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In Today’s Weekly Connection:
· Small Business Week Nominations Deadline Extended to December 9th 
· Lender Roundtable with SBA Associate Admin. for Capital Access – Nov. 29th  

· Illinois SBDC Strategic Planning Session - Springfield December 8th and 9th

· 4 Lessons Your Small Business Can Learn from the Military

· Article of Interest - Why Haven’t You Started a Business Yet?
· Program Success of the Week -Itasca Health and Chiropractic

· Getting the Most Out of WebCATS

· Website of the Week - www.smallbusiness-breakthrough.org   
· Resource of the Week - www.SBDCGlobal.com  Free Webinar On November 29th

· What's New on CenterConnect
· Moves and News

Small Business Week Nominations Deadline Extended to December 9, 2011 
You can find more information on how to nominate a deserving small business by clicking on Small Business Week 2012 Nominations Guidelines.  The nomination forms referenced in the Guidelines are also included on CenterConnect. Nominations must be sent to the SBA Illinois District Office in Chicago by close of business, Friday December 9, 2011.  Illinois SBDCs are expected to submit at least one nomination for the 2012 Awards Program. 
 

Nominate a Small Business or Small Business Advocate - 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.
 

Please send to:  
 

Mark Ferguson
U.S. Small Business Administration
500 W Madison, Suite 1150
Chicago, IL 60661
Mark.Ferguson@sba.gov 
 

As a reminder, each Illinois SBDC is expected to submit at least one nomination for the 2012 Small Business Awards program.
Lender Roundtable with SBA Associate Administrator for Capital Access - 11/29 

A Lender Roundtable will be held in Chicago on Tuesday, November 29, 2011.  It will be held in the Madison Room Conference Center on the 3rd Floor at 500 West Madison Street in Chicago beginning at 9:00am.

Meet with Steve Smits (Bio), Associate Administrator for Capital Access and Patrick Kelley, Senior Advisor to the Associate Administrator for Capital Access from SBA, to discuss and get your feedback on the new loan programs, measures and initiatives created under the Jobs Act.  

SBA loans continue to be a critical tool for helping small businesses get the capital they need to grow and create jobs. The Small Business Jobs Act made permanent enhancements to SBA programs, such as raising the maximum size of our top two loan products (7(a) and 504) from $2 million to $5 million. In addition, SBA is taking several steps to better serve our lending partners and borrowers, to simplify and streamline loan programs, and to improve oversight of SBA lending. Whether you’re a prospective or current SBA lender, come and tell us your ideas, and learn more about the best new tools from SBA!

Click here to Register.

Illinois SBDC Strategic Planning Session - Springfield December 8th and 9th
The Illinois SBDC Strategic Planning session will be held in Springfield at the Capital City Center,  130 W, Mason Street, on the afternoon of Thursday, December 8th and the morning of Friday, December 9th. All Illinois SBDCs, SBDC ITCs, PTACs and key stakeholders are invited to attend this voluntary planning meeting.  Our goal for this session will be to update our strategic plan, incorporating the work conducted by the smaller ongoing planning groups and including longer term strategic objectives into the overall plan.  Your input and participation are extremely important as we continue to build on our planning efforts and move this process forward.  We want to give special thanks to those of you who have been actively participating in the five strategic ongoing planning groups established in the Spring. We  sincerely appreciate your efforts to help us to continue to improve the positioning of our Network. 

If you need to make your hotel reservations for this session a block of rooms has been established at the Hilton in Springfield at 700 E. Adams St for the planning meeting, the IESBGA module training and the IESBGA Coordinating Council Meeting. The group name is DCEO/IESBGA and the group code is IES.  Please call 217/789-1530 to reserve a room. 

Please RSVP your attendance at the planning session to Mark Enstrom at mark.enstrom@illinois.gov by Close of Business Thursday 12/01/11.  More information and details about the session will be provided via e-mail prior to the planning session. 

4 Lessons Your Small Business Can Learn from the Military
Many military veterans apply skills they learned in the military to run successful businesses—and you don’t have to be a veteran to do the same.

