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Tibbetts Awards - For Excellence in SBIR and STTR Programs

The Tibbetts Awards are presented to those small businesses and individuals judged to exemplify the best in the SBIR and the STTR programs. The award is named for Roland Tibbetts, acknowledged as the father of the Small Business Innovation Research (SBIR) program, and is presented to companies and individuals that promote the mission and goals of the SBIR program and Small Business Technology Transfer (STTR):

· to stimulate technological innovation; 

· to use small business to meet federal research and development needs; 

· to encourage diverse participation in technological innovation; 

· to increase commercialization of Federal research. 


Tibbetts Award Eligibility
There are two types of Tibbetts Awards: awards to any businesses who have participated in the SBIR or the STTR Phase I and II award programs and individuals who have not received assistance but supported the SBIR and STTR programs.

Tibbetts Awards – SBIR/STTR Recipient - Any individual who owns and operates or who bears principal responsibility for operating a business that has received an SBIR Phase I and II or an STTR award may be nominated. Partners who jointly own and operate a business may be nominated as a “team,” so long as the number of individuals in the team nomination does not exceed four. Nominees must also be residents of the United States or its territories and will be subject to background checks. Businesses owned and operated by nominees must comply with federal civil rights laws. Nominees may not have received a Tibbetts Award in the prior year.
Tibbetts Awards – Individual - An individual who has not received SBIR or STTR Award assistance but supports the SBIR and the STTR programs in other ways – as specified in the evaluation criteria, below. Awardees may not be registered lobbyists. Nominees must also be residents of the United States or its territories and will be subject to background checks. Nominees may not have received a Tibbetts Award in the prior year.

Tibbetts Awards Evaluation/Selection Criteria - Anyone can nominate a company or individual for the Tibbetts Award – self-nominations will be accepted.

The criteria for evaluating companies who have received SBIR or STTR awards are:

· Technical innovation – e.g., how the technical innovation has advanced national priorities in R&D, how the technical innovation has benefited the federal government or private citizens 

· Business impact - e.g., job creation and retention, revenue growth, successful acquisition or financial exit 

· Broader social and economic benefit – e.g., encouraging women and minority participation in R&D, supporting regional economic development, creating connections to local universities 


The criteria for evaluating individuals are:

· Unique, long-term service – e.g., provided advice and guidance to the SBIR and STTR program recipients, served in various capacities to the program and its awardees, provided leadership to the program and participating agencies 

· Created and/or initiated new programs - e.g., new programs to enhance commercialization prospects for awardees, innovation of services provided to awardees, enhanced program to meet its statutory goals, established programs beyond SBIR and STTR funding 

· Advocacy of SBIR and STTR – e.g., advocated policies supportive of the program, broadened the applicant base of the program, reached out to new audiences to assist in the success of SBIR and STTR awardees 


Tibbetts Award Nomination Process - Nominations are now open.  The nomination period will close on January 31, 2012 at 11:59 PM EST.

Anyone can nominate a company and/or individual for a Tibbetts Award – including self-nominations.

Nominations packages must be typed and are limited to five (5) pages (single spaced) and include the following sections:

1. Company or individual profile, including (as applicable)(1 page):
 - Company/Name
 - Contact address
 - E-mail
 - Phone number
 - SBIR/STTR Award Year
 - SBIR/STTR Award Title
 - SBIR/STTR Award Phase
 - SBIR/STTR Awarding Agency 

2. 500 word (or less) company description, or profile of individual who supports the SBIR or STTR program 

3. Answer the question with specific references to the three evaluation criteria: "Why does this company/individual deserve to win the Tibbetts Award?" 

4. OPTIONAL:
 a) Letters of support
 b) Photograph of nominee and/or technology (will not be returned) 


For consideration of the Tibbetts Awards, submit nomination packages to http://tibbetts.challenge.gov 

Tibbetts Award Selection Process - All Tibbetts Award winners will be selected by the SBA based on the recommendations of a panel of judges. The winners will be announced in early March. A maximum of 60 awards may be given to eligible Tibbetts Awards nominees.

For additional information on the Tibbetts Hall of Fame Awards please contact:

Lisa Younger, U.S. Small Business Administration, Office of Technology

409 Third Street, SW, 6th Floor, Washington, DC  20416
Lisa.Younger@sba.gov 
6 Steps Successful People Take
Ever wonder what makes people successful? I’d be surprised if you answered no. I have yet to meet a person that doesn't wonder what it takes to be a big-time success.

