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Pacific Business 
Partners Officers, 
Staff and Board 

Members

Pacific Islands Small Business
Development Center Network
Location: University of Guam,

UOG Station
P.O. Box 5014, Mangilao, Guam 96923

Telephone: (671) 735-2590
Fax: (671) 734-2002

Website: www.pacificsbdc.com

Frederick Granillo,
PISBDCN Network Director 

fred@pacificsbdc.com 
Cheery Fe Yeban,

Network Program Associate 
cheery@pacificsbdc.com

Guam SBDC 
P.O. Box 5014, 

Mangilao, Guam 96923 
Telephone: (671) 735-2590 

Fax: (671) 734-2002 
Email: sbdc@pacificsbdc.com 

Frederick Granillo, Guam SBDC Director/
Business Advisor 

Jane Ray, Senior Business Advisor/Training 
Program Coordinator 

Angelica Camacho-Paulino, Business Advi-
sor/BOG WIB Program Coordinator 

Lorie Sablan, Administrative Assistant

Chuuk SBDC
P.O. Box 1604, Weno, Chuuk FM 96942

Telephone: (691) 330-5846
Fax: (691) 330-5847 

Email: chuuksbdc@pacificsbdc.com 
Ketsen Haregaichig, Director/

Business Advisor 
Cassandra Dereas, Business Advisor

Commonwealth of the Northern Mariana 
Islands (CNMI) SBDC

P.O. Box 5795, CHRB, Saipan MP 96950
Telephone: (670) 664-3018

Fax: (670) 664-3067
Email: cnmisbdc@pacificsbdc.com

Nicole Babauta, Director/Business Advisor
Lorie Pangilinan, Office Manager

Yap SBDC
P.O. Box 1171 Colonia, Yap FM 96943

Telephone: (691) 350-4801
Fax: (691) 350-4803

Email: yapsbdc@pacificsbdc.com
James Limar, Director/Business Advisor
Geraldine Mitagyow, Business Advisor

Helen Tinan, Office Manager

Palau SBDC
P.O. Box 816, Koror, Palau 96940

Telephone: (680) 587-6004 
Fax: (680) 587-1549

Email: palausbdc@pacificsbdc.com
Ltelatk Fritz, Director/Business Advisor

Alfia Alfonso, Office Manager

Kosrae SBDC 
P.O. Box 577, Tofol, Kosrae FM 96944 

Telephone: (691) 370-2751 
Fax: (691) 370-2066 

Email: kosraesbdc@pacificsbdc.com 
Skiller Jackson, Director/Business Advisor 

Emily O’Steen, Business Advisor 
Sepe Tolenna, Office Manager

Pohnpei SBDC 
P.O. Box 159, Kolonia, Pohnpei FM 96941 

Telephone: (691) 320-2480 (ext. 149 or 150) 
Fax: (691) 320-2479 

Email: pohnpeisbdc@pacificsbdc.com 
Timothy Mamangon, Director/

Business Advisor
Yuuki Omura, Office Manager

PISBDCN Advisory Board 
Lee Webber, Chairman (Guam) 

Phillip Reklai, Vice Chairman (Palau) 
Frederick Granillo, Secretary (Guam) 

James Gilmar, Member (Yap) 
Robson Henry, Member (Kosrae) 
Douglas Marar, Member (Chuuk) 

Dr. Anita Enriquez, Member (Guam) 
Christine Quichocho, Member (Guam) 

Tria Paulino, Member (Guam) 
Dr. Annette T. Santos, Member (Guam) 

Ken Lujan, Ex-Officio (SBA) 
Maxine Lazlo, Member (CNMI) 

Joseph Roberto, Member (Guam)

By: Dr. Annette T. Santos,
UOG SBPA Dean

The School of Business and Pub-
lic Administration is pleased to 

officially announce the appointment 
of Frederick Granillo as the Pacific 
Islands Small Business Development 
Center (SBDC) Network Director ef-
fective March 9, 2020.

Mr. Granillo comes to us with over 
31 year of extensive experience in 
the Accounting and Finance industry, 
particularly in the areas of accounting, 
finance, and income taxation. Mr. Gra-
nillo held several management posi-
tions in a number of different business 
organizations that include Business 
Advisor, Internal and External Audi-
tor, Assistant Vice President in Com-
mercial Lending, Controller, and most 
recently as a Chief Financial Officer 
for an established locally and family 
owned business.

