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“Small businesses in Queens, New York’s largest and most diverse borough, 
may have transitioned to a post pandemic economy but the majority are still 
in survival mode rather than thriving. A surprising number also mentioned the 
need for appropriate business support services like business planning, 
marketing assistance, and training to develop skills in specific sectors.”
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About
Accompany Capital has an unwavering commitment to helping underserved entrepreneurs succeed by
empowering them to create jobs, stimulate economic growth, and boost the vibrancy of New York City
communities. Our services include small business loans from $1,000 to $350,000, specialized savings
programs, individualized technical assistance and training, and educational workshops. Accompany
Capital is an AERIS-rated Small Business Administration Microlender and Community Advantage Small
Business Lending Company certified by the U.S. Department of the Treasury. 
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Analysis of Queens Small Business
Surveys and Interviews 

Introduction

Accompany Capital provides affordable credit, financial education, and training in best business 
practices and technology to underserved entrepreneurs. While Accompany Capital serves clients 
throughout NYC’s five boroughs, its largest client base is in Queens. In the second half of 2022, as small 
businesses began transitioning to a post-pandemic economy, Accompany Capital sought to better 
understand capital needs among Queens small businesses. We partnered with Tract Advisors to survey 
Queens small business owners (SBOs), interview Accompany Capital clients, and interview members of 
stakeholder organizations that serve Queens entrepreneurs. Our overall research objective was to 
assess unmet demand for financial products and services among Queens small business owners. 

The survey was administered from October 2022 through June 2023. Valid responses were received 
from 188 Queens SBOs through a variety of channels, including email outreach, onsite responses 
collected by Accompany Capital staff and interns, and responses collected during several Queens
Night Market events. These survey responses captured business sentiment regarding capital access
during the transition to a post-pandemic economy. After analyzing SBO survey results from late 2023 to
early 2024, the research team used key findings to help identify themes for our interviews with four 
stakeholder organizations serving Queens entrepreneurs and seven SBOs recently receiving loans from 
Accompany Capital. Stakeholder interviews were completed from May to July of 2024 and borrower 
interviews were conducted from September through December of 2024. The roughly one-year gap 
between the SBO survey and interviews with stakeholders and recent borrowers offers a post-pandemic 
perspective on barriers to capital access, which complements the SBO survey’s timing during the 
transitional period between pandemic and post-pandemic economies. 

This report highlights key findings. The research team acknowledges that the survey response count is 
not large enough to ensure a representative sample of all Queens SBOs and that our sample includes a 
much larger share of SBOs who are familiar with CDFIs, given Accompany Capital’s outreach strategy. 
Still, these research findings include useful information to help Accompany Capital and other
mission�driven lenders meet unmet demand for capital among underserved SBOs.

Where relevant, this report compares our response rates to those of the Federal Reserve Bank’s 2023
Small Business Credit Survey, a nationwide survey of more than 6000 small businesses. Results from
that survey serve as a reference point for our analysis, highlighting our sample’s unique demographic
and socioeconomic characteristics and how these differences correlate with survey findings. Tables A
and B at the end of this report show response rates by business owner characteristics for our survey 
respondents, as well as the Federal Reserve’s respondents. These tables illustrate the many substantial 
differences in response rates by demographic and business characteristics
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Stakeholder Interview Summary 
Introduction and Methodology 

To complement the survey of small business owners in Queens and interviews with recent Accompany
Capital borrowers, Tract Advisors interviewed four individuals representing stakeholder organizations
serving Queens entrepreneurs. Interviews were approximately 30 minutes long and followed a similar
set of questions focused on the challenges faced by Queens small businesses and the services provided
by organizations in Queens to overcome these challenges. Interviews took place from May to July of
2024 and were conducted via virtual meeting platforms. This section summarizes key takeaways from
all four interviews. 

Interviewees work with Queens small businesses in a variety of capacities. Two individuals work with
organizations that provide direct technical assistance to immigrant-owned businesses. Another
organization focuses on redevelopment at a larger scale throughout Queens, including the
revitalization of commercial corridors and improving access to broadband internet. The fourth
organization does not provide direct services to entrepreneurs, but is a think tank providing research
and recommendations related to economic mobility in New York City. 

Some of the direct services provided by the interviewees include: 
• Assistance with recruiting and employing staff
• Commercial lease assistance: Pro-bono legal counsel for storefront businesses and

helping businesses negotiate with landlords
• Assistance with permitting and licensing
• Business incubators and pitch competitions
• Referral to lenders

Table 1 below illustrates key characteristics of the four interviewed stakeholders.



Name Title Organization
Connection to Queens

Small Businesses

�8���
���������*�����

���������������������!���
�
�������������
����
�!���������������������
�������H��� ���������
����
�+�����������
��

�0�7�!���$�
���������
�
�������������8�
������
� ���������
�������8�
���������
���K���$��������������
������� ���������
�������8�
���������
��

�$�
�������������������������
��������������
�������������
�����������������
����
�
�������
�����
���
��������������������
�����
�������
���������������������������
����
�����������
�����
�����������0�7�!������������
���������
���������0�7�!�������������
����
�������
��������������������������
�������������
������������������������������������������
�����������������������������
�����
��
�������
�����
�����
��������������������������������
����������������������������������������������

�)����������������� �������
�� �%���
�����������
���$�����
��������
�!�
�����
�������������������2��������

�&���������


�+�������������
���������
���;�9�;�B�����
��������
�=�9���#���
�������������������8�����������
��
���������/�����
���%�	�������������

�-���
�
���������������������������������
������
���������
�������������
�����������������
����������
�-���
�
���������
�������������������
�����
��
�����������
��

