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Purpose

Learn how to coordinate and partner with your SBA district office 
and community stakeholders to plan a successful, impactful small 
business walking tour in your community.



Agenda
1. Planning

2. Day Of

3. Post-Tour Marketing Best Practices



SBA District Office
1. What are their priorities?
2. Is there a specific county, city, community, neighborhood 

where they want to focus their energy?
3. What kind of support can you expect from them? 
4. Will someone from the district office be able/willing to join 

you?



Partnerships

1. State economic development agencies
2. County and local economic 

development agencies
3. Downtown Alliance/Business 

Improvement District
4. Local, County or Regional Chambers of 

Commerce
5. Local, State or Federal lawmakers/staff
6. Banks and microlenders
7. Other SBA resource partners



Location
1. Consider SBA District Office Priorities
2. Do you already have existing 

relationships? 
3. Is there an area where you have a 

cluster of clients?
4. Are there many woman-owned 

businesses in the area?
5. Is the area walkable?



Goals and Objectives
1. Educate small business owners about the 

resources available to them.
2. Listen to their biggest concerns. What 

keeps them up at night?
3. Strengthen relationships with SBA District 

Office and stakeholders. 



Start Planning and Reaching Out
1. Do you have existing relationships with the local community 

stakeholders?
2. Can you get warm introductions? 
3. Communicating the purpose and goals for the day.



Businesses to Visit
1. Do you have clients in the area?
2. Are there businesses that have specific needs for services or lending?
3. Are there woman-owned businesses in the area?
4. Are there relatively new businesses in the area?



Preparing for the Day

1. Reach out to businesses to let them 
know you are stopping in - Usually 
done by the local representative / BID / 
Chamber of Commerce.

2. Print out fliers/resources to leave 
behind.

3. Don’t forget business cards. 



Day Of - Best Practices
1. Keep in mind they might be 

busy.
2. Keep it short and sweet. 
3. Collect business cards, virtual 

business cards, connect on 
LinkedIn.

4. Take photos and videos - both 
posed and candid. 

5. Note each business’ name and 
social media for future tagging

6. Consider making a purchase.



Post Walking Tour Marketing/PR
1. Post individual pictures or create a reel 

compiling the videos and pictures you 
took.

2. Tag as many people, businesses and 
agencies as possible. 

https://www.instagram.com/reel/CwXqjw
WqVO-/?utm_source=ig_web_copy_link

https://www.instagram.com/reel/CwXqjwWqVO-/?utm_source=ig_web_copy_link
https://www.instagram.com/reel/CwXqjwWqVO-/?utm_source=ig_web_copy_link


Follow Up with Business Owners
1. Email each business owner to follow 

up
2. Consider creating a Google Drive 

with all the resources that were left 
behind. 

3. Let them know they have been 
tagged on social media and 
encourage them to interact.

4. Plan a next step - workshop or 
information session hosted at a 
local business. 


