Of these 
owners 90 percent ranked it first; 5 percent ranked it 
second; and 5 percent ranked it third. 

2. TUESDAY: 53 percent prefer instruction on Tuesdays. Of 
these respondents, 28 percent ranked it first; 67 percent 
ranked it second; and 5 percent ranked it fourth. 

3. WEDNESDAY: 91 percent of current business owners 
indicated they would prefer to take business 
courses/workshops/seminars on Wednesdays. 23 percent of 
this group ranked it first; 29 percent ranked it second; and 
48 percent ranked it third. 

4. THURSDAY: 50 percent of the respondents prefer Thursday 
as at least one day to take courses. Of this group, 18 
percent ranked it first, 41*/. ranked it second, and; 41 
percent ranked it third. 

5. FRIDAY: 41 percent of current business owners prefer to 
take business courses on Fridays. Of these owners, 14 
percent ranked it first; 21 percent ranked it second, and 64 
percent ranked it third. 

Overall, current business owners prefer to attend courses/ 
workshops/seminars on Mondays, Tuesdays, and Wednesdays. 
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16. WHICH BUSINESS ASSISTANCE PROGRAMS WOULD BE MOST USEFUL 
TO YOU OR YOUR BUSINESS COMMUNITY? 

GRAPH NUMBER 15 
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A. COMPUTER (PC) USAGE: 62 percent of the respondents 
indicated that assistance in computer usage would be useful 
to them or the business community. Of this group, 23 
percent ranked it first? 24 percent ranked it second; 33 
percent ranked it third; and 5 percent ranked it fourth; and 
5 percent ranked it sixth. 

B. HOME BASED BUSINESS: 62 percent of smal1-business 
owners showed interest in business assistance in the area of 
home based business. 29 percent of these owners ranked this 
type of assistance first; 33 percent ranked it second; 14 
percent ranked it third; 10 percent ranked it fourth; 5 
percent ranked it sixth; and 10 percent ranked it seventh. 

C. INTERNATIONAL MARKETING: The data indicated that 29 
percent of current business owners would like assistance in 
international marketing. 10 percent of these respondents 
rated it second, 20 percent rated it second, 10 percent 
rated it sixth;; and 40 percent rated it seventh. 
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D. TELEMARKETING: 26 percent of the respondents were 
interested in telemarketing assistance. 11 percent of these 
business owners ranked it second 22 percent ranked it third, 
11 percent ranked it sixth, and 22 percent ranked it 
seventh. 

E. SELLING TO THE GOVERNMENT: 38 percent of small-business 
owners were interested in assistance in selling to the 
government. Of these respondents, 38 percent rated it 
first; 15 percent rated it second; 15 percent rated it 
second; 15 percent rated it third; 23 percent rated it 
fourth; and 8 percent rated it seventh. 

F. BASIC BUSINESS PRINCIPLES: 76 percent of small-business 
owners responded that assistance in basic business 
principles would be useful to them and/or the business 
community. 50 percent of these respondents ranked it first; 
38 percent ranked it second; 8 percent ranked it third; and 
4 percent ranked it fifth. 

G. NATIONAL MARKETING: The data indicated that 29 percent 
of the business owners would like assistance in national 
marketing. 10 percent ranked it first, 10 percent ranked it 
second; 20 percent ranked it fourth; and 40 percent ranked 
it sixth. 

Overall, the top 3 business assistance programs that current 
business owners responded they would find useful include: 
1) basic business principles, 2 computer usage, and 3) home 
based business. 
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17. DO YOU, OR ORE YOU WILLING TO HIRE GRADUATES OF 
BLACKFEET COMMUNITY COLLEGES SMALL-BUSINESS 
MANAGEMENT/ENTREPRENEURSHIP PROGRAM0 

GRAPH NUMBER 16 

WILLING TO HIRS MftMftCSHSHT CHAOS 

The majority of current business owners indicated that they 
do or are willing to hire graduates of BCC’s business 
program. 

WHY? : 

1. Yes,because they are experienced 
2. No, because the community college is a watered down 
community college, not a realistic educational community 
college, it’s too easy, most people who get thru this place 
could never make it at a real community college. 
3. Yes, it is a personal feeling that education is 
important, it is needed. People who take the effort and 
time to go to college should be rewarded in some way, 
especially if they are qualified and willing to do the work 
4. No, budget too low—professional qualities not required 
high school grad sufficient. 
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5. Yes, I believe that a student that has completed the 
requirements in the Sma11-Business Management/Entrepreneur- 
ship program is capable of being a good employee or at least 
has potential. 
6. Yes, we prefer to hire locally. 
7. Yes, local people who are readily available. 
8. No, because I believe they need instructors to do a 
better job of teaching. Students haven’t covered basic 
principles of courses when transferring to colleges and 
universities. 
9. Yes, depends on future sales volume of business. 
10. Yes, the motivation and responsibility should be there 
11. Yes, for the knowledge they have accumulated 
12. No, our business is mostly family operated. 
13. Yes, it would help with the problem of finding trained 
employees. 
14. No, nature of the business is such that most of the 
time skilled labor is not needed. On occasion, however, 
somebody with training like this may be helpful. 
15. Yes, l)Knowledge of the local people and practices. 2) 
Increase the local employment base. 
16. Yes, only if qualified. 
17. Yes, if needed. 
18. No, no employees. 
19. No, couldn’t afford them. 
20. Yes, but please, with basic business just have more 
knowledge of our day to day operation. 
21. Yes, if vacancy in our staff became open. 
22. Yes, believe in hiring local qualified if dependable 
people. 
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18. WHAT IS YOUR GREATEST CONCERN ABOUT THE FUTURE OF YOUR 
BUSINESS AND/OR BUSINESSES IN YOUR COMMUNITY? 
A. My lack of experience to be a competitive business 
woman. 
B. Very little community competition in business. 
C. The white man. 
D. Tribal tax. 
E. Competition with out of town merchants. 
F. Tribal support. I believe local businesses just 
starting out should be exempt from tax for first year. 
G. How to educate the public that if they would support 
this community 100 percent more services would be available 
and at lower prices. 
H. There needs to be more effort in business development. 
I. Amount of jealousy and lack of working together to make 
Browning a place of business. 
J. To get a source of income and to get my kids in self- 
employment. 
K. Tribal interference, lack of capital for growth, 
developing a poor business climate that deters investors or 
stymies the ability to obtain capital investments. 
L. The economy--employment. 
M. Future economic development of reservation--what will be 
done to stimulate economic growth. Present policies are not 
encouraging business growth. 
N. Continued failure of new business due to lack of 
knowledge or experience in management of same. 
O. Taxes. 
P. Success. 
0. That many are failing. 
R. Very difficult to expand the business community for lack 
of people. 
S. The basic economy of the country is important since we 
are in the tourism business. 
T. The fear of adverse local laws. 
U. Lack of qualified help--they don't show up on time--very 
undependable--don't understand basic principles of success 
in business. 
V. To be able to sell my business at retirement. 
W. Unsettled jurisdiction problems, lack of law and order. 
X. The economy and the availability of merchandise. 
2. We (businesses) be able to keep doing business in the 
future. 
Al. That our business and the community as a whole will 
die. 
B2. The future of the town itself. If we can't promote a 
healthy business climate, then business will never invest in 
Browning, but rather go to Cut Bank and invest. 
C2. Adverse public relations with other communities. 
D2. Jurisdiction and help problems. 



