Checklist of Issues in Drafting a contract between family members, a

General partnership agreement, corporate bylaws, or an operating agreement for an LLC.

N

11.

12.

What state will the business be formed under? v
What will be the formal name of the business?

Does the proposed name conflict with the name V

of another business or constitute a trademark infringement?

Where will the principal address of the business be?

What is the term of the business - how long will it last?

Do you have an exit strategy at this time? Do all the principals agree with this exit
strategy?

What will be the “purpose” of the business? The reason the business is being brought
into existence.

Will a fictitious name statement be necessary if the business has a marketing name?
Who will be the agent for service of process for legal matters?

. What will be the initial capital contribution of the principals? Will the initial

contributions be cash, check, assets, or time? If the assets are time, how will they be
valued?

If the business needs additional capital, will the principals need to approve a loan or an
outside injection of capital?

Will there be principals contributing services to the business? What are the specific
services and time commitments? And how will these be valued?

. Will there be interest paid on capital contributions? If so, what interest rate will be

charged?

. Under what circumstances can capital contributions are withdrawn from the business?

How will the withdrawal be valued?

. Can there be loans made by the principals to the business? What are the terms and

interest rate?

. How are profits and losses allocated among the principals?
. When are distributions of profits to be made? Who decides? Are there profits that will

be retained in the business and not distributed? Will the profits be distributed based on
ownership percentages?

. What is the fiscal year of the business? Ifitis different than the calendar year, when will

the fiscal year start?

. What is the accounting method for the business? Cash or accrual method?
. How will the business be managed? Will there be Managed Partners? Who are the

managers and their titles?

. What acts will require the majority consent of the principals?

. What acts will require the unanimous consent of the principals?

. Who is authorized to handle the funds of the business?

. What outside activities of the principals are freely permitted?

. What outside or competitive activities of the principals are restricted?

. Are the principals entitled to a salary? What is that salary for each principal?

. How can new principals be added? Can a majority of the principals recommend a new

principal or does it need to be a unanimous recommendation?

. How can existing principals withdraw from the business entity
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29.

30.
31.
32.
33.

34.
35.
36.
37.
38.
39.

40.
41.

42.
43.

44,
45.
46.
47.
48.
49,
50.

51.

52.
53.

54.

How can existing principals be expelled from the business? What actions would cause
them to be expelled? Should the value of their ownership be penalized for such actions
and how much penalty should be incurred?

If principals withdraw, what happens to their interest in the business?

What happens on the death or disability of a principal?

What happens on a bankruptcy or insolvency of a principal?

What happens in the event of a divorce of a principal’s spouse with respect to the
business interest?

What restrictions are there on the transferability of a business interest?

Is there a right of first refusal on transfers of business interests?

What circumstances dissolve the business or cause the business ownership to be
reallocated among the principals?

What circumstances result in termination of the business or create a reallocation?

On termination of the business, how are distributions made?

[s there indemnification by a partner who commits negligence or misconduct resulting
in a business loss?

Do principal’s spouses need to consent to the terms of the business agreement?

How will business disputes be handled? Mediation? Arbitration? Internally?
Externally?

What legal competition limits can be placed on a departing partner?

What kind of buy out right should the business or the principals have in the event of the
death, withdrawal or expulsion of a principal?

Who shall have the authority to authorize charitable contributions and does a vote
between the principals need to be taken?

What are the operating hours of the business?

How many hours per week should the principals work?

How many holidays will the business observe?

How many vacation days, sick days, and personal leave days shall each principal accrue?
And what type of longevity do they need to work to accrue those days off?

Be sure to make a vacation calendar that the principals need to sign on before they can
take a day off.

Have the principals keep a Black Book of benefits provided by the business, and bonuses
will be adjusted according to the Black Book. Ken will show an example of this.

Be sure to define the job responsibilities that each principal will be accountable for. Be
specific in this area and try not to overlap responsibilities. However, establish some
kind of checks and balance system to make sure each principal is accomplishing the
work he is supposed to.

Names and legal addresses of the principals and cell phone #’s.

How can additions, deletions, and modifications be made to this agreement between the
principals? Can a simple majority force these changes or does it have to be a unanimous
vote of all the principals?

