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U
tility companies play an important role in 
facilitating economic development in the 
communities they serve. They employ eco-
nomic development professionals that work 

collaboratively with communities, economic devel-
opment organizations, and businesses in the areas 
where they provide service. Historically these utility 
economic developers work as partners to facilitate 
the attraction of new businesses, which then be-
come customers of the utility company. 

Innovative utility economic development practi-
tioners are now expanding beyond traditional ac-
tivities to take advantage of even larger economic 
growth opportunities. They are doing this by focus-
ing economic development efforts on small and me-
dium businesses (SMB) which are already located in 
their service territories and are current customers. 

There are clear competitive advantages for utilities 
focusing economic development resources on small 
businesses including: 

GREATER JOB CREATION AND ECONOMIC IMPACT 

DIRECT BENEFIT TO EXISTING SMB CUSTOMERS 

POSITIVE IMPACT ON THE UTILITY’S BOTTOM LINE 

SMBS BECOME UTILITY ADVOCATES THROUGH GOODWILL

1
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SMALL BUSINESS ASSISTANCE 
HAS A HIGHER ECONOMIC
IMPACT THAN  BUSINESS
ATTRACTION 
The effect of business attraction is tiny compared to the economic impact of existing businesses. 
And the relative quantitative value of local small businesses is simply too hard to ignore: there are 
about 750,000 businesses that need a location each year compared to about 22,000,000 businesses 
that exist in the USA (Source: U.S. Small Business Administration, longitudinal data). EDOs can get 
better ROI by focusing on the local opportunity, which is nearly 3,000% larger. 

Supporting the growth of small businesses also has the largest impact on job creation. Small busi-
nesses account for 64 percent of net job creation in the private sector. In difficult economic times, 
small businesses contribute even more. After the last recession, the share of net new jobs attrib-
utable to small businesses grew to 67 percent1. So, for utilities that are trying to help the many 
American communities facing challenging times with high unemployment, slow job creation, and the 
loss of jobs, their best path to growth lies with small businesses

Supporting the growth 
of small businesses 
also has the largest 
impact on job creation.
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Keeping current 
customers happy, 

well-served, and 
successful is at the 

core of every 
successful company’s 

goals

Current customers are the most important customers for utilities because they are the source of 
revenue that keeps the utility functioning and successful. Keeping current customers happy, well-
served, and successful is at the core of every successful company’s goals and it makes sense for 
utility economic development too. 

For many small business customers of a utility, their relationship 
with the utility is only transactional. The utility provides the 
basics of delivering consistent and competitive power, which 
is the most basic expectation. Although consistent power is 
essential to the SMB’s ability to function, they only see this 
as a base expectation and not an advantage. Often, if a SMB 

customer is interacting with a utility for anything other than 
paying for the service it is to complain that there is a problem with 

their service not working correctly. This means the two most com-
mon interactions a SMB customer has with a utility are both painful: 
paying and complaining because something didn’t work. 

However, power companies are now in a position to change the ba-
sic relationship they have from being a simple, transactional utility 
into a higher value relationship in which the utility becomes the SMB’s 

partner for success. This changes the relationship from the SMB 
seeing the utility as a necessary cost to a valuable advantage. 

The utility economic development division can enable this by 
providing their small and medium sized businesses with as-
sistance to help them successfully startup, grow, and improve. 
The ways utilities can do this is enumerated throughout this 

document. 

HELPING CUSTOMERS MAKES 
GOOD BUSINESS SENSE 2
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For some utility companies, they use economic development for 
positive marketing to show that they are helping the economies 
of the communities they serve. While this is incredibly import-
ant, insightful utility economic developers are discovering that 
they can provide assistance to small businesses that directly 
impact the bottom line and corporate goals of their company. 

Assisting small businesses doesn’t only have to be altruistic. It 
can also be self-serving, even when it actually helps everyone in 
a win-win scenario. For example, through the process of assist-
ing small businesses, utilities can introduce helpful utility-pro-
vided products and services (including those that are unregu-
lated) that can help the small business optimize or improve the 
way the SMB is operating. Or, through increased engagement, 
the utility can help reach and influence more SMBs to change 
practices for power consumption which they are obligated to do 
by the regulatory agencies that oversee the utility. In addition, 
a satisfied constituency of SMB customers translates into an 
easier time getting approvals for rate increases according to 
industry insiders2.