Army vet Darcella Craven uses techniques she gained as a communications specialist every day in St. Louis as Executive Director of the Veterans Business Resource Center, where she trains both veterans and civilians to start nonprofit businesses. Compared with civilian folks, she says, veterans aren’t as fazed when times get tough.   The sooner you accept that you’re facing a difficult situation, the sooner you can adjust to those changes.

Veterans reveal 4 key qualities that help their businesses succeed:

Team-Building - Generals learn that building relationships is crucial to succeeding as a team. “In the military you must work with people from across the world who you don’t get to pick.  Leaders learn how to read people and push them to get things done.”  She advises business owners to sit down with new employees and get to know everyone involved in their business. When you understand what motivates people, it’s easier to nip problems in the bud.

Work Ethic - Veterans are taught that failure isn’t an option, says Michael Giel, a Marine sergeant-turned-business litigation attorney in Jacksonville, Florida. And in the business world, that often means putting in extra hours and making personal sacrifices.  In his job, “There are days where the workload is extraordinary and there's no end in sight. Yet focusing on your overall mission will help you complete any task, however daunting.

Precision - In the military there’s no room for error, giving veterans extra precision in building their businesses—no matter their industry. Dan Chan, a magician who recently joined the Coast Guard in San Francisco, says he’s become more meticulous about documenting processes and tracking referrals and mileage in his entertainment business.  By doing so, Chan says his revenue has grown by 15%.

Tenacity - Duane Draughon has fought hard to keep his construction business afloat. When in the Marines, he says, “We were taught to turn and attack the ambush when fired upon. So when the economy collapsed and our business started losing money, we turned and faced our problems head on.”   When clients couldn’t pay their bills, he struggled to pay his own. “People told us that we should shut down,” says Draughon. “I told them that there is no quitting in my book. Because of that we survived the recession, and business is growing again.”

To read this entire article, please click on: http://www.nfib.com/business-resources/business-resources-item?cmsid=56994&utm_campaign=BR&utm_source=SmartBrief&utm_medium=Email
Article of Interest - Why Haven’t You Started a Business Yet?
The majority of Americans would rather work for themselves than for other people. A 2009 survey by the Gallup Organization of 1,010 randomly selected Americans over the age of 15 showed that 55 percent of Americans would prefer self-employment, versus 36 percent who would rather work for others.

The big draw of self-employment appears to be personal freedom. The majority (51 percent) of Americans who would prefer self-employment say that they would favor it because working for oneself offers “personal independence, interesting tasks and self-fulfillment.”

Making money is not a major reason why Americans favor self employment. While many Europeans reported that they would prefer self-employment because of the greater potential earnings it offers, only seven percent of Americans who preferred self-employment, gave that as the reason.

More Americans want to become self-employed than think it is feasible to do so. The Gallup survey revealed that only 41 percent of Americans – 14 percentage points fewer than the share that would prefer to be self-employed – believe it would be feasible to go into business for themselves in the next five years.

But the barriers that many observers claim deter people from going into business for themselves don’t seem to be the ones holding back those desirous of self-employment. Only two percent of those who felt that becoming self-employed in the next five years was infeasible cited administrative and regulatory barriers as the obstacle. Moreover, only 12 percent of those who said they were held back from being self-employed identified a lack of finances as the obstacle, only two percent cited an absence of ideas, only four percent pointed to a skill deficiency, and only four percent said the magnitude of the risk was to blame.

This entire article can be found by clicking on: http://smallbiztrends.com/2011/09/why-haven%e2%80%99t-you-started-a-business-yet.html
Program Success of the Week -Itasca Health and Chiropractic
There are lots of chiropractors out there - about 4,500 currently licensed in the state of Illinois. There are also lots of different chiropractic techniques used, along with a variety of allied services, like acupuncture and therapeutic massage. 

Dr. Joe Riggio, from Itasca Health and Chiropractic, first visited the Illinois Small Business Development Center at Elgin Community College in April 2011.  At the time, he was looking into expanding his business, and was seeking some assistance from the Center in preparing a business plan. Since then, the SBDC has worked with Dr. Riggio in other areas as well, from staffing and hiring to marketing.