���������
�����"���
�
����
�$�
�����������%���
�����������
���$�����
����������

� ���������
�������8�
���������
��
�-���
�
�������%���������
����

�$�
���
�������
�
�������!��������������������

�"���
�����
�
��������������������������
���������������������������
�������P�������


�
�����������������������
�����������
�
��
�������������������������
���������
�������
����

�����������
�����
�������%�����
���������

�������������
������������������

�����������
�����
�����������������
����
���
���
�������
�
���������������������
��������
�������������
���������
�
�
��������������

���
���
�����������������������
������������

�8�����������������
��������
�$�����
�����������������%���������
����

�$�
���
�������
�
����
�-���
�
������� ���������������+���
�������
����

�$���������������.�������������������)����

�"���
�����
�
�����-���
�
������� ������������
�+���
�������
�������$������������

�.���������������I�����%���������
����
�$�
���
�������
�
������������������
�������������������
��������������������

�������������
�����������������
���������
��
�������
�������������-���
�
���������
������

�����������
�����
������

TABLE  1:  Key Characteristics of Interviewed Stakeholders 
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Challenges For Immigrant-Owned Small Businesses In Queens 

Interviewees were asked about the main challenges they see facing small businesses in Queens,
particularly businesses owned by immigrants. Interviewees noted that the challenges they are seeing for
small businesses in Queens do not affect particular industries more than others. Additionally, they
mentioned that the challenges facing Queens small businesses are very similar to the challenges facing
low-income business owners in general. The main challenges interviewees mentioned include: 

• Language barrier
• Complex legal and regulatory processes
• Lack of trust in governmental agencies
• Credit-worthiness
• Hiring and staff retention

The challenges listed above compound one another, resulting in barriers to accessing capital.
Language barriers make it more difficult for a business owner to adequately understand legal
documents like leases or tax forms, especially when business regulations in the United States and New
York differ from those in their country of origin. Cultural differences related to debt are also important;
for example, in some countries, it is a negative thing to take on debt, whereas, in the U.S., debt is viewed
as a tool for business growth. 

Interviewees expressed concern that if government offices or financial institutions do not provide
services in an individual’s mother tongue, the individual is less likely to build a trusting relationship with
that entity and get the information they need to start their business with a good foundation. An
uninformed business owner may be vulnerable to predatory lenders or unsound tax advice. Inadequate
record keeping or shortcuts to avoid taxes can lead to long-term challenges when seeking financing
down the road. An example of this occurred during the COVID-19 pandemic when some businesses
were unable to access Paycheck Protection Program dollars because they were paying staff unreported
cash, which resulted in no employee records. 

Shortcuts like this are an attempt to keep businesses afloat but often undermine a business’s long-term
growth or even success. Similarly, if business owners are not connected with governmental or business
development agencies, they may not be aware of available tax credits or other incentives to assist their
businesses. Lastly, frequent staff turnover typically increases hiring costs, which decreases profitability
and limits business owners’ potential to generate net assets as loan collateral. 
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Covid-19 Pandemic 

The COVID-19 pandemic and ensuing post-pandemic market conditions exacerbated some of the
aforementioned challenges for small businesses and also brought new challenges. Some of the
pandemic-specific challenges mentioned by interviewees were inflation, reduced consumer demand,
and higher interest rates during the post-pandemic period.  

As prices of goods went up and consumer demand dropped, interviewees said the businesses they work
with have had to cut corners to keep prices low, sometimes substituting lower-quality items to reduce
expenses (e.g., construction materials). Higher interest rates following the pandemic have made it more
difficult and more expensive for business owners to access capital. According to one interviewee, their
loan approval rate is lower now compared to before the pandemic. 

Interviewees said businesses appear less interested in taking on debt in a post-pandemic landscape.
Grant and emergency funding programs during the pandemic, while critical for supporting businesses
during lockdown mandates, led to businesses being more likely to expect grants and low-cost financing.
This expectation, combined with the “sticker shock” of higher interest rates, tamped down businesses’
appetite for taking on loans. Interviewees expect higher interest rates to continue beyond the
pandemic, and the sentiment of the Federal Reserve Bank seems to reflect continued high rates for the
coming months. The overall sense is that businesses are still in “survival mode,” rather than thriving or
expanding. Being in this position makes borrowing money difficult for businesses because the strategy
for payback is less clear. 

The pandemic also brought some positive changes to the business landscape. Interviewees specifically
mentioned that businesses and other organizations now have a greater familiarity with CDFIs and their
services due to the Paycheck Protection Program and other emergency funding. They also note that the
pandemic has led to greater partnership and collaboration between CDFIs, traditional lenders, and City
programs. 

Technical Assistance For Immigrant Entrepreneurs 

The aforementioned barriers can stunt the growth of immigrant-owned businesses and lead to
challenges accessing capital, but interviewees noted that organizations like CDFIs, and even public
libraries, can serve as trusted partners for business owners. To meet the challenges facing immigrant
owned businesses when seeking expertise and capital, interviewees emphasized training, technical
assistance (TA), and financing from mission-driven lenders such as CDFIs. 

While interviewees touched on traditional TA programs related to general business planning, most
conversations were focused on TA programs designed to meet the specific needs of immigrant
entrepreneurs. Language access was cited as a major component of improving capital access for
immigrant entrepreneurs. In addition to providing multilingual staff and programming, interviewees
highlighted the importance of having educational and regulatory materials in a variety of languages,
both for service providers and government agencies (local, state, and federal). 
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While interviewees touched on traditional TA programs related to general business planning, most
conversations were focused on TA programs designed to meet the specific needs of immigrant
entrepreneurs. Language access was cited as a major component of improving capital access for
immigrant entrepreneurs. In addition to providing multilingual staff and programming, interviewees
highlighted the importance of having educational and regulatory materials in a variety of languages,
both for service providers and government agencies (local, state, and federal). 

