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-  INDUSTRIAL ENERGY EFFICIENCY FORUM

-  SBA EMERGING 200 - E 200 Q & A
-  SUCCESS OF THE WEEK - OLD SOUTHERN COUNTRY SUPPLY

-  GETTING THE MOST OUT OF WEBCATS

-  WEBSITE OF THE WEEK - WWW.GREENBIZ.COM
-  RESOURCE OF THE WEEK - STATE ENERGY INCENTIVES

-  WHAT'S NEW ON CENTERCONNECT
-  MOVES AND NEWS

                                                        

SBA ARRA FUNDING EXTENDED 

On March 26, 2010, the President signed legislation (H.R. 4938) that  permits SBA to use up to  $40 million of existing appropriations to fund new 7(a) and 504 loans under Sections 501 and 502 of the American Recovery and Reinvestment Act of 2009 (the “Recovery Act”).   Specifically, these funds are available for the payment of certain 7(a) and 504 loan fees and a higher SBA guaranty for eligible 7(a) loans.  

In addition, this legislation extends SBA’s authority to provide a higher guaranty for eligible 7(a) loans to April 30, 2010.  

Funding of New Loans in the Queue
SBA will begin funding applications for new loans that are in the 7(a) and 504 Recovery Loan Queues as soon as administratively possible.

Funding of Increases to Previously Approved Loans
For previously approved 7(a) and 504 Recovery loans that were funded from either the original Recovery Act appropriations or the supplemental funds provided in the Department of Defense Appropriations Act, 2010 (the “DOD Appropriations bill”), requests for increases to these loans will be approved as funds become available through the cancellation of loans that were funded from the same appropriations that originally funded the loan.  

For example, if a previously approved loan that was funded out of original Recovery Act appropriations needs an increase, that increase may only be funded if another previously approved loan funded out of the original Recovery Act appropriations is cancelled.   A cancelled loan that was funded by the DOD Appropriations bill cannot be used to fund an increase for a loan that was originally funded with Recovery Act appropriations. 

As a reminder, for 7(a) and 504 Recovery loans that were funded from the appropriations provided by the Temporary Extension Act of 2010 (i.e., loans approved between March 2 and March 28, 2010), no requests for increases may be considered after March 28, 2010.  If the borrower needs additional funds, a new loan application will be required.  

The Recovery Loan Queue homepage will remain on the website in the “green” phase as long as funding for new Recovery loans remains readily available.  

Information on the Recovery Loan Queues may be found on SBA’s website at http://www.sba.gov/recoveryq/index.html.  

Continuing Requirements
As a reminder, all Recovery Act requirements continue to apply to all 7(a) and 504 loans approved under sections 501 and/or 502 of the Recovery Act.  This includes the requirement to document the loan file to show compliance with the particular eligibility requirements for these loans.  SBA Information Notice 5000-1134, issued December 9, 2009, reminds 7(a) lenders and CDCs of the specific documentation requirements for certifications concerning the borrower’s hiring practices and that no Recovery loan funds go towards financing restricted uses (swimming pools, golf courses, zoos, aquariums and casinos or other gambling establishments).   Lenders and CDCs are also reminded of the requirements governing the reporting of jobs created and retained.  

SBA’s website will be modified consistent with this Notice.  

SBA Field Offices will advise 7(a) lenders and CDCs of this Notice.  Questions concerning this Notice should be directed to the lender relations specialist in the local SBA field office.  The local SBA field office may be found at www.sba.gov/localresources.

PROFITCENTS WEBINAR ON APRIL 14TH  – REGISTER NOW

Sageworks, Inc., the providers of the ProfitCents financial analysis tool, are offering a webinar to all of their SBDC customers on Wednesday, April 14th at 2pm.  This session will be a forum for product training, strategic thinking and collaboration of best practices as you look to strengthen your knowledge base of the ProfitCents tool.   This webinar will be presented by Shawn Moriarity and Dustin Lubertazzi, the two ProfitCents Advisors assigned to assist the Illinois SBDC.   Although this webinar is free to member centers of the Illinois SBDC, registration is required.   If you would like to participate, please send your name, phone number and email address to Mark Enstrom, the Illinois SBDC Resource Development Coordinator at mark.enstrom@illinois.gov by COB on Wednesday, April 7th.      