What type of perks should each of the principals be able to receive?
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11.

12.
13.
14.

15.
16.

17.
18.
19.

Checklist of Issues in Drafting
General Partnership Agreements

What state will the partnership be formed under?

What will be the name of the partnership?

Does the proposed name conflict with a name of another business or constitute a trademark
infringement?

Where will the principal places of business be?

What is the term of the partnership?

What will the “purpose” of the partnership be?

Will a fictitious name statement be necessary?

Who will be the agent for service of process?

What will be the initial capital contributions of the partners?

. If the partnership needs additional capital, will the partners be obligated to contribute it? In

what proportion? Subject to a cap?

Will there be partners contributing services to the partnership? What are the specific
services and time commitments?

Will there be interest paid on capital contributions?

Under what circumstances can capital contributions be withdrawn from the partnership?
Will there be loans made by the partners to the partnership? What are the terms and
interest rate?

How are profits and losses allocated among the partners?

When are distributions of profits to be made? Who decides? Are there profits that will be
retained in the business and not distributed?

What is the fiscal year of the partnership?

What is the accounting method for the partnership?

How will the business be managed? Will there be a Managing Partner?

3
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20.
21.
22.
23.
24,
25.
26.
27.
28.
29.
30.
31.
32.

33.
34.
35.
36.
37.
38.

39.
40.
41.
42.

What acts will require the majority consent of the partners?

What acts will require the unanimous consent of the partners?

Who is authorized to handle the funds of the partnership?

What outside activities of the partners are freely permitted?

What outside or competitive activities of the partners are restricted?

[s any partner entitled to a salary?

How can new partners be added?

How can existing partners withdraw?

How can existing partners be kicked out of the partnership?

If partners withdraw, what happens to their interest in the partnership?

What happens on the death or disability of a partner?

What happens on a bankruptcy or insolvency of a partner?

What happens in the event of a divorce of a partner’s spouse with respect to the partnership
interest?

What restrictions are there on the transferability of a partnership interest?

[s there a right of first refusal on transfers of partnership interests?

What circumstances dissolve the partnership?

What circumstances result in termination of the partnership?

On termination of the partnership, how are distributions made?

[s there indemnification by a partner who commits negligence or misconduct resulting in a
partnership loss?

Are there spouses that need to consent to the terms of the partnership agreement?

How will partnership disputes be handled? Mediation? Arbitration?

What legal competition limits can be placed on a departing partner?

What kind of buy out right should the partnership or the partners have in the event of the

death, withdrawal or expulsion of a partner?

4
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Key Elements to a LLC Operating Agreement

You may be considering starting a business, and establishing it as a Limited Liability Company (LLC). If so,
there are several key elements that you should include in your LLC operating agreement to ensure that your
legal rights are protected.

Equity Structure

The equity structure of a business includes contributions, capital accounts, and how profits and losses are
allocated. You should make sure that the membership interests, classes of membership interests, and the
contributions and capital accounts are all addressed within your operating agreement. Additionally, your
operating agreement should clarify exactly how the profits, losses, and distributions will be allocated among
all members.

Management

You have the right to determine whether your LLC will be managed by members or managers. If your LLC is
manager-managed, you should include a section in your operating agreement that directly discusses the
appointment of management, voting processes, manager duties and responsibilities, and how managers may
be removed if necessary.

Voting Rights

The standard rule is that members of an LLC may vote in proportion to their percentage interests. However,
this rule may be changed in an operating agreement. All voting rights can be determined by the owner and
can include veto rights or supermajority votes.

Limitation of Liability
When you develop your LLC operating agreement, you should ensure that you address all fiduciary duties,
responsibilities, and liabilities with respect to managers.

Books and Records
Always make sure to include a section in your operating agreement that discusses record-keeping and the
rights of an LLC member to inspect any accounting records or corporate records.

Anti-Dilution Protection

In some cases, a company will grow and offer new membership interests to additional parties. Your operating
agreement should include an anti-dilution provision that protects certain members with specific interest
percentages with respect to their voting rights, capital calls, or any other pre-emptive rights regarding their
ability to purchase other classes of membership being offered.

