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WORKING TOGETHER AS 

ONE SCORE
During FY19, our focus was on “One SCORE ” This 
initiative emphasizes how SCORE’s volunteer mentors, 
The SCORE Foundation, donors, corporate partners, 
board members and staff are working together with 
shared vision, consistent focus and renewed energy as 
we serve our clients and prepare SCORE for future 
success  It is our promise that the entirety of SCORE will 
work together so that:

•  Clients have access to any mentor and any 
needed information, no matter where they may 
be located 

•  Chapters have access to any other chapter and 
the sharing of information 

•  Volunteers have access to any other volunteer, 
client or staff member 

•  Stakeholders have access to the partnership of 
the entire SCORE organization 

As part of “One SCORE,” 2019 initiatives included 
important centralization efforts, which ensured 
consistency and compliance across all chapters, and 
reduced administrative burden on the volunteer corps, 
allowing them to focus on mentoring and educating 
their clients  All SCORE chapters were transitioned 
to centralized accounting by January 1, 2020  A 
new volunteer onboarding program welcomed our 
provisional members and provided them with the tools 
and information they needed to start their experience 
with SCORE off right 
New categories of volunteers – including subject matter 
experts, workshop presenters and chapter support 
roles – encouraged new faces to share their expertise 
with SCORE  The Chapter Social Media Program 
which helps local chapters with social media marketing 
of their mentoring and workshops, added 48 new 
chapters, bringing the total to 228 participating chapters 
participating in the program  
SCORE continued to diversify our volunteer ranks with 
women and minority volunteers climbing to 34 96% of 
total volunteers  While we plan to focus even more on 
diverse volunteer recruiting in FY20, this 5% increase 
from last year represents the single biggest annual 

growth since we began tracking these metrics in 2012  
46% of our clients were minority entrepreneurs, a 
significant increase from 36% in 2018. During the year, 
efforts to celebrate and foster diversity improved 
training and optimizing networking among diverse 
groups, as well as partnerships with organizations 
such as Facebook, Constant Contact and the US Black 
Chambers to expand our reach in underserved markets  
Guided by our hardworking and talented volunteers, 
SCORE clients started 29,681 new businesses and added 
67,706 non-owner jobs to the American economy  
For every dollar appropriated to SCORE, $34 66 was 
returned to the Federal Treasury, meaning that SCORE 
remains one of the most efficient and effective small 
business formation and job creation catalysts currently 
funded by Congress  The cost to create one business 
was $394, and the cost to create one job was $120  
Survey data shows that clients are extremely satisfied 
with SCORE services  Our client engagement index 
score rose to 4 25, up from 4 23 in FY18, and SCORE’s 
overall NPS (net promoter score) also increased slightly 
to 85 33  
Despite the successes achieved in 2019, SCORE will 
not cease in our efforts to learn, grow and improve our 
organization so we can best help small businesses to 
thrive in a challenging world  Working together, with a 
focus on “One SCORE,” we will achieve our mission of 
fostering vibrant small business communities through 
mentoring and education, and help small business 
owners fulfill their potential as key engines of growth for 
the US economy  
Thank you for the role you have played in helping us to 
achieve our mission 

Bridget Weston
CEO
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 Annual Survey Shows Increased 
Client Satisfaction 
For the eleventh year in a row, 
SCORE conducted a Client 
Impact Survey measuring client 
satisfaction and the impact SCORE’s 
services had on the clients we 
served 19,168 clients completed the 
survey, which was administered by 
PricewaterhouseCoopers (PwC) from 
November 28 to December 13, 2019  
Client engagement scores measure 
the client’s perspective on whether 
SCORE’s products and services - and 
the organization’s execution and impact 
- align with SCORE’s overarching 
brand and promise  Survey results 
show that client engagement improved 
significantly in 2019. More clients are 
Champions of SCORE and report that 
SCORE is important to their success, 
than ever before  
The overall client engagement index 
score for 2019 was 4 25 on a 5 00 scale, 
up from 4 23 in 2018, and 4 09 in 2017  
Additionally, in 2019, 85% of clients 
surveyed indicated they were willing to 
return to SCORE, compared to 84% 
last year, and 82% the year before  
Similarly, 87% of clients stated that they 
were likely to recommend SCORE to 
family and friends, versus 86% in 2018, 
and 83% in 2017 

Measuring Impact 
and Engagement:

In 2019, SCORE clients started 29,681 new businesses and 
added 67,706 non-owner jobs to the American economy  The 
cost to create one business was $394, and the cost to create 
one job was $120  For every dollar appropriated to SCORE, 
$34 66 was returned to the Federal Treasury  Additionally, 
67% of clients said their revenue increased in 2019 

2019 HIGHLIGHTS

Where we were in 2018 versus 2019:

FY 2018 FY 2019

71%
of clients were Champions

72%
of clients are Champions

85
overall Net Promoter Score

85 33
overall Net Promoter Score

32%
average business growth

39%
average business growth

SCORE 2019 by the numbers: 
(next page)
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29,681
new businesses started

$120$394 cost to create 
one new 
business

cost to 
create one 
new job

169,156 
attendees served via 

online workshops

138,577
clients served
via mentoring

10,000+
volunteers in 

1,500 communities

91%
of in-business clients were still 
in business at the end of 2019

67,706 

97,387 
non-owner jobs created

total jobs created

225,563 
local workshop 

attendees

67%
39%

reported an increase 
in business revenue
average reported 
business growth

4,919,089 SCORE volunteer 
hours 

(vs  4,335,760 in 2018*)

12,966
local workshops

$34.66
returned to federal 

treasury for each dollar 
appropriate to SCORE

61% women
47% minorities
10% veterans
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SUCCESS STORIES

Knoze Jr 

SUCCESS STORY

Believing that, “necessity is the mother of invention,” Dr  
Cliff Han founded the Knoze Jr  company and its allergy-
busting product, Allerpops, to treat his own allergies  “If 
you don’t have allergies you don’t know how bad it is,” 
says Dr  Han  “But when you have them, sometimes you 
can’t sleep at night, or you don’t have the energy to do 
anything at all  It severely impacts your quality of life ” 
Frustrated with the limitations of existing treatments for 
allergies, he resolved to use his expertise as a scientist to 
solve the problem  
Dr  Han believes that allergies are worsened by a lack 
of beneficial bacteria, known as probiotics, in people’s 
mouths and nasal passages  AllerPops acts as a pre-
biotic, providing the nutrition for those good bacteria so 
they can become more abundant and reach a level of 
concentration where they can signal the immune system 
to calm down  The relief generated by AllerPops can last 
a long time, from weeks to months and even years in 
the case of one customer 
Dr  Han began working with SCORE mentors early in 
the process of starting his business, eventually working 
with three mentors from SCORE: Lee Lefton, Russ 
Mooney and Jim Owens  As a scientist, he had never run 
a business before – he says it was like reading a foreign 
language to him  “SCORE was very helpful to me in all 

aspects of starting and running the business,” Dr  Han 
says  He credits Lee Lefton with coming up with the 
name of the product  It had previously been known as 
Knoze Jr  Prebiotic AllerPop, which confused people  
At a mentoring session, Lee, who had previously run 
his own business in advertising and marketing and had 
significant experience in the area, suggested the name 
AllerPops  
SCORE mentors helped with financing and forecasting, 
as well as connecting Dr  Han with a professional 
marketing agency  “They have helped me change from 
being a scientist to now also being an entrepreneur,” he 
says 
As the ingredients in AllerPops have not yet been 
approved by the FDA, Dr  Han is preparing for a clinical 
trial to validate how the substance functions  Because it 
is an all-natural food ingredient, the product is currently 
marketed as a prebiotic supplement rather than a drug, 
enabling people to benefit from it while preparations for 
a clinical trial are ongoing 