FINANCIAL EDUCATION WEBINARS IN APRIL

On Wednesday, April 7th, Wednesday, April 14th and Wednesday, April 21st the SBA will host a series of “FREE” Financial Education webinars highlighting the importance of financial and business knowledge.   The webinars will be held at 10am and 2pm on all three days.   For more details, please visit the SBA website at: www.sba.gov
You will learn how to:

• Build wealth not debt

• Create a pathway to financial freedom and strategies for today’s business world

• Get fiscally fit and learn from some of the best in the business

• Learn practical money skills to financial wellness

Webinar Topics Include:

• Basic Banking/Financial Tips for Small Businesses

• The Importance of Financial Education in the Workplace

• Your Money, Your Choices, Your Future

• Personal and Business Money Management

N
For FREE visual and audio access to the Webinar:  Go to www.readytalk.com – click “join a meeting” and enter access code 3761101. Then dial 866-740-1260 and enter access code 3761101 (plus the # key)

System Requirements:

— Windows, Mac, Linux and Solaris operating systems

— Internet Explorer, Safari and Firefox Web browsers

— Separate telephone line needed for the audio portion Li in the United States in
April 

INDUSTRIAL ENERGY EFFICIENCY FORUM
This forum will be held on Wednesday, April 21, 2010, from 8:15am to 6:00pm at the UIC Forum located at 725 West Roosevelt Road in Chicago.   The Energy Resources Center, University of Illinois at Chicago invite you to attend a one day workshop to better understand:
· The importance of investigating energy efficiency improvements at your facility.

· The tools necessary to investigate energy efficiency improvements.

· The "next steps" necessary for you to proceed with implementing an energy efficiency program.

· The follow-up support as you proceed to design, evaluate, and implement an energy efficiency program at your facilities.

Click HERE for the Agenda!

Who Should Attend:
Industrial Facility Owners, Managers, Engineers, and anyone interested in improving industrial energy efficiency

Registration Fee:
There is a $45 registration fee which includes lunch and a networking social hour after the Forum.  Register NOW!

Sponsors:
· U.S. Department of Energy "Save Energy Now Program"

· Energy Resources Center, University of Illinois at Chicago

· Illinois State Energy Office DCEO

· Industrial Trade Association Allies

	
	
	
	


For more information, please contact Salvatore Rinaldi, Energy Resources Center at 312-996-2554 or samr@uic.edu
SBA EMERGING 200 - E 200 Q & A

In 2008, the U. S. Small Business Administration piloted a new entrepreneur training initiative, Emerging 200 (E 200).  In Chicago through 2009, 38 firms have graduated from the E 200 program.   The SBA is now seeking to enroll 15 inner city businesses with high growth potential to participate in the upcoming session of E 200. 

The core of the E 200 initiative is 90+ hours of advanced business training. The SBA Illinois District Office, Illinois Small Business Development Center Network, SCORE Chicago Chapter and the Chicago Minority Business Opportunity Council (CMBOC) will sponsor business development training for the 2010 E 200 class participants. 

Q: What kinds of businesses enroll in the e200 curriculum? 
A: Businesses from all different sectors may enroll in the initiative. The training will benefit manufacturing companies, retail stores, wholesalers, contractors, transportation providers, service businesses, and professional firms. The curriculum is designed to be customized to the entrepreneurs taking the initiative, as the participating businesses are ‘live cases’. 

Q: What about Chicago’s e200 class? 
A: The U.S. Small Business Administration Illinois District Office has sponsored two e200 classes, graduating in 2008 and 2009. 38 entrepreneurs from different sectors of business learned strategies and techniques to help position their firms for immediate strategic growth. The owners meet with subject matter experts and were provided with counsel and technical assistance. 2010 Chicago E 200 cosponsors include SCORE Chicago, CMBOC and the Illinois SBDC Network. 

Q: Why is e200 designed for established entrepreneurs and not startups? 
A: Many existing training initiatives, technical assistance, and financial resources lean heavily toward helping startup businesses. Existing small businesses have a large impact on employment opportunities in urban neighborhoods, which directly affect local living conditions. E200 was created to address the needs of existing business in urban areas by focusing on improving the skills of these entrepreneurs, thereby strengthening their established businesses. The StreetWise StepsTM training is specifically designed to assist established businesses. 

