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SBIR Funding in Energy Efficiency and Renewable Energy

This funding opportunity includes 8 broad topics and 30 subtopics in areas including advanced manufacturing, energy-efficient buildings, biomass, hydrogen and fuel cells, solar energy, and wind and water power technologies. The Energy Department will fund selected small businesses with one-year awards of up to $150,000 to explore the feasibility of innovative clean energy concepts. Awardees with successful projects will have the opportunity to compete for more than $1 million in follow on funding.

Detailed application instructions, including eligibility requirements, can be found on EERE's Funding Opportunity Exchange website under Reference Number DE-FOA-0000715. Full Application Submission Deadline is 7/3/12 at 11:59pm ET

Additional details are available on the DOE SBIR home page. Register for the DOE SBIR/STTR mailing list at the bottom of the DOE SBIR home page in order to receive a webinar invitation. 
Supplier Connection
Small businesses are the engines of our nation’s economy, and the Small Business Administration exists to help find opportunities to grow and create jobs.

SBA recently released information about two online tools that give small businesses greater access to markets for you to sell goods and services. Recent reports show that small suppliers can more than triple revenue growth and more than double job growth just a few years after becoming a large company supplier.

Supplier Connection: Connecting YOU to America’s leading companies

Created by the IBM Foundation, Supplier Connection is a free online common application that allows you to simultaneously send information about your products and services to fifteen private sector companies. These buyers include some of America’s most respected firms, with purchasing power of $300 billion each year – Facebook, AT&T, IBM, Pfizer, UPS, Caterpillar, AMD, Office Depot, Dell, JP Morgan, John Deere, Wells Fargo, Citi, Kellogg’s, and Bank of America. Over the coming months, we expect even more large companies will be added. To join Supplier Connection, please visit www.supplier-connection.net. For frequently asked questions, a user manual and a list of industries and commodities being requested, click on the “FAQs” tab on the top of the screen.

SUB-Net: Connecting YOU to Federal Government sub-contracting opportunities

SBA also helps small businesses become suppliers to the world’s largest buyer – the Federal Government. One way to break into Federal contracting is to become a sub-contractor to a large prime contractor. Each year, small businesses are awarded $70 billion in Federal sub-contracting opportunities. We maintain an online database that helps you search for Federal sub-contracting opportunities posted by large prime contractors and other non-federal agencies, which we call SUB-Net. To learn more about SUB-Net, please visit http://web.sba.gov/subnet/. To view a list of current solicitations, click “Search” on the top of the screen and then and click “View all solicitations” on the left side of the screen.

These databases break down barriers to make it easier for you to access Federal and commercial supply chains.  I hope you will take a look at them. And after you do, remember that SBA stands ready to help you get the contracting know-how, capital and counseling to be successful suppliers. As we discover more resources which may benefit your small business we may send you additional information. Visit www.sba.gov for more details on our small business programs and resources.

Overwhelming Majority of Small Business Owners Optimistic
After years of living under the rain cloud of recession, things may finally be looking up, at least judging by the results of a recent survey conducted by SurePayroll.

The SurePayroll Scorecard, which looks at national, state and regional hiring and salary indices as an indicator of the overall U.S. economy, showed that 70% of small business owners are optimistic about the state of their businesses.

The Signs of Good Things to Come - What proof do we actually have that things are better? Well, for one, we’re hiring more. In the survey, 31% said they planned to hire during 2012. Only 2% plan to reduce hiring.  Nearly 80% said their first quarter of business met or exceeded expectations, largely due to an increase in customer demand, as well as some cost cutting.
Still Room for Improvement - One area that stayed flat or decreased slightly on the SurePayroll Scorecard is salary. While businesses are hiring (at least some of them), they’re not paying more. Some people who work for large corporations took a pay cut during the recession – but still haven’t seen that money back.