Owner Cliff Han
Mentors Lee Lefton, Russ Mooney and Joe Owens
Location Los Alamos, NM
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SUCCESS STORIES

Tova Healthcare helps patients who suffer from chronic 
conditions that have historically been underfunded and 
undertreated  “It was an area I wanted to specialize in 
because I wanted to serve my community once I received 
my medical training,” says Dr  Nina Anderson, who was 
inspired to found the company by the unmet need for 
care she saw facing this population  
Sickle cell anemia, a rare blood disorder that mainly 
affects people of African heritage, is a primary focus of 
Tova’s services  More broadly, the practice serves people 
with complex chronic conditions in order to coordinate 
their care  These conditions include obesity, diabetes and 
congestive heart failure, chronic conditions that impose a 
huge burden on the health care system in terms of cost, 
morbidity and mortality 

Tova Healthcare 
SUCCESS STORY

Owner Dr  Nina Anderson
Mentors Bob Goerlick 
Location Wilmington, DE 

“We work with our patients to provide ongoing 
comprehensive care to reduce hospital costs and 
expensive cost of care  Our approach is more 
prevention and getting our patients on a better 
treatment plan so they can live the best quality of 
life they can,” says Dr  Anderson  “It’s not a matter 
of the number of patients you see,” she adds  “It’s 
really taking the time to really work with clients on 
an individual basis  We pride ourselves on providing 
personalized care ”
When Dr  Anderson started Tova Healthcare, she 
realized that she would need a trusted advisor to 
bring her vision for the company to fruition  She 
connected with SCORE mentor, Bob Goerlick  “I 
needed to work with someone who had been a 
small business owner, who had been in my shoes 
and understood the challenges I would face in trying 
to build a business from the ground up,” she says  
Tova Healthcare, which is an approved All Small 
Mentor Protégé Program in partnership with DVOR 
Outcomes Research with the SBA, has benefited 
in a number of ways from working with Bob over 
the past five years. Dr. Anderson credits him 
with helping her overcome a variety of business 
challenges and learning how to connect and 
network with others in the industry and the field. 
Dr  Anderson’s success in running Tova earned her 
the Delaware 2017 Small Woman-Owned Business 
Person of the Year award 
She says that Bob has advised her to stay true to 
her niche and area of expertise, which is helping 
care for patients with sickle cell anemia and other 
chronic conditions  “Sometimes as a small business 
you have bigger visions of wanting to do more in 
a big market,” Dr  Anderson says, “but sometimes 
being specialized and being the expert in your area 
positions you well so maybe you can go after that 
small niche market rather than going after a big 
market ”
Bob’s advice has helped Tova Healthcare stay 
focused on its goals, according to Dr  Anderson  
“He always helped me stay true to the vision of my 
organization and also the Tova brand,” she said 
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For Tom Pickles, a failed pitch led to a successful business of his own  When the 
owner of the screen printing and embroidery company he was working for turned 
down his idea of offering customers the ability to place small orders, he decided to 
start up a company to do just that – and Shirt Pickle was born 
As a digital shirt printer that specializes in small quantity, high-quality prints, Shirt 
Pickle helps small companies brand themselves with promotional products, and also 
serves the retail public with the ability to produce customized, small-run T-shirts 
orders 
Larger screen printers must focus on high-quantity production for economic 
reasons, including the employee hours spent on artwork and press setup  After 
extensive research, he found a way to print t-shirts for less – digital printing  This 
is essentially a big printer, except the printer and ink are formulated to go directly 
onto a garment  
After putting a business plan together, Tom approached the Lumber City 
Development Corporation for financing. One of the requirements of applying 
for funding was to work with a SCORE mentor to evaluate the business plan and 
improve it if necessary  Frank Uhlman was the mentor Tom worked with  
“Frank was great,” Tom says  “He had evaluated plenty of prospective business 
owners and interacted with them and he can see through just about anything ” 
Frank validated the work that Tom had done up to that point, and helped him polish 
his presentation to the board  

Shirt Pickle 

66

SUCCESS STORY

Owner Tom Pickles
Mentors Frank Uhlman
Location North Tonawanda, NY

Tom’s plan proved to be viable, as he had accurately estimated that 
there would be demand for the company’s products  One mistake 
the company made early on, according to Tom, was to take on 
customers who brought volume, but not at a profitable price point. 
When he realized this, the company reoriented its policy to focus 
on maintaining healthy margins  Frank would check in periodically 
to provide valuable advice, such as reinforcing the insight that 
improving margins was key to growing the business 
Shirt Pickle is preparing to refocus its efforts as the country 
comes out of the lockdowns caused by the COVID-19 virus  
The company’s goal is to help individuals looking to start small 
businesses brand themselves, specifically in Western New York. 
“We believe that we are suited for it as we have the design skills 
to help companies with logos  We believe there are many people 
sitting at home waiting to do something, who are saying, ‘Hey, 
maybe when this comes out on the other side, I can do this for 
myself, and hang up my own shingle ’ And, we believe we can help 
those people brand themselves and their business when that day 
does come ”

