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Navigating the Hidden Perils of International Distribution – Seminar on 9/20 in Carbondale

The most common, and dangerous, mistake that anyone can make when dealing with international distributors is to treat the international relationship in the same manner as the domestic one. Since international issues and the accompanying distinctions are not always readily apparent, they can be difficult to spot and easily overlooked. Being unaware or otherwise turning a blind eye to these differences will only result in larger problems down the road. This seminar reviews the various pitfalls a U.S. based supplier can run across and provides guidance and tips to use when selling products and services internationally.
Guest Speaker: Jennifer Schwesig, Armstrong Teasdale LLP, St. Louis.
Who should attend ? - Entrepreneurs, International Trade Specialists, Shipping Managers, Freight Forwarders, Sales Managers, Manufacturers, Plant Managers, and anyone dealing with foreign trade issues in a small business setting.
When: Thursday, September 20, 2012, 11:00am – 1:00pm with lunch included 

Where: Dunn-Richmond Economic Development Center, 1740 Innovation Dr., Suite 110 in Carbondale 

To Register: Call 618-536-2424, email sbdc@siu.edu or go online at www.siusbdc.com 
Workshop and Luncheon are Free; however, pre-registration is required by Monday, September 17th.
7 Small Business Tax Credits You Don't Want To Miss
Businesses can enjoy a variety of tax credits. A credit differs from a deduction in that it reduces your tax liability dollar for dollar. For example, if your tax liability totals $10,000, but you are able to take the disabled access credit for $4,000 you would owe only $6,000 in taxes. A deduction merely reduces your taxable income. So let’s say you have a deduction valued at $4,000, and you are in the 25% tax bracket, you will save only $1,000 on your income taxes.

There are quite a few credits available. Some are obscure applying to only a small percentage of entrepreneurs but there a few noteworthy exceptions. On August 2nd Congress passed the Family and Business Tax Cut Certainty Act which extended some of the existing tax credits for small businesses.  Listed below are some of the often-overlooked credits that may come in handy for reducing your tax liability:

1. Credit for retirement plan startup expenses. If you implement a defined benefit plan including a 401(k), SIMPLE, or SEP, you may take a credit of up to $500 for startup expenses. Claim your credit on Form 8881.

2. Disabled access credit. If your sales for the prior year were less than $1 million or you had fewer than 30 employees, you may take a tax credit for improvements made to your business property to fulfill the requirements of the Americans for Disability Act. Roughly, you will enjoy a tax credit of 50% of your expenditures up to a maximum credit of $5,000.

3. Work opportunity tax credit. This credit was extended another year thanks to the Family and Business Tax Cut Certainty Act. If you hire veterans you may qualify you to receive up to $9,600 in the form of a tax credit and up to $6,240 if your organization is a nonprofit agency. The amount you can claim depends upon how much you are paying in wages, how many hours the veteran works for you and how long the veteran was unemployed prior to hiring. You must hire the veteran before the end of 2013 in order to take the credit.

4. Fuel and alternative motor vehicle credits. There are a plethora of tax credits for manufacturing of fuels or greening up your business’ transportation expenses. Biodiesel, renewable diesel, low sulfur diesel, alcohol and cellulosic biofuel fuels, among others. Check with your tax pro to determine if you qualify. Thanks to the Family and Business Tax Cut Certainty Act these tax credits still apply including a special bonus depreciation allowance for cellulosic biofuels.

5. Small employer health insurance premiums. If you have fewer than 25 employees, and paid average annual wages of less than $50,000 you may qualify for this credit. The calculations are tricky and fewer business owners qualify than what was originally anticipated. Check with your tax pro to determine if you do or not.

6. Empowerment Zone credit. This one was also extended thanks to the Family and Business Tax Cut Certainty Act. If your business resides in an empowerment zone, you may claim the credit. See IRS Form 8844 to find out if you qualify.

7. Credit for employer Social Security and Medicare taxes. If you own a beverage or food service establishment where tipping is customary, you may receive credit for the amount of Social Security and Medicare taxes you paid on employee tips reported to you. Check out form 8846

Bonnie Lee, who wrote this article, is an Enrolled Agent admitted to practice and representing taxpayers in all fifty states at all levels within the IRS. 
The Business Benefits of Being Nice

It’s easy to think of the workplace as something like a battleground—a place where only the tough survive.    But what if the tables were turned?  What if, instead of rewarding harsh and ruthless behavior, the most successful people among us were actually, gulp, kind?

It Pays to Be Kind.  “I grew up in the Bronx and I’ve heard a lot of four-letter words,” says Linda Kaplan Thaler, chairman of ad agency Publicis Kaplan Thaler and co-author of the book, The Power of Nice: How to Conquer the Business World With Kindness, “and none of them are as powerful as n-i-c-e.”

