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ENTREPRENEURS
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Business network provides advice, motivation, financial help

By KEEisTes Finsi

L.ocal entreprencurs say they
depend on a network of busi-
ness-minded associates for ad-
vige and modivation and, in some
cases, financial assistance.

“Ibeligve it's mone imparant
Lo banld conneciions than o s2-
cure clients,” said Bryan
Duracher of Duroscher Enter-
prises, a husin:ﬁ-:nnsul!ing
company that provides coaching
and public-relations services,

In his fifth year of business,
Mr. Durocher said he keeps a
nght circle of professionals near
him. His lawyer, accountant,
graphics and Web designers,
printer, insurance agent and the
network surrounding the Coral
Gables Chamber of Commerce

provide a sounding board for his 8

own ideas and a pool of those
Irorm athers.

His newest enlerprise 15 a se-
ries of compact discs offering
business guidance and maotiva-
tional speeches that mirrer his
coaching philosophy, Some of
the tips originated from listening
o oher comsultants and e valuat-
ing what made them successful.

“l am a big believer in that if
yviou dio what successful people
have done in the past, you"ll be
succeasful. too." Mr. Durscher
said, “You have tose¢ what has
already been done and then |is-
Len b your clients o see how
il can improve on tha ™

Fosiland Memitl, who has
owned her mlerior-design com-
pany for more than 30 years,
developed her newesl enterprise,
Hormes in Transition, afler notic-
ing that her clients” needs were
shifting. As many began moving
imto assisted-living facilities, she
said, they needed help with a
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Edgar Laal got help from 12 investors to open Gables restaurant.

eeve and making repairs on their
hames o prepare them for sale.

“1 harwe become close with my
clients over the years, and 1 still
want ko serve them, ™ Ms. Mermitt
said, “[ feel like | am giving back
o the commumty with Homesin
Transition."

Ms. Mermit and Mr. Duracher
sand they began thewr enterprises
without sonsuliing & bank or in-
vestors for financial assistance.
But many successiul entrepre.

newrs lack startup capital when
they begin.

Edgar Leal, owner and chefat
Cacao in Coral Gables, an up-
scale Latin-American resiau-
rant, finances his business
through 12 investiors.

Whisn Cacan was still a brain-
chald, Mr. Leal consulted owms
ers in the resiaurmni busimess
whir had prevacusly asked him to
cook of speak al conferences.
He zand thal betwesn his man-

apement philosophy and culinary
vision. initial contacts weres in-
tereated in investing.

“1 gecuwred the first four presty
easily,” Mr. Leal said. “Then
they called therr Iriends, and ev-
erything came together.™

While the restaurant has been
open less than a year, Mr. Leal
created the business plan twa
years ago with the philosophy
that every employee can gener-
ate ideas that make the business
betier,

“Moone way s lhe night way
todo ™ he saud. 1 have a frniend
whiowas successful in managing
the Texaco oil company for
years, 50 it's pood o talk o
somesns suceessful who is in-
terested in my restaurant. 'We
rewrile my Busmess plan 10—
gether every three months.”™

Because he has a strong net-
work of support with his friends
and investors, Mr. Leal said, he
never considersd asking banks
for aloan,

John Bull. owner of advertis-
ing and marketing firm Thought
Laft, said that although he was
forunate 1o have enough starup
capital after years of working
for agencies, he would have
tarmed to friends before urning
1o a bank.

“Banks are aboul the bottom
lime — money,” Mr. Bull said. =1
don'i know of 8 bank can see
your wision or wants to. But the
people close 1o you know that
iU are pasaonate and can make
itwork, even if you don 't kavea
great track record ™

Mir. Durocher, who coaches a
number of other entrepreneurs,
said nod every business owner
can of wishes 1o ask invesiors
for financing. Many do wirm 1o
banks and value professional re-
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lamara Aruj, a Miami entre-
preneur inthe beauty and salon
indusiry, said she appreciates the
relationship she has developed
with Coconul Grove Bank.

“They know wha | am, they
know | have accounts there, and
I trust them,” Ms, Aru) sasd.
“It"s ultimately aboat the num-
bers of dollars o business rakes
in, and | feel that a bank is the
meosd straighiforward institution
aul there comcerning profits.™

Former owner of Ar Salon
nnd Spain Coconut Grove, Ms,
Aruj is establishing a new ven-
ture, BrandMew, through which
shee distributes a home skin-care
sysbem o sabonsand spasthrough
Florda.

M. Aru alsoe s developing a
Web site,
www_brandnewyou.com, where
customers can purchase prod-
ucts she will endorse, The site
will present her life, health and
beauty interests and serve as a
forum for women to share
thoughis and advice.

“I weant it 1o be a place where
WiHThER Gan come and share use-
ful information,™ Ms. Aru| sasd.
“Lales will pust be a byprodust.”

Previously a sales educator for
Aveda products, Ms. Aruj said
she relies on ker cirele of friends
wivihe indusry o bounce ideas off
— especially when a particular
part of her busimess planhas gone
awry. She alse conmsults Mr.
Duerocher as a coach,

“A lotof times, vou feel isos
latesd and alone as a businass
owner,” Mr., Durocher sand.
“That 15 why you need a net-
work, peaple who care about
wirur sieccess and can bring fresh
perspectives o your pool of
leas.™



