
IMAGEBusiness Development Services at

Coastal Enterprises

March 4, 2026



OUR MISSION
CEI works to build a just, vibrant and 
climate-resilient future for people and 
communities in Maine and rural regions by 
integrating finance, business expertise and 
policy solutions in ways that make the 
economy work more equitably.



BUSINESS DEVELOPMENT SERVICES

SMALL BUSINESS 
DEVELOPMENT

One-on-one business 
advice, cohort-based 
programs and trainings for 
entrepreneurs

WORKFORCE SOLUTIONS

Coaching businesses on 
how good jobs can create 
competitive advantages 
and improve financial 
performance

FOOD SYSTEMS 
ON SEA & LAND

Expert, targeted business 
advice for land and sea 
food harvesters, producers 
and distributors

CHILD CARE                        
BUSINESS LAB

Cohort-based program for 
people looking to start a 
new home- or facility-
based child care 

FINANCIAL DEVELOPMENT

Financial wellness and 
credit building for 
entrepreneurs

CLIMATE & SUSTAINABILITY

Advising on integrating 
climate resilience and 
environmental 
sustainability into 
business operations

WEATHERIZATION   
BUSINESS LAB

Cohort-based program for 
people starting or 
expanding a business to 
offer weatherization 
services



WHAT WE 
OFFER

COHORTS & 
COURSES

WORKSHOPS & 
EVENTS

ONE ON ONE 
ADVISING



D
EB

T
Business Loans

Wicked Fast Microloans*

Business loans up to $1MM

Riba-Free Loans

Specialty Loans 

Child Care*

Fisheries & Aquaculture*

Meat & Poultry Processing

Solar

Nonprofits

Real Estate Financing

Construction/Bridge

Predevelopment Loans

Nonprofits & Community Facilities

State Historic Tax Credits* (30 FSI)

FINANCING FOR BUSINESSES & REAL ESTATE

EQ
U

IT
Y New England

Revenue-Based Finance†

National 

Venture Capital (CEI Ventures)

New Markets Tax Credits                  
(CEI Capital Management)

National 
Real Estate                      

(CEI-Boulos Capital 
Management)

*Available Maine Only



Founded in 2016
• Objectives for business- exit strategy, cash flow
• Replace income for two people
• Capitalization
• Rent vs Buy
• Organizational choices – LLC vs S Corp
• Branding and Marketing early prior to open!
• 5 years to profitability - optimizing profitability, adding 

and pruning products and services
• Secondary Sales opportunities (catering, novelties, 

pints, wholesale scoop shops, restaurants- 
margin/market penetration driven)

• Maximizing Net Operating Income (NOI) 
• Seasonal business or not?
• Make vs Buy products – pros and cons
• Stuff Happens – when a principal has to exit
• HR – how to get the best crew
• Time to exit

Lessons Learned from Pugnuts



Let’s talk about Fundamentals

• Your objectives for your business - write them 
down:

• Your personal financial needs/goals? Will you 
continue working?

• What is your exit strategy? – Sale of business, or run 
it until you close?

• What keeps you motivated – Money or Passion?
• What are your community objectives? 
• Part time or full time?



• Brick and Mortar
• Carry-out/restaurant
• Retail shop

• Food Truck
• Wholesale, Farmer’s Markets, Other Direct Retail
• Catering 

Sales 
Channels 



Your Sales Channel
• Your Sales Channel - write down:

• Who’s your customer?
• What is your competitive differentiation?
• What products will have the highest margin?
• Primary Sales Chanel

• Advantages
• Disadvantages

• Secondary sales opportunities you can leverage
• Wholesale, retail, expansion to more locations, etc.



Production 
Options

• Your Own licensed commercial kitchen
• State license and inspection

• Food Truck
• Produce in licensed food truck, and/or support from 

commercial kitchen
• Home Food Processor License 

• (Typically baked goods)
• Catering – 

• (requires commercial kitchen, and catering liquor license 
requires commercial brick and mortar license)



Your Production 
• Your Production Strategy- write down:

• Primary production location/approach:
• Make vs buy product
• Rent vs Own production facilty

• Options for starting without large investment
• Sources of funding – how to not overleverage

• Personnel- will you need to hire for production?
• Scalability – how will you scale if you are successful?
• Seasonality – how many months/year will you be 

operating?
• Storage and Inventory – what will your needs be?  Dry 

storage, cold storage, freezer storage?



Cash Cycle 
and 

Finance

• Start-up Capital Costs
• Food businesses are not the favorite of banks
• Your personal assets
• Start-up loans (HELOC, business loan)

• Operating Costs – need explicit cash flow model!
• Raw Materials
• Utilities
• Insurance
• Employees, etc.

• Cash Cycle – Inventory to Cash, Seasonality, costs 
for transactions



Cash flow projection



Seasonality

 $(25,000)

 $-

 $25,000

 $50,000

 $75,000

 $100,000

Gross Profit

 $(15,625)

 $-

 $15,625

 $31,250

 $46,875

Net Operating Income



Your Cash Cycle 
• Your Cash Cycle write down examples of some:

• Capital Cost types:  
• Equipment and Improvements

• Operating Costs:
• Beginning Inventory/raw materials
• Employees
• Rent, Utilities, Insurance, other costs

• Cash Flow impact:
• Net terms for paying vendors (net immediate- typical for raw 

materials for restaurants)
• Net terms you are offering wholesale customers (15-30 days typical, 

sometimes net immediate)
• Credit Card fees – 3-4% costs added



Licensing 
and Training • Licensing and Inspections

• HIP License – Dept of Health and Human Services
• Certificate of Occupancy

• Local parking/seating regs
• Wastewater disposal

• Grease Trap, volumes
• Liquor License
• Home Food Processor License 

• Business registration
• LLC typical

• Food Safety Training
• Serve-safe recommended for all employees, but minimum 

is that supervisor on site during operating hours needs to 
have taken training and is certified.

• Produce in licensed food truck, and/or support from 
commercial kitchen



Your Licensing and Training
• Write down what you will need:

• State Licensing  
• Business Registration/organization
• Food Safety Training
• Local government permits

• Occupancy
• Parking
• Code Enforcement/Zoning



Banking
Insurance

Accounting
Payroll

• Banking
• Business Checking Account, Credit Card, Line of Credit

• Insurance
• Liability Insurance for Restaurant and/or property
• Workman’s Comp

• Accounting
• Bookkeeper vs Accountant Roles

• Payroll
• In-house vs service
• MERIT program or alternative for retirement
• Maine Paid Family Leave



Marketing

That’s a story for next time!



THANK YOU
Eric Treworgy & Michelle Bond

Business Advisors
Union River Center for Innovation

415 Water Street
Ellsworth, ME  04605

Eric.Treworgy@ceimaine.org 
Michelle.Bond@ceimaine.org 

Apply for Advising Services:
CEI Business Advising 

Application

mailto:leah.batt@ceimaine.org
mailto:Michelle.Bond@ceimaine.org
https://coastalenterprisesinc.tfaforms.net/43
https://coastalenterprisesinc.tfaforms.net/43
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