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1 Introduction 
 
This introduction provides a thumbnail sketch, or landscape, of the history and 

conditions of veterans’ benefits against which to profile the issue of veterans’ small 
business opportunities. After years of applied research on issues pertaining to the veteran 
community, it has become abundantly clear to this researcher that the good people who 
serve in our federal and state agencies, and as staff persons in various congressional and 
state legislative offices often lack the data and/or information they need to fully and 
meaningfully address the needs of veterans and their families. This situation is no doubt 
a result of demographic facts. With the decline in the veterans’ population, ever fewer 
members of Congress and state legislatures have any military experience. One of the 
over-arching themes this researcher has come across again and again is that most non-
veterans hold the mistaken notion that the Department of Veterans Affairs provides 
virtually every possible service to the nation’s veterans. It is hoped that this introduction 
and the findings that follow will provide a more accurate picture of the difficult 
conditions veterans have been confronted with as they have sought to pursue small 
business endeavors. 

 
1.1 A History of Benefits 

 
The history of veterans benefits and services goes back to the revolutionary war. 

Soldiers were, in part, recruited with the promise of future benefits. The Continental 
Congress first established benefits in the form of land grants, disability pensions, and 
death benefits with the ratification of the Constitution in 1788 and the first Federal 
Congress in 1789 (I Stat.95). Following this, benefits were provided to every generation 
until 1917, when P.L. 65-90 moved away from rewarding military service in an effort to 
promote self-reliance.  

 
The trauma of the depression years had a significant impact on veterans and veterans’ 

benefits. About a year after the violent repression of the veterans’ bonus march, 
Congress passed the Economy Act of 1933 (P. L. 71-522). This repealed nearly all 
existing federal veterans’ benefits. However, these were reestablished approximately a 
year later. 

 
As most Americans realize, WWII had the greatest impact on the establishment of 

benefits for veterans. The best known of the various provisions enacted was the 1944 GI 
Bill of Rights (P. L. 78-346), which included loans for a veteran’s home, farm, or 
business that were guaranteed by the Veterans Administration. The notion of a 
“preference” for veterans appears to be first accorded to veterans with the Defense 
Production Act of 1950 (P. L. 774) (81st Congress). Veterans were afforded down 
payment loan requirements that were 5 and 10% lower than those for non-veterans. The 
Veterans Readjustment Act of 1952 (P. L. 550, 82nd Congress) extended loan programs 
to veterans of the Korean War Era for 10 years, thus effectively extending federal 
business loan guarantees for veterans into the early 1960s. 

 

 5



Thus, through the Korean Conflict, veterans’ benefits continued to grow or maintain 
levels of (real dollar) funding. By 1954, this included some 66,300 farm loans and 
214,500 business loans. The design in the law facilitated an extension of credit to 
veterans who, as a consequence of service at military pay, had been deprived of a normal 
ability to accumulate savings. The loan guarantees were designed to place veterans on 
parity with those who had not served. Again, the purpose of these loans was for the 
purchase of any business, land, buildings, supplies, equipment, machinery or tools to be 
used in pursuing a gainful occupation.1 Some of the distinctive provisions included: 

 
• low effective interest rates 
• long amortization periods 
• absence of a requirement for initial equity 
• absence of a charge for the guarantee or insurance 
• various provisions to assist veterans experiencing temporary difficulties 

including the opportunity to adjust the terms in order to prevent or cure a default 
or avoid a foreclosure 

 
At that point (1954), of some 214,544 business loans to veterans closed through June 

1954, 63.2% had been paid in full, 28.5% were in good standing, 2.9% were in default 
or had a claim pending, and 5.4% had a claim paid. Of 66,331 farm loans closed through 
June 1954, 55.5% had been paid in full, 40.2% were in good standing, 1.2% were in 
default or had a claim pending, and 3.1% had a claim paid.  

 
 
 

Status of business loans 1945-1954

In good 
standing

29%

Paid in full
63%

In default or 
claim pending

3%

Claim paid
5%

Paid in full

In good
standing

In default
or claim
pending

Claim paid

 
 

                                                 
1  A June 22, 1954 VA pamphlet contained the following statement: “The Government should not fail to provide 

means whereby the veteran could obtain favorable credit which would permit him to shelter his new family or begin 
his business or farming venture,” and noted that some 3 ½ million veterans had received [loan] assistance in 
connection with the acquisition of homes, farms and businesses. See GI LOANS THE FIRST TEN YEARS - (1944-
54) DECENNIAL REPORT OF THE LOAN GUARANTY PROGRAM-U.S. Department of Veterans Benefits-VA 
PAMPHLET 4A-11 June 22, 1954 
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Certainly, a significant number of these veterans would have been unable to start or 
expand their farms and businesses without these financial assistance programs.  

 

Status of farm loans 1945 - 1954

Claim paid
3%

Paid in full
56%In good 

standing
40%

In default or 
claim pending

1%

Paid in full

In good
standing

In default
or claim
pending

Claim paid

 
 

1.2 From the Vietnam Era to the Present 
 
With the passage of time after Korea, there may have been a decrease in the number 

of veterans needing small business financing. A reorganization of the Veterans 
Administration contributed to an emaciation of veterans’ business benefits programs in 
favor of other aspects of veterans’ services. The research team found that in the initiation 
of automated record keeping, files on small business loans were left behind. A great deal 
of that data was stored and eventually lost or discarded. Simultaneously, the SBA began 
to provide more services to women and those with minority status.  

 
Of much more significance was the great controversy that erupted across the country, 

as the nation became more involved in the conflict in Southeast Asia. Activists from the 
growing women’s movement and the minority community provided significant 
leadership in the effort to convince the administration to withdraw from Vietnam. It was 
during the Vietnam decade that the value structure of the nation and the social policies 
that these values supported began to shift in a way that resulted in the vilification of 
military service and of the nation’s veterans. As a growing number of policy makers 
“converted” from supporting the war and the administration, to opposing both, and as 
young policy makers entered government, veterans and veterans’ programs came to be 
on the receiving end of an administrative backlash. This backlash also reached into the 
veterans’ community in the form of intergenerational conflict. Advocates of reform 
called for the dismantling of the Veterans Administration and the absorption of the 
various services it provided by other departments and agencies, which would deliver the 
services to veterans. Moreover, a sector of the older generation of veterans considered 
the Vietnam generation as having dishonored the nation by “losing” their war.  

 
The documentation supporting this generally negative attitude toward Vietnam era 

veterans is extensive. In the early 1970s, there were several calls to dismantle veterans’ 
services. Bureaucracies were competing for control of constituencies, budgets, and 
policy direction. A specific example of this was the conflict between the Veterans 
Administration and the Veterans Cost of Instruction Payment Program, which evolved 
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out of the Department of Health, Education and Welfare and the Department of 
Education. Another struggle for control of veterans’ programs involved the U.S. 
Conference of Mayors / National League of Cities, which supported an effort by Roland 
Mora, deputy assistant secretary for veterans employment and training, under the Carter 
administration. Mora sought to gain control of the Comprehensive Education and 
Training Act Title VI funds, and establish what was essentially a network of 100 
outreach centers for veterans to tackle a wide variety of issues, which the traditional 
veterans’ organizations were uninterested in pursuing.  

 
An array of negative attitudes against the new veterans developed in broad socio-

political and cultural terms across the nation and reached down through various sectors 
of government and society.2 Many people contend that opposition to the war was not 
meant as a condemnation of the nation’s newest veterans. Yet, the literature concerning 
the public reception of Vietnam veterans and their treatment upon their return 
documents extensively the phenomenon of social and political rejection. In sociological 
terms, veterans became the “dirty workers.”3 

 
Subsequently, this led to a policy of active official neglect of the spirit of the laws, 

which were enacted to support the readjustment of the Vietnam era veterans and those 
that followed that generation. For example, on August 1, 1972, the administrators for the 
SBA and DVA jointly announced that Vietnam era veterans were now eligible for 
business loans, federal contracts and management assistance under SBA programs 
previously restricted to socially or economically disadvantaged persons (Section 8(a)). 
Later, on January 2, 1974, Congress enacted P. L. 93-237 requiring SBA to provide 
special consideration to veterans. Yet few of the provisions of the 1972 announcements 
were adequately implemented. Further, the phrase “special consideration” became 
known as a euphemism for “special neglect” by the generations of veterans from 
Vietnam to the present. 4  

                                                 
2  Several of the more significant of these are listed in the bibliography. The principal investigator has assembled 

a fairly comprehensive list of these in three articles.  See Paul R. Camacho, "The Future of the Veterans' Lobby and its 
Potential Impact for Social Policy", The American War in Vietnam, Ithaca, NY: Southeast Asia Program Series, 
Number 13, Cornell University, Fall, 1993, pp. 109-121. See also his article "The War Film, the Cinema Industry and 
the Vietnam Veterans' Movement", New England Journal of History, Vol. 47. No. 1, Spring, 1990, pp. 32-42. See also 
his early article "From War Hero to Criminal: The Negative Privilege of the Vietnam Veteran", Strangers at Home: 
The Vietnam Veterans Since the War, C. Figley and S. Leventman eds., Praeger Press, 1980, pp. 267-277. 

 
3  The phenomenon of relations between “good people and dirty workers” was noted by one of America's finest 

sociologists from the "Chicago school", Everett C. Hughes. The article originally appeared as, “Good People and 
Dirty Work”, Social Problems, Vol.10, 1962. It was reprinted in The Sociological Eye - Selected Papers by Everett C. 
Hughes, Chicago, IL: Aldine-Atherton, 1971. 

 
4  The law states “ … the Small Business Administration shall give special consideration to veterans of the 

armed forces of the United States and their survivors or dependents. A year earlier, the 1973 House Committee Report 
accompanying H.R. 8606 stated, “ the Administration shall give special preference with regard to programs it 
administers to veterans of the U.S. military service and the surviving members of their immediate family. Your 
committee expects that the Small Business Administration will adopt regulations to carry out the veterans’ preference 
section so as to provide veterans and their surviving members of their immediate family the best possible advantage in 
obtaining assistance from the Small Business Administration. Finally, on December 4, 1979 the Select Committee on 
Small Business, U.S. Senate report titled “Discussion and Comments on the Major Issues Facing Small Business” 
contained the following statement: “Veterans, especially disabled and Vietnam Era veterans, have been neglected in 
the design and implementation of government business development programs”. 

 8



 
This atmosphere of neglect began to change in the early 1980s. In general, the entire 

nation was tired of the internal conflict and seeking a new direction. Against this less 
contentious landscape a number of profiles stand out. First and foremost was the 
constant grassroots activism of Vietnam era veterans around the country. Many of these 
independent efforts became focused with the establishment of the National Association 
of Concerned Veterans, later the Vietnam Veterans of America (VVA), and with the 
reinvigoration of the American GI Forum. Second, the traditional veterans’ 
organizations began to accept the social and political complexity of limited war in 
Vietnam and its consequences for the military and the veterans’ population. They began 
to support advocacy efforts around issues such as Agent Orange and even discharge 
upgrade as the consequences of policies such as Project 100,000 became evident. Third, 
were the very public comments made by several of the returning hostages of the Iranian 
crisis of 1981. One, who spoke at West Point, contrasted their yellow ribbon reception 
with the poor treatment accorded the Vietnam veterans. As a result of the process of 
these changes, efforts to advance the condition of the new veterans began to meet with 
some success at least at the symbolic level. The construction and dedication of the 
Vietnam Veterans Memorial is perhaps the most notable example of this. 

 
However, advances at the tangible level of goods and services remained problematic. 

Throughout the 1980s, the Veterans Administration hobbled the Veterans Outreach 
Center program by restricting the type of services outreach workers were allowed to 
provide veterans. On several occasions the VA attempted to terminate the program 
entirely. It was the advocacy of individual veterans, VVA and the traditional veterans’ 
organizations, which prevented this, as opposed to any insight in the Veterans 
Administration bureaucracy. Similarly, as noted above, efforts in the area of small 
business assistance met with even greater resistance. At the SBA regional and district 
levels veterans were frequently discouraged and/or misinformed.5  

 
The sociological fact is that the new veterans were not established in the bureaucracy 

at any level or sector even close to policy design and implementation, nor did they have 
sponsors or spokespersons in various agencies. This was particularly the case with SBA. 
Thus, as women and minorities gained ground in the SBA, veterans fell further behind. 
The increase in funding for women’s programs and the reduction and stagnation of 
veterans’ programs is a marker for what one political scientist termed the allocation of 
values. Veterans’ programs in the SBA declined rapidly in the 1990s as emphasis was 
placed in other areas. While veterans’ activists pursued advances in other areas such as 
judicial review and compensation for illnesses associated with Agent Orange, their 
investment of work on small business issues began to falter. They failed to get their 
needs codified in law. Their efforts were left at the stage of initiatives for the 
Administrator to carry out. This, of course, never occurred. 

 
                                                                                                                                                

 
5  In the late 1980s, staff persons from Senator John F. Kerry's office designed a “sting.” They made numerous 

calls to various SBA regional and district offices asking about provisions and opportunities for veterans. They did not 
identify themselves, and the way the questions were posed allowed the SBA representative to assume that they were 
veterans. They were told (overwhelmingly) that there were no programs or preferences for veterans. 
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During the 1990s, a number of Congressional Hearings were held on the issue of 
small business opportunities for veterans. In part, this was due to the engagement of 
soldiers in the Gulf War and elsewhere. In part, it was a result of the advocacy of various 
veterans’ organizations. Each May, from 1990 to 1996, the Subcommittee on Oversight 
of the Committee on Veterans Affairs held a number of hearings in connection with a 
variety of general topics. The issue of small business was mentioned during several of 
these hearings. Also, there were a number of Joint Hearings with the Committee on 
Small Business. As a result of one such hearing in 1992, comprehensive legislation was 
crafted to assist veterans in the area of small business. Unfortunately, this never left the 
Committee on Small Business.  

 
In 1996, another Joint Hearing was held specifically on the issue of opportunities for 

veterans. In 1997, a new Title VII authorizing programs for veterans was included as 
part of the SBA’s reauthorization act. It is from that legislation that the present study 
was commissioned. Finally, in 1998, despite the opposition of the administration, a new 
comprehensive legislative act was proposed for veterans in the area of small business. 
This eventually passed the House and Senate in 1999, was signed by the President and 
became PL. 106-50. 

 
1.3 The Purpose and Format of the Present Study  

 
Title VII, Section 703 of the Small Business Reauthorization Act of 1997 required 

that a study of the small business needs and status of veterans be conducted. Among the 
requirements, that study was supposed to secure information pertaining to the amount 
and percentage of federal procurement contracts being accorded to small businesses 
owned and operated by disabled veterans. Unfortunately, the study was not allowed to 
pursue a strategy that would answer that question.  

 
As a matter of applied research, the conduct of the study was a contentious matter 

from its inception. The contractor had developed and proposed a variety of survey and 
interview strategies. All of these survey strategies were the subject of considerable SBA 
comment, and eventually rejected by the Office of Management and Budget (OMB). 
The contractor then proposed a resubmission strategy involving only a survey of the 
universe of population of federal contractors, as developed and provided by the GSA. 
SBA decided not to resubmit to OMB and decided that the contract should be 
renegotiated to be a focus group study of disabled veterans who owned or intended to 
own a small business.6 The details of these and other issues pertaining to the conduct of 
the study are discussed in a methodological section below. A total of 26 focus groups 
were conducted across the nation. The greatest care was taken to ensure geographic as 
well as demographic representation from all sectors of the veterans’ community.  

 
 

                                                 
6  SBA told the contractor that this would satisfy the requirements of the law. The contract eventually included a 

“best effort” clause concerning the determination of the extent of federal contracts by amount and percentage awarded 
to eligible (disabled) veterans. The contractor informed SBA that without a survey of the federal contractor 
population, this requirement could not be fulfilled. The only study found was completed in the 1980s and was 
concerned with the DOD only. 
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The present study (SBAHQ-99-C-0001) is presented as follows: 
 

• The presentation of a literature review. This is divided into three sections: those 
studies contracted by the SBA which pertained to veterans, those GAO studies 
concerning small business issues and the SBA, and a review of miscellaneous 
literature pertaining to state programs and the like.  

 
• The aggregate data developed by these various studies and/or obtained from census 

data and economic studies are presented. This includes a presentation of the most 
significant points of recommendations from the previous studies.  

 
• A summary of the focus group sessions is presented. The format here follows the 

reporting format the study employed for each of the individual focus groups. Here 
the interesting and informative data gathered from the conduct of the 26 individual 
focus group studies is presented.  

 
• The analysis of the focus group sessions and other issues relevant to the conduct of 

the focus groups is presented. It also follows along the sequence of questions utilized 
in the focus group interview schedule.  

 
• A discussion of the methodological issues is presented. The difficulties discussed 

here are presented so as to be of value in future studies.. 
 

• The recommendations of this study are presented. Here, an effort is made here to be 
as comprehensive as possible. 
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2 Literature Review 

 
The Study Team research focused on a number of past studies and reports. Generally 

speaking the literature can be divided into two sectors: (1) those reports which were 
studies from the “original” thirteen RFPs which were promulgated by the Small 
Business Administration in 1982-1984 (“SBA-Studies”), and (2) a series of General 
Accounting Office (GAO) reports (“GAO Studies”) from the early 1980s through 1990s. 
Both the SBA contracted studies, and the reports can be divided into various categories 
based on their areas of focus.  

 
2.1 SBA Contracted Studies 

 
We have placed the SBA contracted studies in the following categories: (1) disabled 

veteran studies, (2) studies about SBA programs, (3) research on management 
capabilities and needs, (4) research on access to capital, (5) procurement contracting 
opportunity, (6) studies measuring business success, (7) research on educational 
attainment and needs, and (8) studies concerning the small business needs of veteran 
entrepreneurs. 

 
 

2.1.1 Disabled Veteran Studies 
 

The major work focusing on disabled veterans from the group of SBA-Studies was 
entitled “Businesses That Can Be Owned and Operated By Handicapped Veterans-A 
Manual Compendium of Business Ownership for Handicapped Veterans and Other 
Disabled People”.7 The writers of this manual articulate the belief that… “All business 
opportunities are open to physically impaired persons based on their goals, desires, 
aptitudes and determination to make the effort to start a small business (pg. 8).”  

 
The principal outcome of this study was the development of a comprehensive 

reference manual for handicapped individuals and disabled veterans who were interested 
in self-employment and business-ownership opportunities. The “manual” listed steps in 
obtaining employment and small business ownership. Specific assistance programs and 
loans available to handicapped entrepreneurs were also included.  There was also a focus 
on SBA loan eligibility. 8 There was also discussion that focused on particular programs 
such as HAL-1 and HAL-2, funding for which was discontinued in the mid-1990s.9 
                                                 

7 Associated Enterprise Development, Inc. 
“Businesses That Can Be Owned and Operated By Handicapped Veterans, A Manual-Compendium of Business 

Ownership for Handicapped Veterans and Other Disabled People”, RFP 83-20-TNA Project Title No. 10, Special 
Veteran Studies SBA Contract: 7217-VA-83, August 31. 

 
8  Ibid. The study contained a discussion of criteria standards; i.e. to obtain a SBA loan the individual must first 

apply to a bank or other lending institution for a loan. In a city of over 200,000 population, a person must be turned 
down by two banks before applying for a SBA loan, etc. (pg.234). 

 
9 Ibid. The study indicated that handicapped veterans would compete on an equal basis with non-veteran 

handicapped persons for these loans, which had a very low interest rate (pg. 48).   Handicapped Assistance Loans 
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2.1.2 Studies about SBA Programs 
 
The original “veterans study” which discussed SBA programs and the needs of 

veterans engaged in small business ventures was conducted under the leadership of 
James Pechin.10 

 
This study reviewed a variety of SBA programs in terms of their applicability to 

veterans. These programs, while not exclusive to veterans, could be available for 
veterans. 

 
 
 
These included: 

• The HAL program, which was reviewed and critiqued for its 
limitations to assist veterans.11  

• The Economic Opportunity Loan program and the criteria of social 
and/or economic disadvantage12  

• The Small Business Investment Corporations (SBICs) as venture 
capital providers. 

                                                                                                                                                
would provide funds to nonprofit organizations (HAL-1) and loans for the establishment, acquisition or operation of 
small businesses (HAL-2). The loans made directly by the SBA have a maximum amount of $150,000 whereas; a 
handicapped assistance loan made directly by the SBA is limited to $100,000. The guaranteed loan program permitted 
the agency to guarantee a maximum of $500,000. The study noted that the guaranteed loan program is not veteran or 
handicapped specific. Currently the SBA website still lists the Handicapped Assistance Loan Program, although there 
is no funding available. Presumably if funding were restored, the program would be initiated again. 

 
10 See Pechin, James E. Darryl W. Kehrer and Mary Ann Settlemire and Marilyn A. Hill, “SBA Veteran’s 

Project”, Center for Community Economics, Santa Rosa, CA; SBA Contract:  SBA-4869-ADA/P-80, 1980. Also see 
Final Report:  SBA Veterans Project, SBA Contract SBA-4869-ADA/P-80 By:  Center for Community Economics, 
October 3,1980 

 
11  Ibid. One limitation noted was that HAL-1 organizations must operate solely for the interests of handicapped 

individuals and not less than 75 percent of such organizations’ employees must be handicapped as defined by the SBA 
(Pg. 61). Further it was noted that to qualify for the HAL-2 SBA loan a veteran business owner must be handicapped 
and be unable to engage in “normal competitive business practices” without SBA assistance (pg. 61). Also, to qualify 
for either of the HAL loan programs, a veteran must have permanent physical, emotional or mental impairment, 
defect, disease, ailment or disability, which therefore limits the choices of employment for which the veteran would 
otherwise be qualified. In addition, the veteran must establish that there is economic hardship because of the 
disability. Finally, though this program constituted an option for disabled veterans, the HAL program was not veteran 
specific. 

 
12 Ibid. This was authorized under section 7 (i) of the Small Business Act. The SBA was authorized to make or 

guarantee loans directed toward low income or socially/ economically disadvantaged persons. SBA regulations (as of 
1980) maintain that being a Vietnam veteran is a contributing factor to being classified socially or economically 
disadvantaged. If the veteran meets this criterion (economically disadvantaged), then he or she could request 7(j) 
services. This program requires the SBA to give special attention to small businesses located in areas where there is a 
high concentration of unemployment for low income individuals and to small businesses eligible to receive contracts 
under section 8 (a) (minority oriented business development). It was noted that SBA does provide assistance here in 
the form of loans to veterans, but only in indirect ways.  
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The study critiqued SBA management assistance programs, conferences, problem 

clinics and workshops, which have been available to both veteran and non-veteran 
business owners.  With regard to procurement opportunities the study stated that: as of 
1980 

 
SBA outreach to provide procurement assistance to small 
businesses, except for some seminars has been limited. None of 
the seminars have been directed toward Vietnam or disabled 
veterans.  Instead the SBA uses indirect means to achieve its 
outreach objectives. In addition, it is difficult to retrieve data on 
the number of Vietnam and disabled veterans served by SBA and 
what services are being provided to them.  SBA forms do not 
provide for easily retrievable data on Vietnam and disabled 
veteran business owners.  Therefore the goals set by SBA to serve 
these groups are difficult to achieve, or at least difficult to 
recognize if they are met.  The lack of a database (as of 1980) 
makes program implementation measurements and possible 
corrective action difficult (page 67). 

 
The Pechin study also employed an interview schedule in their methodology and 

interviewed a dozen SBA office representatives.  Essentially that study came to the 
conclusion that there was no uniform coordination or cooperation between the SBA and 
the VA, except that about one third of SBA offices attended VA civic council meetings 
when invited (page 139).13 Further, the majority of SBA officers interviewed indicated 
that there was no Veterans Procurement Officer (page 140), little in the way of outreach 
to the veteran population (page 141), and that special consideration was not adequately 
defined or utilized in connection with loan applications. Finally, it noted that veteran 
status was not a significant factor in determining maximum loan maturity. Although the 
study states that the 8(a) program may be a viable option for veterans of certain ethnic 
groups, it was concluded that veteran status was not an aid to establishing 8(a) 
eligibility. 

 
 

2.1.3 Management Studies 
 
One SBA management study, “How to Prepare a Business Plan” (1984), focused 

exclusively on business plan development.14 The end product of this study was a guide 
designed to be used by the veteran wishing to start his/her own small business. It 

                                                 
13  Ibid. Essentially the VA civic council meetings were a forum for discussion. Originally they were established 

in the early/mid 1970s as a means of handling the myriad of educational (GI Bill) issues at various campuses across 
the regions. Later they turned to issues of employment and small business. Our understanding was that although they 
were not officially discontinued they fell into neglect. 

 
14 Kennedy, Richard M. and Gene R. Ward 
“How to Prepare a Business Plan”, Entrepreneurship Development Corporation, SBA Contract: SBA-7216-VA-

83, 1984. 
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provided step-by-step information for the creation of an effective business plan for 
new/inexperienced entrepreneurs.  The manual was divided into three sections: I) data 
collection and analysis, II) strategy formulation, and III) forecasting results (Pg. ii).   

 
The design of Section I was meant to familiarize the entrepreneur with data retrieval 

and analysis and stress to the entrepreneur the importance of obtaining a quantitative 
understanding of market information. The entrepreneur was to employ this knowledge in 
developing a future operating strategy and sales forecasting capability (Pg. ii and 8-52) 

 
Section II, strategy formulation, provided information concerning optimal site 

location for any particular business. It also provided strategies and ideas for pricing, 
advertising, staffing, general planning and risk awareness (Pg. ii and 67-127).  

 
 
Section III, forecasting results, discussed the concepts of market shares, sales 

projection and the steps for learning methods involved in the development of formalized 
statements and analysis (Pg. and 131-184).  

 
 

2.1.4 Capital Access Studies 
 
The principal study concerning capital access, “Viable Loan Categories For Veterans 

Final Report” (1985),  focused on identifying significant variables impacting loan 
approvals and success.15 The study utilized a scientifically drawn sample of data from 
SBA loan files and analyzed these to determine the variables that influence the outcome 
of loans (page 3). The analysis strategy was to determine which types of businesses had 
the best loan repayment history, after adjustment for differences in age, education and 
other characteristics related to the background of the entrepreneur. This allowed the 
SBA to decipher the variables that systematically play a significant role in determining 
the success or failure of loans (page 4). The study data involved loans made from 1975 
to 1979. It looked specifically at the success rates of guaranteed and direct loans. Since 
veterans’ status was not included on loan applications before 1981, there was little 
means by which to factor this characteristic into the findings. According to the study, the 
records held by SBA’s Office of Computer Services (in the early 1980s) were in error 
and were corrected when material in the loan file indicated that the applicant was a 
veteran. In their conclusion, veteran status was not a significant factor. 

  
The study found that major factors impacting performance were: 
 

• The economic growth rate of the region. 
• The economic growth-rate of the industry the business is in. 
• Whether the business is a franchise. Franchises were more successful in terms of 

securing guaranteed loans and in terms of performance. 
• Whether or not the loan was direct or guaranteed. 

                                                 
15  “Viable Loan Categories For Veterans Final Report”, SBA Contract No. SBA-7213-VA-83. Joel Popkin and 

Company, May 31, 1985. 

 15



• The performance (of those with guaranteed loans) was better than that of those 
receiving direct loans. 76% of SBA guaranteed loan applications were successful. 
Only 46% of direct loan applications were successful. 

• The average number of years of business experience. Owners of businesses with 
successful loans had more previous experience than did those with less experience. (p. 
29). 

 

Performance by type of Loan
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2.1.5 Procurement Contracting Studies 
 
Among the SBA studies concerning veterans and their place in the small business 

community of the early 1980s, one focused on procurement.16 The object of the study 
was to determine the extent of contracting by the Department of Defense to small 
businesses owned and operated by veterans, and to compare the performance of veteran 
and non-veteran contractors.  

 
Information on ownership of the small businesses involved with DOD contracting 

was determined by telephone survey (1981 and 1982).  A comparison of the 
performance of veteran to non-veteran contractors was achieved through a survey of 
DOD contracting officers. In addition to veteran/non-veteran comparison, the study 
looked for differences among the veterans who received contracts.   

 

                                                 
 
16  KCA Research, Inc 
“A Study of Department of Defense Procurement from Veterans”, Alexandria, VA; SBA Contract: 7209-VA-83, 

1984. The sample size was 1600; the study team obtained information on 915 contracts regarding veteran status (57% 
response rate). The comparisons were done with a matching-pairs technique (sample size 200, with results on 89 of 
the pairs – 44.5% “response”). 

 

 16



The survey of business owners indicated that 42.2 percent of contracts and 35.5 
percent of total dollar amounts awarded to small businesses by DOD went to veteran-
owned firms. Veteran-owned firms received a somewhat smaller percentage of large 
contracts (over $500,000) than of smaller contracts.  Otherwise there were no 
differences in the degree to which veteran firms were awarded contracts by size of 
contract type or product or service obtained as compared to non-veteran business owners 
(pg. 53). 

 
The study indicated that older veterans tended to gain a greater amount of DOD 

equipment and supply contracts (pg. 31), while Vietnam (i.e. younger veteran owned-
businesses) were likely to obtain contracts in ‘other’ business fields.  This revealed that 
younger veterans were more likely to obtain contracts in more labor-intensive areas that 
require less capital investment (pg. 31).  The study suggested that this difference 
between older and younger veterans in contract procurement could be attributed to 
business size.  The business size of businesses owned and operated by older veterans 
tended to be larger than those businesses owned and operated by younger veterans. The 
contention advanced by the study was that bigger businesses were able to undertake 
larger DOD contracts, while younger veteran-owned businesses were only able to secure 
smaller and more labor-intensive contracts (pg.18).  

 
The study showed that 15 percent of business owners were Vietnam veterans.  Most 

owners had served in the military before 1955, and more than half of all owners were 
college educated after military service (pg. 54).  Of veteran small business owners, 86 
percent served less than 5 years. Table 18 (pg. 28) shows the year the respondents left 
the service along with the year they became owners of their firms.  It is clear that the 
majority left the military before 1955 (pg. 25).  In addition, the study showed that the 
majority became owners between 1965 and 1980. There appeared to be a 20-year gap 
between the time a person completed military service and became the owner of a firm.  
The study suggested that military service alone was insufficient to allow a person to 
establish a firm that can compete successfully for DOD contracts and that other 
experiences were clearly necessary and they apparently required approximately 20 years 
to develop (pg. 25). (see below)  
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Number and percent of DOD Contracts to Veteran Owned Firms 

Table is an adaptation of Tables 7, 8, and 10 from study – based on FY 1981, FY 1982 data 
 

Veteran Owned Non-Veteran Owned Total Amount

$10,000-$25,000 Number Percent Number Percent Total         Awarded to Veterans

Equipment and Supplies 21,960 38.1% 35,623 61.9% 57,583 $334,976,000

Other 6,348 44.4% 7,935 55.6% 14,283 $107,941,000

$25,000 - $100,000

Equipment and Supplies 20,131 43.8% 25,829 56.2% 45,960 $902,807,000

Other 11,273 50.9% 10,870 49.1% 22,143 $581,914,000

$100,000 - 500,000

Equipment and Supplies 6,167 45.2% 7,485 54.8% 13,652 $1,251,199,000

Other 6,473 46.6% 7,415 53.4% 13,888 $1,447,504,000

More than $500,000

Equipment and Supplies 1,593 38.8% 2,513 61.2% 4,106 $4,166,205,000

Other 1,459 40.6% 2,138 59.4% 3,597 $2,745,726,000

TOTAL $75,404 $99,808 $175,212 $11,538,272,000

* 95% confidence level (+/- 4.1)

 

 
The difficulty with this study is that it provides no information concerning the 

distribution or skew of the data in terms of the number of contracts awarded to distinct 
contractors or in connection with the amount of the particular contract or group of 
contracts. Nor are there any data indicating the percentage of disabled veteran-owned 
businesses among these contractors. 

 
The GSA provided the researcher with data files pertaining to federal procurement 

participation by small businesses with contracts totaling $25,000 or more for the fiscal 
years 1994 through 1998. Examination of any one of these data tables illuminates this 
point. For example the FY97 data indicates that there were 233,011 contracts for 49,509 
contractors. The mean number of contracts per contractor is approximately 4.7. However 
the range is enormous. Two contractors held over 1000 contracts; the leading contractor 
held 1785 contracts for a total well over $200 million. At the other end, 23,932 
contractors held only one contract. 
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2.1.6 Business Success Studies 

 
Three of the SBA studies conducted in the 1980s focused on measures of success 

comparing veterans and non-veterans in terms of success in business.  A study 
conducted by Lustgarten, “Financial Success and Business Ownership among Vietnam 
and Other Veterans” (1984), focused on a comparison among veterans in connection 
with terms of self-employment and wage income.17 Here the objective was to ascertain 
the degree to which self-employment provided veterans with a vehicle for achieving 
financial success in comparison with the non-veterans.  Veterans of four different war 
periods (the Vietnam, the period between Korea and before Vietnam, the Korean War 
period and the WWII era) were compared to a sample of non-veterans that had the same 
proportion of cohorts as the veterans. 