What is so different for successful people? How did they get where they are? Why are you where you are in your life? It’s easier and more comfortable to believe that success just happens to some people. But that couldn’t be further from the truth.

Each notably successful person has taken six steps, whether they are financially successful or achieving at a high level in some other way. They didn’t just wake up one day and find that success had been delivered to their doorstep. Quite the opposite: Successful people have worked to get where they are.

An Olympic swimmer like Michael Phelps has practiced his technique religiously in order to win gold medals. That tiny business down the road with customers lining up around the block to patronize it has taken the six steps.

Are you ready to try the six things that all successful people do?

1. Set goals
2. Get started
3. Think positive
4. Take action
5. Be determined
6. Attract it
All that we are is the result of what we have thought. The mind is everything. What we think, we become.

Success doesn’t just happen to people. You have to do something to make it happen. Following these steps will put you on the path to success. Heck, you will probably be the next success story. 

To read the details for each of the six steps above and this entire article which was written by Mike Michalopwicz, Mike Michalowicz Mike Michalowicz Mike Michalowicz Author of The Toilet Paper Entrepreneur, please click on the following link:
http://www.openforum.com/articles/6-steps-successful-people-take?extlink=em-openf-SBdaily
SBIR Hall of Fame
SBA is proud to announce the second annual SBIR Hall of Fame Awards. The SBIR Hall of Fame awards will be made to firms with a long period of extraordinary success of research, innovation, and commercialization within the Small Business Innovation Research (SBIR) and Small Business Technology Transfer (STTR) programs. 
Hall of Fame Eligibility
For the SBIR Hall of Fame, nominees must be previous SBIR or STTR awardees that have contributed significantly to the program’s goals over a period of time through their work. 

Any individual who owns and operates or who bears principal responsibility for operating a business that received an SBIR Phase I and II award or STTR award may be nominated. Partners who jointly own and operate a business may be nominated as a “team,” so long as the number of individuals in the team nomination does not exceed four. Nominees may have previously received a Tibbetts Award, although receipt of a Tibbetts Award is not required. Nominees must also be residents of the United States or its territories and will be subject to background checks.  A company may not apply for both a Tibbetts and Hall of Fame award in the same year.
Hall of Fame Evaluation/Selection Criteria 
The criteria for evaluating a business for the Hall of Fame Anyone can nominate a company for the SBIR Hall of Fame Award – however, self-nominations are not allowed. Awards are:

· Technical innovation – e.g., how the technical innovation has advanced national priorities in R&D, how the technical innovation has benefited the federal government or private citizens 

· Business impact - e.g., job creation and retention, revenue growth, successful acquisition or financial exit 

· Broader social and economic benefit – e.g., encouraging women and minority participation in R&D, supporting regional economic development, creating connections to local universities 

· Degree of impact – e.g., a large initial price offering event, creation of a significant number of new jobs, acquisition by larger firm 

· Longevity – e.g., the company should be well established and have exited from the SBIR or STTR program several years ago 


Hall of Fame Nomination Process
Nominations are now open.  The nomination period will close on January 31, 2012 at 11:59 PM EST.

Nominations packages must be typed and are limited to five (5) pages (single spaced) and include the following sections:

1. Company profile, including (as applicable)(1page):
 - Company/Name
 - Contact address
 - E-mail
 - Phone number
 - SBIR/STTR Award Year
 - SBIR/STTR Award Title
 - SBIR/STTR Award Phase
 - SBIR/STTR Awarding Agency 

2. 500 word (or less) company description 

3. Answer the question with specific references to the five evaluation criteria: “Why does this company/individual deserve to be in the SBIR Hall of Fame?” 

4. OPTIONAL:
 a) Letters of support
 b) Photograph of nominee and/or technology (will not be returned) 

For consideration of the SBIR Hall of Fame, submit nomination packages to http://sbirhof.challenge.gov 
Hall of Fame Selection Process
All Hall of Fame award winners will be selected by the SBA based on the recommendations of a panel of judges. The winners will be announced in early March. A maximum of 5 Hall of Fame winners will be selected for the SBIR Hall of Fame award. 

Awards Ceremony
The national ceremony to recognize recipients of the 2012 Tibbetts Awards and SBIR Hall of Fame Awards will be held in Washington, DC in April 2012.

