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B U S I N E S S

F
OR DECADES, 
people starting new 

businesses have 

looked for guidance 

from SCORE, a 

national network of 

retired executives 

who offer free and 

confidential advice. 

The local chapter, 

SCORE Chapel 
Hill Durham, was 

founded in 1981; 

in 2015, it was named the No. 1 

chapter in the country in client 

engagement. Chapter Chair 

John Kiley says most of the 49 

mentors are retired, but not all. 

“Most of us have deep business 

experience running a company 

or a major component of a 

company,” John said. “Some 

ran small businesses.” We asked 

a mentee and mentor to share 

their experiences.

THE MENTEE – Maggie Moriarty, 
Owner, On Point Pupcakes
When I had the idea to sell 

cupcake mixes for dogs 

called On Point Pupcakes in 

the summer of 2018, I was 
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overwhelmed not only with 

excitement over beginning my 

own entrepreneurial adventure, 

but also with questions about 

where to start and how to 

set the stage for a successful 

business. I came across 

SCORE’s website and was 

amazed by all the services they 

offered for free – I thought 

it had to be too good to be 

true! I eagerly signed up and 

was paired with two amazing 

mentors, Chris Exton and Jim 
Davis. The positive impact 

that Chris, Jim and the entire 

SCORE organization had on me 

and my business truly cannot 

be overestimated. Chris and 

Jim not only encouraged me, 

but they also challenged me to 

look deeply and introspectively 

at my goals for the business 

and for myself. Without the 

one-on-one business counseling 

as well as group business 

classes from SCORE, I would 

likely have abandoned On 

Point Pupcakes as a daydream. 

SCORE equipped me with the 

confidence and tools to be 

successful, and for that, I am 

eternally grateful. I hope that 

one day I will be able to give 

back to the entrepreneurial 

community as Chris, Jim and 

SCORE have.

THE MENTOR – Chris Exton
I retired in 2012 and joined 

SCORE, feeling that I had 

something to offer small 

businesses in terms of how to 

organize, how to market, how 

to sell. We have basically two 

missions: One is mentoring 

small businesses, and the other 

is educating them. We put on a 

number of different workshops 

each month, and periodically, 

we have larger events. There 

is both a local website and a 

national website where you can 

find webinars or other articles 

of interest and the like. 

[Jim Davis and I] met with 

Maggie for the first time in 

August 2018. [She] had an 

interest to create a business. 

But she was really starting 
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LEFT Nora Spencer 
and her mentor, 
Carl Baumann, 
started meeting 
in the summer 
of 2017, after 
she graduated 
from UNC with 
her master’s in 
social work, to 
help her start her 
nonprofit, Hope 
Renovations. “He 
worked with me to 
create a thorough 
60-page business 
plan and advised 
me when I started 
executing it,” 
Nora says. “These 
days, when we 
meet, it’s all about 
working through 
startup-related 
challenges – as 
we’re launching 
on March 30 – and 
smart planning 
for future growth. 
He helps me with 
all aspects, from 
operations and 
marketing strategy 
to financials, all 
from a real-world 
point of view.”

from scratch. So, we talked 

about a number of basics, for 

instance, how to create an 

appropriate legal entity, what 

type of insurance to get, what 

to be concerned about from a 

tax standpoint, bank accounts, 

etc. We talked to her about 

the importance of putting 

together a business plan before 

you delve into this. One of the 

things that we try to do, as 

much as [we] help people start 

a business, is not start losing 

money on a business before 

you’re ready or if you don’t 

have the money. 

[She] seemed to have a good 

handle on how [she] was going 

to create the website and what 

[she was] going to put on the 

website. But the questions are, 

‘How do you drive people to 

go to the website? How do you 

create demand, how to use 

social media, how do you use 

local types of media? How do 

you assess the competition? 

How do you do market 

research as to who you want to 

try to market to? Who do you 

think is going to be most likely 

to buy your product?’ Then 

finally we talked about basic 

economics. You’ve got to look 

hard at your pricing. How does 

that compare to competition? 

Look at your cost, and how 

does that compare? If you 

extrapolate out and say, ‘OK, 

if we sell a thousand packages 

a month and so forth, are we 

going to be making a profit?’ 

So then we met with [her] 

approximately every four 

to six weeks or so for about 

the next year. [The business] 

launched at the end of 2018, 

and I think [she] got off to 

what [she] felt was a pretty 

good start. For me, it’s been 

very rewarding and satisfying 

because there are a lot of 

people who are interested in 

starting businesses, but they 

need help. 