 
According to the findings, self-employment was not a particularly useful medium for 

Vietnam veterans or other veterans. For the Vietnam period, the percentage of people 
who were self-employed was 8.9% for white male veterans and 13.9% for non-veterans.  
After controlling for such factors as years of work experience, education, and marital 
status, the probability of self-employment was estimated to be about 5 percent lower for 
white male veterans than for white-male non-veterans (page S-3). However, veterans 
with at least some graduate school experience tended to fare better than their non-
veteran cohorts. Being a veteran also decreased the possibility of small business 
ownership among nonwhite veterans, however this varied depending on the period 
(Note: more statistics available in section III-34). Women veterans were also less likely 
to be self-employed than their civilian counterparts. However, in general it appeared that 
veterans tended to do better as wage earners than their non-veteran cohort group. 

 
Another veteran/non-veteran comparison study was conducted by David Rothenberg 

(1983).18  The primary objective was to ascertain which financial and industry-related 
characteristics, if any, distinguish veteran-owned businesses from non-veteran-owned 
and Vietnam veteran-owned businesses (page 1).  Rothenberg utilized data samples from 
Dun & Bradstreet’s Market Identifiers and Financial Profiles to look for differences in 
liquidity, management style, etc. It was felt that such questions were pertinent to the 
effective deployment of veteran training programs, small business loans and other 
aspects of public policy (pages 2 and 3). 

 
It was determined that veteran-owned businesses on the whole were smaller than non-

veteran-owned businesses. Other than this, no clear and reliable financial differences 
between veteran-owned and non-veteran owned businesses were encountered.  Vietnam 

                                                 
17  Lustgarten, Steven and Ali Saad 
“Financial Success and Business Ownership among Vietnam and Other Veterans”, SBA Contract:  SBA-7210-

VA-83, 1984. 
 
18  Rothenberg, David 
“Differences Between Veteran and Non-Veteran Owned Businesses”, Inductive Inference Inc. SBA Contract:  

7215-VA-83. 
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veteran-owned businesses appear to be smaller, younger and more in need of capital 
than other businesses, including those owned by veterans of other eras (page 45). 

 
The study also determined that veteran owned businesses are over-represented in the 

wholesale and manufacturing industries, while Vietnam veteran owned businesses tend 
to be over-represented in agriculture, forestry and fishing as well as wholesale and 
manufacturing businesses. Both Vietnam veterans and veterans from other eras tend to 
be under represented as business owners in the following industries: finance, insurance 
and real-estate retailing, transportation, communications and other utilities. The above 
differences in areas of concentration may be, in part, related to the fact that mining, 
manufacturing, transportation, communications and utilities and finance, insurance and 
real estate are large business-dominated while agriculture, construction, wholesale trade 
and services are small business-related (page 47). 

 
The study suggested that the differences in industry category among Vietnam 

veteran-owned businesses, veteran-owned businesses, and other businesses could be 
attributed to several factors. These included service training, interruptions in education, 
capital resources, availability or unavailability of “GI bill” to finance higher education 
and ethnic, demographic or pre-induction differences between the three groups (page 
49). 

 
A third study, by Evans (1984), comparing veterans and non-veterans, focused on 

factors of and success in self-employment.19 The study reworked data on self-employed 
and wage salary workers from the 1980 Public Use Sample of the U.S. Bureau of the 
Census. The researchers employed varieties of economic models to examine what 
factors influenced (1) an individual’s decision to work for him/herself and (2) an 
individual’s earnings from self-employment (pg. 6). The study also focused on the 
success rates of veterans among different service eras.  

 
Evans found Vietnam and post Vietnam era veterans less likely to be self-employed 

than were veterans of other wars partly because they were younger than veterans of 
earlier wars and younger men were generally less likely to be self-employed.  This 
seems to indicate that age is significant when determining the success of self-
employment (Pg. 7). However, the only statistically significant finding was that 
concerning male post Vietnam era veterans. Other outcomes could have occurred by 
chance (pg. 43-44). An additional drawback was that the Evans study used Bureau of 
Labor Statistics tabulations which did not distinguish between war theater and war era 
veterans – there was no way to actually separate out those who served under hostile fire 
and those who did not.20  

                                                 
19  Evans, David S. 
“Entrepreneurial Choice and Success,” CERA Economic Consultants, Inc. Greenwich, CT; SBA Contract:  7212-

VA-83, 1984. 
 
20  Ibid. The author suggested that people who were veterans had different experiences (entrepreneurial 

experiences) than non-veterans (pg. 30).  A lack of veteran information (i.e. volunteered or drafted, military rank, 
training received, or whether or not the veteran was a GI bill recipient) made it impossible to pinpoint reasons for 
observed findings (Pg.30-32).  It was suggested that the choice for self-employment or wage work might have been 

 20



  
Thus the following findings are tentative at best: Thus the following findings are tentative at best: 
  

1) Men who entered military service during or after the Vietnam 
War were less likely than other men to work for themselves rather 
than work for someone else (pg. 8). Self-employed men were 
more likely to have first seen military service during WWII (Pg. 
18). 

1) Men who entered military service during or after the Vietnam 
War were less likely than other men to work for themselves rather 
than work for someone else (pg. 8). Self-employed men were 
more likely to have first seen military service during WWII (Pg. 
18). 

  
2) Women who entered military service during or after the Vietnam 

War were less likely than other women to work for themselves 
rather than someone else (pg. 9).  But, when grouping all women 
veterans together, Evans found that women veterans of all eras 
earned more at both self-employment and wage work than other 
women (pg. 9).   

2) Women who entered military service during or after the Vietnam 
War were less likely than other women to work for themselves 
rather than someone else (pg. 9).  But, when grouping all women 
veterans together, Evans found that women veterans of all eras 
earned more at both self-employment and wage work than other 
women (pg. 9).   

  

Table 3.1 Self-employment of Veterans and Non-veterans a 

 By Age Group    

 Percent of Individuals Who Were Self-employed in 1982 

     
 

Age Group 
 

War  Veterans 
 

Other Veterans 
 
Vietnam Era 
Veterans 

 
Non-Veterans 

25-64 11.4 9.8 8 11.6 
     
25-29 4.8 3.8 4.8 7.8 

30-34 7.1 9.6 7.1 10.4 

35-39 9 9.8 9 12.4 2.4 

40-44 40-44 10 10 9.8 9.8 11.1 11.1 13.5 13.5 

45-49 45-49 12.1 12.1 12.5 12.5 9.4 9.4 13.9 13.9 

50-54 50-54 12.3 12.3 11.8 11.8 8 8 15.3 15.3 

55-59 55-59 14.3 14.3 14.3 14.3 10.1 10.1 17.7 17.7 

60-61 60-61 16.1 16.1 * * 21.1 21.1 22.1 22.1 

62-64 62-64 18.7 18.7 * * 15.4 15.4 26.5 26.5 

65+ 65+ 30.1 30.1 * * 16.7 16.7 34.7 34.7 

  
 

                                                                                                                                               

 

                                                                                                                                               

* Insufficient data. (a) Based on 1982 Current Population Survey. Special 
tabulations provided by the Bureau of Labor Statistics. Note that Vietnam Veterans 
are veterans who served during the Vietnam era, but not necessarily in Vietnam. 
War veterans are veterans who served during a military conflict, but not necessarily 
in a war zone. 

* Insufficient data. (a) Based on 1982 Current Population Survey. Special 
tabulations provided by the Bureau of Labor Statistics. Note that Vietnam Veterans 
are veterans who served during the Vietnam era, but not necessarily in Vietnam. 
War veterans are veterans who served during a military conflict, but not necessarily 
in a war zone. 

Table 3.1 of the study showed that the percent of self-employed individuals by age 
group for veterans, non-veterans, and Vietnam veterans was significantly less than the 
percent of self-employed non-
veterans for every age group 
(Pg.29).  Evans showed in 1985 
that a veteran, on average, was 
only 75 percent as likely to go 
into business as a non-veteran in 
the same age group. Self-
employment was even less likely 
for Vietnam era veterans.  

Table 3.1 of the study showed that the percent of self-employed individuals by age 
group for veterans, non-veterans, and Vietnam veterans was significantly less than the 
percent of self-employed non-
veterans for every age group 
(Pg.29).  Evans showed in 1985 
that a veteran, on average, was 
only 75 percent as likely to go 
into business as a non-veteran in 
the same age group. Self-
employment was even less likely 
for Vietnam era veterans.  

 

Male veterans of the post 
Vietnam era were 54.9 percent 
less likely to become 
entrepreneurs and male veterans 
of the Vietnam era were 24.9 
percent less likely to become 
entrepreneurs than otherwise 
comparable veterans of other eras 
or non-veterans.  Female Vietnam and post era veterans were 43.3 percent less likely to 
become entrepreneurs than other wise comparable non-veterans or veterans of prior eras.  

 

Male veterans of the post 
Vietnam era were 54.9 percent 
less likely to become 
entrepreneurs and male veterans 
of the Vietnam era were 24.9 
percent less likely to become 
entrepreneurs than otherwise 
comparable veterans of other eras 
or non-veterans.  Female Vietnam and post era veterans were 43.3 percent less likely to 
become entrepreneurs than other wise comparable non-veterans or veterans of prior eras.  

Evans found that Vietnam and 
post era veterans (men and 
women) were less likely than 
veterans of prior eras or non-
veterans to become self-
employed.  

Evans found that Vietnam and 
post era veterans (men and 
women) were less likely than 
veterans of prior eras or non-
veterans to become self-
employed.  

 
influenced by any number of variables including but not limited to education, age, and/or military status or 
circumstance. 

 

 21



 
 

 
Table 3.1 – Modified for Comparison with Data from The Statistical Abstract of the U.S. - 1982-83 

No. 612 and 613, p.366 - Living Veterans, By Age and Period of Service 1981 (as of Sept 30) - modified for comparison 

Self-employment of Veterans and Non-veterans a By Age Group Percent of Individuals Who Were Self-employed in 1982 

Age Group (does not 
include 18-24) Pct War Veterans 

Numbers of WWI,II, 
& only in Korea –  

SA Data 

Est. of No. in Self 
Employment 

Pct.Vietnam/ Era 
Veterans 

Vietnam/Era 
SA Data 

Est. of  No 
In-Self 

Employment 
25-29 4.8 - - 4.8 1,528,000 73,344

30-34 7.1 - - 7.1 3,375,000 239,625

35-39 9 - - 9 2,755,000 247,950

40-44 10 100,000 10,000 11.1 670,000 74,370

45-49 12.1 2,025,000 245,025 9.4 95,000 8,930

50-59 13.3 8,083,000 1,075,039 9.1 24,000 2,172

>60 21.6 7,044,000 1,523,852 17.7 2,000 355

 TOTAL NO. 17,252,000 2,853,916 7.7% 8,449,000 646,746
AVG Pct in modified 
table 16.5%   

No. Disabled WWI, II, Korea in 1981 
= 1,427,000 No Disabled in Vietnam, 1981 568,000 

Pct of that  population = 8.3% Pct of that  population = 6.7% 

Number Disabled WWI,  II, Korea Veterans self-employed = 236,062   -
Does not include totally disabled Number of Vietnam-era Veterans self –employed =43,479 

 
2.1.7 Education Studies 

 
Two efforts in the 1980s focused on education. One, “Veterans’ Entrepreneurship 

Training Program: Hawaii” (1988), was an evaluation study of an entrepreneurial 
development training program conducted in Hawaii in the 1980s. The other, “A Study of 
Entrepreneurial Education for Veterans” (1984), was a study of entrepreneurial 
education strategy.21 

 
The object of the 1988 Hawaii study was to assess the effectiveness of a training 

program for veteran entrepreneurs (VETPRO). The program assessed two training 
cycles.  Each cycle recruited a number of veteran and prospective veteran entrepreneurs.  
Each cycle included a recruitment and selection process, a three-month training program 
and follow-up consultation period. The consultation period lasted six months following 
training.  All who had completed the training were provided consulting assistance Some 

                                                 
21  “Veterans’ Entrepreneurship Training Program:  Hawaii,” Contract SB-2VA-00133-0 By: Chamber of 

Commerce of Hawaii and Entrepreneurship Development Corporation, September 30, 1988  
See also Entrepreneurship Development Corporation “A Study of Entrepreneurial Education for Veterans” 

Honolulu, Hawaii; SBA Contract:  SBA-7216-VA-83, 1984. 
 

 22



required more assistance than others. 22 The report rated VETPRO as successful in 
helping veterans start and/or maintain small businesses. 

 
Of the 50 veterans enrolled: 

• 11 dropped out or were removed from the program for various reasons 
(Pg. 9).   

• 39 completed the program. 
• At the end of the program, 27 of the 39 graduates were in businesses. 
• There were 17 new businesses.  
• Loan success rates were high, claiming that all loans had been accepted 

by at least one bank, although the final report never revealed how many 
of the entrepreneurs applied for loans.(Pg.12). 

 
 
The purpose of the study concerning entrepreneurial education was to provide a 

baseline of information by which the military might gauge the degree of entrepreneurial 
content of its training programs. The study sought to answer several research questions.  

 
(1) Which skills or knowledge learned in the military are most likely to support 

small business?  
 

The Entrepreneurship Development Corporation analyzed the Military Occupational 
Specialties found in AR-611-201, Enlisted Career Management Fields and Military 
Occupational Specialties; AR-611-112, Manual of Warrant Officer Military 
Occupational Specialties; and AR-611-101, Commissioned Officer Classification 
System.   

 
(2) Looking at each Military Occupational Specialty (MOS) three questions 

were asked: 
 

A) Does the MOS provide a skill-base that could support a small 
business?  

B) Does the MOS fit into a growth industry in the civilian 
economy? 

C) Does the MOS fall into a small business dominated industry 
in the civilian economy (page 2-3)?   

 
The MOS manuals were cross-referenced to DOT codes from the Dictionary of 

Occupational Titles of the US Department of Labor. For the purpose of this study DOT 
codes were used to link MOS titles with the civilian economy and prospective business 
types. It appears that the Army is training a large number of personnel who could use 
their past training to start a small business upon discharge and that the skill-based 

                                                 
22  Ibid. (2) In terms of student assessment, graduates rated the program as good or excellent (see pg.8).  Desired 

goals of the program were generally met at both ends.  Evaluation of veterans performance after the training program 
and consultation was consistent with the program’s predetermined goals 
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prerequisites of entrepreneurship are adequately provided by the military experience 
(page 12). 

 
• It was found that over half (52%) of the Army’s 

Military Occupational Specialty classifications were 
entrepreneur based (page 11).   

• Of the 369 enlisted MOS, 47% were classified as skill-
based.   

• Warrant officers had a slightly higher percentage of 
business based skills training in its MOS structure.  
62% of the 64 warrant officer MOSs were skill-based.  

• The officers fell between the enlisted and the warrant 
officers in terms of their percentage of skill-based 
MOSs at 58 %.   

 
The study also attempted to identify those skill-based MOSs, that would fall within 

an area of rapidly growing small business, as a means of weighing or ranking the value 
of entrepreneurial based MOS’s (page 13).  In order to do this, the Inc. 500 list of 
successful small businesses published by Inc. Magazine was used to develop areas of 
high growth (page 13). To categorize the companies in the Inc. 500 list, the Standard 
Industrial Classification Manual (SIC Manual published by the United States 
Department of Commerce) was used.  

 
• Of the enlisted MOSs 22% were labeled high growth. 
• 31% of Warrant Officer MOSs were labeled high growth  
• 42% of Officer MOSs were labeled high growth (page 19). 

 
From the results of the growth analysis, it appears that about one-third of the skill-

based Military Occupational Specialties fall within industries that are fast growing and 
would greatly enhance the veteran’s chance of success by entering such industries (page 
20). 

 
Another indicator of probable success of a given set of MOS skills in supporting 

small business is whether or not the MOS falls into a small business dominated 
industry.23 Twenty six percent of enlisted MOSs, 14% of Warrant MOSs and 36% of 
Officer MOSs were small business dominated.  

 
The authors of this study contend that the MOS index should be used as a device for 

determining only skill-based and industry-based criteria, nothing more. Skills are not the 
only part of the equation.  A very skilled individual who lacks the right mix of 
entrepreneurial traits is unlikely to succeed in business (page 26).  It is suggested that the 
MOS index be used as a selection device for veterans to be trained in business (page 27) 

                                                 
23  Ibid. (1) The study utilized the General Report on Industrial Organization, 1977, Enterprise Statistics gathered 

by the Bureau of the Census to measure small business domination (page 21).  Under this measure an industry was 
considered small business dominated if 60% or more of its employees worked in firms with 500 or fewer employees. 
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or as an enlisted or recruitment incentive (in other words, use “guaranteed MOS 
assignments as a path to self-employment upon discharge from the service). 24  

 
The MOS index might also be used by SCORE and SBA loan officers. Those 

applicants with highly entrepreneur-based MOSs should not necessarily be given special 
treatment, but their MOS could be used as an indicator of preparedness, i.e. for the 
veterans’ business plans or loan request (page 29).  Finally, the study suggested the need 
for follow-up research to determine if MOS training, prior to starting a business, would 
make a difference.  

 
How can veterans with the most potential for entrepreneurship be identified? A 

number of assessment items were utilized in an attempt to answer this question.25 The 
study initially noted that the selection process for training programs is extremely 
important because of differences in accent and focus between business courses and 
entrepreneurial training. Entrepreneurial training is for the single purpose of teaching 
people how to start their own business. Business training may have little to do with 
entrepreneurship.  A second distinction offered by the study was that almost anyone can 
get into a business course, but only persons with business potential are selected into 
training programs (page 2).  It was also argued that a program’s success or failure can 
depend on its selection manuals.26 

 
• In the sections on how to interpret and score the Entrepreneur’s Selection Test a 

number of areas are said to be important in obtaining a high score.  Married persons 
score higher because it is an indication of being settled or stabilized in one’s life.  A 
person whose mother or father owned a business obtained points because exposure to 
entrepreneurial parents is considered to make the person more inclined to start his/her 
own business.  When asked whether or not they have capital available for the business 
those who respond yes receive ten points and those who say no receive 0 points.27 

•  
                                                 

24  Ibid. (1) The researchers suggested that the prospect of owning one’s own business upon completion of 
service could be a very strong incentive for young people to seek a military career (page 28).  The MOS index may 
also be used in separation from service counseling, and active duty self awareness to add value to military training.  
This self-awareness would enhance the value of the training programs that have high entrepreneurial content as well 
as cause the trainee to plan far ahead for business ownership (page 29). 

 
25  Ibid. (1)  (1) An Entrepreneur’s Selection Test - was a written test designed to measure one’s entrepreneurial 

potential. (2) The Entrepreneur Selection Interview - contained an interview format for gauging entrepreneurial 
potential, (3) The Entrepreneur Selection Manual: - was utilized for instructions on the scoring and interpretation of 
tests. (4) The Entrepreneur’s Self-Assessment Test – was a self-administered test to measure entrepreneurial potential. 

 
26  Ibid. (1) The authors claimed that their tools differed from other measuring instruments because variables 

listed in the selection instrument were empirically based upon the characteristics of entrepreneurs and non-
entrepreneurs before they entered the business, not after they entered business, as is often the case for studies in the 
entrepreneurship literature.  Also, evaluation of the program by Arthur Young and company showed that 66% of the 
persons selected into the program usually started businesses upon completion of the program. 

 
27  Ibid. (1) According to the authors of this manual their “experience indicates that the applicant who has little 

capital can still start a business, but the applicant who puts ‘0’ or no capital in this section of the application is a poor 
prospect for business.  Often this does not reflect the financial condition of the applicant, so much as his attitude that 
“the government will provide all the funds for me (page 18).”  This is the opinion of the author and is not backed by 
any data.   
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• In the entrepreneur’s Self-Assessment Test applicants are scored on the basis of a 
number of items including family status & entrepreneurship in the family, past work 
experience, and business start-up plans. 

 
 

(3) How can potential entrepreneurs best be trained to give them the greatest 
chance of success?  

 
“Veterans’ Entrepreneurship Training Program: Hawaii” (1988) constructed a 

program manual.28  The program consisted of four phases: (1) recruitment and selection, 
(2) entrepreneurship training (3) workshop implementation, and (4) evaluation of the 
program.   

 
Their outcome objectives: 

 
• 1) Of those who complete the program, at least 50% will 

be self-employed or in a business of their own by the end 
of the program. 

• 2) 85% of those enrolled will complete the program.  
• 3) Of those who complete the program, 85% will 

complete a full-blown business plan.  
• 4) Of those who complete the program and approach 

financial institutions for loans, 60% will have their 
applications approved.  

• 5) Within one year of the end of the program, there will 
be an average of one additional employment opportunity 
within each business started.  

• 6) The unemployment rate of those completing the 
program will be 10% or less by the end of the course.   

 
In addition, such topics as marketing, competition, industry and advertising and 

promotion are covered.  Although this is a very detailed and interesting manual, there is 
nothing included that pertains specifically to veterans or disabled veterans, other than 
their being part of the general entrepreneurial population that may apply for and be 
admitted to a course of this nature. 

 
 

2.1.8 Types of Small Business Needs 
 
Two studies focused on the needs and aspirations of veterans involved in a small 

business effort and those who wished to become involved in a small business venture.29  
                                                 

28  Ibid. (1) A Manual on Administration and Instruction for the Entrepreneurship Training Program is utilized to 
answer this question.  The Entrepreneurship Training Program is designed to be a practical one, whose objective is to 
assist those who are seriously interested in starting a business, preferably in the immediate future (page 2). 

 
 
29  Boren, Jerry 
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The Boren study, “Vietnam era Veterans and Entrepreneurship:  Veterans Small 
Business Project,” investigated entrepreneurial aspirations and experiences of Vietnam 
era veterans with a special focus on disabled veterans. Sample sets of the Vietnam era 
veterans’ population were drawn from Massachusetts, New York, Ohio, and Texas.  The 
study involved an in-depth questionnaire, which was completed in the presence of an 
interviewer. Of the sample, 60 were selected for in-depth interviews. The study focused 
on five areas: (1) small business aspirations, (2) veterans’ perceptions of the legal and 
financial institutions, (3) factors of success, (4) the importance of demographic factors, 
and (5) allowances required to overcome differences between the disabled and non-
disabled Vietnam veteran in the pursuit of self-employment.    

 
 

Entrepreneurial aspirations of veterans: 
 

• The study found that 8%-13% of Vietnam veterans had an 
interest in starting their own business.  

• About one third would expect to use their savings, a 
government loan, or bank loan for start-up . 

• There was a strong desire for accounting assistance if a 
business was going to be started.  

• Social and economic disadvantage was correlated with 
aspiration. This seemed to imply that blue collar workers, 
undereducated, unemployed and minority group members 
were the most likely candidates to want to start their own 
small business. 

 
Business characteristics of small businesses owned by Vietnam veterans: 
 

• Vietnam era veterans were likely to own businesses in the 
service and retail sectors.  

• 71% of owners left or closed their businesses within the 
first two years of operation.  

• 92% of Vietnam veteran-owned businesses had fewer 
than 20 employees.  

                                                                                                                                                
“Vietnam-Era Veterans and Entrepreneurship”, Veteran’s Small Business Project, Newtonville, MA, SBA Contract: 
7219-VA-83, 1984. 

 
Mid-Atlantic Research, Inc 

Profiling Entrepreneurial Veterans Exploratory Research Findings; Volume I, Contract No. SBA-7220-VA-83, 
Intermediate Report, By: Mid-Atlantic Research, Inc., Williamsburg, VA 23185, March, 1984.         

 
Mid-Atlantic Research, Inc 

Entrepreneurial Veterans: Examination and Comparison; Volume II, Contract No. SBA-7220-VA-83, Intermediate 
Report, By: Mid-Atlantic Research, Inc., Williamsburg, VA 23185, August, 1985.         

 
Mid-Atlantic Research, Inc 

Profiling Entrepreneurial Veterans: A Summary of Research Findings; Volume III, Final Report, Contract No. SBA-
7220-VA-83, Williamsburg, VA 23185, May, 1986 
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• Education was generally low for self-employed veterans. 
• The majority of self-employed veterans relied on personal 

or family savings for their initial capital or financing.  
• Only 4% received a government loan for this purpose. 
• Once underway, 41% received loans while only 5% 

received a loan from the government. 
 

Veterans’ perceptions of the SBA and the private sector: 
 

• Those from disadvantaged subgroups utilized the SBA for 
services more than those from more advantaged groups.  

• Disability and/or minority status and lower ranking 
veterans (E1-E3) with a disability were the best predictors 
for determining whether or not a veteran would use the 
SBA for assistance.  

• Veterans indicated that financial, legal, and accounting 
services in the private sector were more helpful than those 
the SBA provided. 

• Of those who used the SBA, successful entrepreneurs, 
minorities, low income individuals, and low ranking 
military personnel were likely to be satisfied. 

• Those who served in Vietnam and those who had a 
business-related degree were the least likely to be 
satisfied. 

• The best overall predictor of SBA satisfaction was 
minority group status.  

• Veterans’ criticism of SBA focused on the quality of 
services and personnel. 

 
  Entrepreneurial success of disabled veterans: 
 

• Disabled veterans were much more likely to have an 
unsuccessful business.  

• Disabled veterans were likely to encounter barriers trying 
to enter manufacturing, finance, insurance and real estate 
sectors.  

• Disabled veterans were more likely to close or leave a 
business involuntarily.  

• Disabled veterans were more likely to be unemployed as 
compared to non-disabled vets. 
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Volume I of “Profiling Entrepreneurial Veterans Exploratory Research Findings by 
Mid-Atlantic Research” (1984)30 was a review of relevant literature.  The study 
determined that the nature of the literature on entrepreneurship is inconsistent because of 
(1) different definitions of the topic and (2) different methods of conducting research 
among different populations. The model employed for this review focused on the 
entrepreneurial process at the point at which an individual faces the question of whether 
or not to operate a business. The model allowed for two types of inputs: internal factors, 
i.e. psychological characteristics, experience, and demographics; and external factors of  
resources and constraints such as availability of financing, family obligations, 
availability of support, including personal emotional support as well as help from the 
government, educational and technical assistance programs. 

 
This particular literature review dedicated only two pages to studies specifically 

about veterans.  The authors claim that a recent search uncovered no research examining 
the specific question of entrepreneurship among veterans.  The study did contain two 
main areas of immediate relevance to veterans: (1) the relationship between military 
service and subsequent attitudes and adjustment of veterans, and (2) the relationship 
between military service and occupational and earnings patterns. 

 
Military service: attitudes and opinions: 

 
Volume I refers to past research endeavors. It notes that Schreiber (1979) found that, 

except for military-related opinion, there were no significant differences between 
veterans and non-veterans.  Thorne and Payne (1977) found that those with armed forces 
experience expressed more disapproval of unethical behavior than did those without 
such experience. 

 
Stayer and Ellerhorn (1975) indicate that for Vietnam veterans, heavy combat 

involvement was associated with adjustment problems, but that those Vietnam veterans 
with higher goal orientations had less adjustment difficulty, a higher rate of employment 
and more positive control scales.   Though studies suggest that military service had a 
negative effect on earning in the short term, over time, such service actually enhances 
socio-economic status, especially for minority groups  (page 18).   

 
Volume I of the “Profiling Entrepreneurial Veterans” study also cites four focus 

group interviews held in conjunction with the  SBA-funded research project. The groups 
were asked to discuss factors influencing career choices, entrepreneurship, the role of 
military service, and business education as it relates to entrepreneurship. 

 
In a focus group made up of four men who were retired career military officers, one 

participant gave a description of the “small business type” who he felt could be found in 
large organizations and the military as well as in small ventures, and who could be 
characterized as a risk-taker. The general consensus of the members was that military 
service could encourage entrepreneurship in young enlisted men who serve for a limited 

                                                 
30 Profiling Entrepreneurial Veterans: Exploratory Research Findings; Volume I, Contract  

No. SBA-7220-VA-83 By: Mid-Atlantic Research, Inc., Williamsburg, VA 23185, March, 1984. 

 29



number of years.  Most important, they felt, were the training and hands-on experience, 
which provide young men with a trade, craft, or skill around which they can build a 
small business.  Only one veteran disagreed.  Group members generally felt the military 
service is less likely to encourage entrepreneurship in officers than enlisted men.  It was 
also felt that business schools are biased toward directing students toward large 
corporations, not small businesses, but that this may be changing. 

 
In a group of 13 veterans, all but the peacetime veteran felt that military service was 

of no value in civilian life.  Among the benefits identified were that it helps young men 
mature and provide opportunities to manage others, to work under skilled leaders, and to 
be exposed to people whom one otherwise would never meet.  An enlisted man who was 
a combat veteran in Vietnam reported that the exposure to military service and combat 
generated within him a sense of urgency and motivation to succeed as a civilian (page 
42). 

 
In a group of 6 participants (4 veterans: 2 WWII, 2 peacetime) there were significant 

differences between those who served during WWII and those who saw peacetime duty.  
WWII veterans could see the value of their service and felt a strong sense of patriotism.  
Peacetime veterans found the service frustrating and felt they had not accomplished 
anything meaningful. 

 
The fourth group, made up of non-veterans, was predominantly black.  They chose 

their careers based on what was available to them.  They felt that advice available from 
SBA, SCORE and other business associations was too general to be of help for 
individual problems.  One member felt that the SBA should place more emphasis on 
helping loan recipients develop needed skills and strengths.  The same member believed 
that the loans available through SBA programs were too small, and that loan recipients 
should have a “grace period” of perhaps two years before they begin repaying their 
loans. This would allow them to become established before they are faced with the drain 
of repayment (page 55). 

 
In Volume II the purpose and methodology of the study are discussed.  The main 

purpose of this study was to determine whether military service, especially combat 
service, had any effect on the entrepreneur-related motivations and behaviors of business 
school graduates.  One of the objectives was to assess the relationship between military 
combat experience, career experiences, entrepreneurial experiences, attitudes and task 
preferences (page 1).  An 8-page questionnaire, developed in coordination with the SBA, 
was mailed to 20,000 potential respondents, and 5,229 questionnaires were returned.  
The major classification variables used in this study were entrepreneur status, veteran 
status and war cohort. 

 
Among the respondents, 35.8% were from the WWII era, 21.9% Korean War, 37.5% 

Vietnam and 10.9% peacetime.  In general, business school alumni entrepreneurs were 
more likely to be older, male, married, somewhat better educated, white and have higher 
annual incomes.  It was found that only 8.2% of the entrepreneurs reported that they had 
ever used any federal government programs.  Also, only 6.2% of veteran respondents 
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who started their businesses had just separated from the military (page 19).  Also, 
veterans were more likely than non-veterans to be entrepreneurs (41.5 % veterans to 
24.5% non-veterans).  This may have been due to demographic differences between 
veterans and non-veterans and not the effect of military service. 

 
According to this questionnaire-based study, veterans were more likely to believe that 

financial support would be available to them and that the skills acquired in business 
would be more useful than were non-veterans.  Also, officers were more likely to 
become entrepreneurs than were non-officers.  World War II combat veterans were 
much more likely to be entrepreneurs than Vietnam combat veterans (page 24).  
Veterans in this study tended to be older, male, married, better educated and have higher 
incomes than non-veterans, although non-veteran entrepreneurs were more likely to own 
a business currently.  Veteran entrepreneurs were more likely to have chosen a corporate 
form for their current business. 

 
The purpose of the following section is to further explore the finding in the 

“Profiling Entrepreneurial Veterans” study that 41.5% of veterans are classified as 
entrepreneurs compared to only 24.5% of non-veterans.  Is this relationship between 
veteran status and entrepreneurship traceable to some aspect of military service, which 
in turn affects the decision to enter self-employment, or is this relationship explained by 
other variables?  Based on the findings of this study, it may be concluded that military 
experience does not, by itself, increase the likelihood of a person being an entrepreneur.  
Age, gender, education, and marital status are all contributing factors. 

 
Other findings of this questionnaire-based study are as follows: 49.5% of WWII 

veteran entrepreneurs work in companies that employ less than 25 people; 48.4% of 
Korean War veteran entrepreneurs work in companies that employ less than 25 people 
and 62.7% report companies they work in have fewer than 100 employees; 61.9% of 
Vietnam veterans work in companies that employ fewer than 100 employees (page 69).  
All three cohorts report high levels of job dissatisfaction.  Degree of autonomy and 
income potential are the most important attributes for all three cohorts (page 70).  Nearly 
half (49.7%) of WWII veterans have at some time owned and operated a business: 
40.1% of Korean veterans have, but only 33.3% of Vietnam veterans have.   

 
Volume III includes policy recommendations.  Input into these recommendations was 

obtained from three key groups with expertise and interest in the areas of 
entrepreneurship and military service: representatives of the SBA, representatives of 
veterans’ organizations, and deans and faculty members of university business schools.  
These recommendations are included in their entirety at the end of this report. 
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2.2 The General Accounting Office Reports 

 
The General Accounting Office (GAO) reports have been placed in one of the 

following categories: acquisition reform, contracts, urban development, small business, 
and reports about the SBA.   

 
 

2.2.1 Acquisition Reform Studies 
 

In a 1996 report31, the GAO reviewed the Department of Defense’s (DOD) and 
civilian agencies’ implementation of the performance-based acquisition management 
provisions included in Title V of the Federal Acquisition Streamlining Act  (FASA) of 
1994. 

