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Building a startup or creating a new
line of business is hard work, and statis-
tics show the odds of success are long
ones. Beating the numbers comes down
to a combination of experience, exper-
tise, and commitment. 

The last of these three traits is impor-
tant, but experience and expertise can
make or break your venture in three
critical areas.

Building a high-performance team:
Behind every pro•table venture is a
team. You might have a compelling idea,
an excellent o•ering with market •t,
and a large market opportunity, but
without a competent team, your busi-
ness won’t make it.

You need folks who excel at what
they do, because they’re an order of
magnitude more productive than aver-
age employees. They also know what
not to do. By helping a business avoid
unnecessary cycles of learning and poor
decisions, they allow more of that pro-
ductive power to be used e•ciently. 

Employees with this level of skill are
drawn to startups because they seek a
challenge, expect the payo• to be sig-
ni•cant and hate mediocrity and bu-
reaucracy. They must believe in the of-
fering and will do their own calculus on
your venture’s probability of success
before joining the team. 

If you lack startup experience, recruit
to your core management team individ-
uals who have built at least one success-
ful venture. It will increase the likeli-
hood of success and also attract inves-
tors. 

Being great at customer develop-
ment: Selling an idea to partners, inves-

tors and customers requires deep
knowledge about what problem your
business is solving, how others are ad-
dressing it and how your approach is the
best available solution. 

Market research reports can be in-
sightful and provide data about growth
rates and trends, but they’re no substi-
tute for actually getting out of the o•ce
and interacting with potential custom-
ers, asking them how they will buy the
product or service, what costs are in-
volved in installing or maintaining a
product and how the total costs com-
pare with the value delivered. 

To test your proposed solution, early
adopters and potential large buyers who
have the problem should be encouraged
to try out the proposed remedy. 

This type of customer development
is hard, time consuming, and inexact,
but awesome technology and great
ideas don’t just sell themselves. 

Developing an adaptive plan: Suc-
ceeding in the world of business in-
volves an adaptive, learning-oriented
approach that is constantly evolving
and responding to real-world chal-
lenges. But being open to feedback
doesn’t mean operating without a plan;
that’s a good way to burn cash, waste
valuable time and miss opportunities. A
good plan builds in margins to allow it to
adapt to reality rather than fail with
nothing to show for it.

To begin, envision the future goal
and reason backward, imagining what
could go wrong along the path. Then

start in the present, building toward the
future on a path that avoids anticipated
obstacles. The intent is not to spend
months striving for a perfect, problem-
free plan but rather to think deeply
about what to expect on the journey. 

Note: Paul Butler is managing part-
ner of Azrael Partners and former Chief
Operating O•cer of Lumidigm, Inc. Un-
der Butler’s leadership, Albuquerque
startup Lumidigm grew revenue more
than 30 percent per year and employed
more than 30 people before being ac-
quired by HID Global in 2014. 

Finance New Mexico connects indi-
viduals and businesses with skills and
funding resources for their business or
idea. To learn more, go to www.Finan-
ceNewMexico.org.

Startup success 
Building a team of top performers takes work, commitment
Paul Butler
Special to Farmington Daily Times
USA TODAY NETWORK - NEW MEXICO
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FARMINGTON — Businesses on 20th
Street will see a reprieve from major
construction projects this year, but
businesses and commuters in south
Farmington will see major projects.

Farmington Public Works Director

David Sypher said there will be some
minor projects, such as stormwater
lines and water lines, crossing 20th
Street this year, and an emergency re-
pair was done earlier this month at the
intersection of 20th Street and Fairview
Avenue.

However, the major construction
that businesses faced the past two
summers will not be a challenge this

year.
“We’re not going to have any major

lane closures,” Sypher said.
He said construction will likely begin

next spring on phase three of the 20th
Street sidewalk project. Phase three will
cost about $900,000. There will be
lanes closed and some restricted access
to businesses during that construction.
The third phase will stretch from Sulli-
van Avenue to Dustin Avenue. Sypher
said there will be coordinated meetings
with business owners prior to the start
of construction.