47 

E2. Survival of the business atmosphere--too much council 
interference (rules), people of the reservation leaving to 
do their business off the reservation. 

19. WHAT IS YOUR CURRENT EMPLOYMENT STATUS? 

A. BUSINESS OWNER/MANAGER: 94 percent of current 
business owners are actively involved in the operation of 
their businesses. 

B. CHAMBER OF COMMERCE: 6 percent of small-business 
owners on the reservation are members of the Chamber of 
Commerce. 

C. STATE/CITY OFFICIAL (ELECTED): 3 percent of 
business owners are elected officials and not actively 
involved in operating their businesses. 

D. EXECUTIVE: 9 percent of current business owners 
are employed elsewhere as executives. 

DEMOGRAPHICS: 59 percent of current business owners on the 
Blackfeet Reservation are male. The largest percentage of 
owners are in the 40 - 50 age group. 41 percent are 
Caucasian and 59 percent are Native American. The majority 
of small business owners are non-veteran. 
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WE ARE INTERESTED IN ANY COMMENTS YOU MAY HAVE TO ASSIST US 
IN DESIGNING OUR SMALL-BUSINESS PROGRAM TO MEET YOUR NEEDS: 

A. I believe we need more of the local business owners and 
employees to come and promote interest and knowledge of what 
it takes to be a competitive person in the business world. 
I also believe we need more workshops in the business field. 

B. l)Providing training for business plan development. 2) 
Marketing, 3) Contracting, 4) Bidding, 5) Competition, 6) 
Advertising, 7) Financial Management, Q) Controlling Loss 
and Waste. 

C. This town needs a small business. K. M. would be a good 
business. 

D. Go for it. The town/reservation needs as much 
encouragement and assistance as the college can and will 
provide. The college needs to make its presence known to 
the community. Small successful businesses in the community 
should be more than willing to help in anything possible. 

E. I think the college should develop a Business Management 
program which will be a on-the-job type education. Also 
evening classes in accounting, bookkeeping, etc. should be 
made available in the evenings. 

F. By having workshops, seminars, and individual business 
counseling. 

G. Give some tax-accounting classes. Job orientation 
classes—how to complete applications, resumes, 
communication skills—prepare students on how to act and 
talk in a job capacity whatever the position. 

H. I would be interested in any small business development 
workshops. Especially the types of reporting required on 
the federal and state levels--i.e. tax/income reporting, 
workmen’s comp., unemployment, payroll, etc. 

I. Teaching of basic principles such as money management, 
personnel management and discipline (hours and time one has 
to put into the business), better understanding of taxes and 
insurance and how to take the best advantage of tax breaks 
and keep track of paying all taxes and understand all the 
tax forms. 

J. I am looking forward to its development. 
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K. Contact as many business people as possible since many 
businesses (as this one) may be unique and not provide 
exactly the answers which are applicable to your needs at 
the college. 

L. Teach basic principles. 

M. The college should study the problems that tribal 
government causes the business community on the reservation- 
-tribal court--Jurisdiction or lack of--inability to attract 
new businesses. 

N. As I work a shift cooking in the morning, by the time I 
get off work, I don't know if I'd be alert enough to attend 
any classes. Until I can get this business paid for, I'm 
committed to put almost 100 percent of my time there. 

O. The very basic for ours and all other businesses: 1) 
responsibility, 2) attitude, 3)caring, 4) principles of 
accounting, 5) how to sell, 6)how to operate cash registers, 
7) how to greet customers, and 8) how to handle relatives 
and friends while working. 

P. The most helpful program to assist new business starts 
or even old businesses, I think, would be in good Business 
Management programs and closely-held business--understanding 
credit management and working with financial institutions. 

Q. As a 38-year business owner, I believe the most 
important things to make a go of a business is hard work, 
bookkeeping and labor hiring. I believe more Indian-owned 
businesses would survive if they had management assistance. 
Most do not realize that the money taken in is not the 
profit and most has to be used to replace merchandise, also 
do not stay at work and hire too much help. 

R. We are interested in any information and start-up money 
that may be available. 
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POTENTIAL BUSINESS OWNERS 

1. LISTED BELOW ARE ISSUES CURRENTLY FACING THE BUSINESS 
COMMUNITY. TO WHAT EXTENT DO YOU AGREE YOUR BUSINESS OR 
BUSINESS COMMUNITY HAS BEEN ADVERSELY AFFECTED0 

GRAPH NUMBER 17 

ISSUES FAC INC THE BUSINESS COMMUNITY 
POTENTIAL BUSINESS OMNEBS 

INSURANCE BENEFITS COMPETITION CHEH.ABUSE COMERNHEHT CAPITAL 

A. COST AVAILABILITY OF INSURANCE: Generally, potential 
small business owners agreed that cost availability of 
insurance adversely affects the business community0 

B. COST OF EMPLOYEE BENEFITS: Overall, the respondents 
agreed that the cost of employee benefits adversely affects 
the business community. 

C. COMPETITION FROM NON-PROFIT ORGANIZATIONS: Potential 
business owners neither agreed or disagreed that competition 
from non-profit organizations adversely affects the business 
community. 

D. EMPLOYEE CHEMICAL ABUSE: Overall, potential business 
owners agreed that chemical abuse by employers adversely 
affects the business community. 
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E. LOCAL GOVERNMENTAL RULES AND REGULATIONS: The majority 
of potential business owners agreed that local governmental 
rules and regulations adversely affect the business 
community. 

F. INABILITY TO OBTAIN CAPITAL: Overall, the respondents 
strongly agreed that the inability to obtain capital 
adversely affects the business community. 
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2. BASED ON YOUR EXPERIENCE, WHAT ARE THE MAJOR CHALLENGES 
FACING SMALL BUSINESS START-UP OR ACQUISITION^ (PLEASE RANK 
THE TOP 3, WITH 1 BEING YOUR FIRST CHOICE) 

GRAPH NUMBER IQ 

BUSINESS START-UP.'ACQUISITIdM CHAIXENC 
POTENTIAL BUSINESS OWNERS 

CAP I TAL/'CR RES. MARKET BUS.PLAN RECRUITING ASSISTANCE ACCOUNTING TAX REQ . 

A. SECURING CAPITAL AND/OR CREDIT: 91 percent of potential 
small business owners ranked the securing of capital and/or 
credit as a major challenge facing start-up or acquisition. 
Of these respondents, 71 percent ranked it first; 14 percent 
ranked it second; and 14 percent ranked it third. 

B. RESEARCHING THE MARKET: 34 percent of the respondents 
indicated that researching the market was a major challenge 
in business start-up or acquisition. Of these respondents, 
13 percent rated it first; S3 percent rated it second; and 
26 percent rated it third. 

C. DEVELOPING A BUSINESS PLAN: 74 percent of potential 
business owners indicated that developing a business plan 
was a major challenge facing small business start-up or 
acquisition. Of this group, 27 percent ranked it first; 41 
percent ranked it second; and 35 percent ranked it third. 
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D. RECRUITING QUALIFIED PERSONNEL: 9 percent ranked the 
recruiting of qualified personnel as a major challenge. 5® 
percent of these respondents ranked it first; and 50 percent 
ranked it second. 

E. OBTAINING TECHNICAL ASSISTANCE: 13 percent of the 
respondents believe obtaining technical assistance is a 
major challenge in starting or acquiring a business. First, 
second, and third were ranked evenly at 33 percent. 