To read this entire article, please click on the following link:

http://smallbiztrends.com/2012/04/small-business-owners-optimistic.html?utm_source=feedburner&utm_medium=email&utm_campaign=Feed%3A+SmallBusinessTrends+%28Small+Business+Trends%29
How to Boost Chances of Getting a Small Business Loan
Are you seeking financing for your small business? A report from the SBA’s Office of Advocacy has some interesting insights that might help improve your chances of success.

Even though the economy was picking up and total business lending was slowly trending upward, the SBA reports that borrowing money was still challenging for small businesses in the fourth quarter of last year. 

Overall though, there’s promising news. Small business loans totaled $597.8 billion in the fourth quarter, and the value of small business commercial and industrial (C&I) loans increased for the first time in seven quarters. Bankers saw increased demand for these loans—the highest since early 2005—and they also eased their terms a bit.

The SBA reports that micro C&I loans (those for less than $100,000) accounted for most of the growth in small business lending. With smaller loans easier to get, how can you cut your costs to shrink your loan amount and improve your chances of getting financing? Here are some ideas:

Save on technology. You can slash your software costs with free (or almost-free) in-the-cloud tools that do everything from tracking expenses and billing clients to managing projects. Check out SmallBizTechnology, as well as TJ McCue’s many reviews on this site, for some good suggestions.
Use social media. Marketing, PR, hiring, networking and other costs associated with business growth can be slashed or even eliminated with wise use of social media. Do most of your marketing with Facebook, Twitter or LinkedIn. Use social media to spread the word about job openings at your business (instead of taking out costly listings on job sites). Contact the media directly through their blogs or Twitter accounts, instead of sending press releases into the ether. Network online with influencers in your industry—without attending costly conferences or shelling out plane fare to travel to events. Read Lisa Barone’s great posts on this site and you’ll get tons of tips on marketing with social media.
Improve your cash flow. You’d be surprised how much money you can free up when you get your cash flow in order. Are your customers paying late? Put systems in place to follow up immediately and get them on track. Use electronic billing and payment to streamline and speed receivables (and save money on printing and mailing bills). Negotiate better rates with vendors if you pay early or in cash. Use QuickBooks or other business accounting programs to monitor your cash at all times.
Put these cost-cutting tips into action, and you’ll be able to slash the amount of money you need to start or grow your business. Ask for less, and you’ll have more chance of receiving it…at least, that’s what the SBA’s statistics seem to indicate. 

Program Success of the Week - Passion House Coffee Roaster
Mr. Joshua Millman came to the Illinois Small Business Development Center at the Duman Entrepreneurship Center in May of 2010 for help with his business plan and a credit assessment. In 2011 he received a $15,000 loan for equipment expenses. 

Joshua has worked in the coffee industry for over a decade, beginning at the age of 15 as an employee for Starbucks. In those 12 years he rose in the ranks to become an expert barista, certified technician for coffee equipment and a roaster. 

Mr. Millman decided to use his experience to capitalize on the popularity of the specialty coffee industry and began Passion House Coffee Roasters.  Passion House Coffee Roaster is located in Chicago. Passion house is a start-up S corporation, that specializes in wholesale roasting of organic coffee. 

The mission of Passion House is “to develop a brand of coffee roasting that will be internationally recognized.”

This past year Passion House has been in the local press and even featured on NBC 5 Chicago during a segment highlighting small business development. Passion House sells fair trade blends from countries such as; Ethiopia, El Salvador, Nicaragua, Sumatra, and Columbia. Passion House uses a Probat Roaster, thanks to the loan from the Duman Center, which contributes to the “delicious” taste of their product.

Getting the Most Out of WebCATS
Posting Details of an Event to eCenter Direct - When eCenter Direct is installed, your conference records display a section that is devoted entirely to eCenter, as shown in the next graphic. 


The fields found under the "eCenter" heading, as well as some others found throughout the conference record that significantly impact an eCenter Direct posting, are highlighted next:

· Post this conference on eCenter? This field must have a selection other than "No" in order for an event to be available for viewing on eCenter. Events can be posted for the entire public, or only a select few, depending upon which option you select: 

· Public. When "Public" is selected, the event displays in eCenter's training events calendar page. 