At least one business owner claimed

the 20th Street construction led to their
store closing in 2016 and other business
owners have said the construction
made it hard for customers to access
their shops.

The construction on the phase one
and phase two took about two years to
complete.

Businesses between Dustin and Sul-
livan avenues include Smiths, Wal-
greens, Natural Grocers and Johnny O’s
Spudnuts.

Projects and street closings will be 

Road construction is pictured on May 22 along North Dustin Avenue in Farmington. JON AUSTRIA/THE DAILY TIMES

Roadwork a sign of summer
Phase Three of the 20th Street sidewalk
project will likely begin in spring 2019
Hannah Grover
Farmington Daily Times
USA TODAY NETWORK - NEW MEXICO

See ROADWORK, Page 4
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posted on the city’s website, fmtn.org,
under the public works closures.

The streets department is currently
•nishing up •scal year 2018 projects.
The remaining streets projects will cost
about $1 million total to complete. These
include work in the area of Teton Circle,
Canyon View Drive, Tampico Court and
Tampico Place. There will also be street
work on Municipal Drive from 20th
Street to 30th Street. Bridge repairs are
currently underway on the bridge over
the Animas River on Broadway Avenue.
Sypher said the bridge needed two re-
pairs, including the joints of the bridge.

Sypher said the major construction

projects for public works this year are
for water and waste water.

Several of the upcoming projects that
will cost at least $1 million include:

z The city will spend $1 million to •n-
ish phase 1 of the 2P Waterline project.
This involves replacing 6-inch cast iron
waterlines with 12-inch water lines in
south Farmington.

z Phase 2 of the 2P Waterline project
will begin this year and will cost $3.6
million. This project involves replacing
waterlines in south Farmington, includ-
ing on West Murray Drive.

z The city will spend replace 4,400
feet of old sewer lines on West Main
Street between Valley Vista and West
Murray Drive.

z The city will spend about $1.1 mil-

Road work on East 20th Street is seen in this 2017 •le photo. PHOTOS BY JON AUSTRIA/THE DAILY TIMES

A detour sign for a road construction project is pictured on May 22 at the
parking lot for Brookside Park in Farmington.See ROADWORK, Page 5

Roadwork
Continued from Page 3
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lion to build a permanent pump station
for the 4P section of its water system. A
temporary pump station is located on
Browning Parkwa y near Wild•ower
Parkway. It will be moved to a location
east of the current location. The pump
station will serve the Wild•ower area
and AV Water Co.’s Morningstar system.

z The city will likely complete the
new waste water treatment plant by the
end of June. The project is 95 percent
done and its total price tag was $22 mil-
lion.

z The city will replace water lines on
San Juan Boulevard between American
Street and Scott Avenue. The project
will cost $1.4 million.

Other projects, such as street resur-
facing, could begin this summer. The
preliminary budget for •scal year 2019
calls for $1.4 million on streets projects.

Hannah Grover covers government
for The Daily Times. She can be reached
at 505-564-4652 or via email at hgrov-
er@daily-times.com.

Road work last year on East 20th Street took a toll on summer drivers. The projects were aimed at improving bicycle and
pedestrian safety. JON AUSTRIA/THE DAILY TIMES

Roadwork
Continued from Page 4
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Wow! What a great 2018 Four Corners
Oil and Gas Conference we had on May 9
and May 10. 

Thank you to all the sponsors, exhibi-
tors, volunteers, everyone that attend
and mostly to all the wonderful people
who put the Conference on. Even with
the changes in our economy and work-
force we had an outstanding turnout. 

We had more than 900 people attend
the conference each day, 183 exhibitors,
and 31 speakers. Most of the exhibitors
and speakers came from all over the
country to participant in the confer-
ence. 

The Farmington Chamber of Com-
merce is so thankful to be a part of the
incredible conference.

