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Guy Kawasaki's 5 Innovation Tips
Alltop co-founder and former Apple chief evangelist Guy Kawasaki recently kicked off the World Innovation Forum and had attendees’ rapt attention as he shared some of his strategies for out-creating competitors.  Kawasaki said that Apple is proof that innovators can succeed, and shared his tips on how leaders can pursue their company’s vision.

Here are the five you must know:

1. If you really want to innovate, give meaning to your product. Kawasaki encouraged attendees to “want to change the world” with their products, noting that this ethos was at Apple’s core. He used Nike as an example, citing the company’s ability to infuse meaning into its sneakers. Kawasaki emphasized how “a little bit of cotton, leather and rubber” became symbolic with this 1990s Nike ad empowering women.
2. Have a mantra. If you really want to be innovative, said Kawasaki, create a mantra. Mission statements are lengthy and unmemorable, and people need to know why your organization exists. Kawasaki gave Wendy’s (“healthy, fast food”), FedEx’s (“peace of mind”), and eBay’s (“democratic commerce”) as examples.

3. Don’t worry, be crappy. Kawasaki stressed that there never will be an ideal time to innovate, and not to wait to perfect your product. The key is creating something that is a “revolutionary jump,” and doesn’t exist in the marketplace. He referred to the first laser printer as “a piece of crap, but a revolutionary piece of crap.”

4. Be willing to polarize people. All great products polarize a subset of the population, and Kawasaki urged leaders not to be afraid of this. He used TiVo as an example; Kawasaki loves recording his favorite shows on the device, but knows that advertisers loathe how viewers can skip through commercials. The most important thing, he said, is for some people to really love your product.

5. Perfect your pitch. When presenting, Kawasaki thinks leaders should stand by the 10-20-30 rule: create 10 slides for a 20-minute presentation, and use 30-point font. He stressed the importance of providing both assistance and insight in the pitch, and including something unique for that specific audience.

To read this entire article, please click on: 

http://www.openforum.com/articles/guy-kawasakis-5-innovation-tips?extlink=em-openf-SBdaily
Selling Your Company: 7 Things You Need to Know

Selling your company may be the most important business decision you ever make -- but it's a very strange process. 

Selling your company is not simple.  It will take longer than you think, and it will be more complicated than you think.  And if you’re not familiar with the process, you’re going to be baffled by questions you hadn’t anticipated - how many buyers am I supposed to reach out to? - and situations you don’t know how to interpret - this buyer’s offer is 20% lower than that one!  Are they trying to insult me? 

Here are seven scenarios that you might not be expecting - and the reasons that they’re not the end of the world.

You’ll get burned out, so know why you’re selling.  Why are you choosing to sell now?  Maybe it’s because you want to grow the company to 300 stores, or join a friend in a new start-up, or walk the Great Wall of China.  The sales process usually takes from nine months to a year, so it’s normal to get frustrated partway through.  Keeping your motivation clear will help you stay focused on the ultimate goal.

This isn’t your specialty, so hire professionals.  Selling is a specialized process.  It’s not a good idea to hire an accounting firm just because your golf buddy recommended it, or to use your family lawyer to negotiate the sale of your business.  You’ll only sell your company once, and you owe it to yourself to use expert intermediaries who have done this many times before.

You’ll think the deal is dead.  My partner likes to joke, “Every deal dies three times before it successfully closes.”  There’s a grain of truth to that.  At points, you and the buyer will slam down your phones or stalk out of the conference room, swearing on your respective grandmothers’ graves that there is no possible way to do a transaction together.  Believe it or not, this is normal.

Accountants need numbers to survive.  You will be overwhelmed by an unending stream of demands for more and more financial information, not just from the buyer but from your representation, your accountants, your CFO, and probably the neighbor’s dog.  Unfortunately, this is a necessary part of the process.

Lawyers start every sentence with, “The problem is…”  This negativity naturally becomes discouraging after a few weeks or months.  Remember, you’re paying them to protect you, so they’re supposed to keep finding possible problems.  Your job is to stay positive and keep pushing towards the solutions.

You’re not IBM.  If your asking price is more than the value of the best public company in the industry, you may be a little unrealistic.  I know, I know, your baby is prettier and smarter and more valuable than anyone else’s.  Recognize that you can’t help but be biased, and seek out other, more objective opinions. 