 
Title V of FASA is designed to foster the development of (1) measurable cost, 

schedule, and performance goals and (2) incentives for acquisition personnel to reach 
these goals (page 1). The GAO encountered the following results in its review of the 
aforementioned agencies: The DOD was successful in establishing cost, schedule and 
performance goals, whereas civilian agencies were still in the process of doing so.  
Neither the DOD nor the civilian agencies were able to implement personnel 
performance incentives at the time of this report.  Neither the DOD nor the civilian 
agencies had recommended personnel legislation at the time of this report.  The DOD 
was in the process of assessing technology insertion timeframes, and had review 
acquisition program cycle regulations.  The civilian agencies were in the process of 
developing acquisition process guidelines. 

 
FASA also mandated a government-wide Federal Acquisition Computer Network 

(FACNET) architecture to enable federal agencies and vendors to do business 
electronically in a standard way and move the government procurement process away 
from paper (page 1).  

 
In a 1997 report32, the General Accounting Office responds to the FASA requirement 

that they report on “the class of contracts in amounts greater than the micro-purchase 
threshold and not greater than the simplified threshold that are not suitable for 
acquisition through a system with full FACNET capability”(page 1). 

 

                                                 
31 GAO Report (1996) 
United States General Accounting Office Briefing Report to the Chairman, Committee on Government Affairs, 

U.S. Senate:  Acquisition Reform; Implementation of Title V of the Federal Acquisition Streamlining Act of 1994, 
October 1996 GAO Report (1996) United States General Accounting Office Briefing Report to the Chairman, 
Committee on Government Affairs, U.S. Senate:  Acquisition Reform; Implementation of Title V of the Federal 
Acquisition Streamlining Act of 1994, October 1996.  

 
32 GAO Report (1997) 
United States General Accounting Office Report to Congressional Committees and Acting Administrator, Office 

of Federal Procurement Policy:  Acquisition Reform; Classes of Contracts Not Suitable for the Federal Acquisition 
Computer Network, September 1997. 
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The GAO found that senior procurement officials found contracts to be unsuitable for 
FACNET when (1) widespread public solicitation of offers was inappropriate, (2) 
transmitting essential contracting information through the network was not feasible or 
(3) other means of purchasing were faster and more efficient (page 3).  It was also found 
that FACNET was barely used for contract awards. 

 
In yet a third report on acquisition reform (1998)33, the GAO evaluated the 

effectiveness of actions taken to implement FASA.  Most importantly they looked at 
whether certain agencies were (1) reducing unique purchasing requirements, (2) 
increasing the use of simplified acquisition procedures, and (3) obtaining goods and 
services faster while reducing in-house purchase cost (page 1). 

 
It was determined that data being collected on procurement was not adequate in 

measuring whether FASA’s purposes were being achieved.  Despite the data limitations 
it was found that the organizations reviewed were working toward meeting FASA 
purposes.  Use of simplified acquisition procedures, including the use of purchase cards, 
increased at most locations (page 3).  Also the number of bid protests decreased, and the 
time needed to award a contract had declined generally, thereby expediting the 
purchases of goods and services. 

 
 

2.2.2 Contracting Studies 
 

In a 1998 report34, the GAO addressed (1) the history and characteristics of selected 
single contracts for multiple base operations support services, (2) the kinds of services 
procured under these contracts, (3) whether small businesses participate in these 
contracts, and (4) whether cost and efficiency gains have been documented (page 1). 

 
Ten installations, which utilized single contracts for multiple support services, were 

reviewed for this report.  At seven of these, the decision to do so occurred at the time of 
a commercial study, or A-76 study.  At the other three installations the decision was 
made at the time the installation or its current mission was established (page 2).  Most of 
the contracts were awarded for 5 years and ranged from about $5.4 million to $100 
million annually (page 2). 

 
At only three of the 10 installations reviewed were small businesses were taking part 

in single contracts for multiple base operations support services.  In all three instances, 
the small business was the prime contractor.  These contracts were awarded under small 
business programs.  Both the DOD and the SBA are aware of the fact that utilizing 
single contracts for multiple base operation services makes it difficult for the small 

                                                 
33 GAO  Report (1998) 

United States General Accounting Office Report to Congressional Committees: Acquisition Reform; Implementation 
of Key Aspects of the Federal Acquisition Streamlining Act of 1994, March 1998. 

 
34 GAO Report (1998) 

United States General Accounting Office Report to Congressional Committees: 
Base Operations; DOD’s Use of Single Contracts for Multiple Support Services, February 1998. 
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business to participate as prime contractors.  Although contracting officials claim 
efficiency gains, cost savings are not documented. 

 
Murphy (1997)35, voiced concerns regarding Inspectors General (IG) contracts 

awarded during the fiscal year 1995.  He discussed the results of a GAO survey 
concerning contracts for advisory and assistance services that were awarded by the 27 
presidentially-appointed Inspectors General that fiscal year (pg. 1).  Murphy looked at 
some 208 contracts awarded over the previous three years to determine the methods used 
in awarding contracts.  Of the 208 contracts awarded during this time, Murphy found 
that 84% (176) were awarded competitively (pg. 2).  The remaining 32 were not 
competitive, but awarded through a process of justifications that deemed specific 
contracts be given to specific firms.  

 
Although justifications were set determining whom the contracts went to, Murphy 

concludes that such justifications were only adequate for 18 of the 32 noncompetitive 
contracts (pg. 2). The remaining 14 contracts’ justifications were deemed inadequate by 
Murphy.  Among the highest priced contracts were two of the fourteen Murphy believes 
were inadequately justified.  He discussed these two contracts and the reasons IG had 
awarded them to the firms.  Murphy believes that the non-competitive contracts were 
awarded to specific firms for ambiguous reasons stated by the IG. In one such case the 
IG had justified a contract noncompetitive because the contract required “unusual and 
compelling urgency.” Murphy determined that justifications such as this were weak in 
determining the competitive status of such contracts. 

 
 

2.2.3 Urban Development Studies 
 
A 1997 GAO report36 stated that the Federal Empowerment Zone and Enterprise 

program was designed to implement urban renewal projects for the nation’s deteriorating 
urban and rural communities (pg. 1).  The program targeted federal grants to distressed 
urban and rural communities for community redevelopment and social services. In 
addition, the program was to produce regulatory and tax relief to attract and retain 
businesses in defined distressed communities (pg. 1).   

 
An evaluation of this program touched on the effectiveness of efforts to assist 

businesses and entrepreneurs in gaining capital resources and technical assistance 
through the establishment of a single facility called a one-stop capital shop to promote 
business activity in lower income urban areas (pg. 6). The evaluation found that the 
Empowerment Zone Program had not indicated how the outputs  (the amount of money 
                                                 

35 GAO Report (1997) 
United States General Accounting Office Testimony Before the Permanent Subcommittee on Investigations, 

Committee on Governmental Affairs, U.S. Senate:  Inspectors General, Concern About Advisory and Assistance 
Service Contracts, Statement of Robert P. Murphy, General Counsel, October 31, 1997. 

36 GAO Report (1997) 
United States General Accounting Office Testimony Before the Subcommittee on Oversight, Committee on Ways 

and Means, House of Representatives:  Community Development; The Federal Empowerment Zone and Enterprise 
Program, Statement of Stanley J. Czerwinski, Associate Director, Housing and Community Development Issues, 
Resources, Community, and Economic Development Division, October 28, 1997. 
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provided in commercial lending, the number of loans made, the number of consultations 
provided and the number of people trained) would help to achieve the desired outcomes 
of creating economic opportunity for lower income individuals in participating 
communities (pg. 6). 

 
 

2.2.4 Small Business Related Studies 
 
In a 1998 report37, the GAO discusses the following aspects of the Small Business 

Innovation Research (SBIR) program:   
 

• Agencies’ adherence to statutory funding requirements  
• Agencies’ audits of extramural budgets (external R&D budgets)  
• The effect of the application review process and funding cycles on average 

recipients 
• The extent and level of the companies’ project activity following the receipt of 

SBIR funding and the development of the agencies’ techniques to foster 
commercialization  

• The number of multiple-award recipients and the extent of their project-related 
activity after receiving SBIR funding  

• The occurrence of funding for single-proposal awards 
• Participation by women-owned businesses and socially and economically 

disadvantaged businesses 
• SBIR’s promotion of the critical technologies 
• The extent to which foreign firms benefit from the results of SBIR and the 

geographical distribution of SBIR awards (page 1).   
 

To accomplish this the GAO interviewed agency officials from five of SBIR 
participating agencies, which accounted for 95 percent of the program’s overall budget 
in 1996 (page 2). Some agency officials stated that they were not sure whether the 
agencies were correctly adhering to the requirements for establishing their extramural 
research budgets (page 4).   

 
In a statement before the Subcommittee on Government Programs and Oversight, 

Committee on Small Business, Susan D. Kladiva (1998), associate director, Energy and 
Science Issues, Resources, Community, and Economic Development Division, reiterates 
the points made in the April 1998 report on the SBIR.   

 
She noted that, of the five agencies reviewed, only two, NSF and NASA, had 

conducted audits of their extramural budgets.  DOD, NIH, and DOE had not conducted 
nor did they plan to conduct audits in the near future (page 2).  On the question of 
awards, some recipients said that any interruption in funding awards, for whatever 
reason, affected them negatively.  It was also found that agencies rarely fund research if 
                                                 

37 GAO Report (1998) 
United States General Accounting Office Report to Congressional Committees:Federal Research, Observations on 

the Small Business Innovation Research Program, April 1998. 
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only one proposal is received.  Of the five agencies examined, all reported engaging in 
activities to foster the participation of women-owned or socially and economically 
disadvantaged businesses.  Little evidence was found that foreign firms, or firms with 
substantial foreign ownership interests, benefited from technology of products 
developed as a direct result of SBIR-funded research (page 3). 

 
 

2.2.5 Reports about the SBA 
 
A 1996 GAO report38 requests that information be provided on the role the 7(a) 

program plays in small business financing. The 7(a) program is the largest of the SBA 
programs that provide money for small businesses (pg. 3). The 7(a) program does not 
lend money directly to borrowers, but backs up participating lending institutions when 
loans are made to small businesses. The SBA covers the lending institution if the loan 
should fail.  It is therefore the SBA that approves and denies loans under the program. 
The SBA, during fiscal year 1995, approved 56,000 7(a) loans totaling approximately 
$8.3 billion (pg. 3).   

 
As of June 30, 1995, 7 (a) loans accounted for only about 6.7 percent of the estimated 

total dollar amount of outstanding business loans of $1 million or less to small 
businesses (pg. 3). The 7(a) loans were more likely to be term loans rather than loans 
under lines of credit, and to have longer maturities and higher interest rates than small 
business loans in general (pg. 2). Most 7(a) borrowers were organized as corporations.  
Although 7(a) borrowers were likely to have the same number of employees as non-7(a) 
borrowers, they were more  likely to have fewer sales and assets and more likely to be 
new businesses (pg. 2). 

 
Both 7(a) and non-7(a) loans tended to be made to firms owned primarily by males, 

but small businesses with 7(a) loans were more likely to be owned by members of 
minority groups (pg. 2).  The 7(a) borrowers were primarily located in the Pacific 
(21.2%), West North Central (13.9%), and West South Central census regions. 

 
 
England-Joseph  (1997)39, cited credit subsidy for the 7(a) and 504 programs as the 

estimated net cost (excluding administrative costs) to SBA in today’s dollars of 
guaranteeing these loans over the entire period in which the loans are outstanding (which 
can range up to about 25 years) (pg. 1). 

 

                                                 
38 GAO Report (1996) 
United States General Accounting Office Report to the Committee on Small Business, U.S. Senate:  Small 

Business, A Comparison of SBA’s 7(a) Loans and Borrowers With Other Loans and Borrowers, September 1996. 
 
39 GAO Report (1997) 
United States General Accounting Office Testimony Before the Committee on Small Business, House of 

Representatives:  Small Business Administration, Credit Subsidy Estimates for the Section 7(a) and 504 Business 
Loan Programs; Statement of Judy A. England-Joseph, Director, Housing Community, and Economic Development 
Division, July 16, 1997. 
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A review of SBA’s estimates of credit subsidies for the 7(a) and 504 loan programs 
was made, asking three questions: 1) how does SBA calculate the estimates of credit 
subsidies for the 7(a) and 504 programs,  2) what factors accounted for the increase in 
the estimated costs of the loans to be guaranteed by these programs in fiscal year 1997, 
and 3) what additional changes, if any, did the SBA make during the 1998 budget 
process when estimating the costs of its loans (pg. 1)? 

 
The SBA bases its estimates of the credit subsidy on the amounts of cash that they 

expect to take in and pay out during each year that the loans are outstanding (pg. 1). 
 
Factors contributing to the increases in the estimated credit subsidy for fiscal year 

1997 differed between 7(a) and 504 loans.  Estimates for the 7(a) loans were based upon 
projection of fewer recoveries and less revenue from fees it had assumed in previous 
years (pg. 2).  Estimates for 504 loans were based on the projection of more claims and 
fewer recoveries.   

 
For the fiscal year 1998 budget the SBA projected a decrease of expected fee revenue 

for 7(a) loans, and slightly reduced expected claim payments and recoveries for the 504 
program. 

 
 
In a 1996 GAO report40, England-Joseph discussed the 8(a) program’s development, 

problems and goals. The 8(a) program is one of the federal government’s primary 
vehicles for developing small businesses that are owned by minorities and other socially 
and economically disadvantaged people.  To qualify for the 8 (a) program a firm must be 
a small business that is at least 51% owned and controlled by one or more socially and 
economically disadvantaged persons (pg. 2).  To fall into both categories the socially 
disadvantaged person must have a personal net worth that does not exceed $250,000.  A 
firm can be a part of the 8(a) program for nine years or until it is decided that the firm 
can compete for contracts without use of the program.  

 
The program is undergoing changes due to identified problems.  There is an apparent 

concentration of 8(a) dollars among relatively few firms (pg. 4).  In the fiscal year 1994, 
50 firms less than 1% of the 6,002 total firms in the 8(a) program received about 25% of 
the total contracts awarded (pg. 4).  This may have been a result of the agency stating 
goals in dollar value rather than number value for contracts awarded. The easiest way for 
contracting agencies to meet these dollar value goals is to award a few large contracts to 
a few firms, preferably firms they have had experience with (Pg. 4-5). It is the SBA’s 
goal to increase the number of contracts awarded to 8 (a) firms, particularly new firms.   

 
 

                                                 
40 GAO Report (1996)  
United States General Accounting Office Testimony Before the Committee on Small Business, House of 

Representatives:  Small Business, Status of SBA’s 8(a) Minority Business Development Program, Statement of Judy 
A. England-Joseph, Director, Housing Community, and Economic Development Division, September 18, 1996. 
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A 1997 GAO report41 was based upon current information regarding Small Business 
Investment Companies (SBICs) and Specialized Small Business Investment Companies 
(SSBICs).  

 
SBICs provide funding to small businesses through equity investments (purchasing 

stock of small businesses), and debt (i.e. making loans to small businesses) (pg. 1).  
SSBICs were later created to provide the same types of funding to small businesses 
owned by socially and economically disadvantaged people (pg. 1). 

 
The report shows us that during the fiscal years 1990 through 1996: 1) the amount of 

funding provided to small businesses each year ranged from about $490 million to about 
$1.6 billion; 2) SBICs invested primarily in manufacturing firms, while SSBICs invested 
primarily in transportation, communications and utilities; and 3) SBICs tended to make 
mostly equity-type investments, such as purchasing stocks, while SSBICs primarily 
provided loans (pg. 2).  This information is important when seeking to understand the 
needs of different business owners (socially and economically disadvantaged business 
owners compared to other business owners). 

 
Appendix I, figure I.1 (pg. 7) of the report  (included below) shows that both SBICs 

as well as SSBICs have declined over the past seven years. After 1994, however, the 
number of new SBICs began to increase, while there were no new SSBICs from 1994 
and 1995, and only two in 1996 (fig. I.2) (included below).  

                                                 
41 GAO Report (1997) 
United States General Accounting Office Report to the Chairman, Committee on Small Business, U.S. Senate: 

Small Business, Update of Information on SBA’s Small Business Investment Company Programs, February 1997. 
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A 1997 report42 explains The Results Act requirement that agencies define missions, 

set goals, measure performance, and report on accomplishments (pg. 1). It was designed 
to shift the focus of attention of federal agencies from the amount of money spent and 
workload size to actual results of their programs (pg. 2). The Results Act required SBA 
and other agencies to complete strategic plans for implementation to be submitted to the 
Congress and OMB by September 30, 1997 (pg. 2). GAO observations were based on a 
review of the strategic plan that SBA issued to the Congress and the OMB on September 
30, 1997, as well as a review of an earlier version of SBA’s plan dated March 5, 1997 
(pg. 1). 

 
The GAO study alluded to improvements of the strategic plan made since the March 

edition. Important aspects and goals of the strategic plan were: 1) to increase 
opportunities for small business success, 2) to transform the SBA into a 21st century 
leading edge financial institution, 3) to help businesses and families recover from 
disasters and 4) to lead small business participation in welfare-to-work programs (pg. 3). 
The program required the SBA to increase the share of federal procurement dollars 
awarded to small firms to at least 23 percent (pg., 3). 
                                                 

42 GAO Report (1997) 
United States General Accounting Office Testimony Before the House Committee on Small Business:  Results 

Act; Observations on SBA’s September 30, 1997 Strategic Plan, Statement of Stanley J. Czerwinski, associate 
director, Housing and Community Development Issues, Resources, Community, and Economic Development 
Division, October 29, 1997. 
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The study found problems in the strategic plan, and felt it could have been further 

improved.  Many of the missions conveyed in the plan were unclear (pg. 5-6). For 
example the plan was never clear in stating how small businesses would participate in 
welfare-to-work programs. Nor did it mention where resources and capital would come 
from in order to carry out the many aspects of the plan. The GAO concluded that the 
plan was not explicit (pg. 2). 

 
 
“SBA: Better Planning and Controls Needed for Information Systems” (1997)43, was 

a GAO report compiling results of  a review of the SBA’s efforts to develop a risk 
management database and loan monitoring system, meeting the requirements of the 
Small Business Improvements Act of 1996 (pg. 1).  Progress had been evaluated, and it 
was determined that the SBA had not yet established and implemented controls needed 
to ensure that the risk management database would contain timely and accurate loan 
monitoring data when finished (pg. 1).   

 
The evaluation showed that the SBA had not yet established controls to find incorrect 

data, and had not planned a source of funding to maintain the loan monitoring system. 
As of June 27, 1997, the SBA had not met a number of requirements for a loan 
monitoring database called for in the Small Business Improvements Act.  The report 
determined that the database design would not meet present and projected, and thus be 
inadequate in terms of monitoring loan borrowers. 

 
 

2.3 Miscellaneous Literature 
 

The William Joiner Center research team also utilized a variety of other data and 
information, which has been included below.  

 
 

2.3.1 State Studies/Programs 
 
In the 1980s the Commonwealth of Massachusetts conducted two statewide studies or 

profiles of the Vietnam and Vietnam era veterans’ population, which contained several 
small business questions, and another study exclusively concerned with small business 
issues and a small business development program for veterans.   

 
The first study (1983)44, conducted by the Commonwealth’ Special Commission on 

the Concerns of Vietnam Veterans, was based on a survey sent to every Vietnam and 
Vietnam era veteran in the Commonwealth who could be identified through the original 

                                                 
43 GAO Report (1997) 
United States General Accounting Office Report to the Chairman, Committee on Small Business, U.S. Senate:  

Small Business Administration, Better Planning and Control Needed For Information Systems, June 1997. 
 
44 Senate 1824 and Senate 2307: Interim and Final Report(s) of the Commonwealth of Massachusetts Special 
Commission on the Concerns of the Vietnam Veterans, January 24, 29 p., and December 30, 1983, 103 p. 
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"state bonus list". Only 5.2% (823) of the respondents to that survey indicated that they 
had ever applied to the SBA for any type of services.  

 

Veteran Awareness about/experience with 
Agencies 
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The Special Commission noted in that report that business start-up costs (at that time) 
were more than likely insurmountable for most Vietnam veterans attempting to launch a 
small (micro) business. It also 
noted that the focus of the 
various state level agencies, such 
as the (then) Massachusetts 
Industrial Finance Agency, and 
the Massachusetts Technical 
Development Corporation were 
focused on maturing, healthy, 
expanding businesses - small 
start-up businesses were not in 
their scope. 

  
The Commonwealth of Mass-

achusetts also conducted a small 
business development program for veterans during the mid-1980s. It was entitled  “The 
Governor’s Veterans’ Small Business Development Program. This program was funded 
with FJTPA funding from DOL and developed and conducted under the auspices of the 
[then] Office of Veterans Affairs for the Commonwealth of Massachusetts, and imple-
mented by the William Joiner Center at the University of Massachusetts Boston.45 

 

Veterans Participants by Era
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The William Joiner Center operated this small business assistance training program 
for the Commonwealth. Essentially, a series of 6 classroom seminars and 3 workshop 
sessions were held at six sites across the state per cycle. There were three cycles. A total 
of 407 veterans initially enrolled in the program. Of these, 197 completed the program, 
95 attended some classes, but 
did not complete the program, 
and another 95 never attended 
the classes.  The program lost 
track of 20 individuals. The 
majority were Vietnam theater 
veterans (59%) or Vietnam era 
veterans (36%)46, with the 
remainder coming from other 
military service eras. In 
addition 11.3% were disabled, 
9% were from minority (African-American or Hispanic/Latino status groups. while 
4.6% were women. 
                                                 

45  These were “left-over” FJTPA funds. These were funds from those states that turned the monies down 
because of the matching funds requirement. DOL/VETS released an RFP, which the William Joiner Center at the 
University of Massachusetts responded to. 

 
46 We revisited this data for purposes of the study. 
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Prior to initiation of this program, 939 individuals identified as veterans were sent a 

questionnaire announcing the program and asking them to respond to a survey. 
Approximately 22% of those contacted indicated that they were interested in the issue of 
small business and the possibility of attending classes.47 There were twenty-nine 
questions divided into four sections: (1) general information, (2) questions geared to 
those who aspired to get into small business, (3) questions focused on those already 
engaged in small business, and (4) questions concerning opinions and preferences. 

 
Pct of family income derived from the 2,675 

small business

>25-<50% of 
Total Income
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>50-<76% of 
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100% of 

Total Income
53%

 In 1988–1990 the 
William Joiner at the 
University of Massachu-
setts Boston conducted a 
five-year follow-up pro-
file survey of the Com-
monwealth’s Vietnam 
and Vietnam-era veter-
ans population. In the 
intervening five years 
the interest in business 
had increased substantially.   That survey showed that 2,675 (14.9%) of the veterans 
who responded indicated that they were involved in operating either a full or part-time 
small business.  

 
The percentage of total family income generated from these ventures varied from 

23.1% earning 25% of their family income through their small business endeavor, to 
52.6% who earned 76% of more of their family’s total income from their small business 
venture. In addition, it should be noted that approximately 2,600 of these businesses 
contributed some $74,340,511 in taxable income to the Commonwealth in 1988. 

 
Following the publication of the report, the decision was made to add data from late 

responses. For the purposes of the present study, that data was revisited. The additional 
number of veterans who responded brought the total of those engaged in small business 
to 2,679 (15%). Some 2,886 respondents indicated they were disabled. Of these, 384 
(14% of those in small business and 13.3% of those disabled) also had a small business. 
They represented 2% of all respondents.  

 
 
 
 
 
 

                                                 
47  As indicated above, more people enrolled than were contacted and responded. It was never determined how 

these individuals became aware of the program. It was assumed that they heard by one or more of the following: a 
local news story, from the veterans service organizations, by word of mouth, etc. 
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2.3.2 Information Reports  
 
Bachet (1990)48, puts together a central source of information concerning the 

participation of veterans in SBA programs during fiscal year 1990, and compares 
progress to previous years (pg.1-1). 

 
The report pays specific attention to 8 areas: 
 

1) SBA Central Office of Veterans Affairs 1990 Budget (pg. 4.0) 
2) Veteran Participation in SBA Loan Programs (pg. 5.0) 
3) The Surety Bond Guarantee Program  (pg. 6.0) 
4) The 8 (a) Program (pg. 7.0) 
5) Procurement Automated Source Systems (pg. 8.0) 
6) Training and Counseling Assistance for Veterans (pg. 9.0) 
7) Veteran Outreach Activities (pg. 10.0) 
8) 1991 Fiscal Year Goals (pg. 11.0) 

 
  
The budget of The SBA’s 

Office of Veterans Affairs 
Central Office activities 
(4.0) is stated in a table on 
pg. 4-1.  The table indicates 
that the OVA spent 
$555,562 for all activities 
occurring during the 1990 
fiscal year, of which 
$273,055 was allocated 
toward Veteran Grants. 
Veteran’s Participation in 
Loan Programs (5-0) deals 
with all SBA loan programs. 
Comparable SBA loan 
statistics are available for all 
SBA loans (Direct, PL 97-
72, and Guarantee) in dollar 
amounts and numbers. Table 
5-I (shown here) indicates 
that appropriation as well as 
allotment levels decreased 
for all SBA loan types. 
Table 5-V (below) indicates 
that the number of veterans 

                                                 
 
48 Bechet, Leon J. “Annual Report for Fiscal Year 1990”, U.S. Small Business Administration; Office of Veterans 

Affairs, 1990 
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that acquired guaranteed loans for 1990 was 2,720, 14% of total guaranteed loans.  This 
number dropped from 15% in 1989.   

  
 

 

 
 
 
 
 
 
 
The total number of direct loans made to veterans (Table 5-VI,) increased by 5.9% 

from 32.2% in 1989 to 38.1% in 1980. Figure 5-19 (see below) shows the relationship 
between the total number of HAL-2 loans and the total number of HAL-2 loans to 
veterans remained constant from fiscal year 1989 to fiscal year 1990.   
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Table 5-III provides extensive information regarding regional distribution of SBA 
loans by type.  
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All tables make distinctions for Vietnam era veterans showing differences by loan 
region and type. Figures also give analysis of trends from the years 1985-1990. Tables 
were too numerous to cite. An example is included below (See figs. 5-12, and 5-21 
below). 
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The Surety Bond Guarantee 

Program is discussed in section 
6.0. Of the number of contracts by 
percentage, we see that the Surety 
Bond Guarantee Program allocated 
Vietnam veterans 7% and other 
Veterans 25% of its program 
activity (fig. 6-2). 

 
 
 
 
 
 
 
The SBA monitors veteran involvement in the 8(a) Program (7.0).  Table 7-I (below) 
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and figs. 7-1 through 7-4 (shown below) identify veteran involvement in the 8(a) 
program by region. As of 1990, veteran businesses involved in the 8(a) program made 
up 17% to 29% of businesses in the program, by region. 
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Some 31% of veteran-owned 

firms were involved in the 
Procurement Automated Source 
System (PASS) as of 1990.  
11% were Vietnam veteran 
owned, 3% were female veteran 
owned and 4% were minority 
veteran-owned (8.0). Veterans 
attending SBA training (9.0) 
during the fiscal year 1990 and 
previous years back to 1986 can 
be viewed in Table 9-II.  9.2% 
of veteran-owned businesses 
attended SBA training, an 
increase from 7.4% in 1986. 

 
Veterans Outreach Activities 

are discussed in section 10.0.  
Table 10-I shows activities by 
region and breaks down 
activities by category (numbers 
of: veterans’ conferences, 
contacts/speaking, telephone 
inquiries, veterans counseled, 
veterans trained. 

 
SBA veteran oriented goals 

for the fiscal year 1991 (11.0) include increased outreach to military bases, increased 
veteran participation in agency programs, increased number of VBRCs [Veterans 
Business Resource Centers], and the development of a base closure strategy. 
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The State of Small Business: A Report of The President (1987)49 reiterates many of 

the points made in the original 13 small business administration studies.  It states that 
according to the Population Survey conducted by the Census Bureau in 1987, there were 
3.5 million veteran business owners in 1983, representing 25 percent of all business 
owners.  The SBA estimates that there are 2.5 million veteran-owned businesses that 
utilize the credit market and have paid employees.  When modified to include larger 
corporations with employees identified in SBA’s Small Business Data Base Ownership 
Characteristics Survey, the number reaches approximately 3.8 million. According to this 
report, based on the findings in the SBA studies, veterans, as either potential or 
operating business owners should not be considered socially or economically 
disadvantaged relative to non-veterans.  

 
The SBA report concluded that: 
 
After adjustment for loss of job experience and income because of military service, 

their earning power and ability to save and invest for business ownership is equal to that 
of non-veterans.  Veterans do not appear to suffer from social and economic 
disadvantages, compared to the general population.  They are less likely than non-
veterans of the same age to become self-employed and more likely to work as wage-and-
salary workers (page 94).  

 
However, when veterans and non-veterans are classified by periods of service, 

veteran self-employment rates are lower than non-veteran rates. This report also claims 
that SBA programs assist veterans in financing a business. The report indicated that 
approximately $1 million was earmarked for outreach and $20 million for direct loans to 
Vietnam era and disabled veterans, and that additional funds from other finance and 
business programs also are used for veteran assistance.  For example, in Fiscal Year 
1985, 22.9 percent of the $2.7 billion in SBA guaranteed loans went to veterans (page 
81). Veterans also have above-average representation in several states with high total 
disposable personal income (page 82).  

 
 

2.3.3 Training 
 

The Marketing and Advertising Manual published by the Human Enterprise 
Development Group is an excellent resource for any individual seeking self-
employment.  It discusses, at length, analyzing market opportunities, selecting target 
markets, developing a marketing mix in terms of pricing, advertising, promotions, public 
relations, and sales. 

 
It gives the entrepreneur a reference point on understanding the basic principles of 

marketing management and how to apply them to a business.  It describes the marketing 
research process in a step-by-step fashion, including examples of survey questionnaires.  

                                                 
49 United States Government Printing Office “The State of Small Business:  A Report of The President”,  1984. 
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The section on selecting target markets explains how to determine the best location for a 
business by using demographic information, how to identify the competition and how to 
expand the market by expanding the product. 

 
The manual also discusses pricing strategies in order to attain specific objectives such 

as maximized profits.  Many elements of pricing and advertising are covered.  While this 
publication may be useful to persons interested in entering the world of small business it 
is not veteran specific. 

 
 
 

3 Aggregate Data to Date 
 
 The presentation of aggregate data for this study has been a matter of search and 

development. The search component consisted of Internet searches of government 
agencies, contacts with  agencies, phone correspondence, onsite visits, searching 
bibliographies, etc. The development of data has been a matter of spreadsheet 
constructions of census and other data with an explanation of the heuristics employed 
contained in the sheet documentation. For the purposes of this Phase IV Final report, the 
following tables and charts are presented below.  

 
3.1.1 The Number of Service Disabled Veterans in Small Business. 

 
 Certainly one of the most fundamental questions, which PL105-30 sought answers 

for, concerned the number of disabled veterans actually involved in a small business 
endeavor.50 The numbers reported by several entities vary considerably. For example, 
the Congressional Commission on Servicemembers and Veterans Transition 
Commission refers to census data that places the number of veteran-owned businesses at 
4 million or 18% of the 22 million small businesses in America, and places the number 
of disabled veterans in business at 800,000 (Principi, 1999:144).51 The 1992 Economic 
Census, Characteristics of Business Owners (CBO92-1) does not supply actual numbers 
but percentages in Table 7a (page 62). Simple calculations would provide numbers. 
However, a number of calls were made to the Census Bureau and the research team 
discovered that a special set or run on veterans was produced for SBA. This was secured 
from the Census 52; these tables are presented below.53  
                                                 

50  It is unfortunate that the Office of Management and Budget made such a decision concerning the original plan 
to secure statistical data from a variety of veterans and veterans engaged in business subpopulations. While none of 
these would have been a conclusive determination, they would have provided excellent data about these very viable 
and important subsets of the veterans’ population and veterans’ small business population. It is also unfortunate that 
there was insufficient time (in terms of FY timelines) for the agency and the contractor to secure a large sample 
population from the Department of Veterans Affairs and resubmit a survey request to the OMB agency. 

 
51  The specific source is not documented. 
 
52  These were received from Ms. Ruth Runyan, CSD, 2-1182, Bureau of Census, Washington, D.C. 20233, 1-

303-457-3389: special tables on veterans assembled for SBA. 
 
53  Though the information is in the possession of SBA, it is unclear that knowledge of this information is 

generally realized across all sectors of the agency. 
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3.1.2 SBA Table 11 - 1992 Characteristics of Business Owners 

 
The following is a summary table. Detailed data about specific industries is 

contained in the appendix. 
 
Success Rates for Veteran Owned Businesses 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Part I - Businesses still in operation in 1996?