Q: What is the timeframe for the SBA Emerging 200 training initiative? 
A: The educational initiative, utilizing the Interise curriculum StreetWise StepsTM, is taught over 6 months. Executives in the Chicago e200 initiative commit their talent and time to the program. 

Q: How much time do entrepreneurs need to commit to the initiative? 
A: Entrepreneurs will be in class for 40 hours of instruction time, divided over 13 class sessions. They will also spend roughly 20 hours in CEO Mentoring Groups. Self paced learning and networking opportunities can take 6 hours per session. All the instructional approaches – classes, CEO Mentoring Groups, and self-paced learning are interconnected and of equal importance. 

Q: What does a graduate of the e200 curriculum walk away with? 
A: At the conclusion of the initiative, entrepreneurs produce a three-year strategic growth plan with benchmarks and performance targets which will help them access the necessary support and resources. It also gives them the basis for creating the formal business plans that different sources of capital request of them.

The profile of firms sought for the 2010 E 200 class: 

· have been actively operating at least 3 years 

· have minimum annual revenue of $400,000 and 

· headquartered in the inner city 

The SBA is seeking to attract firms in various industries including: 

Advanced telecommunication 

Construction 

Film, video and interactive media services 

Health services support and supply 

Hospitality, tourism, entertainment 

Light manufacturing 

Logistics, transportation and distribution 

Professional services 

Retail 

Sustainable green industries – alternative energy and recycling 

To indicate interest, prospective small business firms may go to the SBA Illinois District Office website www.sba.gov/il and complete the expression of interest form.

SUCCESS OF THE WEEK - OLD SOUTHERN COUNTRY SUPPLY
Randy and Carolyn Pieroni, owners of Old Southern Country Supply in Vienna, opened their doors on November 2nd, 2009 and held their ribbon cutting on November 9th, 2009. Carolyn and Randy sought the assistance of the Illinois Small Business Development Center at Shawnee Community College. The business currently employs two full-time and four part-time employees. 

Carolyn had this to say, “Where do I begin?  From the first phone call I made, the SBDC has been there for me in so many ways.  I was new to Southern Illinois and a late enrollment for a Microsoft Word 2007 class.  Joyce called me back and made sure I had a seat in the class.  Then I enrolled in QuickBooks Level 1 and 2.  I have no accounting or booking background and admittedly struggled with the class.  I took my limited knowledge of QuickBooks and Microsoft Word and jumped into the retail world, with Gabriele as my lifeline.  Gabriele has been to my store several times to assist me with setting up Microsoft Excel and QuickBooks POS to enter large volumes of inventory in a short amount of time.  She has also helped me with technical problems like setting up my label printer and downloading drivers that my system did not have.  Gabriele Farner and Candy Eastwood also participated in my opening day which meant a lot to me.  Every day is 2 steps forward and 1 back, but I don’t worry because I know that the SBDC is there for me if I ever need them. Thank you for all you have done”. 

The store offers a line of animal feed, pet supplies, bird feeders, horse supplies and various other lines to cater to the needs of the local and surrounding communities. Old Southern Country Supply also offers Men’s, Women’s and Children’s clothing, footwear, accessories, outwear, hunting, riding and work wear apparel. Brands include, but not limited to Carhatt, Redwing, Wrangler, Russell Mossy Oak, Muck Boots, Lucky Bucky.

Congratulations and wishes for continued success to Old Southern Country Supply and thanks to the Illinois SBDC at Shawnee Community College in Ullin for the great help you have given to this client.

GETTING THE MOST OUT OF WEBCATS 
How do I calculate the percentage of "In Business" vs. "Not In Business Clients?"

The steps below will allow you to run subsets and worksheets that will give you a breakdown of your clients base for a given time frame.

Steps to Selecting In Business Clients
1. Select Center

2. Select All Clients/Pre-Clients

3. Create Client Subset

4. Check Date Company Established 

5. Click on specify criteria button at the bottom of the screen

6. For the date company established you want to choose a time frame that will capture all established companies.  Always start with 01/01/1980 and end the date criteria sometime past the current date that you are creating the subset.   

