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ASBDC Annual National Conference - 2013 Call For Papers

The 2013 ASBDC Conference Call for Papers is now open!  If you or person you know are interested in submitting a proposal please review the information below.  

 

Review the documents below prior to beginning the submission process as they will answer many questions in advance. Proposals are due no later than January 15, 2013. Information is also available at the ASBDC Conference webpage.

-Your Invitation
-Proposal Guidelines
-Sample Proposal Format
-Additional Topics of Interest
SUBMIT YOUR PROPOSAL NOW
True Customer Service Is Preventing Problems, Not Responding to Them

I recently had a fascinating experience with my cellphone service provider that was a great example of reverse customer service. And it went a little something like this. . .

My children and I started experiencing call and text interruptions over a couple of days. These breaks in service were happening in my house. We’ve had this service for many years and have never had a problem like this.  Over a two day period I texted, visited and called the provider about this situation. Apparently they were working on a tower in my area and this was causing the problem. I mentioned to several people what I thought was a common sense customer service tactic that would have helped:

No one I spoke with thought it was a good idea. Frankly, I don’t think they understood what I was trying to tell them.  Guess what happened a day later?  I received a text message telling me I’d be receiving a text survey about the customer service I received.   Seriously?

They could use the text messaging feature to find out how my experience was with their customer service department but they couldn’t use it to keep me informed about the use of the product I was paying them for?


We Can Learn A Lot From This Experience
It shows that companies often spend more time thinking about what THEY need instead of what their CLIENTS need. That’s backwards. I know it may seem like they care when they want to be sure the customer service experience was good.   However, if they would focus on how their clients are experiencing the product or service they’d have fewer problems to handle.

Put Yourself In The Client’s Shoes
At the beginning, not at the problem stage:

· What might they want to know?

· What might they need to know?

· What information do you have that if shared with them, would make their experience better or not bad?

I think we are trained to offer our product or service in its most basic form. Then we establish a system for dealing with issues when and if they arise. We consider ourselves stellar if we then add in a follow up to that customer service experience. See, we really care!

Hold the phone! If you really cared you’d make sure my experience with the product or service was stellar; not the follow up to the complaint.

You can work on this backwards and implement a strategy that will prevent the reverse customer service experience described above. Think about your own business. Think about any and all situations when clients called or emailed your customer service department:

· What was their issue?

· Was it something you were aware of?

· Could you have avoided the call by sharing information?

If so, implement a communication strategy for reaching out to your clients. Don’t be afraid to tell them something if that knowledge will help them understand their experience. In all honesty, they’ll love you for thinking about them instead of yourself.

That is true customer service.

To read this article, written by Diane Helbig please click on: http://smallbiztrends.com/2012/10/reverse-customer-service-strategy.html
The Top 5 Tax Mistakes Small Businesses Make

It can be easy to forget about Uncle Sam when you’re in the midst of day-to-day operations, but making tax mistakes can be costly for your small business. To help you prevent hearing the knock of the IRS at your door, here are five common tax-centric mistakes to ensure you avoid.

1. Failing to Send 1099s
As a small business, the IRS requires you to issue information forms to certain individuals and partnerships that you have paid throughout the year. You must fill out and remit 1099-MISC slips to both the IRS and the payee for cumulative annual payments over $600 for services, rents, awards and prizes, and certain other payments. (If you paid a corporation, you are generally not required to file a 1099-MISC form. Check the IRS publication here for full details on what payments are and are not included.)  Before issuing 1099-MISCs, you will be required to have payees fill out a W-9 form, which you keep on file. A W-9 provides you with the payee’s Social Security or taxpayer identification number. The 1099s must be sent out to payees by Jan. 31 of the subsequent year and to the IRS by Feb. 28 (for paper filers) or March 31 (for electronic filers). Penalties for not filing on time range from $30 to $250 for each 1099-MISC you’re required to send.

2. Mixing Business and Personal Expenses
Many new small-business owners operate out of their personal bank accounts and make purchases that are used for both business and personal purposes. The IRS is particularly interested in ensuring that only business-related expenses are being deducted for tax purposes, and not doing so can get you into hot water. Open a separate bank account for your business to keep monies apart. Keep detailed records of business purchases and of any business use of personal assets, such as a car or a home office.

