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Certificate in Financial Management for the Family Office, March 19-21, 2012

Managing and Building Wealth Through Effective Financial Management, Oversight, and 

Making Informed Investment Decisions

Gain evaluation skills necessary to oversee and manage the financial and budgetary aspects as you learn 

to make informed and suitable investment decisions.

Certificate in Private Capital Markets, April 18-20, 2012

Building Wealth by Making Better Investment and Financial Decisions

Developed by Dr. John Paglia in association with his ground-breaking research in the Pepperdine 

Private Capitals Market Project, this program provides the in-depth critical analysis and evaluation skills 

necessary for success within the private capital markets.

Online Executive Certificate in Financial Planning

An independent, self-study, online education program designed to fulfill the education 

requirement to sit for the CFP® Certification Examination. 

Certificate in Innovative Leadership with Dr. Larry Cox, Spring 2012

Creating the Future of Organizations through Leading with Creativity and Innovation

A highly experiential, hands-on workshop dedicated to creating leaders who consistently and systematically 

produce innovative solutions to the challenges facing businesses today. The certificate is ideal for 

business leaders and executives seeking to become “Intrapreneurs.”

For more information, visit: http://bschool.pepperdine.edu/programs/executive-education  
or contact Rachel Williams at Rachel.Williams@pepperdine.edu

Master the leader in you.

In addition to our nationally-ranked business degree programs, Pepperdine’s Graziadio 

School of Business and Management offers a growing selection of executive workshops and 

non-degree certificate programs so you can master the leader in you.

OUR EXECUTIVE EDUCATION AND CERTIFICATE PROGRAMS

 CERTIFY  
YOUR SUCCESS.
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Master the leader in you.

EARN A CERTIFICATE  
       IN PRIVATE CAPITAL MARKETS

• Designed for business owners and professionals employed within the finance, 

banking, investment, mergers and acquisitions, valuation, management 

consulting, legal, and accounting fields

• Learn in-depth critical analysis and evaluation skills necessary for successfully 

operating a business within the private capital markets

• Overview of Private Capital Markets Theory and Sources of Capital

• The Role of Intermediaries

• Angel Investments, Venture Capital, and other Early Stage  
Financing Sources

• Senior Debt, Cash Flow Based, Asset Based Lending and Factoring

• Mezzanine and Private Equity Capital

• Determining the Cost of Capital Using The Pepperdine Private Cost of  
 Capital Model

• CPA, MCLE, CFP Continuing Education Credit Available

REGISTER: bschool.pepperdine.edu/cipcm

Building wealth by making better investment and financing decisions.

PEPPERDINE UNIVERSITy  

GRAzIADIO SChOOL  

OF BUSINESS  

AND MANAGEMENT

6100 Center Drive

Los Angeles, CA 90045

For more information, visit: 

http://bschool.pepperdine.edu/cipcm 

or contact Rachel Williams at  

Rachel.Williams@pepperdine.edu 

NOVEMBER 14-16, 2011
and
APRIL 18-20, 2012

The Certificate in Private Capital Markets (CIPCM) is a 3-day curriculum- 

based training program developed by Dr. John Paglia in association with 

his ground-breaking research, Pepperdine Private Capital Market Project. 
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Too Small To Borrow 

By JOHN PAGLIA 

 

 

October 3, 2011 marked  the  three  year anniversary of President George W. Bush  signing  into  law  the 

Troubled Asset Relief Program (TARP) which authorized the U.S. Government to purchase assets and equity from 

financial  institutions  to  strengthen  the  financial  sector.  In  addition  to  stabilizing  the  market  and  protecting 

taxpayers, the program also aimed to encourage lending to resume to levels before the financial crisis. While the 

program has been helpful over the short‐term in helping financial institutions, the major criticism of government 

stimulus efforts is that they have done little to make credit available especially for small businesses. 

Since the passage of TARP additional steps have been taken to help small businesses. President Obama 

highlighted the importance of small businesses in the United States when he signed the Small Business Jobs Act in 

September  2010;  “Now  this  is  important  because  small  businesses  produce  most  of  the  new  jobs  in  this 

country.  They are  the anchors of our Main Streets.  They are part of  the promise of America –  the  idea  that  if 

you’ve got a dream and you’re willing to work hard, you can succeed.  That’s what leads a worker to leave a job to 

become her own boss.  That’s what propels a basement  inventor to sell a new product – or an amateur chef to 

open a restaurant.  It’s this promise that has drawn millions to our shores and made our economy the envy of the 

world.” 

The President’s points are spot on, yet the small business economy continues to sputter. Small businesses 

are not only  the anchor on Main Street, but  they are also  the anchor of our economy. According  to  the Small 

Business Administration,  small businesses  represent 99.7% of all employer  firms and employ more  than half of 

private sector employees in the US. They also serve as the major job creation force in our nation. In fact, over the 

past 15 years small businesses have generated 64 percent of the net new job growth. In terms of Gross Domestic 

Product, small businesses create more than half of the nation’s nonfarm GDP. 