Restriction on Transfer
Your operating agreement should directly address how membership interests may be transferred, and if
those transfers will include management rights, veto/approval rights, or other originally established rights.

Confidentiality and Non-Compete Clauses
In many cases, your business will have trade secrets or patents regarding the services or goods your business
sells. You should always include non-compete clauses, non-solicitation clauses, as well as confidentiality

agreements in your operating agreement.

https://kmsdlawoffice.com/key-elements-of-an-llc-operating-agreement/
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The law does not require a partnership agreement (also known as the articles of partnership), but it
is wise to work with an attorney to develop one that spells out the exact status and responsibility of each
partner. All too often the parties think they know what they are agreeing to, only to find later that no real
meeting of the minds took place. The partnership agreement states in writing all of the terms of the
partnership for the protection of each partner involved. Every partnership should be based on a written
agreement because, as one attorney says, business partners become part of a “very intimate, intense
relationship.”

When a partnership agreement does not exist, the partnership will be governed by the Uniform
Partnership Act, but its provisions may not be as favorable as a specific agreement hammered out among the
partners. Creating a partnership agreement is not costly. In most cases the partners can discuss each of the
provisions in advance. Once they have reached an agreement an attorney can draft the formal document.
Banks will often want to see a copy of the partnership agreement before lending the business money.
Probably the most important feature of the partnership agreement is that it resolves potential sources of
conflict that, if not addressed in advance, could later result in partnership battles and the dissolution of an
otherwise successful business. Spelling out details - especially sticky ones such as profit splits, contributions,
workloads, decision- making authority, dispute resolution, dissolution, and others - in a written agreement at
outset will help avoid damaging tension in a partnership that could lead to a business “divorce”. Business
divorces, like marital ones, are almost always costly and unpleasant for everyone involved. One experienced
entrepreneur says, “I've been divorced, in both business and matrimony, and I don’t know which was more
wretched - or costly”

Unfortunately, the tendency for partners just starting out is to ignore writing a partnership
agreement as they ride the emotional high of launching a company together. According to one writer, “In the
eager, hectic days of startup, when two people come together with a “brilliant idea”, they never imagine that
someday, they may not want to be partners anymore. Instead, their thoughts race to marketing strategies,
product development, sales pitches, and customer service.” The result? Every year thousands of partners find
themselves mixed in irreconcilable disputes that damage their businesses because they failed to establish a
partnership agreement.

For example, Paul and Jim were best friends when they decided to go into business together - without
creating a partnership agreement. They launched their courier service with a pledge to “share and share
alike”. Before long, however, Jim began to help himself to company cash whenever he had a shortfall. Paul
tolerated his partner’s “withdrawals” until he discovered the reasons for Jim’s perpetual cash shortages: Jim
had a gambling problem! Paul didn’t discover this until two men camped out in the company foyer, refusing to
leave until they collected $2,500 for Jim’s failed Super Bowl bet. Paul quickly locked the safe and hid the key
from his partner in an effort to safeguard company assets. In retaliation, Jim returned to work with a very
ferocious Doberman Pinscher, which he coaxed into Paul’s truck. He then had the company receptionist ask
Paul to move his truck. Surprise!

Generally, a partnership agreement can include any terms the partners want (unless they are illegal).
The standard partnership agreement will likely include the following:

1. Name of the partnership. What is the name of the business? If the name is a fictitious one, the

partners must register it with the state through an assumed-name certificate.

2. Purpose of the business. What is the reason the business was brought into being (e.g., to operate a

construction company to build homes)?

3. Domicile of the business. Where will the principal business be located (e.g., 1200 South Kings
Highway, St. Louise, MO.) ?

Duration of the partnership. How long will the partnership last?

Names of the partners and their legal addresses.

6. Contributions of each partner to the business, at the creation of the partnership and later. This
would include each partner’s investment in the business. (For example, one partner may
contribute a building, a second the needed tools, and a third the cash required to start the
business.) In some situations a partner may contribute assets that are not likely to appear on a
balance sheet. Experience, sales contacts, or a good reputation in the community may be reasons
for asking a person to join in partnership.

7. Agreement on how the profiles or losses will be distributed. Will each partner’s share be equal? If
not, be sure that each partner’s percentage is clearly spelled out.