He has a passion for assisting entre-
preneurs and helping them to realize 

their dream of business ownership. 
Being an entrepreneur himself, he 
knows what it takes to run and man-
age his own business. Mr. Granillo 
holds a Bachelor’s Degree in Busi-
ness Administration in Accounting 
from California State University at Los 
Angeles and a Master of Business Ad-
ministration in Management from Am-
berton University.

The small businesses on Guam and 
across the Micronesia archipelago 
represent a vital piece of our economy, 
communities, and region. We look for-
ward to Mr. Granillo’s leadership in 
elevating the Pacific Islands SBDC 
Network into a thriving ecosystem of 
entrepreneurship and innovation while 
preserving our cultural identities, en-
couraging new business growth, and 
improving partner relations.

The University of Guam Pacific Is-
lands SBDC Network (PISBDCN) and 
the Guam Small Business Develop-
ment Center (SBDC) are housed at 

the University of Guam School of 
Business and Public Administration. 
This center was opened in 1995. 
From 1999 through 2002 five addi-
tional centers were opened, creating 
the first international SBDC Network. 
Service Centers are located in the 
Federated States of Micronesia (FSM) 
namely the Yap, Chuuk, and Kosrae 
States, Republic of Palau, and the 
Commonwealth of the Northern Mari-
anas Islands (CNMI). In early 2020, the 
opening of the Pohnpei SBDC marked 
the seventh center in the network. 
The local service centers are hosted 
by the respective state governments 
through contractual agreements with 
the PISBDCN. Service center offices 
are located in professional facilities 
or educational facilities. Each island 
has a distinct heritage, culture, belief 
system, language, national state iden-
tity, and legal system that position our 
Pacific Islands SBDC Network to offer 
distinct and unique value.

Frederick Granillo appointed as Pacific Islands Small 
Business Development Center (SBDC) Network Director
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By: Emily O’Steen, Kosrae Business Advisor

Kosrae Small Business Development Center 
(KSBDC) celebrated SBDC Day by hosting 

their first ever “Open House” on March 18, 2020 at 

the Kosrae SBDC training room.
The Open House is part of SBDC Day celebra-

tion, a nationwide recognition of the success and 
impact of the nation’s Small Business Development 
Centers. Kosrae SBDC has been servicing the Kos-
rae Business Community and the general public for 

the past 18 years since Kosrae SBDC joined the 
Pacific Island Small Business Development Center 
Network (PISBDCN) in 2002. 

Kosrae SBDC would like to thank everyone for  
participating and showing their support for this 
year’s SBDC DAY.

Kosrae Celebrates #SBDC Day

By: Nicole Babau-
ta, CNMI Director / 
Business Advisor

Mike Zandueta, 
better known 

as “Mike Z”, was born 
and raised in Saipan. 
Growing up in the vil-
lage of Chalan Kanoa, 
Mike was exposed to 
entrepreneurship at a 
young age. His pas-
sion and love for cars 
grew each day as he 
spent time with his 
father at their family 
owned auto shop while 
his mother worked 
alongside his father 
selling BBQ sticks and 
vegetables.

As a young adult, 
Mike wanted to share 
his love for cars and 
business alongside his 
wife, Sasha. What started out as a 
home-based business became a re-
ality on June 8, 2019 when Mike and 
Sasha Zandueta first opened their 
doors to “Z’s Garage”. Z’s Garage 
offers a unique concept of his and 
hers – giving clients the opportunity to 

shop for car accessories and curated 
press on nails while passing the time 
as their vehicles are being cleaned.

When asked, “Why did you decide 
to start your business?” Mr. Zandueta 
shares, “I decided to start my own 
business because I wanted not only 
to share my love for cars with the 

community but, more importantly, to 
spend more time with my children and 
provide for my family. I saw an oppor-
tunity in providing high quality vehicle 
care at an affordable  price – a service 
not offered by many car washes on 
the island.” Mike  adds that his big-
gest challenge was during the startup 

phase in trying to get ac-
cess to capital, “I applied 
at three different banks 
and got denied by every 
one of them. I made do 
with what limited funds I 
had.” 

The CNMI SBDC as-
sisted Mr. Zandueta by providing 
resources and one-to-one business 
advising.  Mr. Zandueta has the fol-
lowing advice for others who want to 
start their business, “Nothing comes 
easy! Follow your dreams and make 
it happen!”