Along with language access, several interviewees highlighted the importance of culturally-appropriate
and trauma-informed TA. Though traditional business coaching programs like SCORE are a good fit for
many small business owners, these programs may not have the flexibility and context to work with
certain populations. For example, one interviewee mentioned that many of the entrepreneurs they work
with have either lost a job, are single mothers, or are survivors of spousal abuse. With these clients, the
TA provider should tailor TA programs to be appropriate and respectful of the entrepreneur’s culture
and situational background. 

Another example of an innovative TA program cited by interviewees was a handyman training program
offered in Queens. While many TA programs focus on business planning skills, this program also offers
training in the hard skills needed to complete repair or renovation work, which remains in high demand,
empowering participants are thus empowered with marketable skills as well as strategies to manage
their own business. 

As with many CDFIs and business TA providers, there is a clear connection between TA and business
lending within the interviewees’ organizations. Some of the TA focus areas were helping business
owners determine why they are seeking capital, requesting a level of capital appropriate for their
business, and developing a plan to pay back their loans. This counseling supports business success and
connects entrepreneurs with reputable lenders, whether the organization does the lending in-house, or
refers the client to a CDFI or a bank. One interviewee’s organization had a screening tool to determine
a client’s needs and connect them with the appropriate referral agencies. 

Interviewees referred most of their clients to CDFIs or other mission lenders because clients receiving TA
were not yet eligible for a business loan from traditional lenders. Organizations worked to connect
entrepreneurs with reputable lenders through referrals, events, and partnerships with mission lenders to
develop below-market-rate interest programs.

Capital For Immigrant Entrepreneurs 

To get a deeper sense of the support network for immigrant entrepreneurs in Queens, interviewees
were asked to name mission lenders serving this demographic. All interviewees mentioned Accompany
Capital because of the organization’s connection with the interviewees and its standing in the
community. Other mission-based organizations mentioned by interviewees include: 

• Ascendus (CDFI Loan Fund)
• BOC Capital (CDFI Loan Fund)
• Grameen America (CDFI Loan Fund)
• Greater Jamaica (CDFI Loan Fund)
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• Ponce Bank (CDFI Bank) - an “immigrant-run” and “immigrant-friendly” bank
• Renaissance Economic Development Corp (CDFI Loan Fund)
• Queens Economic Development Corp
• International Rescue Committee - credit counseling and financial services to new
• immigrants Mayor’s Office of Immigrant Affairs

Interviewees also mentioned several for-profit banks that were amenable to working with immigrant
entrepreneurs or with whom they had a referral relationship: 

• Dime Bank (referral relationship cited by several interviewees)
• TD Bank
• Valley National Bank
• Chase
• Citizens Bank
• SBA Lenders, in general

In addition to banks and CDFIs, interviewees mentioned several other organizations that support
immigrant entrepreneurs, including startup competitions and business services provided by Brooklyn
and Queens Public Libraries. They noted that libraries serve as trusted resources for immigrant
communities that may not trust government services or traditional banks.  
One interviewee suggested identifying and researching the self-organized lending circles operating
within immigrant communities. This individual recommended contacting the leaders or gatekeepers in
these communities to identify self-organized lending activity and explore strategies on how to best
support this activity. 

Another potential approach to explore, mentioned by two interviewees, was connecting with programs
focused on providing initial assistance to asylum seekers. One example cited was several organizations
offering support to immigrants on buses that arrived in New York from Texas in 2022 and 2023. Most of
the services provided by these organizations were connecting people with basic needs, but this
connection point could be an opportunity for collaboration, creating a pipeline for asylum seekers who
desire to own businesses in the U.S. Another interviewee mentioned a potential connection between
business TA and programs that teach English to new Americans. Though not all of these programs are
based in Queens, some of the ESOL programs mentioned include: 

• Brooklyn Public Library
• Catholic Charities’ International Center
• Center for Family Life in Sunset Park
• Greenwich House
• NCLEX-RN ESOL Program (at Lehman College’s School of Continuing a Professional Studies)
• New York Public Library
• Queens Public Library
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Accompany Capital Borrower Interview
Summary/Analysis 
Introduction 

As a way to better understand the experience of Queens small business owners and their credit needs,
Tract Advisors interviewed a group of seven Accompany Capital (AC) borrowers operating small
businesses in Queens. Interviews took place from September to December of 2024 and were conducted
via virtual meeting platforms. Each interview was approximately 30 minutes long and followed a similar
set of questions focused on the challenges faced by Queens small business owners and the services
provided by organizations in Queens to overcome these challenges. Table 2 below illustrates key
characteristics of the seven Accompany borrowers we interviewed. 

TABLE 2: Key Characteristics of Interviewed Stakeholders 

Borrower
Age

Gender
Race or
Ethnicity

Immigrant
Status

Industry
Years in
Business

Revenue
Range

Loan Size
Range

36-45 Male
Black or
African

American
Yes, Africa

Car
Service/Taxi

10
$200,001 -
$500,000

$500-$75,0
00

36-45 Female Asian Yes, Nepal
Beauty
Salon

Nails/Spa
10

Under
$25,000

Under
$25,000

46-55 Female Asian Yes, India

Beauty
Salon

Hair/Braidin
g

15
$500,001 -
$1,000,000

$500 -
$75,000

46-55 Female Asian
Yes,

Thailand
Restaurant 8

$200,001 -
$500,000

$100,000 -
$350,000

56-65 Male Asian Yes, India
Deli

Grocery/Sto
re

8
$200,001 -
$500,000

$50,000 -
$100,000

46-55 Female Hispanic No
Shuttle

Services
29

$200,001 -
$500,000

$100,000 -
$350,000

56-65 Male Asian
Yes,

Myanmar
Car

Service/Taxi
6

$500,001 -
$1,000,000

$50,000 -
$100,000
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Demographics

All business owners interviewed were either Black, Asian, or Hispanic. Six of the seven respondents were
immigrants and all had lived in the U.S. for ten or more years. Immigrant business owners came from
Guinea, Nepal, India, Thailand, and Myanmar. Three of the business owners worked in the
transportation industry (taxi, rideshare, and shuttle services), two had beauty salon businesses, and the
other two respondents owned a restaurant and a convenience store, respectively. Most of the business
owners have operated in Queens for around ten years, with the two outliers being six years and 29
years. 