Case in point: Back in 1999, the insurance company Aflac approached Kaplan Thaler's tiny firm and asked it to pitch an idea for an ad campaign. When she asked how they found out about her, it turned out that she had been twice referred by influential people she had been kind to by taking time to give some free advice over lunch. Kaplan Thaler won the lucrative contract and the Aflac goose has since become a TV sensation.

Business is all about building relationships.  The best way to build relationships is to be kind and to show interest in and compassion for the people you work and interact with. Ultimately, that’s how you build trust, which is the single most important factor in business and in life.

4 Ways to Kindness - Everyone can reap the positive effects of kindness in the workplace. Here are four tips from Kaplan Thaler to foster a kinder work environment:

 

1. Share the credit. Harry Truman once said "It’s amazing what you can accomplish if you do not care who gets the credit." Kaplan Thaler adds that when you share credit, co-workers and customers feel a sense of ownership in an idea.

2. Don’t talk down to others. Kaplan Thaler says it’s tough to get fired from her company because they invest so heavily in the hiring process. But the quickest way to get the boot is by berating or belittling someone—especially a subordinate, such as an assistant or a messenger. “You can’t have a negative vibe in a company where ideas are currency,” she says. “Every time you shut someone down, you might be shutting down a money-making idea.”

3. Focus on the positive. Even in worst-case scenarios, Kaplan Thaler says it’s important to find something positive to focus on. “We encourage people to be honest and say what they feel, but to do it using what we call a ‘Yes sandwich,’” she says. “That might mean telling someone no, but in a way that encloses it in a way that is positive and empowering.” For example, if a talented employee is always late with his or her work, start by complimenting their ideas. Then, address the tardiness problem before sending him or her off with another boost by, say, letting them know you believe in them.

4. Be courteous. “Mark Twain once said he could live for two months on a good compliment,” Kaplan Thaler says. “It doesn't cost anything to give a compliment or say thank you. You can accomplish great things in business with just a positive comment and some humor.”

This entire article can be found by clicking on: http://openforum.com/articles/the-business-benefits-of-being-nice
Program Success of the Week 

This week’s Program Success of the Week, is yet another great example of local Center marketing.   It comes to us from the Illinois SBDC at Southeastern Illinois College in Harrisburg. 

It is a commercial they recently had done.  They had a local guy put it together and they got pretty good feedback from it.  As a trial run and to keep costs down, the spot only ran 10 days in the morning news slot.   However, they managed to pick up a nice handful of clients from it.   Our thanks to Dan King for sending it and to Lori Cox who played the part of the client.  To view it, please click on the following link: http://www.youtube.com/watch?v=qcLQSAlFFYA&feature=plcp
Getting the Most Out of WebCATS 

Whenever a client's status (pre-venture or in business) changes it is imperative that we update their profile information to reflect the change.  When you create a "started a business" milestone you will receive the following message:  You have just created a "started a business" milestone.  Would you like to have the client status updated from "pre-venture/nascent" to "start-up (In Bus. < 1year)"? (If you respond with {OK}, the client's Date Established will be updated to the current date)  Note: The client record's business type is currently "NA".  You may wish to update the client record if their type of business is now different.  Please say "OK" to this message to update the client status field and date established field.  We use these fields to track the current percentage of In Business vs. Not In Business clients.  It is very important to have accurate data in these fields.   Thank you for helping to keep this client information accurate and up to date.
Website of the Week -www.youtube.com/watch?v=5VcSwejU2D0&feature=relmfu
With the unfortunate recent shootings that have taken place, we wanted to pass along  a video funded by Homeland Security, that teaches the basics on how to react in an active shooter situation.  The video is called "Run-Hide-Fight" and lasts approximately 6 minutes. Please review the video and pass on to your staff, family and friends.  The video can be found on Youtube at: www.youtube.com/watch?v=5VcSwejU2D0&feature=relmfu  

Resource of the Week - Growth Corp
Growth Corp’s 504 Loan Program helps provide small businesses with better access to money for expansion than would otherwise be available through conventional financing. The 504 Loan Program is available to most businesses for the purchase, construction, or expansion/renovation of buildings and/or the purchase of equipment. 

Many of you participated in the Growth Corp breakout session and presentation made by Marcia Abner, at the May 2012 IESBGA meeting in Normal.  To learn more about this resource please visit: www.growthcorp.com
What's New On CenterConnect 

On CenterConnect, you can now find the flyer for the seminar titled, “Navigating the Hidden Perils of International Distribution”.   This is the seminar which will be held in Carbondale on Thursday, September 20th, 2012 and is sponsored by the Illinois SBDC International Trade Center at SIU Carbondale.
Moves and News

Congratulations to the “2012 Illinois SBDC State Star”, Mr. Joel Youngs, Director of the Illinois SBDC at Black Hawk College.   Joel will be honored, along with other SBDC State Stars, at the upcoming ASBDC National Annual Conference in New Orleans.   We appreciate all that he has done on behalf of his clients and for the Illinois SBDC.   Congratulations, Joel, on this well-deserved honor.
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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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