· Private (Unlisted). When "Private (Unlisted)" is selected, the event does NOT display on eCenter's training events calendar page, but it is still available on eCenter to anyone that you've given its unique URL to. So, for example, you could invite a select group of prospective attendees, provide them with the unique link, and this group would be able to register via eCenter. The unique URL is located to the right of the Post this conference on eCenter? field. 

· Title & Description. Be as descriptive as possible in your title and description so that potential attendees can evaluate whether or not the event is right for them. 

· Registration Deadline. The registration deadline determines how long the event remains open on eCenter Direct for online registration. Once the deadline date has passed, eCenter visitors are no longer able to register for the event. 

· Conference Status. From a conference record's Conference Status field, you must assign one of five statuses to the conference: 

· Open. When "Open" is assigned as the status, the conference is available for viewing and registration via eCenter's training events calendar page. 

· Full. When "Full" is assigned as the status, the conference is either available for viewing only via eCenter's training events calendar page or, if the Allow Waitlist? option is selected in the conference record, interested attendees are allowed to add their names to the event's waitlist. When a conference record reaches its maximum number of registered attendees (as entered into the Maximum Number of Attendees field, the conference's status will automatically update to "Full." 

· Postponed. When "Postponed" is assigned as the status, the conference is available for viewing only via eCenter's training events calendar page. eCenter visitors will not be able to register for a postponed conference. 

· Phone Registration Required. When "Phone Registration Required" is the event status, the conference is available for viewing only via eCenter's training events calendar page. 

· Cancelled. When "Cancelled" is assigned as the status, the conference is available for viewing only via eCenter's training events calendar page. As with postponed and phone registration conferences, eCenter visitors will not be able to register for a conference that has been cancelled. 

· Maximum Number of Attendees. When you provide a maximum number of attendees, WebCATS will track the number of registered attendees in the conference record's attendee list. When the maximum number of attendees is reached, the event's status automatically switches to full, disallowing any more registrations. If the event allows waitlisting, eCenter visitors will be able to add their names to a waitlist. 

· Allow Waitlist? When this option is selected, events that have reached their maximum number of registered attendees will allow eCenter visitors to place themselves on the waitlist. 

· Event Location. When a valid and complete physical location is entered into the conference record's Address, City, State, and Zip fields, the resulting event listing on eCenter will display a Google map of the event location. 

· Expose fee on eCenter? By default, the fee information displayed for a conference on eCenter's training events calendar page is pulled from the conference record's Full Fee field. If you don't want the full fee to display due to a multiple-fee structure, you have two options: 

· You can deselect the Expose fee on eCenter? option. When this option is deselected, eCenter displays the phrase "(contact center)" where it would otherwise display the full fee amount. 

· Or, you can leave the option selected and create a prospective attendee list for the event and mark all attendees with their appropriate fee level before advertising the event on eCenter. When expected fee levels are designated in the attendee list, each logged-in contact sees the fee level assigned to them. For more information on assigning expected fee levels, see the FAQ titled How do I create and manage conference attendee lists?. 

· Publishing Center. Found in the "eCenter" area of a conference record, the Publishing Center field displays the name of the center that eCenter will display as the training event's hosting center. Only centers that have been designated as public centers (designated in the center record) are available for selection from this field's drop-down menu. It is possible for a conference record to be published under a center other than the center that displays in the Center field. 

· Scheduled Time(s). The scheduled time displayed for a conference on eCenter's training events calendar page is pulled from the conference record's Scheduled Time(s) field. This field is a free-form text field, allowing you to be as descriptive as necessary since there could be varying start and finish times for training events that last multiple days. 

