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SBIR and STTR Policy Directives

The SBIR and STTR policy directives are scheduled for publication in the Federal Register today, Monday, August 6th, 2012.  SBA encourages public comments on the SBIR and STTR policy directives on or before October 5, 2012.  You may submit your comments at the Federal eRulemaking Portal. Follow the instructions for submitting comments using RIN: 3245-AF84 for SBIR comments and RIN: 3245-AF45 for STTR comments.

Pre-published PDF copies of the directives are available for download now at: 

Small Business Innovation Research Program Policy Directive (SBIR)

Small Business Technology Transfer Program Policy Directive (STTR)

To find out more about the publication of the policy directives, read a blog post by Sean Greene, the Associate Administrator for Investment and Special Advisor for Innovation at the U.S. Small Business Administration.

You may also review a summary of Key Changes and a list of Frequently Asked Questions (FAQs). The FAQs will be updated as we receive additional questions from commenters.

Join our public webinars the SBIR and STTR policy directives on the following dates:

Thursday, August 23rd, 2012 at 2:00 pm EDT

Wednesday, August 29th, 2012 at 2:00 pm EDT

To participate in the webinar, send an e-mail to technology@sba.gov. The email should include the date of the webinar you are registering for, the participant's name, title, organization affiliation, mailing address, telephone number, and email address. An email containing the call details will be sent out to those who registered prior to the webinar.

Questions on the SBIR and STTR policy directives may be submitted to SBIRComments@sba.gov . These questions will be addressed during the Q&A portion of the webinar.

Strategies: How To Be An Olympian in Business

The following is part of an article recently written by Rhonda Abrams and which appeared in the U.S.A. Today.

If you're like me, for the next couple of weeks you'll be glued to the TV, watching the Olympics. I love the Olympics, but, if you're a small business owner or entrepreneur, I'm afraid much of the coverage will send you the wrong message. During the Olympics, the focus is all on who's going to win gold medals. If an athlete earns a silver medal - or heaven forbid - "only" a bronze, commentators often make it seem like a failure, even if they've lost a race by one hundredth of a second. In real life, in real business, coming in second, third or fourth can still mean you run a successful - even very successful - company.

I was fortunate to go to a summer Olympics, and in person, it was clear that for the athletes, competition was about more than just getting to the podium. The same is true for small businesses - competition is about more than just beating the other guy. In fact, spending too much time focusing on your competition almost certainly leads to your own downfall.

What I learned from the Olympics was that the person coming in 20th, or 40th was thrilled just to be in the game. They concentrated primarily on their own performance, rather than on who was going to grab the headlines.

They knew they had no chance for a medal, but they still wanted to excel. They were role models for their peers; heroes to their friends and families. But you'll never see those outstanding athletes unless you attend the games. TV rarely focuses on the guy who's coming in 35th in archery or the gal who's 25th in horseback riding.

Small businesses are in much the same situation. Most of the media cover business the way they cover sports: whose stock is highest, whose company is being acquired for the most money, who has the biggest market share. It's often viewed as a game - there's one winner and lots of losers.

In real life, in real business - especially small business - that's not all. Smaller companies typically survive - and thrive - without being number one.   You can make a good living, create needed products or services, provide excellent jobs without making it to the cover of a business magazine. Life is not a "zero sum game," where only one business is left standing.

Conventional business theory is that a business needs to constantly focus on its competition. Of course you need to keep an eye on competitive threats. But to excel, it's not about focusing on the competition's weaknesses, it's about improving your own strengths.

So turn on the TV, curl up on the sofa, and let the games begin. Just remember, some of the best competitors won't show up on your screen.

This entire article can be found by clicking on: 

http://www.usatoday.com/money/smallbusiness/columnist/abrams/story/2012-07-27/strategies-abrams-olympic-performance/56505778/1
48 Percent of Small Biz Owners Not Taking Vacations This Summer
Despite summer being a little slower for many small business owners, it looks like that won’t be causing them to take a vacation this year. Manta released its annual SMB Wellness Index survey today, and it shows that 48% of small business owners won’t be taking a vacation this year.  That, coincidentally, is the same percent of small business owners who don’t take vacation as reported last year in 2011.