Primary Business Challenges and Capital Access 

Though challenges varied by industry, rising costs were a concern for all interviewees, particularly
supply chain costs and rents, which could result in higher prices and therefore lost customers. Other
rising costs included New York City regulations for cab drivers, loss from thefts, and updating equipment
and fixtures to remain competitive. Business owners still felt lingering effects from the pandemic, but the
general sense was that business had stabilized; one owner estimated that his business was back to
about 80% of pre-pandemic levels. Though they were concerned about the condition of the economy,
respondents generally felt optimistic about the health of Queens small businesses. 

Several respondents said improved access to capital would help by allowing them to diversify their
products and services and improve their competitive edge through additional staff and new equipment.
They spoke positively about AC and CDFIs in general and AC’s role in helping small businesses access
capital. 

Even with AC’s support, many said that access to capital was still a challenge, especially when seeking
larger loans. Many were ready for a major expansion (e.g., opening a new restaurant location), but AC’s
loan sizes were not sufficient to fully fund larger projects, and some borrowers noted the ongoing
difficulty of procuring a bank loan from conventional banks as a woman- or minority-owned business. 

Challenges Specific to Immigrant Business Owners 

Respondents pointed to language barriers, social capital, and cultural differences as the main
challenges facing immigrant business owners. Even with CDFIs and other supportive organizations,
respondents agreed that it can be labor-intensive for immigrant businesses to access capital,
sometimes having to apply to multiple lenders before receiving loans, particularly during the pandemic.

A knowledge gap is another issue cited for immigrants who wish to start their own businesses. Knowing
where and how to access specific resources is critical but there is often no guidance available in their
first language. A Latina owner expressed the need for additional technical assistance resources for the
Hispanic business owners in particular who often need additional support with the administrative,
regulatory, and financial aspects of their businesses.  
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Immigrant business owners may also lack a strong business network to help address issues encountered
in their day-to-day operations. One respondent explained that, while in her country of origin she knew
who to call for plumbing or electrical issues, she does not know which service providers are trustworthy in
the U.S. and language barriers can make it difficult to accurately describe the services needed. 

Cultural assumptions about money can also be a significant challenge to new immigrant business
owners. In one respondent’s culture of origin, for instance, debt was viewed in a negative light and
businesses operated in a cash economy, a mindset that can be a significant barrier to growth in the
U.S.’s credit-oriented economy. This respondent credited AC for teaching him about the function of
debt and its potential benefits for business growth.

Effect of Accompany Capital’s Loans 

All borrowers reported that AC’s lending had had a positive impact on their business. The overarching
benefit was access to capital when a traditional bank would not provide financing. Other benefits
included refinancing loans with better terms, accessing grants, and being able to pursue post-Covid
business opportunities.  

Borrowers used AC’s loans for a variety of purposes, including covering operating costs, purchasing
equipment and supplies, refinancing costly debt, renovations, and hiring employees. Of the four
businesses that reported hiring employees as a result of AC’s loan, all hired a majority of their
employees from Queens. 

A majority agreed that their AC loan contributed to business growth, resulting in improved sales,
stronger cashflow, and better customer retention due to facility improvements. 

Technical assistance was also helpful. One respondent mentioned that the social media marketing
support she received from AC helped her increase online followers from 500 to over 14,000. Another
business owner mentioned the assistance he received in compiling necessary information and
documentation for loan applications, including applications to other financial institutions. Another
owner mentioned the cultural competence of AC staff and how they helped him understand the role of
debt in growing a business, a concept that was not part of his cultural context. 

Covid-19 Lending 

All six respondents received pandemic-related emergency funding, and a majority applied for the
U.S. Small Business Administration’s Paycheck Protection Program. Three of the borrowers accessed
pandemic funding through AC - either PPP or AC’s dedicated pandemic loan fund - and noted that
their businesses would have closed without that support. 
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Conventional Banks and Other Organizations 

Borrowers preferred their experience with AC compared to that with conventional banks. Many reported 
not receiving loans from conventional banks because of their business history or type, some did not even 
receive a response to their applications. Several noted they would have had to take out a personal loan 
or provide personal collateral to receive a bank loan and were not willing to risk their family’s assets. 

Respondents appreciated AC’s community-focused mission and the staff’s “personal touch,” helping 
business owners learn how to stay on top of finances and regulations to make sure they were ready for 
underwriting. They experienced large banks, in contrast, as impersonal, inflexible, and unsupportive 
during the application process. Some borrowers didn’t apply to conventional banks at all, because they 
were comfortable with AC, intimidated, or did not need additional capital beyond the AC loan. 

When asked what other organizations had helped them access capital, they mentioned BOC Capital,
Ponce Bank (PPP support), LEAF Commercial Capital, United Meeting, and Ascendus. They also
reported receiving technical assistance from the Outreach Business Center (for MBE and WBE
certification) and the New York City Taxi & Limousine Commission.