Also, if utilities are able to assist their small busi-
nesses to grow and become more successful, these 
small businesses turn into big businesses. These 
big businesses are even more valuable as cus-
tomers and they have already developed a positive 
opinion of the utility because the utility was its 
partner in its growth toward success. 

It is possible for utility economic development 
agencies to implement a future reality in which the 
small business isn’t complaining about the utility but 
is publicly talking about how the utility helped it grow 
into a more successful company. 

SMALL BUSINESS IS 
BIG BUSINESS FOR UTILITIES 

Assisting small businesses doesn’t 
only have to be altruistic. It can 
also be self-serving, even when 
it actually helps everyone in a 
win-win scenario.

3

https://www.lime-energy.com/blog/5-reasons-utility-companies-should-hire-a-small-business-efficiency-partner-in-2015/
https://www.lime-energy.com/blog/5-reasons-utility-companies-should-hire-a-small-business-efficiency-partner-in-2015/
https://www.lime-energy.com/blog/5-reasons-utility-companies-should-hire-a-small-business-efficiency-partner-in-2015/
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Utility economic 
development 

professionals know 
supporting small 
businesses is an 

economic and social 
responsibility 

opportunity

A successful SMB online assistance program can significantly benefit the utility company in how it is 
perceived by small businesses and communities, thereby delivering goodwill. And because there are 
so many SMB customers, the magnitude of the audience that can be reached is massive. Through 
engaged SMB assistance utilities can improve SMB’s view of the utility: 

SMALL BUSINESSES BECOME 
UTILITY ADVOCATES THROUGH 
GOODWILL 

4

For many businesses, the only 
interaction they have with their 
utility is signing up for an ac-
count, paying each month, and 
calling for service when the 
lights go out. Providing small 
business assistance services 
online makes your utility more 
accessible and facilitates 
positive relationship building 
between the utility and the 
business client.

MY UTILITY CARES ABOUT 
SMALL BUSINESSES
LIKE MINE.

“Free” is a compelling attrac-
tion to use a utility’s new small 
business assistance service 
and retain existing customers 
if they have other power pro-
vider options. And when that 
service delivers real value to 
the SMB’s bottom line, they will 
value the company that provid-
ed it as an authentic partner. 
That type of feeling, value, and 
relationship delivers long-term 
value to the utility. 

MY UTILITY IS MY SMALL 
BUSINESS PARTNER FOR 
SUCCESS. 

Although implementing SizeUp 
LBI will likely be the initiative 
of the utility economic develop-
ment division, there are clear 
benefits to the corporate social 
responsibility (CSR) division of 
the company, as this is a tool 
that helps existing small busi-
nesses in the communities the 
utility serves. As such CSR can 
be a joint partner and funder of 
utility EDO programs support-
ing small businesses.  

MY UTILITY CARES ABOUT 
CORPORATE RESPONSIBILITY, 
ECONOMIC DEVELOPMENT, 
AND GOODWILL.

Corporations, politicians, and local EDOs 
are all frequently accused of not doing 
enough to help small businesses. Yet in 
every election, politicians praise the val-

ue and express their commitment to small 
businesses. Corporations also have marketing con-

veying their support of small businesses. Everyone supports and loves small businesses. And the 
support makes sense because of both the economic value of SMBs and because emotionally there is 
a deep appreciation of small businesses as a cornerstone of American culture. Utility economic de-
velopment professionals know supporting small businesses is an economic and social responsibility 
opportunity. Yet for all the belief in supporting small businesses, traditional methods to actually 
make an impact have been a challenge. Fortunately, innovative solutions are now available to the 
Utility economic development profession.  

What Have You Done 
For Me Lately?

OPEN



8 THE NEW INNOVATION IN UTILITY ECONOMIC DEVELOPMENT: SMALL BUSINESS

© 2019 SIZEUP LBI

CHALLENGES & STRATEGIES 
FOR UTILITY EDOS SERVING 
SMALL BUSINESSES 

ALTHOUGH THE BENEFITS OF WORKING WITH SMALL BUSINESS-
ES ARE SIGNIFICANT FOR UTILITY COMPANIES, THE CHALLENG-
ES CAN ALSO BE FORMIDABLE. 