8. An agreement on salaries or drawing rights against profits for each partner. Ordinarily, partners
are not entitled to salaries or wages; their compensation is their share of the business profits.

ok
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10.

11.

12.

13.

However, many partnership agreements specify salaries for partners who take active roles in
operating the business or commissions for partners engaged in selling the company’s products or
services, if so, how much and under what conditions? How will business expenses be handled?
Can some partners be reimbursed for business expenses while others are not? These are some of
the disputes that may strain partnership relations. It is always best to include these issues in the
agreement to reduce later confusion. “Your partnership agreement needs to spell out the
definition of profit, ownership percentages, allocation of income, and other factors that affect
how the firm’s success is divided among the partners,” advises one business consultant.
Procedure for expansion through the addition of new partners, if desired. Must every partner
agree? Many a partnership has hit the rocks over the proposed addition of new partners. The
agreement should set procedures by which new partners are added to avoid alienating the
original partners and reducing their profit with the addition of a new, unwanted partner.

If the partners voluntarily dissolve the partnership, how will the partnership’s assets be distributed?
It is not unusual to find that the formula for the distribution of assets is quite different from the
distribution of profits from the ongoing business. Suppose that one partner has $1million in cash
and the other has a patent, the value of which is difficult to assess. The partners may decide to
split the profits equally, assuming that the patent results in a product that produces a substantial
return on investment. However, without a separate formula for the distribution of profits, the
owner of the patent would be entitled to half the tangible assets (half of $1million) while
relinquishing half of a patent of questionable value.

Sale of partnership interest. The articles of partnership should include terms defining how a
partner can sell his or her interest in the business. Generally, this section will include a provision
for veto of the sale to outsiders by any of the remaining partners. This prevents a partner
wanting to sell his or her interest in the business from burdening the remaining partners with an
unacceptable replacement. In some cases, the partner selling the interest must offer it first to the
remaining partners. When this is the requirement, there must also be a clearly defined
procedure for evaluating the partner’s interest. Such a procedure will reduce later conflict
concerning what a partner’s share is worth.

Absence or disability of one of the partners. If a partner is absent or disabled for an extended
period of time, should the partnership continue? Will the absent or disabled partner receive the
same share of profits as she did prior to her absence or disability? Should the absent or disabled
partner be held responsible for debt incurred while unable to participate? Although everyone
hopes disability will never occur, the agreement should include provisions that protect all
partners in the business.

Alterations or modifications of the partnership agreement. No document is written to last forever.
Partnership agreements should contain provisions for alterations or modifications.

UNIFORM PARTNERSHIP ACT. The Uniform Partnership Act (UPA) codifies the body of law dealing with
partnership s in the United States. It was first passed in 1914 by Pennsylvania, and since then all states except
Louisiana have adopted it to replica the common law relating to partnerships. Under the UPA the three key
elements of any partnership are common ownership interest in a business, sharing the business’s profits and
losses, and the right to participate in managing the operation of the partnership. Under the act each partner
has the right to:

Uk W

Share in the management and operation of the business.

Share in any profits the business might earn from operations.

Receive interest on additional advances made to the business.

Be compensated for expenses incurred in the name of the partnership.
Have access to the business’s books and records.

Receive a formal accounting of the partnership’s business affairs.

The UPA also sets forth the partners’ general obligations. Each partner is obligated

to:
1.
2.
3.

Share in any losses sustained by the business.
Work for the partnership without salary.
Submit differences that may arise in the conduct of the business to majority vote or arbitration.

7
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4. Give the other partners complete information about all business affairs.
5. Give a formal accounting of the partnership’s business affairs.

Beyond what the law prescribes, a partnership is based above all else on mutual trust and respect.
Any partnership missing these elements is destined to fail. A partner in an architectural design firm claims,
“What you need is mutual respect so you can work together” Table 4.1 lists twenty-five attributes of an ideal
partner.