Business 
Name: 
Z’s Garage

Owners: Mike Zan-
dueta

Hours: Mon-Sat from 
9:30am to 5:30pm

Contact Number: 
(670) 484-6453

Location: 
Quarter Master Road

One’s passion for cars turned into a Small Business 
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By:  Angel Camacho-Paulino, 
Guam SBDC Business Advisor 

“The phone hasn’t rang today, 
maybe they think we’re closed?”

“Our shipment hasn’t come in 
yet, but we will let you know as 
soon as it arrives.”

Do any of these conversations 
sound familiar? This is probably 
some of the recent questions 
and conversations you’ve had 
with employees, customers, and 
vendors via social media chan-
nels, email or phone in recent 
days. As small business owners, 
having those conversations isn’t 
always easy. 

With the extension of an addi-
tional mandatory 14-day island 
wide quarantine, you may en-
counter even higher volumes of 
these conversations with others in your network.  
However, the nature of business must go on; our 
community depends on it to support working fam-
ilies. Entrepreneurs are multi-taskers and we will 
continue to find creative ways to stay afloat no 
matter the circumstances. Earlier, we shared some 
tips on how to manage your finances and cash flow 
during difficult times. This is also a time to keep 
in touch with your stakeholders to maintain open 
and honest communication lines with them so they 
know you’re still here. Here are some key tips busi-
ness owners can work on to stay top of mind with 
your network: 

• Communication is the key with customers– If 
your business has a Google My Business list-
ing, now is the time to update your current 
information in your business profile.  Current 
information includes hours of operation, busi-
ness offerings, business description, contact 
numbers, and any special offerings.  This infor-
mation can be the key to keeping your custom-
ers up to date during this difficult time. Think of 
how customers are going to find you. A Google 
Business Listing that is outdated or incorrect 
could cost you a valuable lifetime customer. 

• Post timely and relevant information via So-
cial Media – If you haven’t already created a 
Facebook, Instagram, or Twitter profile for 
your business, now is the time to get started. 
Information is dynamic and forever changing 
during this time. Building your online presence 

in social channels helps to keep your custom-
ers informed real-time. Be sure to choose the 
right social media platform that works for your 
business and your customers. You don’t want 
to stretch your time too thin if you’re the only 
person managing your accounts. 

• Current information on your business page in-
cludes hours of operation, contact information, 
business offerings, business description, busi-
ness location, and relevant photos of your prod-
ucts or services. Try to be consistent with your 
posts; from time of day, to the types of content 
you choose to focus on. Encourage your cus-
tomers to provide feedback of your business or 
recommendations for activities or promotions 
they would like to see. There are simple graphic 
design programs available to you for minimal to 
no cost to give you some ideas for visually ap-
pealing ways to post your content. These tools 
include: Canva, Adobe Spark, Over, InShot. 

• Reach out to your network through their Inbox 
– Email is the third most influential source of 
information for consumers and is the preferred 
means of communication for businesses. On 
average, people receive around 90 emails per 
day in their inbox and about 3 in 5 consumers 
check email on their phones. If you have es-
tablished email lists, now is the time to let your 
network know what you’re up to. You may have 
some customers who haven’t heard from you in 
a while and could be in need of your products 
or services. 

• Getting in the inbox is 
half the battle, so remember to 
focus on creating compelling 
content that is relevant to your 
different customer segments. 
Think of creative ways to con-
nect and grow your email lists. 
Maybe you could develop some 
special offerings for your cur-
rent customers and provide in-
centives or rewards if they refer 
someone to sign up for your 
email list. 

• Above all, remember to 
practice proper email etiquette 
by being mindful of the fre-

quency in which you are sending 
messages. The goal is to deliver 
helpful information to your net-
work, not annoy them. Don’t let 
your messages be caught in junk 
mail.  

•  Update your Website – 
Your website should be the hub of information 
about your business for your next potential cus-
tomer. To do that, you need to maintain it and 
keep the information as current as possible. As 
you work to build your online presence for your 
business, the website should be the gateway 
for your network to gauge if you’re the right 
choice for them before they make a purchase 
decision. 

• You may want to review your content in these 
areas. 1) Are your products or services current? 
2) How can my website serve as a resource to 
existing and potential customers? 3) You may 
want to identify some frequently asked ques-
tions to guide your customer through a deci-
sion or inform them of a process or policy your 
business has. And most importantly, check for 
overall functionality of the site. Ensure that all 
your links are valid and working, and that your 
business contact information is up to date. 

