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In Today’s Weekly Connection:

· Small Business Week 2012 – Nominations Due By November 4th 

· Federal Contract Program for Women - Web Chat

· Steve Jobs and the 7 Rules of Success

· Seth Godin: You Should Date Your Customers

· Program Success - Business Information Center SFY11 Impact
· Getting The Most Out Of WebCATS
· Website Of The Week - www.ildceo.net/AdvantageIllinois 
· Resource Of The Week - IBISWorld Industry Research
· What's New On CenterConnect 
· Moves And News
Small Business Week 2012 – Nominations Due By November 4th

Nominate a Small Business by November 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 20th.  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.

Federal Contract Program for Women - Web Chat

SBA’s October Web Chat Revisits Women-Owned Small Business Federal Contract Program --- Thursday, October 27, 2011, from 1:00 p.m. to 2:00 p.m., ET

Are you aware of a woman business owner seeking federal contracts? The U.S. Small Business Administration’s October web chat will focus on the Women-Owned Small Business (WOSB) federal contract program aimed at bringing more WOSBs into the federal contracting arena.  Federal contracts can provide women entrepreneurs with the oxygen they need to take their businesses to the next level.  Celebrate Women’s Small Business Month, and visit http://go.usa.gov/4BV  to get updated information about the women’s contract program. 

WHO: Michele Chang, senior advisor in the Office of Government Contracting and Business Development at the SBA, will host the October web chat on “SBA’s Federal Contract Program for Women – Part 2”

WHAT: SBA’s web chat series provides small business owners with an opportunity to discuss relevant business issues online with experts, industry leaders and successful entrepreneurs.  Chat participants have direct, real-time access to the web chats via questions they submit online in advance, and during the live session.  Participants will gain valuable information on how to participate in the program to gain increased access to government contracting opportunities.  

WHEN: October 27, 2011 at 1:00 p.m. (ET)   Chang will answer questions for one hour.       

HOW: Participants can join the live web chat, and also post questions before the October 27th chat, by going online to www.sba.gov , and clicking on the web chat event under What’s New. 

To review archives of past web chats, visit online at http://www.sba.gov/content/monthly-web-chat 

Steve Jobs and the 7 Rules of Success

Steve Jobs' impact on your life cannot be underestimated. His innovations have likely touched nearly every aspect -- computers, movies, music and mobile. As a communications coach, I learned from Jobs that a presentation can, indeed, inspire. For entrepreneurs, Jobs' greatest legacy is the set of principles that drove his success.

Over the years, I've become a student of sorts of Jobs' career and life. Here's my take on the rules and values underpinning his success. Any of us can adopt them to unleash our "inner Steve Jobs."

1. Do what you love. Jobs once said, "People with passion can change the world for the better." Asked about the advice he would offer would-be entrepreneurs, he said, "I'd get a job as a busboy or something until I figured out what I was really passionate about." That's how much it meant to him. Passion is everything.

2. Put a dent in the universe. Jobs believed in the power of vision. He once asked then-Pepsi President, John Sculley, "Do you want to spend your life selling sugar water or do you want to change the world?" Don't lose sight of the big vision.

3. Make connections. Jobs once said creativity is connecting things. He meant that people with a broad set of life experiences can often see things that others miss. He took calligraphy classes that didn't have any practical use in his life -- until he built the Macintosh. Jobs traveled to India and Asia. He studied design and hospitality. Don't live in a bubble. Connect ideas from different fields.

4. Say no to 1,000 things. Jobs was as proud of what Apple chose not to do as he was of what Apple did. When he returned in Apple in 1997, he took a company with 350 products and reduced them to 10 products in a two-year period. Why? So he could put the "A-Team" on each product. What are you saying "no" to?   

5. Create insanely different experiences. Jobs also sought innovation in the customer-service experience. When he first came up with the concept for the Apple Stores, he said they would be different because instead of just moving boxes, the stores would enrich lives. Everything about the experience you have when you walk into an Apple store is intended to enrich your life and to create an emotional connection between you and the Apple brand. What are you doing to enrich the lives of your customers?

6. Master the message. You can have the greatest idea in the world, but if you can't communicate your ideas, it doesn't matter. Jobs was the world's greatest corporate storyteller. Instead of simply delivering a presentation like most people do, he informed, he educated, he inspired and he entertained, all in one presentation.

7. Sell dreams, not products. Jobs captured our imagination because he really understood his customer. He knew that tablets would not capture our imaginations if they were too complicated. The result? One button on the front of an iPad. It's so simple, a 2-year-old can use it. Your customers don't care about your product. They care about themselves, their hopes, their ambitions. Jobs taught us that if you help your customers reach their dreams, you'll win them over.