  The Pepperdine Private Capital Markets Project State of Small Business Report gives capital providers and 

policymakers a unique look at how small businesses are faring.  A comprehensive solution to our economic crisis 

must include input from small businesses as well as members of the private capital community. 
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Key findings from the report include:  

 

1. Overall business conditions are declining and not expected to improve: The Fall 2010 report indicated 

that nearly 42% of privately held businesses owners reported that economic conditions improved over the 

previous six months. While that number increased in the Spring 2011 report to 51%, the Fall 2011 report 

has shown a strong drop‐off of in the number of businesses ‐‐ only 19% of respondents ‐‐ who say 

business conditions improved over the previous six months. Looking ahead, just 29% expect an 

improvement in business conditions over the next twelve months versus 25% who expect a continued 

deterioration. 

2. There is an aspiration to hire: The Fall 2011 survey of more than 10,600 small businesses nationwide 

indicated that 44% of respondents plan to hire in the next six months.  Of those that do plan to hire, sales 

and marketing skills are in greatest demand (47.8%) followed by skilled labor (41.6%) and 

service/customer service (38.8%).  

3. Economic uncertainty biggest impediment to growth: Nearly 38% of respondents believe that economic 

uncertainty is the largest inhibitor to growth. 26% of respondents said access to capital and 25% said that 

government regulations and taxes are the number one issue facing small businesses. 

4. Improving access to capital will help create jobs: Companies with less than $5 million in revenue were 

clear in the Pepperdine study that of those policies most likely to lead to job creation in 2012, “increased 

access to capital” was number one (36.0%) followed by “tax incentives” (22.5%), and “regulatory reform” 

(17.8%).  47.2% of respondents said access to bank loans declined from six months ago versus 10.3% who 

say it increased.  

5. Businesses that are looking to hire believe training is needed: Of the privately‐held businesses that are 

looking to hire, 48% indicate that sales and marketing skills are their primary focus while 42% of 

respondents are looking for skilled labor 82% of respondents believe that they will need to train those 

they hire. 

 

The current policy response to the Great Recession and tumultuous global economy is vitally important to the 

success of small businesses and our nation. Through the Pepperdine Private Capital Markets Project State of Small 

Business Report we gained important insight that will facilitate improved communication between small business 

owners, capital providers and policy makers. We hope that this information will underscore the importance of 

privately‐held businesses in America’s economy and will help guide future economic policy. 
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STATE OF SMALL BUSINESS	
 

Of the 10,637 privately‐held businesses that responded to the survey, 24% had businesses that involved customer goods 
and services, 21% were in the manufacturing, construction and engineering industry, and 17% were in wholesale and 
distribution. Approximately 62% of businesses have annual revenues less than $1 million. Nearly 91% of business owners 
report having the enthusiasm to execute growth strategies, yet just 49% report having the necessary financial resources 
to successfully execute growth strategies. Other findings include: 
 
Nearly 35% of respondents tried to raise outside funding in the last 12 months. Of the respondents who were seeking 
financing in the last 12 months, approximately 54% anticipated to raise less than $100,000 in capital. Approximately 53% 
of respondents reported that they were seeking bank loans or credit card financing as a source of funding, followed by 
friends and family (16%). Of all financing options, bank loans emerged as the financing source with highest “willingness” 
for small business to use (72%), followed by angel financing (35%) and asset based lending (33%). However, results also 
showed that of 2,595 small businesses that sought bank loans over the past 12 months, just 50% were successful. Survey 
results indicated that business owners who raised capital on average contacted two banks and invested close to seven 
full days for the process to successfully obtain financing. 
 
Nearly half of small businesses (44%) are planning to hire additional workers. Approximately 60% of respondents 
indicated the American Jobs Act will not change their hiring plans for the next 12 months. According to respondents 
employer tax credits and payroll tax cuts are the most likely provisions of the American Jobs act to have influence on 
plans to hire in the next twelve months. Nearly 38% of respondents believe economic uncertainty is the number one 
issue small businesses face today, followed by access to capital (26%), and government regulations and taxes (25%). 
According to small businesses, of those policies most likely to lead to job creation in 2012, “increased access to capital” 
emerged as number one (34%) followed by tax incentives (24%), and regulatory reform (19%). The study showed that of 
those that do plan to hire, sales and marketing skills are in greatest demand (48%) followed by skilled labor (42%) and 
service/customer service (38%). Also, 82% of companies planning to hire indicate they’d need to train those they hire.  
 
Only 19% of respondents believe that general business conditions improved in the last six months compared to 51% 
surveyed in February/March 2011.  
 

