------------------------------------------------------------

THE WEEKLY CONNECTION

Entrepreneurship ~ Innovation ~ Technology

------------------------------------------------------------
April 11, 2011

In Today’s Connection:

· Revenue Capital: An Alternative to Equity Capital and Traditional Debt
· Accessing IRS Records - Free Webinar on Wednesday, April 27th 

· Ten Tips For Building Business Relationships

· 5 Web Tools That That Can Help Small Business

· IEN Program Success Of The Week - Auto Tray, Inc.

· Getting The Most Out Of WebCATS

· Website Of The Week - www.momsinbusinessgrant.com
· Resource Of The Week - Illinois Governor's Sustainability Awards Program

· What's New On CenterConnect 
· Moves And News 

Revenue Capital: An Alternative to Equity Capital and Traditional Debt 
Revenue capital (also known as royalty-based financing) offers a potentially flexible financing alternative for entrepreneurs seeking additional capital. For investors, revenue capital presents an opportunity to receive regular and increasing returns as the company gains traction instead of waiting multiple years for a liquidity event.  Click here for an information article from the Angel Capital Education Association. 
Accessing IRS Records - Free Webinar on Wednesday, April 27th
Presented by the Internal Revenue Service on April 27th at 1pm, this FREE webinar is for: 
·  Tax Professionals /  Tax Practitioners /  Enrolled Agents /  CPAs /  Small Businesses / Self-employed Persons

Learn about:

·    How the IRS provides access to agency records 

·    How to use established IRS procedures to properly access records

· 
How to access the IRS FOIA eReading Room and what records are housed there 

·   How to use the resources on the IRS Website to file a FOIA 

·   How IRS Office of Disclosure processes FOIA requests
Register & Attend

· Click on this link to register for the session or paste this URL in your browser:

http://www.visualwebcaster.com/IRS/77694/reg.asp?id=77694
Sponsored by: IRS Small Business/Self Employed Division
Ten Tips For Building Business Relationships

No matter what industry you’re in, building business relationships helps you increase sales, develop innovative ideas and discover new ways to grow your company.  Here are 10 tips for building business relationships. 
1. Join the club. Industry trade associations, niche organizations such as groups for minority or women business owners, groups your key clients belong to and your local chamber of commerce are all great places to make new contacts. 
2. Join the group. Know what you are hoping to achieve from a particular organization. Do you want to meet prospective clients, potential partners, job candidates or suppliers? Setting goals will help you assess whether an organization is right for you. 
3. Be prepared. In any situation where you’re meeting new people, bring an open mind and a friendly attitude. Also bring business cards and be ready to describe what your business does in simple terms (“We help small businesses save money by preparing their taxes”). Greet everyone with a smile, eye contact and a handshake. 
4. Mingle. Never spend all your time at an event talking to one person or group. Think of several ways to politely end a conversation and move on. (But first, get contact information from those you’ve been talking to so you can follow up later). 
5. Follow up. When you meet someone you’d like to get to know, follow up. Use social net​working tools to link up on LinkedIn, become friends on Facebook or follow each other on Twitter, and you’ll also be exposed to the person’s network of contacts. 
6. Take it offline. Connecting on social media is a good start, but to truly foster a business relationship, you need to spend time face-to-face. Suggest getting together for coffee or a meal to share more about your businesses and how you might work together. 
7. Keep in touch. Business relationships are like flowers—without nurturing, they wither and die. Make it a point to regularly connect with your key relationships, whether it’s retweeting their tweets, mailing a card or meeting for lunch. 
8. Harness technology. Contact management software can help you track information about your contacts so you don’t have to remember birthdays, children’s ages or hobbies. The software does it for you and sets up reminders for actions like emailing or sending birthday cards. 
9. Be patient. Business relationships take time to pay off. It may take years of talking and planning with someone before you actually end up working together or seeing any results from one of their ideas, referrals or suggestions. 
10. Aim to give, not just get. Of course, you want to benefit from business relationships—but that’s more likely to happen if you have a generous attitude. Focus on how you can help your contacts, and you’ll find that you get more than you give
5 Web Tools That That Can Help Small Business

Every business needs to get more sales, leads and publicity.  As a business owner you wake up every day wondering exactly how you’re going to do that.  It’s not easy.  Not at all.  However, the times are changing and it’s getting easier, and more cost-effective, to meet your goals.  Here are five Web tools that you can use to help your business find more customers and get more publicity.  To find out what those five tools are, please click HERE. 