Slow Business For Some - It’s interesting that, although business slows down for many this time of year (since people are taking time off to be with their children and to go on vacation) small business owners don’t slow down.   Despite this slowdown, Manta’s survey shows that more than half of those surveyed are working more this year than last. Here’s hoping they’re working on strategy and marketing while things are slow.

Technology: Always a Factor - Of those that do plan to go on vacation this summer, 71% said they check email while on vacation. Having mobile technology, it seems, is a double-edged sword. It enables us to get out of the office…but it forces us to take the office everywhere.   From the perspective of the spouse who vacations with a business owner who constantly checks his work email (ahem), here are some tips for business owners to balance out their vacation and down time without running their business into the ground:

Plan ahead. Determine who will run your business in your absence, or set up parameters for how often you’ll check in.

Let everyone know. Employees, customers, vendors. It’s polite to let everyone know you won’t be available.

Cut yourself off. Don’t let technology make you over-available. If you say you’re on vacation, people will respect that. So you don’t have to respond to emails the same day.

Step away from the business. The purpose of vacations is to step outside of the day-to-day and get some perspective. Don’t be surprised if you come back to work refreshed and with great ideas.

Focus on family. Small business owners often have to divide their attention between their work and their families. Remember that vacation is all about the latter. Make it a priority.

This entire article can be found by clicking on the link below.

http://smallbiztrends.com/2012/07/small-biz-owners-not-taking-summer-vacations.html
Program Success of the Week – Horizon Benefit Services

Knowing when to seek advice from other entrepreneurs is half the battle in becoming a successful business owner. Carrie Espinosa has been a broker for Horizon Benefit Services since 2008 and in 2010 became a partner. At that time, she determined that she needed help with re-launching Horizon Benefit Services’ brand and taking the business to the next level. As Carrie puts it, “As an entrepreneur, there are so many hats to wear and so much to do and know, but only a limited number of hours in the day.” 
This past year, Carrie enrolled in the CEO Advisory Board program through the Illinois SBDC at College of Lake County where she was reminded that one truly never stops learning. Her involvement with the CEO Advisory Board gave her a sense of accountability to set some serious business goals. Carrie explains, “The CEO Advisory Board was well worth the investment and I am so thankful for the opportunity to have learned and grown alongside other local business owners and for the friendships that have developed out of the experience.” 
After learning about the CEO Advisory Board, Carrie was also pleased to learn that there are counseling services and workshops available through the Illinois SBDC, giving her access to the right resources to help better manage her business. Carrie explains, “The Illinois SBDC’s consulting services were really tailored to my needs. I felt supported, encouraged, and challenged to think bigger than myself.” Carrie looks forward to attending some Illinois SBDC Marketing and Sales Workshops this fall. 

Since contacting the Illinois SBDC at College of Lake County and joining the CEO Advisory Board, Horizon Benefit Services now has a professional website, social media presence, and strong strategy for growth. Additionally, productivity has increased and business operations have been tweaked improving efficiency. 

Horizon Benefit Services sells Life and Health insurance coverage for small groups and seniors. They are located in Winthrop Harbor.

Export Certification Exam Update

The Illinois SBDC recently received the follow update from the SBA Office of Small Business Development Centers regarding its agreement with NASBITE on the Certified Global Business Professional Exam: 

1.  SBA has extended its contract with NASBITE to pay the cost of SBDC counselors to register for the Certified Global Business Professional Exam. This no-cost registration offer is now extended through December 31, 2013.  Counselors who plan to take the exam should register on NASBITE’s website using the option to “pay by check”, and fill out the information to clearly show that they are an SBDC affiliated applicant. NASBITE will then bill SBA for the counselor’s exam fee, rather than the individual. Counselors who register using this method will also have access to a free practice exam before sitting for the test. 