Profile of Respondents 

The privately‐held business survey results were generated from 10,637 participants. The locations of businesses are 
distributed over all regions of the United States. 
 

Figure 1. Respondents Distribution by State 
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Most of respondents indicated slightly increased unit sales, decreased access to capital, decreased appetite for risk, and 
worsened general business conditions.  

 
Table 1. General Business and Industry Assessment: Today Versus Six Months Ago 

 

Characteristics 
Decreased 

significantly 
Decreased 

slightly 

Stayed 
about 

the 
same 

Increased 
slightly 

Increased 
significantly

% 
increase 

% 
decrease 

Net 
increase/
decrease

Unit sales 
13% 16% 26% 28% 16% 44% 29% 15% 

Prices of labor and 
materials 1% 4% 31% 43% 21% 64% 4% 60% 

Net income 
13% 22% 27% 28% 10% 38% 35% 3% 

Inventory levels 
8% 20% 50% 17% 5% 22% 27% -5% 

Capital expenditures 
12% 12% 45% 22% 9% 31% 24% 7% 

Opportunities for growth 
11% 16% 28% 30% 15% 45% 27% 18% 

Access to bank loans 
28% 16% 44% 10% 3% 12% 44% -31% 

Access to equity capital 
29% 17% 45% 7% 2% 10% 46% -36% 

Prices of your products 
or services 3% 11% 46% 34% 6% 40% 14% 27% 

Time to collect 
receivables 3% 7% 50% 27% 13% 40% 10% 30% 

Number of employees 
5% 12% 60% 21% 3% 24% 16% 8% 

Competition 
2% 12% 52% 23% 11% 34% 14% 20% 

General business 
conditions 14% 28% 39% 16% 3% 19% 43% -24% 

Appetite for risk 
12% 20% 45% 18% 5% 23% 33% -10% 

Probability of business 
closure 15% 16% 48% 14% 7% 21% 31% -9% 

Time worrying about 
economy 4% 6% 32% 26% 31% 57% 11% 46% 
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Participants of the survey believe almost all general business characteristics will increase slightly in the next 12 months. 
However, most of the respondents expect decreases in access to capital. 
  

Table 2. General Business and Industry Assessment Expectations Over the Next 12 Months 
 

Characteristics 
Decreased 

significantly 
Decreased 

slightly 

Stayed 
about 

the 
same 

Increased 
slightly 

Increased 
significantly

% 
increase 

% decrease 
Net 

increase/ 
decrease 

Unit sales 
3% 7% 23% 45% 21% 66% 10% 56% 

Prices of labor and 
materials 1% 2% 32% 54% 11% 65% 3% 62% 

Net income 4% 11% 24% 44% 17% 61% 15% 46% 

Inventory levels 3% 11% 53% 25% 7% 33% 14% 18% 

Capital expenditures 
6% 9% 45% 31% 9% 39% 15% 24% 

Opportunities for growth 
5% 10% 27% 39% 20% 59% 14% 45% 

Access to bank loans 
13% 10% 52% 20% 5% 25% 23% 2% 

Access to equity capital 13% 11% 53% 17% 6% 23% 24% -1% 
Prices of your products 
or services 1% 5% 44% 44% 5% 49% 7% 42% 
Time to collect 
receivables 2% 7% 63% 22% 7% 28% 9% 20% 

Number of employees 
2% 4% 49% 39% 6% 45% 6% 39% 

Competition 
1% 8% 58% 25% 8% 32% 10% 22% 

General business 
conditions 7% 19% 45% 25% 4% 29% 25% 4% 

Appetite for risk 
8% 13% 52% 22% 6% 28% 21% 7% 

Probability of business 
closure 15% 17% 53% 9% 5% 15% 32% -18% 
Time worrying about 
economy 6% 11% 47% 20% 16% 37% 17% 20% 
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State‐by‐State Survey Findings 

Among the states with 100 or more respondents the state of Wisconsin has the highest revenue growth in the last 12 
months (4.35%), whereas the state of Alabama has the highest negative change to revenues (‐11.31%). The state of 
Kansas has the highest revenue growth expectation for the next 12 months (12.33%), whereas the state of Alabama has 
the least revenue growth expectation (2.65%). The state of Louisiana has the highest  bank‐loan success rate (75%), 
whereas Nevada has the lowest rate of only 27%. 53% of respondents from Utah are planning to hire additional workers 
in the next six months, whereas only 35% of respondents from South Carolina are expecting to expand amount of 
employees in the next six months.  