Number of Firms Yes No   Don’t Know

A' B C D

ALL BUSINESSES 15,385,261 74.7 23.7 1.6

VETERANS OWNED 4,167,505 76.5 23.3 1.2

DISABLED VETERAN 312,813 69.5 27.8 2.7

NON-DISABLED VETERAN 3,854,692 75.9 23.0 1.1

HISPANIC 669,094 73.6 24.8 1.6

BLACK-OWNED 460,724 68.2 30.3 1.5

OTHER MINORITY 548,395 77.7 19.5 2.8
WOMEN-OWNED 5,079,846 72.6 25.5 1.9

NONMINORITY MALE 9,191,121 75.8 22.8 1.4

Still in Operation

 
  
The data support the findings of earlier studies of the 1980s, which indicated that it 

was more difficult for disabled veterans (and disabled non-veterans) to enter into 
business and remain in business than is the case for the non-disabled. However, the 
focus group findings of the present study did not necessarily indicate this. Focus group 
participants were somewhat divided in their opinion about the negative aspects of their 
disability. 
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The following table was constructed from data extracted from the 1997 Statistical 
Abstract. It is an estimate of taxable revenues, which would be accrued by the various 
states if the provisions of P. L. 106-50 were in effect.54 

 
3.1.3 Constructed Table from Statistical Abstract 

 
 
 
 
 
 
 
 
 

Statistical Abstract of the United States, 1998
the tables are for year 1997
taken from page 369

National Defense and Veterans Affairs
table # 592.  Veterans - States: 1997

table # 594 Total dollar value of 3% goal =

Total number of disabled Veterans for 1997 = 2,263
Total number of Veterans for 1997 = 25,422

Total amount of all Federal
Procurement Dollars       =        (per

year - approximate)

$6,000,000,000.00

$200,000,000,000.00

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

T O T A L  
V E T

E s t. o f  T a x a b le  
R e v e n u e  fo r  S ta te

R E G IO N D IV IS IO N S T A T E
N o rth  C e n tra l W e s t N o rth  C e n tra l IA 2 8 3 0 .0 1 1 2 5 ,1 9 2 $ 6 6 ,7 9 2 ,5 4 1 .8 9
N o rth  C e n tra l E a s t N o rth  C e n tra l IL 1 ,0 3 8 0 .0 4 1 9 2 ,4 0 0 $ 2 4 4 ,9 8 4 ,6 5 8 .9 6
N o rth  C e n tra l E a s t N o rth  C e n tra l IN 5 8 0 0 .0 2 3 5 1 ,6 3 0 $ 1 3 6 ,8 8 9 ,3 0 8 .4 7
N o rth  C e n tra l W e s t N o rth  C e n tra l K S 2 5 5 0 .0 1 0 2 2 ,6 9 9 $ 6 0 ,1 8 4 ,0 9 2 .5 2
N o rth  C e n tra l E a s t N o rth  C e n tra l M I 9 2 7 0 .0 3 6 8 2 ,5 1 9 $ 2 1 8 ,7 8 6 ,8 7 7 .5 1
N o rth  C e n tra l W e s t N o rth  C e n tra l M N 4 5 1 0 .0 1 8 4 0 ,1 4 7 $ 1 0 6 ,4 4 3 ,2 3 8 .1 4
N o rth  C e n tra l W e s t N o rth  C e n tra l M O 5 7 2 0 .0 2 3 5 0 ,9 1 8 $ 1 3 5 ,0 0 1 ,1 8 0 .0 8
N o rth  C e n tra l W e s t N o rth  C e n tra l N D 5 7 0 .0 0 2 5 ,0 7 4 $ 1 3 ,4 5 2 ,9 1 4 .8 0
N o rth  C e n tra l W e s t N o rth  C e n tra l N E 1 6 3 0 .0 0 6 1 4 ,5 1 0 $ 3 8 ,4 7 0 ,6 1 6 .0 0
N o rth  C e n tra l E a s t N o rth  C e n tra l O H 1 ,1 6 0 0 .0 4 6 1 0 3 ,2 6 0 $ 2 7 3 ,7 7 8 ,6 1 6 .9 5
N o rth  C e n tra l W e s t N o rth  C e n tra l S D 7 2 0 .0 0 3 6 ,4 0 9 $ 1 6 ,9 9 3 ,1 5 5 .5 3
N o rth  C e n tra l E a s t N o rth  C e n tra l W I 4 9 6 0 .0 2 0 4 4 ,1 5 3 $ 1 1 7 ,0 6 3 ,9 6 0 .3 5

N o rth  C e n tra l T o ta l 6 ,0 5 4 0 .2 3 8 5 3 8 ,9 1 1 $ 1 ,4 2 8 ,8 4 1 ,1 6 1 .2 0
N o rth e a s t M id d le  A t la n t ic N J 7 1 4 0 .0 2 8 6 3 ,5 5 8 $ 1 6 8 ,5 1 5 ,4 5 9 .0 5
N o rth e a s t M id d le  A t la n t ic N Y 1 ,4 8 5 0 .0 5 8 1 3 2 ,1 9 1 $ 3 5 0 ,4 8 3 ,8 3 2 .9 0
N o rth e a s t M id d le  A t la n t ic P A 1 ,3 2 9 0 .0 5 2 1 1 8 ,3 0 4 $ 3 1 3 ,6 6 5 ,3 2 9 .2 4
N o rth e a s t N e w  E n g la n d C T 3 2 7 0 .0 1 3 2 9 ,1 0 9 $ 7 7 ,1 7 7 ,2 4 8 .0 5
N o rth e a s t N e w  E n g la n d M A 5 7 3 0 .0 2 3 5 1 ,0 0 7 $ 1 3 5 ,2 3 7 ,1 9 6 .1 3
N o rth e a s t N e w  E n g la n d M E 1 5 1 0 .0 0 6 1 3 ,4 4 2 $ 3 5 ,6 3 8 ,4 2 3 .4 1
N o rth e a s t N e w  E n g la n d N H 1 3 3 0 .0 0 5 1 1 ,8 3 9 $ 3 1 ,3 9 0 ,1 3 4 .5 3
N o rth e a s t N e w  E n g la n d R I 1 0 6 0 .0 0 4 9 ,4 3 6 $ 2 5 ,0 1 7 ,7 0 1 .2 0
N o rth e a s t N e w  E n g la n d V T 6 1 0 .0 0 2 5 ,4 3 0 $ 1 4 ,3 9 6 ,9 7 8 .9 9

N o rth e a s t T o ta l 4 ,8 7 9 0 .1 9 2 4 3 4 ,3 1 6 $ 1 ,1 5 1 ,5 2 2 ,3 0 3 .5 2

E s t. o f  P c t 
D is a b le d

E s t.  N u m b e r 
o f D is a b le d

                                                 
54  This table uses $200 billion and $6 billion figures. 1997 data is used as the base year. The following 

assumptions are built into the calculation: 
 
� The number of disabled veterans is distributed approximately in proportion to the veterans’ population. 
� Those disabled veterans involved in a small business effort are also distributed in approximate proportion. 
� The veterans in each state secured their share of the 3% goal.  

 
Of course, veterans would need: (1) to be aware of this opportunity, (2) to identify and understand all bidding 

processes and other factors associated with securing such federal contract opportunities, and (3) to be situated in an 
appropriate business position to participate. Please note that data on the numbers of veterans residing in Puerto Rico 
and the other islands are conspicuously absent from these tables (FY94-FY98). Thus adjustments would be needed for 
data. 
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Constructed Abstract Table Cont. 
 

 

 
 

TOTAL
VET

Est. of Taxable
Revenue for State

REGION DIVISION STATE
South East South Central AL 418 0.016 37,209 $98,654,708.52
South South Atlantic DC 48 0.002 4,273 $11,328,770.36
South South Atlantic DE 77 0.003 6,854 $18,173,235.78
South South Atlantic FL 1,686 0.066 150,083 $397,923,058.77
South South Atlantic GA 673 0.026 59,909 $158,838,801.04
South East South Central KY 360 0.014 32,046 $84,965,777.67
South South Atlantic MD 519 0.020 46,200 $122,492,329.48
South East South Central MS 227 0.009 20,207 $53,575,643.14
South South Atlantic NC 698 0.027 62,134 $164,739,202.27
South South Atlantic SC 373 0.015 33,203 $88,033,986.31
South East South Central TN 507 0.020 45,132 $119,660,136.89
South South Atlantic VA 691 0.027 61,511 $163,087,089.92
South South Atlantic WV 194 0.008 17,269 $45,787,113.52
South West South Central AR 252 0.010 22,432 $59,476,044.37
South West South Central LA 362 0.014 32,224 $85,437,809.77
South West South Central OK 336 0.013 29,910 $79,301,392.49
South West South Central TX 1,599 0.063 142,339 $377,389,662.50

South Total 9,020 0.355 802,937 $2,128,864,762.80
West Pacific AK 64 0.003 5,697 $15,105,027.14
West Mountain AZ 452 0.018 40,236 $106,679,254.19
West Pacific CA 2,747 0.108 244,531 $648,336,086.85
West Mountain CO 374 0.015 33,293 $88,270,002.36
West Pacific HI 114 0.004 10,148 $26,905,829.60
West Mountain ID 109 0.004 9,703 $25,725,749.35
West Mountain MT 92 0.004 8,190 $21,713,476.52
West Mountain NM 168 0.007 14,955 $39,650,696.25
West Mountain NV 186 0.007 16,557 $43,898,985.13
West Pacific OR 364 0.014 32,402 $85,909,841.87
West Mountain UT 134 0.005 11,928 $31,626,150.58
West Pacific WA 620 0.024 55,191 $146,329,950.44
West Mountain WY 45 0.002 4,006 $10,620,722.21

West Total 5,469 0.215 486,836 $1,290,771,772.48
Grand Total 25,422 1.000 2,263,000 $6,000,000,000.00

Est. of Pct

Disabled

Est. Number of

Disabled
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Data obtained from the 1979 through 1997 Congressional Budget Submissions and 
Federal Financial System Allotment Tables by the American Legion were presented to 
the Committee on Small Business in testimony during a May, 1998 Congressional 
Hearing held jointly with the Committee on Veterans Affairs. The point the American 
Legion articulated was not opposition to women-owned business programs, but the 
official neglect of the SBA in connection with veterans’ programs.55 

 
3.1.4 Congressional Budget Submissions/ Federal Financial Allotment Tables 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Office of Veterans Affairs Office of W omen's Business Affairs
FY FTE Requested Funding Approved Funding FY FTE Required Funding Approved Fund
1997 4.0 $340,000 $340,000 1997 7 $4,959,000 $4,637,000
1996 4.0 $724,000 $347,000 1996 7 $4,948,000 $3,890,000
1995 8.0 $1,002,000 $860,000 1995 9.3 $977,000 $4,918,000
1994 12.3 $1,211,000 $756,000 1994 8.7 $878,000 $4,306,000
1993 14.1 $1,380,000 $759,000 1993 8 $3,005,000 $3,005,000
1992 14.4 $1,322,000 $744,000 1992 8.2 $3,925,000 $3,925,000
1991 14.5 $896,000 $896,000 1991 9.1 $2,951,000 $2,951,000
1990 12.7 $1,175,000 $1,169,000 1990 9.2 $2,226,000 $2,307,000
1989 14.7 $1,480,000 $1,188,000 1989 9.9 $2,825,000 $2,291,000
1988 13.8 $1,433,000 $1,437,000 1988 11.6 $1,008,000 $929,000
1987 1.3 $189,000 $1,277,000 1987 10.6 $469,000 $937,000
1986 1.4 $534,000 $526,000 1986 8.4 $490,000 $356,000
1985 5 $347,000 $347,000 1985 10 $1,187,000 $1,187,000
1984 5.0 $269,000 $1,836,000 1984 10 $1,188,000 $2,887,000
1983 5.0 $3,296,000 $1,547,000 1983 14.2 $1,243,000 $1,219,000
1982 1.0 $63,620 $63,620 1982 11.5 $1,468,000 $913,000

1981 22 $13,600,000 $13,600,000
1980 22 $2,500,000 $2,500,000
1979 12 $487,000 $487,000

F u n d in g  fo r  W o m e n  a n d  V e te r a n s  P r o g r a m s

$ 0

$ 1 ,0 0 0 ,0 0 0

$ 2 ,0 0 0 ,0 0 0

$ 3 ,0 0 0 ,0 0 0

$ 4 ,0 0 0 ,0 0 0

$ 5 ,0 0 0 ,0 0 0

$ 6 ,0 0 0 ,0 0 0

1 9 8 2 1 9 8 4 1 9 8 6 1 9 8 8 1 9 9 0 1 9 9 2 1 9 9 4 1 9 9 6

W o m e n V e te ra n s

 

                                                 
55  Testimony of Emil W. Naschinski, "Government Programs and Oversight of the Small Business Committee 

and the Subcommittee on Benefits of the Committee of Veterans' Affairs."   Joint Hearing before the Subcommittee 
on Government Programs and Oversight of the Committee on Small Business and the Subcommittee on Benefits of 
the Committee on Veterans Affairs House of Representatives.  Washington, DC,  May 20, 1998.,p. 138 
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3.1.5 SBA Guaranteed Loans FY 94-FY 98 by State 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
State Number State Number State Number State Number State Number 

AK 173 GU 12 ME 211 NM 389 SD 177 

AL 299 HI 92 MI 434 NV 244 TN 420 

AR 476 IA 514 MN 857 NY 1,605 TX 3,586 

AZ 846 ID 430 MO 908 OH 838 UT 237 

CA 4,079 IL 765 MS 386 OK 702 VA 609 

CO 789 IN 342 MT 530 OR 388 VI 6 

CT 521 KS 568 NC 388 PA 1,098 VT 170 

DC 45 KY 263 ND 163 PR 330 WA 1,091 

DE  65 LA 387 NE 225 PW 1 WI 553 

FL 1,223 MA 683 NH 447 RI 331 WV 162 

GA 698 MD 515 NJ 544 SC 340 WY 162 
 

 
 
 
 

3.1.6 Active-Inactive Phones from Guaranteed Loan List 
 
 One avenue of explanation concerns the status of veteran-owned businesses that 

received an SBA guaranteed loan. A subset of these veteran-owned businesses, those 
located in California, Illinois, Massachusetts, Missouri, Texas, and Virginia, were 
checked for current phone numbers. A random sample of phone numbers was extracted 
from each data set. The research team checked for changes (new area code, new phone 
number for business, etc.). No definitive conclusion can yet be drawn from this 
exploratory task. One of the strategies of future research being considered is to examine 
records from the appropriate state offices to determine which of these firms no longer 
exist. This would provide another check on the success and failure rate of veteran owned 
businesses. In the tables immediately below the results of this effort are displayed. 
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California Sample (n=100)

ACTIVE
65%

NOT IN 
SERVICE

35% ACTIVE
NOT IN SERVICE

 
 

 

Illinios Sample (n=100)

ACTIVE
58%

NOT IN 
SERVICE

42%
ACTIVE
NOT IN SERVICE

 
 

 
 
 

 

 

Massachusetts Sample (n=100)

ACTIVE
59%

NOT IN 
SERVICE

41%
ACTIVE
NOT IN SERVICE

 
 

 

Missourri Sample (n = 100)

ACTIVE
61%

NOT IN 
SERVICE

39% ACTIVE

NOT IN SERVICE

 

 
 

 

 

Texas Sample (n=100)

ACTIVE
59%

NOT IN 
SERVICE

41%
ACTIVE
NOT IN SERVICE

 

 

Virginia Sample (n=100)

ACTIVE
56%

NOT IN 
SERVICE

44%
ACTIVE
NOT IN SERVICE
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4 Recommendations from Previous Studies 

 
A sizable number of recommendations concerning the provision of services to 

disabled and other veterans have been advanced to SBA and other agencies since 
August, 1972, when the administrators for both the SBA and the DVA announced that 
Vietnam era veterans were eligible for business loans, federal contracts and management 
assistance under SBA programs previously restricted to socially or economically 
disadvantaged persons (Section 8(a)).  

 
The following is a summation of recommendations gleaned from a review of the 

literature. The William Joiner Center research team believes that a number of these are 
either technically outdated (they refer to aspects of technology or programs that are no 
longer viable) or have been superceded by the provisions of P. L. 106-50. For example, 
several of the studies from the 1980s and later indicated that a set-aside in federal 
contract procurement should be provided for disabled veterans. P. L. 106-50 has 
authorized a 3% goal in federal procurement for disabled veterans under Title V.56  

 
In other cases the recommendations from previous studies anticipated elements of PL 

106-50 and provide good suggestions for the implementation of those elements. Their 
inclusion here serves as documentation of the history, and the length of time that the 
needs of veterans have been known, but have gone unmet. Some of the 
recommendations below come from uncited sources, while sources are specified for 
others. 

 
The SBA should: 

 
• Develop and implement a long-range plan for monitoring and reporting its services to 

veterans, particularly information about business loans, management assistance and 
other services. In particular there should be a follow-up on the success and failure rates 
of veteran owned businesses 

 
• Administratively designate Vietnam veterans and disabled veterans “socially 

disadvantaged” in order for such veterans to qualify, as a group, in the 8(a) program, or 
SBA designate Vietnam and disabled veterans for group eligibility in the 8(d) mini-
certification program. 

 
                                                 

56  Many of the suggestions, which may have been valid in the past, have been superceded by new technology. 
For example, one set of recommendations contained the suggestion that the SBA should develop and implement an 
outreach plan to systematically inform prospective veteran business owners of the Program Logic Automated Training 
Orientation (PLATO).  PLATO was a program of self-instruction on building your own business. It was an early 
attempt at disk-based video training. Another suggestion from the literature of the past recommended that the DVA 
and SBA arrange for the systematic participation of SBA Veterans Affairs Officers on local DVA Civic Councils and 
Federal Executive Boards. DVA Civic Councils were a creation of the early 1970s and basically became inactive in 
the later 1980s. They are no longer viable. A number of recommendations concerned the need to refine and 
operationalize the definition of what was referred to in legislation of the 1970s as “special consideration”. The 
vagueness of this phrase was never resolved. It would seem that the provisions of P. L. 106-50 have also superseded 
this.  
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• Systematically review the loan principal-to-collateral ratio to ensure that veteran loan 
applications are not being denied because of excessive collateral requirements. 

 
• Develop goals, timetables and methodologies to improve its hiring performance  

 
• Develop goals, timetables and methodology to improve its performance in the 

Noncompetitive Appointments for Compensably Disabled Veterans Program. 
 

• Improve the working relationship with the Veterans Administration by taking the 
following steps : 

 
• The SBA and DVA should design and implement a media 

campaign to inform veterans, especially disabled Vietnam 
veterans, of benefits and services provided by both agencies with 
respect to small business development 

 
• The SBA and DVA should systematically provide comprehensive 

information seminars on SBA programs and services for DVA 
Veterans Benefits Counselors in the DVA Regional Offices. 

 
• The SBA should request, and the DVA provide, through 

“Operation Outreach Vet Center” personnel, sensitivity training 
about veterans, particularly Vietnam and disabled veterans, to 
SBA employees in District and Field Offices. 

 
• The SBA field offices should develop goals, timetables and 

methodologies for establishing viable working relationships and 
substantive linkages with the DVA’s Operation Outreach Vet 
Centers. 

 
• The SBA should develop a videotape presentation, which could be used as a 

component in future training sessions for SBA Veterans Affairs Offices.  The purpose 
of the videotape would be to provide an operational definition of “special 
consideration.”  The script for the proposed videotape can be found in Task IX of the 
Final Report of the SBA Veterans Project. 

 
• The SBA should implement the operational definition of “special consideration” as 

contained in Task IX of the Final Report of the SBA Veterans Project. (1980, SBA-
4869-ADA/P-80) This comprehensive definition should be included in the Veterans 
Affair Handbook, which the SBA has produced as a training aid. 

 
• The SBA should enhance veterans’ participation in government programs through the 

following initiatives. (See Task III of the Final Report of the SBA Veterans Project.): 
 

• Establish a set-aside for Vietnam and disabled veteran 
procurement contracts. 

 
• Modify SBA Form 912 (Personal History) to include a veteran 

identifier section.  This will allow the SBA to document and report 
statistics provided to veterans. 
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• Establish nationwide procurement seminars for veteran business 
owners and potential veteran business-owners. 

 
• The SBA should provide information pertaining to procurement contracting to veteran-

owned businesses. In particular the SBA should: 
 

• Disseminate government bidding information to veteran-owned 
businesses through email, standard mailings, and information 
seminars. Information should be provided about Commerce 
Business Daily, Standard Form 129 (Bidders Mailing List 
Application), Bidders Mailing List Application Supplement (DD-
Form 558-1), U.S. Government Purchasing and Sales Directory, 
Small Business Subcontractors Directory, “Selling to the Military” 
(DOD), and “Doing Business with the Government” (GSA). 

 
• Revise Bidders Mailing List Application (Form 129) to reflect 

veteran status. 
 

• Develop and implement an innovative program to systematically 
inform veteran-owned businesses of procurement information 
available through Regional Procurement Centers and SBA 
Procurement Representatives in procurement centers. 

 
Many of the recommendations to SBA found in the literature were concerned with 

outreach to the veterans’ and Vietnam veterans’ community. By and large, this situation 
has not changed, despite the best efforts of the agency. Virtually all of the bulleted 
suggestions below could be updated and made again some twenty years later: 

 
• The SBA should develop and implement an outreach plan to inform veterans who are 

eligible for the 7(I) program of business counseling, management training, legal and 
related services available to them. 

 
• SBA should develop a methodology to systematically inform minority veterans of the 

opportunities available to them under the 8(a) contracting program and the 7(j) 
program. 

 
• SBA should develop and implement a plan to systematically inform potential veteran 

business owners of loans available under the 7 (a) program. 
 

• SBA should inform veterans, especially Vietnam veterans, of the advantages (i.e. 
lower equity requirements) of applying for a guaranteed loan under the Economic 
Opportunity Loan (7(I)) program. 

 
• SBA should develop goals and timetables for systematic training of Veterans Affairs 

Officers at the District and Regional levels. 
 

• SBA’s Office of Advocacy should develop and implement a plan to assist veteran 
business-owners.  The plan shall include the budgeting of positions for full-time 
veterans’ affairs staff in the Office of Advocacy. 
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• SBA should develop and implement a nationwide plan to promote the positive image 
of veteran business-owners and prospective veteran business-owners with commercial 
lending institutions. 

 
 
There were a number of recommendations from the Veterans Task Force of the White 

House Conference on Small Business included the following: 
 

• The SBA should develop and implement an Executive Order Pertaining to Veterans in 
Business as per the recommendation of the Veterans Task Force of the White House 
Conference on Small Business.  The key components of the Executive Order should 
include but not be limited to the following: 

 
• Targeting, in each fiscal year, a minimum of 25 percent of all 

direct loan funds and 25 percent of all guaranteed loan funds for 
veteran-owned businesses.  Such percentages should be reflected 
in Regional operating plans and budgets. 

 
• Establishment of a Task Force on Veterans’ Business Enterprise 

within the White House Veterans Coordinating Committee. 
 

• Designation by SBA of an Associate Administrator for Veterans 
Business Enterprise. 

 
• Appointment by SBA of a full-time Regional Coordinator for 

Veterans Activities in each of the federal regions whose sole 
responsibility will be to supervise, monitor and coordinate SBA 
services to veterans.  Positions should be budgeted in the Regional 
operating plan. 

 
• Provision for each SBA Field Office to conduct four special Pre-

Business workshops and Problem Clinics for Veterans in each 
fiscal year and provision or systematic follow-up assistance. 

 
• Development of an SBA and Veterans Employment Service (U.S. 

Department of Labor) interagency agreement to coordinate SBA 
job creation activities with job placement activities of VES. 

 
• Creation and implementation of an innovative plan for a joint 

federal and private sector effort to bring about increased numbers 
of new Vietnam veteran-owned businesses and more successful 
Vietnam veteran-owned businesses. 

 
• The SBA should systematically review the grade levels of all 

Veterans Affairs Officers in District Offices and ensure that 
uniform grade of GS-12 or above is maintained. 

 
Other recommendations of the Veterans Task Force of the White House Conference 

on Small Business included suggestions to involve disabled veterans and veterans in the 
Procurement Automated Source System (PASS). Further recommendations specifically 
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mentioned correcting various government standard forms to include a category for 
veterans so that veteran owned businesses could be identified. 

 
• The SBA should take systematic and innovative steps to improve veteran participation 

in the 7 (j) and 7(j) (100 programs. SBA should: 
 

• Inform veterans of 7(j) and 7(j)(10) through the use of seminars, 
publications and direct mailings to those on the PASS list, and 
through contact with veterans whose names are on file in portfolio 
management. 

 
• Promulgate a regulation specifically to target Vietnam veterans for 

7(j) assistance, which would in turn direct SBA field staff to seek 
out Vietnam veteran-owned businesses. 

 
 
The Boren (1984)57 study listed close to thirty recommendations. These articulated 

the need for a concise definition of special consideration, and outreach efforts. They are 
included below: 

 
• Applications submitted by veterans should receive priority both in processing and 

funding ahead of applications received from non-veterans. 
 

• In its guaranteed loan program, the SBA will emphasize its policy of “special 
consideration” for veterans, including efforts to publicize the needs of veterans and to 
encourage bank loans to veterans. 

 
• The SBA should explore the possibility of providing packaging assistance to veterans. 

 
• SBA should modify Part 116 of its Rules and Regulations consistent with the 

recommendations of this Task Force. 
 

• All current and newly appointed field Veterans Affairs Officers (VAOs) should 
receive extensive training to inform and orient them on the Agency’s organization, 
mission and commitment to “special consideration” for veterans. 

 
• Continue the MA national effort, with special Training Seminars for all Veterans, with 

emphasis on Vietnam-era and disabled veterans. 
 

• Management Assistance Division will implement a demonstration project in no less 
than four different geographic locations of “Special Business Management Training 
for Veterans.” 

 
• No less than five state SBDC’s (Wisconsin, Washington, South Carolina, 

Pennsylvania, and Florida) will develop, promote, and execute business assistance 
pilot programs targeted for veterans. 

                                                 
57 Boren, Jerry.  “Vietnam-Era Veterans and Entrepreneurship”, Veteran’s Small Business Project, Newtonville, 

MA, SBA Contract: 7219-VA-83, 1984. 
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• The Office of Public Communications will research, develop, and publish a 

booklet/brochure for veteran services and programs. 
 

• SBA should develop a comprehensive veterans brochure specifically containing 
information pertaining to procurement and technical assistance. 

 
• SBA should develop a procedure for systematic notification of local veterans 

organizations to advise them of upcoming procurement conferences, seminars, and 
trade fairs. 

•  
• SBA should make available appropriate copies of information describing procurement 

programs that could readily be included in the publications of veterans organizations. 
 

• The Administrator of SBA should declare disabled veterans (as defined by the 
Veterans Administration) as a socially disadvantaged group for purposes of 
participation in the 8(a) program. 

 
• The SBA Task Force  should  study and develop set-aside and 8(a) programs or 

programs of a similar nature, for participation by veterans only. 
 

• Designated Veterans Affairs Officers (VAOs) should receive training on SBA 
Procurement and Technology Assistance programs and, on an on-going basis, should 
receive pertinent updated information regarding Procurement and Technology 
Assistance. 

 
• Develop system using PASS for periodic mailing of the Technology Assistance Reader 

Service cards to selected veteran-owned firms. 
 

• The Management Assistance Workshops should include a segment on “How to do 
Business with Government.” 

 
• Establish a permanent Office of Veterans-in-Business within the Office of the Chief 

Counsel for Advocacy. 
 

• Establish a 12-month Task Force on Veterans-in-Business to be composed of senior 
program officials of SBA and veterans service organizations. 

 
• Direct the Agency to initiate systematic measures to implement recommendations 

contained in the “Pechin Report” consistent with the programs and policies of the 
Administration. 

 
• Establish a fair proportion of SBA and Advocacy research funds, (grants and 

contracts) for the purpose of specifically examining and reporting on veteran-owned 
enterprise or opportunities. 

 
• Assure that in SBA regulations, SOPs and policy directives, veterans are placed ahead 

of all other applicants when establishing priorities for assistance of any type. 
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• Include in all SBA Agency operating plans, Regional Operating Plans, goals and 
objectives appropriate recognition and goals for veterans-in-business; and include 
veterans-in-business in the annual Congressional reports of SBA and Chief Counsel 
for Advocacy. 

 
• Establish the full-time position of Assistant Advocate for Veterans Business Affairs 

within each regional office responsible for assuring that veterans receive “special 
consideration” in all regional and district level programs. 

 
• Appoint a Veteran Field Service representative in the SBA Central Office and monitor 

field performance in providing business services to veterans.  This applies to each 
Associate Administrator. 

 
• Direct the Office of Advocacy to review the need for an Executive Order related to a 

national veterans’ enterprise policy, particularly for those programs and activities 
affecting veteran interests, which involve interagency jurisdictions, functions, and 
cooperation. 

 
• Initiate action with the Veterans Administration to secure their appointment of a 

Veterans-in-Business coordinator in each regional city to work with SBA Advocate 
and other agencies. 

 
• Develop, jointly with the Veterans Administration and the veteran’s services 

organizations, an image building and information program to reach bankers and the 
business public regarding veterans as “business partners.” 

 
• The Administrator of SBA and the Administrator of VA should issue separate “Policy 

Statements” to their employees regarding assistance to veteran businesses. 
 

• SBA should establish an automated accounting system, which would more accurately 
measure veteran participation in all SBA programs.  This would respond to a 
congressional request. 

 
 
 
 

4.1.1 Recent Developments/Recommendations 
 
From the mid-1980s to approximately 1996 virtually no administrative action was 

taken in connection with improving business assistance services to veterans. In the early 
1990s, several initiatives were developed as a result of congressional hearings before the 
House Committee on Veterans Affairs. In 1996, veterans’ advocates were successful in 
securing the interest of Representative Peter Torkildsen, chairman of the Subcommittee 
on Government Programs of the House Committee on Small Business.  He initiated a 
Joint Hearing with Representative Steve Buyer, chairman of the Subcommittee on 
Education, Training, Employment and Housing of the Committee on Veterans’ Affairs. 
That hearing was held in July of 1996. Many of the recommendations made by activists 
at that hearing set the foundation for a new interest in veterans’ issues on the part of the 
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Small Business Committee. This was followed up by the interest of Representative Jim 
Talent, in the next Congress. Another joint hearing before the two Committees was held 
in May of 1998 under the leadership of Representative Roscoe Bartlett, Chairman of the 
Subcommittee on Government Programs and Oversight, and Representative Terry 
Everett, chairman of the Subcommittee on Oversight and Investigations. 

 
This activity led to a re-awakening of veterans’ issues in SBA. Consequently, SBA 

Administrator Aida Alvarez established the SBA Veterans Affairs Task Force for 
Entrepreneurship on July 14, 1998. The Task Force was to provide advice and 
recommend ways the SBA can better serve the veteran-owned small business 
community, including self-employed veterans.  The Task Force consisted of 39 
representatives from major veterans’ service organizations, veterans’ advocacy groups, 
veteran-owned small businesses, the Department of Veterans Affairs, the Department of 
Labor, the Coast Guard, SBA resource partners and SBA management members and 
district directors.  

 
The Task Force formed four working subcommittees: (1) Entrepreneurial 

Development, (2) Capital Access, (3) Government Contracting & Minority Enterprise 
Development, and (4) Advocacy. Over a period of months, the Taskforce worked to 
develop a series of findings and recommendations. 

 
In all four of these areas, Task Force members were unanimous in proposing two 

program recommendations: 
 

• Veterans strongly recommend that the Administrator of the SBA issue the SBA Policy 
Statement agreed to at the June 26th, 1998 meeting, to implement Public Law 93-237's 
requirement that SBA give "special consideration to veterans of the Armed Forces in 
all agency programs."  Task Force members see this as a commitment from the top, 
spelled out in an SBA Policy Statement, which will keep individual changes from 
withering without a vine, either never taking place or disappearing once enacted. 

 
• Veterans recommend that SBA reorganize its own national office and field services for 

veteran-owned businesses, particularly those of its Office of Veterans Affairs, so as to 
make significant, cost-effective improvements. Veterans want a commitment of 
sufficient staffing and financial resources to SBA's Office of Veterans Affairs from 
Congress and SBA itself.  Veteran-entrepreneurs need a staff of highly-trained and 
professional experts -- both in the national office and in the field -- to perform the 
outreach and coaching functions that will make SBA programs accessible to veterans 
who know nothing of them.  The Office of Veterans Affairs must be readied for the 
Age of the Internet, for businesses whose products and services are delivered in ways 
unknown ten years ago.  This would require the addition of 4 FTE in FY 1999 and 
another 4 in FY 2000, plus 10 full-time, regionally-based Veteran Contract/Program 
Development Officers in FY 1999. 

 
 
In addition, the Task Force assigned a high priority to the following 

recommendations: 
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• SBA seek legislation to allow guaranteed loans to veterans with certified service-
connected disabilities,  or who were POWs, to be guaranteed at the 80 percent and 85 
percent level (5 percent above the current level.)  In addition, we recommend that SBA 
seek legislation that reduces the guaranty fee on loans to veterans with service-
connected disabilities (rated at 10 percent or more) or who were POWs (incarcerated 
30 days or more) to a level not to exceed one percent of the guaranteed amount. 

 
• SBA enter into a Memorandum of Understanding (MOU) with the Department of 

Veterans Affairs (VA) and the Department of Labor (DOL) to develop and implement 
a program of comprehensive outreach to assist disabled veterans which shall include 
business training and management assistance, employment and relocation counseling, 
and dissemination of information on veterans benefits and veterans entitlements as 
required by Title VII. 

 
• SBA investigate the possibility of establishing a new Specialized Small Business 

Investment Company for veterans, their spouses, dependants and widows as a new 
source of equity capital.  SBA would report its findings to the Task Force. 

 
• SBA promote goals for all federal agencies and contracts at 10 percent of agency 

procurement to be awarded to veteran-owned businesses and disabled veteran-owned 
businesses. 