Recommendations for Accompany Capital

Borrowers mentioned several areas for improvement in AC’s lending process. 
• Loan application fee: One borrower contrasted AC’s lending process with the personal loan they

received from M&T Bank, noting that M&T did not charge an application fee.
• Interest rate: Some owners were pleased with AC’s interest rate compared to other lenders, while

others felt that AC’s interest rate was too high.
• Larger loan size: One of the most common capital barriers mentioned by owners was the need

for larger loans when at a point of significant expansion for their business. In several cases, the
owner did not receive the full loan amount requested, or they needed a larger loan than AC (or
other CDFIs) could provide. Though some owners were able to piece together loans from multiple
lenders or work with conventional lenders, most were unable to procure loans outside of AC.
Smoother and more efficient underwriting: Borrowers requested smoother document collection
for the underwriting process.

o One owner said that AC staff reached out for additional documents multiple times
throughout the process and suggested AC provide a comprehensive checklist of required
documents at the beginning.

o Another owner said that AC’s application process felt “too regulated” compared to other
lenders, citing another CDFI that only required an operating statement and credit report for
a$100,000 loan, while AC required much more documentation for a $25,000 loan.

o A third owner requested a faster process overall given that, during growth stages, small
businesses need capital as soon as possible and delays can be costly, including interest
rates increasing between application and closing.

o In general, borrowers appreciated AC’s personal touch and recognized that that level of
care takes more time.
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• Return business: One borrower said it was too difficult to apply for a second loan with AC
because he would have had to resubmit all of the underwriting documents, rather than an
expedited process using previously shared documents. Additionally, several owners were
frustrated that they needed to pay off their first AC loan in full before taking out another loan,
and therefore had to apply to multiple lenders to access the full amount needed.

• Loan product development: One borrower suggested that AC develop more lending programs
to better serve specific industries, such as import/export businesses and businesses in need of
auto loans. Another borrower mentioned the challenge of committing up-front costs to plan for
large contracts without eating into other operating budgets. This borrower suggest a product
similar to a predevelopment loan for real estate, that would allow a business to comfortably
pursue larger projects and stimulate growth.

Program/Policy Development to Support Queens Small Businesses 

When asked what policies or programs would support Queens businesses, respondents had a range of
responses. One owner said fewer regulations, particularly regulations for taxi drivers and restaurants.
Another suggested that the Borough of Queens coordinate programs and events to promote
restaurants in particular neighborhoods, citing programs in Lower Manhattan, and that Queens officials
should help restaurants pay for fees to participate in food fairs throughout NYC as part of an economic
development strategy. 

A third owner commented on the state of small business lending in general, saying that many business
owners find the loan process too onerous, with no guarantee of approval and that the general sense
among peers is that lenders are being too conservative. Greater up-front communication from lenders
about what they are able and willing to finance would be more helpful, allowing business owners to
decide whether or not to put in the effort to submit loan applications. 
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Small Business Owner Survey 

Demographics 

Surveyed business owners represent a variety of backgrounds and demographics. A majority of
respondents were immigrant SBOs (68%), and 84% were people of color. Respondents were almost
equally split between female and male business owners (92 and 91 respondents, respectively), with one
business owner identifying as non-binary. Some other notable demographic statistics are as follows: 

• Race: The most commonly reported race was Asian (52%), 90% of whom identified as
immigrants. The second most commonly reported race/ethnicity was “Hispanic” (19%), 73% of
whom identified as immigrants.

• Age: The most common age range was 36-45 (31% of respondents). Response rates in the
“Under 36”, “46-55”, and “56-65” age ranges were similar (19%, 22%, and 24%, respectively).
Entrepreneurs over age 65 were relatively rare, with only 4% of business owners marking this
category.

• Immigrant status and number of years in the U.S.: A majority (68%) of respondents were
immigrants. Of those individuals, 81% had been in the US for eleven or more years.

• Immigrant country of origin: There were a total of 41 countries represented among immigrant
business owners. Nepal was the most commonly listed country (14 respondents), followed by India
(11 respondents).

• Second job: Two-thirds of respondents (67%) reported that they did not work a second job and
the remainder (33%) reported that they did. There were no significant trends in race, gender, or
immigrant status indicating that one group was more or less likely to have a second job.

When comparing results from the AC survey with the Federal Reserve Bank’s 2024 Report on Employer 
Firms, AC survey respondents were much more likely to be people of color, women, and immigrant 
business owners. Additionally, respondents to the AC survey were significantly younger than the Federal 
Reserve respondents. The demographic breakdown of the two surveys is compared in Table 3. 
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Demographic Category
% Respondents

AC Survey Fed Reserve Survey

Asian 39% 11%

Black or African American 17% 2%

Hispanic 19% 7%

White 16% 80%

Female 49% 22%

Male 48% 64%

Immigrant 68% 18%

Age < 46 (AC survey) OR < 45 (Fed survey) 49% 20%

Age >= 46 (AC survey) OR >= 46 (Fed survey) 51% 80%

TABLE 3: Responses by Demographic Category
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Geographic Coverage 

Respondents operate small businesses throughout the Borough of Queens, with particular
concentrations in the following ZIP Codes: 11372, 11373, 11377, 11368, 11375, and 11432, as shown in the
map below. These ZIP Codes represent the neighborhoods of Jackson Heights, Elmhurst, Woodside,
Corona, Forest Hills, and Jamaica Hill. 

MAP 1: Number of Survey Respondents by Queens ZIP Code 
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Business Characteristics, Industries, and Financial Condition 

Respondents operate in a range of industries, with the most commonly represented industries being
food and beverage stores (13%), health and personal care stores (11%), and information services (11%).
Nearly three-quarters of businesses (73%) had been in operation for 10 or fewer years. Firms responding
to the Federal Reserve survey were significantly younger, with only 40% of them having been in
operation for 10 or fewer years. 

Almost all respondents own microbusinesses. A vast majority of them (91%) had 5 or fewer employees
(60% of businesses had 2 or fewer employees), and 74% reported profits of less than $50,000. 

