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In Today’s Weekly Connection:

· Small Business Week 2012 – Nominations

· National SBIR Fall Conference

· Startup America: How’s It Doing? 

· 1st Annual Hiring Our Heroes Awards Program - Nominations Due 9/23

· What I Learned From A Mouse With Big Ears

· Program Success Of The Week -Illinois SBDC State Fiscal Year (SFY) 2011 Impact

· Getting The Most Out Of WebCATS

· Website Of The Week - http://onstartups.com
· Resource Of The Week - Federal Laboratory Consortium for Technology Transfer

· What's New On CenterConnect 
· Moves And News 

Small Business Week 2012 – Nominations

Nominate a Small Business by Nov. 4th - In recognition of the small business community’s contribution to the American economy and society, the President of the United States designates one week each year as National Small Business Week.  Small Business Week 2012 will be celebrated the week of May 20.  Leading up to National Small Business Week (SBW), the U.S. Small Business Administration (SBA), often in conjunction with public- and private-sector small business supporters, will host special events at the local and state levels to honor and present awards to local entrepreneurs and those who support and champion small business.  Many of the award winners from those local and state events will be invited to Washington, D.C. for SBW ‘12 — Celebrating National Small Business Week.

You can find more information on how to nominate a deserving small business in the attached Small Business Week 2012 Nominations Guidelines.  The nomination forms referenced in the Guidelines are also attached. Nominations are due in the SBA Illinois District Office in Chicago by November 4, 2011.  Please send to:  
Mark Ferguson
U.S. Small Business Administration
500 W Madison, Suite 1150
Chicago, IL 60661

Mark.Ferguson@sba.gov 

Each Illinois SBDC is strongly encouraged to submit at least one nomination for the 2012 Small Business Awards program.

National SBIR Fall Conference

The National SBIR Fall Conference,  “Small Business Growth Through Technology: Innovate & Create” , will be held in New Orleans on November 6-9, 2011.   

Marriott Hotel

555 Canal Street

New Orleans, Louisiana

Registration is open at www.sbirla.org Early registration is $495, available until October 5th. Late registration begins on October 6th and is $595.

To receive the discounted hotel rate, please book by October 5th. Please visit the website www.sbirla.org for complete information.

Startup America: How’s It Doing? 

Back in January, President Obama announced the launch of Startup America, a national campaign to help “knock down barriers in the path of men and women in every corner of this country hoping to take a chance, follow a dream, and start a business.”

The initiative focuses on five areas (listed below) and included the launch of the Startup America Partnership, an independent alliance of entrepreneurs, corporations, universities, foundations and other leaders working to fuel innovative, high-growth startups.

Eight months in, how is Startup America faring? The Administration recently released a progress report. Here’s a closer look at some highlights for each of the five areas of focus.

The Obama Administration is taking concrete actions to improve the environment for high-growth entrepreneurship, in five key areas:

Unlocking Access to Capital
Connecting Mentors
Reducing Barriers
Accelerating Innovation
Unleashing Market Opportunities
To read the entire update, please click on: http://www.whitehouse.gov/issues/startup-america-public
1st Annual Hiring Our Heroes Awards Program - Nominations Due 9/23

Nominate a business in your community that hires veterans and military spouses! Find the nomination form and eligibility requirements here. Applications are due on Friday, September 23, 2011 by 12 noon.


This awards program is designed to honor the businesses that are taking active leadership roles in employing our veterans and their families.  Award finalists and winners will be recognized at the U.S. Chamber's 4th Annual Business Steps Up: Hiring our Heroes Program on November 10, 2011 at the U.S. Chamber of Commerce in Washington, D.C.

 

There will be five finalists for each of the award categories. One winner will be chosen from the finalists.

 

The award categories are:

1. Veteran and Military Spouse Employment (General Award)

2. Veteran and Military Spouse Employment (Small Business Award)

3. Wounded Warrior Transition Assistance

4. Providing Employment or Internships for Post 9-11 Veterans

5. Women Veteran Employment

 

Nominate a business today!
What I Learned From A Mouse With Big Ears

According to Bruce Kimbrell, a facilitator for the West Coast operations of the Disney Institute, people come back to Disneyland for three reasons: cleanliness, friendliness and safety. A few weeks ago Bruce took Guy Kawasaki on a behind-the-scenes tour of Disneyland to show him how Disneyland employees make the enchantment happen. 