*Note:   All award winners wishing to participate in the April 2012 event will be responsible for their own travel and accommodation expenses.

For additional information on the SBIR Hall of Fame Awards please contact:

Lisa Younger, U.S. Small Business Administration, Office of Technology
409 Third Street, SW, 6th Floor, Washington, DC  20416
Lisa.Younger@sba.gov
Small Businesses Working Harder for Federal Contracting Opportunities

While the U.S. government is the world’s largest single purchaser of goods and services, the recession has hit government spending as it has other areas of the American economy. A new survey conducted among small business owners who are active federal contractors1 shows that they are working harder for less return than they were a year ago. 

A new report, Trends in Federal Contracting for Small Businesses, published by American Express OPEN’s Victory in Procurement (VIP) program, shows that: 

Small businesses are spending more pursuing federal contracts. Over the past year, the amount of time and money that active small business contractors have invested in seeking federal contracting opportunities has averaged $103,827, an increase of 21 percent over the previous year’s investment of $86,124.
Small businesses are bidding less on contracts. Even as the average investment made in seeking federal contracts has risen over the past year, bidding activity has declined by nearly half—both in prime and subcontracting bidding activity. Further, the average success rates for active small business contractors in both prime and subcontracting have declined as well—indicating a more competitive environment.
Fourth time is the charm. Active small business contractors reported that they had to submit an average of 4.4 bids before they won their first prime federal contract. Once small business contractors got their first taste of procurement success, they wasted little time before trying – and succeeding – again. Two-thirds of active small business contractors have performed on more than one federal contract, and, on average, it took them just under a year (11-1/2 months) after their first procurement victory to win their second contract.
Experience pays off over the long run. Average success rates in prime contracting—38 percent overall—are significantly higher among those with 10 or more years of contracting experience under their belts (53 percent) compared to those who have been seeking federal contracts for three years or less (20 percent). 
Other key findings in the report include the fact that the investment made in seeking federal contracting opportunities has risen most sharply among minority-owned firms and by firms located in the Midwest. The analysis also indicates that there is a law of diminishing returns when it comes to bidding. Success rates fall sharply as a business surpasses bidding on six or more contracts over a three-year period. 

Thus, it would appear that the most successful strategy a small firm could employ in the federal marketplace is to pare down and concentrate on just a few procurement opportunities and not submit more than two or three bids per year.

The survey was conducted in mid October through early November 2011, at the beginning of the government’s FY2012 spending year. Preliminary figures from FY2011 indicate that the US government spent $476.8 billion in contract spending in FY11, down 12 percent from the previous year and down from a high of $541.8 billion in FY2008.2
This report is the first in a series of four reports that will be published from the second annual survey among active small business federal contractors. Other upcoming reports will focus on how women-owned and minority-owned firms in particular are faring in federal contracting, how strategies and outcomes change with level of procurement experience, and what lessons can be shared from firms that focus on subcontracting as a procurement strategy.

Download and read the entire 10-page report Trends in Federal Contracting for Small Business. 

Expanded Tax Credit for Hiring Unemployed Veterans
The work opportunity credit has been expanded to provide employers with new incentives to hire certain unemployed veterans.

On November 21, 2011, the President signed into law the VOW to Hire Heroes Act of 2011. This new law provides an expanded work opportunity tax credit to businesses that hire eligible unemployed veterans and for the first time also makes part of the credit available to tax-exempt organizations. Businesses claim the credit as part of the general business credit and tax-exempt organizations claim it against their payroll tax liability. The credit is available for eligible unemployed veterans who begin work on or after November 22, 2011, and before January 1, 2013. More information will be posted soon.

For the latest information about Form 5884 and its instructions, go to www.IRS.gov/form5884. For the latest information about Form 8850, go to www.IRS.gov/form8850.
Small Businesses to Increase Email Marketing and Social Media Spending in 2012  
StrongMail has released the results of its 2012 Marketing Trends survey [PDF] and gave us all a quick glimpse into where marketers are looking to spend their marketing dollars in the upcoming year. Three areas were highlighted as the biggest points demanding more attention and dollars in 2012. What were they, you ask?

60 percent of respondents will raise email marketing budgets.

54 percent will invest more in social media.

37 percent will increase mobile and search budgets.

