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About this RepoRt
This report analyzes a unique longitudinal dataset of small businesses across the

country. Interise’s rigorous data collection process has resulted in a proprietary

database of firm-level data, collected annually from a network of over 5,000 small

businesses. These longitudinal evaluation data enable us to examine outcomes and

trends among established small businesses, as well as representative subsets

including minority-owned businesses and those located in lower-income communities.

The data include years before, during, and after the Great Recession (2007-2009),

enabling us to observe the impact of our program on the performance of a diverse

group of small businesses during a full economic cycle of boom, bust, and recovery.

This report forms the foundation of future Interise research, which will use this data to

further analyze trends among our alumni small businesses nationwide. 
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The three major employers in low- and moderate-income communities are

small businesses, government agencies, and anchor institutions.i Of the

three, the one that is the net new job creator is established small

employers.ii If they are able to integrate into the supplier and procurement

systems of the latter two, a virtuous cycle is created where local

purchasing generates mutual benefit, and leads to local wealth 

and job creation. 

Since an initial cohort in Boston in 2004 to our current network in over 

70 cities across the United States, and in Bermuda, Interise has been

rigorous about evaluation and assessment. what follows is an analysis 

of the first ten years of the resultant data. 

Interise data is intended to generate a conversation among those in our

network and our field. These data yield insights into the business owners

we support as well as their employees and the local communities that they

impact as they grow. we are pleased to share this learning from our

network, and the story it tells of success and resilience across the ups 

and downs of a full economic cycle.

Interise was designed from the beginning to achieve both scale and impact

by building capacity on three levels – individual businesses, small business

development providers, and the small business ecosystem.

Small business owners in low- and moderate-income communities 

or from historically disadvantaged social and economic groups often 

lack the business knowledge and management know-how necessary 

for second-stage growth. Additionally, they are often excluded from the

networks that comprise the larger business ecosystems, including

financing and procurement. 
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FoReWARD 

An economy that works for all—that is the vision that guides Interise as
we fulfill our mission of stimulating economic revitalization in low- to

moderate-income communities through job creation, wealth generation, and
leadership development. Our approach to doing this is systemic: we focus
exclusively on established, growth-oriented small businesses that have the
potential to mature into medium-sized enterprises if they have access to the
right resources. 

SmALL BuSinESSES

thE thrEE mAjor 
EmPLoyErS in Low- And

modErAtE-incomE communitiES

GovErnmEnt AGEnciES

Anchor inStitutionS
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To catalyze a more inclusive and equitable small business ecosystem, Interise developed the Streetwise ‘MBA’™, 

a scalable executive education program, the content of which was benchmarked against minority business executive

offerings at the Tuck School of Management, the kellogg School of Management, and the Foster School of Business. 

It provides small business owners with three primary inputs: 1) a hands-on business curriculum that combines

business knowledge and management know-how, 2) a professional support network of other CEOs, instructors, and

local business resources and advisors, and 3) increased access to capital and procurement opportunities. 

The Streetwise ‘MBA’™ uniquely incorporates a focus on behavior change that enables the business owners to move

from the leadership and management strategies that ensured their initial success to those needed for the next stage

in a business’s growth and evolution. It is this behavior change that is the key to continued growth and organizational

resilience, and one of the often missing factors in building organizational capacity.iii

Interise licenses the use of the Streetwise ‘MBA’™ to partners—government agencies, business associations, anchor

institutions and economic development organizations—across the country. we build the capacity of our partners to

work successfully with maturing, growth-oriented businesses. Our partners bring the local relationships, know-how, 

and commitment needed to have impact in their community. They develop and we support their own local brand.iv

with our local partners, Interise is catalyzing the development of more equitable and inclusive small business

ecosystems. To deliver our program means integrating into its delivery key resources from the financing, procurement,

and business support domains of the small business ecosystem. These are domains into which Interise business

owners must integrate if they are to access the resources for further growth. This enables greater integration of

regional, national and international markets; the creation of good, local jobs; and more wealth in low- and moderate-

income communities, and for historically disadvantaged social and economic groups. 

Our thanks to our partners, Interise business owners, and our funders for trusting us across the years. From program

to partnerships, trust is at the core of our network. The business owners entrust their businesses to each other, their

peers in other programs, and their instructors. we do the same, entrusting our program, reputation, and mission to our

partners. In turn, our partners trust us to ensure that they are able to make a difference in their communities. Thank

you to everyone who has trusted us and supported us, everyone who shares our hope for the future of this country,

and its ability to create an economy that works for all, that is equitable, inclusive, and a game-changer for us all.

Jean horstman, Chief Executive Officer

4

i Interise uses the broader definition of anchor institutions, including both not-for-profit and for-profit organizations—higher education institutions, medical facilities, cultural institutions, 
sports teams, and large corporations.

ii Interise prioritizes businesses that have survived start-up, achieved early growth, hired initial staff, and are poised for further growth and expansion into broader markets.
iii Interise monitors over three years this change in CEO behavior. 
iv The World Bank has identified the StreetWise ‘MBA’™ as one of the 25 “must-see” programs in the world for growing established small businesses; ours was the only US program to make the list.
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pRoveN MoDel FoR iNclusive
ecoNoMic DevelopMeNt

Interise stimulates economic revitalization in low- and moderate-income1

communities through job creation, wealth generation, and the fostering of
community leadership. we do this by building the organizational capacity of
established, growth-oriented small businesses—those beyond the start-up
stage—enabling them continue to grow.2 Our capacity-building program,
the Streetwise ‘MBA’™, is a peer-based model that provides small
business owners with the business knowledge, management know-how,
and relationships they need to achieve scale. we focus on small
businesses located in low- and moderate-income communities and/or
owned by racial and ethnic minorities.

Companies that have successfully completed the

Streetwise ‘MBA’™ outperform the private sector

as a whole, consistently achieving net new job

growth in both boom and lean economic years.

From 2004 to 2014, Interise alumni businesses

created jobs at an average annual rate of 

nine percent compared to the rate of 0.3 percent

for the private sector as a whole;3 and compared

to the rate of one percent for private sector

companies with less than 20 employees.4

Even in the Great Recession, Interise businesses

continued to create jobs. In 2009, Interise

businesses achieved a 21.4% job creation rate,

while the economy overall was still losing jobs.

7

INSIGHT 
intEriSE ALumni Grow joBS 

durinG thE GrEAt rEcESSion

intEriSE ALumni
AvErAGE joB 
Growth (%) 

PrivAtE SEctor 
AvErAGE joB 
Growth (%)

2008 2008

2009 2009

0.4
-3.2

21.4
-3.8
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Interise has been a data-driven organization from the start. we have over a decade of evaluation data on the

impact of our approach on small business owners, small businesses, and their communities. Our commitment 

to evaluation reflects Interise’s core organizational values of continuous learning and knowledge sharing. 

In addition to measuring mission impact, we seek to understand the factors causing these outcomes, 

and are committed to sharing our findings widely. 

this research report presents the findings from an analysis of impact evaluation data from 2004 to 2014.

It is based on longitudinal data collected annually from program participants at the start of the Streetwise

‘MBA’™ (baseline data), and for three years following completion of the program. This longitudinal data includes

years before, during, and after the Great Recession (2007-2009), which allows for an analysis of the impact of

the Streetwise ‘MBA’™ on the performance of a diverse group of small businesses during a full economic cycle

of boom, bust, and recovery. 

10-YeAR iMpAct RepoRt KeY FiNDiNGs

• The Streetwise ‘MBA’™ had large positive effects on job creation and business health, 
as measured by revenue growth, new contracts, and access to capital;

• Streetwise ‘MBA’™ alumni were resilient during the economic downturn, and recovered
faster than the private sector;5

• These gains in employment, revenue growth, and access to capital were persistent over
time. They are present for the three years during which we collect data from program
alumni; and 

• Underlying the gains in employment and business health are positive changes in the
strategic behaviors and business practices of alumni small business owners.