Don’t forget to run your company!  This is the biggest sale of your lifetime.  It’s quite likely that the most important business decision you ever make will be when and how to sell your company.  Once it gets rolling, the sales process will seem to suck up all your time and energy, and you’re going to want to focus on it.  But if profits drop, so will the value of the company and your negotiating strength.  Take the time to keep the business running smoothly. That’ll make your company the kind of growing enterprise for which buyers will pay a premium.

This article can be found at: http://www.inc.com/david-lonsdale/selling-your-company-seven-things-you-need-to-know.html
5 Ways to Be More Human in Business
One of the greatest things about technology is that it can make us more efficient, allow us to automate interactions, be on every corner and remain open twenty-four hours a day without the need for a human attendant.   And, it can wall us off from our customers and prevent us for building the kinds of relationships that help us get better at what we do, help us understand the true needs of our customers and help us build the kind of community that can sustain us through any ill wind.

When we get so good at delivering our customer interactions, devoid of any human interaction, we start to build the same kinds of relationship we might have with a vending machine.  Sure, it gets the job done, delivers as promised, is efficient and maybe even convenient, but does it know us, like us, trust us?

Over reliance on technology is a trap that’s easily set these days and one that can quickly put you out of touch with a market and certainly out of touch with the real reason for doing any of this – to serve a higher human purpose.

Below are five practices that can help keep you out of the vending machine trap.

Get out of the office - This one’s pretty obvious, but how many times do you go through an entire day without talking to anyone?  Make an effort to get out and go talk to your customers, schedule a lunch a week with a potential strategic partner, mentor someone just getting started in business or conduct interviews with others in your industry.

Make referrals - This one is powerful on many levels. Get in the habit of making introductions and referrals. Support your customers, partners and suppliers through this habit and you’ll find some of richest personal interactions you can ever enjoy in business.

Create peer-2-peer interaction - Chances are your customers share some of the same challenges, wins and needs. Consider putting together quarterly forums where your customers can get together and share best practices, industry trends, unmet needs and success stories. You’ll quickly find that they crave this kind of interaction with peers and you’ll have your finger on the pulse of exactly what’s going on right now.

Conduct results reviews - One of the best reasons to reach out to customers is to ensure they actually got the results you promised. In many cases, they did, but this is great way to reinforce just what a great job you did. In some cases, something may have slipped, they may not have understood how to get a result or they just didn’t do what you told them to do. No matter what, this is a great way to find and fix a problem.  Results reviews are also a great way for you to better understand the value of what you deliver and can be a great way to document the tangible proof that gives you the confidence to raise your prices.

No reason at all - Write five handwritten notes a week. Jump on LinkedIn and say hi for no reason. Call five clients today just to make sure everything is well in their world. You don’t always need to be closing. Sometimes just thinking about someone and telling them so, is the most human thing of all.

To read more, please visit: http://www.ducttapemarketing.com/blog/2012/06/08/5-ways-to-avoid-the-vending-machine-trap/
Program Success of the Week – Anderson Sound Services

Anderson Sound Services of Vienna, is a sole proprietorship music entertainment service operated by Mitch Anderson.  The business provides music for events such as wedding receptions, school dances, proms, reunions, car shows, and parties. A large geographical area of Southern Illinois is now served including Carbondale, Marion, Metropolis, and nearby Paducah, Kentucky.  The business books many events in the Carbondale area as this is home to Southern Illinois University which has many student-based activities.  Mitch is also a graduate of Shawnee Community College in Ullin and has booked many events as a result of his familiarity with students and instructors. 

Mitch began the business in 2006 but has recently experienced a massive expansion by adding new equipment and more extensive advertising of the services offered.   Advertising is done primarily through local newspapers and very limited radio spots.  Business cards have been placed on the front counters of local florists because most weddings will have a reception with music, but many people do not personally know a DJ.  Flyers are also mailed out on a regular basis to schools with a price list and services offered by the business.  Local DJ’s also recommend Anderson Sound Services when they are overbooked.  Anderson Sound Service also returns this favor when necessary.  

The Illinois Small Business Development Center at Shawnee Community College assisted Anderson Sound Services with the development of a business plan.  As a result, Anderson Sound Service obtained a loan to purchase additional equipment and to expand its advertising campaign.  Mitch says “I appreciate the services offered by the SBDC at Shawnee Community College.  They were able to give me the assistance necessary to provide the information required by my bank.  I also plan to utilize the knowledge I gained in my business classes at Shawnee Community College so that my business will continue to grow at a steady rate”.   One employee position was retained as a result of this expansion.  