SUCCESS STORIES6



Now celebrating its 34th year in business, Black Hills Embroidery, 
is known for owners Tami and Lowell Pfleger’s strong work ethic, 
creative skills and good timing. They have created a flourishing business 
that has received awards from local business groups, including the Black 
Hills Stock Show Agribusiness of the Year  
Tami and Lowell helped pioneer computer embroidery in the Black 
Hills region  Tami honed her creativity through competitive sewing 
and 4-H events as a girl  She founded Black Hills Embroidery in 1986 
to earn extra income while the couple’s children were young  Lowell, 
who worked in agricultural lending, joined the business three years 
after it started, using his financial acumen to help power the company’s 
growth  He also became a factory-trained mechanic so he could repair 
the machinery  
Lowell contacted SCORE when the business was looking to sign 
bigger accounts  They had unsuccessfully tried to place the company’s 
products at the nearby Mount Rushmore gift shop when SCORE 
mentor Oscar Wamsley begin working with them and used his 
community connections to secure the meeting  Shortly thereafter, they 
landed the order, which led to the production of an embroidered shirt 
for the gift shop which sold like hotcakes, helping usher in the next 
phase of the company’s growth 
“Oscar was amazing,” Tami said  “Landing the Mount Rushmore 
account was a vital part of our growth as a company, which came from 
being involved with SCORE ”
BHE would go on to win other big accounts as the business grew, 
and Tami credits Oscar’s advice for helping the company in a number 
of areas over a period of several years  “He helped us in many other 
areas in addition to business development, by acting as a sounding 
board we could run business decisions by ” 
That growth led the business to win other big accounts, such as the 
Sturgis motorcycle rally and the Smithsonian Institute in Washington, 
D C  The Smithsonian enlisted the company’s Lakota Designs division, 
inspired by Lowell’s roots in the Rosebud Sioux Tribe, to produce 
souvenir T-shirts for the opening of the Museum of the American 
Indian in 2007  

Black Hills 
Embroidery 

Owners Tami and Lowell Pfleger
Mentors Oscar Wamsley
Location Rapid City, South Dakota

SUCCESS STORY

SUCCESS STORIES7



SCORE Partners
SCORE is proud to affiliate with leading corporate citizens determined to help the small business sector thrive. 
SCORE regularly partners with outside organizations to develop educational tools and programming that help 
the organization to better serve its small business clients. Here are just a few of the many generous sponsors 
SCORE is fortunate enough to partner with:

Valuable Contributors to SCORE’s Mission

In celebration of National Small Business Week, eBay unveiled a series of key 
partnerships, including one with SCORE, to support the growth of small and 
medium-sized businesses across the country  Additionally, eBay added The 
SCORE Foundation to the eBay for Charity platform, where users have an 
opportunity to select and donate to their favorite charities when they buy or sell 
on eBay  

Google collaborates with SCORE chapters throughout the country to 
connect our small businesses with resources to help them grow  Through their 
partnership with SCORE, Grow with Google helps small business owners gain 
digital skills to grow their careers and businesses  Google provides SCORE 
chapters access to presentation materials, resources and hands-on help from the 
Grow with Google team, all completely free of cost 

SLC Group Holdings founder & CEO Sandy Cleary started this angel 
investment firm after building an empire in the travel industry. In partnership with 
SCORE, SLC Group Holdings provides educational seminars focused on “How to 
Pitch Your Product” to potential investors  Through this training, small business 
owners learn how to create an “elevator pitch” and make realistic projections 
when presenting to investors 

Trend Micro, for over 30 years, has had a vision of making the world safe for 
the exchange of digital information  This single-minded passion has inspired 
innovations that keep up with the bad guys despite a changing IT landscape, 
riskier user behavior, and constantly evolving threats  Through a partnership with 
SCORE, Trend Micro has provided valuable educational resources to help small 
businesses remain secure 

8



9



One SCORE
To best serve our future clients and meet the needs of our future volunteers, partners and staff, SCORE 
must not only increase connectivity among clients, volunteers, headquarters and partners but also improve 
operational efficiency, consistency and effectiveness. This requires increased process capability and capacity 
supported and enabled by information technology  

During FY19, SCORE laid the groundwork for more consistent and efficient technology integration, 
accounting practices, onboarding procedures, and social media branding  

Centralized Accounting
In FY19, SCORE began the process of 
centralizing all accounting and financial 
systems nationwide, with an orginal 
commitment to have all chapters 
transitioned by September 2020  
Centralized Accounting was introduced 
to reduce the burden on SCORE chapter 
chairs and treasurers regarding reporting 
requirements, bookkeeping tasks and 
clerical duties, while allowing chapters 
to maintain control over how, when and 
where they spend and raise their monies  
In coordination with a multi-department 
team of headquarters staff, chapter 
leadership committed to the acceleration 
of this project with determination, 
working through the many tasks 
preparing to transfer their bank accounts 
and transition bookkeeping functions to 
SCORE staff  As of January 1, 2020, all 
chapters were successfully transitioned to 
centralized accounting 

bill.com

SCORE Chapters

ACCOUNTING
INTACCT

Reports for Chapters

Invoice
PDF

Financial
Statements

Approved Bills 
from Chapters

Invoices
Reimbursements 
to Volunteers

Form
14

Paypal, Square, 
Chapter Deposits

ACH
(3-5 days)

Check
(5-7 days)

National  
Accounts: 

VistaPrint

$
Balance

Accounting@SCORE.org / Fax / Mail

Bank of
America

Chapter 
Accounts

C2
C4

PAYMENTS DEPOSITS

C3

SCORE Engage: CRM Implementation 

This introduction of uniform policies and procedures for chapter 
treasury operations enables more consistent onboarding and training 
of treasurers, and reduces the risk for the overall organization, while 
improving insight into SCORE’s financials to better support national 
accounting and fundraising 
In FY20, SCORE will focus on optimizing the Centralized Accounting 
process by updating and improving policies and facilitating onboarding 
completion for incoming treasurers 

In FY18, SCORE announced the implementation of 
a new Customer Relationship Management (CRM) 
system: SCORE Engage, slated to roll out in FY20  
SCORE Engage was introduced to facilitate and improve 
the quality of engagement between the users and 
SCORE through the organization’s three major user 
journeys – client mentoring, volunteering and training  
SCORE Engage will also help improve the mentor-
match process, and provide better insight into chapter 
performance through reports, dashboards and additional 
tools that enable integration between systems and data 
In FY19, SCORE began working with an “early adopters” 
group representative of all SCORE regions and chapter 

sizes  These early adopters 
helped inform the business 
requirements, system user experience, features, 
functionality and change management of the new CRM 
system  During this time, headquarters staff worked 
to finalize the design, build and testing phases for each 
of the three user journeys  The Change Management 
team developed a plan that ensures a smooth transition 
for the field, with a focus on leadership alignment, 
communications, training and support 
In FY20, SCORE’s focus will be on transitioning all 
SCORE chapters to Engage, with all chapters expected 
to transition by the end of June 2021 
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Volunteer Onboarding Chapter Social Media Program
In FY19, SCORE began rolling out an entirely 
new onboarding program aimed at creating 
a more flexible and inclusive SCORE for 
the next generation of volunteers  As part 
of the onboarding program, SCORE added 
three new official volunteer classifications, 
in addition to the traditional “mentor” 
designation. For the first time, volunteers 
were now able to assume the following 
classifications:
•  Mentors: Use their industry-based 

knowledge and expertise to help business 
owners who are looking for guidance 

•  Subject Matter Experts: Collaborate 
with experienced mentors to offer advice 
in their specific area of expertise.