SO MANY SMBS
One of the key attractions of the small business market is that 
there are so many of them. However, this can also be the fore-
most obstacle to implementing a successful utility economic 
development program targeting SMBs. How can Utility EDOs 
serve such a large audience effectively? 

SMALL BUSINESSES ARE ALL SO DIFFERENT 
Although SMBs share many of the same challenges, the entre-
preneurs that run them often think their company is unlike any 
other one. This is partly true in that small businesses in differ-
ent industries really are different. Even within a general indus-
try category like manufacturing, a company that makes candy, 
another that makes clothing, and a different one that makes 
medical devices are all manufacturers. Yet these small busi-
ness manufacturers all are very different. How can Utility EDOs 
provide assistance that is appropriate to the unique industries 
and locations that their SMB customers operate? 

SCALING TO SERVE SMBS
Even if a Utility EDO develops a quality SMB-focused economic 
development program, will it have the resource capacity to pro-
vide the service to the large audience of SMBs in the utility’s 
service territory? 

TO ADDRESS THESE BIG CHALLENGES REQUIRES UTILITY EDOS 
TO SELECT FROM DIFFERENT BIG SOLUTIONS TO MAKE SERVING 
SMALL BUSINESSES VIABLE. THESE INCLUDE: 

BIG BUDGETS
Large budgets enable Utility EDOs to implement more programs 
and serve larger audiences. However, it is common for even 
well-funded utility EDOs to be constrained by budgets. 

BIG STAFF
Having more staff can enable Utility EDOs to be more physi-
cally available and geographically distributed to reach more 
SMB customers. However, even large utility EDOs have relatively 
diminutive staff. As such, Utility EDOs have tended to be part-
ners with other local EDOs to deliver services by providing pro-
grams that these local EDOs can participate in or funding local 
EDO programs. 

BIG INTERNET
A relatively new opportunity is for Utility EDOs to provide online 
services that can help their customers and their local EDO part-
ners. This can be both scalable and affordable. Some examples 
of how utilities do this include Kansas City Power and Light 
providing searchable databases of properties, Cleco delivering 
online site selection analysis assistance for corporate location 
decisions, Arizona Public Service providing demographic and 
business data for its communities, and Florida Power and Light 
offering small business intelligence for market research. 

Utility EDOs should eliminate the program choices that do not match their resources and instead chose programs that can be effectively 
implemented.

https://app.locationone.com/buildings?organization=59eaba35bec80e09b4bbed86
http://clecopower.zoomprospector.com/
http://clecopower.zoomprospector.com/
http://www.arizonaprospector.com/
http://www.arizonaprospector.com/
https://www.fpl.com/business/resources/small-business-tool.html
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UTILITY EDO
MODEL PROGRAMS 
TO SERVE
SMALL BUSINESS

Utility EDOs have options for how 
they can best take advantage of the 
opportunity and value-creation that 
comes from better serving their 
small business customers. Some 
of these options are traditional, 
others are possible through budget 
and staff increases, and others are 
innovations possible through 
leveraging new technology. 

4
The following are four program solutions that Utility EDOs 
can implement. 
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TRADITIONAL UTILITY 
SMALL BUSINESS SERVICES
Continuing to provide traditional services to small businesses that the power company already provides is obvious. The 
programs already exist and are likely staffed and funded outside of the Utility EDO division. An example of this would 
be an energy efficiency program that includes on-site energy assessments, installation of savings measures, instant 
discounts and rebates. In most locations these programs are required and regulated by state government. 

Traditional programs are valuable to the utility’s small business customer, but they often don’t differentiate the utility 
as innovative. However, of the existing SMB programs the utility provides, the opportunity is to identify which of these 
current SMB programs is relevant to facilitate economic development. These are the programs that the Utility EDO can 
further promote, including through partnerships with local EDOs. 

1

TRADITIONAL BUSINESS 
RETENTION AND EXPANSION
One of the most common programs that local economic development organizations provide to small businesses is 
called “Business Retention and Expansion” (BRE). This is a process by which EDpros develop direct relationships with 
local businesses including personal meetings in which they identify how they can provide support to help the business 
expand or mitigate challenges the company is experiencing. According to research by the International Economic De-
velopment Council, BRE programs tend to target the community’s largest employers, primary job creators, and target 
industries. As such, this type of program often excludes small businesses, retail, and service companies3. 