This is what he learned:
1. Focus on the right stuff and the money will come
2. Take care of your employees (cast members)
3. Everybody should do the “dirty jobs”
4. Everybody is customer service.
5. Pay attention to the details
6. Pay attention to even more details
7. Make your customers feel close and important
8. Know the facts
9. Green is good
10. Keep customers coming back
There are few institutions that can put theories into practice like Disney can.

To read the details behind each of the 10 recommendations, and this entire article which was written by  Guy Kawasaki Co-Founder, Alltop, please click on the link below:

http://www.openforum.com/articles/what-i-learned-from-a-mouse-with-big-ears?extlink=em-openf-SBdaily
Program Success Of The Week -Illinois SBDC State Fiscal Year (SFY) 2011 Impact

We wanted to share some of the SFY 2011 impact that has resulted from the efforts and hard work by the Illinois SBDC.   From July 1, 2010 through June 30, 2011, Centers of the Illinois SBDC provided business advice  to 9,353 clients and an additional 16,499 individuals participated in training opportunities.   Clients were able to secure over $89 million in debt financing as well as over $86 million in non debt financing.

Illinois SBDC clients were able to start 291 new businesses along with 181 existing businesses, who were able to expand and grow their operations.   These efforts resulted in 3,805 new jobs being created and 6,117 jobs that were able to be retained.

Congratulations and Thank You, to all of the Illinois SBDCs for your hard work, time and efforts on behalf of Illinois small businesses and entrepreneurs.

Getting The Most Out Of WebCATS

We wanted to clarify for everyone, the definitions of In-Business, Start up and Nascent Entrepreneur clients.   The following are taken from the SBDC Program Announcement.   If you have any questions, please contact your DCEO Network Coordinator.   Thank you.
Client

The client is the business, if it exists.  In the case of a prospective business, the client is the individual (i.e., nascent entrepreneur or pre-venture) receiving SBDC services.  Each client will be counted only once in a fiscal year, and the reporting will include both the number of sessions and the number of hours spent with the client.  There are two types of clients: 

a. In-Business: 

Completed required registration(s), if applicable, with the local, state, and/or Federal government (e.g., DBA registration, get a business license, agency issued tax identifications, etc.) AND at least one of the following:

· Has documented a transaction from the sale of a product or professional or personal service for the purpose of gain or profit;

· Has contracted for or compensated an employee(s) or independent contractor(s) to perform essential business functions;

· Has acquired debt or equity capital to pursue business operations (e.g., to purchase inventory, equipment, building, business, etc.); or

· Has incurred business expenses in the operation of a business.

Start-up: those individuals (entities) who have been in business up to 12 months.
b. Nascent (Pre-venture) Entrepreneur: those individuals who have taken one or more active steps to form a business, according to the Kauffman Foundation (www.kauffman.org).  This includes individuals seeking assistance from SBA and/or one of its resource partners.

Website Of The Week - http://onstartups.com
The 5 Minute Guide To Cheap Startup Advertising - The following is a guest post by Rob Walling.  Rob Walling has been an entrepreneur for most of his life and is author of the book Start Small, Stay Small: A Developer's Guide to Launching a Startup.  He also authors the top 20 startup blog Software By Rob, that's read by tens of thousands of startup entrepreneurs every month and he owns the leading ASP.NET invoicing software on the market in addition to a handful of profitable web properties.
Imagine that you've just completed version 1 of your product and you're preparing for launch. You’ve greased the wheels with a few bloggers, targeted some keywords with SEO, created a bit of linkbait, and scheduled the press release to launch in the morning. At this point your co-founder turns to you and says: “What are we going to do with the $300 we have stashed away for advertising?” Consider this your lucky day. The goal of this article is to provide you with the core of what you need to know about cheap startup advertising as quickly as possible, so you can start spending that ad budget wisely. Let's get started.

Two Key Advertising Strategies

The half-life of advertising traffic is zero. This means that the moment you stop shelling out cash, the traffic stops. The problem is that with typical conversion rates of 1-2% you're paying for 98 or 99 out of every 100 people to walk away and never come back to your site. To combat this inherent wastefulness of advertising, I have two key strategies I recommend no matter which method of advertising you use. 

Strategy #1: Try to Get Permission

Seriously consider offering something in exchange for a visitor's email address. It can be a free trial, a free report, or maybe even a free book. But gaining the means and permission to contact that customer again will increase your conversion rate over time in most cases. There is great power in an email list. 