• Don’t be afraid to ask for help! Guam SBDC 
offers FREE one-on-one counseling assistance 
for small businesses.  We also offer different 
marketing trainings that can help you maintain 
your online presence.  Furthermore, we have re-
sources that we share with our business own-
ers that can help you if you are not a marketing 
guru.  We provide counseling in other areas, 
such as operations, accounting and finances.  
All you need to do is to request for counseling 
on our web site:  www.pacificsbdc.com. 

“This is a Gift of time for you all to learn more on 
Marketing. Take this time for self-improvement 

in the areas that you are not familiar with, 
Get it Done!”

Quick marketing survival guide for small 
businesses during extended lock down
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PISBDCN and Guam SBDC bid farewell to Ms. Denise M. Mendiola on January 
31, 2020 after 15 years of service. Ms. Mendiola has made a great impact on 
the small business community during her time as the Acting Network Director, 
Senior Business Advisor, and BOG WIB Program Coordinator. The PISBDCN 
and Guam SBDC wish Ms. Mendiola success on her future endeavors. The Pacific Islands Small Business Development Center Network celebrated 

the 3rd Annual #SBDCDAY on March 18, 2020. #SBDCDAY is also celebrated 
throughout the United States and all the Small Business Development Centers 
across the United States. This year America’s Small Business Development 
Center (ASBDC) Network is celebrating 40 years of service. 

Farewell Denise 

By: Jane Ray, Msc
Guam SBDC Senior Business Advisor 

Every small business owner’s worst nightmare 
came true when the Governor ordered a man-

datory island wide shutdown of non-essential 
business operations for 14-days. These are tough 
decisions to be made. However, for the health and 
safety of your customers and employees, these 
measures were put in place for the long term ben-
efits of our island community.

As we each do our part to reduce the spread of 
COVID-19, it’s important to stay at home and fol-
low the recommended steps to keep you and your 
families safe and healthy. In times of reduced op-
erations, here are some key tasks business owners 
can focus on to get prepared:

•  Now it is the time to check your business 
cash flow or budget.  Writing down a list of 
operating expenses, such as payroll, vendor 
payments, rent, utilities, and other operational 
expenses.  It helps to estimate cash flow need, 
what is coming due, and when is it has to be 
paid.  Prepare your cash budget for the next 

twelve months and make some adjustments, 
such as cutting back on certain expenses if 
needed.  We hope to recover soon in the next 
few weeks or so but it can never be too late to 
be prepared.     

  
•  Keep everyone on your fingertips – customers, 

vendors, bankers, and employees.  Share your 
operational information through social media 
or whatever medium works best for your busi-
ness.  Make sure your customers know where 
to find you.  If you are in a cash flow crunch, 
talk with your vendors and bankers and see 
if they can push back payment deadlines or 
defer payments on your loans.  Depending 
on what options you choose, understand the 
terms, what to do at the end of the deferment 
period, and ask thorough questions if you need 
to before agreeing to it.  Don’t wait until it is too 

late and now you are hurting for cash!

•  The deadline to file your tax returns and make 
payments on tax due has been extended to 
July 15 but it does not mean you should wait 
until then.  If you are at home, this is the time to 
organize your receipts that have been sitting at 
the corner of your office and put together your 
income statement for 2019.  If you don’t have 
your current financial statement or GRT infor-
mation, you can’t go to the bank or anywhere 
for that matter until you have those documents 
on hand.  Do it now, you have time! 

•  Don’t be afraid to ask for help! Guam SBDC 
offers FREE one-on-one counseling assistance 
for small businesses.  We can help you put to-
gether the loan application package for SBA 
Disaster Economic Injury loan program or for 
any financial institutions that you bank with 
and explain the financial jargons that you might 
not understand.  We can also provide counsel-
ing in other areas, such as operations, market-
ing, and finances pertaining to your business.  
All you need to do is to request for counseling 
on our web site:  www.pacificsbdc.com.  