•  Workshop presenters: Educate through 
presentations on specific small business 
topics 

•  Chapter support: Assist their local 
chapter with marketing, finance, scheduling 
and other key administrative tasks  

These new roles permitted more flexibility 
for prospective volunteers who have valuable 
skills to contribute to SCORE but aren’t able 
to become mentors  
In addition to introducing new volunteer 
roles, SCORE created new onboarding 
guidelines, and designed configurations built 
into SCORE’s new CRM platform - Engage  
Engage facilitates the onboarding process 
by guiding new volunteers through the 
respective training program assigned to their 
classification and tracks their progress. Engage 
also ensures that new volunteers are assigned 
to a coach, who provides direct assistance 
and welcomes them to their chapter  By 
assigning coaches to provisional volunteers, 
SCORE aims to generate greater volunteer 
satisfaction, agreement and retention 

Now in its fourth year, the SCORE Social Media Program, 
managed with the help of a digital marketing vendor, provides 
baseline content and centralized oversight of chapter social 
media content to drive local mentoring and workshop 
attendance, build local awareness of SCORE’s services, and 
ensure online brand consistency  The program also manages 
participating chapters’ online directory listings to ensure that 
their Google My Business listings are claimed, managed and 
fully optimized 
In FY19, SCORE added 48 new chapters to the program, 
for a total of 228 participating chapters  SCORE continues 
to add new chapters to the program, as chapters meet key 
performance criteria and budget allows 

Google Search Results:
Among participating chapters, proper management of their 
social mobile ecosystem has helped significantly improve 
organic search results in Google  This means that more people 
actively searching for “small business help” in Google are 
finding their local SCORE chapter. Nine key search terms are 
monitored with the following results achieved in FY19:
•  92% of chapters ranked in the top ten search results for key 

search terms, compared to 68% at program inception 
•  89% of chapters ranked in the top three search results 
•  79% of chapters ranked first in organic search results. 
 •  Google My Business client leads (clicks to website, clicks for 

directions, click to call) increased 94% compared to FY18 
•  Website sessions increased 19% compared to FY18, and new 

visitors increased 25% 

Social Media:
•  The social media fans for participating chapters grew by 

13%, bringing the total fan community of local chapters to 
111,500 fans 

•  Engaged users on local chapter Facebook pages 
increased 22% 

•  6,500+ Facebook events were created for participating 
chapters (compared to 4,000 in FY18)  This support for local 
chapter workshops increased awareness and participation in 
chapter events 
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Volunteer
Engagement:
Driving Organizational Success

Volunteers with a higher engagement also demonstrate 
higher quality mentoring skills, as defined by:
•  Great ability to adapt to client needs

•  A more holistic approach to developing and supporting a client’s 
unique needs

•  Prioritizing the development of their own mentoring skills, as 
opposed to relying solely on their subject-matter expertise

77%
Champions

4.34
Engagement

Score

SCORE’s annual volunteer engagement survey helps to build the 
foundation of SCORE’s approach to organizational health by providing 
SCORE leadership with a consistent measurement of engagement 
and feedback. In comparing each year’s survey data to previous 
years’ results, SCORE analyzes changes and drivers of engagement 
across different volunteer groups, roles and geographic locations, 
and identifies what strategic actions should be taken to improve 
engagement in the year ahead.

Engaged Volunteers 
Survey results indicate that overall engagement continues to be very 
strong. Overall, SCORE volunteers maintain an engagement level of 
4.34 on a 5-point scale, with increased engagement reported among 
regional directors and district directors.

SCORE Champions 
77% of respondents are characterized as Champions, characterized as 
having a strong identification with SCORE’s objectives, a high level of 
allegiance to the organization, and a high inclination to cooperate and 
motivate colleagues. 
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This installment of the Megaphone has generated:

 •  200+ press release pickups 
for a total potential audience of 160,189,201

•  23 media mentions for a total potential audience of 183,588,628
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Local entrepreneur Maddie Purcell has worked with 
several SCORE Portland, Maine mentors, including 
Strojny, to develop crowdfunding campaigns and a 
marketing strategy for her business, Fyood Kitchen, 
which runs cooking competitions for the average 
chef  Named SCORE’s 2018 Outstanding Young 
Entrepreneur, Purcell speaks fondly of Nancy, saying, 
“Nancy is really a genius —she gets to the heart of 
problems and opportunities very quickly and helps 
me see them in a new light  She prepares me to take 
immediate and decisive action to move my business 
forward  Nancy also knows everyone in Portland, so 
she can make connections and suggest conversations I 
wouldn’t yet be able to access on my own ”

SCORE Portland, Maine was honored as SCORE’s 
Chapter of the year by the U S  Small Business 
Administration in honor of National Small Business 
Week in April 2019  
Over the past six years, SCORE Portland, Maine 
has more than doubled their total services, serving 
a record-high 4,000 clients in 2018  As a result of 
their success in mentoring and educating current 
and prospective small business owners in Southern 
Maine, the Portland chapter was recognized from 
among 300 chapters nationwide  
“SCORE Portland has grown over the years to 
become an integral part of Maine’s small business 
community through offering high-quality mentorship, 
workshops and knowledge of local resources,” 
says Chapter Chair Nancy Strojny  “Our dedicated 
volunteers guide entrepreneurs at every stage of 
their journey to success  We’re so grateful to have 
our efforts recognized ” 
In order to maximize their community outreach, 
SCORE Portland, Maine has partnered with other 
local organizations and events such as the FocusME 
peer groups for women entrepreneurs  The 
chapter also recently expanded into the Lewiston-
Auburn metro area and offers video mentoring 
to accommodate entrepreneurs in the state’s 
underserved rural counties 
The chapter continues to grow its volunteer base; 
and, last year, SCORE Portland, Maine added 24 new 
volunteers to their ranks, for a total of 74 volunteers 
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This installment 
of the Megaphone 

has generated:

The complete Megaphone report is available at www.score.org/megaphone-main-street

The first year of operations is a critical time 
for any small business, with decisions made 
about market focus, finding financing and 
hiring a team that will have a significant impact 
on the future success or failure of a business  
Given the importance of this first year, and 
the nationwide decline in startups since 2012, 
in FY19 SCORE focused on offering startup 
resources, support and solutions 

In Sept  2019, SCORE published its fourth 
Megaphone of Main Street data report, 
based on a survey of roughly 1,000 diverse 
small business owners across the nation  
This edition of the Megaphone focused 
on startup small businesses that had been 
operating for one year or less, exploring 
how new business owners find customers, 
secure financing and hire the right team. 
SCORE released three infographics in 
conjunction with the report  Questions? Contact media@score.org   |   Follow @SCOREMentors on Facebook and Twitter   |   Visit SCORE.org for resources

Finding Your Way, Finding Customers

FALL 2019

presented by

 STARTUPS

Brought in customers 

(% of those who used)Used (% of total)
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39.5%
42.2%

57.9%

36.7%

59.9%
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Cold 
calling

53.6%

89%
of start-ups have at 
least some paying 

customers by the end 
of their first year of 

operation.

