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NOTE:  The DCEO Offices will be closed on Monday, February 21st in celebration of Presidents’ Day. 
Final Regulations Strengthen 8(a) B. D. Program for Small Businesses

The U.S. Small Business Administration has published a package of final rules that will revise regulations to strengthen its 8(a) Business Development program to better ensure that the benefits flow to the intended recipients and help prevent waste, fraud and abuse.

The rules published in The Federal Register, will become effective on March 14, 2011.   The revisions are the first comprehensive overhaul of the 8(a) program in more than 10 years.  The regulations incorporate technical changes and substantive changes that mirror existing or new legislation enacted since the last revision in June 1998.  

The rules cover a variety of areas of the program, ranging from clarifications on determining economic disadvantage to requirements on Joint Ventures and the Mentor-Protégé program. Some of the components of the 8(a) program that the revised regulations will affect include:

• Joint Ventures – requiring that the 8(a) firm must perform 40 percent of the work of each 8(a) joint venture contract that is awarded, including those awarded under  a Mentor/Protégé agreement, to ensure that these companies are able to build capacity;   

• Economic Disadvantage – providing more clarification on factors that determine economic disadvantage as it relates to total assets, gross income, retirement accounts and a spouse of an 8(a) company owner when determining the owner’s ability to access capital and credit;

• Mentor-Protégé Program – adding consequences for a mentor who does not provide assistance to their protégé, ranging from stop-work orders to debarment 

• Ownership and Control Requirements – providing flexibility on whether to admit 8(a) program companies owned by individuals with immediate family members who are owners of current and former 8(a) participants; 

• Tribally-Owned Firms – requiring firms owned by tribes, Alaska Native Corporations, Native Hawaiian Organizations and Community Development Corporations to report benefits flowing back to their respective communities;

• Excessive Withdrawals – amending regulations on what amount is considered excessive as a basis for termination or early graduation from the 8(a) program; and

• Business Size for Primary Industry – requiring that a firm’s size status remain small for its primary industry code during its participation in the 8(a) program.  

The 8(a) program is a nine-year business development program for small businesses where the owner(s) fits the SBA’s criteria of being socially and economically disadvantaged and the same owners control the firm.  The 8(a) program helps these firms develop their business and provides them with access to government contracting opportunities, allowing them to become solid competitors in the federal marketplace.  It also provides specialized business training, counseling, marketing assistance and high-level executive development to its participants.  In FY09, small businesses received $18.6 billion in 8(a) contract dollars.  

  

For more information about the revised 8(a) regulations, a compliance guide, and the 8(a) program, visit http://www.sba.gov/content/revised-8a-regulations or e-mail questions to:  8aBD2@sba.gov. 

Committees in Congress That Deal With Small Business Issues

Below is a link to an article which is a good explanation of the Committees in Congress that deal with Small Business issues.   The U.S. Senate and U.S. House of Representatives both have them.  Their members and roles are presented within this article.  It is good background information for both Centers and small business clients to know about, as you educate these important stakeholders about the value of the services provided to clients.

The 112th Congress promises to be very active in areas that will have a profound impact on small businesses.   It’s important to understand which elected officials are making decisions that impact the ability of small businesses to succeed.  This article provides an overview of who the key players are in Congress.

Click on the following link to read this very informative and timely article.  http://www.openforum.com/idea-hub/topics/the-world/article/politicians-every-small-business-owner-should-know-mike-periu?cid=em-smartbrief
Startup America Entrepreneurial Mentor Corps

The U.S. Small Business Administration recently launched an initiative to mobilize members of the current generation of successful business owners to mentor and support startups and entrepreneurs to help them become the next generation of great American companies.  

As part of the White House’s Startup America initiative, the Entrepreneurial Mentor Corps (EMC) is aiming to support more than 1,000 startup and early-stage firms across the country. SBA is partnering with the Ewing Marion Kauffman Foundation in identifying organizations and mentoring best practices for the EMC program.

In line with that, today SBA Administrator Karen Mills announced one of the first initiatives of EMC, a pilot program that will match mentors with 100 startups in the clean energy sector.