8

INTERISE HAS BEEN A DATA-DRIvEN ORGANIzATION FROM

THE START. wE HAvE OvER A DECADE OF EvALUATION DATA

ON THE IMPACT OF OUR APPROACH ON SMALL BUSINESS

OwNERS, SMALL BUSINESSES, AND THEIR COMMUNITIES.
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WhoM We seRve

Small businesses that are minority-owned and/or based in low- and moderate-income areas face several

challenges to continued growth. They are less likely to have access to capital, networks of technical experts,6

and contracting opportunities with anchor institutions, corporations, and government agencies. Many of these

businesses are unable to devote resources to building capacity that increases both their ability to secure

contracts and access capital. Therefore, this lack of contract and capital readiness hampers businesses in

achieving the scale needed for integration into regional, national, and international markets. 

A growing body of research, including that of Interise, documents the contribution that thriving established 

small businesses make to a community’s economic and social vitality and resilience. However, existing training

programs, technical assistance, and mentoring resources targeting small businesses have continued to focus

primarily on early stage companies (pre-start-up and start-up) or struggling businesses. Established, growth-

oriented small businesses have a larger impact on local economies and employment opportunities than start-

ups and struggling businesses. Interise was established to address this gap in the small business ecosystem. 

The composition of our program participants reflects Interise’s commitment to income, racial, and ethnic

diversity. As of 2016,7 5,007 small business owners in 91 locations in 71 cities had completed Interise’s

Streetwise ‘MBA’™. 

Additional details on the distribution of Streetwise ‘MBA’™ participant businesses by race of owner and

community income can be found in Appendix A. 

Interise focuses on established small businesses that are employers.8 At the start of the Streetwise ‘MBA’™,

on average, our participants have annual revenue of $1.7 million, and employ 14 employees. 

9

A GROwING BODY OF RESEARCH, INCLUDING THAT OF

INTERISE, DOCUMENTS THE CONTRIBUTION THAT THRIvING

ESTABLISHED SMALL BUSINESSES MAkE TO A COMMUNITY’S

ECONOMIC AND SOCIAL vITALITY AND RESILIENCE

40%
interise businesses located
in low- to moderate-income
communities

38%
interise alumni identified as racial minority
(Asian, black or African-American,
American indian or Alaska native, 
native hawaiian or Pacific islander)

13%
interise alumni identified
as hispanic/Latino

5,007
number of established 
small business owners 

who completed interise’s
Streetwise ‘mBA’tm, as of 2016
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the stReetWise ‘MbA’™

Interise’s Streetwise 'MBA'™ combines business knowledge with adult education theory in a way best described

as a combination of a stripped-down MBA in its instructional content, and a facilitated, peer-learning model in its

instructional design. Over the seven-month program, small business owners acquire new business knowledge

and management behaviors that they start to apply to their business operations right away. The program

introduces business owners to fellow CEOs, financial experts, and other subject matter experts, thus expanding

their networks and social capital. By the end of the program, business owners will have completed a three-year

Strategic Growth Action Plan™. The new networks, knowledge, and tools result in long-term behavioral changes,

which are hallmarks of capacity building. 

10

curricuLum 
moduLES

ProGrAm 
comPonEntS

Business Strategy 
and Leadership

Financial management Sales 
and marketing

resources: talent, 
Finances & contracting

Guest Experts cEo monitoring Groups Live case Studies Practical Session Prep

ProGrAm 
outPut Strategic Growth 

Action Plan

19
number of national partners that

deliver the Streetwise ‘mBA’tm

program, as of 2016

“Interise helped me put in perspective the health of our
business and how to map out a feasible action plan for
continued growth. The other business owners were an
invaluable part of the class and will continue to be a
resource as our business grows.” 

lara harrington, co-owner, boutique Fitness, New bedford, MA, 2014 streetWise ‘MbA’™ Alum 
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The Streetwise ‘MBA’™ is a cost-effective, adaptable, easily scalable executive education program that leads to

operational changes and the behavioral changes business owners need for continued growth. The business

content is comparable to the small business education offerings at the Amos Tuck School of Business, kellogg

School of Management, and Michael G. Foster School of Business. The program also draws from the content of

an inaugural course taught in 2004 at the Boston University School of Management, as well as the practical

experience of subject matter experts from business and higher education. The instructional design reflects best

practice in behavioral education, designed to achieve and sustain long-term behavioral changes. 

The Streetwise ‘MBA’™’s peer-based learning sets it apart from other programs. It provides the peer

reinforcement needed to keep a participant accountable to him or herself and to the group for the changes they

are creating in themselves and their businesses.9 The small business owner is situated in circles of mentoring,

starting with a small peer mentoring group, expanding to the class of participants, the instructor, and program

manager. The circle widens to include the business experts and mentors participants meet through Interise’s

partners and the Streetwise ‘MBA’™ national volunteer network of business professionals. within this network,

small business owners build trusting and transformative relationships, and move from isolation to integration

into a network of growth-focused business owners and subject matter experts.

11

THE STREETwISE ‘MBA’TM IS A COST-EFFECTIvE, ADAPTABLE, EASILY

SCALABLE EXECUTIvE EDUCATION PROGRAM THAT LEADS TO

OPERATIONAL CHANGES AND THE BEHAvIOURAL CHANGES BUSINESS

OwNERS NEED FOR CONTINUED GROwTH.

71
number of u.S. cities where

the Streetwise ‘mBA’tm

program is delivered



“The program put me into
relationships with like-

minded business owners.
Everyone had the same
growing pains as I did... 
I was telling one of my

classmates towards the
end of the program: You
have to be a learn-it-all,

not a know-it-all.”

Jamil brown, ceo
hybridge learning Group, Newark NJ

2016 streetWise ‘MbA’tM Alum
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iNteRise’s pARtNeRship MoDel

From 2004 to 2016, the Streetwise ‘MBA’™ was delivered in 91 locations through a national network10 of

delivery partners—government agencies, anchor institutions, business associations, and economic development

organizations—and through a contract with the Small Business Administration’s Emerging Leaders initiative.11

The Interise partnership model is essentially a “wholesale” program delivery model which licenses the use of

the Streetwise ‘MBA’™ to partners. It is cost-effective, adaptable, and easily scalable, as reflected in high

partnership renewal rates. Interise identifies and builds relationships with partners who possess the

relationships, local know-how, and commitment needed for the Streetwise 'MBA'™ to achieve impact. Our

partners do what is best done locally: tailor the program to their local needs, assign their own staff, recruit their

own businesses, raise their own funds, set and keep their tuition fees, and build a local network of referral

partners and subject matter experts. 

13

Network entrepreneurs who catalyze successful collaboration create
networks that demonstrate the following four principles, as described by
Jane wei-Skillern in The Four Principles of Network Entrepreneurship:

“trust not control.” 

Successful network
relationships are founded on
mutual respect and integrity,
built for the long term, and
based on trust without
expectation of control. 

“humility not brand.” 

network leaders deliberately
remain largely anonymous,
instead developing the
network’s leadership
capacity. 

“Node not hub.” 

network entrepreneurs
connect and engage with the
larger system around them.
they create a culture where
no individual or organization
seeks to be the star; instead,
the network’s constellation 
of resources and skills
enables the shared vision 
to be achieved.

“Mission not organization.” 

network entrepreneurs seek to
achieve maximum impact,
referring resources to partners
and focusing on partners’ needs
rather than seeking to advance
their own organizations. 

1 2 3 4

INTERISE IDENTIFIES AND BUILDS RELATIONSHIPS wITH PARTNERS wHO

POSSESS THE RELATIONSHIPS, LOCAL kNOw-HOw, AND COMMITMENT

NEEDED FOR THE STREETwISE 'MBA'™ TO ACHIEvE IMPACT.