Table	3.	States	Ranked	by	Revenue	Growth	for	12	Months	Ended	Sept.	16,	2011	

State 
Revenue growth for 

the year ended  
Sept. 16, 2011 

Revenue growth 
expectation for the 

next 12 months 
 Bank-loan success Plan to hire 

  Rate Rank Rate Rank Rate Rank Rate Rank 

Wisconsin 4.35% 1 7.23% 22 70% 2 43% 19 

Ohio 3.02% 2 7.38% 20 54% 10 52% 2 

Kansas 2.16% 3 12.33% 1 66% 3 41% 22 

Oregon 1.47% 4 8.75% 7 44% 22 36% 28 

Massachusetts 1.24% 5 6.50% 27 54% 11 45% 11 

Indiana 1.02% 6 6.48% 28 60% 5 46% 7 

Minnesota 0.90% 7 7.95% 11 47% 19 42% 20 

Washington 0.73% 8 7.78% 14 38% 26 45% 13 

Michigan 0.71% 9 6.58% 26 63% 4 43% 17 

Louisiana 0.43% 10 6.87% 24 75% 1 41% 23 

Missouri 0.20% 11 11.68% 2 58% 7 37% 27 

Virginia 0.09% 12 7.76% 15 48% 17 49% 3 

Texas -0.99% 13 7.93% 12 52% 13 48% 5 

California -1.01% 14 6.69% 25 41% 23 45% 12 

Pennsylvania -1.04% 15 7.44% 19 56% 9 39% 25 

North Carolina -1.37% 16 8.54% 9 39% 25 39% 24 

New York -1.60% 17 9.18% 5 47% 20 48% 4 

Colorado -1.72% 18 7.11% 23 48% 18 45% 8 

Illinois -1.94% 19 7.34% 21 58% 8 43% 18 

Florida -3.06% 20 7.80% 13 44% 21 43% 16 

Tennessee -3.29% 21 7.53% 18 58% 6 45% 10 

Utah -3.56% 22 9.23% 4 36% 28 53% 1 

Arizona -3.92% 23 8.68% 8 37% 27 45% 9 

New Jersey -4.25% 24 10.33% 3 51% 14 42% 21 

Maryland -4.43% 25 8.14% 10 53% 12 43% 15 

Georgia -4.70% 26 7.63% 17 40% 24 46% 6 

South Carolina -5.68% 27 9.15% 6 48% 15 35% 29 

Nevada -6.06% 28 7.72% 16 27% 29 45% 14 

Alabama -11.31% 29 2.65% 29 48% 15 39% 26 

Average -1.5%   7.9%   50.3%   43.5%   
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Among the states with fewer than 100 of respondents the state of North Dakota has the highest revenue growth in the 
last 12 months (11.79%), whereas the state of Montana has the highest negative change to revenues (‐8.58%). The 
commonwealth of Puerto Rico has the highest revenue growth expectation for the next 12 months (15.50%), whereas 
the state of Wyoming has the least revenue growth expectation for the next 12 months (2.48%). The states of Maine and 
South Dakota have the highest  bank‐loan success rates (90%), whereas District of Columbia has the lowest rate of only 
22%. Approximately 62% of respondents from Puerto Rico are planning to hire additional workers in the next six months, 
whereas only 8% of respondents from Wyoming are expecting to expand amount of employees in the next six months. 

	
Table	4.		Revenue	Growth	Change	and	Expectation,	Loan	Success	Rates,	and	Hiring	Percentages	by	States	

with	Fewer	Than	100	Responses	
	

State 
Revenue growth 

for the year ended 
Sept. 16, 2011 

Revenue growth 
expectation for the 

next 12 months 

 Bank-loan 
success 

Plan to hire 

Alaska -3.98% 6.93% 67% 21% 

Arkansas 8.11% 8.54% 56% 45% 

Connecticut 1.51% 11.10% 52% 42% 

Delaware -6.28% 9.24% 88% 45% 

District of Columbia -2.55% 12.91% 22% 49% 

Hawaii -4.27% 5.57% 40% 43% 

Idaho -2.38% 4.68% 38% 48% 

Iowa 2.20% 6.66% 79% 40% 

Kentucky 1.38% 13.05% 71% 44% 

Maine -2.72% 2.87% 90% 38% 

Mississippi -8.52% 10.43% 50% 32% 

Montana -8.58% 7.89% 65% 33% 

Nebraska -6.27% 3.21% 70% 44% 

New Hampshire 6.28% 14.95% 55% 38% 

New Mexico -5.98% 6.10% 45% 45% 

North Dakota 11.79% 5.79% 60% 50% 

Oklahoma 3.30% 4.78% 62% 54% 

Puerto Rico -7.91% 15.50% 50% 62% 

Rhode Island -0.18% 13.60% 50% 24% 

South Dakota -3.25% 9.29% 90% 37% 

Vermont 8.33% 11.19% 75% 53% 

West Virginia -5.96% 4.09% 50% 50% 

Wyoming -2.46% 2.48% 75% 8% 

Average -1.23% 8.30% 60.89% 41.03% 
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