Strategy #2: Use Advertising to Test

Use advertising as a testing tool rather than a long-term stream of customers. Very few startups can withstand the cash outlay required to turn advertising into a marketing activity with positive ROI. Even if you figure it out, advertising is a volatile marketing medium. Prices increase rapidly in online advertising as new competition crops up or prospects grow bored of your ad and your click through rate drops. When this happens, all of the time you invested in optimizing your ad campaign is *poof*...gone. So instead of relying on ad traffic as an ongoing stream, use it for what it's best at: the ability to generate a slew of visitors very quickly, and to be turned off just as quickly. This kind of traffic source makes it great for split testing and user behavior testing using tools like Clicktale and Crazyegg. 

It also gives you insight into how certain traffic converts for you. With properly tracked conversions and an ad on Facebook, you can determine that men from 35-45 convert at a rate 15% lower than women of the same age. This is valuable information, especially early in your marketing effort when you're still trying to figure out the ideal market for your application. Often this is not the largest market; it's the one to whom you can market for the lowest cost. As another example, with AdWords you can learn in a hurry which keywords convert for you, and which don't. This is insanely valuable as you invest the time and money on the long-haul of search engine optimization. Knowing the keywords that really convert for your business, as opposed to the ones that you think will convert, can save you piles of cash and many months of SEO effort.

There is much more valuable information to read in this article and you can find it by clicking on the following link:

http://onstartups.com/tabid/3339/bid/43774/The-5-Minute-Guide-To-Cheap-Startup-Advertising.aspx
Resource Of The Week - Federal Laboratory Consortium for Technology Transfer

The Federal Laboratory Consortium for Technology Transfer (FLC) was established by the U.S. Congress to help U.S. companies increase their competitive edge.  Congress mandated that—whenever possible—the results of the research and development being conducted at Federal Laboratories should be transferred to the private sector. 

For industry, academia, and other technology seekers, the FLC Technology Locator provides a point of entry to federal laboratory expertise and technology. Using the FLC network, the FLC Technology Locator puts a potential private sector partner in contact with a federal laboratory representative with expertise and capability in the technology seekers’ specific area of interest. There is no charge for the services provided by the FLC Technology Locator. 

Once contact is made between the technology seeker from the private sector and a representative at the federal laboratory, follow on arrangements for technical exchange and further collaboration are negotiated between the technology seeker and the federal laboratory representative.

The FLC works with many state and local government economic development organizations to identify federal laboratories throughout the U.S. that private sector companies can partner with to either license a technology or to work with to develop a technology of mutual interest. 

Please visit the FLC web site for additional information.  You may also contact:

Frank S. Koos, Federal Laboratory Consortium for Technology Transfer (FLC)
Technology Locator Service, Cherry Hill, New Jersey
Tel: (856) 667 6770 ext. 123, Fax: (856) 667 7586,   http://www.federallabs.org
What's New On CenterConnect 
New this week on CenterConnect you will find the latest SBA Lender Performance Report for FFY2011 through August 31, 2012 and you will also find a copy of the 2012 SBA Small Business Week Awards nomination guidelines.  

Moves And News 

Kristi Patterson is the new Director at the Illinois SBDC at McHenry County College.   We want to congratulate her on her new position, even though she is certainly not new to the Illinois SBDC.   Since 2009, Kristi has been a Business Specialist working at the same center.   Congratulations Kristi !  

U.S. Rep. Bobby Schilling, (R-Colona, Illinois), will join the U.S. House Small Business Committee.

"As a small business owner, Congressman Schilling knows how government policies can help or harm job creation and entrepreneurship," committee chairman U.S. Rep. Sam Graves, R-Mo., said in a news release. "His commitment to creating jobs and helping other small companies thrive will make him a forceful advocate in Washington for small business owners, and I'm looking forward to working with him." 

Representative Schilling is owner of a small business in Moline -- Saint Giuseppe's Heavenly Pizzeria.

"I understand firsthand how economic and regulatory uncertainty, high energy costs, rising taxes and burdensome requirements from both our state government and from Washington stifle the creation of an environment of economic success and the ability to create jobs," he said."Government does not create long-term jobs; government creates an environment that encourages job creation by the private sector."

Rep. Schilling also serves as co-chair of the Small Business Caucus and sits on the House Committee on Agriculture and the House Armed Services Committee.

"I will continue to focus on ensuring that government policies and the private sector work together to put Americans back to work," he said.

This article can be found by clicking on: http://www.qconline.com/archives/qco/print_display.php?id=560312
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The WEEKLY CONNECTION is distributed by the Illinois SBDC and the DCEO Office of

Entrepreneurship, Innovation and Technology each Monday to the 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 any other interested resource providers and key stakeholders. 
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