91
number of Streetwise ‘mBA’™

program locations
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iNteRise eNsuRes thAt its pARtNeRs hAve the ResouRces
NeeDeD FoR quAlitY, iMpAct, AND locAl success bY pRoviDiNG:

• Training and ongoing support for partner program managers and instructors,

• Formative evaluation to monitor consistent program delivery in the classroom, 

• Summative evaluation to collect annual impact data, 

• Program monitoring and impact evaluation,

• Alumni development processes and offerings, and

• Opportunities for collaboration across the entire network.

This network model builds each partner’s brand and Interise’s, by enabling each partner to own their own

program as part of a nationally proven model. Licensing the Streetwise ‘MBA’™ builds the partners’ capacity to

serve and grow established small businesses in their communities and catalyze a more equitable and inclusive

ecosystem for established small businesses. As the national network of partners grows, so does its capacity to

accelerate the growth of more businesses in underserved communities. 

with our partners, Interise has now supported the continued growth of established small businesses in lower-

income communities. Together, we create impact and learn from each other.

14

“Over the last few years the program has been a catalyst
for expanding opportunities for many promising small
businesses in underserved communities – in particular
those who have been most impacted by these tough
economic times. Graduates of the program have increased
their revenue, created jobs and helped drive local economic
growth in their communities.” 

Karen Mills, Administrator (2009-2013) small business Association
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the inaugural program, delivered in Boston at the Boston university School of management, graduates 
12 established small business owners. 2004

interise is incorporated as a 501(c)(3), with josh tolkoff as the Founding Board chair and jean horstman
as the chief Executive officer. 

Streetwise ‘mBA’™ (SwmBA) 1.0 is developed. its content is informed by the inaugural Boston university
course, benchmarking against minority small business executive education offerings at tuck, Kellogg and
Foster, and subject matter experts drawn from business, higher education, and instructional design. it is
designed as a peer-based, highly practical, and scalable small business executive education program.

First direct delivery expansion to worcester, massachusetts.

2007

License partner business model, impact assessment, and supporting quality assurance systems are developed.

interise is named an innovation Award winner by the Smaller Business Association of new England (SBAnE),
in recognition of its game-changing approach to small business growth.

the Small Business Administration (SBA) benchmarks its first initiative specifically designed for existing small
businesses in lower-income communities, the Emerging 200, against the SwmBA. After a competitive bidding process,
interise is awarded the contract to become the national training provider for the SBA’s Emerging 200 initiative, bringing
the SwmBA to 10 cities across the country.

2008

Second direct delivery expansion to the massachusetts merrimack valley, with a first class in Lowell.

SBA Emerging 200 initiative expands from 10 to 15 cities.

interise (formerly known as inner city Entrepreneurs) and Pacific community ventures cited by Goldman Sachs 
as part of the rationale for its 10,000 Small Businesses initiative. Both are recognized for integrating ‘training 
with essential support services… these models demonstrate the value of the approach on which the 10,000 
Small Businesses initiative will build.” (Goldman Sachs 10,000 Small Businesses Fact Sheet, 2009).

2009

iNteRise tiMeliNe: 2004 - 2016
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SBA Emerging 200 initiative grows from 15 to 22 cities nationwide, including 12 communities with a focus on native
American business owners.

SBA Emerging 200 initiative is rebranded as the SBA Emerging Leaders initiative.

interise launches its innovative strategy for national expansion with its first license partnership with the new york city
department of Small Business Services (nycSBS) (Strategic Steps for Growth program).

2010

interise adds its second license partner, the university of Pittsburgh’s institute of Entrepreneurial Excellence (urban
Power to Prosper program).

SwmBA 2.0 revision.

2011

the SBA Emerging Leaders initiative grows from 22 to 27 cities.

nycSBS expands license to include mayor’s office of media and Entertainment (momE) Program, the first industry-specific
cohort.

third direct delivery expansion to new Bedford, massachusetts.

Based on the success that interise alumni demonstrate in securing government contracts, interise initiates a focus on
increasing their contracting with anchor institutions. Surdna Foundation supports a systems analysis of the demand side of
anchor procurement.

interise’s first white paper, “navigating uncertainty and Growing jobs: considering Small Employer resilience during
challenging Economic times,” is published as a working Paper by Federal reserve Bank of San Francisco
(http://www.frbsf.org/community-development/publications/workingpapers/2012/december/small-employer-firm-
resilience/).

2012

the world Bank identifies interise, in its report entitled “Framing the Global Landscape of Entrepreneurship
Education and training Programs,” as one of the 25 “must-see” programs in the world for the development of
established entrepreneurs.

As part of a growing focus on anchor institution procurement as a resource for local economic development, interise
adds a new license partner in cleveland, ohio: university circle inc.

the city of Portland (oregon) Procurement Services department becomes a license partner, offering the SwmBA as
part of their Prime contractor development Program.

SwmBA is expanded to include anchor institution contracting and procurement, connecting the three major
employers in lower-income communities—small businesses, anchor institutions, and government agencies—through
local purchasing and contracting opportunities.

interise works with continuum innovation to identify the value-add for interise alumni.

2013
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Bermuda college becomes the first international license partner, supported by hSBc Bank.

Four corners Economic development in Farmington, new mexico becomes a license partner.

Alumni engagement expands nationally.

2014

the SBA Emerging Leaders initiative expands from 27 to 50 cities nationwide.

the first interise Summit for the national network of alumni takes place in dallas, texas.

interise partners with the Boston Public market and commonwealth Kitchen for its second industry-specific cohort.

interise is named the nonprofit organization of the year by the American Business Awards in recognition of its proven
model for accelerating economic and small business growth in lower-income communities.

Kauffman Foundation awards interise a grant of $500,000 to support its third phase of expansion.

interise launches capacity, contracts, and capital collaborative (c³), a systems-thinking action research initiative, to
identify how to most effectively realign Boston's anchor procurement system to achieve economic development goals,
such as job creation through contracting with local and minority-owned businesses, and continue to secure the best
products and services at the best prices.

2015

the commonwealth of virginia department of Small Business and Supplier diversity becomes interise’s first state-wide
license partner (nEw virGiniA Scaling4 Growth program).

the SBA Emerging Leaders initiative expands from 50 to 54 cities nationwide.

c3 system mapping is completed with a cross-section of anchor institution procurement professionals, lenders, and
capacity builders.

new license partners include the Greenville chamber of commerce (South carolina), the harlem commonwealth
council, and ny/nj minority Supplier development council.

new york city Small Business Services adds license for the second industry specific program, the independent
Physicians Program.

interise launches the national advising network for alumni.

2016
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iNteRise iMpAct: 2004-2014
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joB crEAtion 
job creation is a driving force of
economic development, which is why
interise focuses on growth-oriented
employer firms. in addition to job
creation, the factors that comprise a
good job, like wages and benefits, are
essential for rounding out a good job. 
we monitor job-related metrics such as
creation, retention, salaries and wages,
and benefits such as medical insurance,
paid time off, and professional
development opportunities.

community BuiLdinG 
community Building results from
investing in a business’s
neighborhood and from harnessing
the strength of the business owner’s
professional network. to quantify
these outcomes, we examine the
business owner’s levels of local hiring
and charitable giving, and the extent
to which a Streetwise ‘mBA’™ alum
does business with and stays in
touch with fellow business owners
and others from the program network.

Interise stimulates economic revitalization through job creation, wealth generation, and the fostering of

community leadership by enabling established small business owners to further strengthen and scale their

businesses. Interise focuses on these three overarching impact areas through the metrics we monitor during

impact evaluation before and after the Streetwise ‘MBA’™. 

wEALth crEAtion 
wealth creation by resilient
businesses strengthens the local
economy and community. 
we assess the growth of a business
through metrics like annual changes
in revenue, profitability, contracting,
and strategic planning and actions
by the business owner. 

