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Program Vision

·The Purpose of this project is 

·to foster success among òhigh-potentialó Native Americans 

seeking to start high growth businesses in the Southwest 

Region

· to build and support the ability of Native American 

communities to use entrepreneurship as a tool for achieving 

both economic wealth and self -sufficiency. 



Program Vision

·The 5 year Goals of this Project Include:

·Build the nationõs leading Native American Entrepreneurship 

training program;

·Train and mentor 60+ Native American òFellowsó seeking to 

become successful entrepreneurs;

· Facilitate the launch of 6 -8 Native -owned, venture capital -

backed enterprises;

· Facilitate 5X revenue growth in 10 -12 existing Native -owned 

enterprises. 



An Emerging Market Opportunity

There are 

zero
entrepreneurship programs 

facilitating the success of Native -owned start -ups in 

high -growth markets

And yetéthere is 

extraordinary growth 
in the number of Native American 

college graduates and business start -ups.

The time is right to implement an entrepreneurship program serving 
high - potential Natives seeking to start high - growth ventures.



The Market Opportunity

Native Americans are graduating from top -tier collegesõ 

science and technology programs at an unprecedented rateé

NAF will create the nationôs first fellowship program 

targeting high - potential Native college graduates.

Entrepreneurship, through small business ownership, is growing faster among 

Native Americans than any other census -defined groupé

NAF will meet the growing demand for high - impact 

training and mentoring services and facilitate entrepreneurial success. 

Many tribal -owned enterprises (primarily gaming and hospitality -related) are 

complex organizations, employing Native American management staffé

NAF will help recruit this management talent into emerging 

Native - owned enterprises , diversifying job opportunities in Native communities.



The Market Opportunity

Native Americans are increasingly adept at negotiating Anglo and Native 

business and market environmentsé

NAF will focus on working with Native Americans who have 

a demonstrated ability to ñwalk two waysò 

Venture investors increasingly seek diverse opportunities to capture returns in 

emerging, untapped marketsé

NAF will bring ñsmart moneyò (professional investment dollars accompanied 

by investorsô valuable business networks) to Native- owned firms.

Native American buying power has grown 250% over the past decadeé

NAF will assist Native entrepreneurs in meeting market demand 

both within and beyond Native communities. 



Native America (Census Data)

·562 federally recognized tribes in US

·4.1 million people claim mixed Native American ancestry

·2.5 million citizens claim 100% Native American ancestry

·66% of these people live in urban areas

·California has largest population of Natives (696,000) followed 

by Oklahoma (401,100) and Arizona (334,700)



Native -owned Businesses
84% = increase in number of Native -owned small businesses between 

1990 -2000

versusé

7% = increase in number of all small businesses 1990 -2000

$26.9 billion = Receipts for American Indian* -owned businesses in 

2002. These businesses numbered 201,387

$250,000 = average revenues per Native American -owned  business ð

the most successful group

38,125 = Number of American Indian -owned firms in California, which 

led the nationõs states

* Data for Alaskan Natives are included in the broader group of òAmerican Indiansó.



Native -owned Businesses

24,498 = Number of American Indian -owned firms with paid 

employees

3,631 = Number of American Indian -owned firms with receipts of 

$1 million or more 

178 = Number of American Indian -owned firms with 100 or more 

employeesé$5.3 billion = annual gross receipts generated by 

these firms

250% = the increase in buying power of Native Americans 

between 1990 and 2010



Native -owned Enterprises by Sector

30% = Percent of American Indian -owned firms operating in construction or services industries

Industries not 

classified 

(1239, 17%)

Agricultural 

Services, 

forestry, 

fishing & 

mining     

(270, 4%)

Finance, 

insurance & 

real estate 

(247, 3.5%)

Manufacturing 

(163, 2%)

Construction 

(2026, 28%)

Transportation, 

communications 

and utilities 

(271, 4%)

Retail Trade 

(892, 12.5%)

Services 

(1945, 27%)

Wholesale 

Trade    

(97, 1.5%)



Need for Program

·Native American communities struggle with 

intergenerational poverty

·45% of reservation citizens are unemployed

·45% of reservation citizens live below the poverty line

·25% of all American Indians live below the poverty line

·The median earnings of American Indians ($25,400) is on 

average $10,000 less than other groupsõ earnings

·Approximately 25% of Native workers are in professional or 

management positions



Barriers Native Entrepreneurs Face

· Many Native Americans, due to federal policies on land ownership on 

reservations, lack òcollateraló and can not borrow against their property.  