Quick survival guide for small business during lock down
“Consider this is the opportunity to do 

the things that no one like to do.  Focus 
on sustaining your business for the next 

few months.  One step at a time and 
hang in there”  

#SBDCDAY 2020 
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By: Ltelak Fritz, 
Palau Director/Business Advisor

L averne Merep is a vet-
eran entrepreneur with 

humble roots in the island 
nation of Palau. For decades, 
Laverne’s entrepreneurship 
skills blossomed from being 
a home-based value-added 
food operation into more so-
phisticated businesses in re-
tail and merchandising. After 
her return from studying in 
the United States, Vameline 
Singeo joined her mother in 
the private sector by launch-
ing businesses under a joint 
venture with her mom La-
verne.

In recent years, Laverne 
and Vameline noticed an in-
creased demand for products 
and services from the public 
sector (the national gov-
ernment) and the  business 
sector. Together, the moth-
er-daughter duo searched 
within their network for key 
people in various expertise to 
launch a new business aimed 
at becoming the one-stop 
shop for office products and 
services. In 2019, Bel-Pacific 
Inc. was officially opened for 
business at the current loca-
tion in the Temengil Building 
along the main highway in 
Idid hamlet.

Without a strong back-
ground in retail, merchandis-
ing, or marketing, Bel-Pacific 
Inc., looked for available re-
sources to help build their 
individual and collective 
capacities to keep up with 
the growing operation. After 
seeing an ad for a workshop 
by Palau Small Business De-
velopment Center, Vameline 
realized that SBDC offers the 
resources the Bel-Pacific Inc. 
team of owners and employ-
ees needed to build their con-
fidence through  advisement 
and training opportunities. 
Both owners (shareholders) 
and employees of Bel-Pacific 
have benefited from SBDC 
workshops and free counsel-
ing sessions. 

When asked what some 

of the challenges were 
with starting the business, 
both Laverne and Vameline 
agreed that capital funding 
was a dominant issue as 
well as not having formal 
training or experience in 
retail merchandising. But 
Laverne and Vameline’s net-
working and people skills 
helped push Bel-Pacific Inc.’s 
products into the community. 
With every satisfied cus-
tomer, Bel-Pacific Inc. gradu-
ally built a reputation and has 
been able to connect with key 

clienteles to generate steady 
income. Now the business 
has outgrown the current of-
fice space, so it has begun 
renovations and improve-
ment of an independent retail 
space just next door to the 
main office. Customers will 
soon be able to walk around 
the retail shop to view more 

of the merchandise items 
available, instead of just 
an item list. The business 
has also launched their 
website where customers 
can preview some of the 
goods and services at their 
leisure.
With the new global coro-

navirus pandemic, the big-
gest challenge is shipping 
and logistics. With new fees 
or unforeseen costs emerg-
ing from this crisis and can-
cellation of all daily flights to 
Palau, Bel-Pacific Inc. works 

hard to ensure prices are still 
competitive while ensuring a 
stable supply of incoming in-
ventory.

According to Vameline, the 
key to Bel-Pacific Inc.’s suc-
cess and growth has been 
the shareholders’ active par-
ticipation and contribution to 
the business. Honesty is es-
sential in the daily operations 
of the business—that means 
being upfront about delays 
in the shipment of products 
being ordered outside of 
Palau. Anticipating customer 
needs is another key to suc-
cess. The support services  
have been equally important 
to the business success. Va-
meline also stressed the im-
portance of establishing and 
maintaining one’s reputation 
in the community, including 
customer satisfaction with 
the products and services 
rendered. These corporate 
values have been key to 
Bel-Pacific Inc.’s growth and 
success during this global 
pandemic.

Bel-Pacific Inc. Grows Amidst 
COVID-19 Pandemic

Business Name: 
Bel-Pacific, Inc.
Owner(s): Laverne Merep, 
Vameline Singeo, et. al.
Type of Business: Im-
porter, Wholesale, Retail of 
school/office supplies, of-
fice equipment, and clean-
ing supplies. Provides a 
wide variety of services in-
cluding computer repairs, 
computer networking, 
special orders, air-con-
ditioning maintenance 
and repairs, and carpet 
cleaning.
Location: Temengil Build-
ing in Idid, along main 
highway.
Hours of Operation: 
Monday – Friday from 8:00 
am until 5:00 pm
Contact information:  Tel 
# (680) 488-3134
Fax # (680) 488-8115
Email:  belpacsales@
gmail.com
Website: www.belpacinc.
com

Group photo of Bel-Pacific Inc. owners, shareholders, and employees.