A Focus oN ecoNoMic AND coMMuNitY iMpActs
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ouR DAtA

Interise has collected descriptive and outcomes data annually across our network of small business owners

since 2004. Each business owner who participates in a Streetwise ‘MBA’™ program completes an initial

(“baseline”) survey at the start of the program. This baseline assessment collects data on key business metrics

such as annual revenue, numbers of employees, salaries, access to capital, contracting, as well as management

behaviors and practices of business owners. Instructors use the baseline responses to inform their one-on-one

work with each business owner, and to customize guest speakers or other parts of the program to the needs 

of the class. 

Interise monitors alumni outcomes through an Annual Assessment administered for three consecutive years

following completion of the program. These annual surveys ask the same questions as the baseline survey,

generating longitudinal data on participants before and after the program. From 2004 to 2014, the response 

rate for the baseline survey averaged 91 percent, and the response rate of annual surveys averaged 

72 percent.12

The analysis presented in this report is based on data from 2,549 small business owners who graduated from

210 Streetwise ‘MBA’™ cohorts between 2004 and 2014. Table 1 shows the composition of our program

participants, with 40.6 percent of businesses located in low- and moderate-income (LMI) communities, 38.6

percent minority-owned, and 41.7 percent women-owned. 

we examine patterns in the business outcomes and management behaviors of small business owners for the

sample as a whole (which we refer to in the analysis as the network), as well as for the following subsets of 

the network:

• Businesses located in LMI communities, as determined by the census tract in which the business is located;

• All minority-owned businesses, which include businesses owned by racial minorities (Asian, black or African
American, or American Indian or Alask Native13), which we refer to as Asian-owned, black-owned, or American-
Indian owned.

• Hispanic/Latino-owned businesses are those with owners that identify as Hispanic or Latino (which we refer
to as Latino), regardless of race. Note that this category has some overlap with minority-owned businesses,
and includes Latino business owners who identify as white—thus, not all Latino-owned businesses are
classified as minority-owned in our analysis.

THIS BASELINE ASSESSMENT COLLECTS DATA ON kEY BUSINESS

METRICS SUCH AS ANNUAL REvENUE, NUMBERS OF EMPLOYEES,

SALARIES, ACCESS TO CAPITAL, CONTRACTING, AS wELL AS

MANAGEMENT BEHAvIORS AND PRACTICES OF BUSINESS OwNERS.

72%
the average response rate

of annual assessment
survey from 2004 to 2014
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Over time, we have expanded our surveys to include additional outcomes of interest, based on what we learn

from our data. Therefore, not all variables included in this analysis have been collected since 2004. Table 2

presents the year in which we started collecting data for each outcome, as well as basic descriptive statistics for

each of the outcome variables.
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Table 1: StreetWise ‘MBA’™ Alumni Characteristics (2004-2014)

Alumni Segment                                                                   Percent of Alumni Businesses
Minority-owned                                                                                                 38.6
American Indian-owned                                                                                    8.7
Asian-owned                                                                                                        6.9
Black-owned                                                                                                       20.9
White-owned                                                                                                     40.3
Latino-owned                                                                                                      10.1
Women-owned                                                                                                  41.7 
Located in low-income community                                                               16.3
Located in moderate-income community                                                    24.3
Sample Size                                                                                                       2,549

Table 2: Business Outcomes Descriptive Statistics at the Start of the Program 

Outcome Metric                                                                                       Year Started Collecting Data                Average                      Median
Annual revenue (in 2014 dollars)                                                                                    2004                                    $1,644,849                  $765,000
Number of full-time-equivalent (FTEs) employees                                                      2004                                           13.8                               6.5
Size of new loans in a given year (in 2014 dollars)                                                      2007                                      $208,969                     $77,762
Value of all government contracts (in 2014 dollars)                                                    2009                                    $1,607,201                  $363,000
Value of all contracts with anchor institutions (in 2014 dollars)                               2012                                      $407,212                    $122,400
Value of all corporate contracts (in 2014 dollars)                                                         2012                                      $938,997                    $344,564

note: we continue to collect data on all of the outcomes presented above in our baseline and annual assessments. 
the averages for contracts and loans are based only on the subset of companies that report a contract or a loan. 
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Our analysis includes behavioral data on key management behaviors and business practices of business owners.

Starting in 2009, our baseline and annual assessments have included questions designed to capture the extent

to which program participants feel confident with specific behaviors and practices. Business owners indicate their

level of agreement with the following statements on a five-point scale of strongly agree (5) to strongly disagree (1):

• Follow written goals or a growth plan.

• Regularly use financial data and analysis to manage my business.

• know who my most profitable customers are.

• Effectively market and sell my products/services.

• Use well thought-out procedures to assess human resources needs.

• Use well thought-out procedures to manage employee performance.

• know how to make an effective case for additional funding.

• Able to locate and effectively respond to government contracting bids

The behavioral data included in our analysis is based on a subsample of 2012 Streetwise ‘MBA’™ alumni, as this

is the first year for which we have four years of consecutive data for the behaviors listed above. Table 3 presents

the percent of business owners who stated they agreed or strongly agreed with each of these statements, before

and after the program.14 This table previews our findings about changing behavior, with business owners more

likely to agree with every one of these statements after completing the Streetwise ‘MBA’™. 

The following section presents detailed Streetwise ‘MBA’™ impacts by year, and for different subsets of the

alumni sample, including minority-owned businesses and those located in low- and moderate-income communities.
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Table 3: Behavioral Data Descriptive Statistics (2012 Cohorts)

                                                                                                                                     Year Started                Percent of                        Percent of 
                                                                                                                                  Collecting Data       Business Owners           Business Owners 
                                                                                                                                    Pre-program               Who Agree                       Who Agree
Behavior                                                                                                                         (Year 0)                   Pre-Program           (Average of Years 1-3)
Follow written goals or a growth plan                                                                               2009                              26.5                                     74.4
Regularly use financial data and analysis to manage business                                  2009                              59.9                                     84.5
Know who my most profitable customers are                                                                 2009                              81.3                                     92.0
Effectively market and sell my products/services                                                           2009                              39.7                                     65.9
Use well thought out procedures to assess human resources needs                        2009                              37.9                                     59.7
Use well thought out procedures to manage employee performance                     2009                              40.1                                     60.5
Know how to make an effective case for additional funding                                       2009                              37.6                                     65.5
Able to locate and effectively respond to government contracting bids                   2012                              27.8                                     48.9



The Streetwise 'MBA'TM helped me get
redirected as to what was important in

running my business. For 26 years, 
I was so focused working in my

business that I was insulated from
what was happening in the

marketplace around me. Since
completing the program, I have been

more strategic in my hires to scale my
business through delegation. I’ve also
paid much more attention to how my

business impacts the community.