There's one story that I think sums up Jobs' career at Apple. An executive who had the job of reinventing the Disney Store once called up Jobs and asked for advice. His counsel? Dream bigger. I think that's the best advice he could leave us with. See genius in your craziness, believe in yourself, believe in your vision, and be constantly prepared to defend those ideas.  

This article by Carmine Gallo can be found by clicking on the following link: http://smallbusiness.yahoo.com/advisor/steve-jobs-and-the-7-rules-of-success.html
Carmine Gallo is a communications coach, a popular keynote speaker and author of several books including The Presentation Secrets of Steve Jobs and The Innovation Secrets of Steve Jobs. His latest is The Power of Foursquare (McGraw-Hill, 2011
Seth Godin: You Should Date Your Customers

The marketing expert offers his tips on what innovative marketers are doing to lure new customers to their brands.

"Have we branded ourselves to death?" Seth Godin asked the audience at the World Business Forum in New York City.

Godin, who's written more than a dozen books about effective marketing, focused his speech on the idea of taking risks. He believes that one of the major flaws with marketing is the general belief that "more is better"—that more getting more eyeballs on a product will lead to more customers. It's a safe idea, he says, but it won't work.

So, how are innovative businesses marketing?  Ultimately, he says, it comes down to these three tenets:

Get permission from your customers. "Why aren't you dating your prospects?" Godin asks. He believes that the most successful businesses are ones that are able to find products for their customers—and not customers for their products. Customers should feel "privelaged" to be receiving your product, he says, and the message needs to be personal and relevant. 

Support the notion of "Tribe." Godin believes that, on a very basic human level, people like doing things with each other. Letting your customers connect to each other by building a sense of community within your brand will create loyalty—and strong advocates for your brand. 
Ultimately, failure is essential. "The guy who invented the ship also invented the shipreck," jokes Godin. The message holds true for leaders: "If you say that 'failure is not an option, then neither is success." 

This article can be found at the following link: http://www.inc.com/articles/201110/seth-godin-you-should-date-your-customers.html
Program Success Of The Week - Business Information Center SFY 2011 Impact
The DCEO Business Information Center (BIC) is a tremendous resource for those people looking for information and assistance in starting a business or dealing with issues in running a business in Illinois.    They are looking for answers and the BIC is there to help them find those answers.    Those answers might include the "Starting Your Business in Illinois" handbook, or instructions on how to get a license to operate their business, to a referral to their closest Illinois SBDC. 
In State Fiscal Year 2011, the BIC provided assistance and information to 7,735 individuals who contacted the Program.    In addition, through the Regulatory Flexibility Program, 419 proposed regulations were reviewed to determine the impact of those rules that would affect small businesses.   Comments were provided on 111 of those rules.

Congratulations and thank you to the BIC, for continuing to provide quality assistance to those who need direction and assistance in starting and expanding their business in Illinois.

Getting The Most Out Of WebCATS 
District Mapping is Now Available for Congressional Districts in WebCATS - The Zip+4 is automatically added to every eCenter Client Sign-ups, Clients/Pre-clients, Contacts, Conferences, eCenter Conference Sign-ups, Counselors, and Centers record that is edited, even if the address is not specifically modified. This will ensure that the Zip+4 is available for congressional district updates that will be performed nightly. Because OutreachSystems will be updating your district and county data during a nightly process, these fields will be made read-only in Build 431 of WebCATS and the WinCATS Zip Code Mapping feature has been disabled for the County, Federal Congressional District, State Representative District and the State Senate District fields . 

Please note: Unlike the Congressional Districts,  the State Senate and State House mapping feature has not been activated yet.  Outreach Systems is currently working on resolving this issue.

Website Of The Week - www.ildceo.net/AdvantageIllinois 
On Wednesday, October 5th the Governor launched Advantage Illinois, DCEO's enhanced portfolio of lending and venture capital programs to help small businesses gain much-needed access to capital:
· Capital Access Program (CAP) assists businesses with various financing needs. It is designed to encourage financial institutions to make loans to small and new businesses that do not qualify under conventional lending policies. 

· Participation Loan Program (PLP) supports businesses with projects that create or retain jobs and/or modernize their businesses to improve competitiveness. One component of the program is devoted to Minority/Women/Disabled/Veteran-Owned businesses (MWDV PLP). The state purchases and subordinates part of the loan to help mitigate lender risk. 

· Collateral Support Program (CSP) establishes savings accounts or CDs that provide cash collateral support to lending institutions to enhance the equity and/or loan collateral levels of small business borrowers. 