2. SBA and TPCC will provide a full slate of international trade seminars at the upcoming fall conference in New Orleans, including two introductory level and five Intermediate level sessions for SBDC counselors. These sessions will prepare counselors to take either the Intro or Intermediate level exams on www.export.gov/sbcounselors webpage. Those who pass the Intermediate level exam qualify as SBA certified export counselors for purposes of the Jobs Act requirement.

3. SBA continues to issue certificates of completion for counselors who take the SBA online exams. The last batch for folks who passed tests through 5/7/12 was delayed in printing and should be out shortly. Please be patient as certificates take time to verify, print and sign by SBA and TPCC officials and mail out to the SBDCs. Also note that counselors receive immediate confirmation by email when they pass on SBA export tests – and for Intermediate test takers, SBA considers the date the test is passed to be the date “certified” for purposes of the Jobs Act requirement. 

Getting the Most Out of WebCATS
Two small changes have been made to the eCenter Direct Sign Up in WebCATS that will make it more in line with the paper sign up form.  Interested entrepreneurs must now complete the following fields:

               Home Phone

               Referral From

These changes will result in a closer alignment between the eCenter Direct, and paper versions of the Request for Counseling forms. 

Website of the Week - www.sba.gov/advocacy/7540/126001
Confused about terminology?  Or the basic definitions used in small business statistics?  The SBA Office of Advocacy has launched a new series, “Small Business Facts,” to demystify key small business topics and explain terms that often cause confusion. These concise handouts will bring you up to speed on key information and issues. Six Small Business Factsheets are now posted on the website: 

• Startup rates 

• Which businesses create more jobs—New or existing businesses? 

• What is the difference between self-employment, non-employer businesses, and sole proprietorships? 

• What factors affect business survival? 

• Small business credit card financing; and 

• What is the level of availability and coverage of health insurance in small firms? 

The series can be found by clicking on: www.sba.gov/advocacy/7540/126001
Resource of the Week – Direct Line Program from the U.S. Department of State
The U.S. Department of State has recently launched two important initiatives in support of their Economic Statecraft agenda,  the Direct Line program and  the Business Tab. Economic Statecraft focuses on elevating the role of economics and commercial work in accomplishing our foreign policy agenda and these initiatives are aimed at supporting American business and job creation in the U.S.

The Business Tab is another key feature to improve the American business community’s access to relevant information on U.S. Embassy websites.  There is now a standard business navigation tab on all embassy sites that makes it easy to access business resources for export and investment.  

The Direct Line program provides a unique opportunity for American businesses, particularly small and medium sized enterprises, to engage directly via teleconference with U.S. Ambassadors overseas. The program is open to American companies, which are already in the country where the Ambassador serves or which are interested in expanding their businesses into those countries. There is a calendar of calls at http://www.state.gov/e/eb/directline/ and we encourage businesses to sign up for alerts.  Over 500 participants have joined calls to date across 18 different markets including China, Indonesia and Turkey. 

 

The SBA Resource Partners’  unparalleled ability to reach out to domestic markets will broaden our domestic outreach efforts for Direct Line and Business Tab to SME’s.  We are asking for your help to reach out to more U.S. businesses to inform them that both Direct Line and Business Tab are available as tools for the American business community.  

 

What's New On CenterConnect
On July 25th, the U.S. Patent and Trade Office (USPTO) presented a webinar titled, “U.S. Exports and Intellectual Property Issues: Copyright 101”.   Susan Anthony, an attorney with the Office was the presenter.   Her webinar PowerPoint presentation slides are now on CenterConnect.   The program includes 41 slides.
Moves and News

Congratulations to Tom Cassel, the new Director at the Illinois SBDC at Harper College.  Tom will be familiar to many of you, as he has been a Director previously at the Illinois SBDC at Industrial Council of Nearwest Chicago.  We are pleased to welcome him back to the Network.  He starts his new duties as Director, today, Monday, August 6th.   Congratulations and Welcome Back, Tom !
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