3. Losing Track of Receipts
When you’re running around wearing all the hats for your business, it’s easy to stuff purchase receipts into your wallet or pants pocket, never to be seen again. However, you can’t deduct what you don’t document, and you could end up paying more taxes on your business income than you need to.

4. Getting Behind on Payroll and Sales-Tax Remittances
Cash-strapped business owners often have to juggle their finances to make sure the bills get paid. This can create a huge temptation to use money collected from sales tax and payroll to temporarily support operations, which can lead to filing returns late and owing funds to the IRS.  The government treats these funds very seriously and considers them to be held in trust. They should be deposited in a separate bank account and remitted on time to avoid penalties and interest. Collecting taxes and not remitting them also can, in extreme circumstances, lead to criminal charges.

5. Not Reporting Barter Transactions 
In most cases, if you, for example, help your neighbor clean her gutters and she, in turn, babysits your kids, no taxable transaction has occurred. However, if you run a home-improvement business, it likely has.  Barter transactions — goods or services provided in exchange for other goods and services — must be treated as taxable business income when they relate to the business you are in. They are valued at the cost of what is being received. In the above example, the gutter cleaning would be assessed at the value of the babysitting received and added to your revenue figures on your tax return.

Paying attention to your business’s tax situation can save you the grief of an audit and, potentially, a significant amount of money. If you’re unsure about how to handle a transaction, talk with your accountant to get it handled the right way.

This article, which was recently written by Angie Mohr, can be found at: http://blog.intuit.com/money/the-top-5-tax-mistakes-small-businesses-make/
Program Success of the Week – Brazil Express, LLC

Ana Santos has been a client of the Illinois Small Business Development Center at Harper College since August 11, 2011.  Ana is originally from Brazil and has worked in the restaurant industry for over 10 years.  She came to the Illinois SBDC because she wanted to open her own Brazilian restaurant in the Northwest Suburbs of Chicago.   Ana initially met with Bonnie Richter and subsequently, has worked with Tony Baldassano.

The SBDC initially discussed with Ana the type of Brazilian restaurant she wanted to open.   Center staff talked about the importance of having a niche in the highly competitive restaurant market.  Ana focused her restaurant concept as being an affordable alternative to the high-priced, all-you-can-eat Brazilian steak house.  Ana’s restaurant would offer the same high-quality fare, but on a fixed portion basis.  Her restaurant, Brazil Express, offers typical Brazilian fare, specializing in Brazilian Churrasco (Brazilian barbecue).

The Center helped Ana with her business plan and start-up cost analysis.  They assisted Ana with the review of the lease and provided suggestions regarding a personal guarantee and build out allowance.  Ana was then able to negotiate very favorable terms with the landlord.  This allowed her to utilize the build out allowance for any startup costs, get the first six months’ rent free and restrict her personal guarantee to just one year.   They also met with Ana and her partners and discussed funding options and the pros and cons of equity versus debt financing.  They also provided assistance on entity selection and how to structure a company with a foreign investor.

Ana opened the doors to Brazil Express, located in Schaumburg in May, 2012.  As with most startups her first few months were negative, but in line with her business plan and expected.  The good news came in August when the restaurant was in the black, three months ahead of the business plan!  Ana was excited to share the news with us and we were happy for her and that her restaurant has been such a success.  Ana continues to meet with the SBDC on a regular basis to tweak her business plan, discuss employment issues, pricing, and marketing. 

Getting the Most Out of WebCATS
Exporting WebCATS data to Excel.   Once a report has been run in WebCATS there is no option or ability to manipulate the data of the report.  Fortunately, you do have the ability to export the report into a program that will allow you to manipulate and re-format the data.  

The following link will take you through the steps for exporting a report from WebCATS into Microsoft Excel: http://www.outreachsystems.com/resources/help/webcats/faq.jsp?id=81
Website of the Week - www.sba.gov/content/table-small-business-size-standards 

To help small business owners assess their small business status, SBA has established a Table of Small Business Size Standards (pdffile
/excel file), which is matched to the North American Industry Classification System (NAICS) for industries. The current table of size standards is based on the 2012 NAICS.  The table of size standards can also be found online in the Small Business Size Regulations (published by the Electronic Code of Federal Regulations).