When asked about their business’s financial condition, respondents were more likely to report their
business was in “fair” condition (41%) than “good” or “excellent” (32%) and “poor” or “very poor” (25%).
Financial condition varies substantially based on race, specifically when comparing Black respondents
to other racial demographics. Black respondents were almost twice as likely as other groups to respond
that their business was in “Poor” or “Very Poor” financial condition (45%, compared to 24% of Hispanic
respondents, and 21% each for Asian and White). Hispanic respondents were most likely to report that
their business was in “Good” or “Excellent” financial condition (38%), compared to 31% of White, 29% of
Asian, and 19% of Black respondents.  

Though the business health category options differed slightly between the two surveys, respondents to
the Federal Reserve survey were slightly more positive in their business’s outlook when compared to AC
survey respondents. In the Federal Reserve survey, 44% of respondents stated that their business was in
“good”, “very good”, or “excellent” financial condition, compared to 33% of AC survey respondents
reporting “good” or “excellent” financial condition. In the Federal Reserve survey, White borrowers were
more likely to report positive business health than BIPOC respondents. Forty-eight percent of White
respondents in the Federal Reserve survey reported positive business health, thirteen percentage points
higher than Hispanic respondents (35%), and 21 percentage points higher than Asian or Black
respondents (both 27%). 

AC survey respondents were slightly more likely to report their business health as “fair” (41%, compared
to 35% in the Federal Reserve survey) and also more likely to report their business health as “poor” or
“very poor” (26% compared to 20%). 

Revenue and Profitability 

Profitability: A large majority of respondents (74%) had annual profits under $50,000, with some
disparity between demographic groups:  

• Immigrant status: A higher proportion of U.S.-born business owners reported profits over
$50,000 (35%), compared to immigrant business owners (22%).

• Race: A higher proportion of White business owners had profits above $50,000 (38% of
business owners), compared to 29% of Hispanic and 27% of Asian business owners. At 14%,
Black business owners had the lowest percentage of businesses with profits over $50,000.
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• Gender: A higher proportion of male business owners (29%) had profit over $50,000, compared
to 19% of females.

• Years in business: Business owners in operation for 11 or more years were more likely to have
profits over $50,000 (37%) when compared to business owners in operation for ten or fewer years
(20%). Within the latter group, there were no clear trends in profit based on years of operation.

Change in profit 2021-2022: Most commonly, businesses saw decreased (40%) profits from 2021 to 
2022, while 36% saw increased profits and 24% reported similar profits between the two years. Some 
demographic categories showed disparities between members related to profit change between 2021 
and 2022:  

• Immigrant status: Immigrant business owners were more likely to have experienced declining
profits between the two years (43% immigrants vs. 30% of U.S.-born business owners).

• Gender: Female business owners were more likely than male business owners to show similar
profit from year to year (28%, compared to 19%), while male respondents were slightly more
likely to have increased profit (40% vs. 33%).

• Years in business: The greatest disparity in profit change was between business owners in
operation for 11 or more years and those who had been in operation for 10 or fewer years.
Respondents operating for 11 years or more were more likely to have seen a decrease in
profitability compared to respondents operating for 10 or fewer years (54% vs. 33%).

Expected revenue in 2023: Business owners were optimistic about future revenue, with 43% expecting 
an increase in profit in the coming year, 23% expecting a decrease, and 34% expecting a similar level. 
Generally speaking, respondents that projected a decrease or increase in gross revenue were likely to 
predict the same for their future profit.  

Loan Applications 

Survey results show that a majority (58%) of respondents applied for at least one loan since starting 
their business. Of respondents who applied for loans, just over half (55%) had applied for only one loan 
since starting their business (rather than two or more). Most commonly, respondents applied for a loan 
through a government lending program (44%), as shown in Table 4. The second most common place 
they applied for a loan was through a “large bank” (22%). Compared to AC survey respondents, 
respondents to the Federal Reserve survey were much more likely to apply to a bank, and less likely to 
apply for a loan from a CDFI.  
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Loan Provider

% Respondents

AC Survey Fed Reserve Survey

Large bank 22% 44%

Small bank 13% 28%

Credit union 4% 7%

Community development financial
institution (CDFI)

16% 6%

Government lending program 44% NA

Online loan 18% 23%

Alternative source (e.g. check
cashing, payday lender, money
order, pawn shop)

0% NA

Other NA 22%

TABLE 4: Responses by Loan Provider 
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Application rate: Several demographic and business attributes correlated with loan application rates,
including: 

• Race: On average, White respondents applied for loans more frequently than other races, with an
average of 1.41 loans per respondent, compared to 0.96 and 0.71 loans for Hispanic and Black
business owners, respectively.

• Immigrant Status: Immigrant respondents applied for loans more frequently than U. S.-born
respondents (1.09 loans on average, compared to 0.86).

• Age: respondents ages 36-45 applied for loans more frequently than other age groups, seeking
1.21 loans on average (compared to 1.00 loans for ages 56-65 and 0.86 loans for the 46-55 age
bracket).

• Years in operation: Businesses in operation between 5-6 years had the highest rate of loan
application, applying for 1.7 loans on average. Businesses in operation for 3-4 years had the
second highest application rate, at 1.14 applications on average. The lowest rate of loan
application was from businesses in operation for 1-2 years, with a 0.13 application rate.

• Business financial health: Respondents were most likely to apply for funding when they described
their business’s financial health as “fair” (1.22 applications, on average), compared to “poor/very
poor” (0.76) or “good/excellent” (0.79).

• Employee count: Businesses with more employees tended to apply for loans with greater
frequency. Businesses with 5 or more employees applied for an average of 1.67 loans, compared
to just 0.86 loans for businesses with 4 or fewer employees.



• Gross revenue: Generally speaking, businesses with higher annual gross revenues applied for
more loans, though businesses with revenues over $1,000,000 had a lower rate of application
than businesses in the $500,001-$1,000,000 range (1.00, compared to 1.93). The group with the
lowest application rate was businesses with gross revenues under $25,000 (0.76).

