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In Today’s Weekly Connection: 

· 7 Most Important Online Marketing Tactics for Any Small Business

· What Fears Are Holding Your Small Business Back? 

· Strategic Planning Session

· Program Success of the Week – Northerly Outfitters

· Getting the Most Out of WebCATS
· Website of the Week – www.energystar.gov/industry
· Resource of the Week – www.Brandify.com   
· What's New On CenterConnect 

· Moves and News

7 Most Important Online Marketing Tactics for Any Small Business

Building an effective online presence these days has moved beyond the realm of the occasional event and into the daily routine of the marketing department. It doesn’t matter if it’s just you, as opposed to the traditional definition of department, online marketing must become a habit that’s practiced daily.  Now, I also recognize that there are many things calling for your daily attention. And, for some folks, the new set of online actions simply represents more to do with each passing day.  It’s important therefore, to focus on the highest payoff activities to maximize the return on time spent.

Below are what I believe are the most important online marketing tactics for any small business. Focus on these actions before trying the chase this week’s next, new thing.

1. Research and revisit a catalog of keyword topics - Your entire content strategy should be informed by a catalog of themes and topics you visit and revisit in a predictable manner. You must commit to researching a core set of keyword phrases and topics and building an editorial calendar that helps you stay focused on your core “chapters” of content.

2. Produce content people will share - Once you’ve developed a plan for the topics you intend to cover on a frequent basis, you must learn how to produce content that people want to share. This, of course, differs for every industry, but there are proven techniques that can help start the sharing engine.   The most important element is value. Value is generally found in showing people how to do something they want to do, where to find resources that can make their life easier and providing insight into an industry challenge or trend. It’s no secret that list posts, such as this one, draw more attention and shares. Also, consider using video, audio and striking images as part of the content mix.

3. Use social networks to enhance email and attract links - Turn to social networks as a way to create awareness for your content and network for links. Share other people’s content as a way to increase value and attract links. Amplify your best content as a way to build your email list.   To me this is the immediate payoff for social network participation. It’s not about thinking of clever things to say, it’s about creating pathways to sharing that goes back and forth. Social media will always pay if you view it in this light.

4. Claim vast amounts of real estate - Go out there and build your Google+, Facebook and LinkedIn profiles, even if you have no time or plan to build large followings. Create YouTube, Slideshare and Picassa profiles. Claim and enhance your Google+Local, Yahoo and Bing Local profiles.  This free real estate will help you start to build depth to your presence, attract a few links and populate search results for your company name as you work to build a library of content and links from other sources.

5. Drive leads to landing pages - You must embrace the use of landing pages for all of you advertising, email marketing and social outreach. House your free content and promotional offers on highly optimized landing pages and use these pages to capture targeted leads and start the education and conversion process over and over.

6. Split test as much as you can - Testing is often an afterthought and that’s a shame. Businesses that get in the habit of testing everything, right from the beginning, have such a competitive advantage over those that leave everything to chance.  Little tweaks to images, headlines and call to action buttons can create massive swings in conversion, but only if you test one against another to see the results of a change.  When you start to spend money on driving people to landing pages this is the make it or break it tactic that winners employ.

7. Use funnels to measure and drive conversion - I am a very big advocate of moving prospects along a series of commitments or steps on a path to educating, building trust and ultimately getting a sale. Online this is accomplished by combining landing pages, offers, email marketing and follow-up to build on each stage.  Google Analytics allows you to build funnels that match your paths and score and analyze each phase of the funnel so that you can understand not only the impact of each element, but your entire conversion system.

Focus on the highest payoff tactics and what you do get done, will produce greater results.

This article can be found by clicking on: http://www.ducttapemarketing.com/blog/2012/10/22/online-marketing-tactics/
What Fears Are Holding Your Small Business Back? 

Halloween was just  here and creepy things were everywhere. It’s the time of year when we enjoy a good fright. But are there other (not-so-fun) fears holding your small business back from getting where you want it to go?

One of the joys of running your own business is that you get to decide what happens next. You don’t have to do what a boss is telling you. But sometimes, that can backfire if you avoid doing things that make you scared or uncomfortable. Yes, you may be able to get your business to a certain level of success without ever facing your demons. But if you want to achieve breakthrough growth, you need to push past the fears that are holding you back.