· Invest Illinois Venture Fund Program (IIVF) is a new venture capital program to support young, innovative companies in Illinois that show high growth potential, can demonstrate their place in the market and already have other investors.

DCEO is now actively working to enroll lending institutions into the CAP, PLP and CSP programs so that they may begin making loans to small businesses as soon as possible. We are encouraging businesses interested in receiving loans from these programs to ensure that they have their financial and business plan materials in order by visiting a local Illinois SBDC for assistance in the interim before their bank is enrolled.

The IIVF venture capital application is online on the Advantage Illinois web site and will administered directly by DCEO. 

Please familiarize yourself with these programs so that you may help spread the word in any of your communications. In addition, if you have received any documents/handouts in the past, please disregard older documents in favor of what is posted on the web site. We should have a PPT available directed toward interested businesses in the near future.

The official website of Advantage Illinois is: www.ildceo.net/AdvantageIllinois
Resource Of The Week - IBISWorld Industry Research

IBISWorld Industry Research - Provide Stronger Business Advice to SBDC Clients with a Free Industry Report 

The Illinois SBDC Network has an arrangement with IBISWorld that will allow us to test drive their highly regarded “industry level research reports” that are available for 700 US industries.  IBISWorld will send a free industry report to each individual SBDC Center who has not received their free sample yet and visits the following link CLICK HERE TO CHOOSE YOUR FREE INDUSTRY REPORT , and e-mails the desired report title to Troy Schulte at troys@ibisworld.com .  You may also browse the attached list of industry titles.  You can pick from any that do NOT start with the industry code “OD” (which stands for an “on demand” report that is most often not yet published).  

IBISWorld is receiving the highest praise from SBDC subscribers across the US.  Robin Lasher, the Director of Navarro College SBDC, is considered “the research guru” by her peers in Texas.  She concisely states, “IBISWorld provides the counselor with a quick but comprehensive study of an industry’s past, current and projected performance.  Every facet of an industry is covered to address the most important information needs of our clients.”  

IBISWorld is helping SBDC Directors & Counselors excel by utilizing industry information to:

1. Provide expert level consulting to clients

2. Create stronger business plans

3. Assist clients in getting business loans

4. Create more jobs

5. Increase overall SBDC productivity

Please feel free to reach out to Troy via e-mail, or at (281) 772-7553, so the Illinois SBDC Network can make the most of this offer by IBISWorld.

Troy Schulte │ Business Development Manager

IBISWorld, Inc. │ Where Knowledge is Power

Visit IBISWorld  for 700 Industry Research Reports
What's New On CenterConnect
On CenterConnect you will find the September, 2011 Performance Reports for the Illinois SBDC, SBDC ITC, PTAC, BIC and SBEAP.  

In the Forms Section you will find the newly revised Request for Consultation Form.  All centers should now be using the new form.  The current WebCATS profile includes the revisions that have been made to the RFC Form.    
Moves And News
Eric Nystrom, MBA, has joined the Illinois SBDC at the College of Lake County as their new International Trade Specialist.  Eric brings 15 years of international sales, marketing and management experience which includes the development of “start-up” global operations, and delivery of global trade educational programs. Most recently, Eric led the global sales initiative for a local manufacturer of industrial air filters, and expanded their global reach from 12 to 26 countries.  Eric is fluent in Spanish, Italian and Portuguese.  Please join us in welcoming Eric Nystrom to the Illinois SBDC.
The Illinois Small Business Development Center at Illinois Valley Community College will be offering business advising services 2-days a month to the Sterling, Rock Falls, and surrounding areas.  Clients are able to schedule an appointment and meet with a business specialist at the Greater Sterling Development Corporation.  
5th Annual Women in the Workforce Conference
This conference is about personal, professional growth and better living. Featuring two inspiring keynote speakers, Illinois Supreme Court Justice, Anne M. Burke, and Illinois District Director of the U. S. Small Business Administration, Judith A. Roussel and and a vibrant panel discussion, plan to attend this conference to challenge yourself to new heights. In addition, this event will feature the Prairie State College Woman in the Workforce Excellence Award.

Thursday, October 27 - Prairie State College Conference Center
Registration Fee $15 (deadline 10/20/11)  - CEU / CPDU for $10 
Registration 9 - 9:45 a.m.  - Conference 10 a.m. - 2 p.m. - Lunch served 12 Noon - 1 p.m. 
· Brochure
· Registration Form
· Vendor Opportunities
· Become a Sponsor
· Nomination for Women in Excellence Award
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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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