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                                         New York District Top Ten Lenders

10/01/05-02/28/06 (by number of loans)

	Lender

	No. of Loans
	Amt.

	Bank of America
	452
	$18,767,300

	HSBC
	428
	$24,754,300

	JP Morgan Chase
	415
	$22,725,900

	Capital One Federal

Savings
	99
	$3,860,000

	Manufacturers & Traders
	75
	$4,878,000

	Citizens Bank

	67
	$2,785,000

	Citibank


	64
	$2,121,500

	Broadway National Bank
	55
	$9,034,000

	Banco Popular

	54
	$2,829,000

	Commerce Bank

	44
	$12,639,700
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Actress Channels Artistic Expression Through 


Small Business





By John J. Miller





New York, NY-- When it occurred to actress Jane Labanz that she did not want to spend countless hours at auditions or acting in productions that kept her away from her Man-hattan home for extended periods of time, she turned her talent to entre-preneurship to give her the freedom--- both artistically and time wise--- she needed.





Labanz is the founder, owner and artistic director of The Delicate Pen, which provides high-end calligra-phy products for weddings and other special events.  The Delicate Pen’s products have been show-cased by Barbara Walters on TV’s “The View,” displayed at the Smithsonian in Washington, DC and featured in numerous bride and wedding magazines including Martha Stewart Living Wedding and New York Bride.





			(next column)
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Second Annual 


Faith-Based and 


Community-Based Organizations Summit





New York, NY – Following on 


the success of last year’s event, the New York District Office will be conducting its Second Annual Faith-Based and Community-Based Summit this month.





The summits came about as a result of President George W. Bush’s executive order creating the Center for Faith-based and Community-based Initiatives in five cabinet-level agencies, and from recommendations of the SBA’s Faith-Based Advisory Council in New York.  The summit is designed to introduce the agency and its programs and services to local faith- and community-


based organizations.





The event takes place on Friday, March 31, 2006 from 8:30 a.m. to 2:00 p.m. at 290 Broadway (corner of Duane Street) in the Ted Weiss Federal Building, 30th floor, New York, NY.  Admission is free.





The summit includes four work-shops in two specialized instruction tracks.  Small business owners and individuals can participate in SBA Programs and Services and Personal Credit Repair, while organizations can attend How to Form a For-Profit Entity and Becoming an SBA Community-Express Technical Assistance Provider. 





For more information and to register call 212-264-9487.






































































































































New York, NY—   I am pleased to report to you, our participating lenders, resource partners, eco-nomic development officials, elected officials and small busi-ness owners that as of the end of February 2006, the New York District was leading all Small Business Administration offices nationwide in the number of 7(a) Program loan approvals. 





In approving 2,085 loans for $204,507,600 the NYDO is setting the pace in the nation.  Of the total number of loans, 948, or almost half, were made to minori-ties.  African-Americans posted 133 loans; Hispanics received 228 loans; Asian-Americans obtained 584 loans and women received 464 loans.  Additionally, armed forces veterans received 56 loans.





We’re very proud that this office


is leading the country at almost the mid-year point.  With your help I know we will be able to maintain that position as well as increase the number of loans under the 504 Program.  Please be sure to see our top ten lenders at this point in the year on page 3.





On another note, I would like to apprise you of our most recent 		         


		           (next column)





effort to promote the agency’s surety, performance and bid bond guaranty programs.





This month our Business Develop-ment Division conducted a success-ful training program for over 160 participants.  Included in the intensive half-day program were surety agents, underwriters, bankers and small business owners desiring to grow their businesses by way of bonding.  Service providers staffed exhibit booths and provided one-to-one counseling.





For more information on bonding visit our Web site:  � HYPERLINK "http://www.sba.gov/financing/bonds/whatis.html" ��http://www.sba.gov/financing/bonds/whatis.html�.

















we received and approve the $4 billion in disaster loans.  In this disaster response, we’ve sur-passed that in just six months.


 


Our response has been an agency-wide effort.  Not only do we have more than 4,000 people working in the Office of Disaster Assistance, we’ve even engaged personnel in our district offices all across the country to help with the processing of loan applications.  Additionally, we’ve just announced an initiative with the Office of Gulf Coast Rebuilding called the Disaster Loan Partners Initiative to increase the role of private sector financial institutions in the hurricane recovery efforts throughout the Gulf region.





For businesses, vital to the rebuilding of local economies, we’ve approved $1.36 billion in disaster loans and to date we have processed 86 percent of the business disaster loan applications.  In order to expedite approvals of these loans, we simplified documents and streamlined approvals for loans under $150,000.  It’s also worth noting that in the SBA’s guaranteed working capital and real estate/fixed asset loan programs, the agency has delivered $400 million in loans to small businesses in the declared disaster areas.  This means that nearly $1.8 billion in loans to businesses have been approved in those areas impacted by the hurricanes.





The Bush Administration, working with the Congress, has 


		(next column)














Upcoming Events





Looking for low- or no-cost business management training opportunities to start or grow your business... or business networking opportunities?  Then be sure to check out our Calendar of Events at � HYPERLINK "http://www.sba.gov/ny/ny" ��www.sba.gov/ny/ny� for more information.





Surety Bond Financing


Date: 	March 22, 2006


Time:	10:00 a.m. - 1:00 p.m.


Place:	Bronx, NY


Info:	718-960-8806





Marketing On & Off the Web


Date: 	March 28, 2006


Time:	6:00 p.m. - 8:00 p.m.