Don Dominguez
ceo, K&F coffee Roasters

portland oregon
2009 streetWise ‘MbA’tM Alum
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ouR iMpAct

interise alumni have consistently created and retained jobs with good salaries and benefits. In 2014, the average

annual salary of new full-time jobs created by Interise alumni was $47,553, slightly above the national average

annual salary of $47,230.15 From 2008-2014, the average annual salary of new full-time jobs of alumni

companies was $44,087 (in 2014 dollars).16 In 2014, 78 percent of businesses offered employees paid

vacation, 76 percent offered paid holidays, and 66 percent offered paid sick leave. Additionally, 60 percent

provided health insurance, 46 percent provided dental insurance, and 42 percent made available formal training

opportunities. The percentage of Interise alumni offering benefits exceeded the percentage of private industry

firms with less than 50 employees in all benefit categories (see Table 4).
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Table 4. Percent of Alumni Businesses that Offered Fringe Benefits (2014)

Benefit                                                                                                                             Interise Alumni                       National Benchmark17 
Paid vacation                                                                                                                                    77.9                                                        66
Paid holidays                                                                                                                                    76.4                                                        67
Paid sick leave                                                                                                                                 66.4                                                        50
Health insurance                                                                                                                             60.0                                                        53
Dental insurance                                                                                                                             45.8                                                        27
Retirement or pension plan                                                                                                          46.0                                             [Not available]
Formal training opportunities                                                                                                      41.7                                             [Not available]

Figure 1: Percent of Alumni Offering Fringe Benefits Compared to National Benchmark (2014)
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interise alumni in 2014
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During the 2004 to 2014 period, job growth for interise alumni was considerably stronger than the private sector as

a whole. Interise alumni increased the number of jobs (FTEs18) by nine percent per year, on average, while the

private sector as a whole averaged 0.7 percent per year. The higher job creation rate over the period was driven by

strong job growth, before and after the Great Recession. Job creation rates among interise alumni were higher for

small businesses owned by blacks and those owned by women, both of which had average annual job creation

rates of roughly 12 percent for the period.

interise businesses were resilient during the economic downturn, and recovered faster than the private sector as a

whole. In 2008 and 2009, during the Great Recession, alumni retained and created jobs while the private sector

as a whole experienced job losses. Between 2010 and 2014, during the recovery period, Interise alumni created

jobs at 6.3 times the rate of the private sector as a whole.

We find that job growth rates are large and persistent over time, and higher for latino- and black-owned businesses

relative to other alumni segments. As seen in Figure 2, the network as a whole has high job growth in the first two

years following graduation, and continues to grow, but at a slower pace in the third year. In contrast, Latino-owned

businesses19 have a dramatic increase in the second year, and higher than average growth in the third year.

Patterns also differ between black-owned20 and white-owned21 businesses; both grow over time, but growth rates

are different, especially those reported during the third Annual Assessment, as seen in Figure 3 below. 
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Figure 2. Comparison of Annual Job Growth Rates in the Three Years Following Graduation

Figure 3. Comparison of Annual Job Growth Rates in the Three Years Following Graduation
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interise alumni generate wealth by growing revenue.22

On average, alumni businesses experienced revenue

growth of 7.5 percent per year. For the network as 

a whole, growth was higher in the first year post-

program than in subsequent assessment years:

average revenue growth was 11.1 percent in the 

first annual assessment, and 7.8 and 3.6 percent in

Annual Assessments 2 and 3, respectively

(see Table 5). Minority-owned businesses, as well 

as those located in LMI communities, experienced

similar trends of consistent positive revenue growth

over time. Latino-owned and Native-American-owned

businesses both experienced higher revenue 

growth rates, on average, than the network as a

whole, with growth highest in Annual Assessment 1,

as seen in Table 5. 
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INSIGHT 
CHANgeS STArT IN THe CLASSrooM

interise instructors have observed that business owners put

class learning into action right away, making changes to their

operations and strategies. the large increases in revenues at

the first year post-program confirm this observation. Because

our program lasts six months and is administered throughout

the year, the first post-program measures are typically

collected only a few months after completion of the program.

this means the business growth and cEo behavioral changes

observed in Annual Assessment 1 were set into motion

during the program. 

Table 5. Revenue Growth Rates of Alumni Businesses23 (2004-2014)

                                                                                                                 Average Revenue Growth Rates Post-Program (% change)
Alumni Segment                                                                 Annual Assessment 1          Annual Assessment 2           Annual Assessment 3
Network as a whole                                                                                   11.1                                              7.8                                                3.6
Located in an LMI area                                                                               8.3                                               7.5                                                4.3
Latino-owned                                                                                              17.0                                             11.1                                               5.7
Minority-owned                                                                                           9.6                                               5.5                                                3.3
Black-owned                                                                                             7.5                                               4.0                                                5.4
Asian-owned                                                                                            4.1                                               6.7                                               -0.8
American Indian-owned                                                                      17.2                                              6.6                                                6.9

White-owned                                                                                              10.9                                              9.0                                                4.0

notes: minority-owned includes racial minorities, and does not include Latino business owners who identify as white.  All revenue data from 2004-2014 
converted to 2014 dollars.

businesses' increased ability to identify and secure contracts with large anchor institutions like universities and

hospitals, corporations, and government can drive revenue and job growth post-program. Between 2009 and 2014,24

the total value of new government contracts secured by Interise alumni in the three years following the program was

$1.7 billion. Between 2012 and 2014, in the three years following the program, alumni secured $161 million in new

contracts with large anchor institutions, and $253 million in new corporate contracts. This brings the total value of

all post-program contracting won by the Interise network from 2009 to 2014 to $2.1 billion.25
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Increases in new contracts of all types – government, corporate, and anchor institutions – are largest in the first

year after the program. Forty-two percent of new government contracts were secured and reported in Annual

Assessment 1, 32 percent in Annual Assessment 2, and 25 percent in Annual Assessment 3. 

The distribution of different types of contracts is different for minority- and white-owned businesses. In the first

year out of the program, minority-owned businesses (38 percent of all businesses in the sample) secured nearly

twice as many government contracts relative to white-owned businesses (39 percent of all businesses). However,

government contracts won by minority-owned businesses tend to be smaller on average, which may have

implications for the burden of administering and delivering these contracts. Tables 6 and 7 present data on

contracts for different subsets of the alumni data. 

Overall, minority-owned businesses are more likely to secure government contracts, slightly less likely to secure

contracts with anchor institutions and less likely to secure corporate contracts, relative to white-owned

businesses. Minority-owned businesses secured 53 percent of all government contract dollars, 43 percent of

anchor institutions contract dollars and 34 percent of the value for new contracts with corporations. white-owned

businesses secured 29 percent of all government contract dollars, 51 percent of the total value of contracts with

anchor institutions, and 53 percent of the value of corporate contracts. Latino-owned businesses (10 percent of

the sample) secured 11 percent of government contract dollars, 3 percent of the value of contracts with anchor

institutions, and 10 percent of the value of all corporate contracts.

Businesses located in low- and moderate-income communities also secured slightly fewer numbers and lower

value of government contracts relative to their share in the sample, but a proportional share of corporate and

anchor contract dollars. Businesses located in LMI areas make up 40 percent of the sample, and secured 

35 percent of the total dollar value of government contracts. For the 2012-2014 sample that includes data on

corporate and anchor contracts, businesses located in LMI areas make up 37 percent of the sample and secured

37 percent of the value of contracts with anchor institutions, and 37 percent of the value of corporate contracts.

Future research will explore the factors driving these differences in contracting patterns across alumni segments.
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Table 6. Government Contracts (2009 to 2014)

                                                                                                                                                           Value of                  Percent of 
                                                                                       Number of           Percent of               Government            Government
                                                                                     Government       Government               Contracts                   Contract              Percent of 
Alumni Segment                                                         Contracts             Contracts                (in millions)                  Dollars             the Sample
Network as a whole                                                            12,483                     100                           $1,700                           100                         100
Located in LMI area                                                             4,665                      37.4                             $581                            34.8                        40.3
Minority-owned                                                                    6,759                      54.1                             $881                            52.7                        38.3
Black-owned                                                                      1,616                      12.9                             $327                            19.6                        20.7
Asian-owned                                                                     1,509                      12.1                             $230                            13.7                         7.0
American Indian-owned                                                 3,439                      27.6                             $293                            17.5                         8.7

White-owned                                                                        3,984                      31.9                             $486                            29.0                        38.9
Latino-owned                                                                        1,013                       8.1                              $178                            10.6                        10.0

note: we started collecting data on the number and value of government contracts in 2009. 
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Access to capital improves post-program. For the network as a whole, the average amount of new financing

reported in the first annual assessment was $257,000, followed by $236,000 in Annual Assessment 2, and