F. DEVELOPING RECORD-KEEPING SYSTEMS: 30 percent of 
potential business owners responded that developing record¬ 
keeping systems is a major challenge. Of these respondents, 
57 percent ranked it second, and 43 percent ranked it third. 

G. UNDERSTANDING TAX REQUIREMENTS/OBLIGATIONS: 29 percent 
of the potential business owners responded that they believe 
a lack of understanding tax requirements and obligations is 
a major challenge in starting or acquiring a business. Of 
this group, 57 percent ranked it as the second major 
challenge and 47 percent ranked it third. 

H. ACQUIRING PATENTS/COPYRIGHTS: None of the potential 
business owners responded that acquiring patents/copyrights 
was a major challenge in business start-up or acquisition. 

Overall, potential business owners see the major challenges 
facing small business start-up or acquisition as: 1) 
securing capital or credit, 2) developing a business plan, 
and 3) researching the market. 
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3. LISTED BELOW ARE PROBLEMS EXPERIENCED BY SOME 
OWNERS/MANAGERS OF ON-GOING SMALL BUSINESSES. TO WHAT 
EXTENT DO YOU AGREE THESE ARE PROBLEMS IN YOUR BUSINESS OR 
BUSINESS COMMUNITY? 

GRAPH NUMBER 19 

BUSINSSS^BUS(1088 COMMUNITY PROBLEMS 
POTENTIAL BUSINESS OUNERS 

3.MT 
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2.00 
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0.50 

0.00 
CASH P INVENT EMPLOY 8ECURI CREDIT MARKET TIME M CU8T R FIN ST PR1CIM SELLIN 

A. CASH FLOW: Overall, potential business owners agreed 
that cash flow is a problem in the business community. 

B. INVENTORY: The majority of respondents indicated they 
agree that slow moving inventory is a problem for the 
business community. 

C. EMPLOYEES: Overall, potential small-business owners 
agreed that unmotivated employees are a problem faced by the 
business community. 

D. BUSINESS SECURITY: Potential business owners generally 
agreed that business security is a problem for the business 
community. 

E. CREDIT COLLECTION: The majority of potential business 
owners strongly agreed that credit collection is a problem 
in the business community. 



F. MARKETING STRATEGIES: Overall, potential business 
owners agreed that marketing strategies pose a problem for¬ 
th e business community- 

G. TIME MANAGEMENT: Tne majority of the respondents 
indicated they agree that time management is a problem "faced 
by t h e bus i n e s s com m .rn i t y. 

H. CUSTOMER RELATIONS: Generally, potential business 
owners agreed teat customer relations are a problem in the 
business community. 

I. FINANCIAL STATEMENTS: Potential business owners 
responded that they agree using financial statements is a 
problem in the business community. 

J. COMPETETIVE PRICING: Overall, the respondents agreed 
that competetive pricing is a problem in the business 
community. 

K. SELLING A BUSINESS: The majority of potential business 
owners neither agreed or disagreed that selling a business 
is a problem in the business community. 

Overall, potential business owners believe the greatest 
problems experienced by the business community are: 1) 
marketing strategies and, E) credit collection. 
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13. ARE YOU AWARE THAT BLACKFEET COMMUNITY COLLEGE OFFERS A 
SMALL-BUSINESS MANAGEMENT PROGRAM0 

GRAPH NUMBER 20 

AWARENESS 07 BCC'S BUSINESS PROCBAN 

The majority of potential small business owners are aware of 
the management program. 
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14. IF BUSINESS TOPIC COURSES OR WORKSHOPS/SEMINARS WERE 
OFFERED IN YOUR COMMUNITY, WHAT IS YOUR PREFERENCE0 

A.TIME: The majority of potential owners prefer 
instruction during the morning hours, followed closely by 
those who prefer evening instruction. 

B. LENGTH: The greatest percentage of respondents 
prefer to take courses in mu1ti-session lengths. 

C. DAY (RANK TOP 3 CHOICES, WITH #1 BEING YOUR FIRST 
CHOICE) 

GRAPH NUMBER 21 

MVS PREFERSES TO ATTEND COURSES 
POTENTIAL BUSINESS OWNERS 

MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY 
DAYS 

1. MONDAY: 30 percent of the respondents prefer Monday as 
a day to attend courses/workshops/seminars B6 percent of 
these respondents ranked it first; and 14 percent ranked it 
sixth. 

2. TUESDAY: 70 percent of potential business owners prefer 
to attend courses/work shops/seminars on Tuesdays. Of these 
potential owners, 44 percent ranked it first, 44 % ranked it 
second; and 12 percent ranked it third. 
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3. WEDNESDAY: 83 percent of the respondents indicated they 
prefer to attend instruction on Wednesdays. Of this group, 
26 percent ranked it first; 37 percent ranked it second; and 
37 percent ranked it third. 

4. THURSDAY: 70 percent of potential business owners 
indicated they prefer courses to be offered on Thursdays. 6 
percent of these potential business owners ranked it first, 
44 percent ranked it second; and 50 percent ranked it third. 

5. FRIDAY: 35 percent of potential business owners 
indicated they prefer to attend courses/workshops/seminars 
on Fridays. Of these respondents, 38 percent ranked it 
first; 13 percent ranked it second; and 40 percent ranked it 
third. 

Overall, the top 3 choices that potential business owners 
prefer to attend courses/work shops/serainars are Tuesday, 
Wednesday, and Thursday. 

15. HAVE YOU ATTENTED A BUSINESS COURSE OR SEMINAR/WORKSHOP 
WITHIN THE LAST 3 YEARS AT BLACKFEET COMMUNITY COLLEGE 

Almost two-thirds of potential business owners have not 
attended a course/workshop/seminar at Blackfeet Community 
College during the past 3 years. 
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16. WHICH BUSINESS ASSISTANCE PROGRAMS WOULD BE MOST USEFUL 
TO YOU OR YOUR BUSINESS COMMONITY? (PLEASE RANK, #1 BEING 
THE MOST USEFUL) 

GRAPH NUMBER 22 

PREPERRED BUSINESS ASSISTANCE PROGRAMS 
POTENTIAL BUSINESS OWNERS 

A. COMPUTER USAGE: 74 percent of potential business owners 
responded that computer usage would be a useful business 
assistance program. Of this group, 41 percent ranked it 
first; 24 percent ranked it second; 24 percent ranked it 
third; 6 percent ranked it fourth; and 6 percent ranked it 
seventh. 

B. HOME BASED BUSINESS: 56 percent of the respondents 
indicated that assistance in home based business would be 
helpful. Of these respondents, 38 percent rated it first; 
54 percent rated it second; and 8 percent rated it third. 

C. INTERNATIONAL MARKETING: The data indicated that 17 
percent of potential business owners would like assistance 
in internationa1 marketing. Of this group, 50 percent 
ranked it first; 25 percent ranked it sixth; and 25 percent 
ranked it seventh. 
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E. SELLING TO THE GOVERNMENT: 30 percent of potential 
business owners indicated they were interested in assistance 
in selling to the government. Of these respondents, 29 
percent ranked it first; 14 percent ranked it second; 29 
percent ranked it third; 14 percent ranked it fourth; and 14 
percent ranked it fifth. 