Startup entrepreneurs turn to 

friends, family, mentors and 

their business plan for support.

The most effective marketing 
tactics were those that 
directly engaged with 

prospective customers.

Support of 
family/friends

66.2%

Plan for my
business idea

43.1%

Business 
mentor

42.9%

Personal coach/
counseling

30.3%

Networking 
groups

29.5%

How-to 
training

24.9%

Specific advisor in 
industry/field

19.6%

Trade 
Associations
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Co-working 
space
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What motivated entrepreneurs when they hit rough patches 

during their first year in business:

Their businesses were not 
started on a whim.

   Passion for the product/service 
I provide (40.2%)

    Wanted the flexibility of self-
employment (16%)

    Saw a gap in the marketplace that 

I wanted to fill (15.1%) 

     Unemployment or underemployment 

at my previous job (14.6%) 

   Wanted to be my own boss (13.9%) 

40.2%

13.9%
14.6%

15.1%

16%

New owners have on average 
11.5 years of experience in 
their industry before starting. 

Only 15% start their businesses 
due to unemployment or 

underemployment.

Most entrepreneurs begin a 
new business with passion 
and experience. 

THE MEGAPHONE OF MAIN STREET:

READ THE FULL MEGAPHONE OF MAIN STREET STARTUP REPORT AT SCORE.ORG

1,000
NEW BUSINESSES 

about their experience as startups

SCORE
SURVEYED

The number of new business startups is 

considered a significant indicator

of economic health and
innovation. 

Why focus on startups?

SCORE’S 
Megaphone 
of Main Street

200+
Press Release 

Pickups
for a total potential 

audience of 160,189,201

23
Media 

Mentions
for a total potential 

audience of 183,588,628

STARTUP CLIENT INITIATIVE
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Part I: Finding Your Way, Finding Customers
•  Few entrepreneurs (just 15%) start their businesses due to unemployment or underemployment from 

a 9-5 job  Instead, many entrepreneurs have a passion for the product or service they provide (40%), or want the 
flexibility and autonomy of working for themselves (30%).

•  Most fledgling entrepreneurs do not start their businesses on a whim  Instead, they have an average of 11 5 
years of experience in their particular area of industry 

•  New business owners take comfort in being prepared. The support of friends and family was reported to be 
the strongest source of support (66%), followed by having a business plan and having a mentor (43% each) 

•  Networking is key. Startups employ a variety of marketing tactics in their first year of operations, but the most 
effective marketing tactics directly engage with prospective customers through personal networks (65% success 
rate), speaking at special events (60% success rate) and formal networking groups (54% success rate) 

Part II: Finding Financing
•  42% of entrepreneurs are bootstrapping, starting out with less than $5,000 in cash reserves 

•  However, almost half (49%) of respondents began operations with more than $10,000 in the bank, and 
nearly a quarter had more than $50,000 

•  Most startups (78%) did not seek, much less obtain, outside financing, instead relying on personal savings or 
income from another job  After personal savings and income, the next biggest sources of funds were bank loans 
(8 2% of all startups surveyed) and loans from friends and family (4 8% of all startups) 

•  Looking at all outside finding sources (including loans from friends and family), 10% of startups received funds of 
more than $25,000  Outside financing was most commonly used to purchase equipment (63%), purchase 
initial inventory (48%), on marketing (48%) and to lease or prepare the business location (41%) 

Part III: Finding the Right Team
•  Startup entrepreneurs personally handle the majority of their business functions during their first year 

of operations, by necessity, not choice  They contract work out when specialized expertise is required, most 
often in the realms of legal, manufacturing, accounting/finance and technology.

•  Startups are hiring. Over half (54%) of startups were looking to hire employees during their first year of 
operations; and, 8% more startups are looking to hire in the next year, compared to two years ago 

•  Finding competent workers is a real struggle. Half (52%) of startups cited difficulty filling job openings (up 
from 41% in 2017). A third (33%) of startups had job openings they couldn’t fill, which is about double the 14% 
who reported unfilled openings in 2017.

Key Findings:
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Just a wealth of information 
provided…The commercial 
sponsors also provided an 
enormous amount of information 
in the exhibit hall. Information 
that I couldn’t find by myself 
online.

–SCORE VC Attendee

This whole conference was 
so insightful and an amazing 
opportunity. I really cannot wait 
until the next one!

–SCORE VC Attendee

VIRTUAL CONFERENCES

SCORE held two free virtual 
conferences in FY19, focused 
specifically on startup small 
businesses 

May 7-8, 2019
The annual National Small Business Week Virtual 
Conference, co-hosted by the U S  Small Business 
Administration, offered two days of learning, 
mentoring and networking  Sponsored by industry 
leaders such as Constant Contact, Deluxe and 
Facebook, this online event attracted more 
than 13,478 attendees, who stayed in the virtual 
environment for an average of three and a half 
hours 

October 24, 2019
The Startup Success Virtual Conference, powered 
by FedEx, featured sessions sponsored by industry 
leaders such as Google, FranNet, and KimCo 
Realty, who shared insights, advice and specialized 
resources for new small business owners  The 
conference drew 6,434 attendees, each 
spending an average of three and a half hours in 
the virtual environment 
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DIVERSITY INITIATIVES

In addition to these initiatives, 
SCORE has solidified partnerships with 
key organizations such as Facebook, 
Constant Contact and the U S  Black 
Chambers, which are dedicated to 
expanding our reach in underserved 
markets 

SCORE National Diversity Committee
The number of women-owned and minority-owned businesses 
continues to climb across the U S , and SCORE remains committed 
to diversifying its volunteer ranks in order to best serve its client 
base  SCORE has grown from 22 33% women and minority 
volunteers in 2012 to 34.96% in 2019. We are taking significant 
steps to ensure that these numbers continue to grow 
In FY19, SCORE created several diversity and inclusion initiatives 
and resources in order to recruit more diverse members, improve 
training for diverse clients, and optimize networking among diverse 
groups  These initiatives include:
•  In-person and virtual ongoing inclusion training 

for all volunteers
• New training modules focused on unconscious bias
• Hispanic and African American Steering Committees

•  Monthly women’s networking meetings to share initiative 
updates and discuss diverse recruiting

•  The creation of a Diversity and Inclusion Advisory Council 
to set strategies and ensure consistency throughout the 
organization 
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SCORE is headquartered in Herndon, VA with a staff of 23 and 10,000+ volunteers in 260+ chapters across the 
nation. Office space is generously donated by SBA district offices, Chambers of Commerce and other community 
supporters  In 2019, SCORE received a federal grant of $11 7 million via the U S  Small Business Administration 
(SBA) which provides the primary financial support for SCORE’s operations. SCORE generated nearly $7 million 
additional revenue from the field. The SCORE Association thanks the generous individuals and organizations that 
have helped small business entrepreneurs across the country with their support 