7. Click Finish -  - This will give us an up to date list of all In Business Clients for that center

8. Next Click on the worksheets button and run a SBA 2007 Quarterly Case Report

9. Criteria for the worksheet should include correct center, funding source date range, and most importantly make sure you check the box that says “Last Client View” (subset search results).  This will make sure that you only report on the subset and not all center records.

10. Run the worksheet to get the total number of In Business Clients for your selected time frame.

Steps to Selecting Not In Business Clients
1. Select Center

2. Select All Clients/Pre-Clients

3. Create Client Subset

4. Check Date Company Established 

5. Click on specify criteria button at the bottom of the screen

6. For the date company established you want to choose a time frame that will capture all established companies.  Always start with 01/01/1980 and end the date criteria sometime past the current date that you are creating the subset.   

7. Now we check the “non matching records” to make sure that we capture only clients who are not in business.  This is the opposite of what we did above with the In Business Clients.

8. Click Finish -  - This will give us an up to date list of all Not In Business Clients for that center

9. Next Click on the worksheets button and run a SBA 2007 Quarterly Case Report

10. Criteria for the worksheet should include correct center, funding source date range, and most importantly make sure you check the box that says “Last Client View” (subset search results).  This will make sure that you only report on the subset and not all center records.

11. Run the worksheet to get the total number of Not In Business Clients for your selected time frame.

WEBSITE OF THE WEEK - WWW.GREENBIZ.COM
GreenBiz.com™, Business Voice of the Green Economy, is the leading source for news, opinion, best practices, and other resources on the greening of mainstream business.  Launched in 2000, its mission is to provide clear, concise, accurate, and balanced information, resources, and learning opportunities to help companies of all sizes and sectors integrate environmental responsibility into their operations in a manner that supports profitable business practices.   Read up on the latest trends in sustainable business practices and see what successful practices other companies, large and small, are employing. 

GreenBiz.com is a clearinghouse of news, advice and resources that keeps the pulse of green business and is the flagship website of Greener World Media, the world's first and only mainstream media company focused exclusively on sustainability and the competitive edge it brings to businesses. 


To learn more, please visit them at: www.greenbiz.com
RESOURCE OF THE WEEK - STATE ENERGY INCENTIVES
Want to know what incentives government or your utility company offers your business for installing an energy-efficient heating system or putting solar panels on the roof?    The Database of State Incentives for Renewables and Efficiency (DSIRE) is a comprehensive source of information on state, local, utility and federal incentives and policies that promote renewable energy and energy efficiency.  Established in 1995 and funded by the U.S. Department of Energy, DSIRE is an ongoing project of the N.C. Solar Center and the Interstate Renewable Energy Council. This site provides a comprehensive, yet easy-to-use, national database of incentives for taking steps to save energy.  To learn more, please visit this resource by clicking on: Database of State Incentives for Renewables & Efficiency
WHAT'S NEW ON CENTERCONNECT 
This week on CenterConnect you will find a release from the IRS pertaining to the Tax Credits for Small Employers to help them Provide Health Insurance to their employers.  You will also find a flyer on the upcoming SBA Financial Education Webinar Series highlighting the importance of financial and business knowledge. 
MOVES AND NEWS
We would like to extend a very warm welcome to Mr. Sander Hos, who joined the Illinois SBDC ITC at the North Business Industrial Council in Chicago on March 1st.  Mr. Hos brings extensive experience in NAFTA regulations and supply chain analysis to this position.   He also has 20 years of industry experience in logistics, transportation operations, project management, including working for UPS Supply Chain Solutions and Fed Ex Services.   His talents also include being able to speak Dutch and German, which certainly helped him while working both in Europe and the U.S.   Welcome Sander ! 

 “Providing Guidance for Business Growth"

===============================================================
The IEN WEEKLY CONNECTION is distributed by the Illinois SBDC each Monday to the members of
the DCEO Illinois Entrepreneurship Network to provide these service delivery partners with
regular updates on small business issues, opportunities and resources.  Please forward this update
to any other interested resource providers and key stakeholders.  www.ilsbdc.biz 
===============================================================  
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