For Utility EDOs a BRE program is probably the least realistic to implement because even local EDOs don’t have the 
capacity to individually meet with the numerous SMBs in their city, let alone the potentially tens or hundreds of thou-
sands that a Utility EDO may have in its service territory.

2
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ECONOMIC GARDENING 
From its founding in Littleton, Colorado, Economic Gardening has defined itself as the opposite of business attraction. 
Instead, “it is an entrepreneurial approach to economic development that seeks to grow the local economy from within. 
Its premise is that local entrepreneurs create the companies that bring new wealth and economic growth to a region 
in the form of jobs, increased revenues, and a vibrant local business sector. Economic gardening seeks to focus on 
growing and nurturing local businesses rather than hunting for “big game” outside the area.4”

The Edward Lowe Foundation points out that “in contrast to relocation or startup initiatives, Economic Gardening 
targets second-stage companies already operating in a community. It helps these existing businesses grow larger by 
assisting them with strategic issues and providing them with customized research. Economic Gardening differs dra-
matically from traditional types of business assistance. It’s not about business plans, financial analysis or workforce 
development. Instead, researchers assist in five key buckets: core strategy, market dynamics, qualified sales leads, 
innovation and temperament. Within these areas, Economic Gardening specialists leverage sophisticated corporate 
databases, geographic information systems, SEO and Web marketing tools to help second-stagers:

3

• Identify market trends, potential competitors and unknown resources.
• Map geographic areas for targeted marketing.
• Raise visibility in search engine results and increase web traffic
• Track websites, blogs and online communities to better understand competitors as well as current and potential 

customers.
• Refine their core strategy and sustainable competitive advantage5.

Economic Gardening is a targeted way that 
Utility EDOs can focus on a limited set of 
high-growth, “second-stage” companies 

by hiring Economic Gardening researchers 
to implement this program or funding local 

EDOs to implement it. However, because it is a 
staff-driven program that delivers consulting 
for the small business, it is not something that 

can be scaled to serve large numbers of small business-
es. In fact, Economic Gardening is designed to exclude most 

businesses from the program that do not show the potential for 
significant growth. 



12 THE NEW INNOVATION IN UTILITY ECONOMIC DEVELOPMENT: SMALL BUSINESS

© 2019 SIZEUP LBI

ONLINE SMALL BUSINESS 
INTELLIGENCE ASSISTANCE
A new initiative that Utility EDOs can pursue is to provide their SMB customers with online assistance to help them 
grow and succeed in business. In today’s information economy businesses without access to information are at a sig-
nificant disadvantage. As such, they are at risk of stunted growth and even failure. Traditionally, only large companies 
have had the financial and staff resources to be able to internally create or hire consultants to create custom market 
research and business intelligence. Now, breakthrough technologies related to data, computing, and the Internet is 
making it possible for Utility EDOs to provide this type of economic development assistance to small and medium-sized 
businesses. 

This type of program achieves many of the top goals of Utility EDOs while remaining within practical constraints. 

4

• Support unlimited numbers of SMBs by providing the service through the Utility EDO’s own website. 
• Provide individually customized SMB assistance unique by industry and geography using existing SizeUp big data 

analysis and algorithms. 
• Requires no additional Utility EDO staff or staff time because the program is self-serve and online. 
• Low implementation budget relative to market size. 
• Enhance existing partnerships by delivering a high-quality economic development program to local EDO partners, 

a service local EDOs may not be able to afford on their own. 
• Foster goodwill with local elected officials and community organizations by assisting the politically popular agen-

da of supporting local small businesses. 
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INNOVATION CASE STUDY: FLORIDA POWER AND LIGHT 

FOUR TOOLS TO BUILD THE 
FOUNDATION OF A 
SUCCESSFUL ONLINE 
SMALL BUSINESS 
SUPPORT STRATEGY. 

FPL’S IMPLEMENTATION 
OF SIZEUP LBI
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The Florida Power and Light (FPL) economic development 
team delivers services to its communities, businesses, and 
local EDOs. It provides both personal economic development 
services through its staff and online services through its web-
site such as online GIS site selection assistance for business-
es that are trying to identify the optimal location to startup, 
expand, or relocate in its service area within Florida. 