Ease of loan application: When comparing various types of lenders, online lenders ranked the highest
for ease of the application process, with 60% of applicants rating the process as “easy” or “very easy.”
CDFIs also ranked well, with 42% of respondents rating the difficulty level as “easy” or “very easy” and
the rest rating the process as “average”. Government loans were slightly less likely to be “easy” or “very
easy” (37%), while large banks and credit unions were rated the most difficult to apply for funding with
only 16% and 9% of respondents rating their loan application process as “easy” or “very easy,”
respectively. 

Discrimination in lending: Only 15% of respondents felt discriminated against during the lending
process, with 60% answering “no” to the question and the remaining 25% responding “not sure.” Black
respondents, however, were much more likely to feel discriminated against during the lending process,
with 34% reporting discrimination compared with 17% of Hispanic and just 2% of Asian respondents.

Non-applicants: Of the 42% of respondents who did not apply for a loan, 41% said that they did not
apply because they did not think their business would qualify for a loan and 29% did not apply because
they were not aware of where to apply for a loan. 

Awareness of financial resources: When asked how aware they were of where and how to receive
financial resources for their business, 49% of respondents were either “somewhat aware” or “very aware”
and 27% of respondents were either “mostly unaware” or “completely unaware.” 

• When compared to immigrant respondents, U.S.-born respondents were more likely to be
aware of the financial resources available to them, with 56% “somewhat” or “very aware”,
compared to 45%of immigrant respondents.

• When asked if they were familiar with Community Development Financial Institutions (CDFIs),
22%said they are familiar, while a majority of respondents (61%) said they were not aware of
CDFIs and 16% were not at all familiar with financial institutions, including CDFIs.

Customer experience: When asked what advice they would give to a loan provider to improve the loan
application process, respondents expressed the following themes: 

• Financial institutions should be more flexible and take a holistic view of the business before
disqualifying them because of asset or credit score concerns.

• There were also several recommendations to simplify the loan application process through an
online platform. Respondents requested an option for easy document uploads in an online
portal, rather than having to provide paper documents to a loan officer.

• Business owners requested loans with lower interest rates.
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Loans Received 

Approval rate: Of the respondents who applied for at least one loan, a majority (79%) reported
receiving at least one loan since starting their business. The approval rate for Black and White
respondents was lower (72% and 69%, respectively) than that of Asian and Hispanic respondents (83%
and 84%, respectively). The approval rate for immigrants (83%) was significantly higher than that of
U.S.-born respondents (68%). It is unclear why immigrants were more likely to be approved for funding
than U.S.-born business owners, though it is possible that respondents’ connection with Accompany
Capital may have led to a biased response. In the Federal Reserve survey, the difference between
immigrant and non-immigrant owners was smaller, with 75% of immigrant businesses receiving at least
part of their loan request, compared to 79% of businesses owned by U.S.-born respondents.

FIGURE 1: Percentage of Loan Dollars Applied for that were received
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Loan approval rates were very similar between female and male respondents (79% and 78%, 
respectively), though female business owners were slightly more likely to apply for a loan. The clearest 
trend in loan approvals was broken out by age (Table 5). Though the loan application rate was similar 
across all ages, older business owners tended to have a higher approval rate:
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Age Range
Avg # Loans
Requested

Avg # Loans Received Approval Rate

Under 36 1.71 1.21 71%

36-45 1.63 1.21 74%

46-55 1.6 1.29 80%

56-65 1.7 1.5 88%

Over 65 1 1 100%

TABLE 5: Loan Approvals by Age 

Loan amount received: Of respondents who received loans, 50% received less than $50,000 in loans
since starting their business, which is not surprising since most respondents own microbusinesses that
are more likely to be suited for a microloan ($50,000 or less). Another 21% received loans totaling
$50,001 to $100,000.  

When asked what percentage of loan dollars applied for were actually received, 26% received 40% or
less of the total, while 32% received between 41% and 85%, and 43% received 86% to 100%. The pie
chart below shows the share of respondents by percentage range. 

There are some notable differences in loan amount received based on business characteristics: 
• Immigrant respondents were twice as likely as U.S.-born respondents to receive 20% or less of

the amount they applied for (20% vs. 10%, respectively).
• Businesses operating for fewer than 5 years were twice as likely as businesses operating for

more than 5 years to receive 20% or less of the amount they applied for (26% vs. 13%,
respectively).

• Hispanic respondents were more than twice as likely as Asian, Black, and White respondents to
receive 20% or less of the amount they applied for.

Loan source: Loan recipients were most likely to receive a loan from a government lending program
(55%) and second most likely to have received a loan from a CDFI (26%). It is possible that a high
proportion of respondents received government loans through pandemic-related relief lending such as
the Paycheck Protection Program (PPP) and Economic Injury Disaster Loans (EIDL). 

Types of financing: Table 6 shows that the most common types of financing received were U.S. Small
Business Administration (SBA) Guaranty loans and working capital loans. Respondents were able to
select multiple options, so some of the SBA loans may have also fallen into the other categories. 
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Financing Type % Respondents

SBA guaranty loan 31%

Business working capital 22%

Credit card 13%

Business line of credit 12%

Personal loan 10%

Automobile/Equipment loan 6%

Contract financing 3%

Commercial mortgage (property purchase) 2%

Merchant cash advance 2%

TABLE 6: Responses by Finanancing type

Loan purpose: Businesses most commonly used their loans for equipment purchase (27%), operating
capital (26%), and inventory (19%), as shown in Table 7. Almost half (46%) of respondents received loans
to help start their business. 

Outstanding debt: At the time of the survey, a majority of business owners who had received at least
one loan were still making payments on one loan (60%), 30% were making payments on 2 or 3 loans,
and 10% did not have any outstanding business debt at the time of the survey. 