2019SCORE Association Financial Report

FY19 The SCORE Association Statement of Financial Position – Year ended Sept. 30
ASSETS 2019 2018 (adjusted)

Cash and cash equivalents $  8,256,819 $  8,952,990

Grant receivable 2,682,957 181,086

Accounts receivable 91,271 231,390

Due from SCORE Foundation  24,452  24,048

Other current assets  71,564  73,139

Total Current Assets $  11,127,063 $  9,462,653

LIABILITIES AND NET ASSETS
Current Liabilities

Accounts payable and accrued expenses $  1,542,358 $  897,973

Accrued payroll and related liabilities  41,076 105,568

Accrued vacation  106,049 137,975

Note payable, line of credit  1,500,000 –

Deferred revenue  58,800 –

Total Current Liabilities $  3,248,283 $  1,141,516

Net Assets

Without donor restrictions

Undesignated $  7,774,254 $  8,319,237

Board designated  1,900  1,900 

With donor restrictions  102,626 –

Total Net Assets  7,878,780 8,321,137

$  11,127,063 $  9,462,653
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FY19 The SCORE Association Revenues, Expenses and Net Assets – Year ended Sept. 30

Unrestricted Restricted
2019 

Totals
2018 

Totals

REVENUE AND SUPPORT
U.S. government grant 11,882,049 –  11,882,049  11,499,628 

Chapter program revenue – 1,885,141  1,885,141 2,070,597 

Gifts and grants 2,108,921  –  2,108,921  2,177,140 

Donated facilities, goods 
and services

 2,369,315 –  2,369,315  2,611,200 

Interest and other 1,260,984 –  1,260,984 1,044,977

Net assets released from 
restrictions

1,782,515 (1,782,515) – –

Total Revenue and Support 19,403,784 102,626  19,506,410  19,403,542 

EXPENSES
Chapter expenses 5,690,039  –  5,690,039  5,093,770 

Donated facilities, goods 
and services

2,369,315  –  2,369,315  2,611,200 

Salaries and fringe benefits 3,128,740  –  3,128,740 2,759,093 

Chapter volunteers 
reimbursement

 2,892,046  –  2,892,046  2,206,668 

Technology and website 2,071,917  –  2,071,917 1,491,174

Chapter clerical support 829,610  –  829,610  872,288 

National leader conference 605,700 –  605,700  657,255 

Professional services 583,774  –  583,774  1,066,575 

Marketing  678,350 –  678,350 922,088 

Board expenses 88,218  –  88,218  98,593 

Office supplies 97,197 – 97,197  143,985 

Staff travel 31,042  – 31,042  115,573

Other 317,250  –  317,250  309,364 

Equipment  4,365 –  4,365 3,747

Volunteer services and field staff 522,618 – 522,618 680,383

Insurance 26,764 – 26,764  21,708

USDA 11,822 – 11,822 –

Boots to Business – – – 151,135

Total Expenses 19,948,767  –  19,948,767  19,204,599 

Change in Net Assets  (544,983) 102,626 (442,357)  198,943

Net Assets - Beginning of Year 8,321,137  –  8,321,137  8,122,194

Net Assets - End of Year $  7,776,154 $ 102,626 $ 7,878,780 $  8,321,137 

2019SCORE Association Financial Report
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The SCORE Foundation was established to serve as the philanthropic arm of SCORE and to assist in raising vital 
funds to extend SCORE’s mentoring and training across the country The Foundation has cultivated partnerships 
with corporations to increase SCORE’s outreach in the entrepreneurship community and stimulate American small 
business growth and development During FY19, The Foundation raised more than $1 2 million to support SCORE 
programs  Establishing national corporate partnerships aids SCORE’s efforts to provide outstanding services for 
small business clients  The SCORE Foundation would like to recognize and thank the many corporate partners 
and individuals who have helped to strengthen small businesses in America with their unwavering commitment to 
SCORE 

Supporting SCORE’s Mission to Support Small Business Success

2019The SCORE Foundation Financial Report

FY19 The SCORE Foundation Statement of Financial Position – Year ended Sept. 30
ASSETS 2019 2018 (adjusted)

Cash and cash equivalents $  208,377 $ 499,854 

Certificate of deposits and money market funds 705,511 758,408

Accounts receivable, related party 205 17,000

Promises to give, net 75,000 310,860

Prepaid expenses 5,238 5,238

Total Current Assets $  994,331 $ 1,591,360 

Promises to give due after one year, net 213,985 –

1,208,316 1,591,360

LIABILITIES AND NET ASSETS
Current Liabilities

Accounts payable and accrued expenses $ 102,313 $ 226,467 

Due to SCORE Association 24,452 24,048

Total Current Liabilities 126,765 250,515 

Net Assets

Without donor restrictions

Undesignated $ 40,407 $ (106,440)

Board designated  –  130,580 

 40,407 24,140 

With donor restrictions  1,041,144  1,316,705 

Total Net Assets 1,081,551 1,340,845

$ 1,208,316 $ 1,591,360
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FY19 The SCORE Foundation Revenues, Expenses and Net Assets – Year ended Sept. 30

Unrestricted Restricted
2019 

Totals
2018 

Totals

REVENUE, SUPPORT AND OTHER CHANGES
Contributions  389,942  714,601  1,444,116  1,444,116 

Events and special projects 15,000  15,000  142,000 142,000 

Investment income 13,744  –  12,848  12,848 

Net assets released from 
restrictions

 1,005,162  (1,005,162)  1,598,964  1,598,964 

Total Revenue  1,423,848  (691,311)  1,598,964  1,598,964 

EXPENSES
SCORE program support  476,904  –  476,904  1,010,208 

Salaries and benefits  517,900  –  517,900  869,264 

Special events  43,308  –  43,308  191,059 

Government relations  6,465  –  6,465  124,869 

Professional fees  84,840  –  84,840  51,782 

Travel and registration  23,431  –  23,431  49,989 

Bad debt expense (recovery)  2,875 –  2,875  (2,484) 

Grants to SCORE  216,640  –  216,640  261,681 

Printing and supplies  1,785 –  1,785  9,653 

Donor recognition  –  –  –  2,252 

Licences and registration 17,642 – 17,642  18,082 

Software licences 6,509  – 6,509  12,527

Postage  727  –  727  2,654 

Insurance 5,207 – 5,207 5,365

Bank fees 2,162 – 2,162 1,998

Prospect research 1,186 – 1,186 18,714

Total Expenses  1,407,581  –  1,407,581  2,627,613 

Change in Net Assets  16,267  (275,561)  (259,294)  (1,028,649)

Net Assets - Beginning of Year 24,140  1,316,705  1,340,845  2,369,494 

Net Assets - End of Year $ 40,407 $  1,041,144 $  1,081,551 $  1,340,845 

2019The SCORE Foundation Financial Report
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SCORE Board Executive Committee

SCORE Board Members

Larry Tucker, Chairman of the Board
Larry Tucker of Orange County, California, has 
been a SCORE volunteer for nine years  He 
has served as Chairman and Vice Chairman 
of the Orange County Chapter and Chairman 
of their CEO Forum Program  In 2015, Larry 
received SCORE’s Special Recognition for Highest 
Achievement in Job Assignment; and, in 2014, he 

earned the Gold Member Award for Exceptional Contribution 
& Meritorious Service  Larry is a board member of the Executive 
Coaches of Orange County, previously serving as its CEO from 
2010 to 2012  He is an advisory board member of Robert Errico 
Financial Advisors and Mentor at the University of California-Irvine 
School of Business  Prior to his years of volunteering, Larry was 
part owner of Hewitt Associates, an international consulting firm.