F. BASIC BUSINESS PRINCIPLES: 91 percent of potential 
business owners indicated that business assistance programs 
dealing with basic business principles would be most useful. 
Of these respondents, 4Q percent ranked it first; 19 percent 
ranked it second, 29 percent ranked it third; and 5 percent 
ranked it fifth. 

G. NATIONAL MARKETING: 17 percent of the respondents 
indicated an interest in national marketing. 25 percent of 
this group ranked it second; 25 percent ranked it third; 25 
percent ranked it fifth; and 25 percent ranked it sixth. 

Overall, potential business owners responded that the most 
useful business assistance programs to them would be: 
l)basic business principles, 2) computer usage, and 3) home 
based business. 
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17. DO YOU, OR ARE YOU WILLING TO HIRE GRADUATES OF 
BLACKFEET COMMUNITY COLLEGE’S SMALL-BUSINESS 
MANAGEMENT/ENTREPRENEURSHIP PROGRAM0 

GRAPH NUMBER 23 

WILLING TO HIJtX MftftoCSKENT CRADS 
POTENTIAL BUSINESS OUHXftS 

NO .a*) 

VES (94.ex) 

A large majority of potential business owners are willing to 
hire graduates of the program. 

WHY : 
1. Yes, because they have graduated out of a 2-year 
institution. The institution itself shouldn’t have anything 
to do with being hired. 
2. Yes, I believe in supporting local establishments. 
3. No, my business would be too small to hire other 
employees. 
4. Yes, these graduates were born, raised and educated in 
this area and this would require little or no staff 
training. Further, they are familiar with areas cultural 
mores. 
5. Yes, for the educational experience. 
6. Yes, students would be more educated In; this area for 
selling, pricing, purchasing, bookkeeping, etc. 
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18. WHAT IS YOUR GREATEST CONCERN ABOUT THE FUTURE OF YOUR 
BUSINESS AND/OR BUSINESSES IN YOUR COMMUNITY. 
A. Do not want it to fail. 
B. Survival of a long-term business. Government or tribal 
int erference’ . 
C. Poor economy. 
D. Loss of and lack of businesses. 
E. To be successful. 
F. Keeping the business going and meeting the customer’s 
needs 
G. That they won’t last. 
H. Having more or a variety of products to choose from. 
I. Start-up capital. 
J. That they grow to take in more than the local area. 
K. Encouraging new customers to buy my products. 
L. The lack of an adequate business climate. The Blackfeet 
Tribal Business Council should be able to create a better 
one. 
M. That the businesses will go under. 
N. Getting the job done for the right price. 
O. The need for capital investments. 
P. Bringing in money to the reservation. 
Q. Making money. 

19. WHAT IS YOUR CURRENT EMPLOYMENT STATUS'5 

DEMOGRAPHICS: 64 percent of potential business owners are 
female. 71 percent of the respondents are in the 20 to 39 
age group. 96 percent are Native American, and 91 percent 
are non-veterans. 

WE ARE INTERESTED IN ANY COMMENTS YOU MAY HAVE TO ASSIST US 
IN DESIGNING OUR SMALL-BUSINESS PROGRAM TO MEET YOUR NEEDS: 

A. Need workshops on marketing, sign designing, 
advertising, employee personality—workshop on courtesy, 
phone courtesy. Need an extensive workshop for employees on 
how to treat customers, how to be courteous on the 
telephone, how to be gracious to customers if they are rude, 
that sort of thing. Need a type of sign design technique on 
advertising our business, what works and what doesn’t. Need 
a workshop on how to order a box for a child’s meal like 
McDonald’s and Burger King. Where are the suppliers'5 Who 
do we contact. 

B. Raising capital. 

C. I believe a journey of a thousand miles begins with the 
first step. 

D. Developing a plan and keeping up on the bookwork, and 
keeping motivated. 
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E. A local committee of business people should be 
established to review the curriculum on a periodic basis, to 
give input and provide consistent communication between BCC 
and the business community. If this could not happen, then 
another communication mechanism should be established 
between the two groups. 

SUMMARY 

The data presented in this chapter illustrated the 

results of the Small Business Needs Assessment Survey. It 

shows a compilation of the responses off the current and 

potential business owners. 

The following is a summary of the survey results: 

1. Current and potential business owners were in close 

agreement on which issues adversely affect the business 

community. 

2. Both potential and current business owners ranked the 

top 3 major challenges facing small business start-up or 

acquisition as a)secunng capital and/or credit, 

b)developing a business plan, and c) researching the market. 

3. Potential business owners viewed the business community 

as experiencing more problems than the current business 

owners themselves did. Problems both samples most closely 

agreed upon were credit collection and cash flow. 

A. Potential small business owners are more aware of 

Blackfeet Community College’s Small Business Management/ 

Entrepreneurship program than are current business owners. 

5. Both current and potential business owners feel that the 

most useful business assistance programs would be: a)basic 
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business principles, b)computer usage, and c)home based 

businesses. 
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CHAPTER 5 

CONCLUSIONS AND RECOMMENDATIONS 

This study was conducted to determine how the Small- 

Business Management/Entrepreneurship curriculum at Blackfeet 

Community College can meet the needs of potential and 

existing businesses on the Blackfeet Reservation. 

Summary of Findings 

In Resources for Entrepreneurship Education, Greenwood 

(1984:30) urged educational personnel, from administrators 

on down to instructors to become more sensitive to the needs 

of minority students in business. Further, educators in the 

field of Adult Education stress that the adult learner's 

needs should play an important role in designing a 

curriculum. 

The data from the needs assessment indicated that the 

greatest educational need of both existing and potential 

small-business owners is instruction and training in basic 

business principles such as accounting,marketing and 

management. 

Conclusions 

The conclusions of this study were based on the 

information received from the responses to the small- 

business needs assessment questionnaire. 
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Educational Needs of Potential and Existing Small-Business 

Owners on the Blackfeet Reservation 

1. The greatest educational need of both potential and 

existing small-business owners is training and instruction 

in basic business principles. 

2. Assistance in computer usage is a clearly defined need 

by both potential and existing owners. 

3. Both potential and existing small-business owners are 

interested in home based businesses and seek instruction is 

this area. 

4. Instruction in developing a business plan is an 

important educational need identified by both potential and 

existing business owners. 

5. Current and potential small-business owners believe that 

the securing of capital and/or credit is the top challenge 

in starting or acquiring a business. This challenge is 

related to the educational need of thorough training in all 

areas of business principles. This training will in turn 

train both groups in the development and understanding of 

business plans. A well written business plan will then lead 

to better chances of securing capital or credit. 

6. A need related to both business plan development and the 

basic principles of marketing is researching the market. 

This is an educational need of both potential and existing 

business owners. 
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7. The understanding of tax requirements is an educational 

need of both potential and existing business owners. 

8. Potential and existing small-business owners have 

similar educational needs. 

Scheduling Preferences 

1. Existing business owners prefer to attend business 

courses/workshops/seminars during the evening hours. 

2. Potential business owners prefer to attend business 

courses/workshops/seminars during the morning hours 

3. Potential and existing business owners prefer multi- 

session courses over all day instruction. 

4. Existing business owners prefer instruction on Mondays, 

Tuesdays, and Wednesdays. 

5. Potential business owners prefer instruction on 

Tuesdays, Wednesdays, and Thursdays. 

