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Discover Business 
Strategies for  
Long-Term Success
In 2014, nearly 30 million small businesses in the United States opened for operation, account-
ing for 99 percent of all employer-based firms, and 40 percent of all new jobs available.

Shockingly, two-thirds of new startups will go out of business within 10 years. What makes a 
small business successful and gives them long-term staying power? What resources are avail-
able to help them gain a larger share of profits and maintain endurance? We caught up with 
three successful businesses to explore what it takes to break the mold and stay resilient.

Susan Quette, lead florist at Hansel & 
Petal, demonstrating how to create one of 
their custom bouquets during a workshop. 
Hansel & Petal started the eco-friendly 
workshops in response to customer interest 
and have doubled their revenue.
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raising capital, mastering production processes, and planning for 
future growth are some of the top challenges for small businesses, 

according to a 2013 study by Business Sheet Magazine. Two Trees Olive 
Oil, Hansel & Petal, and Landon Hotel have all found ways to navigate 
these challenges and beat the odds.

Two Trees Olive Oil CEO, Maria Ann Vitalia, utilizes the latest tech-
nologies to ensure her third generation family business continues to 
thrive. Making sure they have necessary capital is key to their success. 
“We know our number one goal must be profit, so we can achieve our 
desired outcome: making our customers and employees happy.”

Kirk Hansel, co-owner of Hansel & Petal, realized they had an oppor-
tunity to find new revenue streams by adding workshops. “When we 
started Hansel & Petal, we envisioned selling flowers in an eco-friendly 
way. Then we discovered an opportunity to educate our customers. 
They wanted to know more about how to create their own eco-friendly 
gardens, so we expanded to include workshops.” The introduction of 
the workshops has resulted in Hansel & Petal’s income doubling for two 
consecutive years.

Get the Capital You Need
Evaluating your capital needs is one of the most critical steps you can 
take to start your business off on the right foot and ensure long term 
success.

When Two Trees Olive Oil decided to upgrade their equipment to sup-
port their new green initiatives, they knew it would require additional 
capital. “After doing our research, we decided to go with a traditional 
business loan,” Maria Ann Vitalia explained. “It offered us the addi-
tional money we needed, and allowed us to pay it back at a pace that 
matched the increased revenue from our expansion. Meeting with a 
financial expert really helped us figure out which loan was right for our 
needs.”

Master Your Production Processes
Developing and updating processes can be one of the most challenging 
tasks a small business owner faces. There are many questions you need 
to ask when creating processes. Is it scalable? Will it be easy to main-
tain? Is it teachable to others? Is it adaptable to business changes?

Although developing processes may seem overwhelming, working with 
your team to identify the primary objectives, set the scope, identify the 
stakeholders, and define your requirements will help you create strong 
processes. Don’t be afraid to look for outside help if you think you need 
it.

HOW STRONG IS YOUR BUSINESS 
PLAN?
One of the mistakes startups make is underestimating 
the power of having a strong business plan. Develop-
ing a business plan helps you outline how you will 
achieve your goals, and learn what tools you’ll need 
to be successful. To make sure your plan carries some 
weight: 

 • Research your market and competition
 • Be specific on your goals and objectives, but don’t 

get hung up on the details

 • Make sure your plan is complete
Going through the steps of creating a business plan 
will also help you evaluate the strengths and weak-
nesses of your business idea, and figure out how to 
overcome obstacles. 

If you have a solid business plan, it will make secur-
ing funding for your business easier. One of the top 
reasons people are denied small business loans is 

TO THE 
EDITOR: 

August, 2014

Dear Editor,

Thank you for the articles in 
your May edition discussing 
hiring top-notch employees. 
The advice about building an 
interview plan and develop-
ing meaningful questions has 
helped me conduct better 
interviews, and make more 
informed hiring decisions.

For the first time since 
opening my custom cake shop, 
I feel I have a quality team 
that will help me rise to the 
top. Developing meaning-
ful questions helped me get 
responses that could determine 
if the interviewee was a good 
fit. We’ve made some amazing 
cakes in the past few months 
and the customer feedback has 
been through the roof. Orders 
are up more than 60% and 
we’ve taken on some corporate 
clients, something I never even 
considered before. I’m consid-
ering adding another person to 
our team due to the increased 
orders! I couldn’t have done it 
without your advice.

Sincerely,

Dave Newortson
Cincinnati, OH

Top photo: Granddaughter of Two Trees 
Olive Oil founder and current CEO, Maria 
Ann Vitalia. 

Bottom photo: Petalia Jones, co-owner of 
Hansel & Petal.
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When Petalia Jones, co-owner of Hansel & Petal, decided to extend 
their services to include workshops, she hired consultants. “We knew 
we wanted our focus to be on the 
training, and that we didn’t have 
the expertise to design profes-
sional documents to support our 
top-notch curriculum. We con-
tracted out the services to ensure 
we were giving our customers the 
best workshops we could offer.”