Something else that didn’t come as a surprise: seeing small business marketers investing more dollars in email marketing campaigns than in social media campaigns. Because email is still easier for most SMBs to understand, track and associate ROI to, it is an investment they’re more comfortable with.

When it comes to the types of email marketing campaigns SMBs are looking to invest in, 44 percent said they would increase batch promotional programs, 39 percent will increase newsletters and 35 percent will spend more on lifestyle programs.

Interestingly, it seems SMBs are looking to combine their two favorite marketing programs, with an impressive 68 percent of respondents saying they will look to further integrate their social media marketing directly into their email programs to increase their bang for their buck. It’s encouraging to see SMBs looking for ways to use them together. It’s a sign that SMBs are moving attention and dollars in the right direction, combining what’s always worked with newer marketing options.

What are SMBs looking to get from their email marketing efforts? Topping SMB goals are:

48 percent: increasing subscriber engagement

44 percent: increasing segmentation and targeting

32 percent: increasing email opt-ins (subscribers)

Of course it won’t be all email marketing in 2012. When it comes to social media, 39 percent of small business owners will be looking to strengthen their Facebook campaigns, 25 percent will focus on going viral and social media management technology, and 24 percent will increase their Twitter marketing.

One area that won’t be getting as much attention is mobile. Only 37 percent of respondents will increase their mobile spend, with 29 percent saying they’ll look to invest in apps.

Overall, StrongMail’s survey of 939 executives gives us a good look at some of the areas that will see the largest investment in 2012. It is worth noting that, according to the survey, an overwhelming 92 percent of businesses plan to increase or maintain their marketing spend in 2012. So there are no shrinking budgets here. Business owners understand that the way to increase profitability is to build awareness, be present and go after the customers they want to sell to.

Program Success of the Week
Since the Weekly Connection was not distributed last week we have included two Program Successes this week. 

Wilsons Gourds

When the Illinois Small Business Development Center at Kaskaskia College started working with Karen and Paul of Wilson's Gourds in Kell, Illinois they were worn down and struggling to remain in the decorative arts business they love. 

The ISBDC at Kaskaskia College helped them set priorities; become current with website & Facebook; and added an enthusiastic group of marketing students to rejuvenate the Wilson's. They continue to operate their primary business of craft fairs and workshops. While out of town & on their travels, electronic marketing
continues to work on their behalf.

Karen & Paul are showing renewed energy and enthusiasm for a new year of practicing their craft thanks to the assistance and support provided by the ISBDC.
Kingsbury Clean
Mr. David Melone and Jed Levenstein came to the Illinois Small Business Development Center at the Duman Entrepreneurship Center at JVS Chicago in August of 2010. They requested counseling for business development and applied for a loan to help with equipment costs in November of 2010. 

Located in Des Plaines, Kingsbury Clean has been operating since August 2008. Kingsbury Clean is a GREEN sanitization and janitorial service that provides impeccable service to large facilities including: schools, restaurants, office buildings and health spas. 

Known for taking pride in extremely detailed sanitization, Mr. Melone and Mr. Levenstein have created over a dozen new jobs for professionals in the janitorial services industry. According to David Melone “Kingsbury Clean has continued to grow sales exponentially and have made in-roads in terms of branding of the "Kingsbury Clean" name. We look forward to continuing to expand and have already secured very nice contracts for the coming year”.


Kingsbury Clean focuses on hand detailing fixtures, power washing, scrubbing grout and tile, and polishing hardware, all while never failing to give attention to all cracks and crevices. State of the art equipment such as the ATP Hygiene Monitor (Adenosine Triphosphate Hygiene Monitor) is used to detect microbial contamination on surfaces ensuring that whenever Kingsbury Clean is hired to complete a job the facility is not only clean but as close to germ free as possible. 

Since the Weekly Connection was not distributed last week we have included two 

Kingsbury Clean also offers green products for sale including: soap, cleaning solutions, paper, dispensers, and air fresheners. 


The Duman Center acknowledges the great demand for the services the Kingsbury Clean provides and recognizes the growth that was the result of a collaborative effort. We are proud to have Mr. Melone and Mr. Levenstein and the Kingsbury Clean Team as clients and wish them further success in the future.