TYPES OF PARTNERS. Not all partners are necessarily equal owners of the business. When partners share in
the ownership and management of the business, they are general partners. All partnerships must have a least
one general partner. Each general partner has unlimited personal liability and is expected to take an active
role in the management of the business. Limited partners have limited financial liability; they can lose only
what they have invested in the business. Essentially, limited partners are financial investors who do not
participate in the day-to-day management of the business. There may be any number of limited partners, but
they cannot take an active role in the management of the firm. If limited partners are “materially and actively”
involved in a business’s operation, they will be treated as general partners and will lose their limited liability
protection. Limited partners who put five hundred or more hours per year into a business will probably lose
their limited status.

TABLE 4.1 Twenty-five Attributes the Ideal Partner
Should Possess

Based on studies of partners and partnerships,
business therapists, Mardy Grothe and Peter
Wylie have compiled a list of twenty-five
attributes the ideal partner should possess.

Is a good team player.

Does his or her job competently and skillfully.

Is a genuinely likable person.

Is good at giving feedback to others.

Is a good listener.

Is open and receptive to feedback from others.
Treats people with dignity and respect.

Looks for “win-win” solutions to disagreements.
9. Isgood at facing up to tough problems.

10. Is a person you can trust.

11. Will “go to bat” for other people.

12. Gets along well with almost everybody:.

13. Uses time efficiently and effectively.

14. Will admit it or apologize when wrong.

15. Has what it takes to be a good manager.

16. Is a good problem solver.

17. Speaks his or her mind, even when it’s unpopular.
18. Is well organized.

19. Treats people fairly and equitably.

20. Is good at giving compliments or positive feedback.
21. Is enjoyable to be around.

22. Is open to other people’s ideas and opinions.
23. Islevelheaded, even under stress.

24. Presents ideas clearly and articulately.

25. Has good people skills.

PN WD

@Peter Wylie and Mardy Grothe. All rights reserved.
Source: Robert A.Manis, “Partner Wars,” In., June 1994, p. 38.
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Silent partners and dormant partners are special types of limited partners. Silent partners are not
active in the operation of the business but are generally known to be members of the partnership. Dormant
partners are neither active in the partnership nor generally known to be associated with the business.

Two other terms are sometimes used in discussing limited partnership - secret partners and
honorary or nominal partners. However, neither is a limited partner. A secret partner is not known to the
public, but does take an active role in the management of the business and is considered a general partner in
the eyes of the law. The honorary or nominal partner lends his or her name to the business, even though he is
not an owner and does not take an active part in the firm’s management. The honorary partner is generally
paid for the publicity or public relations value of his name.

Choosing a business partner is much like choosing a marriage mate. It is one of the most critical tasks
an entrepreneur faces. “It’s important for a set of partners to have personal and business values that click,”
says a partner in a computer software company. Making sure partners’ work habits, ethics, and general
business philosophy are compatible can go a long way toward avoiding a nasty breakup. The accompanying
“Gaining and Competitive Edge” feature offers practical guidelines for keeping a partnership together.

GAINING THE COMPETITIVE EDGE:

HOW TO AVOID A BUSINESS DIVORCE

Co-owners of businesses are very much like marriage partners. Together they experience
ups and downs, happiness and heartbreak, success and failure. Some co-owners spend more time
with each other than they do with their spouses. Unfortunately, like some marriages, business
relationships can end in divorce. Even when a business is succeeding, the relationship that
built-it may be failing.

Although every business dispute is unique, most have one common element: no written
agreement spelling out the rights, duties, privileges, and obligations of the owners. In a start-up's
early phases, co-founders are immersed in details and are too busy to prepare a document
defining the major components of their business relationship. They believe that they can work
out any disputes that arise; after all, that’s what friends do, right? Stressing the importance of a
written agreement, one expert advises, "Don't be [deluded] by the fact that you and your partners
are best friends. As a practical matter, partners have fallings out that need to be handled in a
practical way"

How can co-owners avoid such disputes? The following tips will help:
Make sure that you and your business partners have common business objectives. One
entrepreneur who was too insecure to launch a telecommunications company alone persuaded
three friends to join him. Looking back, he realizes his mistake. "I didn't screen our business
goals," he admits. "They wanted the company to pay for their cars and to conduct meetings in the
Bahamas. I wanted to plow the money back into the business." Outvoted by his partners, this
entrepreneur could only watch as they drained the company's capital to the point that the
business collapsed.