 
• SBA issue new SBA acquisition regulations including service-disabled veteran-owned 

businesses as a "socially and economically small disadvantaged business group" to be 
solicited for all federal contracts and subcontracts in a documented outreach program. 

 
• SBA promote legislation establishing an additional category of "veteran-owned 

business" for preference under the subcontracting program of section (d) of the Small 
Business Act, with a goal of 10 percent.  We recommend that SBA also promote 
legislation making veteran-owned businesses a targeted group in all HUBZONE 
regulations, and requiring that service-disabled veteran-owned businesses be included 
as participants in all small disadvantaged business initiatives. 

 
Each of the four working subcommittees developed its own set of 

recommendations.58 All recommendations were submitted to SBA and were all to be 
reviewed by the agency. A press conference was to be scheduled for the Administrator. 
Unfortunately, there were a number of internal complications and the press conference 
was postponed. 

 
 
Another source of recommendations from recent work is contained in the 

Congressional Commission on Servicemembers and Veterans Transition Assistance 
(1999). That Commission made a number of recommendations concerning efforts to 
assist veterans in the area of small business. In its executive summary, the Commission 
recommended that veterans should have full opportunities to participate in the American 
economy through the creation of increased opportunities for veterans who are engaging, 
or wish to engage in a small business venture. As virtually all other studies and 
                                                 

58 Not all of the recommendations are included here.  
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commissions have noted, veterans need access to information and inclusion in programs. 
In particular, the Commission mentioned the need for an informational clearinghouse 
and a veterans business database, and access to the SBA 7(a) program, and the 8(a) 
program for those with 50% or higher compensable disability, as well establishment of a 
direct loan program. In addition, the Commission recommended that: 

 
• Veteran owned small businesses be part of the subcontracting plan of all prime 

contractors 
 

• Reforms and programs be established to assist servicemembers and veterans in the area 
of small business. 

 
The Commission highlighted several points of concern in connection with service-

members and veterans to secure a position in the economic growth of the nation. These 
included comments concerning: 

 
• The need for access to capital, markets, entrepreneurial education, and to SBA’s Pro-

Net. The commission emphasized the need for a veteran entrepreneurial outreach effort 
that extend across all the federal agencies. 

 
4.1.2 Recommendations from Congressional Hearings 

 
During the 1980s, several congressional hearings were held concerning the status 

and/or development of small business opportunities for veterans. As elsewhere, the most 
repeated recommendations were those that stressed four principal themes:  (1) the need 
for inclusion, (2) the need for outreach, (3) the need for training, and (4) the need for 
financial assistance. Examples of these types of recommendations include, but are not 
limited to the following: 

 
• That provisions be made to allow the GI Bill home loan to be utilized as an alternative 

for capital investment. In short, the veteran should be allowed to utilize the home loan 
as an additional funding source for the development or maintenance of a small 
business. 

 
• That service disabled veteran-owned small businesses, as a group, be included as equal 

beneficiaries in the definition: “socially and economically disadvantaged population” 
in the determination of eligibility for benefits at the federal, state, and local level. 

 
• That the Department of Veterans Affairs establish and implement a small business 

development and assistance program for disabled veterans and prisoner-of-war 
veterans and that they receive adequate financial and technical assistance. 

 
• That all the federal agencies and their non-small business vendors implement programs 

that target and increase service disabled veterans’ participation in their actual contract 
awards.  
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5 Focus Group Report Summary 

 
5.1 Information about the Focus Group 

 
Dates of Focus Group Sessions 
 

June 14, 2000 – October 13, 2000 

 
Locations of Focus Group Sessions 

Albuquerque, NM 
Boston, MA 
Brooklyn, NY 
Buffalo, NY 
Chicago, IL 
Denver, CO 
Houston, TX 
Indian Island, ME 
Irvine, CA 
Jacksonville, FLA. 
Kansas City, MO 
Kennesaw, GA 
Little Rock, AK 

Memphis, TN 
Milwaukee, WI 
Minneapolis, MN 
New Orleans, LA 
Portland, ME 
Raleigh, NC 
San Antonio, TX 
San Francisco, CA 
Seattle, WA 
Springfield, MA 
St. Louis, MO 
Tempe, AZ 
Washington, DC 

Number and Description of Participants 189 service connected disabled veterans: 
132 were current business owners 
57 were potential business owners 

Moderator Name/Phone Number Moderators were Paul R. Camacho (2 
cities - observer, 6 cities), Jim Hudson (9 
cities), Patrick Heavey (6 cities), William 
Matelski (6 cities), and William Card (3 
cities). 

Assisting the Moderator/Phone Number 
 
 
Other Individuals, Agencies, and 

Organizations Assisting in Planning, and 
Conducting these Focus Group Sessions 

 

See focus groups summary reports for 
each city. 

 
A variety of agencies, organizations and 

individuals assisted by providing meeting 
facilities and referral of disabled veteran 
business owners (and those planning a start-
up).   
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Responses to Questions 
 
Q1.  Describe your business, including principal goods and services you offer, and its 

size (e.g., annual gross sales, number of employees). 
 

Brief Summary/Key Points 
Approximately 40% of all current and potential business owners were in, or intended to 

be in, a service business.  Most existing businesses grossed less than $100,000/yr. and had 
10 or fewer employees. 

Notable 
Quotes 

 

Business products, services, scope/size of disabled veterans in all focus groups:  
 
The current business owners fell into the following categories: 
 
  2  Agricultural businesses 
 
20  Computer-related businesses 
 
17  Construction-related businesses 
 
 6  Food service businesses 
 
13  Manufacturing businesses 
 
50  Service businesses 
 
  5  Telecommunication businesses 
 
19  Wholesale/Retail businesses 
 
     The potential business owners, fell into the following categories: 
 
 3  Computer-related 
 
 1  Construction-related 
 
 4  Food service 
 
 1  Import/Export Business 
 
 3  Manufacturing 
 
15 Service 
 
 26  Wholesale/Retail 

Established Businesses 132
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Q2.  How would you summarize your specific business management and marketing 
knowledge and skills?   

 
Brief Summary/Key Points Notable Quotes 
 
Most participants had no formal 

training in management or marketing.  
Some indicated they now don’t have 
time for such training.  However, a 
significant number of participants 
wanted training in one or both areas. 

 
Most disabled veterans viewed their 

military experience as having a 
positive affect on their business 
endeavors.  Specifically, they believed 
they developed such attributes as 
leadership, self-discipline, a 
commitment to completion of the 
mission, and self-motivation through 
their military experience. 

 
As a group, participants indicated 

they had a greater need for marketing 
training and assistance than 
management help. 

 
 
Some participants had extensive 

corporate background and 
commensurate skills. 

 
The vast majority of participants 

don’t have a written business plan.  
Many of those with a written plan 
reported it was not current, or was not 
a viable plan. 

 
Almost without exception, 

marketing was the area of greatest 
concern, with many veterans 
expressing a need for hands-on 
assistance, but lacking the financial 
resources to pay for such help. 

 

 
“I went to the University of Hard Knocks 

and I got my degree in dirty fingernails.” 
 
“I was a good engineer but a piss-poor 

businessman and it took me years to learn the 
basics.” 

 
 
 
 
 
 
 
 
 
 
 
“One of the weaknesses in looking back 

was that I didn’t have a marketing plan, nor 
did I know how to do a good marketing plan.  
I had the business plan and the product, but I 
didn’t have the marketing plan.” 

 
 
 
 
 
“We don’t always know about what we 

are doing, but we do it out of instinct.” 
 
 
 
 
“If you don’t know how to do it 

(marketing), you’d better get someone who 
can.  
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Q3.  What factors or circumstances have had the most adverse and the most positive 
effect on your efforts to start and/or succeed in your business? 

 
Brief Summary/Key Points Notable Quotes 

 
 
Insufficient start-up capital was the 

most commonly mentioned factor 
adversely affecting business start-up.  
The amounts of capital needed were 
often modest (typically less than 
$10,000). 

 
For those already in business, the 

inability to find, attract and retain 
skilled and motivated employees often 
had an adverse effect. 

 
Many veterans reported a poor 

credit history, which limited their 
ability to obtain loans at par as well as 
SBA guaranteed loans.  Even those 
who believed they had good credit 
backgrounds often said they were 
unable to meet stringent requirements 
of lenders. 

 
Many participants, even those who 

were in business, lacked basic 
knowledge about how to start and 
grow a business and where to go for 
business assistance. 

 
While the majority of veterans 

believed their disabilities had no 
significant adverse effect on their 
business, a small number had 
disabilities or medical conditions that 
they felt severely impaired their 
capacity to succeed in business (see 
question 5 below). 

 

 
“It takes money to get started and it’s 

difficult to get those loans…” 
 
“Money is my biggest problem.” 
 
 
 
“I go through 25 drivers to find one that 

will work.” 
 
 
 
“The major problem that most of us have 

is struggling to get finances to survive and to 
start.  It’s nice to have those SBA programs, 
but most of the veterans have problems 
making an everyday living and have bad 
credit…” 

 
“How much I really use of what I know is 

about 40%” 
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Q4.  Describe your experiences with federal and state programs designed to assist 
small business owners. 

 
Brief Summary/Key Points Notable Quotes 

Many respondents indicated that federal and state 
programs designed to assist small businesses failed to 
deliver the type, duration, scope or intensity of 
assistance they needed. 

 
Participants often said that when a contact was 

made with a business assistance agency, its personnel 
did not understand the individual’s need or 
circumstances, or did not appear to have a genuine 
interest in helping. 

 
 
There was a general opinion that the information 

and advice received from business assistance agencies 
was often incorrect, incomplete and/or misleading. 

 
For those who had contacted a business assistance 

agency, many said the agency was too bureaucratic, 
e.g., too much paperwork, and assistance was not 
individualized, centralized and/or coordinated. 

 
Many indicated they felt the type, duration, scope 

and/or intensity of service they needed was only 
available if they were a minority or a women.  Yet, 
many of the participants who were of minority or 
women status also said they could not get the type and 
level of services they needed. 

 
 
Of those agencies contacted, the local SBDC office 

was more often mentioned as helpful than other 
federal, state or government-supported service 
providers.  However, a majority of the participants 
were unaware of the SBDC program. 

 
Many participants criticized federal procurement 

offices for failing to return phone calls, failing to 
provide notice of competitive solicitations after the 
veteran requested such notice, and designing bid 
requirements for and giving award preference to 
existing vendors. 

“Most vets are mistrustful of 
government agencies because 
you can’t get through the door.” 

 
 
“I qualify for three different 

programs and I still can’t get a 
straight answer from anybody.  
SCORE doesn’t understand the 
construction business.” 

 
“I was trying to explain 

broadband concepts to a guy 
who’s just lately come through 
the industrial revolution.” 

 
 
 
 
“I was encouraged to 

participate in the grant process, 
but the stinking bureaucrats, 
…they are just checking off 
boxes…” 

 
 
“I feel like if you’re not an 

MBE or WBE, no one is going 
to pay attention to me.” 

 
“The SBA is like going to 

the lion for a mouse…They are 
the ones who give you loans if 
you are worthy.  Nine times out 
of ten you are not going to be 
worthy…Then where do you 
go?” 

 
“It’s a good ol’ boys’ 

network 

 73



Q5.  In what ways (positive or negative), if any, has your service-connected disability 
affected your success in business? 

 
Brief Summary/Key Points Notable Quotes 

 
 
 

 
As noted in item 3 above, most 

disabled veterans did not believe their 
disabilities adversely affected their 
business endeavors, though a small, 
but important minority with more 
severe disabilities, did say they 
experienced adverse effects. 

 
 
 
 
 
 
 
 
Family support was often cited as 

playing a key role in veterans’ 
business success.  Many veterans said 
their spouses were their business 
partners.   

 
As noted in item 2 above, many 

veterans cited their military experience 
as giving them important knowledge, 
skills, and attributes beneficial to their 
business success. 

 
A substantial number of 

participants said the GI Bill for 
education, VA Medical Center 
assessment, counseling and other 
treatment, and/or the VA Vocational 
Rehabilitation Program were 
important to their success as 
individuals and as business owners. 

 
 

 
“My service-connected disability caused 

me to waste a lot of years of my life.  I 
became discouraged.  I lost all interest in 
society.  I went into a hopeless state.  I was 
depressed and felt like giving up.” 

 
“I had to change my skills, I couldn’t do 

police work anymore.  Now I work on 
computers.” 

 
“I prefer not to work with people (due to 

PTSD).  But, I have to earn a living, so I 
do…but only for short intervals.” 

 
 
 
 
 
 
 
 
“The military gave me mental discipline 

and survival skills.” 
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Q6.  What were the key sources of start-up and subsequent stage capital for your 

business? 
 
Brief Summary/Key Points 
 

Notable Quotes 

The vast majority of participants 
obtained their initial start-up funding 
from personal income/assets, credit 
cards, VA disability compensation, 
military separation pay, second home 
mortgages, and loans from family and 
friends. 

 
 
 
 
Subsequent operating capital was 

sometimes obtained through commercial 
banks and business income. 

 
A very small number of respondents 

received loans from commercial banks, 
and an even a smaller number received 
SBA guaranteed loans. 

 
Several said that they were able to 

obtain loans against contracts or 
receivables. 

“I sold my antique for $9,500 to get 
started.” 

 
“I couldn’t be in business without 

my credit cards.” 
 
“In 1993, using my credit card, I 

bought 300 customers from a garbage 
collection service and I ran it with a 
pick-up truck.” 

 
 
 
 
 
“Who is really going to wanna loan 

us money.” 

 
 
 
 
Q7.  Is your business able to carry receivables, e.g., can your customers pay later for 

the goods or services they obtain today? 
 
Brief Summary/Key Points 
 

Notable Quotes 
 

The vast majority of businesses could 
carry receivables for up to 30 days.  A 
small percentage could not. 

 
Many respondents were paid upon 

receipt of services or product delivery 

“I don’t see how we could just do 
the job and then wait for our money.” 

 
 
“I need it [pay for product] now!” 
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Q8. Does your business presently have sufficient capital to operate?  To expand? 
 
Brief Summary/Key Points 
 

Notable Quotes 

 
Disabled veteran participants who 

currently own a business and wish to 
expand generally reported insufficient 
capital (or access to capital).  A lack of 
marketing and other business development 
skills seemed to account for some owners’ 
lack of expansion plans, and consequently, 
their lower capital needs.   

 
 
 
 Few prospective business owners had 

significant capital available for start-up 
operations. 

 
Several business owners were 

downsizing their current business to meet 
retirement, and other personal goals, or in 
response to health problems. 

 

 
“It’s hard to get money…” 
 
“I’ve had to give up more profit 

than I’d like to because I didn’t have 
sufficient capital.” 

 
“We need access to capital. “ 
 
“The money aspect  [lack of 

capital] is very prohibitive.” 
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Q9.  If applicable, describe the extent to which your business is capable of responding 

to federal and state government procurement opportunities (including contracts with 
federal agencies, and subcontracts with prime contractors). 

 
Brief Summary/Key Points Notable Quotes 
 
Most participants expressed interest 

in participating in federal and/or state 
procurement opportunities, but said they 
were unable to “break through” barriers 
to that system.  Many veterans did not 
believe (sometimes mistakenly) that 
their products or services would be 
applicable to government purchasing 
needs.   

 
Many veterans said they lacked the 

organizational or equipment require-
ments to engage in contracting with 
government entities. 

 
Several participants related negative 

experiences with federal and state pro-
curement systems.  Many of these indi-
viduals declared they will never again 
attempt to sell products or services to 
government entities. 

 
Many veterans expressed concern that 

their companies were not sufficiently 
mature to compete with companies with 
larger capacity and greater experience.  
A common complaint among veterans 
who had attempted to obtain procure-
ment contracts with government 
agencies was that the process was 
slanted to a “good old boys” network, 
e.g., vendor-friends, former government 
employees. 

 
Of those receiving government 

contracts, the majority were state-level 
contracts. 

 
“I don’t think we can compete.” 
 
“There’s too much paperwork and it’s 

too hard to get to the table with a 
proposal.  The process is badly flawed.” 

 
“We have the capacity, but I don’t 

think the government needs what we 
have…” 

 
“By the time I even read the form, I’m 

behind with my regular stuff…just don’t 
have the time.” 

 
 
“So you call to see about getting your 

invoice paid and they tell you that the 
person  responsible is on leave or on 
vacation.  I couldn’t do that in my 
business.” 

 
 
 
“So I’ll bid according to the spec, but 

some bigger outfit will end up with it, 
even though they don’t bid the 
specification.’ 

 
“It’s a good ol’ boys’ network…if you 

can get in, then you’re in…but it’s hard 
to get in.” 

 
 
 
“Georgia state has been good to us, 

but we do shitty with federal 
procurement.” 
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10.  What should federal and state policy makers do to improve entrepreneurial 
opportunities for veterans with service-connected disabilities? 

 
Brief Summary/Key Points Notable Quotes 
Recommendations respondents most often 

contributed included: 
Easier access to capital 
Provide a “real” advocacy program 
Establish a mentoring program 
Level the playing field 
 
Establish a 3% mandate rather than a goal-

based procurement program and push it down to 
all levels of the procurement system. 

 
Other recommendations included: 
Clarify and simplify VA and Social Security 

Administration compensation regulations on 
earned income (e.g., will the veteran lose VA 
disability compensation if he or she begins to 
succeed in business). 

 
Make the scope of bid opportunities smaller. 
Make information more accessible. 
Establish an information clearing house. 
Maintain an up-to-date, accurate, qualified 

contractor database. 
Issue security clearance waivers to work on 

government facilities. 
Track credit card purchases. 
 
Establish a direct loan program with low 

interest rates for disabled veteran business 
owners. 

 
Establish a set-aside program specifically for 

disabled veteran business owners. 
 
Waive fees and increase guarantees on SBA-

backed loans for disabled veteran businesses  
 
Train/sensitize business assistance program 

personnel (including government procurement 
personnel) as to the needs, characteristics and 
strengths of disabled veteran business owners. 

 
Establish a national insurance program for 

veteran family members and business employees. 

“The SBA should quit playing the 
paper game.  Quit polishing the stone wall 
and let the laws apply equally to all.” 

 
“We would like to know what makes 

them successful.” 
 
“If guidelines worked, Moses would 

have come down the mountain with the 
Ten Guidelines.” 

 
 
 
 
 
 
 
 
“It’s like the word never gets out to the 

people who are supposed to know.  They 
look at you like you’ve made it up just for 
their benefit.” 

 
“They waltz you around for awhile 

and then it turns out they can’t help you 
anyway.” 

 
“I just simply don’t know where to go 

for help, or who to talk to…” 
 
 
“The bureaucrats don’t understand 

you, they’re trying to figure out how you 
fit into their box.” 

 
“We just get endlessly referred.” 
 
“We’re not asking for a handout…all 

of us gave part of our lives to the US of 
A.” 

 
“They should walk in our shoes for 30 

days” 
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Q11.  Have we missed anything? 
 
Brief Summary/Key Points 

Create innovative business ownership forms and business assistance systems for 
veterans who need greater support due to their disabilities (e.g., veterans’ business 
incubators, veterans’ business cooperatives, veterans’ business consortia, veterans 
networking groups).  

Determine whether and how much this will impact our disability rating. [ A number 
of veterans indicated that they were worried that any efforts to engage or develop their 
small business would result in a loss of their disability]. 

 
Demographic Characteristics (estimated; based on moderator/co-moderator 

observation, optional questionnaire) 
 

Participants gender, race, 
age 
 
94% of session 
participants were male  
 
6% were female 
 
56% were Caucasian  
 
26% were African 
American 
 
13% were Hispanic  
 
4% were Native 
American 
 
1% were Asian American  
 

The typical participant 
was in his or her fifties 
and served during the 
Vietnam era. [Note: 
racial/ethnic data based 
upon information 
voluntarily provided by 
most session participants 
as well as moderator 
observation.] 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Focus Group Participants by Race
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6 Focus Group Report Analysis 
 
The paragraphs below are the nucleus of findings the research team gathered from the 

26 focus groups. In many cases the statements of the veterans amounted to a 
recommendation. The reader will easily notice this. These have been included here as 
findings and included again as recommendations when appropriate. 

 
 

6.1 Veterans’ Businesses – Type and Size 
 
Most of the 189 disabled veteran business owners participating in the focus groups 

operate service, computer-related, wholesale-retail, or construction-related businesses.  
Though some focus group participants reported annual gross sales of more than 
$500,000 dollars, most owned very small businesses with only one to a few employees, 
and had annual gross sales of less than $100,000. 

 
Many of the participants commented about the need for varying levels of service. 

That is, government business assistance programs and services (including federal 
procurement systems) should be designed with the modest scope of most disabled 
veterans business operations in mind, but should also be capable of addressing the needs 
of disabled veteran-owned businesses with annual gross revenues over $1,000,000, and 
20 or more employees. 

 
Disabled veterans often reported they have business goals that incorporate an interest 

in helping other disabled veterans, veterans, youth and other populations in need.  For 
example, many focus group participants indicated that they created, or planned to start a 
business, in part, to create jobs for other veterans.  One disabled veteran’s business goal 
is to create affordable housing for veterans.  And one couple, both disabled veterans, 
want to build and operate a roller skating rink for young people: “There’s nothing for the 
kids to do but get in trouble.”  

 
Participants indicated that business assistance programs should take note of the desire 

of many disabled veterans to make contributions to fellow veterans with similar 
backgrounds and experiences as well as others through their businesses.  At the same 
time, assistance programs should help veteran business owners identify market niches 
for their products that constitute viable small business opportunities.  

 
6.2 Disabled Veterans Management and Marketing Knowledge and Skills 

  
Disabled veteran participants often reported that they acquired valuable management 

skills through service in the armed forces.  Though a significant number indicated they 
had negative experiences in the service, many said they learned how to manage 
personnel and materiel through training and education at military academies, advanced 
training schools, and on-the-job training (including combat experience).   
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Veterans often indicated they took great pride in the teamwork, leadership, self-

discipline and other skills and attributes (many of them related to managerial capacity) 
they acquired in the service, and believed procurement and business assistance 
representatives, lenders and others should be more aware of and give greater weight to 
these strengths.   

 
A small percentage of veterans said they have held upper and mid-level management 

positions in Fortune 500 and other corporations, and bring those experiences to their 
business. At the same time, disabled veterans often acknowledge they would benefit 
from additional management education or training. 

 
Many disabled veterans said they need marketing know-how and assistance.  They 

often said they have a quality product or service, but haven’t been able to reach their 
customers with that message.  Some veterans said they have purchased marketing 
services, or indicated they would do so if they had sufficient capital.  But even those 
who have paid for marketing help said they have often been disappointed in the results – 
perhaps because such marketing efforts were not well-integrated into a sound business 
plan. 

 
Most disabled veteran business owners said they believe business planning and a 

written business plan are important to their business success, especially to obtaining 
capital.  But few have invested time and effort to formalize the planning process.  Some 
veterans reported they offer products and services for which there appears to be a limited 
market, but either don’t realize that business planning (including efforts to determine the 
feasibility of building a business around the products or services they offer) can help 
them improve their opportunities for business success, or are unwilling to take the time 
to undertake research and planning activities. 

 
6.3 Negative and Positive Factors Affecting Veterans’ Businesses 

 
Though disabled veterans typically start businesses with less than $10,000, many said 

their inability to readily access start-up capital adversely affected their start-up plans.  
Often, they seemed uninformed or misinformed about a variety of available loan 
assistance programs.  Few knew the names of common SBA loan guarantee programs, 
e.g., 7(a), 504, and Low-Doc.  Several complained about the time and effort involved in 
preparing loan applications and supporting documents, and said their efforts often failed 
to result in acquisition of a loan. 

 
Finding and keeping the right employees was a challenge for many veteran business 

owners.  Several said their firm had a policy of hiring veterans.  Even more expressed a 
desire to hire disabled and other veterans, but often seemed unaware of state and local 
job and job training programs targeted to veterans or complained that they were rarely 
referred applicants when they listed openings with such programs.  It is important for 
business assistance programs serving disabled veteran business owners to recognize the 
desire by many members of this population to affiliate with and support fellow veteran 
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small business owners and employees. Such programs should also address disabled 
veterans’ need for information and skills on how to find and retain quality employees.   

 
A number of participants reported a poor credit history, and difficulty in paying 

business and personal expenses.  Business assistance services for this population should 
include budgeting skills training and credit counseling. 

 
Fundamental knowledge and skills related to successful business start-up, e.g., how to 

do a feasibility study, or how to write a business plan, were often limited or absent. 
Some veterans had excellent business skills and need assistance in circumscribed areas, 
e.g., how to obtain venture capital, or how to reply to a request for proposals. 
Accordingly, business assistance programs should carefully assess the individualized 
needs of each disabled veteran, and provide or coordinate the assistance needed and 
requested. 

 
6.4 Effects of Service Connected Disabilities on Business Success 

 
While most veterans said their disabilities had little or no adverse effect on their 

business activities, a significant number believed their disabilities had a substantial 
adverse effect.  Some veterans reported physical limitations, others said their PTSD or 
other psychological conditions made it difficult to work and get along with others.  A 
few had multiple physical and psychiatric conditions.   

 
Some participants said that customers, co-workers and others mistakenly perceived 

them as being unable to perform certain work because of their disabilities.  One veteran 
who had lost a limb in Vietnam said he believed he was in far better physical shape than 
most people he worked with, but that they often incorrectly assumed he couldn’t or 
shouldn’t perform certain work.  One veteran with diabetes said he started his own 
business in part because employers didn’t understand and accommodate his need to take 
extra breaks for insulin injections and snacks. Still other veterans felt that agencies, 
customers, clients and friends were suspicious about their disabled veteran status 
because they had no visible disability.   

 
6.5 Capital 

 
The focus group participants were concerned with a number of issues related to the 

acquisition of capital. 
 

6.5.1 Start-up Funding 
 
The financing scenarios described by participants generally began with a common 

starting point: the investment of personal capital in the form of savings, personal credit 
instruments and credit cards, and earned income diverted to the business and loans from 
family and friends.  In many cases, VA and Social Security disability benefits were used 
to provide early stage funding, as were second mortgages on homes.  This is typical of 
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most early stage businesses, but the veterans’ reliance on high cost sources of capital, 
such as credit cards and second mortgages was particularly pronounced. 

 
Accordingly, federal and state programs designed to address the start-up portion of 

funding should provide low-cost, incremental financing to augment the starting capital 
available to the veteran, avoiding the necessity of using funds (such as disability 
payments) which are needed to maintain a basic lifestyle for the veteran and his/her 
family and increasing the probability that the business will survive the early phases of 
development. 

 
6.5.2 Operating Funding 

 
Although veterans generally reported they had, or were able to access, sufficient 

operating capital, a closer examination reveals that most operating funding came from 
the earnings of the business or the personal income of the veteran or his spouse.  Only a 
small percentage of respondents were able to obtain commercial lines of credit or 
receivables financing and even fewer had successfully negotiated SBA guaranteed loans.  
In many cases, this “hand-to-mouth” financing had a powerful effect in limiting the 
growth and development of otherwise viable businesses.   

 
6.5.3 Availability of Expansion Capital 

 
With the exception of a few of the larger disabled veteran-owned businesses, 

expansion capital was not seen as much more than a faint possibility, perhaps coming 
from angel investors or venture capital operations. Those disabled veteran business 
owners who wanted to expand generally reported they had insufficient capital to do so.A 
small number of veterans were downsizing their operations for a variety of reasons 
including retirement.   

 
6.6 Ability to Carry Receivables 

 
Though the majority of respondents reported they could carry receivables for 30 days 

or so, it was clear that having operating capital tied up in receivables was a strong 
limiting factor for expansion, and adversely affected timely consideration of payables 
and owner’s compensation.  Many of the respondents provided no credit option at all for 
their customers, requiring COD or, at best, 7-10 day repayment terms. 

 
6.7 Ability to Participate in Government Procurement Opportunities 

 
Although a substantial number of participants indicated they had little or no interest 

in pursuing government procurement opportunities because of the nature of their 
business or negative experiences with federal, state or local government procurement 
systems and procedures, a majority of respondents expressed a desire to participate in 
such opportunities. Disabled veterans reported the following barriers to their 
participation in such opportunities: 
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Many veterans did not believe their products or services would be applicable to 
government purchasing needs.  For instance, an audio systems service provider in 
Raleigh, NC, felt his service would not be needed by governmental entities.  However, 
when conversing with a government procurement specialist after a focus group meeting, 
he learned that there were agencies that need his service, and he was informed of where 
to inquire about those opportunities. 

 
Many of the respondents indicated they did not know where to look for government 

procurement opportunities.  Some were aware of commercial organizations that 
provided procurement assistance on a fee-for-service basis, and periodicals that 
specialized in this area.  Few of the respondents had heard of the Procurement Technical 
Assistance Center program or similar publicly-funded procurement assistance programs.   

 
A number of the participants who did try to bid on federal contracts complained about 

the excessive paperwork required and their lack of understanding of much of the 
required information.  Many of these individuals could not find anyone to assist them in 
putting a bid package together.  After submittal, they found it hard to follow up on their 
bid because of the constant changeover in government personnel handling the bid 
opportunity. For those who were successful in obtaining a federal bid, late payment for 
services was often cited as a negative factor.   
 

Several of those who looked at bid opportunities felt that the scope of work was 
beyond their company’s capacity to produce.  Many times the bid opportunity required 
additional resources because of the bundling of activities into one bid opportunity.  This 
dissuaded them from bidding, as their companies were not diverse or large enough to 
meet the bid demands. Veterans in such states such as California, Georgia, Louisiana, 
and North Carolina said their success in obtaining state contracts was better than their 
federal procurement efforts. 

 
6.8 Experiences with Federal and State Small Business Assistance Programs 

 
While only a minority of the participants indicated they had any experience with the 

SBA, the vast majority of respondents who had come into contact with the SBA or 
SCORE had negative comments about those two agencies. Most of these participants felt 
that these agencies did not understand or want to take the time to understand their 
business needs and circumstances.  They often perceived a lack of effective customer 
service, insensitivity to their military service contribution to the nation, and lack of 
follow-up, that left many with feelings of anger and distrust toward the government. 

 
Many felt that SBA loan opportunities were actually designed to meet the needs of a 

different clientele - especially minorities and women.  It is important to note, however, 
that minority veterans often reported dissatisfaction with SBA programs and services 
targeted to minority business owners.   
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Credit history and collateral were cited as being the biggest stumbling blocks to 
obtaining SBA guaranteed loans.  Some said that they were given the impression that if 
they didn’t need a large sum of money, the SBA wasn’t interested in helping them. 

 
Public knowledge of existing resources, and agency outreach were often said to be 

lacking. For instance in Milwaukee, at the veteran assistance center which sponsored the 
focus group meeting, no one could remember the center ever being visited by an SBA or 
SBDC outreach representative. Of the veterans who had experience with an SBDC, a 
majority reported that this program providing valuable assistance, thought most still 
didn’t feel the individualized assistance they needed was delivered.  And the majority of 
focus group participants were not aware of the SBDC delivery system prior to their 
involvement in the focus group sessions.  

 
Those who were familiar with SCORE felt that the program lacked continuity of 

service and many times did not understand the business sector the veteran was 
participating in.  For example, several participants who owned technology firms said 
SCORE volunteers had little or no understanding of their products, services and unique 
marketing needs. 

 
The participants often stated that their request for services was undermined by the 

focus of these agencies on serving other populations, including individuals who may not 
have contributed to the nation in the way in which those who have served in the military 
have.  This again instilled feelings of anger and frustration in many disabled veterans. 

 
Virtually all the participating veterans noted that no single office had the information 

or resources they needed.  Constant referral to other offices was seen as cumbersome 
and inefficient.  Often information was conflicting between agencies about the same 
issue and no agency seemed to be the authority on the issue. This also left the veteran 
confused and frustrated. This was corroborated by a study uncovered by the research 
team.59 

 
6.9 Policy to Improve Disabled Veterans’ Entrepreneurial Opportunities 

 
Disabled veteran focus group participants felt strongly that whatever new initiatives 

are undertaken for disabled veteran-owned businesses, they should be fully and 
effectively implemented.  Many said that previous programs had not been funded, or 
were not effectively implemented or enforced.  Participants recommended easier access 
to capital, “real” business advocacy programs, mentoring programs (emphasizing 

                                                 
59  See the study by James E. Pechin. and D. W. Kehrer and M. A. Settlemire and M. A. Hill, “SBA Veteran’s 

Project”, Center for Community Economics, Santa Rosa, CA; SBA Contract:  SBA-4869-ADA/P-80, 1980. The study 
found that, “…it is difficult to retrieve data on the number of Vietnam and disabled veterans served by SBA and what 
services are being provided to them.”  While SBA is able to provide estimates of the number of veterans provided 7 
(a) and 504 loan guarantees, information on services to disabled veterans is often not collected or reported.  Moreover, 
focus group moderators learned that SBA Veterans Affairs Officers were sometimes unable to remember the name of 
a single disabled veteran served by them within the past two years.  Clearly, some SBA Veterans Affairs Officers 
merely carry that title and provide no measurable service to disabled veterans.  Additionally, SBA record-keeping 
practices don’t reflect a true agency-wide priority of serving individuals with service-connected disabilities. . 
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veterans helping veterans), a “level playing field”, and establishment of a 3% mandate 
rather than a goal-based procurement program. 