Certain government programs, such as SBA loan programs and contracting opportunities, are reserved for small business concerns. In order to qualify, businesses must satisfy SBA's definition of a small business concern, along with the size standards for small business.

What is a Small Business Size Standard?

A size standard, which is usually stated in number of employees or average annual receipts, represents the largest size that a business (including its subsidiaries and affiliates) may be to remain classified as a small business for SBA and federal contracting programs. The definition of “small” varies by industry.  To learn more about these definitions read: What are the Small Business Size Standards?
How to Calculate Your Small Business Size

Since size standards are mostly based on the average annual receipts or the average employment of a firm, refer to these links for more information on how:

· How does SBA calculate annual receipts? (PDF)

· How to Determine Number of Employees? (PDF)

More Information

For more information about size standards, contact a Size Specialist at your nearest SBA Government Contracting Area Office or contact the Office of Size Standards by email at: sizestandards@sba.gov or by phone at (202) 205-6618.

Additional information can be obtained by visiting: http://www.sba.gov/content/table-small-business-size-standards 

Resource of the Week – Illinois SBDC International Trade Centers

Sometimes the best resources are those closest to us.   We encourage Illinois SBDCs and Illinois PTACs to be aware of the services of the Illinois SBDC ITC and refer clients as appropriate.   Exporting can be an excellent opportunity to help existing clients enter these new markets.   Many firms find the regulations and paperwork to begin exporting to be daunting.  The Illinois SBDC ITC staff have the expertise to manage this process and open new profit centers for clients.   In SFY 2012, the Illinois SBDC ITCs assisted clients in realizing over $1 Billion in export sales.

Illinois SBDC International Trade Centers provide information, counseling and training to existing, new to-export companies interested in pursuing international trade opportunities.   
Services include:

· Evaluation of company's readiness to export

· Access to foreign market information

· Documentation assistance

· Automated trade leads

· Linkages with trade representatives.

Please click HERE to find out more about the Illinois SBDC ITCs. 

What's New On CenterConnect 

New this week on CenterConnect you will find the updated Lenders Performance list for Federal Fiscal Year 2012, (10/01/11 to 9/30/12).   Last year saw an increase in the number of lenders using SBA loan programs in Illinois.  Total 7(a) and 504 loans approved by Illinois lenders reached a record amount of over $1 billion ($1,017,784,000).  Notably, 504 loan numbers increased by 32%, resulting in a 61.8% increase in dollars over the previous year. For more details on the FFY2012 SBA Lenders Performance check on  CenterConnect. 
The U. S. Small Business Administration Illinois District Director Judith Roussel offers her sincere gratitude and many thanks to all of the SBA lending partners and SBA Resource Partners for making this good news happen for small business borrowers in Illinois during the past year. SBA is looking forward to working closely with all of its partners to achieve equally great results this fiscal year!

Moves and News

Jesse White Warns Businesses of Statewide Corporate Scam - Illinois Secretary of State Jesse White is warning businesses to beware of a scam targeting Illinois corporations.

A firm called Corporate Records Service is contacting Illinois businesses in an attempt to collect a $125 fee to fill out a corporation’s “Annual Minutes Records Form.” The Illinois Business

Corporation Act does not require corporations to file a “Minutes Records Form” or pay such a fee with the state or any private entity.

“The problem is that the form this bogus firm is sending out looks similar to our Secretary of State’s annual report form,” White said. “We are concerned that companies are filing the form and

paying the $125 because they believe they are filing their annual report with us, as required by law.”  Although the bogus notice states that the fee must be paid by September 21, 2012, there is no fee due to the state for that purpose. The only fee that corporations must pay is the fee that is paid with their annual report. Illinois corporations should be on the alert for this and other similar

attempts to defraud them.

The Secretary of State police and Illinois Attorney General’s Office are investigating this deceptive business practice.

White is recommending that corporations do not reply to the solicitation.

If a business has questions or wants to report that they have been a victim of the scam, please contact the Secretary of State’s Office at 312-814-2201.

To learn more, please click on: http://www.cyberdriveillinois.com/news/2012/september/120905d1.pdf
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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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