Divide responsibilities on the basis of ability and interest and stick to the agreement. When
the four Sasson brothers created Scorpus Technology, they acknowledged the potential problems
their strong egos might cause in their business relationship. To minimize conflicts, each
committed to a particular function—one to sales and marketing, another to operations, a third to
technology, and the fourth to finance. Their strategy worked, and within three years, the
company had 70 employees and sales of $8 million.

9
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Share and share alike. Make sure that everyone involved understands the hard work,
commitment, and risk required to launch a company. Clarify beforehand the roles and
expectations of each owner involved in the business. The philosophy that "some of us are more
equal than others" does not mate for a lasting business.

Don't lie. Resist the temptation to "protect” the other owners from bad news. News, both
good and bad, provides useful feedback to owners, who must adjust their company to shifting
market conditions.

Get it in writing. Once owners agree to their responsibilities, duties, and expectations, they
should put them in writing, Avoid the tendency to go into business with nothing more than high
hopes and a handshake. It's a recipe for disaster.

Realize that conflict will occur. Conflict is a natural part of any business relationship;
co-owners will never agree on everything. The key to avoiding a business divorce is to manage
that conflict and not merely cover it up. That requires communication. One consultant says,
"Partners are afraid that bringing up disagreements will ruin the relationship. So they ruin the
relationship anyway by not talking."

Cultivating a business relationship with other co-owners requires time, energy, and hard
work—just as cultivating a lasting marriage does. Sometimes, however, things just don't work
out, and business owners decide to go their separate ways, How do you know when ifs time to
leave? One counselor suggests asking yourself the following questions:

@ Do you and your co-owners still share the goals that brought you together?
@ Have you resolved difficult problems before?
@ Do you still basically respect and trust each other?

€ When you imagine the future, does it seem brighter if you see yourself working with your
partners than without them?

If the answer to at least three of these questions is yes, the co-owners can probably salvage
their relationship. Bringing in a mediator to help resolve the problem may not be necessary, but it
is worth a try.

SOURCES: Adapted from Tom McGrath,"How to Fire Your Partner," Success, February 1998,
pp. 30-31; Robert A. Mamis , " Partner Wars," Inc., June 1994, pp. 36-40; Robert A. Mamis/Two
Who Made Good," Inc., June 1994, pp, 40-44; Richard J. Maturi, "Firing Squad," Entrepreneur,
May 1993, pp. 152-155; Eric L Chase, "Owner vs. Owner," Small Business Reports, September
1990, pp. 69-76; Stephen Davis," Why Partnerships Break Up," Inc., July 1981, pp. 67-70;
Frances Huffman," Irreconcilable Differences," Entrepreneur, February 1992, pp. 108-113; Jerry
Useem, "Partners on the Edge," Inc., August 1998, pp. 52-64
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A common denominator in many partnership battles is the lack of a written agreement clearly
spelling out each partner’s roles, rights, and responsibilities. To be effective, a partnership agreement must be
comprehensive and thorough in its coverage, and every partnership agreement must be comprehensive and
thorough in its coverage, and every partner must consider it to be fair and equitable to everyone involved.
Table 4.2 offers advice on maintaining a positive working relationship with a partner.
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“THEACCIDENTAL ENTREPRENEUR | By Sarah E Needleman

Help From Family Has Its Costs

a jewelry busi-
ness, Andres Arango says both
relationships have soured.

Whenever they communi-
cate, the brother and friend
raise the suhjest of the lpan
énd the progress of his busi-
nass with 4 negative tane.

“The wall has been poi-
soned,” says Mr. wha
lzunched Muichic; a retail and
wholesale business, from his
home in Burli
2008 after getting laid off from
a technology company.

While the 34-vear-old entre-
preneir has assured hic inmees-

- tors seweral times that he's

working hard ta pay them back,
“there’s always this nnderlying
tefision,” Mr. Arango says.