Mary Landry, Vice Chair 
Mary Landry, Rear Admiral (Ret) of Belmont, 
MA, currently serves as a director of the United 
Services Automobile Association (USAA) USAA 
is a Fortune 125 company serving more than 
11,000 military members and their families with 
highly competitive property and casualty insurance, 
banking and financial services. Rear Admiral 

Landry has more than 35 years with the government including 
service on the White House National Security Council as special 
assistant to the president and senior director for resilience policy, 
and active duty in the United States Coast Guard  Rear Admiral 
Landry served in many assignments across the country including 
commander of the Eighth Coast Guard District, where she 
oversaw Coast Guard operations for a 26-state region with more 
than 9,000 active, reserve, civilian and auxiliary personnel under 
her command and an assignment as director of governmental and 
public affairs at Coast Guard headquarters in Washington, D C 

Nancy Strojny, Secretary 
Nancy Strojny of Cape Elizabeth, ME, is the 
principal of Beauty Vantage Consulting, focusing on 
building brands in the hospitality channel in the U S  
and the Middle East  Her broad experience includes 
Fortune 100 companies and business startups  
Strojny has been a sales and marketing executive 
with Procter & Gamble, CVS, Outsourcing Services 

Group and Power Brands  She maintains strategic alliances with 
MGM Resorts International in Las Vegas. Strojny is a certified 
SCORE mentor, and chapter chair of the Portland chapter of 
SCORE  She was honored in March of 2012 as a White House 
Champion of Change for entrepreneurial mentorship  She is a 
member of the Maine Marketing Association and the SCORE 
National Advisory Board

Fred Glave, Treasurer 
Fred Glave has over 40 years of experience in the 
telecommunications industry. After senior officer 
positions with Nortel Networks, he founded a new 
venture-financed company in Silicon Valley and has 
since held senior executive positions with several 
telecommunications enterprises, primarily at the 
CEO level. Dr. Glave is a certified SCORE mentor 

and past president of the Washington, D C  chapter of SCORE  He 
is a graduate of the University of Toronto in electrical engineering 
and holds a master’s degree from MIT and a PhD from University 
of California, Berkeley, both in electrical engineering 

Mukesh Asarpota
Mukesh Asarpota is a recognized business technology 
leader known for crafting the requisite strategic 
vision to achieve business goals, bringing a unique 
blend of executive acumen, global team-building, and 
business solutions development credited with strong 
ROI and operational improvement for companies 

domestic and international  He is currently the director of IT at 
Salesforce and has a verifiable record of achievement in managing 
large and dynamic global IT operations  Mukesh holds a master’s 
degree in computer science from the University of Massachusetts 
and is certified in CIO Leadership from MIT Sloan School of 
Management 

James Capolongo 
James Capolongo is the senior vice president and 
head of retail deposit products and pricing for TD 
Bank, “America’s Most Convenient Bank ” In this 
role, James is responsible for more than eight million 
customer accounts generating more than 30% of 

the TD Bank’s revenue, while helping TD customers meet their 
banking needs  James joined TD Bank in 2012 as the U S  Consumer 
Bank CFO  He served in this capacity for three years, leading 
finance responsibilities for the largest individual business unit in the 
bank  Prior to TD Bank, James spent more than 10 years across 
several top-10 U.S. financial institutions leading corporate and retail 
strategy groups  Throughout his career, James has worked on $10 
billion mergers and acquisitions, $10 billion of capital raising and 
several hundred branch openings and closings 

Jennifer Elena 
Jennifer Elena is the president and founder of Jelena 
Group, a Palo Alto (think innovation) and D C  (think 
influence) based integrated marketing and public 
relations agency, which specializes in developing 
national large-scale consumer education and social 
impact campaigns serving multicultural audiences  

Elena leads the team in strategy and business development  She 
connects her passion (education and entrepreneurship) to her 
clients’ needs to create change and deliver social impact  She has 
more than 18 years of experience and has worked with Fortune 
100 companies, national associations, federal agencies and non-
profit organizations.

Scott Harkins  
Scott Harkins serves as the senior vice president 
of customer channel marketing of FedEx Services  
He leads the Customer Engagement Marketing, 
Retail Marketing, Global Marketing Foundations and 
Digital Marketing teams  Prior to his current role, 
Scott Harkins was the vice president of strategy and 

product management  He was responsible for domestic product 
management, new product development and strategic marketing  
Scott earned his bachelor’s degree in mechanical engineering 
from the University of Notre Dame, and his master’s degree in 
management from Georgia Institute of Technology 
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Sue Hartman 
Susan E  Hartman of Evergreen, CO is President 
of The Hartman Group  Sue has over 30 years of 
diversified experience in strategic planning, business 
management, organizational design, mergers and 
acquisitions, operations and international business 
development  She began her career with Eastman 

Kodak Company, working her way up from Research Scientist 
to General Manager, Worldwide Film Manufacturing and Supply 
Chain  Through guest lectures she has shared her expertise with 
numerous academic institutions, including RPI and University of 
Michigan, as well as professional organizations including Agility 
Forum and IEEE 

John A. McCloskey 
Since 2012, John A  McCloskey has volunteered with 
SCORE as a mentor, vice-chair, chairman, assistant 
director and currently the North Carolina District 
Director of 11 chapters and 400 mentors  For 18 
years, he was the president and CEO of Schaeffler 
Aerospace, the world’s largest producer of aerospace 

jet-engine bearings with 66,000 employees worldwide  He was 
also executive vice-president of North American operations at 
GKN Automotive, the world’s largest producer of automotive 
front wheel drive systems  He has a bachelor’s degree in industrial 
engineering from St  Louis University and a master’s degree in 
business administration from Western New England College 

Michael A. Sandman 
Michael A  Sandman served as senior VP of Fuld & 
Company and has over 25 years of experience as a 
senior operations manager with a focus on the use 
of technology in operations  He has an extensive 
background in technology transfer to licensees and 
joint venture partners in the Pacific Rim, Switzerland, 

England, Mexico and Brazil  He was the CEO of a composites 
manufacturer and consulted extensively in the U S  and abroad 
for a variety of manufacturing operations  Mr  Sandman received 
his bachelor’s degree in economics from Clark University in 
Worcester, and his master’s degree in business administration from 
Cornell University 