As we got to know the doctor better, we were struck by his "whole person approach." This method means looking for underlying causes (which may or may not be causing symptoms at the time) and applying appropriate interventions and lifestyle adjustments to help the patient return to normal health.

The doctor intends to double to size of his office in a few months, and will offer additional services centered around healthy eating and exercise and addiction treatment.

Getting the Most Out of WebCATS
Have you updated your database with export countries?

EDMIS rejects any client records that indicate international trade, but don't specify an accompanying list of countries.  We need your help in updating all clients that fall into this category.   Please go into the client profiles and update the profile with the country and/or countries the company performs exports.  This can be done by clicking on the edit button on the company profile and selecting the countries under the field export countries.   Thank You.
Website of the Week - www.smallbusiness-breakthrough.org  

A few years ago the Great American Small Business Challenge was launched. It was a one year program that helped hundreds of small businesses owners during the financial crisis.

Now a new initiative has launched called the Small Business Breakthrough Project, including a new website filled with valuable resources.  Check it out at: http://www.smallbusiness-breakthrough.org
The organizers indicate the purpose of the Breakthrough Project is to create a grassroots movement were the 27,000,000 small business owners (9% of the U.S. population) can learn about best-management practices, as defined by the U.S. Baldrige Performance Excellence Program. 

The goal is to dramatically improve a company's chances of success.  Currently 70% of small businesses fail in their first seven years.  Another 20% close without selling.  Imagine the impact on our economy... and jobs... if we could improve these statistics.

The Small Business Breakthrough Project is an outreach initiative of the SBDC Think Tank on LinkedIn. SBDCs provide small business owners with a wonderful array of classes, seminars, one-on-one coaching and access to valuable resources.

To help jump-start this movement you can join the project on Twitter, Facebook and LinkedIn. 

Twitter: www.twitter.com/#!/theninepercent
Facebook: www.facebook.com/SmallBusinessBreakthrough
LinkedIn: http://www.linkedin.com/groups?gid=1827449
Second, visit the website. Download your copy of the Breakthrough Book. (It includes eight customizable management tools.)  Take the Breakthrough Survey. Share your success story.  Start a Breakthrough Chapter.   With your help... and involvement... we can change the world, one business at a time.

Resource of the Week - www.SBDCGlobal.com Free Webinar on November 29th
The SBDC International Trade Initiative is a free webinar series offered by SBDCGlobal.com in partnership with the International Trade Center in San Antonio.  The webinar series will provide the information and resources needed to have your SBDC engage in international trade assistance.

Module 4: International Consulting Services will discuss:

· International Trade Consulting and Market Research Services

· A Review of Client Segments and Their Needs

· Developing and Optimizing SBDC ITC Consulting Services

· International Trade Market Research Resources

· How To Attract the Right Clients While Creating Customer Loyalty

· Capturing Economic Impact and Communicating Success

· A Week In The Life of an SBDC International Trade Center Counselor

This program will be presented by Mr. Doug Smith, Assistant Director of the SBDC ITC at San Antonio.  It will be held on Tuesday, November 29th, from 2pm - 3:30pm.

Please note that this webinar is only available to members of the Small Business Development Center Network. 

   

	To register, please click on: 
	 


http://www.sbdcglobal.com/component/option,com_artforms/formid,66/lang,en/
What's New on CenterConnect
On CenterConnect you will find the October, 2011 Performance Reports for the Illinois SBDC, SBDC ITC, PTAC, BIC and SBEAP.  

Moves and News
The Illinois SBDC ITC at Bradley University and the DCEO OTI recently held a seminar to promote the STEP Grant Program in Peoria.   The local television station provided some outstanding coverage of this event during their news broadcast.   We thought you would like to see it.   
Congratulations to Jim Foley and Tom Hagle for making this program such a success in Peoria !

Here is the link:http://www.centralillinoisnewscenter.com/news/local/Local-Businesses-Look-to-Go-Global-133551238.html
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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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