Getting the Most Out of WebCATS
As you know, one of the best methods of promoting the tremendous value of your services is through client success stories.   Once again we want to stress the importance of including client success story profiles in WebCATS.  All client success stories should be entered into the WebCATS system via the "milestone section".  To enter a success story please click on the ID of the client you are entering the success story for, and go to the "add" drop down near the bottom of the client detail.  Choose milestone from the drop down list and click "go".  Next you will enter the milestone by choosing the type "success story".   Please fill in the notes section with the success story narrative and then save the record.    Thanks for helping to place these in the correct location so that it will help all of us to share the terrific stories about your clients successes.

Websites of the Week
Since the Weekly Connection was not distributed last week we have included two Websites of the Week in today's e-mail.

http://www.innovationmanagement.se
Innovation Management is The Online Knowledge Center for Innovation Management Practitioners. Our mission is to share knowledge to drive innovation. We provide insights, case studies and practical solutions for fueling your innovation pipeline, business model, services and customer engagement. We provide original content written by leading innovation experts and practitioners with global perspectives for management dealing with the day-to-day challenge of changing competitive conditions.

InnovationManagement.se works with international authors and editors covering knowledge and best practice methods in the principal markets around the world. The company’s professional network is highly developed both in the international industry and academic community.

To check out this site, please click on: http://www.innovationmanagement.se
http://theentreprenettegazette.com/
Sarah Shaw is "The Entreprenette".   This website will take you to her blog.   Here is some information about what you can learn there:

"When I launched my first handbag business I had plenty of things: Passion. Determination. Excitement. 

The one thing I did not have is a mentor.  I had to make many mistakes (sometimes multiple times and at great financial and personal costs) to learn what I now take for granted in my everyday business.

I believe deep down that YOU don’t have to experience these mistakes yourself to learn from them. 

I created Entrepenette for one reason: To share my hard-learned, hard-earned knowledge with women entrepreneurs to help them tap into their inspiration and realize their dreams. I help my clients avoid the mistakes, missteps, and pitfalls associated with creating and launching a business. 

I feel so strongly about how much my knowledge can change your life and help you achieve the fulfilled vision you have for yourself that I want to teach you how to do it too.  There's nothing like taking an idea that's been swirling around in your head (possibly for years) and watching it come to life before your eyes.

My goal is to make your life easier. And of course to help you create a smarter, sleeker business that makes you the money you not only want, but deserve.

Are you an Entreprenette?  Whether or not you’ve said it aloud, these may be some of the questions running through that Entreprenette mind of yours: 

Do I want to be my own boss?

Do I want to see my product on the shelves of stores?

Do I want to feel proud when I make a sale?

Do I want to see my product in magazines?

Do I want to get my products into the hands of celebrities?"

And do you feel like the only missing pieces of the puzzle are the know-hows, a little bit of handholding and someone to guide you through this process?    If so, you’re in the right place.  To learn more about the Entreprenette Gazette, please visit Sarah Shaw at: http://theentreprenettegazette.com/
Resources of the Week 
Since the Weekly Connection was not distributed last week we have included two Resources of the Week in today's Weekly Connection. 

Small Business Federal Tax Responsibilities
As the new year begins, you want to check out this updated Publication 4591   It is a quick reference guide for small business taxpayers. 

IBISWorld Webinar for SBDCs Friday, 1/20 at 11am

As all Illinois SBDCs will now have access to IBISWorld during 2012, we wanted to provide a training webinar to explain how you can get the most out of this newly acquired resource.    On Friday, January 20th IBISWorld will make that presentation during a webinar beginning at 11am.   In the near future, all Illinois SBDCs will receive an electronic invitation to participate as well as instructions on how to register for the program.

Please save this date and plan to learn how to access this outstanding research tool in helping your clients become more successful.  Thanks.
What's New on CenterConnect
On CenterConnect this week you will find the November, 2011 Performance Reports for the Illinois SBDC, SBDC ITC, PTAC, BIC and SBEAP along with information on the Small Busness Jobs Act initiative and the Technology, Innovation and Entrepreneurship specialty.  

Moves and News
The 2012 ASBDC Conference page is up! Check out the 2012 Prospectus, agenda and key dates. The webpage serves as a central point where all information related to Fall Conference will be available. The page will be updated frequently so please be sure to safe it to your "favorites." 

Available now;
-Conference Prospectus

-2012 Call for Papers

-2012 Key Pre-Conference Dates

-New Orleans Hotel Info -Conference Schedule Overview

-2011 Certificate Info

-Plus links to learn more about New Orleans 

You can check out the conference page here.
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