Awareness of Blackfeet Community Colleqe#s Small-Business 

Management/Entrepreneurship program 

1. Potential business owners are highly aware of Blackfeet 

Community College's Small-Business Management/Entrepre- 

neurship program. 

2. A substantial percentage of current business owners on 

the Blackfeet Reservation are unaware of the program. 
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Market for the Small-Business Management/Entrepreneurship 

Program at Blackfeet Community College 

1. A market for the program does exist among current 

business owners 

2. A large percentage (44 percent) of current business 

owners believe the program would be a useful type of program 

assistance. 

3. A potential market exists in that business owners find 

business workshops/seminars as useful forms of assistance. 

4. Individual business counseling is the most preferable 

type of assistance. 

Employment Opportunities for Graduates of Blackfeet _ 

Community Colleges Small-Business Management Program 

1. Opportunities exist for graduates of the program for 

employment in existing businesses on the reservation. 

2. Business owners are not looking for any special job 

qualifications in the graduates of the program. 

Recommendations 

The findings and conclusions from Chapter 4 provide the 

basis for the following recommendations. 

1. Blackfeet Community College's current Small Business 

Management/Entrepreneurship curriculum should remain as it 

is in the current catalog. The curriculum provides students 

with training in the basic business principles of 

accounting, marketing, and management. Students are also 
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required to take Retailing and Small-Business Management. . 

Students take Small-Business Management the last quarter 

prior to graduation. In this course students write a 

business plan for their planned business. In addition^ 

students are required to take mathr English, and Computers. 

The program is not exempt from the requirement of including 

BCC's core curriculum, which includes 12 credits of Native 

American Studies. 

2. More business electives must be offered in order to meet 

the diverse needs of current and existing business owners. 

Electives, in the form of courses, workshops, or seminars, 

should include but not be limited to: a)home based 

business, b)computer applications in business, c)selling to 

the government, and d)international and national marketing, 

e) credit collection, f) how to fill out a certain tax form, 

such as Form 941, g)clerk-cashier training, and 

h)salesmanship. 

3. More workshops and seminars should be offered as a way 

to meet the needs of both potential and existing business 

owners. 

4. Courses, workshops, and seminars should be offered 

during non-traditional times (after 3 p.m. and on weekends). 

5. The college needs to establish a working relationship 

with small-business owners on the reservation. This can be 

accomplished through workshops, seminars, newsletters, 

advisory committees, and organized roundtable discussions. 
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6. The program needs to be promoted more in order to 

increase the awareness of small-business owners. Promotion 

of the program also needs to serve the purpose of improving 

the image of Blackfeet Community College and its quality of 

education. 

7. Another full-time instructor should be hired for the 

program. It is just too much for one instructor to teach 16 

to IS credits per quarter, recruit, promote and meet the 

needs of every business student. An additional full-time 

instructor could assist in designing the program and 

establishing its goals and objectives. In addition the 

instructor could share the recruiting, promoting, and 

teaching load of the current instructor. 
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SIZE STANDARDS BY SIC INDUSTRY 

SIC DESCRIPTION 

SIZE STANDARDS 
IN NUMBER OF 
EMPLOYEES OR 
MILLIONS OF 

DOLLARS 
(N.E.C. = Not Elsewhere Classified) 

FINAL RULE 

DIVISION A - AGRICULTURE 

MAJOR GROUP 01 — AGRICULTURAL PRODUCTION—CROPS 

0111-0191 Agricultural Production—Crops     0.51 

MAJOR GROUP 02 — AGRICULTURAL PRODUCTION-LIVESTOCK 

0211  Reef Cattle Feed lots (Custom)..    $1.0 

0212-0291. 

0252  

Agricultural Production—Livestock, Except 
0211 and 0252   

Ohioken Fggs       
 $0.1 
 $1.0 

MAJOR GROUP 07 — AGRICULTURAL SERVICES 

ALL SICs .  $3.5 

MAJOR GROUP 08 — FORESTRY 

ALL SICs .   $3.5 

MAJOR GROUP 09 — FISHING, HUNTING, AND TRAPPING 

ALL SICs .  $2.0 
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SIZE STAN CARDS BY SIC INDUSTRY 

SIC DESCRIPTION 

SIZE STANDARDS 
IN NUMBER OF 
EMPLOYEES OR 

MILLIONS OF 
DOLLARS 

(N.E.C. = Not Elsewhere Classified) 
FINAL RULE 

DIVISION B - MINING 

MAJOR GROUP 10 — METAL MINING 

1011  
1021  
1031  
1041  
1044   
1061  
1081  
1094   
1099   

Trnn DTPS .........................................   500 
Pnnr^r OTPS         500 
r ppfi ^rvi 7 i nr Orp«? .................................   500 
Pn 1 rl Orp<; ..........................................   500 
Pi 1vpr Orp«; ........................................   500 
ppy-r-fvil 1 CYJ nr pc;. Rvppnt* Vpn^i i um   500 

Metal Mining Services   
r Irpn i i im—RPA i i m—i i im Orpci .................... 

 $3.5 
  500 

Or pc;. NJ.P.P. .................................   500 

MAJOR GROUP 12 — BITUMINOUS COAL AND LIGNITE MINING 

1221* ... Bituminous and Lignite Coal Mining, Surface, and 
Ri ri mi nruiQ Pr»pl PrpnArpt* im ..............   500 

1222* ... 

1231* ... 

1241* ... 

Ri t-iimi nn i Q Pnpl Mi n i m . t Irvipm rn irvi ................   500 
Anfhr^r i t- p Mi ni rvi ..................................   500 
Pripl Mini m Pprv/ i r pc; ...............................  $3.5 

MAJOR GROUP 13 — OIL AND GAS EXTRACTION 

1311  

1321  

1381   

1382   

1389   

f'S'-i IHP PI im K1A t"i ir P! PA Q   ................   500 
MAhi ir A1 PA C; r.i rni   500 
Hri lli rv~i Pi 1 Arvi PA Q WPI 1 c; ......................   500 

Oil and Gas Field Exploration Services   

Pi 1 Arvi PAG Pi P! H Qprv/i rPG . M.P.P. ................. 

 $3.5 
 $3.5 



76 

SIZE STANDARDS BY SIC INDUSTRY 

SIC DESCRIPTION 

SIZE STANDARDS 
IN NUMBER OF 
EMPLOYEES OR 
MILLIONS OF 

DOLLARS 
(N.E.C. = Not Elsewhere Classified) 

FINAL RULE: 

MAJOR GROUP 14 — MINING AND QUARRYING OF NONMETALLIC MINERALS, EXCEPf FUELS 

1411 
1422 
1423 
1429 
1442 
1446 
1455 
1459 
1474 
1475 
1479 
1481 
1499 

Dimension Stone   
Crushed and Broken Limestone     
Crushed and Broken Granite   
Crushed and Broken Stone, N.E.C  
Construction Sand and Gravel   
Industrial Sand   
Kaolin and Ball Clay   
Clay and Related Minerals, N.E.C  
Potash, Soda, and Borate Minerals   
Phosphate Pock   
Chemical and Fertilizer Mining, N.E.C  
Normetallic Minerals (Except Fuels ) Services 
Itonnetallic Minerals, N.E.C  