Don’t forget to vote!

On Wednesday, May 23 the Farming-
ton Young Professional a committee of
the Farmington Chamber hosted a San
Juan County Candidate Forum at the
Farmington Civic Center. It was a great
opportunity to hear from the candidates
running in the primary election and to
hear what is important to them. The pri-
mary election will be held on Tuesday,
June 5th. Early voting has already start-
ed, so I hope you will take the time to go
vote.

Don’t miss Music at the Pond

Save the date! The Chamber’s Pro-
motions and Special Event committee is
working hard on this year’s Music at the
Pond, Member Celebration. The event
will be held on Friday, June 15th at the
San Juan Country Club from 6-9 p.m.
Tickets are $25 per person and can be
purchased by calling the Farmington
Chamber. 

This year we will have live music,
games, auction, and wonderful food
provided by the San Juan Country Club.
This event gives the chamber an oppor-

tunity to thank our current members
and share information about the cham-
ber with businesses that might be inter-
ested in joining. 

We hope that you will make plans to
attend. 

Visit us

Remember you can always stop by
the Chamber o•ce for all the latest
news that is happening in the commu-
nity or give us a call. Our o•ce is located

at 100 W. Broadway and our phone num-
ber is 505-325-0279. We would love to
see you. The Farmington Chamber is or-
ganized for the purpose of serving and
advancing the civic and business inter-
est of the City of Farmington and the
Four Corners region.

Audra Winters is President/CEO of
the Farmington Chamber of Commerce.

Oil and gas conference a success;
summer music event set for June 15

Audra Winters
Farmington Chamber 

of Commerce

Exhibitors at the Four Corners Oil and Gas Conference included Henry Production and Pumps & Service.
FARMINGTON CHAMBER OF COMMERCE PHOTOS

The Halo Services booth was among those that attracted many visitors during
the Four Corners Oil and Gas Conference.

Roger Fragua of Tribal Energy was
among the speakers at the Four
Corners Oil and Gas Conference.
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It’s a good news-bad news situation
for small businesses when interest rates
rise.

The Federal Reserve says that the
economy is doing well, so it has raised
its key rates recently and is expected to
do so again in the near future. The
strong economy is great for most busi-
nesses, but higher rates will likely in-
crease what it costs for them to borrow.

So what’s a small business owner to
do? Understand how the system oper-
ates and consider the ways they can
manage. 

Here are a few basics to help:

The good news

Small businesses thrive when the
economy is strong. Right now, the econ-
omy is doing quite well, which is why
the Fed is comfortable raising rates.
(One Fed o•cial even referred to it as a
‘Goldilocks’ economy for being just
right.)

The Federal Reserve doesn’t directly
control the rates a business might pay

on a credit card, line of credit or loan di-
rectly, but these rates tend to move in
the same direction as the Fed’s bench-
mark rate. When the Fed raises its
benchmark rate, it takes some time for
that change to be re•ected in the bor-
rowing that businesses do.

Jared Hecht, co-founder and CEO of
Fundera — a marketplace for small busi-
ness loans — said he has yet to see rates
for small business loans increase much,
but he expects they will soon.

Hecht also said that while the cost of
borrowing may go up with rate in-
creases, it often becomes a more com-
petitive marketplace for lending as the

higher rate makes it more attractive for
banks to manage loans.

The Fed last raised short-term rates
in March to a range of 1.5 to 1.75 percent.
Another quarter-point increase is ex-
pected in June.

The bad news

Rising interest rates will likely in-
crease costs for new small business
loans, existing variable rate loans and
credit cards.

The exact rate a business will pay de-
pends on the type of borrowing and
their credit pro•le. It is typically prime
rate, which is at 4.75, plus a few percent-
age points based on how favorable the
lender •nds the borrower to be.