$320,000 in Annual Assessment 3 (see table 8). between 2007 and 2014, alumni secured $113 million in new

financing in the three years following completion of the program. Note that, in contrast to other business

outcomes, the average financing secured in the third year after the program was 24 percent higher than that in

the first year – it is the only outcome that increased in the second and third years following the program for the

network as a whole. As Table 8 shows, this pattern holds true for businesses located in LMI communities, but

goes in the opposite direction for minority-owned businesses, for which access to new capital declines, on

average, over the three years following the program. Future Interise research will explore the drivers behind

these patterns. 
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Table 7. Contracts with Anchor Institutions and Corporations (2012 to 2014)

                                                                                          Value of            Percent of                    Value of                  Percent of 
                                                                                           Anchor              the Value                  Corporate              the Value of 
                                                                                         Contracts            of Anchor                  Contracts                 Corporate           Percent of 
Alumni Segment                                                      (in millions)          Contracts                (in millions)               Contracts           the Sample
Network                                                                                   $161                      100                              $253                            100                         100
Located in LMI area                                                                $59                       36.6                              $92                             36.6                        37.3
Minority-owned                                                                      $69                       42.9                              $85                             33.7                        37.6 
Black-owned                                                                        $36                       22.2                              $43                             16.9                        18.3
Asian-owned                                                                        $14                        8.8                                $22                              8.6                          7.0
American Indian-owned                                                   $17                       10.4                              $18                              7.1                         10 .1

White-owned                                                                          $82                       50.8                             $135                           53.3                        38.2
Latino-owned                                                                           $4                         2.5                                $26                             10.3                        10.3 

note: we started collecting data on the value of anchor and corporate contracts in 2012.

  note: we started collecting data on the value of anchor and corporate contracts in 2012.

Table 8. Value of and Timing of New Financing 2007-2014 

                                                                  Total Value of             Percent of                   Average                        Average                         Average
                                                                New  Financing        the Network's           Value of New              Value of New               Value of New
                                                                  Secured Post-          Total Value of     Financing Reported  Financing Reported   Financing Reported
                                                                      program             New Financing             in Annual                     in Annual                      in Annual 
Alumni Segment                                    (in millions)                 Secured                Assessment 1              Assessment 2               Assessment 3
Network                                                               $113                             100                          $257,419                       $235,881                        $319,937
Located in LMI area                                            $52                             45.7                         $315,805                       $279,495                        $477,021
Minority-owned                                                  $31                             26.9                         $209,596                       $199,539                        $182,269
White-owned                                                       $61                             53.8                         $285,539                       $212,140                        $395,456
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These trends are consistent with research on access

to capital for minority-owned businesses.  In our

sample, businesses26 located in LMI communities

acquired larger amounts ($357,000, on average) of

new financing than the network as a whole

($271,000, on average) in each post-program year.

Minority-owned businesses accessed less financing

($197,000, on average) than the network as a whole.

Male-owned businesses received more new financing

on average than female-owned companies: 2.2 times

as much in Annual Assessment 1, 1.8 times in

Annual Assessment 2, and 3.4 times in Annual

Assessment 3. white-owned businesses also

secured more new financing on average than

minority-owned businesses. This was most

pronounced in Annual Assessment 3, when minority-

owned businesses averaged $182,000 in new financing relative to $395,000 for white-owned businesses. 

Future research will examine the factors driving these differences in access to capital. we are particularly

interested in better understanding whether and how business location affects access to capital for different

alumni segments. 
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INSIGHT 
TreNDS Are CoNSISTeNT WITH reSeArCH 
oN ACCeSS To CAPITAL

Based on the access to capital data, minority-owned

businesses appear to have lower levels of access to

capital. this is consistent with research on race and

access to small business financing. Future interise

research will examine if this pattern holds for minority-

owned businesses in middle- and upper-income

communities. Additionally, we will explore if there is higher

borrowing success from community development financial

institutions (cdFi) compared to various types of banks.
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RisiNG coNFiDeNce: chANGiNG MANAGeMeNt behAvioR

underlying the gains in employment and business health are positive changes in management behaviors and

business practices of small business owners.27 After the program, alumni report that they are more likely to follow a

growth plan or written goals, and regularly use financial data and analysis. They also state they are better able to

locate and effectively respond to government contracting bids and opportunities, more effectively market/sell their

products, are better able to identify their most profitable customers, and know how to make an effective case for

additional funding. They also are more likely to use well thought-out procedures to manage employee performance

and assess human resources needs. Moreover, these positive behavioral patterns persist over the three years for

which we collect data after completion of the program.

Interise has a particular interest in whether and how business owners make these changes. Management research

on the business lifecycles characterizes leadership in the start-up or first stage of growth as one of direction and

control. To successfully transition an established small business into second-stage growth requires leadership

based on delegation, strategy, and trust, as well as organizational evolutions in processes and systems. Business

owners who can make this behavioral shift are most likely to continue growing their businesses. 
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on average, business owners are more likely to agree

with every one of these statements about strategic

management behaviors and practices after the

streetWise ‘MbA’™. when we examine how these key

behaviors and practices change over time, we find a

large improvement in the first year following the

program. Not surprisingly, this improvement tends to

level off in subsequent years (as illustrated in Figure

4). The fact that these changes in behaviors are

maintained over time indicates that they have

become habits for business owners. 

The patterns for businesses located in LMI

communities and minority-owned businesses are

consistent with the patterns for the network as a

whole. It is worth noting that, in many cases, the

behavioral changes parallel business outcomes,

particularly in the case of government contracting. 

For instance, minority business owners, who as noted

above secured 53 percent of all government contract

dollars, reported a higher degree of agreement about

knowing how to locate and respond to government

contracting opportunities (see Figure 5).

Figure 4. Patterns of Behavior Change 
among StreetWise ‘MBA’™ Alumni (2012 cohort)
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Figure 5. Behavior Pattern Related to
Effectively Locating and Responding to
Government Contracting Bids

Figure 6. Behavior Pattern Related to
Using Written Goals or a Growth Plan
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continued peer accountability and support are crucial to maintain these positive business behaviors and practices,

and sustain the gains we observe. Although we observe gains that carry through over time, the size of these

increases (for example, growth in revenue, or in the number of new employees hired) declines over time. Not

surprisingly, the changes in business owners’ behaviors and practices also tend to level off over time. based on

this finding, since 2010 interise has been investing in a program of Network engagement that supports alumni as

they continue to scale their businesses. 

Network Engagement consists of the programs and resources that Interise and our partners offer to participants

and alumni of the Streetwise ‘MBA’™. Through Network Engagement, Interise works to cultivate its national

network of business owners, instructors, partners, and volunteer business advisors by engaging them directly in

programming designed to encourage success in our business owners’ growth plan implementation. Engagement

of Interise’s participants begins in the classroom and extends well beyond graduation. 

we have heard from our alumni that they want continued support to sustain the behaviors and strategies they

put into place during the program. They are particularly interested in accountability, peer support, mentoring, and

continued learning opportunities. Interise approaches Network Engagement on three levels: directly providing

programs and resources to our business owners, facilitating connections across our national network, and

providing models and sharing best practices among our partners to foster engagement at the local level. key

programs currently include iConnect, an online platform for our national network, as well as the Interise Advisor

Network, a network of business professionals invited, vetted, and trained by Interise, and available to national

alumni as volunteer advisors. In addition, we host the Streetwise Summit, a national gathering for business

owners, partners, instructors, and other network members with educational breakout sessions, networking

opportunities, and an awards ceremony. At the local level, we provide tools and support for ongoing alumni

meetings facilitated by local instructors, program managers, and/or alumni. Finally, the Alumni Advisory Council

consists of a group of national alumni who work with Interise to champion and guide the development and

direction of Interise’s alumni activities, at both a national and local level.

wE HAvE HEARD FROM OUR ALUMNI THAT THEY wANT CONTINUED

SUPPORT TO SUSTAIN THE BEHAvIORS AND STRATEGIES THEY PUT

INTO PLACE DURING THE PROGRAM. THEY ARE PARTICULARLY

INTERESTED IN ACCOUNTABILITY, PEER SUPPORT, MENTORING, AND

CONTINUED LEARNING OPPORTUNITIES.
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we set out to examine a decade of our evaluation data on small businesses with two main goals: to gain a

better understanding of Interise’s impact over time, and to plant the seeds for a larger research agenda on the

impacts of small business growth in the U.S. This report documents our impact under changing economic

conditions, and also explores the role of two factors on business outcomes: the income-level of the area in

which businesses are located, and the race and ethnicity of business owners. 

we find that Streetwise ‘MBA’™ alumni are strong job creators, and significantly more resilient to economic

downturns than the private sector as a whole. we also find that both community income levels and the

race/ethnicity of business owners are correlated with business outcomes, including job growth, revenue growth,

contracting, and access to capital—but not always in ways that are obvious or expected. Businesses located in

LMI communities have relatively lower job and revenue growth compared to the network as a whole, but have

more access to capital, on average. Meanwhile, minority-owned businesses grew revenue and created jobs at a

higher rate than the network as a whole.