FPL identified a huge market opportunity in economic devel-
opment if it could scale its assistance to the State of Flori-
da’s small and medium-sized businesses by providing online 
services using SizeUp LBI software. The program enables 
small businesses a way to access Do-It-Yourself assistance 
that delivers high-quality analysis to help the business grow. 
The analytical reports are customized for each business and 
are unique by industry and geographic location. The online 
program is free to small businesses, available 24 hours-a-
day, and is simple to use. “Small businesses are the economic 
engine of Florida’s economy and FPL is committed to their 
success. By providing them SizeUp market research and busi-
ness intelligence through FPL’s Small Business Tool on our 
website Florida’s small businesses can be more informed and 
make smarter decisions to succeed,” said Crystal Stiles, FPL 
Director of Economic Development. 

“Power companies are in a unique position to help small 
businesses succeed because they already have relationships 
with these companies as customers. When small businesses 
do well it fosters job creation and healthy local economies. 
Providing SizeUp data insights and leveraging FPL’s website 
to be a source of business assistance that fosters economic 
development is beneficial to the small businesses, local com-
munities, and the growth of Florida’s economy,” said Stiles.

Access to this kind of online market data improves the com-
petitive playing field for small business owners. FPL’s on-
line program empowers Florida’s small businesses to make 
smarter decisions based on data. Its online service addresses 
this small business need and delivers with four market in-
telligence tools: Business and Industry Analysis, Competitive 
Intelligence, Advertising Analysis, and Demographic Analysis. 

FPL’s online tool delivers with 
four market intelligence tools: 
Business and Industry Analysis, 
Competitive Intelligence,
Advertising Analysis,
and Demographic Analysis.

Learn more about these tools on the next pages.

Crystal Stiles
Director of Office of Economic Development for Florida Power & Light Company (FPL) 
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Business owners can find out how their performance compares to 
all other competitors in their industry, based on benchmarking of 
their revenue, employees, years in business, and other measures. 
An entrepreneur that has yet to start a business can use this tool to 
assess whether their projections are realistic given the state of the 
competitive market. 

It is important for businesses to know where they stand in relation to direct competitors, 
because they can’t know what to improve without knowing where they currently stand. 
When they know which categories are their weakest compared to competitors, they can 
then focus more attention on improving in those areas.  

COMPARE BUSINESS PERFORMANCE TO 
COMPETITORS

It is important for businesses to know where they stand in
relation to direct competitors.

1
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SizeUp LBI shows business owners the locations of potential custom-
ers and suppliers. If the owner is looking to expand, he or she may 
want to consider areas that have a lot of potential customers (shown 
in green on the map image X) and not so many competitors (shown 
in red). Businesses that sell directly to consumers can track where 
households spend the most dollars.  Business owners can map local 
patterns for hundreds of consumer expenditure categories, ranging 

from women’s sweaters to new trucks. 

This tool also helps business owners identify potential business customers and suppli-
ers.  Users of the website simply enter the types of industries from which they would like 
to find buyers or suppliers, and the service displays the business name, street address, 
as well as phone number and website when available.  For time-starved business own-
ers, this research saves a huge amount of their time. A great additional advantage to 
this tool is that it encourages local business transactions. 

FIND POTENTIAL CUSTOMERS, SUPPLIERS, 
AND COMPETITORS 2

This can help identify geographic and economic leakage in some 
areas that the business can exploit to increase their revenue.
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Business owners can use SizeUp LBI to find the areas with the high-
est total revenue for their industry so they can target advertising to 
areas with strong industry revenue. Or, they can choose instead to 
isolate the areas that are most underserved for their industry, as 
those might be areas where they can fill a gap in the local mar-
ket. Owners can also restrict the search to only display areas that 
fit certain criteria important to the business, such as a minimum 

household income, demographics, or business characteristics. Comparing this analysis 
with the household consumer expenditure data gained from the competitive intelligence 
section, business owners can precisely narrow down the optimal locations to advertise. 

IDENTIFY THE BEST GEOGRAPHIC PLACES TO 
ADVERTISE3

Business owners can use SizeUp LBI to find the areas with the 
highest total revenue for their industry.
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Business owners need to understand who lives and works in the ar-
eas surrounding their business location. Using SizeUp LBI, owners 
can access over two thousand demographic, spending, and labor 
force data characteristics for the potential customers or employees 
around them. For instance, an owner can find out how many employ-

ees of a certain occupation work within a 15 minute drive-time of their address or the 
amount of money the typical household spends eating out for dinner.