500 
500 
500 
500 
500 
500 
500 
500 
500 
500 
500 

$3.5 
500 

DIVISION C — CONSTRUCTION 

MAJOR GROUP 15 — BUILDING CONSTRUCTION—GENERAL CONTRACTORS 
AND OPERATIVE BUILDERS 

1521  General Contractors — Single-Family Houses     $17.0 
1522 .... General Contractors — Residential Buildings, Other 

Ihan Single-Family     $17.0 
1531  Operative Builders     $17.0 
1541 .... General Contractors — Industrial Buildings and 

          $17.0 

1542 .... General Contractors - Nonresidential Buildings, Other 
Than Industrial Buildings and Warehouses     $17.0 

MAJOR GROUP 16 — CONSTRUCTION OTHER THAN BUILDING 
CONSTRUCT ION—GENERAL CONTRACTORS 

1611  Highway and Street Construction    $17.0 
1622 .... Bridge, Tunnel, and Elevated Highway Construction •••   $17.0 
1623   water. Sewer, Pipe Line, Communication and Po^er Line 

Construction    $17.0 
1629   Heavy Construction, Except Dredging, N.E.C   $17.0 
1629   Dredging and Surface Cleanup Activities^    $ 9.5 
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SIZE STANDARDS BY SIC INDUSTRY 

SIC DESCRIPTION 

SIZE STANDARDS 
IN NUMBER OF 
EMPLOYEES OR 
MILLIONS OF 

DOLLARS 
(N.E.C. = Not Elsewhere Classified) 

FINAL RULE 

MAJOR GROUP 17 — CONSTRUCTIOM—SPECIAL TRADE CONTRACTORS 

1711  Plumbing, Heating (Except Electric), and Air 
Conditioning    $7.0 

1721  Painting, Paper Hanging, and Decorating    $7.0 
1731   Electrical Work    $7.0 
1741  Masonry, Stone Setting, and Other Stonework   $7.0 
1742   Plastering, Drywall, Acoustical, and Insulation Work.  $7.0 
1743   Terrazzo, Tile, Marble, and Mosaic Work    $7.0 
1751   Carpentering    $7.0 
1752   Floor Laying and Other Floor Work, N.E.C   $7.0 
1761 .... Rr>ofing and Sheet Work     $7.0 

1771  Concrete Work    $7.0 
1781  Water well Drilling    $7.0 
1791  Structural Steel Erection    $7.0 
1793   Glass and Glazing Work    $7.0 
1794   Excavating and Foundation Work   $7.0 
1795   Wrecking and Demolition Work    $7.0 
1796   Installation or Erection of Building Equipnrent, N.E.C.  $7.0 
1799   Special Trade Contractors. N.E.C   $7.0 

Base Housing Maintenance    $7.0 

DIVISION D - MANUFACTURING! 

MAJOR GROUP 20 — POOD AND KINDRED PRODUCTS 

2011 .... I^at Park i nn Plant's; .................................   500 

2013 .... Sausages and Other Prepared Meat Products     500 

2015*  Poultry Slaughtering, Dressing and Processing     500 

2021   fYeamerv Rnffer .....................................   500 

2022 .... Cheese, Natural arcl Processed         500 

2023 .... Coujensed ani Evaporated Milk       500 

2024 .... Ire fVeam and Proven nesj^ert?; .......................   500 

2026 .... Fluid Milk         500 

2032   Canned Specialties     1,000 
2033   Canned Fruits, Vegetables, Preserves, Jams and Jellies^   500 
2034   Dehydrated Fruits, Vegetables, Soups     500 
2035 .... Pickled Fruits and Vegetables, Vegetable Sauces, and 

Seasoning, and Salad Dressings     500 
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SIZE STANDARDS BY SIC INDUSTRY 

SIC DESCRIPTION 

SIZE STAN CARDS 
IN NUMBER OE 
EMPLOYEES OR 

MILLIONS OP 
DOLLARS 

(N.E.C. = Not Elsewhere Classified) 
FINAL RULE 

MAJOR GROUP 20 — (Cont.) 

2037 .. 
2038 .. 
2041 .. 
2043 .. 
2044 .. 
2045 .. 
2046 .. 
2047 .. 
2048 .. 
2051 .. 

2052 .. 
2053* . 
2061 .. 
2062 .. 
2063 .. 
2064* . 
2066 .. 
2067 .. 
2068* 
2074 .. 
2075 .. 
2076 .. 

2077 .. 
2079 .. 

2082 .. 
2083 . 
2084 . 
2085 . 
2086 . 
2087 . 
2091 . 
2092 . 
2095 . 
2096* 
2097 . 
2098 . 
2099 . 

Frozen Fruit , Fruit Juices, arvi Vegetables    500 
Frozen Specialties/ N.R.G    ...... 500 
P] nnr ^rvi Other Grain Mill Pr^unr ... *     500 

• Cereal Breakfast Foods     1,000 
Ri pp Mi 1 1 i nn        500 
Rl prripti prvi Prprvirpii Plnir     500 
Wpf Gnrn Mi 1 1 i nn         750 
Pnn prvi Ppt Rrwi       500 
PTPHP r pri Fppd . M.R.G. ..............................   500 

• Bread and Other Bakery Products, Except Cookies and 
Grpr,kpr'«?          500 

Prvnk i pc; Pr*pr,Wpr*s ................................   750 
Rrny.pn Rpkprv Prntinots ..............................   500 
P^np Svigar, Rxoppt Rpfinirri Only     500 
P^np Rimar Rpfinim .................................   750 
Rppt Sunpr        750 
Pnnfprr innprv PrrYii mt <=;       500 
Phnnnlptp prvi Ponnp Prnrlimf.ci ........................   500 
Phpwi nn (\ im       500 
Sal red ar\i Roasted Nuts anti Seeds        500 
Pnt-tnnseed Oil Mi 11-^ - -     500 
Soybean Oi 1 Mi 11 ^         500 

• Vegetable Oil Mills, Except Corn, Cottonseed, 
and Soybean    1,000 

Animal ard Marine Rats ard Oils .....................   500 
• Shortening, Table Oils, Margarine and Other Edible 

Fats and Oils. N.R.P    750 
Mai f Reverses         500 
Malt     500 
Wi nes . Rrard v . ard Rrardv Sni r i I- s ...................   500 
Hi st* ill ed . Rpntifipd. and Rl erded r.inimrs. .......... .   750 

• Bottled and Canned Soft Drinks and Carbonated Waters.   500 
• Flavoring Extracts and Flavoring Sirups, N.E.C    500 

Panned and Pnred Sea fords       500 
Fresh nr Frozen ParWaned Fish ard Seafoods ..........   500 
Roasted Coffee        500 
Potato Phips ard Similar Products ...................   500 
Manufartur*d Ire       500 
Macaroni, Spaghettir Vermicelli, and Noodles     500 
Food Preparations, N.R.P      500 
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SIZE STANDARDS 
IN NUMBER OF 
EMPLOYEES OR 

SIC DESCRIPTION MILLIONS OF 

(N.E.C. = Not Elsewhere Classified) 
DOLLARS 

FINAL RULE 

MAJOR GROUP 24 — LUMBER AND WOOD PRODUCTS, EXCEPT FURNITURE 

2411 .... Loggir^g     son 
2421 .... Plaoir^j Mills     SOQ 
2426 .... Hardwood Dimension and Flooring Mills     500 
2429 .... Special Product Sawmills, N.E.C       500 
2431 .... Millwork      500 
2434 .... Wong Kitchen Oahinets     500 
2435 .... Hardwood Veneer and Plywood          500 
2436 .... Softwood Veneer and Plywood        500 
2439 .... Structural Wood Members, N.E.C    500 
2441 .... Nailed and Lock Corner Wood Boxes and Shook     500 
2448 .... WOod Pallets and Skids     500 
2449 .... Wood Containers, N.E.C         500 
2451 .... Mobile Homes      500 
2452 .... Prefabricated Wood Buildings and Components     500 
2491   preserving         500 