Bel-Pacific Inc. Employees setting up the soon to open retail floor space.
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By: Ltelak Fritz, 
Palau Director/Business Advisor

Jay comes from a small hard-
working family from Melekeok. 
Jay’s family has been involved 

in business running a small commu-
nity store. However, Jay wanted to 
branch out into a different direction 
and create his own entrepreneurial 
journey. While holding a full-time job, 
Jay saw an increase in the demand for 
equipment rentals in the communities 
both within and outside of Melekeok.

Jay wanted to start his small busi-
ness right but needed extra help due 
to lack of business management ex-
perience. In late November 2018, Jay 
signed up for a QuickBooks workshop 
offered by Palau SBDC in Melekeok. 
A few months after the workshop, Jay 
reached out to SBDC seeking tech-
nical assistance on how to plan and 

secure funding to start his business.
It took time to do research and to 

get a good understanding of what 
Jay needed to complete his business 
plan. At each step of the planning pro-
cess, Jay worked with his Business 
Advisor to sort out the details. Jay 
was able to get a micro-finance loan 
from the Development Bank in Palau 
to support the launch of East Coast 
Rentals late last year.

The most memorable accomplish-
ment for Jay occurred when he made 
his first sales from the equipment 
rentals. It is a rewarding experience 
to earn income from something that 
began as a simple idea to now a re-
ality. But managing a business has 
its challenges, whether it is a small 

business or a large one. Jay ad-
mitted that advertising is one of his 
major challenges. He relies heav-
ily on word-of-mouth but needs 
to improve his marketing strategy. 
Awareness about his business 
products and services is import-
ant because Jay knows this is just 
the beginning of his entrepreneur-
ial journey. In the future, Jay plans 
to include other equipment for rent 
and other services to grow his busi-
ness.

“Ask SBDC for help.” This is 
Jay’s advice for others who want to 
start a business. 

East Coast Rentals
Owner(s):
Tyrell JK Kodep
and 
Harden Hasinto

Business Type:
Equipment Rentals 

Location:
Ngeruliang, 
Melekeok

Service Areas:
Koror
Airai
Babeldaaob 

Business Hours:
Booking 7am – 7pm

Delivery time varies 
by customer

Contact:
(680) 654-8041

East Coast Rentals opens in Ngeruliang, Melekeok

Palau SBDC Celebrates #SBDCDay

Palau SBDC celebrated #SBDCDAY this year by hosting a radio talk show. Palau SBDC Director, Ltelatk Frtiz is pictured with Minister Charles
I. Obichang of the Ministry of Public Infrastructure, Industries and

Commerce during #SBDCDAY on March 18, 2020.
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basic accounting, taxes and licensing, and 
other business concepts that is now help-
ing the business run smoother. Despite the 
global pandemic, Michelle received online 
counselling from SBDC that helped her 
manage the business remotely.  

Michelle compares the start-up to having 
a new-born baby. She and her team could 
not miss a single detail or left any task un-
checked. From factory visits to choosing 
suppliers, ordering products to setting up 
prices, marketing to selling, and recording 
payments to paying taxes everything had 
to be taken care of. 

Funding the venture turned out to be one 
of the more pleasant experience. Because 
of the nature of the business, they were 
able to secure funding through 
a loan.

When asked about what was 
the biggest challenge in the 
start-up process, Michelle re-
called trying to convince con-
sumers to switch to eco-friendly 
products. EFO ran environmental 
campaigns, warning the dangers 
of single-use products, and ad-
vocating environmentally friendly 
products. In January 2020 it was 
as if the universe sent a sign: the 
President of the FSM passed a bill 
that  banded the import of single 
use plastics and Styrofoam that will 
be implemented in July. 

Michelle considers landing a deal 
with the Blue Nile Store to be a 
“one-stop shop” for their products 
as one of her greatest triumphs for 
the company. After many rejections, 
this was a major milestone. The Blue 
Nile Store gives consumers easier 
access to the products; and its avail-
ability allows no excuse to use single-use products.

Eco-Friendly Options is working towards its short-
term goal of raising awareness about what is good 
and not good for the environment. Their long term 
goal is to continue the momentum of the awareness 
campaign, to introduce new products, and to reach 
out beyond Pohnpei, not just to the other states but 

the outer islands and 
other countries as well. 