In general, our examination of the role of minority ownership on business outcomes reveals considerable

variation among groups. Therefore, whenever possible we present results broken down by race (Asian, black,

American Indian, white) and for Latino-owned businesses. In terms of job creation, we find that black- and Latino-

owned businesses have higher job growth rates than the network as a whole, but have less access to capital, on

average. These results raise additional questions about other factors driving job creation, revenue growth, and

access to capital, and how these other factors might interact with the race/ethnicity of the business owner. For

example, 44 percent of minority-owned businesses are located in low- and moderate-income areas. Therefore,

some of the relationships we find between minority ownership and business outcomes may be due to the fact

that many minority-owned businesses are located in LMI communities. In future research, we will examine the

effect of business owner race/ethnicity, controlling for the income level of the community in which the business

is located. 

A key finding of this report is that participation in the Streetwise ‘MBA’™ leads to positive and persistent

behavioral changes in business owners. This is a striking result given that there is considerable evidence from

social science research that interventions designed to change behavior typically have modest effects. In other

words, it is hard to change habits and practices. The fact that business owners make these changes is a

hallmark of our capacity-building approach to small business growth.

WheRe We Go FRoM heRe

wE FIND THAT STREETwISE ‘MBA’™ ALUMNI ARE STRONG JOB

CREATORS, AND SIGNIFICANTLY MORE RESILIENT TO ECONOMIC

DOwNTURNS THAN THE PRIvATE SECTOR AS A wHOLE. 
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Another key takeaway is the finding that underpinning revenue growth are both contracts and capital. Contracting

with anchor institutions like universities and hospitals, corporations, and government is an important factor to

revenue growth. Access to capital is often needed to build the capacity to successfully manage and deliver new

contracts. Therefore, rather than examining contracts and capital separately, we now think about capacity,

contracts, and capital as a system. This finding led to a current research initiative mapping the procurement

system in Boston (our pilot location), with plans to extend the research to additional cities. This research will

help our understanding of how stakeholders in the system can work together to increase procurement with local

and minority-owned businesses. 

Our findings have moved us from thinking about a program that builds small business capacity, to an ecosystem

that supports small business growth. The Streetwise ‘MBA’™ was created over ten years ago to build capacity in

established small businesses in low- and moderate-income communities. Today, the Streetwise ‘MBA’™ is the

beginning of a small business owner’s engagement with Interise and its network within an ecosystem that

includes peers, subject matter experts, capital providers, anchor institutions, corporations, and government

agencies that support small businesses in their commitment to scale. 
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OUR FINDINGS HAvE MOvED US FROM THINkING ABOUT A

PROGRAM TO BUILD SMALL BUSINESS CAPACITY, TO AN

ECOSYSTEM THAT SUPPORTS SMALL BUSINESS GROwTH.



END NOTES | 10-YEAR IMPACT REPORT34

eND Notes 
1 Defined by the US Census Bureau as communities where the median household income (MHI) is below the median

area income (MAI) of the larger (metropolitan or non-metropolitan) statistical area in which the community is

located. Low-income communities have MHI that is less than 50% of the MAI, and moderate-income communities

have MHI between 50% and 80% of the MAI.

2 Stages of business growth are defined by Neil C. Churchill and virginia L. Lewis, “The Five Stages of Small

Business Growth,” Harvard Business Review, May 1983, accessed August 11, 2017,

https://hbr.org/1983/05/the-five-stages-of-small-business-growth. Neil C. Churchill and virginia L. Lewis in “The

Five Stages of Small Business Growth” in the Harvard Business Review, May 1983. 

3 “Seasonally Adjusted Employment, Hours, and Earnings,” U.S. Bureau of Labor Statistics, accessed August 11,

2017, https://data.bls.gov/timeseries/CES0500000001. 

4 “ADP National Employment Report, ”ADP Research Institute, July 2017, accessed August 11, 2017,

http://www.adpemploymentreport.com/2017/July/NER/NER-July-2017.aspx

5 Colleen kamen and Christopher Behrer, Navigating Uncertainty and Growing Jobs: Considering Small Employer Firm

Resilience During Challenging Economic Times, working paper, Community Development Investment Center,

December 2012, accessed August 2, 2017, http://www.frbsf.org/community-development/files/wp2012-06.pdf.

6 This has been established by many studies including: 

Joyce A. klein, Bridging the Divide: How Business Ownership Can Help Close the Racial wealth Gap, report,

FIELD at the Aspen Institute, January 23, 2017, 10, 16, accessed July 5, 2017,

https://assets.aspeninstitute.org/content/uploads/2017/01/Bridging-the-Divide.pdf.; 

Oscar Perry Abello, “Overcoming Trust Gap Is key to Supporting Black-Owned Businesses,” Next City, March 28,

2017, accessed July 27, 2017, https://nextcity.org/daily/entry/trust-gap-is-key-to-closing-racial-wealth-gaps.;

and Spencer Cowan, Dis-Credited: Disparate Access to Credit for Businesses in the Chicago Six County

Region, report, The woodstock Institute, August 2014, accessed August 11, 2017,

http://www.woodstockinst.org/sites/default/files/attachments/discredited_august2014_cowan.pdf.

7 2016 is the most recent year for which we have complete data on participants, since some 2017 cohorts are still

in session as of the writing of this report. 

8 In order to participate in our program, companies must have been in business for at least three years, have at

least one employee, and a minimum of $250,000 in annual revenue.

9 Bandura, Albert (2001) “Social Cognitive Theory of Mass Communication,” Media Psychology, 3: 3, 265 – 299. 

10 For more information on the network model informing Interise, see 

Thomas R. Eisenmann, Geoffrey G. Parker, and Marshall w. van Alstyne, “Strategies for Two-sided Markets,”

Harvard Business Review, October 2006, accessed August 2, 2017, https://hbr.org/2006/10/strategies-for-

two-sided-markets; 

Jane wei-Skillern and Nora Silver, “Four Network Principles for Collaboration Success,” The Foundation Review,

vol. 5, Iss. 1, Article 10. (2013), accessed August 2, 2017, http://scholarworks.gvsu.edu/tfr/vol5/iss1/10. 
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11 A complete list of partners and their locations is included in Appendices B and C.

12 Large increases in the number of alumni over time have resulted in decreases in annual survey response rates.

Between 2009 and 2014, the average response rate was 54 percent, which is representative of current rates.

That said, we find no significant differences in average baseline characteristics between respondents and non-

respondents of the annual survey.

13 Our sample of Native Hawaiian or Other Pacific Islander business-owners is too small to derive meaningful

results.  

14 we also carried out robustness tests to determine whether the behavioral data results changed if the sample

was expanded to include additional cohorts or years for which we have partial data. we found that the results

based presented in this report are robust to the inclusion of different cohorts or additional years of data. In other

words, the results are no different if we expand the analysis beyond the 2012 cohort.