Moreover, basic demographic analysis offers a data report with information about an area, 
but doesn’t actually reveal geographic location of your target market. SizeUp LBI goes this 
one step further, by allowing users to visualize demographic data spatially and highlight 
exactly where the densest portion of a given market is located.  By comparing that data 
to the data you have gathered in the other portions of the service, businesses can now 
pinpoint exactly where the most desirables markets are located. This is extremely useful 
for businesses looking to open a new location or target customers specifically in poten-
tially profitable areas. Business owners can specify custom boundaries for demographic 
analysis or identify demographics, consumer expenditure, or labor force data around a 
specific address. Business owners considering several different locations can run this 
analysis around 
each address and 
find out exact-
ly which location 
would give them 
the best chance at 
success. 

GATHER DEMOGRAPHIC, SPENDING, AND LABOR 
RESEARCH SPECIFIC TO A UNIQUE BUSINESS 
LOCATION 4

Businesses can now pinpoint exactly where the most desirable 
markets are located.
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Even though small businesses want to compare their perfor-
mance to competitors, they lack access to benchmarks and met-
rics specific to them6. Often this is because benchmark data is 
only available for general industries such as business services, 
retail, construction, and restaurants. But small businesses don’t 
see themselves as “general” businesses; they have identified 
specific areas of expertise. Instead of identifying with these 
general categories, they self-identify as accountants, women’s 
clothing stores, electricians, and Italian restaurants – because 
that’s who they really are. 

SMALL BUSINESSES WANT 
BENCHMARKS AND METRICS

FPL’s implementation of SizeUp LBI 
solves this problem by enabling unique 
businesses to compare themselves to 
only the businesses they actually com-
pete with, using benchmarking data for 
over 1000 specific industries. 
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Use cases by business lifecycles stages
implementing SizeUp LBI

FEASIBILITY

LAUNCH

GROW

EXPAND

REPLICATE

SERVING ENERGY COMPANY 
CUSTOMERS THROUGH THEIR 
ENTIRE LIFECYCLE



21THE NEW INNOVATION IN UTILITY ECONOMIC DEVELOPMENT: SMALL BUSINESS

© 2019 SIZEUP LBI

FEASIBILITY
CHEF

I’ve been working as a chef and dreaming of opening my own Greek restaurant.
I don’t know what I would need to make to leave my day job. What’s the average 
revenue of restaurants in my area? Are there nearby locations where residents eat 
out frequently but may not have many local restaurant options?

The average Greek restaurant in my city makes 
$258K annually, and the most successful restau-
rants appear to be just outside of downtown.

The areas where consumers dine out most 
are further away from the downtown. 
Perhaps I should follow the diners out to 
where they live.

The most underserved areas for Greek 
restaurants are also further away from 
downtown. Locating on the outskirts may 
help me reach an untapped market.
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LAUNCH
ACCOUNTANT

I’ve been doing taxes at a national tax company for years, and I’m ready to start my 
own shop. As part of the loan application, the bank wants a business plan. Where 
would I find benchmarking data that will help justify approving my loan? I’m also 
personally curious if there’s been a lot of new competition in recent years.

The average accountant in Seattle does significantly 
more revenue than the metro and national averages. 
The market is clearly large, but there’s also well-
heeled competition.

Of the existing accountants, an increasing 
number have entered the market since 2008, 
though there were also upticks in formation 
in the mid 1990s and the early 2000s.

The average accountant firm in the city is 
much larger than the regional or national 
averages; it may be hard to compete with 
that size so I may want to bring in other 
partners or I may be better off locating else-
where in the metro.

BEAUTY SALON
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GROW
BEAUTY SALON

We get great foot traffic in our salon, but we’d love to do some sort of coupon or 
promotion to drive business in from nearby neighborhoods. Which neighborhoods 
would be the best to target?

The areas with the highest spending on personal care 
services for females also has many hair salons, ex-
cept perhaps for the zip code on the top of the map, 
especially outside of the major roadway.