What kinds of fears are you facing (or failing to face)?  Below are some common ones:

Fear Of Technology
Technology moves so fast today that sometimes it’s tempting to just throw up your hands and say, “I’ll never get up to speed.” Well, your business can’t afford that attitude. Even if you’re a dyed-in-the-wool technophobe, you need to get over it, because today technology is essential to give your small business an edge.   Start by hiring someone (inside or outsourced) who knows the stuff you don’t and can get your company up to speed. If you must, take a class (online or off) to learn the basics. Enlist a patient friend to tutor you. Anything that gets you comfortable with what you need to know.

Fear Of Sales
This is a huge one for lots of entrepreneurs, myself included. When we first started our business, I struggled with fears of seeming pushy, aggressive or money-grubbing when I went out to ask for the sale. I wish I could tell you there’s some easy formula for getting over this fear, but there isn’t.  I just had to do it over and over, until it got easier (I didn’t say easy). Practice makes (almost) perfect.

Fear Of Being A Boss
When your company is young and small, it’s easy to feel like you and your tiny team are pretty much equals, and that’s more comfortable for many entrepreneurs who don’t want to be perceived as the distant “boss-man.” However, as your business grows, you’ll have to distance yourself a bit so you can take on sometimes scary tasks like making unpopular decisions, or disciplining employees who aren’t working out.  I’m not saying you can’t be a nice, friendly boss, but acknowledging that you are the boss is a crucial step in getting your business to the next level.

Fear Of Networking
It’s easier than ever to network through social media today, and many of us are great at that. But you also need to go offline sometimes and get up close and personal. Networking has earned an unfortunate reputation as phony “schmoozing,” but in reality, it’s how relationships are built and business is done.  Make sure you invite your online connections out for coffee or lunch on a regular basis, attend networking events and industry conferences, and generally put yourself out there. If you’re shy (like I am), start with things in your comfort zone (like coffee with one person) and move up to the big leagues gradually—but do move up, or your business won’t.

Fear Of Success
When you get stuck in the day-to-day running your business and making payroll, sometimes your sights get set too low. Do that long enough, and you may decide it’s not worth dreaming big because you’ll never get there anyway.  That’s the surest route to business stagnation and a ho-hum life. To paraphrase Oscar Wilde, take your eyes off the ground and make time to look at the stars.

This article was written by Rieva Lesonsky. It can be found by clicking on:  http://smallbiztrends.com/2012/10/fear-holding-your-small-business-back.html
Strategic Planning Session

The next full Illinois SBDC Network Strategic Planning Session will be held on November 29th and 30th at the Lincoln Land Community College City Center in Springfield. Please save these dates and look for additional information and details soon.   Again, please SAVE THE DATES!

Program Success of the Week – Northerly Outfitters

Outdoor enthusiast Amy Knutson Strack realized a lifelong dream of owning a business when she celebrated the grand opening of her new store, Northerly Outfitters, in Grayslake's Washington Square on Thursday, October 4th.   With family, friends and community leaders at her side, Knutson Strack said she hoped the specialty store would create new friendships, contribute to the local economy, create a few new jobs and be a destination for customers who share her love of the outdoors, even if we are in the mountain-less Midwest.

"My goal is for the store to mean a great deal not just to me, but to others. I hope it will fill a gap in terms of finding products and solutions for people to get out and enjoy what the area has to offer."

Knutson Strack said she left the corporate world to open her dream store with the help and support of her family, including her husband Steve, daughters Annika and Linnea, brother Joel, and her parents and friends.   She also credited the Illinois Small Business Development Center at College of Lake County with helping her find her way to opening Northerly Outfitters.

 
“Tucked in the back of my mind for a long time was a business model that seemed to be missing from this area,” said Knutson Strack.   “I have dreamed about an outdoor shop that celebrated people of all abilities, that made no apologies for the fact that the Midwest doesn’t have any mountains, and that didn’t try to sell you a parka for climbing Everest if the conversation could be about the activities you enjoy here or want to try," she said.   

The store has a wide assortment of outdoor clothing and goods such as outerwear, backpacks, hats, hiking gear, and equipment for all ages. The store also plans to offer an equipment rental program.

Having personal experience using the products she sells is important, said Knutson Strack, who vows to offer only the best customer service and advice.   She said Northerly Outfitters has partnered with companies she considers to have responsible business practices and that are customer-focused. 