Successful business owners master 
the production process and realize 
how much capital is needed to maintain their business. However, know-
ing if you’re ready to grow as a business is challenging, even for veteran 
business owners. How do you know if it’s the right time to expand your 
business? Landon Hotels CFO, Mark Tristner shares how they turned 
one hotel into an international business.

Growing Your Business
Mr. Landon had a vision. He wanted to combine the feel of a bed and 
breakfast with the amenities of a luxury hotel, to create a one-of-a-kind 
hospitality experience for visitors.

This vision became a reality when he renovated an historical apartment 
building in London and transformed it into a premiere getaway for his 
patrons. Today, Landon Hotels is an international success story, with 
locations in more than 400 neighborhoods worldwide. 

But taking on new territories didn’t happen without some growing 
pains. “Whenever you experience growth, there’s this gap between what 
you need and what you have. The key is making sure to control the 
growth, so you can fill the gap,” explains Mark Tristner. “Balancing staff, 
revenue, and even supplies is tricky. There were times when we pulled 
back the reigns and reevaluated to make sure we were keeping our 

Top photo: This old French bakery sign 
hung on the historical London apartment 
building that was purchased by Arthur 
Landon. The apartment building became 
the first of the many hotels in the Landon 
chain. Mr. Landon insisted that the sign 
remain, as a reminder of the hotel’s humble 
beginnings. 

Bottom photo caption: One of the premium 
king size rooms in the Landon Hotel in 
London.

“The goal was, and still is, to achieve growth and keep 

our staff  happy, while maintaining the high standards Land-

on Hotels is known for.”

Top photo: Landon Hotels founder, Arthur 
Landon, transformed the luxury hotel 
industry and created an international hotel 
chain with more than 400 locations.

Bottom photo: Mark Tristner, CFO for 
Landon Hotels, has been instrumental 
in keeping the hotel chain’s growth and 
revenue balanced.



CAPITAL IMPROVEMENT 
SOURCES

NUMBER OF 
FIRMS

PERCENTAGE 
OF CAPITAL 
SOURCES

FIRMS 
WITH PAID 
EMPLOYEES

Personal/family savings 4,218,071 30.0% 26.3%

Personal/family assets 604,701 4.3% 4.7%

Personal/family home equity 665,378 4.7% 6.9%

Personal/business credit cards 1,763,770 12.6% 14.5%

Business loan: federal, state, or 
local government 65,292 0.5% 0.9%

Government guaranteed business 
loan from bank or financial 
institution

48,684 0.3% 0.7%

Business loan from bank or 
financial institution 1,269,349 9.0% 18.2%

Business loan/investment from 
family/friends 149,078 1.1% 1.7%

Investment by venture 
capitalist(s) 25,245 0.2% 0.3%

Business profits and/or assets 1,496,487 10.7% 17.6%

Grants 52,165 0.4% 0.9%

Other source(s) of capital 146,377 1.0% 1.6%

Unknown 732,591 5.2% 4.8%

Did not have access to capital 212,563 1.5% 0.8%

Did not expand or make capital 
improvements 14,038,884 46.5% 29.5%
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You can trust Globe Bank to help secure the capital funding you need for your busi-
ness. Whether you’re planning to expand your business, or you’re getting ready to 
open your doors for the first time, our talented account executives will recommend 
the right kind of loan to meet your needs.

To learn more about our small business loans, contact us at:  
businessloans@globebank.net or 202.992.0000

Banking with us is like having  
the world in your hands…

Small Business Loans To 
Jump-Start Your Future

Globe Bank International | 38889 19th Street NW | Washington D.C., 20006 | 202.992.0000

reinvesting in your business regularly is essential to your long-term 
plans. Most financial advisors suggest that you put aside anywhere 

from four to ten percent of your annual revenue to reinvest into your 
business, depending on your operational needs. 

While many businesses rely on 
their profits and assets to maintain 
operational costs, it may be neces-
sary to seek outside funding to 
make capital improvements. There 
are many factors to consider when 
you decide when and how to bor-
row, or take on investment capital. 
While incurring debt or accepting 
outside investment offers to make 
one-time improvements may be 
wise, be wary of using these funds 
for maintaining day-to-day opera-
tions.

Businesses also need to consider 
how they'll pay back borrowed 
money. Using a business credit 
card for capital improvements may 
seem like the easiest route, but if 
the interest rate is two or three 
times higher than taking out a 
loan, it may cost you more in the 
long run. 

FUNDING CAPITAL IMPROVE-MENTS

As this chart shows, approximately 10 
percent of capital improvement funding 
came from business loans, according to the 
United States Census Bureau’s 2007 study.
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