IEN Program Success Of The Week - Auto Tray, Inc.

Auto Tray, Inc. is a client of the Illinois SBDC at Harper College.    Grace Amante, participated in the Disaster Assistance and Recovery (DAR) Project recently.    Her story is below.

Grace Amante with Auto Tray, Inc., has a single source for manufacturing her patented product, The Auto Tray.  This manufacturer is in China.  This represents significant risk to Grace’s company, because if a disastrous event occurs at the manufacturing plant in China, the process and potential time it would take to find a new manufacturer could be fatal to her business survival.  Working with a business adviser, he and Grace identified a “single vendor risk.”  Also of note is this manufacturer also had in their possession all the tooling she invested in to mold her Auto Tray product. 

Through meeting with a business adviser, she identified multiple sources of supply for her product, and began the process of obtaining quotations and delivery estimates for tooling up for mold of the product; two sources of supply are being developed to mitigate supply risk.  Also, insurance issues were discussed, as Grace did not have insurance to cover the loss of tooling in the event of a disaster.  With the business adviser, Grace was successful in developing a business continuity plan, to protect her business from financial loss, as well as losing a source of supply, and product flow, in the case of an event.
Congratulations to the Illinois SBDC at Harper for their work in helping this client reduce their risk of having only a single source for manufacturing their product.

Getting The Most Out Of WebCATS 

How do I schedule reports and scorecards? - Any report or scorecard can be scheduled to run on a recurring basis. The results of a scheduled report are e-mailed to one or more recipients.

Follow these steps to schedule a report or scorecard in WebCATS:

1. Select Manage|Scheduled Reports from WebCATS' left-hand menu. 

2. Click the New button to create a scheduled report record. 

3. Using the Schedule and Days fields in combination to schedule the report to recur on a weekly or monthly basis. 

Note: Scheduled reports and scorecards run in the early morning hours on the days you specify.

4. From the Report Type field's drop-down menu, select the type of report/scorecard you would like to schedule: 

· Report. If you're scheduling a built-in or custom report, select the type of report you would like to schedule (e.g. client, contact, counseling session, etc.). 

· Scorecard definition. If you're scheduling a scorecard, select this option.. 

5. Scorecard goal set. If you're scheduling a scorecard with goals attached to it and would like those goals to be part of the output, select this option. When you schedule a goal set, you can choose to have either the columnar version of the scorecard output e-mailed to you, or the graphical version of the scorecard. 

6. From the Report field's drop-down menu, select the actual report, definition, or goal set that you would like to schedule. 

7. From the Subset Criteria field's drop-down menu, select from a list of built-in or saved subsets to narrow down the records that will be evaluated during report generation. 

Important: If you're scheduling a scorecard definition or goal set, it's likely that you'll want to leave the default subset data in place here. This default data represents the run parameters associated with the definition or goal record that you're scheduling.

8. To the right of the Output Format field, select the format in which you want your report output to display. There are up to three formatting options available:  

· Normal generates your report output in a viewer-friendly and printer-friendly HTML format. 

· Export Format generates your report output in a comma-delimited format. 

· Dashboard (Graph), only available for scheduled goal sets, generates your report output as a bar chart focused solely on goal progress. 

Note: If you're scheduling a scorecard definition or goal set, skip to step 13. If you're scheduling an old worksheet, skip to step 12. 

9. From the Sort By field's drop-down list, select a sort order to apply to your report output, if applicable. The sort order options available differ depending on the type of report you selected. 

10. To prefix each record ID in your report output with its associated center ID, select the Prepend Center IDs? check box. 