15 Benchmark data are from: “May 2014 National Occupational Employment and wage Estimates,” U.S. Bureau of

Labor Statistics, accessed April 28, 2017, https://www.bls.gov/oes/2014/may/oes_nat.htm#00-0000. 

16 Interise started collecting salary data in 2008.

17 Benchmark data are from: “National Compensation Survey: Employee Benefits in the United States, U.S. Bureau

of Labor Statistics, March 2014,” September 2014, accessed August 11, 2017,

https://www.bls.gov/ncs/ebs/benefits/2014/ebbl0055.pdf. 

18 For this analysis, part-time and full-time employees are combined to create Full-Time Equivalents (FTEs),

consistent with the methods used by the US Bureau of Labor Statistics. For example, a business with one full-

time and one part-time employee has 1.5 FTEs.

19 Includes all business owners that identify as Latino, regardless of race. 

20 Black-owned includes Latino business owners who also identify as black.

21 white-owned includes Latino business owners who also identify as white.

22 we use revenue as a proxy for profitability. Profitable businesses generate growth by increasing employment and

expanding the tax base. we use revenue in our analysis because we have found that self-reported profitability

tends to be overstated by business owners, while revenue data is more accurately or under reported, and

therefore, a more conservative measure of impact.

23 All revenues, contracts, and lending from 2004 to 2014 are converted into 2014 dollars.

24 Interise started collecting data on government contracts in 2009, and data on contracts with anchor institutions

and corporations in 2012.

25 By the end of 2015, the total value of contracts secured post-program was $3 billion. 

26 The Tapestry of Black Business Ownership in America: Untapped Opportunities for Success, report, February 16,

2017, 8, accessed August 7, 2017,

http://www.aeoworks.org/images/uploads/fact_sheets/AEO_Black_Owned_Business_Report_02_16_17_FOR_w

EB.pdf.

27 These results are based on the analysis of longitudinal data of 2012 alumni who provided behavioral data in their

baseline assessments and who continued to report on behaviors and attitudes in their annual assessments.
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Appendix tables A1 and A2 illustrate how racial and ethnic minority groups are distributed across income

categories. The largest percentage of black or African-American Streetwise ‘MBA’™ participants is in the moderate-

income category, which is the lowest income category to hold a concentration. The largest groups of white, American

Indian or Alaska Native, two or more races, Native Hawaiian or Other Pacific Islander, and those who prefer not to

share race information fall into the middle-income category. Among Asians, the largest concentration of participants

is in the upper-income category. See Table A1 for all combinations of race and place.

Table A2 shows that the proportions of Hispanic/Latino participants are very similar across moderate-, middle-,

and upper-income census tracts (27 percent, 28 percent, and 24 percent, respectively.) Eighteen percent of

Latino-owned businesses are located in low-income communities. 

AppeNDix A 
stReetWise ‘MbA’™ pARticipANts bY busiNess
locAtioN AND RAce oF busiNess oWNeR

Table A1. Community Income and Race of Business Owner, StreetWise ‘MBA’™ Participants, 2004-2016

                                                                                                Income Level of Community in Which Business is Located 
Race of Business Owner                                               Low                    Moderatae               Middle                      Upper                 Percent of 
                                                                                         Income                    Income                 Income                    Income                  Sample
White                                                                                      6.1%                           9.6%                       15.4%                         12.4%                      44.2%
Black or African-American                                                  3.9%                           7.0%                        5.4%                           5.0%                       21.8%
American Indian or Alaska Native                                    0.6%                           1.2%                        2.4%                           1.2%                        5.6%
Asian                                                                                       0.5%                           1.2%                        1.7%                           2.1%                        5.4%
Other                                                                                       0.6%                           1.2%                        1.7%                           1.4%                        4.7%
Percent of Sample                                                              15.1%                        24.8%                     32.2%                         26.1%                      100%
Sample Size                                                                           758                           1,240                      1,610                          1,307                       5,007

Table A2. Business Location of Latino-owned Businesses 

Income Designation               Percent of Sample 
Low                                                              18.1%
Moderate                                                   27.3%
Middle                                                        27.8%
Upper                                                          24.0%
Sample size                                                 634

note: two percent of the sample were missing location based Lmi data and 18 percent of the sample did not report race. due to this missing data, 
some percentages do not add up to 100%. the missing race data were fairly equally distributed across income categories..

note: there are 18 businesses (3 percent of the sample) that have
missing data for location based Lmi data. due to the missing data,
the percentages do not add up to 100%.
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National Partners
Capital Region Supplier Development Council

City of Houston Office of Business Opportunity

City of Portland

Columbia University

Four Corners Economic Development

Greater Dallas Hispanic Chamber of Commerce

Greenville Chamber of Commerce

Harlem Commonwealth Council - Harlem Entrepreneurial Fund

NY/NJ Minority Supplier Diversity Council

New York City Economic Development Corporation

New York City Small Business Services 

New York University Stern School of Business

Portland Development Commission 

State of virginia

University Circle, Inc., Cleveland

University of Pittsburgh

Urban League of Chattanooga

US Small Business Administration

washington DC Department of Small Local Business Development 

Massachusetts strategic Alliances

Massachusetts Disadvantaged Business Enterprise Supportive Services

vETRN

international partner

Bermuda College

AppeNDix b
pRoGRAM pARtNeRs (2004-2016)
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streetWise ‘MbA’™ programs are in 2 countries

43 states and 1 us territory

71 cities

AppeNDix c

stReetWise ‘MbA’tM pRoGRAM couNtRies, stAtes, 
AND cities (2004-2016)

Alabama
Arkansas 
Arizona
California
Colorado
District of Columbia
Florida
Georgia
Hawaii 
Idaho
Illinois

Indiana
Kansas
Kentucky
Louisiana
Maryland
Massachusetts
Michigan
Minnesota
Mississippi
Missouri
Montana

Nevada
New Hampshire 
New Jersey 
New Mexico  
New York  
North Carolina 
North Dakota
Ohio
Oklahoma
Oregon
Pennsylvania 

Puerto Rico
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Utah 
Vermont 
Virginia 
Washington 
Wisconsin 

Bermuda United States 

Albuquerque, NM 
Atlanta, GA 
Austin, TX 
Bakersfield, CA 
Baltimore, MD 
Birmingham, AL 
Boise, ID 
Boston, MA 
Burlington, VT 
Charlotte, NC 
Chattanooga, TN
Chicago, IL
Cleveland, OH 
Columbus, OH 
Dallas, TX 
Denver, CO 
Des Moines, IA 

El Paso, TX
Fargo, ND 
Farmington, NM 
Fresno, CA 
Gallup, NM 
Hamilton, Bermuda 
Haverhill, MA 
Helena, MT 
Honolulu, HI 
Houston, TX 
Indianapolis, IN
Jackson, MS 
Jacksonville, FL 
Las Vegas, NV
Lawrence, MA 
Little Rock, AR 
Los Angeles, CA 

Lowell, MA 
Manchester, NH 
Memphis, TN 
Miami, FL 
Milwaukee, WI 
Minneapolis, MN 
Nashville, TN 
Newark, NJ
New Bedford, MA 
New Orleans, LA 
New York, NY 
Oklahoma City, OK
Philadelphia, PA 
Phoenix, AZ 
Pittsburgh, PA 
Portland, OR 
Providence, RI 

Richmond, VA
Sacramento, CA
Salt Lake City, UT
San Juan, PR
Santa Ana, CA
Seattle, WA
Sioux Falls, SD
Spokane, WA
St. Louis, MO
Syracuse, NY
Tampa, FL
Tucson, AZ
Tulsa, OK
Washington, DC
Wichita, KS
Worcester, MA
Youngstown, OH
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