 
Some of the veterans’ recommendations were based on experiences that occurred 

many years ago.  For example, those who had submitted bids for federal contracts often 
cited the need to unbundle bids.  Federal legislation enacted in 1997 has reduced 
bundling.  Disabled veterans need to be informed of such changes in policy and practice 
if they are to be persuaded to give the system another chance. 

 
Many of the veterans’ recommendations concerned the need for more accessible, 

accurate and centralized information about government programs, benefits, services, and 
systems. Several suggested a direct loan program with low interest rates for disabled 
veteran business owners, and the waiver of fees and increased guarantees on SBA-
backed loans for disabled veteran businesses. One popular idea among the participants 
was the creation of a set-aside program specifically for disabled veteran business 
owners. Also, there were suggestions about training business assistance program 
personnel (including government procurement personnel) as to the needs, characteristics 
and strengths of disabled veteran business owners. Finally, the participants 
recommended that SBA provide business assistance similar to that provided to other 
populations recognized by the government as having social or economic disadvantages. 

 
6.10 Women and Minority Disabled Veteran Business Owners 

 
There was strong participation in the focus group sessions by women (6 %) and 

minorities. As mentioned above, the minority participation was 26% for African-
Americans, 13 % for Hispanics, 4% for Native Americans, and 1% for Asian-
Americans. For the most part, the business-related needs and concerns of women and 
minorities appeared to be similar to those of White male participants.  Perhaps because 
of their participation in business assistance programs targeted to socially and 
disadvantaged business owners, they were well-represented in PRO-Net, the data base 
from which many focus participants were recruited.  However, PRO-Net contained less 
than 2,200 disabled veteran-owned businesses at the time of this study.  Special outreach 
efforts will be needed to ensure that women and minorities benefit from new 
opportunities for disabled veterans.   
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7 Methodological Comments 
 
 

The purpose of this section is to discuss the methodological avenues the study team 
considered, employed, or tried to employ during the study.  From the beginning, this 
project was a matter of applied research, which in contrast to basic research is often 
situated in a very “messy” socio-political environment. From the beginning, a political 
environment affected this project. The researchers were faced with many fuzzy issues 
while attempting to develop a research work that would shed light on a specific problem, 
i.e. the problems and difficulties confronting disabled veterans who were involved in, or 
wished to enter into, a small business endeavor. The scope of the issues involved is 
much broader and the questions more numerous and complex than is the case with basic 
research. Here, the research team shaped an agenda in accord with the project budget, 
though OMB disallowed implementation of significant portions of this plan. In the end, 
after approximately two to two-and-a-half years of delay, the study was allowed to 
proceed with only a focus group strategy. This strategy allowed the researchers to gather 
interesting and informative data, but fell far short of providing a statistically accurate 
picture of several universes of population in the veteran and disabled veteran 
community. It is unfortunate, because that picture would have been very valuable in its 
own right and as a guide for future research, particularly when one considers the 
cost/benefit aspects of the project.60 

 
For the purpose at hand, the various approaches to obtaining the aggregate data are 

discussed first; then the development and conduct of the focus group sessions is 
presented. Following this, a serious and painful discussion of the failures of the study 
process is presented. Our principal purpose here is present the difficulties with the hope 
that this process can be changed so as to produce a much more stable environment for 
future studies that may be undertaken by the SBA and other agencies. 

 
 
 

7.1 The Aggregate Data Search 
 
The aggregate data search included a search of agency websites, agency databases, 

information gathered from tables and data in the literature and Census data, and any 
other verifiable source the study team happened upon. The Census data included the 
1992 Economic Census – Characteristics of Business Owners, data from various 
statistical abstracts, etc.61 These tables were utilized as uniformly as possible in 
producing various projections concerning veterans and disabled veterans. It should be 

                                                 
60  See Hedrick (1993: 45-51). The study team had solid sub-populations for which the descriptive design was 

very adequate. The composition of the original team contained over a dozen individuals with extensive experience 
with the veteran community. Virtually all had professional degrees; five had earned their Ph.D. 

 
61  1992 Economic Census – Characteristics of Business Owners, U.S. Department of Commerce, Economics and 

Statistics Administration, Bureau of the Census, (CBO92-1, Issued September 1997. The study also referred to various 
tables on veterans as found in the Statistical Abstract of the United States (volumes for 1994 – 1998). 
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noted that the data on the numbers of veterans and disabled veterans engaged in a small 
business varies significantly.  

 
Most importantly, it should be noted that veterans, and particularly disabled veterans, 

are never counted in full detail. For example, the tables contained in the statistical 
abstracts that concern veterans do not break out disabled veterans by state. The numbers 
of disabled veterans are given in a summation table. Recently the Department of 
Veterans Affairs placed a data table of disabled veterans by state and county on their 
website.62 This table is also deficient in that, as is the case with the statistical abstract 
tables, it does not include the Commonwealth of Puerto Rico or Guam, etc. Certainly in 
the case of Puerto Rico a disservice is done to the sizable veterans’ community there by 
not including them with the fifty states.   

 
Further, detailed examination of the veteran and disabled veteran populations was 

also absent in the 1992 Economic Census. The veterans category was aggregated for 
summary purposes, but detailed cross-tabulations are not possible and/or worthwhile 
because the subpopulations would necessarily generate too many empty (or nearly 
empty) cells, causing the estimate of error to be very high.63 We have presented most of 
that data above in the literature review section. 

 
Another facet of aggregate data research that the William Joiner Center study pursued 

was one which would provide some insight on the success rate for the veteran-owned 
businesses that received a guaranteed loan. The 1997 economic Census data indicated 
that some 69.5% of disabled veteran-owned businesses were still in operation. The study 
team searched for a phone number listing for each of the veteran-owned businesses that 
received an SBA guaranteed loan in 1998 (see 2.1.15 above). The status of active, 
inactive, or new phone numbers for Massachusetts and five other states from regions 
around the nation were checked as well. These checks were performed with a simple 
random sample generated from the same guaranteed loan list. The sample size consisted 
of 100 businesses. A sample of this size provides reasonably stable point estimate with a 
confidence level of approximately 5%. Phone numbers were looked up through standard 
telecommunications information services, by way of Internet search engines, and 
commercially available CD-ROM business phone disks.  

 
Another facet was to assemble some spreadsheet estimations of data, which would be 

of interest. For example, an estimation of the amount of taxable revenue which would 
accrue to each state government if the 3% goal provided for disabled veteran-owned 
businesses in P. L. 106-50, S 502 was proportionately distributed. The data was 
developed by state for the year 1997 with projections based on the statistical abstract of 
1998 using tables presented on veterans’ population by state (table 592) and the 
aggregate number of disabled veterans (tables 594). Two basic assumptions were made. 

                                                 
62  See the website for the table assembled by the Veterans Affairs Department, Office of Program & Data 

Analysis, which is dated April 2000.  
 
63  The principal investigator met with Census personnel involved with the development and conduct of the 1992 

Census to discuss issues concerning the construction of numbers for veterans. This was followed up by several phone 
conversations. 
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First, the distribution of disabled veterans across the country is not significantly different 
than is the distribution of veterans across the country. Second, the distribution of 
disabled veterans in small business is not significantly different from the distribution of 
disabled veterans across the country. Given the paucity of information and data about 
veterans and disabled veterans, these were reasonable assumptions.64   

 
7.2 The Development and Conduct of the Focus Groups 

 
A focus group is a carefully planned discussion designed to obtain participant 

perceptions on a defined area of interest in an open-ended environment. The number of 
participants can vary, but the ideal number of participants ranges from 6 to 12 
individuals per group. Much of focus group research has been conducted in the area of 
market research. Thus, its applicability in the area of small business research is fairly 
solid. One of the principal features of importance in focus group research is results-per-
cost ratio.   

 
Focus groups enable administrators to gain valuable insight into the needs and 

characteristics of a population before undertaking outreach efforts targeting that 
population. Focus groups enable researchers to gather qualitative information from a 
small number of individuals. This is advantageous because, in general terms, individuals 
do not usually form all their opinions in isolation from others. Rather it is in the 
exchange of ideas that opinions are formed. Focus groups promote a degree of self-
disclosure among participants. This is coupled with the open discussion atmosphere 
created by the moderator tasked with encouraging alternative opinions on the various 
questions. The individual participants in a focus group should share some common 
ground. In this study, the similarity among focus group participants was, of course, their 
status as disabled veterans.      

 
Thus focus groups: 
 

• Provide data from a group of people more quickly than would be collected by 
individual interviews; 

 
• Allow the researcher to interact directly with respondents, providing the opportunity 

for clarification of  responses;  
 

• Enable a researcher to pick up non-verbal cues otherwise unavailable; 
 
• Provide for an open response format for large and rich amounts of data from 

respondents on their own terms; 

                                                 
64  See the Statistical Abstract of the United States, 1998. The tables are for years 1997, taken from page 369 

National Defense and Veterans Affairs table # 592.  Veterans - States: 1997, and Statistical Abstract of the United 
States: 1999 Table No. 594 Disabled Veterans Receiving Compensation: 1980-1998. In turn, these tables were based 
on 1970, 1988, and 1989 data collected from the 1995 Statistical Abstract of the United States, Table No. 578. 
Disabled Veterans Receiving Compensation: 1970 to 1994. Pg. 369. Compiled from same source: U.S. Dept. Of 
Veterans Affairs, Annual Report of the Secretary of Veterans Affairs; and unpublished data. 
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• Are extremely flexible, allowing for interaction and discussion, and creating an 
opportunity for topics and comments to develop;  

 
• Provide an atmosphere of immediacy that can lead to findings which other research 

techniques are unable to uncover;  
 

• Are amenable to providing results that are readily understandable. 
 
 
The principal disadvantage of focus groups is the difficulty in generalizing findings to 

the universe of population. Further, focus group moderators must maintain control of the 
focus group so as to ensure that the group’s discussion does not drift from the purpose at 
hand. Also, the fact that the participants are interacting with each other exposes each 
member of the group to the verbal and non-verbal cues of the other members. Thus, 
moderators must work to allow room for different opinions to be expressed and to 
prevent one or two participants from dominating the discussion. 

 
Thus, focus groups are problematic in that:  
 

• Generalization to the larger population is extremely difficult; 
 

• Members of focus groups interact with each other. Without strong control by the focus 
group leaders, particular members can dominate the discussion and skew results; 

 
• The focus group leaders must ensure that verbal and non-verbal cues are not given 

which will bias the group discussion and responses. 
 
In summation, focus groups, while obviously falling short in terms of generalization, 

provide exploratory data upon which other studies may be launched. It is an excellent 
technique for determining important questions for future research. However, any 
statistical conclusions gathered by focus group techniques must be qualified.  

  
In this study a variety of methods were employed to achieve the widest range of 

participation in the focus group sessions. These included phone calls and mailings to 
disabled veterans known to be engaged in a small business effort or to have aspirations 
of entering into a small business. The veterans participating in the pretest focus group 
were contacted through the use of one instrument. This illustrated the need to rely on a 
variety of lists and referral sources to ensure the desired cross-section of disabled 
veteran participants.65 Subsequently, the study team employed as inclusive a 
methodology as possible. This included:  

                                                 
65  A mailing was employed. Some 238 disabled veterans in small business were contacted by letter that briefly 

explained the purpose of the focus group study and asked if they would participate in the focus group. These 
individuals were known to be disabled veterans who were/had been operating a small business because they had 
previously responded to a survey conducted by the Contractor some years before. These individuals had originally 
been identified by the fact that they were recipients of the Massachusetts Vietnam-era veterans bonus, which was 
provided to all those who served in the military during that era. The Massachusetts bonus list did not identify 
individuals by race or ethnicity, only by branch of service and whether they served in Vietnam or not. The vast 
majority of the veterans who responded to the original survey were White males. Less than 2 percent were African 
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• Phone , direct mail, and e-mail invitations 
 

• Contact and referral from traditional veterans organizations and community-based 
veterans organizations 

 
• References from SBDC, SBA regional and district offices 

 
• Data tables from PRONet, the SBA, and other data tables in the possession or the 

contractor acquired from previous research.  
 
Every plausible strategy was employed to gather participants for the focus group 

study. This methodology ensured that a reflection of the diversity among the veteran 
population was achieved. The study team sought the assistance of veterans’ community-
based agencies targeting service to African American veterans, Hispanic American 
veterans, and other minority populations. This study was very successful in that regard. 
Women and minorities were more than adequately represented with respect to their 
composition in the veterans’ population. 

 

Focus groups were conducted in a total a 26 
cities. 

 
Albuquerque, NM Memphis, TN 
Kennesaw, GA Milwaukee, WI 
Little Rock, AR Minneapolis, MN 
Boston, MA New Orleans, LA 
Brooklyn, NY Portland, ME 
Buffalo, NY Raleigh, NC 
Chicago, IL Saint Louis, MO 
Houston, TX San Antonio, TX 
Denver, CO San Francisco, CA 
Indian Island, ME Seattle, WA 
Irvine, CA Springfield, MA 
Jacksonville, FL Tempe, AZ 
Kansas City, MO Washington, D.C. 

As the focus group literature would point out, the total number of focus groups to be 
conducted is a matter of 
judgement. The heuristic is that 
one conducts focus groups until 
no new/significant information is 
gathered. Given the socio-
political concerns generated by 
this applied research problem, it 
was felt that we should conduct 
focus groups in a manner that 
addressed other issues. That is, 
the study team wanted to ensure 
that there was regional 
representation, as well as good 
minority participation. The 
sponsor agreed with this 
approach. Therefore a total of 24 
focus groups were scheduled to 
be conducted. Two extra cities 
were added to ensure full minority participation. 

 
The eleven principal focus group questions used in the focus group sessions were a 

reflection of the main themes among questions that were to be included in the survey 
instrument that OMB refused to approve (see above). 

 
                                                                                                                                                
American and less than 1.5% were Hispanic. Despite the deficiencies of this list, given the time constraints to produce 
the Phase I report, it was the only reasonably sure means to secure sufficient participation. A number of veterans 
residing outside the Boston area indicated they were interested but could not attend. A total of seventeen individuals 
indicated that they would attend and a total of twelve did so.   
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7.3 The Failures of the Process 
 
The most serious difficulty facing the contractor for this study concerned the overall 

process and relationship of the contractor to the SBA as the funding agency, and the 
OMB as a required approving agency for particular aspects of this (and any other) study. 
The focus group strategy was an alternative one suggested by SBA after the contractor 
was denied approval for a series of surveys which were to be directed to various sectors 
of the veterans’ and disabled veterans’ population.  

 
Several issues were involved here. They included:  

 
• The extraordinary length of time for virtually anything connected with the study to 

move forward. 
 

• The process and relations among the contractor, the SBA, and OMB in connection 
with the development of a survey instrument, and the process of submission to OMB. 

 
• The position of OMB and the consequences for research endeavors.  

 
 

7.3.1 The Problem of Project Timelines 
 
Title VII, Section 703, of the Small Business Reauthorization Act of 1997 (P. L. 105-

30), required that a study be conducted to determine the status and needs of those 
businesses owned and operated by eligible (disabled) veterans. The project was to be 
completed nine months from the date of enactment. The contractor contacted the Office 
of Veterans Affairs at SBA (SBA/OVA) and submitted a draft of an unsolicited proposal 
for comment. During the ensuing months, SBA/OVA did not issue an RFP concerning 
this study. In April 1998, the contractor formally submitted an unsolicited proposal to 
SBA/OVA, which was designed to address the needs of the study required by P. L. 105-
30. On July 15, 1998, the SBA Office of Procurement and Grants Management sent a 
letter authorizing the contractor to proceed66. However, there were funding difficulties. 
These were eventually resolved over the ensuing months and a formal contract was 
signed in December 1998.67    

 
During the following months, the contractor was engaged in rounds of submissions 

and comments with SBA in connection with the development of a survey instrument to 
be utilized with several different veteran universes of population. While the comments 

                                                 
66  Both the original and subsequent proposals allocated 51% and 53% of the principal investigator’s time. In 

actuality the project consumed well over 75% of the principal investigators time for a period of three years. Further, 
85% - 90% of that time was consumed by issues of contention rather than the study. It is a testament to the convoluted 
nature of the process. 

 
67  Things began to move forward after veterans raised concerns at a joint hearing held on May 20, 1998, before 

the Committee on Small Business and the Committee on Veterans Affairs, and after the calls to the relevant 
appropriations subcommittee by veterans’ advocates. This illustrates the social-political atmosphere that often 
surrounds an applied research project. 
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concerning the questionnaire design were very helpful and valid, the timeline was 
exhausting.   

 
The contractor was told repeatedly that approval was imminent. In fact, the 

administration and OMB referred to the imminent conduct of the study in its argument 
to table consideration of HR 1568, the Veterans Entrepreneurship and Small Business 
Development Act of 1999. OMB asserted that Congress should wait for the findings of 
the study before considering that legislation. Subsequently, on the morning of July 15, 
1999, the Senate Committee on Small Business reported the proposed legislation 
favorably. Within three days the contractor received written notice that OMB had denied 
the application for approval.68 Over the next several months various strategies were 
implemented to identify several sub-universes of population for the disabled veterans 
community. As discussed below, these included acquiring a data sample from the DVA 
and employing a separate, simple response instrument to a data table of small businesses 
with federal contracts as provided by the GSA. 

 
The original contract called for this project to be completed in September 1999. There 

was a verbal extension to December 1999. At that point SBA chose to renegotiate the 
contract with the contractor to conduct a number of focus groups around the nation. 69 
The renegotiations process took approximately four to five months. Eventually a 
contract was signed and work was begun in May. A phase I report was submitted on 
May 25, 2000 and approval of the focus group instruments and authorization to conduct 
the focus group study was received on June 12, 2000. The Phase II report was provided 
at the end of July 2000; a Phase III report at the end of September 2000, and this Final 
Report at the end of October 2000. 

 
7.3.2 The Problem of Survey Instrument Development and OMB Disapproval 

 
It is for the purpose of suggesting reforms to the process of relations and to structures 

and functions that a review of the development of the principal survey instrument that 
was never approved is undertaken. 

 
The contractor had developed an initial draft of the survey instrument and forwarded 

this to the SBA. It was reviewed, critiqued and returned. This process went through 
several iterations. This was to be expected and was of good value, but for the time lag. 
Again, many weeks would go by while the questionnaire instrument traveled 
horizontally and vertically through the agency. The exact route was unknown to this 

                                                 
68  It was a surprising coincidence that the contractor had six phone messages from SBA officials and others 

indicating that the survey was denied. These began at 11:00 a.m. on July 15, 1999 and continued virtually on the hour 
until 4:00 p.m. 

 
69  The contractor indicated that this would not satisfy the particular requirement of Title VII, Section 703 

referring to determining the federal contracting dollars in amount and percentage being accrued by businesses owned 
and operated by disabled veterans. SBA decided to move forward and ask for the best effort from the contractor in 
connection with this requirement. This requirement was not met. The contractor actually searched for any type of 
aggregate data that would address this issue. None was found, other than one study conducted in the 1980s on 
veterans’ participation in DOD contracting. 
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contractor. Further, the contractor could never get anything other than the most vague 
answers to questions about this route.70 This entire revision process took over a year.71 

 
The contractor had, and was continually in the process of securing, various data 

tables as universes of population of the veteran and disabled veteran community to 
utilize in connection with the survey instrument. These included veterans from the SBA 
guaranteed loan list dating from 1994 to 1998, the PRO-Net list of some 3000 disabled 
veterans, and a list of small businesses that had secured federal contracts between 1994 
and 1998. Smaller data tables and lists from veterans organizations and studies 
previously conducted by the contractor, which were based on the Massachusetts 
Vietnam era veterans bonus list were also collected. While none of these lists could be 
said to absolutely represent the total universe of the disabled veteran, or veteran 
population, they were very valuable for a study considering the budget and ostensible 
timeline requirements.  

 
As was mentioned above, OMB refused to allow the survey strategy to be 

implemented.72 These objections revolved around issues of: 
 

(1) “Representativeness” of the survey universe of population 
(from various data tables and lists) to the true universe of 
population of disabled veterans 

 
(2) Response rates 

 
(3) The problem of non-respondents 

 
(4) Confidence levels 

 
In its “terms of clearance” communication with SBA, OMB recommended that SBA 

utilize the population identified by SBA under Title VII, Section 704 of the Small 
Business Reauthorization Act of 1997. Yet, the communication indicated that it doubted 
that even this population would be representative of the proper universe of the 
population. The contractor noted this to SBA on several occasions in the previous 
contract phase of this study in connection with the original survey methodology. It is the 
principal reason the contractor indicated that different universes of population should be 
sampled. The contractor responded to OMB concerns in a letter to SBA, but to no 
                                                 

70  This entire process should have been completed within 60 - 90 days. The contractor would have been more 
than willing to travel to Washington for questionnaire design meetings with the agency. Unfortunately, this was not 
the case. 

 
71  In addition, the study team had intended to visit approximately 250 of these veteran-owned businesses (a 

selection of those who responded) and were willing to be interviewed at their place of business. Also, approximately 
100 individuals (non-veterans) were to be identified from the public (federal, state, local) and private sector for in-
depth interviews. All this was abandoned because of the delays and in the renegotiations. 

 
72  The contractor was unaware of the need for OMB approval (as a consequence of the Paperwork Reduction 

Act) for the survey instrument, until well after the proposal and original contract was negotiated with SBA. The 
general process for the implementation of the survey questionnaire was well known to the agency prior to the 
successful negotiation of the contract, yet the contractor was not informed of that process until after the fact. 
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avail.73 In the judgement of the contractor, OMB confused the issues of response rates 
and confidence levels. More importantly, that agency maintained that a sample of the 
true universe of population could not be developed, even though it is common 
knowledge that the DVA, by definition and mission, must possess the definitive list of 
disabled veterans. The contractor requested that SBA approach OMB with the question 
of the acceptability of the DVA database and whether it would insist on a simple random 
sample or on a sample composed of various subgroups. The issue of subgroups was/is 
important, in that if subgroups are desired then the sample size has to increase 
substantially.74 

 
Next, the contractor recommended that SBA resubmit, for OMB approval, a survey 

involving a stratified random sample of those small businesses from the GSA database 
of federal contractors. A letter and simple return postcard was to be utilized which asked 
about veteran and disabled veteran status. This would have satisfied the requirements of 
the legislation pertaining to the amount and percentage of contracting dollars going to 
disabled veteran owned businesses. However, SBA decided not to pursue this strategy 
either. After a number of months in limbo, the contract was renegotiated as a focus 
group study. The contractor was informed that the SBA General Counsel determined 
that such a strategy would satisfy the law. Such a strategy also enabled the agency to 
circumvent OMB, but at the cost of securing statistically valid descriptive data on a 
variety of subsets of population within the veterans’ universe of population.  

 
7.3.3 The Problem of the OMB Position and its Consequences 

 
It is contended here that the OMB position is flawed from a social science 

perspective. For the cost-benefit, random samples from the less than perfect universes of 
the population of veterans and disabled veterans were fine. They would have provided 
the SBA and Congress with solid estimates about the true population of small businesses 
owned and controlled by disabled veterans. Further, they would have provided very 
valuable information for any definitive study to be conducted by the U.S. Bureau of 
Census.75 This would be the case for virtually any study on any issue where population 
problems are an issue. The literature on this matter is quite clear. 

                                                 
 
73  Those interested should request to see the July 19, 1999 fax from Jacqueline K. White to Clifton Toulson re 

OMB Notice of Action. The contractor responded in detail in a letter to the Assistant Administrator for Veterans 
Affairs (see appendix letter to Mr. Clifton Toulson dated July 29,1999). It was relayed back to the contractor that 
OMB considered the response as “argumentative”. 

 
74  According to the various phone calls, etc., SBA made it clear to the contractor that OMB insisted on an 

unambiguously representative sample. This meant that short of securing a list of disabled veterans from the 
Department of Veterans Affairs, no list would be acceptable. The contractor also sought out input from the Bureau of 
the Census. Individuals there emphasized the need for larger sample sizes if subgroups were to be required. Hence, the 
contractor requested SBA to seek an OMB decision on this matter of simple random sample or on a sample composed 
of various subgroups before a resubmission was made. SBA declined to do this. Again, see the appendix for the 
relevant correspondence. 

 
75  $362,000 was originally allocated for this project. A “census quality” study conducted by any private effort or 

by the Census Bureau itself would cost at the minimum $2 to $4 million dollars and take from three to five years to 
complete. The original study provided a very viable alternative. 
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The principal problem revolves around the position of OMB with regard to all survey 
studies and the consequences this position has for research in general, regardless of the 
topic and/or population characteristics in question. Foremost among the difficulties was 
the issue of the response rate, which as related to the Principal Investigator by the SBA 
COTR and director of the Office of Veterans Affairs, had to be 85% according to OMB. 
76 A second issue was the representativeness of the sample, which according to the 
information relayed to the contractor had to be the “perfect” universe. If true, the 
consequence would be that no studies could be approved by OMB if they fell short of 
the ideal universe of population and subgroup composition. This would lead one to 
presume that the only entity that can conduct studies is the Bureau of Census. In fact, the 
researcher contacted the Bureau of Census on a number of occasions. Subsequently, two 
firms within the Washington area and two researchers in the Boston area were contacted 
and asked about these issues.77  

 
The conclusion any reasonable researcher arrives at is that either OMB does not have 

the expertise to truly comprehend the issues at hand (this cannot be the case), or is so 
overwhelmed with its responsibilities that research issues fall to the bottom of the queue. 
This makes for an unfortunate and costly public problem. For this study, the 
consequence was that solid profiles of the service disabled veterans’ population engaged 
in small business, drawn from a variety of universes of population, were not allowed to 
be obtained.  

 
All this leads to two basic questions pertaining to the process of any study conducted 

by any contractor through any agency where survey techniques are involved. Why is 
OMB not involved in a review process of any contract negotiation process since it is an 
ultimate arbiter of the survey approval decision? Why do agencies involved in the 
development of survey studies not meet with contractors two or three times over a two 
or three-month period to discuss survey instruments. Also, why are OMB liaisons not 
part of such a process?  

 
One inevitably comes to the conclusion that the process would suffer less if either of 

these reforms were instituted: 
 

(1) Each agency should be responsible for compliance with the Paperwork 
Reduction Act (1995) for those studies and projects under its authorized 
purview, or 

                                                 
76  OMB had interpreted a letter prepared for SBA to assist them in their preparation for OMB approval as 

indicating that the research project was anticipating only a response rate of 40%, when in actuality the Principal 
Investigator was anticipating a response rate of 65% to 75%. The principal investigator checked with a number of 
statisticians. All of the individuals contacted expressed chagrin and open disbelief that OMB studies remotely meet 
that goal. Rather, all expressed the opinion that only very specific studies (breast cancer research was one example) 
and those research projects conducted by the Census Bureau as studies would achieve that goal. 

 
77  Each individual contacted had an OMB “horror story”. The fact is that on one hand OMB is viewed fearfully 

as a most dangerous obstacle. The principal investigator's questions were met with peals of laughter. One commented 
… “aren’t you glad you took that contract” …another [sarcastically]… “Just tell them you expect 85%”. The upshot 
was that each of the researchers considered the process [between the contractor, sponsor, and OMB] as … “ it’s just a 
mess over there”. 
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(2) OMB should be required to have a liaison that will work with the agency and 

the contractor to overcome any difficulties and concerns.  
 

 
 

8 Recommendations of the Present Study 
 
 During the development of this study a few factors were identified as over-

arching, lynchpin subjects. For the purposes of this Phase IV Final Report they are 
identified below. 

 
The Small Business Reauthorization Act of 1997 (P.L. 105-30) required that a study 

be conducted to determine the status and needs of disabled veteran-owned small 
businesses.  In accordance with the provisions of that law, and Contract SBAHQ-99-C-
0001, the University of Massachusetts – Boston submits the following recommendations 
concerning the needs of small businesses owned and controlled by disabled veterans to 
the U.S. Small Business Administration (SBA). Recommendations pursuant to the 
findings of this study fall into seven categories: Improve Capital Access, Expand 
Business Development Services, Expand Public Information & Outreach, Implement 
Goals and Adhere to Mandates, Enhance Procurement Opportunities, Ensure Services to 
Minority and Women Disabled Veterans, and Conduct Further Research.   

 
8.1 Improve Access to Capital and Credit 

 
• Congress should enact legislation authorizing the U.S. Department of Veterans Affairs 

(DVA) to guarantee small business loans to disabled and other veterans for the 
acquisition of fixed assets used in a business.  Such legislation should provide that the 
VA and SBA (with its expertise in business loan guarantee programs, its access to 
lenders, and its partnerships with business assistance agencies) collaborate in 
administering the small business loan guarantee program. 

 
• Congress should enact legislation authorizing the SBA to provide direct business loans 

to disabled veterans with a 50% or greater disability rating.  Such loans should feature 
the availability of intensive business development and loan acquisition assistance, low 
interest rates (e.g., comparable to the Handicapped Assistance Loan rate when that 
program was funded), no loan fees, and acceptance of the higher risk that is sometimes 
associated with businesses owned by veterans with severe service connected 
disabilities.  Eligibility for direct loans should be automatic for such veterans barring a 
history of willful failure to repay business loans. 

 
• Congress and appropriate federal agencies should act to waive fees and increase 

guarantees for disabled veterans borrowers under the SBA 7(a), 504 and other federal 
business loan programs. 

 
• SBA should work to ensure that disabled veteran-owned businesses in need of 

mezzanine funding are provided assistance in finding and acquiring such second and 
third stage financing. 
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• The SBA should propose regulatory changes to include disabled veteran business 

owners among subpopulations covered in rules governing the Community 
Reinvestment Act. 

 
• The SBA should help identify potential investors to support the creation of Veterans 

Small Business Investment Companies, which should focus investment capital on 
disabled veteran-owned small businesses. 

 
• The SBA should increase approval of loans for disabled veteran-owned small 

businesses under the 7(a) business loan guarantee, Section 504 economic development 
loan, microloan, and other applicable loan programs by no less than 30% each year 
over the next three years. 

 
• Congress should authorize the DVA to fund business start-up grants (for the purchase 

or lease of real property, equipment and tools, for the purchase of inventory, and for 
other business expenses) of up to $100,000 to severely disabled veteran business 
owners enrolled in a vocational rehabilitation program under Chapter 31, Title 38 
U.S.C.  

 
• Congress and the Department of Defense (DOD) should explore the feasibility of and 

mechanisms for increasing small business loan and business assistance opportunities 
for active duty military personnel and their family members, e.g., through credit 
unions, micro-lenders, and business assistance agencies. 

 
• SBA and the National Veterans Business Development Corporation should seek 

solutions to the unique loan acquisition barriers facing veterans who reside, or whose 
business is located on a reservation. 

 
8.2 Expand Business Development Services 

 
• Federal and federally supported business assistance programs for disabled veterans 

should be designed to ensure that the disability-related needs of veterans are met, e.g., 
facilities should be fully accessible to and useable by such individuals. Phone and 
Internet-based services should be made available to veterans unable to travel to a 
business assistance agency due to their disability or medical condition. 

 
• Congress should appropriate $3 million annually to SBA to fund not less than ten pilot 

disabled veterans’ business development service programs, to determine effective 
methods by which to deliver business development services to veteran-owned 
businesses, with preference to service-connected disabled veterans.  Such methods 
could include veterans’ business outreach and assistance centers, incubators, 
accelerators, co-ops, community- or industry-centered mentorship teams comprised of 
successful veteran business owners, networking groups, and highly individualized and 
sustained business technical assistance services for veterans with severe disabilities. 
Training and technical assistance in the areas of marketing and human resource 
strategies (including ways in which disabled veteran-owned businesses can obtain the 
referral of qualified employees from federal, state and local veterans’ employment 
programs) should be an integral component of such business assistance programs.  
Nonprofit (including community-based veterans’ agencies), for-profit, state, county, 
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local and other government entities should compete for opportunities to deliver such 
services.  

 
• The Veterans Business Outreach Centers (VBOC) program, which currently serves 

veterans in only four small geographic areas, should immediately be expanded to 
ensure that all disabled and other veteran-owned businesses are targeted to receive 
basic outreach and business assistance services.  Special efforts should be undertaken 
to ensure that VBOC services are made available to women and minority disabled 
veterans, as well as those in metropolitan areas, and rural communities (including 
reservations).  Nonprofit, for-profit, state, county, local and other government entities 
should compete for opportunities to deliver such services. Congress and SBA should 
adequately fund this expansion, including contract funds and incentive grant funds. 

 
• The DVA should fully enforce the provision of Chapter 31, Title 38 U.S.C., which, 

under certain circumstances, authorizes a veteran to pursue a business start-up as a 
vocational goal (and authorizes assistance in leasing equipment, and purchasing start-
up inventory).  Since self-employment is often the only opportunity for many veterans 
with severe barriers to employment, Chapter 31 should be amended to authorize any 
eligible disabled veteran to pursue a business start-up as a vocational goal, regardless 
of whether or not the veteran is able to pursue regular employment, if the self-
employment goal is consistent with the veteran’s interests and abilities, and is 
otherwise feasible.  The DVA and the veteran should coordinate with a qualified 
business assistance agency or organization to obtain information on the economic 
feasibility of the veteran’s self-employment goal, and to ensure that the veteran 
receives needed business assistance services.  The DVA should also relax restrictions 
on disabled veterans pursuing business-related education and training programs via 
Internet-based degree granting colleges and universities. 