Comparing the map on the right to the map on the left, 
there are zip codes in the northeast that have high con-
sumer spending for personal care and are also under-
served markets.
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EXPAND
CARPET CLEANER

I clean a lot of rugs at attorneys’ homes. Several have said that I could make a lot 
more money targeting law firm offices. One client had me clean his office and they 
paid full-price, didn’t ask for a discount, or even use a coupon. I want to keep my 
existing residential customer base and expand with business customers. How do I 
find local law firms to target?

There are relatively few competing rug and carpet 
cleaners (red) in this area compared to the large 
number of law firms that are my potential customers 
(green).

The law firms making the most money are concentrated 
in the northeast of the city.
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REPLICATE
CAR WASH

My current business is successful to capacity. Where should I build my second car 
wash? I’m looking for a location that’s far from the competition, has more afford-
able salaries than my current location, and where the residents spend the extra 
money to take care of their vehicles.

The average salaries for car wash employees appear 
to be lowest in parts of New Jersey and outer Long 
Island.

There are a couple neighborhoods in the 
middle of the map where consumers spend 
highly on vehicle repair/maintenance and 
there are hardly any car washes.

The most underserved markets for car wash-
es appear to be near downtown Brooklyn and 
out in eastern Queens.
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Small businesses are the backbone of the US economy. They 
represent 99.7% of all USA employer firms, contribute 46% of 
the total GDP, and create 64% of net new private sector jobs7. 
The bottom line is, small businesses are big business for power 
companies and the places they serve. No American community 
could survive without small businesses, and what’s more, small 
businesses contribute relatively more to the local economy than 
large businesses because small businesses are more likely to be 
owned by local residents8. 

Yet small businesses face incredible challenges. In spite of the 
hard work put in by entrepreneurs to make their new business 
startups succeed, about half fail within five years9. This is an 
alarming rate of failure and, to add additional pain to these 
heroic entrepreneurs, when they fail they can also lose their 
own personal wealth. Sixty-five percent of small businesses use 
credit cards, but only half of those cards are in the company’s 
name, exposing business owners to extra risk to their personal 
finances10. 
Utility economic development organizations can be 
a new hero to small businesses in their ser-
vice territories by becoming an authen-
tic partner in their entrepreneurial 
success. The advantages for 
the utility, communities, and 
small businesses are too 
great to lose out on. Inno-
vative Utility EDOs are tak-
ing steps and implement-
ing programs to define 
themselves as empowering 
small business. 

UTILITY AS SMALL BUSINESS PARTNER 

Represent 99.7% of all USA employer firms

Create 64% of net new private sector jobs 

SMALL BUSINESSES...
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KEY TAKEAWAYS 
Innovative utility economic development organizations are expanding 
beyond traditional services related to business attraction to pursue the 
larger opportunity of supporting small businesses in their service territory. 
They are doing so by providing direct services and partnering with local 
EDOs. Online software technology, cloud computing, and access to big 
data has opened the possibilities of utility EDOs to provide new services 
to small businesses that were never possible before. 
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SizeUp was awarded 1st Place in a Department of Commerce challenge to identify business apps that help American businesses be 
more competitive, improve their success, foster prosperity, and create more jobs here at home. The list of high-profile judges that 
selected SizeUp as the best technology included some of the most famous Internet and business leaders in the world including Vint 
Cerf, Chief Internet Evangelist at Google; Sheryl Sandberg, Chief Operating Officer at Facebook; Vivek Kundra, Executive Vice President, 
Salesforce.com; Tim O’Reilly, Founder and CEO of O’Reilly Media; John Bryson, US Secretary of Commerce; and Steven VanRoekel, Chief 
Information Officer of the United States. 

SIZEUP HAS BEEN FEATURED IN MAJOR MEDIA INCLUDING:

EXECUTIVES FROM GOOGLE, FACEBOOK, AND SALESFORCE.COM 
AGREE THAT SIZEUP TECHNOLOGY IS THE BEST AT MAKING 
BUSINESSES MORE COMPETITIVE AND GROW JOBS IN THE USA.

Vint Cerf

Chief Internet 

Evangelist, Google

Tim O’Reilly

Founder and CEO

O’Reilly Media

Sheryl Sandberg

Chief Operating Officer

Facebook

Vivek Kundra

Exec. Vice President

Salesforce.com

John Bryson

Secretary of Commerce

United States

Steven VanRoekel

Federal CIO

United States
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