· Conference Contact, Phone, and E-mail. Found in the "eCenter" area of a conference record, the Conference Contact field and its associated E-mail and Phone fields determine the conference contact information that will display on eCenter. This person may or may not be the actual instructor but rather the person handling all registration related questions. The e-mail address provided here plays a very important role in eCenter's operations. The automated registration status e-mail a visitor receives upon completing an eCenter training event registration arrives from this e-mail address as does the follow-up confirmation e-mail or rejection e-mail that is sent upon the acceptance or rejection of the registrant's conference request record. In addition, all conference request notifications are sent to this e-mail address. 

· Additional Instructions/Information. The free-form text Additional instructions/information for prospective attendees field lets you expand upon the events description or provide any necessary instructions to attendees. 

· Online Payment. When a fee is associate with a conference and exposed on eCenter, WebCATS and eCenter can be configured to allow registrants to pay online. For more information on this, see the FAQ titled How do I set up eCenter Direct event payment to a PayPal or other online payment system account?. 

· Attached Documents. When attached to conference records, conference materials can be downloaded from eCenter. For detailed information on this, see the FAQ titled How do I post Documents to eCenter Direct?. 

· Pre- or Post-conference Surveys. From the "Attendees" area of a conference record, you can associate survey definition records to act as pre- or post-conference surveys for the event. For detailed information on this, see the FAQ titled How do I create, post, and advertise surveys?. 

After saving a conference record that is enabled for eCenter Direct posting, it's always a good idea to review the event listing on eCenter Direct to ensure it looks and reads as intended. An easy way to do this is to click on the hyperlink located to the right of the Post this conference on eCenter? field. This link can also be provided to potential attendees as a way to easily direct them straight to the event listing.

Note: If you'd like to create an attendee list for your newly-created conference record for the purpose of advertising the event or taking advantage of other convenient event management features, see the FAQ titled How do I create and manage conference attendee lists?.

Website of the Week - www.mixergy.com
We would like to thank Orlando Saez for recommending this "Website of the Week".  Mixergy is where the ambitious learn from a mix of experienced mentors. 
"Hi, I’m Andrew Warner. In my 20s, I used credit cards and ingenuity to create a $30+ mil / year (in sales) internet business with my younger brother. I created Mixergy to help ambitious people who love business as much as I do, learn from a mix of experienced mentors. I do that by inviting speakers to live events and online interviews.

The Mixergy Mission is to introduce you to doers and thinkers whose ideas and stories are so powerful that just hearing them will change you.

The Mixergy Mission is to give you an alternative to the “know-it-all, professional gurus.” I want to convince you that no single person knows it all. I want to show you that the best way to grow is to learn from a mix of smart people who are willing to share their expertise and experiences.
The Mixergy Mission is to infect you with a passion for business and then help you build your business.
The Mixergy Mission is to encourage YOU to have a mission, not just a startup, not just a company, but a calling.
The Mixergy Mission is to act as a counter-weight to all the venture capitalists who’ll try to convince you that the only reason to build a business today is so you can flip it tomorrow. The world isn’t changed by people who have an eye on the exit.
The Mixergy Mission is to convince you to follow a vision so big and important that you can’t do it alone. Then I want to give you a mix of wicked-smart people who will help you achieve it.
The Mixergy Mission is too big for me to achieve alone. If what I’m describing here calls to you, jump in and join me." ...Andrew Warner
"One of my favorite free awesome services with tips for entrepreneurs"...Orlando Saez   To check it out, please click on:  www.mixergy.com
Resource of the Week - Intellectual Property & the U.S. Economy
The U.S. Commerce Department has released a comprehensive report, entitled “Intellectual Property and the U.S. Economy: Industries in Focus,” which finds that intellectual property (IP)-intensive industries support at least 40 million jobs and contribute more than $5 trillion dollars to, or 34.8 percent of, U.S. gross domestic product (GDP).  

While IP is used in virtually every segment of the U.S. economy, the report identifies the 75 industries that use patent, copyright, or trademark protections most extensively. These “IP-intensive industries” are the source – directly or indirectly – of 40 million jobs. That’s more than a quarter of all the jobs in this country. Some of the most IP-intensive industries include: Computer and peripheral equipment, audio and video equipment manufacturing, newspaper and book publishers, Pharmaceutical and medicines, Semiconductor and other electronic components, and the Medical equipment space.  