Among respondents with outstanding loans, 67% have a total loan balance at or below $50,000. As we
might expect, younger businesses are more likely to have lower loan balances than more mature
businesses. Also, respondents with lower profitability and lower expected profitability in the following
year are more likely to have lower loan balances. 

Loan purpose: Businesses most commonly used their loans for equipment purchase (27%), operating
capital (26%), and inventory (19%), as shown in Table 7. Almost half (46%) of respondents received loans
to help start their business. 
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Loan Purpose % Respondents

Equipment 27%

Operating capital 26%

Inventory 19%

Expansion (hiring, more space, acquire another business) 10%

Renovating leased space 8%

Refinancing debt 6%

Contract financing 3%

Purchasing real estate 1%

 TABLE 7: Responses by Loan Purpose 

Outstanding debt: At the time of the survey, a majority of business owners who had received at least
one loan were still making payments on one loan (60%), 30% were making payments on 2 or 3 loans,
and 10% did not have any outstanding business debt at the time of the survey. Among respondents with
outstanding loans, 67% have a total loan balance at or below $50,000. As we might expect, younger
businesses are more likely to have lower loan balances than more mature businesses. Also, respondents
with lower profitability and lower expected profitability in the following year are more likely to have lower
loan balances. 

Future Loans Needed 

When asked if they would be in need of an additional loan in the next 12 months, 42% of respondents
answered “yes”, 36% answered “not sure”, and 22% answered “no” (Figure 1). Respondents needing
financing in the next 12 months were split closely between the following categories:  

• 17% needed less than$25,000
• 22% needed $25,000-50,000
• 20% needed $50,000-100,000
• 18% needed $100,000-200,000

Another 14% of respondents needed to borrow $200,000 to $500,000 and 10% needed more than
$500,000. 

• Hispanic respondents were much more likely to need a microloan (<=$50,000) than non-
Hispanic respondents (88% vs. 22%, respectively).

• Black or African American respondents were more likely than all other groups to need loans
greater than $200,000 (47% vs. 16%).
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Loan source: When asked which loan providers they would contact for future financing, the responses
were similar to the sources of funding that respondents reported receiving funding from. The most
notable differences were: 

• Business owners were less likely to pursue future funding from an online lender than to have
received funding from one (7% vs 12%).

• Business owners were far less likely to pursue funding from government sources than to have
received funding from government sources in the past (24% vs 55%). This is likely due to
emergency COVID funding (PPP or EIDL) from the government. Government lending, however,
was still the most commonly reported future funding option.

Loan purpose: The most common reasons that business owners were considering a loan in the next 12
months were expansion (21%), equipment purchase (20%), inventory purchase (17%), and operating
capital (16%). When comparing future lending needs with loans that were already received by
businesses: 

• Fewer business owners were seeking loans for equipment than had received such loans (20%
seeking vs 27% received).

• Similarly, fewer business owners were seeking operating capital loans than had received them
(16%seeking vs 26% received).

• Twice as many business owners were planning to seek financing for expansion than those who
had already received financing for the same purpose (21% seeking, 10% received).

• The share of respondents seeking each loan type does not change when only analyzing
responses from those who plan on applying for capital from a CDFI.

FIGURE 2: Future Loan Amount Needed by Race and Ethnicity 

• Asian respondents were the most likely to need loans between $50,000 and $200,000 (55%)



COVID-19 Pandemic 

A vast majority of businesses surveyed (90%) reported impacts to their business from COVID-19. The
most common impacts reported by business owners were weak sales (44% of business owners),
increased business expenses (34%), and uneven cash flow (27%). Just 12% of businesses reported a
positive impact on their business from COVID-19. 

COVID-19 support programs: Business owners were asked how they experienced various COVID-19
emergency support programs. The largest proportion of business owners found the New York City and
New York State COVID support programs “somewhat beneficial” or “extremely beneficial” (68%). A
majority of business owners reported that the U.S. Small Business Administration’s (SBA) programs were
beneficial, though fewer endorsed the SBA programs than the state and city programs. Fifty-eight
percent of business owners found the Economic Injury Disaster Loan (EIDL) program “somewhat
beneficial” or “extremely beneficial” and 53% of business owners described the Paycheck Protection
Program (PPP) this way. 

Improving COVID-19 programs: In response to the question “please describe how you would change
the COVID-19 relief programs to make them more beneficial for your business”, some of the main
themes were: 

• Awareness of funding: Several business owners said that they did not access funding because
they did not know about it.

• Application support: Several small business owners said that the program was confusing and
they needed support to understand the criteria and how to apply. Many business owners
responded that they would recommend streamlining the programs to make the application
process easier, especially for small businesses. One respondent said that they did not access the
funding because their accountant would have charged them $500 to apply in addition to 3% of
the awarded amount. To some business owners, the program seemed too daunting to apply
without support and they did not have a resource like a CDFI to provide them with TA.

• Assessment of need: Among respondents, there was a perception that large businesses with
significant resources were able to access large loans and grants, whereas small businesses with
fewer employees had a harder time accessing funds because of their lack of resources and
know-how. Respondents wanted accountability in the programs to ensure that businesses that
received the funding “actually need[ed] it.”

• Grateful business owners: Other respondents were happy with the way the programs worked
and said that the program worked smoothly to help keep their business afloat during a difficult
time. One respondent said that their business was not doing well during COVID, “but because of
the program, we can still continue our business.”
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Appendix Table A & B
Appendix Table A: Accompany Capital Queens Small Business Survey Selected Results
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Appendix Table B: Federal Reserve Bank 2023 Small Business Credit Survey Selected Results

Response Rates All firms

Race Gender Immigrant Status

Asian
Black or
African

American
Hispanic White Female Male Immigrant

Non-
 Immigrant
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