Michelle’s advice to aspiring entrepreneurs is to 
have passion and a higher purpose. “It’s easy to 
think of a business and make it happen. The hardest 
part is to make it work. We didn’t expect that we are 
going to get hit by a pandemic and by God’s grace, 

our business has a chance to 
survive because we do have eco-
friendly products that won’t have 
a problem with the law and at the 
same time, restaurants need these 

products. Do not rush; seek advice if you need to.  
Most of all, take into consideration the business’ 
impact to nature and to humanity,” Michelle advises 
aspiring entrepreneurs.

continued from page 1

Contact 
Information
Owner(s): Michelle Kamber
Hours: Mon-Sat from 
8:00am to 5:00pm
Email: 
mk.ecofriendlyoptions@
gmail.com

Eco-friendly Options Aim to Provide an 
Environmental Alternative to Plastics 

and Styrofoam
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By: Geraldine Mitagyow, 
Yap Business Advisor

On March 1st and 
2nd of 2020, Coco 
Inc. and several of 

its business members par-
ticipated in the Trade Fair 
as part of the 52nd Annual 
Yap Day Celebrations held 
at Galas, Ngariy in the south-
ern part of Yap Island.  The 
Trade Fair was organized by 
the Yap State Department 
of R&D and the Yap Cham-
ber of Commerce to provide 
a venue for farmers, local 
producers and agencies to 
showcase their products and 
services.  Among the prod-
ucts displayed by Coco Inc. 
and its members were coco-
nut shells and husks, shred-
ded coconut husk, coconut 
meat residue, fresh coconut 
milk, coconut jam, and a va-
riety of coconut oils. 

Coco Inc. (Creating Op-
portunities, Conserving Our 
Island Native Culture) is a 
non-profit community orga-
nization chartered in Feb-
ruary 2019 with the mission 
to facilitate, administer, and 
sponsor activities to improve 
the livelihood of rural com-
munities through initiatives 
that create opportunities and 
promote island native culture.  
As one of its special proj-
ects, Yap SBDC assisted the 
community in obtaining seed 
money from the Australian 
Government Direct Aid Pro-
gram and provided guidance 
in the process of creating and 
registering the entity.

Coco Inc. currently administers a 
Coconut Restoration Project that buys 
coconuts from local farmers to process 
into by-products that can be purchased 
by individuals and entrepreneurs for 
further value-added processing.   Since 
officially opening in June 2019, the proj-
ect has signed MOUs with 10 farmers 
to provide a steady supply of coconuts 
and regularly buys from additional farm-
ers on a as needed basis.  In addition, 
several small businesses including 
home-based operations have become 
regular customers that purchase 
by-products from Coco Inc. for value 

added food products and coconut oil/
cosmetic products.  Several of these 
businesses and individuals were invited 
to showcase their products along with 
Coco Inc.’s during the trade fair. 

In line with its mission to foster com-
munity development and opportunities, 
Coco Inc. seeks to support and pro-
mote its business customers and their 
coconut-based products to the wider 
community.   

Coco Inc. is located in Nef’, Kanifay at 
the former Kanifay Elementary School 
compound.  It continues to purchase 

coconuts from farmers at 10 cents per 
nut, mature and freshly fallen.  To help 
sustain its operations and mission, the 
organization continues to sell fresh co-
conut milk, coconut meat residue as 
animal feed, and coconut shells and 
husks at very reasonable prices.  Indi-
viduals can purchase for home use or to 
further process into value-added prod-
ucts to sell.  To place an order or to find 
out more about Coco Inc., please con-
tact (691) 350-2539 between 8:00AM – 
2:00PM, Monday through Friday.

Following are 
the list of current 
business members 
and their contact 
information:

MRI Farm
Location:
Colonia, Yap

Coconut Based Product:
Virgin & regular coconut oil, 
banana chips, local eggs 
(from chickens fed with coco-
nut residue)

Contact info:
691-350-2583, regyounguhk@
gmail.com

JC Company
Location:
Teb, Tomil, Yap

Coconut Based Product:
Food Products

Contact info:
691-350-8681, jccompany.
yap@gmail.com

Nathan’s Store
Location:
Ngariy, Rull, Yap

Coconut Based Product:
Virgin coconut oil

Contact info:
691-350-2714

Oil of Life
Location:
Colonia, Yap

Coconut Based Product:
Virgin coconut oil

Contact info:
691-952-3247, gthilech@
gmail.com

Mark’s Store
Location:
Kanifay, Yap

Coconut Based Product:
Regular coconut oil

Contact info:
691-350-6300, leegbayg@
gmail.com

Coco Inc. Participates in Yap Day 
2020 Trade Fair

Participants at Trade Fair

Coco Inc. and members’ displayed products



12

T
U

E
S

D
A

Y
,

J
U

N
E

3
0

,
2

0
2

0
|

P
A

C
IF

IC
 B

U
S

IN
E

S
S

 P
A

R
T

N
E

R
S

For more information call
Jae James
671.483.2000
jjames@localiq.com
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T  his survey was conducted by the SBDC Centers in 