Tracy A. Shaw 
Tracy Shaw of Southbury, Conn , serves as assistant 
vice president of business market development 
for MassMutual  Shaw has nearly three decades of 
experience as a business development strategist in 
industries ranging from financial services to health 
care, with dedication to enriching the customer’s 

experience, streamlining process improvements and developing 
innovations that enhance ROI  Tracy serves as a volunteer for the 
Immune Deficiency Foundation and Make-A-Wish Connecticut. 
Tracy earned a master’s degree in business administration from 
Western Connecticut State University  Tracy also holds a patent 
for 401kSecure, which is designed to replace defined contribution 
plan deferrals of disabled participants 

Ronald D. Weiss 
Ron Weiss of Nashua, NH has been a SCORE 
volunteer since 1998 and is the past District Director 
of New Hampshire SCORE. He is a SCORE-certified 
mentor, a past Chapter President of Merrimack 
Valley SCORE, the current Assistant NH Director 
and a current member of SCORE’s National 

Advisory Council  He is also the CEO/CTO of ARkival Technology 
Corporation, a leading technology company in the field of 
magnetics and cancer research  He holds several degrees in physics 
and has been CEO of several High Technology startups, companies 
that include an IPO and a leveraged buyout 

Luke Walling 
Luke Walling is an accomplished entrepreneur, angel 
investor, and former corporate executive with 25 
years of success in the technology, cybersecurity, 
and IT services industries  In his current role as CEO 
and President of Temprano Techvestors, he has led 
his startup through three sales-channel acquisitions 

and subsequent optimizations of those businesses, signed strategic 
contracts with emerging market software vendors, achieved 
month-to-month profitability in one year, and annualized revenues 
approaching $20 M in its second year  Luke has held leadership 
positions with some of the world’s largest security software brands, 
AVG Technologies and Avast Software 

Ian Williams 
Ian Williams is vice president of marketing for the 
Small Business Service business unit of Deluxe 
Corporation  He has had a distinguished career 
that includes senior leadership positions (president, 
VP and executive director) with leading global 
technology companies such as Deluxe Corp, Imation, 

Seagate Technologies, Hewlett-Packard, Compaq and Apple  He 
is recognized for providing strategic and visionary leadership to 
transform organizations and deliver impressive financial results. 
Williams is adept at combining financial pragmatism with innovative 
product planning and aggressive organizational design to assess 
and seize new market opportunities  He holds a master’s degree 
in business administration from York University Schulich School of 
Business and a bachelor’s degree from Brock University in Ontario, 
Canada 

Mike Stolz 
Mike Stolz is CEO of Source Support Services  
During his 30-year career, Mike has held senior 
leadership positions at companies such as Imation, 
Xyratex, StorMagic and X-IO Technologies  He 
has demonstrated success as a senior executive in 
marketing, sales and technical support for startup 

through mid-size public companies  Mike has served as a board 
member, board chair and volunteer for Make-A-Wish Minnesota, 
and a member of the Chapter Performance Committee for 
Make-A-Wish Foundation’s national organization  Mike earned a 
bachelor’s degree in business administration with a concentration in 
marketing from Northeastern University 

Nigel Stephens 
Nigel Stephens of Beltsville, MD was the senior 
manager for federal government relations at 
Accenture Federal Services, a wholly owned 
subsidiary of Accenture LLP, where he manages 
the legislative and policy portfolio for the Civilian 
and Public Safety business groups  Prior to joining 

Accenture, he served in both the U S  House and Senate in various 
roles, including: chief of staff for Congresswoman Yvette Clarke 
(D-NY), professional staff on the Senate Committee on Small 
Business and Entrepreneurship for Senator John Kerry (D-MA), and 
legislative assistant for former Congressman Albert Wynn (D-
MD)  In addition to his tenure on Capitol Hill, he has served as the 
manager of government relations for the AIDS Action Foundation 
and as a government relations specialist for COMSAT Corporation 

SCORE Board Members (continued)
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Elite Contributors
$100,000 or more

MassMutual 
The Deluxe Corporation

Principal Contributors
$15,000 –$99,999

Benevity Community Impact Fund
eBay for Charity
FedEx 
FranNet
Google 
Intuit 
Kimco Realty
Merrill Lynch Investment Services, Inc 
Nav
OnDeck Capital, Inc  
The Progressive Corporation
SLC Group Holdings, LLC 
Community Foundation for Southeast Michigan
Trend Micro 
William Davidson Foundation

Legacy Contributors
$5,000 – $14,999

AARP Financial
Alberts & Heling, CPA’s
AWeber Systems Inc
James Capolongo
Constant Contact 
The Goodman-Swindell Family Foundation
George McIntosh Trust
Fred Glave
Halverson Wood Products Inc 
Scott and Amanda Harkins 
Susan Hartman 
John Kaufhold
Mary Ellen Landry
John McCloskey
National Christian Foundation
National Foundation for Credit Counseling, Inc 
Network for Good
The Panther Group 
Henry (Hal) Shelton
Simply Business
Michael Stolz 
Temprano Techvestors, Inc 
Larry Tucker
USAA

2019Donors & Corporate Sponsors 

If your name has been inadvertently missed or if you wish to learn more about donating to 
support SCORE, please contact Jessica Pisano, Vice President of The SCORE Foundation at 
jessica.pisano@score.org.

With many thanks…
We are incredibly grateful for the generous support of the individuals, foundations and corporations 
listed below  Thank you for your help in advancing SCORE’s mission  
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Supporting Contributors
$1,000 – $4,999

Amegy Bank
Attain, LLC
Berkshire Bank 
Thomas J Braasch
Chevron Matching Employee Funds
Darwin Dornbush
Jen Elena
Fidelity Charitable Gift Fund 
Krista Fuller
Hanse Anderson LLP
Tom Jahnke
Gene B Kahn
KeyBank National Association 
Kristine Gabel Trust
Richard N  Priest
Heather Rosen 
Mark D Rothenberg
Michael Sandman
Tracy Shaw
Nancy Strojny
TD Bank
Texas Instruments Foundation
Vanguard Charitable Endowment Program 
VistaPrint
Ronald D  Weiss 
Ian Williams
Woori America Bank
Gerald Wroblewski

Impact Contributors
$500-$999 

Mukesh Asarpota
William Causey
Carl O  Trautmann Rev Trust
Central Bank of Lake of the Ozarks 
Coliseum Medical Centers
First Citizens Bank 
Ken Gunn 
Dan Holt
Lebanon REDI
LOCALU Marketing Seminars 
Nate Dame
OakStar Bank
State Farm Companies Foundation
Scott Stillman
Triway International Group Wu
Wholesale Grocers, Inc 
Zipfel Family Charitable Fund

2019Donors & Corporate Sponsors (continued) 
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