Getting the Most Out of WebCATS
Please review your ITC client files in WebCATS to ensure that you have all the client detail data correct.  It is very important to have the client detail completed as fully as possible.  If the client is marked as an exporter, you must choose to what countries the client exports.  This is information that is reported to SBA and shows up as errors if no countries are chosen.   Thank you.

Website of the Week – www.energystar.gov/industry
The U.S. EPA's Energy Star program has information that is applicable and valuable to manufacturers. They offer a variety of tools, resources, and recognition programs to help organizations develop effective energy management practices and programs that save more energy while reducing greenhouse gas emissions. These tools include sector-specific energy performance benchmarking tools, guides for finding energy savings, employee engagement resources, and guidance on developing site and corporate energy management systems.   To learn more, please visit their website at: www.energystar.gov/industry
Resource of the Week – www.Brandify.com  

Microsoft has partnered with www.Brandify.com  to deliver a free tool for SBDC consultants to engage with new and existing clients.  Brandify.com enables small businesses to reach more customers by discovering the status of their online brand, enhancing that brand, and monitoring the online customer activity.  Additionally, as you invite more of your customers to try the tool and obtain their Brandify score, you can help your center earn one of monthly $5000 cash incentives! Get started today:  www.Brandify.com/ASBDC.  Also, check out this short overview video on Brandify.    

What's New On CenterConnect 
New on CenterConnect this week you will find the updated application for the upcoming 2013 Midwest Regional Teaming Program (MRTP) hosted by the Chicago Urban League.  Additional marketing materials will be forthcoming.  Please contact either 

Selena Gray Sizemore, LEED AP, Sr. Program Manager of nextCONSTRUCTION, at the Chicago Urban League, 4510 South Michigan Avenue | Chicago, Illinois 60653 - Main: 773-285-5800 | Direct: 773-451-3566 | F: 773-451-3549 ssizemore@thechicagourbanleague.org | www.thechicagourbanleague.org 

Moves and News

Position Announcement - Business Development Specialist (International Trade Focus) at Southern Illinois University Carbondale

Full-time position with the SIU Carbondale Office of Economic and Regional Development within the Illinois Small Business Development Center.  This is a term position and is subject to renewal based on satisfactory performance and funding availability.  

Qualifications/Duties Specific to Business Development Specialist, International Trade Focus:  Master’s degree in Business Administration, International Business, International Studies or related field preferred AND a minimum of 2 years experience in assisting companies with exporting and international trade that included excellent communication skills, computer skills (including word processing, spreadsheet, power point, and internet business research).  Certification as a Global Business Professional (CGBP) and/or Illinois Entrepreneurship and Small Business Growth Association (IESBGA) business specialist is preferred.  Fluency in one or more languages in addition to English is preferred.  

Position Announcement - Business Development Specialist (High Tech Focus) at Southern Illinois University Carbondale

Full-time position with the SIU Carbondale Office of Economic and Regional Development within the Illinois Small Business Development Center.  This is a term position and is subject to renewal based on satisfactory performance and funding availability.  

Qualifications/Duties Specific to Business Development Specialist, High-Tech Focus:  Master’s degree in Business (Management, Finance, Accounting, Marketing, or a business-related field) AND a minimum of 2 years business-related experience required (may include accounting, marketing, management, finance, or other business specialties applicable to small business). Previous small business ownership experience preferred. Previous business counseling or consulting experience preferred. Excellent oral and written communication as well as public speaking experience preferred.  Previous experience working with high-growth and/or high-tech companies preferred. Certification as an Illinois Entrepreneurship and Small Business Growth Association (IESBGA) business specialist is preferred. 

Application Deadline:  November 16, 2012 or until filled

Anticipated Start Date: Tuesday, January 3, 2013. Midpoint salary is $3488 per month plus SIU Carbondale benefits.  

To Apply:  Submit a cover letter, resume, and contact information for three references to: SIU Carbondale Office of Economic & Regional Development ATTN: Business Development Search Committee, 1740 Innovation Drive, Carbondale, Illinois 62903. Email applications will not be accepted. Please note the position for which you are applying in your cover letter.

SIU Carbondale is an affirmative action/equal opportunity employer that strives to enhance its ability to develop a diverse faculty and staff and to increase its potential to serve a diverse student population.  All applications are welcomed and encouraged and will receive consideration.
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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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