the Federated States of Micronesia - Chuuk, Kos-

rae, Pohnpei and Yap. This survey was conducted 

to assess initial impact of the coronavirus pandemic on 

businesses in the FSM. The duration of the survey was from 

March - May 2020. It was disseminated by email to SBDC’s 

contact list and majority of businesses in the FSM States, so-

cial media via Facebook, and in person delivery by an SBDC 

staff. A total of 83 businesses responded within the duration 

of the survey. 

COVID-19 
Impact Survey in the FSM

Continued on the next page ...

IMPACT TO GROSS REVENUES
The global pandemic has decreased the gross revenues of the respondents in the FSM 

states for the months of February and March of 2020. For most respondents they saw that 

there was a majority increase of loss of revenue as compared to their revenue or projections 

in 2019 for the same period for 2020. The charts below will show the comparison of loss for 

February and March. 

LOCATION OF RESPONDENTS
The chart indicates the location of the respondents of the 

survey. It shows that Pohnpei had a high percentage of busi-

nesses that had taken the survey followed by Chuuk, Yap and 

Kosrae. 

IMPACT TO DEMAND 
Out of 83 respondents from the FSM States, 68 of them said 

that their business have made changes to respond to the virus. 

Majority of the respondents indicates that due to the COVID-19 

situation their businesses had a significant decrease in the de-

mand of goods and services. 

Change in demand for products or 
services due to COVID-19
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For the month of February 2020, about 

sixty-six percent (66%) of the re-

spondents had an estimate of less 

than $10,000 of loss in revenue. And only 

two percent (2%) had a gross revenue loss of 

$100,000 or more for February. As compared 

to the month of March 2020, only fifty-nine 

percent (59%) of the respondents had a gross 

revenue loss of less than $10,000.

IMPACT TO EMPLOYEES
Due to the global pandemic of COVID-19, em-

ployers had to reduce working hours and layoffs 

were implemented due to the decrease in the de-

mand for products or services and no source of 

revenue. However, pie chart below indicates that 

about forty-one percent (41%) had reported that no 

employees were affected. And about thirty-seven 

percent (37%) of respondents had to reduce their 

employees between 1-5. 
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INDUSTRY BACKGROUND 
The industry of the eighty-three (83) survey respondents varies from Administrative and Support Services to Wholesale or 

Retail. There were a total of nineteen (19) different types of industry background for the respondents. Most of the survey re-

spondents came from the Wholesale, Retail, and Trade. This industry is followed by the Tourism sector which composes of four 

(4) different types such as the Food & Beverage, Lodging & Accommodation, Transportation, and Tour Operators.

NEEDS AND CONCERNS 
FROM SMALL BUSINESS

The survey had also asked the small 

business owners in the FSM States on 

what do they need from the govern-

ment to help them during this COVID-

19 situation. And about thirty-seven 

percent (37%) had responded that 

what they need most right now from 

the government is Financial Assis-

tance. As a result of the pandemic, 

these small business either have little 

or no revenue. They need financial as-

sistance to help them with their recur-

ring expenses.

What is your most pressing need right now that the 
government may be able to help with?
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Engaged
and growing

audiences
On a weekly basis, the Pacific Daily News Reaches:

PRINT REACH
• 70% of the total adults
on Guam
• 69%males & 70% females

ONLINE REACH
• 4.4Million annual unique visitors – Desktop
• 69 Million+ annual page views – Mobile
• 190,000+ Facebook followers

UNSURPASSED
MARKETING REACH

You’re
local.
We are
too

Source: Market Research & Development Inc.

DIGITAL
SERVICES

• Website

• Social Ads

• SMM
(Social Media Only)

• Search

DIGITAL
SERVICES
• Search Engine
Optimization

• Payment Processing
Add-On (PayPal only)

• Client
Center

Get your marketing going!
contact Jae James at
483-2000 or
jjames@localiq.com
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