But any way you slice it, a higher in-
terest rate means higher costs that will
eat into cash •ow and pro•tability. Plus,
short-term loans to cover cash gaps, of-
ten needed by small businesses, may
get more expensive or di•cult to ac-
quire, said Barry Coleman, who helped
develop the small business counseling
program at the National Foundation for
Credit Counseling

While consumers may be feeling
good in a strong economy and willing to

pay for your goods and services, they
eventually may feel pinched by rising
rates and pull back on spending. Some
businesses may also need to consider
price increases to manage their in-
creased expenses.

What to do

Businesses have a few options in an
environment of rising interest rates, ex-
perts say. 

The simplest of those is to clean up
your personal and business credit.
Credit scores are a key factor for lenders
when they decide whether to fund a
small business. Make your payments on
time, use credit only when absolutely
necessary and keep your utilization low.
The better the credit score, the better
the rates.

The next is to think big picture about
your strategic plans. If there are expan-
sions or major investments you need to
make, consider the timing in relation to
rates and the economy.

“Because rates are still relatively low,
small businesses haven’t lost that op-
portunity to take advantage of low in-
terest rates, especially as the economy
is growing,” Coleman said.

Rising interest rates not always bad news 

Federal Reserve Chairman Jerome
Powell speaks before the Economic
Club of Chicago . CHARLES REX ARBOGAST/AP

SARAH SKIDMORE SELL
Special to Farmington Daily Times
USA TODAY NETWORK - NEW MEXICO

Many small-business owners
watched recent revelations about Face-
book with mixed emotions. Like most
Americans, they were surprised to dis-
cover how much information the social
media giant collects on its users.

Even more worrisome was learning
that 87 million Americans had their data
exploited by Cambridge Analytica, a
•rm with ties to Donald Trump’s cam-
paign, to in•uence the outcome of the
2016 presidential election. But there’s
another side to Facebook when it comes
to small business: Facebook is a trans-
formative advertising platform for small
businesses, not easy to replace. 

Let’s say you own a small seafood
restaurant, and Tuesday nights are $1

oyster nights. Traditional advertising
methods cost a lot, must be planned
long in advance, and it’s hit-or-miss as
to whether you actually get in front of
oyster eaters. With Facebook, on Tues-
day morning, with a few clicks, you can
target Facebook users in your Zip code
who love oysters and eating out (and are
over age 21, so they can buy drinks,
which is why you have $1 oyster nights).
And you can do this for as little as $20. 

In my work with small businesses for
more than 25 years, I’ve never seen a
more e•ective method of micro-target-
ing prospects. 

In addition to choosing an ad’s audi-
ence with a few clicks, Facebook has
other tools for small businesses to con-
nect with prospects. Two, in particular
are e•ective. 

• Custom audiences: A business can
upload its own list, perhaps its email

newsletter list, and Facebook will serve
that company’s ads to those users. This
enables a small company to stay in front
of its customers. 

• Lookalike audiences: A business
can upload its list and ask Facebook to
•nd users who have the same attributes
as those on the company’s list. This en-
ables a small business to target highly
likely prospects. 

Now, just because Facebook is an ef-
fective tool for small-business advertis-
ing does not justify the company col-
lecting vast amounts of data or for al-
lowing users’ data to be invaded. 

“When we learned about Cambridge
Analytica, our primary concern was
people’s experience on Facebook,” said
Dan Levy, Facebook’s Vice President,
Small Business. “Our teams have also
been speaking to small businesses, and
they want to make sure we’re address-

ing the situation, and we are.”
One concern small businesses want

Facebook to address is protecting their
uploaded lists. No one wants their cus-
tomers’ information misused or ac-
cessed by others, especially competi-
tors. 

Small-business owners are rightfully
concerned about privacy. We don’t want
Facebook to know everything about us,
and we don’t want our customer list to
be available to others.

Facebook needs to be more vigilant.
And transparent. In particular, we want
uploaded customer lists to be protected. 

Rhonda Abrams is the author of Six-
Week Start Up, just released in its fourth
edition. Connect with her on Facebook,
and Twitter through the handle @Rhon-
daAbrams. Register for her free business
tips newsletter at PlanningShop.com.