“Who better for entrepreneurs and startups to learn from than individuals who have been down a similar path before,” Mills said. “Mentors can provide valuable insights critical to their success; from opportunities for financing, advice on hiring to even walking an entrepreneur through steps for taking a product or idea into the commercial market. The Entrepreneurial Mentor Corps will mobilize some of the best and brightest business leaders to help create the opportunities for success, drive innovation and spur job creation across the country.”

Through EMC’s clean energy pilot, four regional “accelerators” will identify and match mentors with 100 clean energy startups, to help them quickly grow their revenue, create jobs, and attract outside financing while avoiding pitfalls that frequently challenge startups. Accelerators are organizations that offer services ranging from mentoring and technical assistance to business guidance and focused networking.  

The EMC clean energy pilot is a partnership between SBA, the Department of Energy (DOE) and the Advanced Research Projects Agency-Energy (ARPA-E). Initially, eligibility for the clean energy pilot will be limited to startups that have already received funding from either DOE or ARPA-E.

The four accelerators funded in the initial stage of the project include:

• CleanTech Open (Bay area and New England);

• CleanTECH San Diego (Southern California and the Southwest);

• Clean Energy Trust (Midwest); and,

• Nevada Institute for Renewable Energy Commercialization (Mountain Region). 

Going forward, Startup America’s EMC program, through the partnership between SBA and the Kauffman Foundation, will work to create mentoring initiatives across many industry sectors with a target of helping more than 1,000 entrepreneurs annually and build a nationwide network of mentors, accelerators and successful startups.

For more information on the Entrepreneurial Mentor Corps program please visit http://www.sba.gov/startupamerica.  

Technology Is A Headache, But A Useful One For Your Business

Many of you view technology as a necessary evil. You have to have computers to be more efficient. You must use email as it’s the way we all communicate. And you simply MUST have a Twitter profile and Facebook page even though you may have no clue what to do with these profiles.

Stop letting technology be a headache for you and instead, leverage technology as an investment in your business. Instead of letting it be an annoying and confusing part of doing business, allow it to be a critical asset that helps you do more with less, save time, boost production, enhance customer service, save money and beat your competition.

How can technology be an investment in your business and take the pain away from running your business?

1. Wherever you find repetitive and manually intensive tasks, see if there is a way that technology can help. For example, maybe during your hiring process you are manually sorting the incoming resumes. Stop doing this. Let applicants submit their resumes through a form that will help you to automatically sort and catalog each one as they come in. 

2. If you find that you are often not able to see what your employees, consultants and teams are or are not doing, use project or task management software.  However, you must work with your employees to ensure they are using it and using it properly. 

3. Training is an important part of using technology. You’ll find that you and your employees are at all different levels of technology knowledge. Some are very nervous of technology and even double click on web site links, for example.  Yet others are very advanced.  For those who are a bit afraid of technology, train them. Services like Grovo help online professionals know more about technology. 

4. Always evaluate the hardware you have and test it out. For example, just because everybody is raving about the iPad does not mean it’s for you. Maybe you need the Samsung Tab or Galaxy Streak, for example. Maybe people you know are putting down netbook computers, but it might just be the perfect tool for you. 

National SBIR/STTR Spring Conference, April 11th - 13th in Madison, Wisconsin
At this National SBIR/STTR Conference, you will hear about key facets of the federal SBIR/STTR programs. Specifically you will: Hear from attending federal SBIR/STTR agency representatives; Hear from government, industry and academic experts in the federal SBIR/STTR Programs; Meet with agency representatives at one-on-one sessions; Connect and network with technology entrepreneurs, innovators, researchers; Learn about cutting-edge technology opportunities in defense, agriculture, energy and life sciences; Learn how to successfully submit competitive research proposals; Learn about large companies and their partnering opportunities with small businesses; Learn about many research oriented organizations (private and public) in the Midwest.  Click HERE for more information about this upcoming national conference that will be held in Madison, Wisconsin. 
IEN Program Success Of The Week - Crop to Cup Coffee
Jake Elster and Crop to Cup Coffee has been a client of the Illinois SBDC at Duman Microenterprise Center in Chicago since April 2008.   With locations in Chicago and New York, this company has seen much success in a short period of time.   This unique company seeks to bring  customers closer to the coffee crop by introducing them to the people behind the beans that they brew.