Place:	Kew Gardens, NY


Info:	718-263-0546	











The SBA’s Response to 2005 Hurricanes Breaks all Agency Records


Approves $5.4 Billion in Disaster Loans in Six Months 





By Hector V. Barreto





It has been six months since Hurricane Katrina ravaged America’s Gulf Coast -- and the SBA has been a proud partner in helping to rebuild what Katrina, Rita and Wilma destroyed.  I am pleased to report that the U.S. Small Business Administration has approved $5.4 billion in taxpayer-backed, low-interest loans to more than 76,000 home-owners, renters and businesses in Texas, Louisiana, Mississippi, Alabama and Florida.





Never before in our history has the SBA been asked to respond to a disaster of this magnitude, and our employees have worked tirelessly, compassionately and with the highest sense of urgency to meet the needs of the victims in a disaster area that spans five states and some 90,000 square miles.  To date, more than 380,000 disaster applications have been received, more than 251,000 have been processed and more than 269,000 damaged properties have been inspected.





By way of comparison, the agency has eclipsed what was previously its largest response in history, the 1994 Northridge Earthquake in California.  In that disaster, it took us one year to 


process the 250,000 applications		(next column)














allocated about $88 billion in federal aid for the relief, recovery and rebuilding of the disaster areas, with another $20 billion in additional requests pending congressional approval.  Add on top of that the generosity in terms of billions of dollars in donations made by the private and non-profit sectors.  These significant monetary commitments, combined with a close collaboration between the federal, state and local governments, are elements which will help the region recover.  At the SBA, we’ve made it a point to work with all those involved as we help the region rebuild.





While there is still uncertainty as to how, when and where rebuilding will proceed, we stand ready to deliver the billions of dollars we’ve already approved as the victims need them to begin the process of reconstruction.  No doubt, we still have work to do.  But, as we’ve said from the beginning, we will stay focused on the job and our responsibilities until our work is completed.  President Bush has said that this is an unprecedented disaster and we are making sure that “unprecedented” is what defines our response.








Hector V. Barreto is Administrator of the U.S. Small Business Administration





For more information concerning the SBA’s disaster relief efforts please visit:  


� HYPERLINK "http://www.sba.gov/disaster_recov/hurricanes/" ��http://www.sba.gov/disaster_recov/hurricanes/�.











Jane Labanz, Owner,


The Delicate Pen











New York District Employee Wins the SBA’s Veteran’s Advocate of the Year Award


New York, NY— In a nation-wide competition, Business Development Specialist, Frank Dito, won this year’s U.S. Small Business Administration Stanley Mangera Veteran’s Advocate of the Year Award.


Nominated by SBA Regional Administrator, William Manger, Jr., Dito’s outstanding work with veteran’s assistance and advocacy groups to help veterans realize their entrepre-neurial aspirations earned him the honor.


 

















A native of Cincinnati, Labanz spent her college years studying to become a concert pianist, dancer and master conductor --- skills she soon thereafter brought back to the classroom as an instructor.  But after a brief stint as a singing waitress, wherein she dropped her very first order consisting of eight crab dinners on the floor, Labanz was bitten by the acting bug after doing 10 shows in a local theatre.  So it was off to New York City in 1984 to pursue her dream.





Once in New York, Labanz did the cruise ship shows for two years and landed parts in “Anything Goes” at Lincoln Center, Broadway’s “Cats,” and did national and regional tours for 10 years in shows starring Tommy Tune, Sandy Duncan and Ann Margaret among others.





To occupy her time while working as a “booth singer” off stage, Labanz began doing calligraphy after admiring the beauty of the art while leafing through a magazine.  She soon found herself applying her own expression to the calligraphy she was self-teaching.  When pro-duction cast members saw her work they implored her to do their wed-ding and other one-off invitations.





It then occurred to Labanz that she could perhaps turn her talent into a business, giving her another artistic outlet, the income she needed and the flexibility to choose acting gigs that fit her stay-in-New-York-with-her-husband ambitions.





Labanz then traveled in 1998 to the New York City offices of SCORE, also known as Counselors to America’s Small Business, and a counseling arm of the U.S. Small Business Administration to learn


			(next column)
































the ins-and-outs of entrepreneur-ship.  SCORE counselors helped her create a product line of fine stationery.  Armed with a product portfolio and new entrepreneurial skills, Labanz participated in her first trade show at New York’s Jacob Javits Center.  It was there that well-known stationer, Kate’s Paperie, discovered The Delicate Pen’s products, and now sells them.  Labanz’ products can also now be found at Bloomingdale’s and Michael C. Fina & Co.





The Delicate Pen’s sales reached $150,000 in the first year and are now sold in over 30 stores in the U.S., Puerto Rico and Italy.  Even though sales and marketing take up increasingly larger chunks of her time, Labanz still manages to do all the product hand-lettering herself.  But she is now looking to hire a full-time marketer.





Her newly evolving lifestyle allows Labanz to devote more time to her charitable passions such as participating in benefits for “Broadway Cares” and working for the “Little Seeds” Program in South Africa.  “Little Seeds” provides holistic childcare instruction to teachers in extremely needy areas where underprivileged children have little more than papier-mâché desks and few, if any, books.





Of her business artistic outlet Labanz states, “I make music with letters; I dance on paper.”  When it comes to advice for aspiring entrepreneurs she emphatically states, “Go to SCORE!” She herself continues to take advantage of SCORE’s services as she grows her business.  