 
• The National Veterans Business Development Corporation, the SBA, DVA, SBDCs 

(and affiliated colleges and universities) should explore the feasibility of developing an 
individualized business training curriculum, specially designed to address unique 
characteristics and needs of disabled and other veterans, and taught by certified SBDC 
and affiliated instructors.  Tuition, fees, books and materials would be paid for with 
assistance from the GI Bill for Education (including Chapter 31), with assistance from 
one or more sponsoring prime contractors, or by the veteran’s business.  This training 
program should be available via mail and the Internet for veterans who are unable to 
travel to training facilities. 

 
• Congress should continue to remove disincentives to self-employment contained in 

existing statutes governing the DVA disability compensation program, as well as 
Social Security Administration disability income programs. 

 
• The National Veterans Business Development Corporation, whose principal purpose is 

to ensure the provision of quality technical assistance to disabled and other veteran-
owned businesses, should collaborate with the Association of Small Business 
Development Centers and other professional associations to develop professional 
veterans’ business assistance training programs for staff members of nonprofit, private 
sector, and government organizations that deliver business development, procurement, 
loan and other assistance to disabled and other veterans.  
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• State and local governments should include disabled and other veterans in business 
assistance and economic development initiatives, identifying disabled veteran-owned 
businesses through links with veterans’ service organizations, state and county 
veterans affairs offices, veterans’ business networks, SBA and other business 
assistance agencies, PRO-Net, and the DVA vocational rehabilitation program.  

 
• SBA should ensure that its business development programs for disabled veterans 

include assistance in establishing a home-based business for veterans who have limited 
mobility, or who have PTSD or other disabilities that may limit their capacity to 
interact, in person, with others.   

 
• SBA, the National Veterans Business Development Corporation, and SBA resource 

partners should become well-versed in adaptive technologies, equipment and devices 
that enable persons with severe disabilities to achieve self-employment goals, sources 
of such products, and resources available to assist a veteran in obtaining them (e.g., 
VA vocational rehabilitation program, state-federal vocational rehabilitation program, 
Technical Assistance Centers).  Web sites of both SBA and the Corporation should 
link disabled veterans to web sites rich in information about such technologies and 
resources such as the Job Accommodation Network, and the National Rehabilitation 
Information Center. 

 
• The DOL and OASVET should take substantive steps to implement the requirement of 

PL 106-50 that it take  an active role in veterans self-employment. 
 

8.3 Expand Public Information & Outreach 
 

• Information about P.L. 106-50 and its implementation, especially details concerning 
the provision for a three percent goal in federal procurement for disabled veterans and 
efforts to increase procurement opportunities for other veterans, should be 
disseminated by SBA and federal agencies to 1) disabled veterans whose names and 
addresses are contained in the files of SBA, SBA-supported organizations, and other 
federal agencies, 2) the approximately 2,200 disabled veteran-owned businesses listed 
in PRO-Net, and 3) disabled veterans who participated in the focus group sessions of 
this study.  Additionally, the DVA should coordinate with the Internal Revenue 
Service to identify service disabled veteran business owners.  The DVA should send 
such veterans a notice (perhaps as an attachment to the annual notice of disability 
compensation increase due to the cost-of-living adjustment) summarizing key 
provisions of P.L. 106-50.  SBA, DVA and the National Veterans Business 
Development Corporation should inform disabled veterans, as well as other veterans, 
about this law’s provisions through veterans’ publications, e.g., DAV, PVA, VVA, 
VFW, and The American Legion national and state publications, and through 
broadcast media public service announcements.  

 
• To ensure a highly visible and effective national launch of the implementation of the 

three percent procurement goal and other important provisions of P.L. 106-50 designed 
to assist disabled and other veteran business owners, the National Veterans Business 
Development Corporation, SBA, the Taskforce on Veterans Entrepreneurship, DVA, 
DOD, DOL, other federal departments, prime contractors with the highest gross annual 
sales to the federal government, SBDCs, state procurement agencies, and state veterans 
service agencies, should join with national veterans’ organizations and veterans’ 
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business networks to co-sponsor regional Veterans Small Business Training and 
Opportunity Fairs throughout the nation before August 31, 2001.  A National Veterans 
Small Business Summit and Opportunity Fair should be conducted no later than 
September 30, 2001, and should feature an examination of barriers to veterans’ 
business success as well as solutions discovered at the regional Fairs.  Policy 
recommendations concerning the effective implementation of P.L. 106-50 (including 
the goals and growth of the National Veterans Business Development Corporation) 
should be sought from participants of both the  regional and national events.  

 
• The VA, in collaboration with representatives of veterans’ service organizations and 

disabled veterans’ business networks, should prepare a fact sheet that explains in plain 
language the effects of self-employment and other earnings and income on eligibility 
for DVA disability compensation (including ratings based on a veteran’s 
unemployability).  This fact sheet should be made available to disabled veteran 
business owners through the VA disability compensation program, the DVA 
vocational rehabilitation program, the SBA, SBDCs, VBOCs, and other SBA-
supported business assistance programs. 

 
• Federal agencies should ensure training of appropriate business assistance and 

procurement personnel on the provisions of P.L. 106-50 and other laws authorizing 
assistance to service disabled veterans in business, and on the unique characteristics, 
needs, and abilities of disabled veterans.   

 
• SBA and SBA-supported programs for business owners who are individuals with 

disabilities, women, and minorities should ensure that public information and outreach 
initiatives and materials (including websites targeting such communities) include 
information on P.L. 106-50 and other small business legislation affording business 
assistance to persons with disabilities who are veterans, and women and minorities 
who are disabled veterans.  Conversely, veterans’ business-related web sites should 
include links to business resources and sites for individuals with disabilities, women 
and minorities, since many veterans may be eligible for programs targeting these 
populations. 

 
• To ensure that disabled and other veterans served by the SBA and SBA-supported 

agencies (including Business Information Centers, Women’s Business Centers, Tribal 
Business Centers, and SBDCs) can be reached with follow-up services; with 
information about business opportunities afforded by legislative, administrative, 
nonprofit or private sector initiatives; and with customer satisfaction and other 
evaluation questionnaires/surveys; each national, regional, district, state, and local 
office of such entities should collect and retain for no less than five years, each client 
veteran’s name and business name, home and business addresses, home and business 
phone numbers, e-mail address, and, if applicable, VA disability rating (e.g., 10 
percent, 50 percent). 

 
• SBA and SBA-supported agencies should determine the success and failure rates of 

disabled veteran-owned businesses they have assisted, and make this information 
available to Congress and the public. 

 
• Business assistance information and materials, including information on programs and 

services available through the SBA, VBOCs, SBDCs, the DVA vocation rehabilitation 
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program, federal procurement offices, and veterans’ organizations, should be made 
available to separating service personnel at Transition Assistance Programs. 

 
• Culturally appropriate public information and outreach initiatives should be 

undertaken to ensure that women and minority disabled veterans become aware of 
opportunities afforded under P.L. 106-50 and related laws.  Such initiatives should 
strive to address language barriers, e.g., Native American and Puerto Rican veterans 
are sometimes not fluent in the English language. 

 
• SBA, VA, DOL, and the U.S. Bureau of the Census should initiate a program to 

improve the collection of data on disabled and other veterans to enable policy makers 
to better determine the needs of veteran business owners.  Special attention should be 
paid to the collection of data on population, employment, and loan approvals/denials 
for disabled and other veterans residing in Puerto Rico, Guam and other U.S. territories 
and possessions.  Congress should provide funds to enable these agencies to undertake 
such data collection activities. 

 
• SBA and the National Veterans Business Development Corporation should collaborate 

with the private sector (especially prime contractors) to support the establishment and 
growth of disabled veteran business networks.    

 
• The National Veterans Business Development Corporation should establish a data 

warehouse containing information about disabled and other veterans and small 
business. 

 
• The Census “short form” (everyone receives the short form, in contrast to the “long 

form,” which is sent to sample populations) should include a question about military 
service, veteran status, and disabled veteran status. 

 
• The veterans’ page of SBA’s website should provide links to DOL employer 

assistance; job training, placement and development; employment law and other 
business-related resources  to enable disabled and other veteran business owners to 
find and hire fellow disabled and other veterans, and to find solutions to other business 
problems and needs. 

 
8.4 Implement Goals and Adhere to Mandates 

 
• The SBA should develop and implement performance goals and indicators in support 

of PL 106-50 and all other legislation related to service disabled veteran business 
owners.  Such goals should include, but not be limited to: 

 
1) Percent of SBA procurement from disabled veteran-owned 

businesses 
2) Percent of SBA prime contracts for disabled veteran-owned 

businesses 
3) Percent of SBA subcontracts for disabled veteran-owned 

businesses 
4) Percent of all federal departments procurement from disabled 

veteran-owned businesses 
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5) Percent of Small Business Innovation Research program 
awards to disabled veteran-owned businesses 

6) Number of 504 loans provided to disabled veteran-owned 
businesses 

7) Number of microloans provided to disabled veteran-owned 
businesses 

8) Number of 7 (a) loans provided to disabled veteran-owned 
businesses 

9) Number of disabled veteran-owned businesses in the 8 (a) 
set-aside program 

10) Number of disabled veterans-owned businesses assisted by 
Small Business Investment Corporations 

11) Percent of small business financings in disabled veteran-
owned businesses 

12) Success rate of disabled veteran-owned businesses 
13) Disabled veterans counseled by SBDCs 
14) Disabled veterans trained by SBDCs 
15) Disabled veterans served in BICs 
16) Disabled veterans served in TBICs 
17) Disabled veterans contacted by WBCs 
18) Percent of SBA Office of Advocacy resources expended in 

advocacy efforts for disabled and other veteran-owned 
businesses 

 
An analysis addressing the above performance indicators and the extent to which the 

goals assigned to each indicator was met should be included in the Administration’s 
Annual Report to Congress on services to veterans as required by PL 106-50. 

 
• Each federal department should establish and implement performance goals and 

indicators in support of PL 106-50 as well as other relevant legislation governing the 
departments’ support of disabled veteran business owners.  Performance goals should 
include: 

 
1) Percent of department/agency procurement from disabled 

veteran-owned businesses. 
2) Percent of department/agency prime contracts for disabled 

veteran-owned businesses. 
3) Percent of department/agency subcontracts (prime contractor 

and other subcontracts, e.g., SBA 8(a) subcontracts) for 
disabled veteran-owned businesses. 

 
• Federal departments and other agencies should require prime contractors that have not 

met their 3% disabled veterans procurement goal, to establish written corrective action 
plans describing specific steps to be taken to meet the goal.  Such steps should include 
efforts to identify and connect with disabled veteran-owned businesses through direct 
mail, e-mail and phone calls (using PRO-Net contact information), VA and other 
federal departments’ database information (matched with IRS and/or Dun and 
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Bradstreet databases), mentorships with service disabled veteran owned businesses 
needing and desiring such support, advertising (e.g., display ads placed in national and 
state veterans’ organization publications), and contacts with state and local economic 
development agencies and state departments of veterans affairs. 

 
8.5 Enhance Procurement Opportunities 

 
• The President should issue an Executive Order directing each federal agency to take 

urgent action to fully and effectively implement the provisions of P.L. 106-50 designed 
to create procurement opportunities for disabled veteran and other veteran-owned 
businesses. 

 
• Procurement systems should be reengineered to further simplify pre-solicitation and 

solicitation procedures, ensure targeted and timely pre-solicitation and solicitation 
notices, guarantee prompt payment practices at all levels (including prime contractors’ 
payments to subcontractors), eliminate unnecessary and overly restrictive qualification 
requirements, minimize bonding requirements, and intensify efforts to reduce bid 
bundling. 

 
• Disabled veterans with disabilities rated 30 percent or more by the VA should be 

considered to have met the “socially and economically disadvantaged” requirement of 
the SBA 8(a) program., and other federal business assistance  programs   

 
• The SBA and National Veterans Business Development Corporation should work 

together to establish a disabled veterans procurement assistance program to provide 
individualized help to business owners in identifying sources of procurement 
solicitation notices and other opportunity information relevant to the veteran’s 
business, methods for obtaining and screening such information, factors to consider in 
deciding which solicitations to bid on, partnership strategies (including methods for 
disabled veterans to link with fellow veteran business owners, e.g., a PRO-Net-linked 
forum and chat room for discussion of potential partnering agreements) , and sources 
of assistance in developing the capacity to fulfill contract specifications (prime 
contract veterans assistance programs, mentorship programs, training and education 
programs). Such procurement assistance programs should be provided as a component 
of Veterans Business Outreach and Assistance Programs, SBA Veterans Affairs 
Offices, Regional Procurement Centers, and each federal department’s Office of Small 
and Disadvantaged Business Utilization.  They should be designed to empower 
disabled veteran businesses by helping them acquire the knowledge, skills, and other 
tools needed to take full advantage of federal, prime contractor and related 
procurement opportunities.  

 
• SBA and other federal agencies involved in promoting, coordinating, or otherwise 

supporting trade missions, virtual trade missions, and other programs designed to 
create and expand trade opportunities for U.S. businesses should ensure that disabled 
and other veteran business owners are included in the planning, implementation and 
benefits of such efforts.  Disabled veterans should be afforded the highest priority in 
all such efforts. 

 
• SBA and other appropriate federal agencies should work together to expand and 

maintain an up-to-date, accurate, qualified contractor database (PRO-Net could serve 
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as a starting point) containing information on disabled veteran-owned businesses, and 
indicating their certification status.  Such agencies should communicate regularly with 
listed businesses regarding the success or failure of federal departments and prime 
contractors in meeting the 3% procurement goal and other mandates contained in P.L. 
106-50, business assistance resources, and methods for acquiring government business. 

 
• Should certification of a disabled veteran-owned business as meeting the requirements 

of P.L. 106-50 become necessary, such certification should be without fee to the 
veteran business owner and his or her business, and be completed within 30 days of 
application.  

 
• All standard federal procurement forms which serve to identify small business  owner 

populations (e.g., women and minorities) should be redesigned to ensure that disabled 
veteran and veteran status and other pertinent information is included. 

 
8.6 Ensure Services to Minorities and Women Disabled Veterans 

 
Special care should be taken to ensure that women and minorities are included in the 

implementation of any and all recommendations made in this study. The points below 
are reiterated as being particularly salient. 

 
• SBA and the VA should work to develop a micro-loan program that is viable for the 

start-up micro-businesses that many disabled veterans with minority status are 
interested in. Those interested in establishing such a micro-business, particularly those 
who were of minority status, indicated that there was no outreach to them. Also, an 
effort to assist minorities (and others) with credit difficulties must be included in the 
program design. Credit difficulty was frequently mentioned as an almost 
insurmountable problem for disabled veterans with lower socio-economic and/or 
minority status. 

 
• Outreach to all veterans will require a comprehensive team effort. This is particularly 

the case for minority and woman veterans. Women who have served in the military 
and are disabled veterans rarely self identify as disabled veterans. Thus, all outreach 
program designs must be very explicit in inclusion of women disabled veterans.  

 
• The type and level of technical services may require adjustment for socio-economic 

factors. In the judgement of the researchers, approximately 60% of the minority 
population participating in the focus groups would require much more comprehensive 
and “entry” level services. For example, the veterans’ focus group participants who 
were involved with the fledgling veterans association of “push-cart” businesses in New 
York City were fined and regulated out of business. They lacked the business, 
political, and social networks as well as the financial capital to be among the survivors 
of the NYC regulatory changes implemented a few years ago. A “one size fits all” 
approach to the delivery of services to disabled veterans and minority disabled 
veterans will not be as successful as an individualized or tiered approach. 

 
• All outreach and technical assistance efforts should include a bilingual capability to 

ensure service to the Hispanic-veterans’ and Native American communities. 
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• SBA, VA, DOL, and the U.S. Bureau of the Census should initiate a program to 
improve the collection of data on disabled  (and non-disabled) veterans residing in 
Puerto Rico, Guam and other U.S. territories and possessions. As mentioned above, 
special attention should be paid to the collection of data on population, employment, 
and loan approvals/denials. Congress should provide funds to enable these agencies to 
undertake such data collection activities. 

 
• The SBA, DVA, DOL, Commerce Department and others should conduct an array of 

exploratory and descriptive studies specifically designed for the disabled women 
veterans’ and minority veterans’ communities. At least one of these studies should 
specifically focus on Puerto Rico. 

 
• Agency memoranduma of agreement with community-based veterans’ agencies and in 

particular, those from the minority community, should include financial 
remuneration/assistance to the organization for their efforts.  

 
 

8.7 Conduct Further Research 
 

• The National Veterans Business Development Corporation, in cooperation with the 
SBA, other agencies and the private sector should collaborate to complete an 
assessment of funding sources available to businesses owned and controlled by 
disabled veterans to determine if a sufficient continuum of business loan products and 
services is available to them, and if they are fully informed of, and possess the 
knowledge and skills to take advantage of such products and services. 

  
• An array of studies (both quantitative and qualitative) should be conducted under the 

auspices of the SBA, VA, and DOL, focusing on issues related to the status and 
development of veterans’ entrepreneurship.  Study requests for proposal should 
address such topics as (1) access to capital, (2) the size, scope, and nature of disabled 
veteran- and other veteran-owned businesses, (3) the ability of veteran-owned 
businesses to participate in the “new economy”. Memorandums of understanding 
should be developed in advance with other agencies (particularly OMB) to ensure 
cooperation in the conduct of such studies. Qualitative and quantitative studies of 
limited scope can provide valuable information about various sectors of the population 
universe in question. Such limited studies provide valuable data and information, 
which can guide the development of more comprehensive studies.  

 
• The SBA should seek funding for a major economic census study such as CBO92-1, 

Characteristics of Business Owners. Such studies can require at least $2 -$4 million 
and take three to five years from inception to completion. Veterans must be included 
as a specific unit of analysis category along with Hispanic, Black, Other minority, and 
Women-owned businesses. The 1992 CBO is limited in its usefulness to supply 
important data concerning veteran-owned businesses.  

 
• In addition to these technical studies, a narrative and annotated history should be 

commissioned which provides a historical overview of the SBA and the profile and 
status of disabled and other veterans as a constituency within SBA.  [Few individuals 
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connected with SBA realize that the agency was an outgrowth of legislation to benefit 
veterans of WWII.] 

 
• Congress should enact legislation authorizing each federal agency to be responsible for 

compliance with the Paperwork Reduction Act (1995) for those studies and projects 
under its purview.  Alternatively, OMB should be required to have a liaison who will 
work with the agency and the study contractor to overcome any difficulties and 
concerns. 
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10 Appendix 

 
 
 

The pages below contain details on a variety of data and issues related to the 
conduct of the study. Immediately below are the details of several tables that were 
generated as part of a special report to SBA by the Bureau of Census in connection with 
the 1992 Economic Census, CBO92-1, Characteristics of Business Owners. As 
mentioned in the report, generating tables on veterans was problematic because cross 
tabulations need a sufficient number of elements in their cells if the estimation of error is 
to be kept at an acceptable level. Also, veterans were not a unit of analysis in this study.  
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SBA Table 12(I) - 1992 Characteristics of Business Owners 

10.1.1 Success Rates for Veteran-Owned Businesses  
 
 
 
 
 
 A
 
 
 
 
 
   
 
 
 
 
 
   
 
 
 
 
 
 
  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
P a r t  I  -  B u s in e s s e s  s t i l l  in  o p e ra t io n  in  1 9 9 6 ?

B y  Y e a r   o f  O p e r a t io n  a n d  In d u s t r y  D iv is io n
S t i l l  in  O p e r a t io n

N u m b e r  o f  F irm s Y E S N O D O N 'T  K N O W
A B C D

ll V e t  B u s in e s s e s 4 ,1 6 7 ,5 0 5 7 5 .5 2 3 .3 1 .2
A g r i  S e r v ic e s 1 3 3 ,2 0 1 7 7 .1 2 0 .5 2 .4
C o n s t r u c t io n 5 3 9 ,9 1 0 6 7 .2 3 1 .5 1 .3
m a n u fa c tu r in g 1 2 8 ,4 0 8 8 2 .1 1 5 .4 2 .4
T r a n s ,C o m m ,U t i l 1 7 7 ,8 2 9 6 6 .1 3 1 .0 2 .9
W h o le s a le  T ra d e 1 5 4 ,7 1 2 8 0 .3 1 7 .2 2 .6
R e ta i l  T r a d e 4 4 3 ,8 4 9 7 7 .8 2 0 .8 1 .4
F in , In s ,R  E s t 6 9 4 ,2 4 5 8 1 .5 1 8 .4 0 .1
S e r v ic e s 1 ,7 4 4 ,3 5 6 7 5 .6 2 3 .3 1 .2
In d  N o t  C la s s 1 5 0 ,9 9 6 6 8 .1 3 1 .5 0 .3

   E s t  B e fo r e  1 9 7 0 7 6 6 ,2 5 0 8 1 .5 1 8 .3 0 .2
A g r i  S e r v ic e s 3 6 ,8 7 5 8 8 .0 1 1 .9 0 .1
C o n s t r u c t io n 7 8 ,5 4 5 6 3 .5 3 6 .4 0 .1
m a n u fa c tu r in g 2 5 ,9 5 1 9 5 .5 4 .5 0 .0
T r a n s ,C o m m ,U t i l 1 1 ,3 2 4 9 6 .8 3 .2 0 .0
W h o le s a le  T ra d e 2 4 ,0 2 8 9 4 .8 5 .2 0 .0
R e ta i l  T r a d e 1 4 4 ,5 1 5 8 6 .1 1 3 .5 0 .3
F in , In s ,R  E s t 1 2 6 ,7 3 5 8 2 .3 1 7 .3 0 .4
S e r v ic e s 3 0 0 ,0 3 3 8 0 .3 1 9 .7 0 .1
In d  N o t  C la s s 1 8 ,2 4 5 7 8 .4 2 1 .6 0 .0

   E s t  1 9 7 0 - 1 9 7 9 8 2 4 ,5 7 6 8 2 .8 1 6 .2 1 .0
A g r i  S e r v ic e s 1 5 ,6 6 2 8 9 .7 9 .7 0 .6
C o n s t r u c t io n 1 0 6 ,0 5 8 7 3 .1 2 6 .9 0 .0
m a n u fa c tu r in g 1 8 ,9 4 6 8 4 .2 1 1 .6 4 .2
T r a n s ,C o m m ,U t i l 2 3 ,4 3 5 7 6 .6 2 2 .2 1 .3
W h o le s a le  T ra d e 2 8 ,8 6 8 8 1 .3 8 .7 1 0 .0
R e ta i l  T r a d e 8 9 ,1 8 6 7 5 .4 2 4 .6 0 .0
F in , In s ,R  E s t 1 5 9 ,6 2 8 9 0 .6 9 .4 0 .0
S e r v ic e s 3 5 1 ,0 1 8 8 4 .3 1 4 .6 1 .2
In d  N o t  C la s s 3 1 ,7 7 6 8 2 .8 1 7 .2 0 .0

   E s t  1 9 8 0 - 1 9 8 5 6 8 9 ,2 4 6 8 5 .0 1 4 .7 0 .2
A g r i  S e r v ic e s 1 3 ,1 8 0 9 2 .5 2 .2 5 .4
C o n s t r u c t io n 6 7 ,2 8 8 8 3 .9 1 6 .0 0 .1
m a n u fa c tu r in g 2 4 ,7 8 4 9 8 .2 1 .8 0 .0
T r a n s ,C o m m ,U t i l 2 9 ,6 4 1 7 6 .4 2 2 .4 1 .2
W h o le s a le  T ra d e 2 7 ,6 3 0 9 3 .2 6 .4 0 .5
R e ta i l  T r a d e 5 4 ,4 4 6 9 3 .1 6 .9 0 .0
F in , In s ,R  E s t 1 4 9 ,3 9 8 8 0 .3 1 9 .7 0 .0

S e r v ic e s 2 9 5 ,9 1 9 8 4 .4 1 5 .6 0 .1
In d  N o t  C la s s 2 6 ,9 6 0 9 1 .2 8 .2 0 .6

     E s t  1 9 8 6 - 1 9 8 8 6 0 7 ,7 7 0 7 1 .1 2 5 .6 3 .3
A g r i S e r v ic e s 2 3 ,4 6 1 8 4 .5 1 5 .5 0 .0
C o n s t r u c t io n 8 5 ,3 6 5 6 4 .6 2 7 .6 7 .8
m a n u fa c tu r in g 1 8 1 ,1 3 2 6 5 .5 3 4 .5 0 .0
T r a n s ,C o m m ,U t i l 2 3 ,1 0 9 6 8 .6 3 1 .4 0 .0
W h o le s a le  T ra d e 2 0 ,7 8 9 7 2 .5 2 7 .5 0 .0
R e ta il  T r a d e 3 1 ,5 2 9 8 4 .2 1 5 .7 0 .1
F in , In s ,R  E s t 9 4 ,7 8 6 7 1 .6 2 8 .4 0 .0
S e r v ic e s 2 9 6 ,5 3 5 7 0 .4 2 5 .1 4 .5
In d  N o t  C la s s 1 4 ,0 6 4 8 1 .7 1 8 .3 0 .0

     E s ta b l is h e d  1 9 8 9 2 6 6 ,1 3 2 7 3 .1 2 5 .6 1 .3
A g r i S e r v ic e s 5 ,6 9 7 8 9 .9 1 .0 9 .1
C o n s t r u c t io n 4 7 ,3 2 7 7 6 .8 2 3 .2 0 .0
m a n u fa c tu r in g 6 ,9 0 9 5 9 .0 8 .0 3 3 .0
T r a n s ,C o m m ,U t i l 1 3 ,2 3 5 7 0 .2 2 9 .8 0 .0
W h o le s a le  T ra d e 9 ,0 2 3 6 6 .6 3 3 .4 0 .0
R e ta il  T r a d e 2 3 ,8 5 8 7 6 .5 2 0 .6 2 .9
F in , In s ,R  E s t 5 2 ,1 5 2 8 8 .9 1 1 .1 0 .0
S e r v ic e s 9 2 ,8 3 2 6 4 .6 3 5 .4 0 .0
In d  N o t  C la s s 1 5 ,0 9 9 5 9 .8 4 0 .2 0 .0

     E s ta b l is h e d  1 9 9 0 2 9 3 ,7 0 4 6 6 .6 3 1 .3 2 .1
A g r i S e r v ic e s 1 5 ,6 3 0 6 3 .8 2 7 .3 8 .9
C o n s t r u c t io n 4 7 ,9 7 6 5 9 .7 4 0 .3 0 .0
m a n u fa c tu r in g 7 ,7 6 8 6 8 .0 3 1 .8 0 .3
T r a n s ,C o m m ,U t i l 1 8 ,3 7 1 6 6 .7 9 .0 2 4 .3  
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10.1.2 SBA Table 12(I) - 1992 Characteristics of Business Owners 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Number of Firms 1992 1993 1994 1995 NA
A F G H I K

All Vet Businesses 4,167,505              7.1 6.3 5.4 4.6 76.7
Agri Services 133,201                 9.9 2.7 3.1 4.8 79.5
Construction 539,910                 10.2 4.2 8.6 8.5 68.5
manufacturing 128,408                 2.1 5.7 4.3 3.4 84.6
Trans,Comm,Util 177,829                 11.5 5.7 7.0 6.8 69.0
Wholesale Trade 154,712                 2.0 5.7 5.6 3.7 82.8
Retail Trade 443,849                 6.0 6.0 2.6 6.3 79.2
Fin,Ins,R Est 694,245                 3.9 4.6 7.8 2.2 81.6
Services 1,744,356              7.4 7.7 4.2 4.0 76.7
Ind Not Class 150,996                 11.3 11.1 5.1 4.0 68.5

     Est Before 1970 766,250                 3.7 8.2 2.4 4.0 81.7
Agri Services 36,875                   9.4 0.0 0.4 2.1 88.1
Construction 78,545                   1.3 19.0 12.8 3.2 63.6
manufacturing 25,951                   2.9 0.4 0.0 1.2 95.5
Trans,Comm,Util 11,324                   0.0 0.5 2.1 0.6 96.8
Wholesale Trade 24,028                   0.6 2.7 0.3 1.7 94.8
Retail Trade 144,515                 11.2 0.2 0.2 1.9 86.5
Fin,Ins,R Est 126,735                 0.0 8.2 0.8 8.3 82.7
Services 300,033                 1.8 11.5 2.1 4.3 80.3
Ind Not Class 18,245                   9.3 9.5 2.8 0.0 78.4

     Est 1970-1979 824,576                 2.4 1.4 5.1 7.2 83.8
Agri Services 15,662                   1.8 6.4 0.9 0.7 90.3
Construction 106,058                 3.3 0.4 12.0 11.2 73.1
manufacturing 18,946                   0.1 0.6 3.0 2.9 88.4
Trans,Comm,Util 23,435                   2.2 0.8 1.8 17.2 78.0
Wholesale Trade 28,868                   3.5 0.8 1.7 2.7 91.3
Retail Trade 89,186                   3.4 4.8 1.7 14.8 75.4
Fin,Ins,R Est 159,628                 2.5 0.2 6.0 0.3 90.6
Services 351,018                 2.0 0.2 4.5 7.9 85.4
Ind Not Class 31,776                   0.3 13.2 0.0 3.6 82.8

     Est 1980-1985 689,246                 2.3 3.9 6.2 2.4 85.3
Agri Services 13,180                   0.1 0.7 1.0 0.4 97.8
Construction 67,288                   0.8 0.0 10.7 4.4 84.0
manufacturing 24,784                   0.2 0.3 0.8 0.5 998.2
Trans,Comm,Util 29,641                   5.4 9.3 4.3 3.4 77.6
Wholesale Trade 27,630                   0.9 0.6 0.9 3.9 93.6
Retail Trade 54,446                   0.5 2.6 1.4 2.5 93.1
Fin,Ins,R Est 149,398                 0.1 7.6 9.9 2.1 80.3
Services 295,919 4.3 3.5 5.5 2.2 84.4
Ind Not Class 26,960 0.6 0.8 6.3 0.5 91.8

     Est 1986-1988 607,770 13.6 5.1 3.5 3.4 74.4
Agri Services 23,461 12.0 0.1 2.2 1.1 84.5
Construction 85,365 16.6 6.0 0.1 4.9 72.4
manufacturing 181,132 7.2 22.5 2.0 2.8 65.5
Trans,Comm,Util 23,109 15.0 1.2 9.2 6.0 68.6
Wholesale Trade 20,789 0.6 16.8 3.1 6.9 72.5
Retail Trade 31,529 6.9 2.2 3.8 2.8 84.3
Fin,Ins,R Est 94,786 13.2 0.2 14.4 0.6 71.6
Services 296,535 15.5 5.7 0.9 3.0 74.9
Ind Not Class 14,064 0.2 0.0 0.0 18.1 81.7

Ceased Operations in…

Part II - If No Longer Operating, Year Business Ceased Operations 
By Year of Operation and Industry Division
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10.1.3 SBA Table 12(I) - 1992 Characteristics of Business Owners  (cont.) 
 