2493* ... Reconstituted Wood Products      500 
2499 .... Wood Products, N.E.C       500 

MAJOR GROUP 25 - FURNITURE AND FIXTURES 

2511  Wood Household Furniture, Except Upholstered     500 
2512 .... VJrvx1 Hni isehnl d Furnitnire. TJnhnl stered     500 

2514 .... Meral Hni i sehnl d Fiirni turn ........................ ..   500 
2515   Mattresses and Bedsprings      500 
2517   Wood 'Television, Radio, Phonograph, and Sewing 

Machine Pahinefs ..................................   500 
2 519 .... Hrvnsehnld Fnrn i ire . N.E.C       500 
2521 .... Wood office Furniture         500 
2522 .... Office Purnirure. Excent Wood      500 
2531 .... Public Rni 1 dinn and Related Furniture ...............   500 

2541   Wood Partitions, Shelving, Lockers, and Office and 
St*ore Fixtures          500 

2542 .... Partitions and Fixtures, Except Wood      500 
2591   Drapery Hardware, and Wirviow Blinds ani Shades     500 
2599   Furniture and Fixtures, N.E.C     500 
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SIC DESCRIPTION 

SIZE STANDARDS 
IN NUMBER Of 
EMPLOYEES OR 
MILLIONS OF 

DOLLARS 
(N.E.C. = Not Elsewhere Classified) 

FINAL RULE 

DIVISION G — RETAIL TRADE 

MAJOR GROUP 52 — BUILDING MATERIALS, HARDWARE, GARDEN SUPPLY, AND 
MOBILE HOME DEALERS 

5211  Lumber and Other Building Materials Dealers    $3.5 
5231   Paint, Glass, and Wallpaper Stores     $3.5 
5251 .... Hardware Stores    $1.5 

5261 .... Retail Nurseries, Lawn and Garden Supply Stores    $3.5 
5271   Mobile Home Dealers     $6.5 

MAJOR GROUP 53 — GENERAL MERCHANDISE STORES 

5311  Department Stores      $13.5 

5331   Variety Stores    $5.5 
5399   Miscellaneous General Merchandise Stores   $3.5 

MAJOR GROUP 54 — FOOD STORES 

5411  Grocery Stores     $13.5 
5421* ... Meat and Fish (Seafood) Markets     $3.5 
5431   Fruit Stores and Vegetable Markets    $3.5 
5441 .... Candy, Nut, and Confectionery Stores    $3.5 
5451 .... FVn rv Prrvii ir-t- ...............................  $3.5 

5461*.... Retail Bakeries    $3.5 
5499   Miscellaneous Food Stores     $3.5 

MAJOR GROUP 55 — AUTOMOTIVE DEALERS AND GASOLINE SERVICE STATIONS 

5511  Motor Vehicle Dealers (New and Used)     $11.5 
5521   Motor Vehicle Dealers (Used Only)     $11.5 
5531 .... Auto and Hone Supply Stores    $3.5 
5541   Gasoline Service Stations    $4.5 
5551   Boat Dealers     $3.5 
5561   Recreational Vehicle Dealers    $3.5 
5571   Motorcycle Dealers    $3.5 
5599   Automotive Dealers, N.E.C.    $3.5 
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* 

SIC DESCRIPTION 

(N.E.C. - Not Elsewhere Classified) 

SIZE STANDARDS 
IN NUMBER OF 
EMPLOYEES OR 

MILLIONS OF 
DOLLARS 

FINAL RULE 

MAJOR GROUP 56 — APPAREL AND ACCESSORY STORES 

5611  Men's and Boys' Clothing and Furnishings Stores    $4.5 
5621   Women's Ready-to-Wear Stores    $4.5 
5632* ... Women's Accessory and Specialty Stores     $3.5 
5641   Children's and Infants' wear Stores         $3.5 
5651   Family Clothing Stores    $4.5 
5661   
5699 .... 

.........................................  $4.5 

Miscellaneous Apparel and Accessory Stores    $3.5 

MAJOR GROUP 57 — FURNITURE, HOME FURNISHINGS, AND EQUIPMENT STORES 

5712   
5713   

5714   

5719  
5722   

5731* ... 

5734* ... 
5735* ... 

5736* ... 

Pi i yn i t*i iyf* Pf-riffle;   ...................  $3.5 
Pi rv'ir rV'ivp* yi nn Phnypc; ...............................  $3.5 

Drapery, Curtain, and Upholstery Stores   
Mi c/-»tal 1 A ru^rM ic; HnmP Pi iyn i Qh i m Phyiypc; ................ 

 $3.5 
 $3.5 

Rni) c\ Ann! i ^npp  $4.5 

Radio, Television and Electronics Stores   
rWnr\i il'py ^ ryi Oyif* t*uipyp P f y p Q ........................ 

 $4.5 
  $4.5 

RprYMnrl prvi Pypypr,ni'rlpfl TPIPfnyp*; . ................   $4.5 
Mi i c; i nPi 1 TnQ t- yi irrw^nn Pt^oy^c; ...........................   $3.5 

MAJOR GROUP 58 — EATING AND DRINKING PLACES 

5812 .... 

5812   

5813   

Eating Places (Except Food Services)   
Prwi PP> r~v i ....................................... 

 $3.5 
  $10.0 

Drinking Places (Alcoholic Beverages)    $3.5 
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APPENDIX B 

BCC BUSINESS CURRICULUM 
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BLACKFEET COMMUNITY COLLEGE 
BOX 819 - BROWNING, MONTANA 59417 

Administration 406-338-5441 Faculty 406-338-5411 

MS ' Library 406-338-7325 Student Services 406-338-5421 

SMALL- BUS TIMES S MANAGEMENT / ENTREPRENEURS HI B 

ASSOCIATE OF APPLIED SCIENCE DEGREE 

Fall Quarter 
Course Number 
BUS 101 
ENG 110 
BUS no 
HPE 
NAS 101 or 201 

Winter Quarter 
COS 101 
ENG 111 
SPE 111 
NAS 
HPE 

Course Title 
Introduction to Business 
English Composition 
Business Math 
P. E. Activity Course 
Intro to NAS or Blackfeet History 

Introduction to Computer Science 
English Composition 
Introduction to Public Speaking 
Elective 
P. E. Activity Course 
Elective 

Credits 
3 
3 
3 
1 
5 

Spring Quarter 
SEC 131 
ECO 101 
MAT 152 
HPE 
NAS 

Business Communications 
General Economics 
College Algebra 
P. E. Activity Course 
Elective 

Fall Quarter 
BUS 201 
BUS 251 
BUS 261 

Accounting I 
Introduction to Marketing 
Introduction to Management 
Social & Behavioral Science Elective 

Winter Quarter 
BUS 202 
BUS 204 
BUS 252 
BUS 291 
BUS 293 

Spring Quarter 
BUS 203 
BUS 290 
BUS 292 
BUS 294 

Accounting II 
Income Tax Procedures 
Retail Merchandising 
Business Law I 
Internships 

Accounting III 
Small Business Management 
Business Law II 
Internship 
Communication/Arts Elective 
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APPENDIX C 

SURVEY INSTRUMENT 
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BLACKFEET COMMUNITY COLLEGE 

SMALL BUSINESS NEEDS ASSESSMENT SURVEY 

Please indicate your answers to the following questions or statements. Then, 
return the questionnaire in the enclosed addressed and stamped envelope by 
November 18, 1988. 