11. If you are running a client activity (session, award, investment, milestone, etc.) report or inquiry report, indicate whether to include activity comments and/or notes in your report output by selecting or deselecting the Include Comments? and/or Include Notes? check boxes. These options do not apply to some types of activity reports, such as the "Summary of..." reports. 

12. If you've scheduled an old worksheet (scorecards contain processing instructions within their saved definition records and, therefore, this field isn't available when scheduling a scorecard), you can indicate special processing from the Worksheet Mode field's drop-down menu: 

· Selecting the "Include audit information" option generates output that includes an audit trail of all records that contributed to each line item. 

· Keep in mind that an audit trail can also be achieved by processing the worksheet normally and then clicking any line item in the generated worksheet to see all records included in that line item's total. 

· Selecting one of the "Breakdown by..." options produces a worksheet with one column per center, region, month, quarter, or year—depending of course upon the breakdown option chosen. 

13. Enter the e-mail addresses (separated by semi-colons) of the recipients who should receive the recurring report or scorecard output. 

14. In the Message Subject and Message Text fields, be as descriptive as possible so that recipient(s) will know exactly what they're looking at. 

15. Click Add to save your new scheduled report record.

Website Of The Week - www.momsinbusinessgrant.com
The National Association For Moms In Business is the leading national association for Entrepreneurial, Executive, & CEO Moms 
Moms who are in business not only influence their personal circles, they also influence the direction, the connections, and policies that effect the future of small business.  44% of women business owners have children under the age of 18 and even more have older children and grand children.  61% of female corporate executives also have children, and they are on the rise -- an increase of 60% has been seen in women taking on executive positions. In addition, 86% of female business owners and executives not only consider a company's policies towards moms before purchasing, they also use the same company for both personal and business purchases.  According to The Shriver Report, moms are the breadwinners for 2/3rd of America's households.

As the only national association representing over ten million* Entrepreneurial, Executive and CEO moms, The National Association For Moms In Business (MIBN) started in 2003 to provide a voice, empowerment, education and relationship building for moms in business. MIBN outreaches to 500,000 moms in business through our marketing channels and partners.  They work to help moms in business come together with one voice to make a difference for all business moms in legislation, in education, in networking, and in business growth.   It is their passion and mission to make sure all business moms succeed.  

To learn more about this organization and the grant program competition now in progress, please visit: www.momsinbusinessgrant.com
Resource Of The Week - Illinois Governor's Sustainability Awards Program

2011 marks the 25th year of the Illinois Governor's Sustainability Awards. The University of Illinois Sustainable Technology Center (ISTC) is now accepting applications for the 2011 Governor's Sustainability Awards. The Center, in cooperation with the Office of the Governor, has honored organizations for their efforts in sustainability and pollution prevention since 1987. Sustainability is achieved through activities that satisfy today's needs without diminishing the prospects of future generations. At ISTC, we believe that the key to sustainability is being less wasteful with materials, energy, and natural and community resources.

For the award application, please tell them your story. They want to know what you did, how you did it, and how it helped your organization, the environment, and your community. This is a competitive award, and successful applicants will provide detailed, creative, and compelling descriptions of significant activities whose benefits encompass the three aspects of sustainability: environment, society, and economy.  Applications will only be accepted electronically and must be submitted to GovsAwards@istc.illinois.edu by May 27, 2011 for consideration.
To learn more about this awards program, please click on: http://www.istc.illinois.edu/info/govs_awards.cfm
What's New On CenterConnect 
The ASBDC Economic Impact Brochure  is now on CenterConnect.   This brochure includes statistics for the national SBDC Program, using data through 2009.   It was produced earlier this year and was made available during the Spring Meeting in early March in Washington DC.

Moves And News 

Please join us as we welcome Mary Ma to the Illinois SBDC.   She is the new Illinois SBDC ITC Director at Governors State University in University Park.   Mary is a Global Logistics Manager with experience in Greece, Singapore, Korea, Japan and China.   She is bilingual including Mandarin.   Welcome, Mary.
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