 
 

 
     Established 1989 266,132 4.4 6.4 11.8 3.0 74.4

Agri Services 5,697 0.2 0.0 0.4 0.4 99.0
Construction 47,327 9.8 0.3 10.6 2.5 76.8
manufacturing 6,909 0.8 0.9 0.5 5.9 92.0
Trans,Comm,Util 13,235 0.0 8.8 12.3 8.6 70.2
Wholesale Trade 9,023 0.1 25.9 1.8 5.5 66.6
Retail Trade 23,858 8.0 4.7 7.8 0.2 79.4
Fin,Ins,R Est 52,152 0.1 7.0 3.9 0.1 88.9
Services 92,832 0.8 9.2 22.1 3.3 64.6
Ind Not Class 15,099 28.8 0.0 0.1 11.3 59.8

     Established 1990 293,704 2.0 13.1 7.9 8.3 68.7
Agri Services 15,630 0.2 0.3 20.0 6.8 72.7
Construction 47,976 5.1 1.1 0.2 33.8 59.7
manufacturing 7,768 0.0 6.0 2.7 23.0 68.2
Trans,Comm,Util 18,371 1.1 0.0 7.8 0.0 91.0
Wholesale Trade 8,871 0.7 13.5 8.4 0.4 76.9
Retail Trade 36,186 0.0 41.5 12.7 11.9 33.9
Fin,Ins,R Est 28,997 0.4 0.5 37.5 0.0 61.6
Services 125,173 2.4 16.7 1.7 0.7 78.5
Ind Not Class 4,730 0.8 2.7 1.8 1.9 92.7

     Established 1991 300,364 11.8 9.0 2.4 5.5 71.3
Agri Services 7,465 1.2 0.3 0.3 1.7 96.5
Construction 39,953 34.6 1.5 5.6 13.9 44.5
manufacturing 11,396 0.9 7.5 2.3 0.6 88.8
Trans,Comm,Util 12,568 9.6 14.3 4.7 0.2 71.2
Wholesale Trade 16,994 7.8 1.4 4.3 3.3 83.3
Retail Trade 25,856 2.4 6.9 1.1 19.6 70.0
Fin,Ins,R Est 50,825 0.0 6.5 0.5 0.1 92.8
Services 125,187 14.6 14.5 1.8 3.9 65.1
Ind Not Class 10,119 1.2 2.7 4.8 0.0 91.3

     Established 1992 349,761 26.1 13.1 5.8 3.2 51.8
Agri Services 14,663 43.5 16.6 0.3 27.4 12.2
Construction 52,592 28.0 2.0 17.2 2.2 50.6
manufacturing 7,577 0.6 1.6 1.1 7.8 88.8
Trans,Comm,Util 37,898 35.5 10.3 2.2 0.4 51.7
Wholesale Trade 12,806 1.0 3.7 21.1 7.8 66.3
Retail Trade 26,143 3.8 5.7 3.3 0.5 86.7
Fin,Ins,R Est 29,871 31.2 8.4 3.5 0.2 56.7
Services 139,202 25.7 17.0 0.5 2.9 53.9
Ind Not Class 29,008 36.0 35.0 16.6 0.4 12.0

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 119



10.1.4 SBA Table 14(I) - 1992 Characteristics of Business owners  
Net Profits/Loss for Veteran-Owned Businesses 
 

Part I - Net profits in 1992

Number of 
Firms

100K and 
up

25  to   
99K 10  to  25K 0   to   10K

A B C D E
All Vet Businesses 3,440,268       4.2 12.8 10.0 46.3

Agri Services 110,036          3.1 11.2 12.6 45.8
Construction 431,662          2.0 10.5 12.2 50.1
manufacturing 111,220          8.0 12.6 13.2 34.8
Trans,Comm,Util 149,709          2.0 10.9 19.4 46.6
Wholesale Trade 137,984          8.4 17.4 12.3 34.9
Retail Trade 418,273          3.0 13.0 11.9 43.0
Fin,Ins,R Est 523,954          6.7 13.3 12.3 36.2
Services 144,328          4.3 13.5 6.3 51.1
Ind Not Class 113,102          0.9 7.1 9.0 56.0

     Est Before 1970 598,271          8.8 19.9 14.7 38.7
Agri Services 24,257            4.2 19.4 8.8 48.0
Construction 69,850            4.8 11.8 20.4 39.9
manufacturing 21,872            16.0 27.3 5.2 32.7
Trans,Comm,Util 8,445              17.2 26.0 14.0 17.4
Wholesale Trade 22,707            22.7 24.4 12.8 22.6
Retail Trade 132,685          4.1 14.7 13.1 47.3
Fin,Ins,R Est 79,146            18.1 21.1 25.3 28.6
Services 224,494          8.0 24.5 12.2 37.2
Ind Not Class 14,816            2.7 7.6 9.5 63.5

     Est 1970-1979 692,018          5.6 16.9 15.8 39.3
Agri Services 12,288            3.0 22.2 25.8 29.8
Construction 112,847          1.7 11.2 20.7 39.9
manufacturing 17,003            14.9 23.9 29.2 10.1
Trans,Comm,Util 17,836            3.7 21.3 31.2 26.7
Wholesale Trade 21,966            12.6 27.5 16.9 32.0
Retail Trade 82,927            4.5 19.5 19.3 43.3
Fin,Ins,R Est 101,225          10.2 21.3 21.7 12.4
Services 298,217          5.6 16.2 8.9 48.6
Ind Not Class 27,708            0.2 6.8 15.3 58.5

     Est 1980-1985 560,533          4.2 15.7 9.6 42.6
Agri Services 12,213            6.0 6.8 5.7 46.1
Construction 32,805            4.2 26.4 22.2 38.6
manufacturing 18,588            7.4 7.3 19.2 29.7
Trans,Comm,Util 28,275            0.9 17.7 15.4 32.4
Wholesale Trade 26,527            8.4 19.0 9.4 16.9
Retail Trade 52,936            2.4 13.9 19.5 40.7
Fin,Ins,R Est 129,817          5.2 13.1 4.7 36.1
Services 239,188          4.0 17.0 7.7 53.7
Ind Not Class 20,183            0.5 10.4 2.3 20.6

     Est 1986-1988 496,788          2.7 10.4 5.2 59.6
Agri Services 21,721            2.0 6.8 16.2 47.4
Construction 50,708            1.0 20.2 6.8 47.8
manufacturing 15,050            4.4 11.7 10.0 37.7
Trans,Comm,Util 19,889            1.8 12.4 16.9 39.5
Wholesale Trade 17,549            2.5 19.7 12.6 51.5
Retail Trade 33,741            2.7 15.4 6.1 49.3
Fin,Ins,R Est 68,535            1.8 9.1 10.8 45.9
Services 259,490          3.3 7.6 0.8 70.6
Ind Not Class 10,105            0.5 12.0 3.2 75.4

Net Profit
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10.1.5 SBA Table 14(I) - 1992 Characteristics of Business owners (cont.) 
Net Profits/Loss for Veteran-Owned Businesses 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

     Established 1989 233,581          4.0 6.8 6.5 44.9
Agri Services 5,529              10.2 15.5 1.1 17.7
Construction 38,770            0.7 2.5 0.8 65.3
manufacturing 6,687              3.0 6.2 23.8 46.9
Trans,Comm,Util 13,181            0.0 3.9 28.2 48.4
Wholesale Trade 8,951              2.0 15.0 7.0 45.2
Retail Trade 20,092            2.8 18.6 8.3 29.3
Fin,Ins,R Est 50,024            1.0 6.3 1.2 47.0
Services 75,342            9.4 6.1 8.5 31.1
Ind Not Class 15,004            0.3 1.5 0.9 81.3

     Established 1990 256,127          1.2 7.3 5.4 50.0
Agri Services 12,291            1.1 10.4 3.8 63.3
Construction 42,007            1.8 2.2 4.1 54.9
manufacturing 6,902              4.4 3.0 25.2 45.6
Trans,Comm,Util 17,596            1.1 1.8 29.8 62.6
Wholesale Trade 8,956              3.3 4.1 11.2 18.5
Retail Trade 39,040            0.7 2.2 1.4 44.7
Fin,Ins,R Est 27,219            2.1 2.6 0.1 82.8
Services 97,722            0.6 13.0 0.8 39.9
Ind Not Class 4,395              0.1 32.0 1.4 54.1

     Established 1991 270,668          0.8 6.0 6.5 51.6
Agri Services 7,373              1.0 4.9 49.1 13.0
Construction 39,521            0.5 8.7 1.3 68.0
manufacturing 9,289              2.9 1.5 1.3 41.3
Trans,Comm,Util 10,131            0.2 1.8 15.3 72.9
Wholesale Trade 15,750            0.8 2.7 23.2 51.1
Retail Trade 26,890            0.6 4.3 5.4 37.5
Fin,Ins,R Est 29,448            3.2 5.6 2.5 69.1
Services 122,435          0.2 7.3 4.9 46.5
Ind Not Class 9,831              0.2 0.0 0.4 52.4

     Established 1992 278,671          1.1 4.2 7.7 56.5
Agri Services 14,132            0.0 0.9 1.1 66.6
Construction 30,987            1.6 0.4 6.2 72.2
manufacturing 10,271            0.2 0.7 0.8 63.6
Trans,Comm,Util 29,715            0.0 6.0 13.6 58.7
Wholesale Trade 11,080            3.0 14.0 2.9 40.9
Retail Trade 25,714            0.7 1.5 1.2 35.2
Fin,Ins,R Est 28,893            1.2 8.0 26.8 32.2
Services 117,020          1.1 4.5 2.8 62.1
Ind Not Class 10,859            3.0 0.2 32.3 56.7
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10.1.6 SBA Table 14(II) - 1992 Characteristics of Business owners  
Net Profits/Loss for Veteran-Owned Businesses 
 
 

Part II - Net Loss  in 1992

Number of 
Firms

0   to   
10K

10  to  
25K

25  to   
99K

100K and 
up

A F G H I
All Vet Businesses 3,440,268       18.7 4.3 2.5 1.2

Agri Services 110,036          22.7 0.9 3.1 0.7
Construction 431,662          15.2 8.7 0.5 0.7
manufacturing 111,220          18.2 4.8 5.8 2.6
Trans,Comm,Util 149,709          11.3 6.5 2.6 0.7
Wholesale Trade 137,984          17.8 5.6 2.7 0.9
Retail Trade 418,273          20.7 5.0 2.8 0.5
Fin,Ins,R Est 523,954          14.1 6.4 7.4 3.6
Services 144,328          21.8 1.7 0.5 0.9
Ind Not Class 113,102          14.9 5.6 6.5 0.1

     Est Before 1970 598,271          10.1 5.3 1.4 1.2
Agri Services 24,257            15.1 0.6 3.8 0.2
Construction 69,850            0.9 20.1 1.4 0.7
manufacturing 21,872            6.5 5.2 3.8 3.1
Trans,Comm,Util 8,445              7.5 12.3 5.2 0.6
Wholesale Trade 22,707            5.0 3.6 6.7 2.1
Retail Trade 132,685          14.5 5.1 0.6 0.6
Fin,Ins,R Est 79,146            3.1 1.0 1.6 1.2
Services 224,494          13.3 2.6 0.6 1.6
Ind Not Class 14,816            9.0 7.2 0.4 0.0

     Est 1970-1979 692,018          15.7 3.0 2.8 0.8
Agri Services 12,288            15.4 0.3 1.3 2.2
Construction 112,847          18.7 7.1 0.4 0.4
manufacturing 17,003            9.6 7.2 1.0 4.0
Trans,Comm,Util 17,836            10.8 1.3 3.3 1.8
Wholesale Trade 21,966            2.0 6.2 1.3 1.5
Retail Trade 82,927            5.8 4.2 3.0 0.4
Fin,Ins,R Est 101,225          16.6 2.5 14.0 1.3
Services 298,217          18.5 1.3 0.3 0.6
Ind Not Class 27,708            18.4 0.4 0.4 0.1

     Est 1980-1985 560,533          15.8 6.2 4.8 1.2
Agri Services 12,213            32.5 0.8 1.0 1.1
Construction 32,805            3.9 2.8 0.4 1.6
manufacturing 18,588            25.1 3.9 5.4 2.1
Trans,Comm,Util 28,275            18.3 14.1 0.3 0.8
Wholesale Trade 26,527            29.4 14.5 1.9 0.6
Retail Trade 52,936            14.7 3.4 5.2 0.1
Fin,Ins,R Est 129,817          11.6 12.4 14.4 2.5
Services 239,188          15.2 1.0 0.6 0.8
Ind Not Class 20,183            30.8 23.7 11.4 0.2

     Est 1986-1988 496,788          14.9 3.7 2.1 1.4
Agri Services 21,721            18.3 1.8 7.2 0.2
Construction 50,708            9.2 13.0 0.2 1.8
manufacturing 15,050            26.7 5.3 2.4 1.9
Trans,Comm,Util 19,889            2.0 17.9 9.5 0.0
Wholesale Trade 17,549            4.1 5.2 3.9 0.4
Retail Trade 33,741            11.8 10.6 3.7 0.3
Fin,Ins,R Est 68,535            21.6 1.1 6.0 3.7
Services 259,490          15.9 0.6 0.1 1.2
Ind Not Class 10,105            4.1 1.5 3.2 0.0

Net Loss
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10.1.7 SBA Table 14(II) - 1992 Characteristics of Business owners (cont.)  
Net Profits/Loss for Veteran-Owned Businesses 
 
 

     Established 1989 233,581          29.4 6.8 1.1 0.5
Agri Services 5,529              53.8 0.0 0.4 1.2
Construction 38,770            24.5 3.9 0.9 1.3
manufacturing 6,687              7.9 11.2 0.0 1.0
Trans,Comm,Util 13,181            16.3 1.1 1.5 0.6
Wholesale Trade 8,951              26.4 2.8 1.4 0.2
Retail Trade 20,092            27.0 11.9 2.0 0.2
Fin,Ins,R Est 50,024            28.6 15.6 0.2 0.1
Services 75,342            38.8 3.8 1.8 0.5
Ind Not Class 15,004            14.1 1.6 0.2 0.0

     Established 1990 256,127          33.8 1.2 0.4 1.5
Agri Services 12,291            19.4 1.4 0.0 0.6
Construction 42,007            36.8 0.1 0.1 0.0
manufacturing 6,902              9.8 4.5 2.1 5.3
Trans,Comm,Util 17,596            0.9 2.8 0.0 1.0
Wholesale Trade 8,956              59.9 1.7 1.4 0.0
Retail Trade 39,040            48.0 2.0 0.2 0.9
Fin,Ins,R Est 27,219            4.1 2.1 1.7 4.5
Services 97,722            43.3 0.5 0.1 1.8
Ind Not Class 4,395              9.5 0.0 2.9 0.0

     Established 1991 270,668          25.7 5.1 3.5 0.8
Agri Services 7,373              22.7 0.2 7.7 1.3
Construction 39,521            5.5 116.0 0.0 0.0
manufacturing 9,289              9.5 3.2 36.8 3.4
Trans,Comm,Util 10,131            6.3 0.5 2.5 0.4
Wholesale Trade 15,750            19.3 1.3 0.2 1.3
Retail Trade 26,890            45.9 3.5 1.2 1.6
Fin,Ins,R Est 29,448            13.5 3.6 0.2 2.4
Services 122,435          36.3 4.0 0.5 0.2
Ind Not Class 9,831              3.7 0.0 43.4 0.0

     Established 1992 278,671          26.9 2.1 1.4 0.2
Agri Services 14,132            31.2 0.0 0.2 0.0
Construction 30,987            17.9 0.8 0.8 0.0
manufacturing 10,271            28.3 0.5 4.9 0.9
Trans,Comm,Util 29,715            19.5 0.7 1.3 0.2
Wholesale Trade 11,080            33.9 1.2 4.1 0.1
Retail Trade 25,714            50.4 4.7 5.5 0.9
Fin,Ins,R Est 28,893            18.5 13.3 0.0 0.1
Services 117,020          28.7 0.1 0.6 0.1
Ind Not Class 10,859            6.6 0.0 1.2 0.0
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10.1.8 SBA Table 15(I) - 1992 Characteristics of Business Owners 
Success Rates for Disabled Veteran-Owned Businesses 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 124

Number of Firms YES NO DON'T KNOW
A B C D

All Vet Businesses 312,813           69.5 27.8 2.7
Agri Services 7,062               79.1 1.1 19.8
Construction 21,333             66.9 33.1 0.0  
manufacturing 8,586               88.2 11.6 0.2
Trans,Comm,Util 12,852             71.7 28.3 0.0
Wholesale Trade 7,686               58.1 4.4 37.5
Retail Trade 43,437             62.9 37.0 0.1
Fin,Ins,R Est 53,557             94.3 5.6 0.1
Services 142,485           59.1 38.1 2.7
Ind Not Class 15,815             90.6 9.4 0.0

     Est Before 1970 68,125             70.2 29.6 0.2
Agri Services 2,470               99.5 0.5 0.0
Construction 1,849               92.8 7.2 0.0
manufacturing 351                  96.0 4.0 0.0
Trans,Comm,Util 368                  89.4 10.6 0.0
Wholesale Trade 1,039               94.9 5.1 0.0
Retail Trade 18,063             44.0 55.8 0.3
Fin,Ins,R Est 10,420             99.3 0.0 0.7
Services 32,330             69.9 30.1 0.0
Ind Not Class 1,234               92.6 7.2 0.2

     Est 1970-1979 76,486             63.6 27.8 8.6
Agri Services 201                  100.0 0.0 0.0
Construction 2,544               93.1 6.9 0.0
manufacturing 482                  99.0 1.0 0.0
Trans,Comm,Util 2,081               99.8 0.2 0.0
Wholesale Trade 4,618               35.2 2.3 62.4
Retail Trade 3,971               88.9 11.1 0.0
Fin,Ins,R Est 20,266             99.7 0.3 0.0
Services 41,906             42.8 48.3 8.9
Ind Not Class 418                  56.8 43.2 0.0

     Est 1980-1985 57,216             82.0 18.0 0.0
Agri Services 134                  100.0 0.0 0.0
Construction 5,554               58.0 42.0 0.0
manufacturing 2,660               98.4 1.6 0.0
Trans,Comm,Util 1,370               83.8 16.2 0.0
Wholesale Trade 410                  98.4 1.6 0.0
Retail Trade 8,623               96.7 3.3 0.0
Fin,Ins,R Est 7,513               99.5 0.5 0.0
Services 18,901             60.8 39.2 0.0
Ind Not Class 12,051             100.0 0.0 0.0

     Est 1986-1988 31,958             74.5 25.5 0.0
Agri Services 91                    100.0 0.0 0.0
Construction 2,169               6.9 93.1 0.0
manufacturing 2,300               91.7 8.3 0.0
Trans,Comm,Util 4,971               74.0 26.0 0.0
Wholesale Trade 1,211               95.3 4.7 0.0
Retail Trade 1,000               79.7 20.3 0.0
Fin,Ins,R Est 1,542               100.0 0.0 0.0
Services 18,495             77.3 22.7 0.0
Ind Not Class 178                  0.0 100.0 0.0

Part I - Businesses still in operation in 1996?  
By Year  of Operation and Industry Division

Still in Operation



 
10.1.9 SBA Table 15 (I) - 1992 Characteristics of Business Owners (cont.) 

Success Rates for Disabled Veteran-Owned Businesses 
 
 
 

     Established 1989 15,950             41.9 58.1 0.0
Agri Services 43                    100.0 0.0 0.0
Construction 72                    100.0 0.0 0.0
manufacturing 34                    0.0 100.0 0.0
Trans,Comm,Util 419                  12.2 87.8 0.0
Wholesale Trade 174                  100.0 0.0 0.0
Retail Trade 379                  37.0 63.0 0.0
Fin,Ins,R Est 4,075               97.8 2.2 0.0
Services 10,532             20.8 79.2 0.0
Ind Not Class 221                  8.6 91.4 0.0

     Established 1990 10,550             50.2 36.4 13.5
Agri Services 1,824               23.3 0.0 76.7
Construction 4                      30.7 69.3 0.0
manufacturing 2,383               69.4 29.7 0.9
Trans,Comm,Util 265                  100.0 0.0 0.0
Wholesale Trade 119                  16.0 84.0 0.0
Retail Trade 3,244               19.2 80.8 0.0
Fin,Ins,R Est 112                  36.6 63.4 0.0
Services 1,439               92.9 7.1 0.0
Ind Not Class 859                  97.6 2.4 0.0

     Established 1991 15,899             69.2 30.8 0.0
Agri Services 1,723               97.5 2.5 0.0
Construction 96                    100.0 0.0 0.0
manufacturing 147                  98.4 1.6 0.0
Trans,Comm,Util 3,236               51.6 48.4 0.0
Wholesale Trade 25                    100.0 0.0 0.0
Retail Trade 351                  45.6 54.4 0.0
Fin,Ins,R Est 3,385               94.4 5.6 0.0
Services 3,500               72.6 27.4 0.0
Ind Not Class 257                  16.2 83.8 0.0

     Established 1992 27,150             72.1 27.4 0.5
Agri Services 576                  96.3 3.7 0.0
Construction 3,283               33.9 66.1 0.0
manufacturing 207                  100.0 0.0 0.0
Trans,Comm,Util 119                  0.0 100.0 0.0
Wholesale Trade 85                    82.7 17.3 0.0
Retail Trade 4,503               95.9 4.1 0.0
Fin,Ins,R Est 5,359               65.8 34.2 0.0
Services 12,685             77.1 21.9 1.0
Ind Not Class 332                  0.0 100.0 0.0
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11 Collection of Key Correspondence  

 
The following is a collection of letters, memos, emails, and faxes, which constitute 

the chronology of events and document the contentious atmosphere and process 
surrounding the conduct of this study (SBAHQ-98-0040/SBAHQ-99-C-0001). They 
were originally arranged as packets to respond to those requesting information about the 
progress of the study. Here the most significant of them are arranged by date. These 
pages are left unnumbered, in their original “file form”. 
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        October 30, 2000 
 
        
 
 
 
 
Chronology of Events – Congressional Study Concerning Small Business 
 
 
The following is a listing of the major “events” which have transpired in connection 

with this study (SBAHQ-98-0040). These events include coming to an agreement 
concerning the contract, the development of the questionnaire and interview instruments 
for the study, and the acquisition and development of data and aggregate data to utilize 
in this study. 

 
December 1997, Public Law 105-135 (December 2, 1997) was passed requiring a 

study to be conducted. See Title VII Section 703. 
 
In late December 1997, a preliminary proposal was sent to SBA/OVA. 
 
In April 1998 a formal (unsolicited) proposal was submitted to SBA. 
 
On July 15, 1998, the principal investigator received a letter of authorization from 

SBA to proceed.  
 
During August 1998, the principal investigator began the process of assembling the 

study team. 
 
On September 29, 1998 an initial draft (content only) of the survey questionnaire was 

sent to COTR Reginald Teamer. 
 
From July 1998 until approximately mid October 1998 there were funding problems 

at SBA concerning this study. 
 
During October 1998 the study team initiated the process to secure approval from the 

University of Massachusetts Institutional Review Board for Human Subjects for the 
study. 
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On October 20, 1998 the principal investigator received a letter from the COTR, Mr. 
Reginald Teamer. He expressed several concerns with the questionnaire. 

 
On October 23, 1998, the principal investigator received a fax from the COTR 

concerning the data requirement list for the study. It asked for a large number of reports 
to be submitted to SBA during the course of the study. 

 
On October 30, 1998, the study team began to respond to the first set of SBA 

comments on our initial version of the questionnaire and sent our response to SBA. 
 
On November 2, 1998 the principal investigator responded to the data requirement 

list (faxed to the principal investigator on October 23rd) which was sent to Contracting 
Specialist Kyle Groome. 

 
On December 1, 1998 the principal investigator met with SBA officials to come to an 

agreement on reporting requirements. It was agreed that four phase reports would be 
required.  

 
On December 3, 1999 the study team responded to methodological concerns raised at 

the December 1st meeting. 
 
On December 17, 1998, Reginald Teamer was sent another version of the 

questionnaire in response to his additional concerns. 
 
On December 22, 1998 a contract was signed. 
 
On December 29, Reginald Teamer replied to our December 17th response with 

suggestions for more changes. 
 
During January 22 – January 23, 1999, members of the study team met in 

Washington to review the survey instrument and the in-depth interview instruments.  
 
On January 29, 1999, the study team was sent the materials with all of the changes 

that were recommended by Clifton Toulson and Clendon Terry (Mr. Terry was 
appointed the new COTR). 

 
On February 9, 1999, Mr. Clendon Terry called the principal investigator, and 

indicated that the survey would be sent to SBA legal counsel for review. 
 
On February 9, 1999, letter from Mr. David R. Kohler to Timothy C. Treanor 

regarding the Review of Proposed Veteran’s Survey under the Paperwork Reduction Act 
of 1995.  
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On February 23, 1999 a letter with comments addressing the OMB form 5 CFR 
1320.5(a)(I)(iv) document - the general guidelines instruction sheet for OMB 
submissions faxed to the principal investigator by Clendon Terry. 

 
On February 26, 1999 the study team received a fax of a memo from Timothy C. 

Treanor, Chief Counsel to the Disaster Assistance Program to David R. Kohler, 
Associate General Counsel for General Law which was dated February 9, 1999. In that 
memo Mr. Treanor indicated that the proposed survey was not in compliance with the 
Paperwork Reduction Act and must be redesigned.  

 
During March 1 - 5, 1999 the study team answered all the objections about the 

questions, and commented on our concerns about the more serious issues. This included 
the SBA’s demand that non-disabled veterans be excluded (they were needed as a 
comparison group) and demanded that the participants prove their disability status.   

 
On March 11, 1999 the principal investigator sent the phase one report to the 

Contract Specialist, Mr. Kyle Groome. 
 
On March 12, 1999 the principal investigator sent a letter to the Government-wide 

Systems Division, GSA asking for information concerning data on federal procurement 
contracting. 

 
On March 17, 1999 the principal investigator received a call from Mr. Cliff Toulson, 

Director of OVA at SBA, that SBA was now satisfied and that the survey and interview 
instrument package would be forwarded to OMB for their review.  

 
On March 23, 1999 the principal investigator received a call from Mr. Cliff Touslon 

indicating that there were only a few more changes to be made (OMB numbers, etc.). 
 
On April 9, 1999 the principal investigator received electronic data files of all Small 

business contracts by all agencies for contracts equal to or above $25,000, for FY 94 – 
FY 98 from the GSA, Governmentwide Information Systems Division, Federal 
Procurement Data Center. This addresses some of the aggregate data requirements of the 
study. The principal investigator had some problems with this data (some critical fields 
were missing etc.) the principal investigator received the first disk on March 30th. 
However, it had only FY98 data. The principal investigator made several calls back and 
forth and received all five years of data on April 9th. However, there are still problems 
with FY 98 data. The principal investigator anticipated that these technical difficulties 
would be resolved soon. 

 
On April 12, 1999 the principal investigator initiated the mechanics of preparing a 

letter and the appropriate return postcard to be mailed to a random sample of businesses 
that have federal contracts for each of the fiscal years FY 94 – FY 95. 
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On May 13, 1999 the principal investigator began speaking with COTR and CS about 
the study date extensions necessitated by SBA/OMB delays. The principal investigator 
was told that the documents were sent to OMB around April 15, 1999. 

 
On May 24, 1999 the principal investigator sent letter to Kyle Groome about 

extensions necessitated by SBA/OMB delays. 
 
On June 10, 1999 the principal investigator received an email from Clendon Terry 

concerning OMB and requests for the SBA to respond to question 18B on their form for 
approval. This was not necessary to answer, but they now required it in any case. 

 
On June 15, 1999 the principal investigator sent a response concerning OMB’s 

questions to SBA about the 18B submissions. 
 
On June 21, 1999 the principal investigator received calls on the answering service 

and in conversation that SBA expects OMB approval imminently. 
 
From June 22, 1999 to July 15, 1999 SBA does not call and the principal 

investigator’s half dozen calls over that period are not answered. 
 
On July 8, 1999 letter from congressional members’ goes to Secretaries of all major 

agencies. 
 
On July 19, 1999 the answering service contains several SBA messages concerning 

OMB. The principal investigator learned that OMB has “disapproved” the survey and 
that the application has been placed in a “pending” file. The principal investigator sent 
OMB’s comments to Jackie White. They indicate that no sample will be 
representative. 

 
On July 29, 1999 the principal investigator responded to OMB’s decision in a letter to 

Clifton Toulson.  
 
On July 29, 1999 At the requested of concerned congressional staff members the 

principal investigator wrote a letter regarding the current status of the study 
 
On August 4, 1999 the principal investigator wrote Togo West requesting assistance 

(sample frame). 
 
On August 5, 199 the principal investigator wrote Diedre Lee, Administration for 

Federal Procurement Policy, about the coming changes the SF-279 and in reporting 
procedures to GSA (electronic screens). 

 
On August 25, 1999 Clifton Toulson informs the principal investigator that OMB 

considers the response as argumentative and that the submission is now denied. Any 
further progress will require a completely new submission. 
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On September 13, 1999 Clifton Toulson informs the principal investigator that OMB 
now requires that OMB will require data on business failures as well. 

 
On September 13, 1999 the principal investigator writes Togo West requesting 

assistance (sample frame). 
 
On September 16, 1999 the principal investigator meets with SBA to try and resolve 

issues (letter September 15, 1999). The principal investigator suggests a separate 
resubmission for sectors of the study, i.e. separate GSA inquiry as to veteran’s status 
from mailing to veterans about their businesses. 

 
On September 20, 1999 the principal investigator sent a letter to the American Legion 

asking for assistance with membership lists. 
 
On September 23, 1999 notes from a phone conversation between the principal 

investigator and Ted Wartell (Policy Director of SBA) 
 
On September 30, 1999 the contract period expires. 
 
On October 7, 1999 the principal investigator emailed Ted Wartell outlining the GSA 

sampling frames and possible ideas for drawing different sample types for each of the 
years. 

 
On October 14, 1999 the principal investigator spoke with Puerto Rican veterans 

about the study and the opportunities for disabled veterans as contained in PL 106-50. 
 
On October 26, 1999 Ted Wartell called in reference to extending the contract and 

arranging for a meeting to review all the OMB objections. 
 
On October 28, 1999 there is a phone conference with VA and SBA officials in 

connection with securing a disabled veterans sampling frame.  
 
On November 5, 1999 meeting arranged for November 10, 1999 is postponed, 

rescheduled for November 16, 1999. Over the next several days the meeting is 
rescheduled for December 2, 1999. This in turn is postponed to December 3, 1999. 
OMB will not meet with congressional staff and contractor in question at the same 
meeting. 

 
On November 19, 1999 the principal investigator wrote a letter to Ted Wartell to 

discuss the status of the study.  
 
On November 19, 1999 the principal investigator wrote a letter to Clifton Toulson as 

a response to notes that were given to the principal investigator at our meeting on 
September 16, 1999  
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On November 29, 1999 the principal investigator received fax by Sandra Mathieson 
for R. Runyan at Company Statistics Division outlining concerns about study. The 
principal investigator replied on same day to Senate (Minority) Small Business 
Committee office. 

 
On December 3, 1999 the principal investigator went to Washington for a meeting 

with Darryl Dennis and someone from OMB. The meeting was canceled, but the 
principal investigator did not get the message in time. 

 
On December 8, 1999 the principal investigator spoke with Mr. Darryl Dennis. He 

indicated that “things can move.” 
 
On December 15, 1999 the principal investigator wrote Mr. Darryl Dennis 

concerning the problem of whether or not OMB will consider the list of disabled 
veterans from the Department of Veterans Affairs as being representative of disabled 
veterans in the nation. The principal investigator also suggested that the study team 
resubmits to OMB but separate the submission of the potential survey of the GSA FY94 
through FY98 data tables of federal contractors. 

 
On January 17, 2000 the principal investigator received copies of the letters sent by 

Ms. Linda Noland of Research and Sponsored Programs to Darryl Dennis and Kyle 
Groome re the expired contract. 

 
On January 21, 2000 the principal investigator received a call from the Minority Staff 

of the Senate Committee Small Business. They indicate that OMB will not budge and 
then ask if the principal investigator is willing to do a focus group study. Later Darryl 
Dennis and Clifton Touslon call and indicate that the OGC (Office of General Counsel) 
determined that focus groups were an acceptable solution to the problem with OMB and 
would fill the requirements of the study. 

 
On February 4, 2000 the principal investigator received a copy of the contract work 

order with 11 points contract specifications which Clifton Toulson sent to Paul O’Keefe 
of UMB Sponsored Research as a fax from Kyle Groome on January 31, 2000. 

 
On February 17, 2000 Mr. Paul O’Keefe Director, Office of Research and Sponsored 

Programs sent Sharon Gurley a response to the “Statement of Work” as faxed by Kyle 
Groome on January 31, 2000. 

 
On Mar 1, 2000 the principal investigator spoke with Kyle Groome. He indicated that 

they thought the response to the original statement of works on January 31 was the 
proposal.  

 
On March 2, 2000 the principal investigator received a fax of a memorandum from 

Clifton Touslon through Darryl Dennis to Sharon Gurley. This is Clifton Toulson’ 
rebuttal to our response. Mr. Paul O’Keefe found it unacceptable. We began to prepare 
another response in turn. 
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On March 9, 2000 the principal investigator sent a letter to Sharon Gurley at the 

request of Mr. Paul O’Keefe in response to a request by Sharon Gurley to him in 
connection with the work performed by the consultants and the purposes of the travel. 
This is in connection with the outstanding balance owed the university by SBA. The 
principal investigator was informed by Mr. O’Keefe that no contract will be signed until 
her receives a written confirmation that the financial problem was resolved. 

 
On March 10, 2000 Ms. Gurley calls and says that she has no problem with the 

financial situation and asks that the principal investigator send the proposal to her. The 
principal investigator called back and left a message that Mr. O’Keefe requires 
something in writing. 

 
On March 20, 2000 the study team faxed and mailed our second response to the 

statement of work (the 11 points) in connection with the re-negotiation of the contract. 
The principal investigator indicates that a draft of the proposal will be sent. 

 
On April 14, 2000 the study team sent a proposal for focus groups to SBA. 
 
On April 19, 2000 Kyle Groome calls and faxed comments; he indicates that SBA 

wants to get this resolved.  
 
On April 20, 2000 Paul O’Keefe and the principal investigator respond to their 

comments. 
 
On May 12, 2000 Linda Noland calls SBA; they indicate that they never received the 

fax. We fax the agreement again. 
 
On May 15, 2000 the principal investigator is told that he has a contract and begins to 

work on the Phase I report which is due on May 31, 2000. 
 
On May 16, 2000 the principal investigator sent a letter about the subcontractor. This 

is approved by Eric Dawson. 
 
On May 25, 2000 the principal investigator overnight mails the Phase I report to Kyle 

Groome and Clifton Toulson.  
 
On June 2, 2000 the principal investigator called the SBA. Ms. Joan McNair 

informed the principal investigator that Eric Dawson, the COTR, had left and that Mr. 
Toulson was on vacation and that no one was authorized to make a decision on the 
Phase I report. The principal investigator faxed and mailed a letter to Kyle Groome. 
Without approval the study team cannot start on the focus groups. A late approval will 
endanger the time-line. We were informed on June 9, 2000 and begin June 12, 2000. 

 
The study team proceeds with focus groups and sends SBA the Phase II report on 

July 31, 2000. 
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The study team proceeds with focus groups and sends SBA the Phase III report on 

October 4, 2000. 
 
 
The study team proceeds with the analysis and sends the Phase IV (final) report to 

SBA on October 30, 2000. 
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