If you're starting a business
on a shoestring budget, you
méy ba inclined to sppreach
the people closest to wou for
fnnancial assistance. After all,
those individuals are generally
going to be willing to open
;:LE‘-'I‘ wallets whenever possi-
e,

But there can be pitfalls to
accepting a financial gift or
loan from 2 relative or friend.
The generosity could create tan-
slon if, =say, your loved ope
doesnt agree with how you are
runming the business. Or, the
arrangement might add to the
stress you're already foeling
from teying to build a success-
fal enterprise.

“Dow’'t ok family or friends
for help just becanse. theyre
willing snd available” says
Mana Muller, president of Fas-
trac, a program for helping en-
theprenears start and prow
companies  that's  offered
through the Kaufman Folnda-
thon, a nomprofit in Kansas Ciry,
Ma. "Yeu want to make sure
your business thrives as & res
sult of their engagement, These
are the same people [you're]
going to be sitting across from
=t the dinner table.”

Andrea Wan Negs says she
began stressing out ower
Personal spending habits sfter
borrowing $10,000 from her
paremts in 2008 to lsunch

Vt, in §

Thurnbuddy to Lowe, a business
she mns out of her Boulder,
Colo, home that sells ehil-
dren’s books she wrires and
stlFpablishes.

“If 1 had any kind of induls
pence, ke if | went out to din-
ner with a friend or got 9 mani-
e, I felt guilty,™ she says.

A singla mom, Ms. Wan Ness
became an entrepreneur after a
prior career in real estate noce-
dived due to the housing crisis.
The 47-year-ald says she has
pald back abowr half of the loan
50 far and doing so has helped
to relieve her anxety.

“YWhen you Borrow from
family, it forces you to werk
harder,” she says. "1 didn’t
‘wane to be & fallure in my par-
onts” pyeg”

After his last employer went
ont of business, Paul Kaibni of
Fotomas, Md., bought a Home
Helpers framchize with a
$60,000 loan from his fathar,
Bt in exchange for the finan-
eisl leg up, Mr. Kaibni, 31, had
to agree fo give hic dad the
final say on what the home-
oare business mvests fn.

“It's frustrating to not have
full control over what decisions
VOUr company can go with,” he
SRS,

For exsmple, Mr. Kaibni ra-
cently wanted to gpend $800
om promotional magnets to
Pass out at avents that cater to
his target market-seniors, dis-
abled individuals and others in
need of assistance with every-
dgy taske =uch as hoasekeeping
and persoral grooming. His fa-
ther, however, opted to buy
$200 waorth of pens with the
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company’s name, website and
phore number on them in-
gtead,

Mr. Kaibni says that i the
plus side, his dad will always at
least eonsider his ldeas and
they've grown closer by work-
ing together. “Even thowgh we
butt heads at times, | know his
derisions aré: for the best of the
company and fnot to make my
fife difficuit,” Mr. Kaibni says.

Ome way to evoid friction or
stress when afcepting loans
feom family and feiends 5 to
commit to providing perigdic
status reports on how the busi-
ness is shaping op, says Ms
Miuller.

She alse recommends set-
1ing terms in wiiting, including
how much conteel the lender
will have and when and how
thié loan will be paid back. “You
want e establish expecta-
tiong” she gays,

Another option is to seak fi-
nancial aid from family or
friends that doesn't involve an
actual investment in your busi-
ness. Fer instance, Gla Ricei
lives amd runs a start-up busi-
ness out of ber parents’ home
in New York for free,

"T can put what would be
MY Fent money toward my busi-
mess,” says the 25-year-old.

To be sure, the srrange-
ment isn't ideal. Ms. Ricci
says her mother sometimes
barges into her rosm when
she's on sales calls with unso-
livited advice about her love
life, She zlse is expected to
deal with maintenance work-
&rs and others who stop by
the apartment when her par-
ents aren’t home.

1t can be very distracting,”
5a¥s Ma. Racci, who began sell
ing artwark on behalf of palnt-
ers and sculptors earlier this
year after an internship didn't
produce 4 job.

Still, she adds that putting
up with the occasional interrup-
tion is worthwhile given the
imoney she's saving. Ms. Riccl
often food shaps and caoks her
parents’ dinner to show sha's
thankful for their suppore,
“Wé pres balance the coms®
she gayg, )

Emiil sarah.needleman
Formare on starting a business,
plaace visit ws) eamismallbusiness,
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