Intergenerational poverty leaves Native entrepreneurs without the one source 

most often used when debt financing is unavailable: a wealthy family member 

to provide seed funding. 

· Business networks provide entrepreneurs with crucial access to information, 

talent, opportunities, and influencers in an efficient and effective manner.  As 

Native American communities are marginalized, Native entrepreneurs lack 

access to these influential business networks. Connecting NAF participants to 

mainstream influencers and industry -related networks, will enable increased 

access to financing, marketing, and growth opportunities.

· Minority -owned firms receive less than 5% of equity (venture capital) 

investment and the National Venture Capital Association reports 0% of its 

members are Native American.



Historical Failures of Philanthropic Models in 

Indian Country 

·Likely Factors:

1. Foundation and/or Program staff faced difficulties in bridging 

cultural differences

2. Typical òeconomic developmentó programs preference short-term 

workshops over long -term relationship and network building

3. Disconnect between economic development programs, business 

influencers in dominant markets, professional investment 

networks, and Native entrepreneurs

4. Lack of focus on fostering vertical integration in/among Native -

owned enterprises

5. Lack of Native Americans òwalking two waysó, poised for success 

in highly profitable ventures



NAF Addresses These Factors

1. Native Americans will shape, manage, and evaluate NAF programs.

2. NAF programs will recognize and embody Native values and 

preference long -term sustainability over short -term òfireworksó.  

Programs will foster relationship and network building.

3. Programs will foster direct links between program participants and 

business influencers, professional investors, technology and 

management mentors, etc.

4. Program curriculum and participant selection will emphasize 

concepts and practice of building vertically integrated ventures

5. Target participants will have demonstrated ability to succeed in 

Native and dominant culture environments/markets



NAF Program

·Regional Approach

·Target Participants

·Program Elements

·Planning and Launch

·Strategic Partners

·Potential Funding Partners

·Next Steps



Models Referenced

·In establishing the general parameters of the 

NAF Program we referenced the following 

program models:

·TechStars

·ACTiVATE

·Kauffman Fellows Program

·Mayfield Fellows Program

·Flywheel Fellows Program

·Endeavor



The Regional Approach

·Must draw on regional competitive advantages that will 

*endure* in a flat world

·Global innovation -based economy rewards distinct clusters of 

creative capital

·òFirst Who, Then What:ó  Teams of people are the most 

important resource to a regionõs entrepreneurial economy 

·Regional business networks facilitate enterprise success --from 

securing financing to finding customers.



Focus Population: Talented American Indians 

seeking to live in regions rich in both Native 

culture and thriving economic opportunities

·New Mexico is home to 19 Pueblos, the Navajo and Hopi 

Nations, and two Apache Reservations

·New Mexicoõs population is 10% Native and embraces its 

historical and contemporary diversity

·New Mexicoõs high-tech economy is emerging and open to 

new entrepreneurs

·New Mexico hosted 600% growth in VC dollars invested 

between 2000 -2007

The Southwest as NAF Launch Site



The Southwest as NAF Launch Site

NAF plans to launch in New Mexico in 2009 for the 

following reasons:

·The McCune Foundation has committed $70,000 to the 

successful launch of NAF

·NAF has developed relationships with and support from:

·New Mexico Angel Investors Group

·New Mexico Venture Capital Association

·Santa Fe Small Business Alliance

·Albuquerque Chamber of Commerce

·Hispano Chamber of Commerce



Why Launch NAF in New Mexicoécontinuedé

·NAF has support from New Mexicoõs growing Native 

American business network, including:

· National Center for American Indian Enterprise Development

· Native American Investment Group

·University of New Mexicoõs American Indian Business Association

· American Indian Chamber of Commerce of New Mexico

· Native American Business Center

· American Indian Science and Engineering Society

· 3 Tribal colleges (SIPI, IAIA, and Dine College)

· Indian Pueblo Cultural Center

·New Mexico is home to 15 tribally -owned casinos, which we 

expect to serve as both sources of entrepreneursõ financing 

and talented management staff



Targeted NAF Participants

Minority Entrepreneurs 

High potential Native 

Entrepreneurs

High -

tech, 

green 

tech, 

Bio-tech

Finance

Creative 

and 

Media