This client is endearingly known as “The Coffee Guy”.   Because of their success, the SBDC decided to submit Crop to Cup Coffee for an SBA Award.     According to the Illinois SBDC at Duman Microenterprise Center, Jake has just received word that he is the "SBA Young Entrepreneur of the Year". 

 
We want to congratulate Jake Elster and Crop to Cup Coffee not only for their business success, but also on being notified of the SBA Young Entrepreneur of the Year Award.    Congratulations also to the Illinois SBDC at Duman Microenterprise Center for the assistance they have provided to this client and for nominating this client who is now an award winner.

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.

Website Of The Week - www.export.gov
The National Export Initiative is bringing together federal, state and local resources to meet the goal of doubling exports in the next five years. The U.S. Small Business Administration and its resource partners, the SBDC network, can play a significant role in identifying companies with export potential and educating them about the vast array of government services to help them succeed.

 

SBA is working closely with the U.S. Department of Commerce to ensure there is a clearer process for small businesses interested in exporting. Specifically, they are working to address the concern expressed by small businesses that exporting is too complicated. The Commerce Department recently re-launched the primary federal government exporting Web site, www.export.gov, to better serve beginning exporters.

 

A new button on the export.gov home page, "Begin Exporting", directs businesses to an easy-to-follow six-step process. The first step is a self-assessment.  Depending on the assessment score, small businesses are referred to specific training and counseling programs in Step 2. Steps 3-6 include: Create an Export Business Plan; Conduct Market Research; Find Buyers; and Investigate Financing Your Small Business Exports, Foreign Investments or Projects.

 

For assessment scores in the 0-20 range, small businesses are directed to a link to SCORE’s online international trade counselors. Scores in the 30-80 range (more prepared/ready businesses) are provided a link to the State Lead Small Business Development Centers. Businesses scoring above 80 are directed to a Commerce Department Commercial Service trade specialist.

 

To learn more, please visit: www.export.gov
Resource Of The Week - New Equity Business (NEB)

What is New Equity Business?  New Equity Business (www.newequitybusiness.com) is the nation’s premier site for entrepreneurs to find small business financing products, learn about important news and information, and connect to qualified financing specialists. The site hosts a free, searchable database of over 1,500 public and private financing products from over 420 funders/lenders/investors. The site also features a rich and growing collection of news and features articles on small business financing and financial health. Through New Equity Business, entrepreneurs can also connect to financing specialists – “NEB Navigators” – who help small business owners assess their financial readiness and apply for financing.

As an organization that works directly with small businesses, you now have an exciting new resource for your clients. In addition to searching the database of financing products, you can share New Equity Business directly with your clients and colleagues and track their usage and activity on the site. New Equity Business is an important – and free – tool in your toolbox of financing resources. Visit www.NewEquityBusiness.com today, fill out a profile, and begin referring your clients, reading current articles about small business issues, and searching the database of financing products.

Finding money for your small business clients just got easier.   Visit: www.NewEquityBusiness.com to learn more.

What's New On CenterConnect 

On CenterConnect you will find the January 2011 IEN Performance Report for the Illinois SBDC, SBDC ITC, PTAC, BIC, SBEAP and ECs.  You will also find a copy of the FFY11 Illinois SBA Lenders Performance Report for the period of October 2010 through January 2011.  

Moves And News 

Top Referral Partners In 2010 - ACCION Chicago would like to thank their top referral partners from 2010.  They appreciate the support of their mission and are grateful for help in reaching out to Chicagoland area small businesses.   We also want to congratulate those among the Top Referral Partners who are also Directors of Illinois SBDCs.   They include:   
 
Jan Bauer, Illinois SBDC at College of Lake County
Robert Rakstang, Illinois SBDC at Governors State University
Ken Crite, Illinois SBDC at Kankakee Community College
Harriet Parker, Illinois SBDC at Waubonsee Community College
Congratulations to all of you on being recognized for your efforts to assist Illinois small businesses and entrepreneurs!




 HYPERLINK "http://www.illinoisbiz.biz/dceo/" 


 HYPERLINK "http://www.buyillinois.net/buy1/home.aspx" 
      
     

“Providing Guidance for Business Growth"
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