




The Loyds took some steps to help sustain themselves and their customers. Last year, they opened on
Sundays. This year, they extended Saturday hours and cut many candy prices by 5 cents to 10 cents.

This summer, they plan to revamp their Web site to drive online sales, which account for about a quarter
of their business.

The Loyds run their business as if it were a large corporation. Employees must sign a mission statement
and rules on attendance and ethics.

They also keep overhead low: The Loyds own their building and equipment. Their only debt is a
$200,000 mortgage used to start the business.

Their main philosophy is strong customer service. They sent a goodie bag to a Houston customer after
Hurricane Ike. They keep developing new popcorn flavors, such as hot Chihuahua and tomato basil.

Tim's favorite flavor is buffalo wing. Kim likes dill pickle.

Ken Copeland has faced many challenges in his 20-year career selling office equipment.

So instead of pulling in the reins during this recession, he has put his small Farmers Branch company on
a fast-growth track.

ASI Business Solutions has hired 15 employees in the last 18 months for 49. Last summer, the dealer of
printers, copiers and other office machines moved into a larger office and warehouse.

"At my age, we've decided to really go for it with people and the facility," said Copeland, 50, president
of ASI. "We've really strengthened our focus and invested in shaky times."

Revenue rose 14 percent to $8.9 million in 2008 from 2007, but profit fell because of expansion costs,
Copeland said. This year, ASI is on track for $11 million in revenue and higher profit, he said.

The recession has forced companies to delay capital spending. Global industry revenue fell 13 percent in
2008, according to IDC research.

To help drive sales, ASI recently launched an "economic assistance plan" to reduce the risk for business
owners nervous about spending money or incurring more debt. It lets customers pay half of their
remaining ASI contract if they cut staff by at least 50 percent, an office closes or they file for bankruptcy
in the first year of a financed equipment lease.

So far, about 15 customers have signed up for the plan, but no one has made a claim.

The plan is a way for ASI to differentiate itself as the industry faces intense competition and
consolidation, including a push by manufacturers to compete directly with dealers.

Many independent dealers have closed or have been acquired amid price wars and thinning profit
margins, said Keith Kmetz, a vice president at IDC.

ASI became more aggressive. In 2006, it began selling mailing equipment. In 2007, it emphasized

ASI Business Solutions of Farmers Branch got pumped up



document management services. In 2008, it beefed up sales and management. This year, it's focused on
service and consulting.

"Companies are trying to become one-stop shops," said Scott Cullen, editor of Office Dealer magazine.
"The more chances you have to sell something to a customer, the better it is for your bottom line."

Livney+Partners

The past year has been busy for 5-year-old Livney+Partners: It opened an Austin office, hired a full-time
creative director and added 11 contract employees. Revenue for the Fort Worth interactive marketing
firm nearly quadrupled to $250,000 last year from 2007, founder Jeff Livney said.

At 21, Livney is still in school. He's a junior at Texas Christian University with a double major in
marketing and entrepreneurial management.

Sheryl Jean

The Sushi Bar

The Sushi Bar in Dallas turned a profit just before its first anniversary in February, said founder Young
Wheeler, 29. Its revenue and customer base are growing, too, he said.

Last fall, the restaurant launched a Web site and a $1 special sushi menu for cash-strapped customers. It
recently began catering and hosting private parties. And an investor has approached Wheeler about a
possible second location.

Sheryl Jean

MicroTransponder Inc.

Two-year-old MicroTransponder Inc. has added a second product to its R&D roster: a vagus nerve
stimulator to treat traumatic brain injuries, CEO Will Rosellini said. The Dallas company plans to start
the regulatory process next year to market its first product – a wireless neurostimulation system for
chronic pain.

The Department of Defense is talking with MicroTransponder about using its latest product to treat
injured soldiers, said Rosellini, 29.

•Clarify company objectives.

•Cash is king. Closely track cash flow.

•Put customers first.

•Aggressively drive sales.

Progress continues for 3 young entrepreneurs profiled a year ago

10 survival tips for small businesses in tough times



•Cut costs carefully to avoid stunting growth.

•Invest in operations, such as technology, to increase efficiency and competitiveness.

•Communicate with employees and seek their input.

•Shelve plans, such as product development, if the timing isn't right.

•Focus on your company's key performance measurements.

•Never stop planning how to grow the business.

SOURCES: Brian Hamilton of Sageworks Inc., Dallas business consultant Greg Bustin and Monica
Doss of the Ewing Marion Kauffman Foundation