Facebook a mixed bag for most small businesses
Rhonda Abrams
Special to Farmington Daily Times
USA TODAY NETWORK - NEW MEXICO
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Oh, you think you’re so smart, don’t
you? In your small business, you’ve
mastered social media. You’re a whiz at
Facebook, Instagram, Twitter, LinkedIn,
Pinterest or some other social media
platform. Or all of the above.

And you don’t just use technology for
marketing, you’ve already moved most
of your small business applications to
the cloud: bookkeeping and billing, pay-
roll, customer relationship manage-
ment, document storage and collabora-
tion, and more.

You’re not afraid of high tech solu-
tions when it comes to growing and run-
ning your small business. In fact, your
attitude is: “Bring it on.” And you think
that makes you a smarty pants, right?

Well, you are right. Embracing tech-
nology puts you ahead of the game
when it comes to being a successful en-
trepreneur and growing a small compa-
ny. I love technology, and I appreciate
the immense power and capabilities
tech has given small businesses. 

But you know what? Sometimes the
best solution is low-tech or even no-
tech.

Here are seven no tech/low tech
skills every small business owner
should master: 

1. Face-to-face meetings. Yes, you
have many ways to communicate with
customers — emails, texting, messaging
on social media, and a whole world of
videoconferencing apps. But remember
this: People do business with other peo-
ple. Nothing is as e•ective in landing
and keeping a customer as getting to
know people, face-to-face. When you
visit customers in person, they realize
you value them and they appreciate the
commitment you’re making to them. 

2. Entertaining. My most important,
and e•ective, marketing activity all year
is hosting a small dinner for some of my
best clients and prospects during an im-
portant conference. Over the years, I’ve
met their spouses, followed their career
moves, and deepened relationships. It’s
now more like friends getting together
than a business meeting, but they’re
very loyal to me and my company.

3. Trade shows and conferences. In

my company that’s where I spend the
bulk of our marketing dollars. Why? Be-
cause trade shows give small business-
es a really big bang for their marketing
buck. Choose the right trade show, and
under one roof, you’ll meet, face-to-
face, a large number of prospects, refer-
ral sources, potential partners. 

4. Signs. With the exception of
standing in a town market hawking your
wares, signs likely represent the oldest
form of marketing. One of the advan-
tages of signs in that they’re persistent.
You put them up, and they stay in place
for a long time. Signs include awnings,
with your business name and address
painted on them, banners, window
placards, vehicle signs with your com-
pany information, posters, shelf signs,
even sandwich boards outside your
business door.

5. Swag: Advertising specialties you
give away to customers and prospects,
imprinted with your name, logo, or mes-
sage. People love getting free stu•. And
these “tschotkes” — mugs, pens, sticky
notes and so much more — stick around
for a long-time, keeping your name in
front of people. 

6. Phone calls. They’re now so unusu-
al that they pack a particularly strong
punch. An upset customer? A new cus-
tomer? An old customer you haven’t
communicated with for a while? Pick up
the phone and let them hear your voice.
In a phone call, what you say is as im-
portant and how you say it.Today, a call
is like the handwritten note people
wrote 20 years ago. Take the time.

7. Handwritten notes. Speaking of
handwritten notes, send them — to cus-
tomers, clients, employees, referral
sources, even vendors. Customers are
inundated with emails, social media
posts and texts. A handwritten note
separates you from the clutter. And
thank-you notes are especially appreci-
ated.

Rhonda Abrams is the author of 19
books including Entrepreneurship: A
Real-World Approach, just released in
its second edition. Connect with Rhonda
on Facebook and Twitter: @RhondaA-
brams. Register for Rhonda’s free busi-
ness tips newsletter at www.Planning-
Shop.com.

7 low-tech success secrets
for small-business owners
Rhonda Abrams
Special to Farmington Daily Times
USA TODAY NETWORK - NEW MEXICO