Anderson Sound Services has amassed a catalogue of over 50,000 songs of every genre into a data base, which allows any type of venue to choose specific songs from any era.  This has been a key to many successful events as there seems to be a wide spectrum of age groups attending any given function.  

Getting the Most Out of WebCATS

June 30th marked the end of State Fiscal Year 2012.   It was also the end of the first half of Calendar Year 2012.  These are both critical for reporting purposes.   Because of that, we wanted to remind everyone that all information Must be in entered into WebCATS by the 10th day of the month, for the previous month.  The next deadline will be Tuesday, July 10th.   Thank You very much for your attention to this extremely important task and please contact your Network Coordinator if you have any questions.
Website of the Week - http://www.stopfakes.gov/business-tools
STOPfakes.gov was launched to serve as a one-stop shop for U.S. Government tools and resources on intellectual property rights (IPR). The federal agencies behind STOPfakes.gov have developed a number of resources to educate and assist businesses, particularly small and medium-sized enterprises (SMEs), as well as consumers, government officials, and the general public. 

It is difficult to overstate the value of intellectual property rights to innovation, investment and economic development.  IPR protection and enforcement are critical to the success of U.S. businesses, including SMEs, and to the U.S. economy as a whole. The U.S. Chamber of Commerce estimates that IP intensive industries employ more than 19 million Americans, and the Small Business Administration has estimated that SMEs alone employ half of Americans and account for 65 percent of new jobs. (Karen Mills, Administrator of the U.S. Small Business Administration (SBA), speech at ‘‘Jobs on Main Street, Customers Around the World’’ event hosted by USTR 01/21/10.) The theft of IP from SMEs in particular is a serious matter, as it stifles innovation, slows economic growth, and weakens the competitiveness of U.S. employers, threatening American jobs. Intellectual property theft has an adverse impact on innovation, commercialization of new products and overall economic success. SMEs are particularly vulnerable because they are at a distinct disadvantage in securing IPR in foreign markets and confronting its theft.

Given this background, it is no surprise that the U.S. Government’s priorities include ensuring that intellectual property remains a viable driver of innovation, and that our IP-based industries can compete effectively in the international marketplace. U.S. Department of Commerce Bureaus, namely the U.S. Patent and Trademark Office (USPTO) and the International Trade Administration (ITA), work alongside the Intellectual Property Enforcement Coordinator and other U.S. agencies involved in intellectual property rights enforcement to help businesses secure and enforce intellectual property rights at home and abroad. ITA’s Office of Intellectual Property Rights administers STOPfakes.gov 

To learn more, please visit: http://www.stopfakes.gov/business-tools
Resource of the Week – Intellectual Property Webinar Presentation

On June 21st, the U.S. Patent and Trademark Office (USPTO) presented a webinar titled, “What Every Small Business Must Know About Intellectual Property”.   It focused on the myths, mysteries and mistakes that are commonly made.   The objectives were to explain what constitutes intellectual property (IP), the importance of having IP protection, how to determine what your company may need, how the law can protect your IP and other topics.

The program also provided an explanation of the differences between trademarks, patents, copyrights, trade secrets and the right of publicity.   Information was provided about these issues in the United States, but they also covered what small businesses need to know about IP protection when they do business in foreign countries.

The PowerPoint presentation of this webinar is 34 slides.

What's New On CenterConnect

The 34 Slides from the June 21st Webinar presentation made by the U.S. Patent and Trademark Office are now on CenterConnect.

Moves and News

We would like to extend congratulations to Chris Hollingsworth.  Chris is the new Illinois PTAC Director at NORBIC.  He brings many years of experience in sales and marketing management to this position.  Chris started his new duties as Director on June 1st.

Bev Malooley, Director of the Illinois SBDC at Illinois Valley Community College is a subscriber to Hoovers business and industry research.   She is in the process of renewing her subscription, which includes 5 seats.   Bev will not be using all five of those access points at their SBDC and is looking for other Illinois SBDCs who may want to help share the cost, in exchange for being able to use this resource.    If you are interested in learning more, please contact Bev at:815-224-0212 or by email at: bev_malooley@ivcc.edu
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HAVE A SAFE AND HAPPY 4TH OF JULY HOLIDAY ! !
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