The report has several important findings, including:

• IP-intensive industries contributed $5.06 trillion to the U.S. economy or 34.8 percent of GDP in 2010.

• 40 million jobs, or 27.7 percent of all jobs, were directly or indirectly attributable to the most IP-intensive industries in 2010.

• Between 2010 and 2011, the economic recovery led to a 1.6 percent increase in direct employment in IP-intensive industries, faster than the 1.0 percent growth in non-IP-intensive industries.

• Merchandise exports of IP-intensive industries totaled $775 billion in 2010, accounting for 60.7 percent of total U.S. merchandise exports.

The report is a joint product of the U.S. Commerce Department’s Economics and Statistics Administration (ESA) and the U.S. Patent and Trademark Office (USPTO). 

Patents, trademarks, and copyrights are the principal means for establishing ownership rights to inventions and ideas, and provide a legal foundation by which intangible ideas and creations generate tangible benefits to businesses and employees. IP protection affects commerce throughout the economy, including by: providing incentives to invent and create; protecting innovators from unauthorized copying; facilitating vertical specialization in technology markets; creating a platform for financial investments in innovation; supporting startup liquidity and growth through mergers, acquisitions, and IPOs; making licensing-based technology business models possible; and, enabling a more efficient market for technology transfer and trading in technology and ideas.   

The full report can be found online at: http://www.uspto.gov/news/publications/IP_Report_March_2012.pdf  
USPTO staff demonstrated the Intellectual Property Tool that has been co-developed with NIST-MEP.  The tool can be used to assess various types of intellectual property and how they can be protected.  The tool can be accessed at www.uspto.gov/inventors/
Special thanks to Erika Fischer from the SBA Office of SBDC for providing information to us on this excellent resource. 
What's New on CenterConnect
As the Strategic Planning Groups begin to hold their quarterly progress calls and prepare for the groups meetings at the Illinois Entrepreneurship and Small Business Growth Association Conference in Normal, IL be reminded that information compiled by the groups is available for review on CenterConnect.  On the CenterConnect homepage click on "Strategy Groups Research and Information" link in the left hand column, near the top.  Also, as a reminder, on CenterConnect you will also find the latest Illinois SBDC Network 2012-14 Strategic Plan. 
Moves and News
We would like to extend congratulations to Mr. Anthony Baldassano.   He is the new interim Director at the Illinois SBDC at Harper College.   Anthony has most recently been a Business Advisor at this Illinois SBDC, specializing in financing, budgeting and implementing QuickBooks.   As a CPA, he also brings expertise to this position in tax issues for businesses and individuals.   Congratulations and welcome, Anthony.  Anthony has taken over for Bonnie Richter who has left the Illinois SBDC to pursue new business opportunities.  The Illinois SBDC is extremely grateful to Bonnie for her tremendous service and wishes her tremendous success with her all her future business endeavors. 

PTACs mentioned in 2 articles in Crain's Chicago Business
Congratulations to Rita Haake and Freida Curry on some excellent recent press in Chicago Crain's for the Illinois PTACs.  Please click on the links below to see the articles.  

http://www.chicagobusiness.com/article/20120407/ISSUE02/120409854/take-heart-these-experts-can-guide-you-through-the-process
http://www.chicagobusiness.com/article/20120407/ISSUE02/304079992/how-to-get-that-precious-payment
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The WEEKLY CONNECTION is distributed by the Illinois SBDC and DCEO Office of Entrepreneurship, Innovation & Technology each 

Monday to members of the DCEO Illinois SBDC Network to provide these service delivery partners with regular updates on small 

business issues, opportunities and resources.  If you have information you would like to share with the Network please e-mail to 

mark.enstrom@illinois.gov.  Please feel free to forward this update to other interested resource providers and key stakeholders. 
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