1. Listed below are issues currently facing the bussiness community. To 
what extent do you agree your business or business community has been 
adversely affected? 

NEITHER 
STRONGLY AGREE OR STRONGLY 
AGREE AGREE DISAGREE DISAGREE DISAGREE 

Cost availability of 
insurance 

Cost of employee 
benefits (payroll 
tax, unemployment 
tax, insurance, etc.) 

Competition from 
non-profit 
organizations 

Employee Chemical 
abuse (Alcohol, 
Drugs, etc.) 

Local governmental 
rules and regulations 

Inability to obtain 
capital 

2. Based on your experience, what are the major challenges facing small 
business start-up or aquisition? (Please rank the Top 3, with 1 being 
your first choice.) 

  Securing capital and/or credit (loan packaging, source of loans) 

  Researching the market (Customer, supplier, competition) 

  Developing a business plan 

  Recruiting qualified employees 

  Obtaining technical assistance (engineering, design, etc.) 

  Developing record-keeping systems 

  Understanding tax requirements/obligations (payroll, etc) 

  Aquiring patents/copyrights 

Other 
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3. Listed below are problems experienced by some owners/managers of 
on-going small businesses. To what extent do you agree these are 
problems in your business or business community? 

STRONGLY AGREE OR STRONGLY 
AGREE AGREE DISAGREE DISAGREE DISAGREE 

Cash flow (inability 
to pay debts)           

Inventory (slow 
moving)           

Employees (Un¬ 
motivated)           

Business Security 
(shoplifting, etc.) 

Credit Collection 
(bad debts) 

Marketing strategies 

Time Management 

Customer relations 

Financial statements 
(using) 

Competitive pricing 

Selling a business 

What do you perceive to be the greatest problem? 

BUSINESS OWNERS/MANAGERS, PLEASE CONTINUE WITH QUESTION // 4, OTHERS PLEASE 
GO TO QUESTION // 13. 

§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§§ 

How long have you owned and/or managed your business? 

  Less than 1 year   4-9 years 

 1-3 years   10 or more 
(specify)  yrs. 

4. 
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5. What type of product/service does your business provide? (please 
specify) 

Retail (selling) 
Selling (kind) 
Mfg. (product) 
Financial 

Construction 
Wholesale 
Service 
Other (specify) 

6. What is the size of your business? 

a. Sales Volume 

0 - $100,000 

$101,000 - $449,999 

$500,000 - $999,999 

$1,000,000 or more 

b. no. of Employees 

  less than 10 

  10 - 49 

  50 - 99 

500 or more 

7. How is your business organized? 

 Sole proprietorship  Partnership Corporation 

8. Is your business a franchise?   Yes No 

9. How did you finance your business? (Please check all sources used) 

Self 

Bank 

Family/Friends 

_SBA 

Venture 

Capital 

State Grant 

Federal Grant 

State Agency Loans 

10. To whom do you go to for advice on business management issues? 
(Please check sources used) 

Accountant 

Bank 
Attorney 

SBDC 

SCORE 
SBA 

College/University 

Consultant (professional) 
High School 

11. What types of assistance would you find most useful for your business? 
(please rank, with //I being the most useful) 

  Individual business counseling 
  Workshops/Seminars on business management 
  Roundtable Discussions with other business owners/managers 
  Newsletter (local, state, national issues, trends, activities) 
  Resource centers (publications, library/scheduled counseling) 
  Blackfeet Community College's Small Business Management 

Degree Program 
Other   
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12. If the current economic condition continues in your community, what 
do you expect the status of your business to be in a year from now? 

 Same  Sold  Expanded Sales 

 Bankrupt  Reduced Sales  Other   

13. Are you aware that Blackfeet Community College offers a Small 
Business Management Program?  Yes  No 

14. If Business topic College Courses or Workshops/Seminars were offered 
in your community, what is your preference? (please check one) 

a. TIME 

  Morning 
  Afternoon 
  Evening 

other 

b. Length 

  All Day 
  Multi-session 

(3 hrs. or less) 
  No preference 

c. Day: (Rank top 3 choices, with #1 being your first choice) 

 Monday  Tuesday  Wednesday  Thrusday  Friday 

d. Location: Distance you would travel to attend workshop/seminar? 

less than 10 miles 
10-29 miles 
30 -40 miles 

50 -90 miles 
100 or more 
Distance is not and 
issue if topic is 
interesting 

15. Have you attended a Business Course or seminar/workshop within the last 
three years at Blackfeet Community College?  Yes  No 

16. Which business assistance programs would be most useful to you or your 
business community? Please rank, ill being most useful 

Computer (PC) usage 
International Marketing 
Selling to the Government 
National Marketing 

Home based Business 
Telemarketing 
Basic Business 
(Accounting, Management, 

Marketing) 

Do you, or are you willing to hire graduates of Blackfeet Community Colleges 
Small-Business Management/Entrepreneurship program? 

 Yes  NO 

Why?  

17. 
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18. What is your greatest concern about the future of your business and/or 

Business in your community?  

19. What is your current employment status? 

  Bank officer 

  State/City official (elected) 

Other 

Business Owner/Manager 

Chamber of Commerce 
Executive 

20. SEX: 

Female Male 

21. AGE: 

Under 20 

20-39 

40-50 

60 or over 

22. RACE: 

Asian 

Hispanic 

Caucasian 

Black 

Native American 

Other (Specify) 

23. Vet Status: 

  Veteren   Vietnam Era Vet 

Non-Veteren 

24. We are interested in any comments you may have to assist us in 

designing our Small-Business Program to meet your needs:   

THANK: YOU TOR YOUR COOPERATION 
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APPENDIX D 

COVER LETTER 
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BLACKFEET COMMUNITY COLLEGE 
BOX 819 — BROWNING, MONTANA 59417 

Administration 406-338-5441 Faculty 406-338-5411 
Library 406-338-7325 Student Services 406-338-5421 

November 2, 1988 

Dear David, 

You have been contacted to provide valuable knowledge, insight, and 
creative ideas for the revision of the Small-Business Management 
curriculum at Blackfeet Community College. Your involvement will serve 
to strengthen this program by providing BCC with necessary information 
needed to more closely align our program with the needs and interests of 
the local business community. 

Studies have concluded that in order to be successful, business programs 
should be designed to satisfy the needs and interests of the business 
community they serve. In an effort to strengthen this program and 
increase involvement from the local business community, a study is being 
undertaken to determine how the Small-Business Management curriculum 
at Blackfeet Community College can meet the needs of potential and 
existing small businesses on the Blackfeet Reservation. 

Your input is needed in all areas for the planning of this program. Please 
respond by completing the attached survey and returning it in the enclosed 
self-addressed stamped envelope by November 18, 1988. All information 
gathered on this survey will be confidential. If you have any questions or 
comments please call me at 338-541 1. 

Sincerely, 

Debra Davis, 
Business Management Instructor 


