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Special Moves and News – Adam Pollet New Head of DCEO
On Wednesday, November 21, 2012 Governor Pat Quinn announced the appointment of Adam Pollet as acting director of the Department of Commerce and Economic Opportunity (DCEO), effective Monday, November 26th. Pollet is an international trade expert with broad business experience across both the public and private sectors. In his new post, he will lead the state’s economic development arm and implement Governor Quinn’s vision to create jobs, double exports and expand the state’s global economy.  Pollet succeeds David Vaught, who is retiring from full-time employment with the state.

Pollet, 34, was most recently deputy director for the Illinois Office of Trade and Investment within DCEO, where he led the state’s export and foreign direct investment activities. Before joining the state in 2011, Pollet worked in the Chicago office of the management consulting firm McKinsey & Co. where he served client companies in the firm’s strategy and operations practices. While at McKinsey, Pollet concentrated on the energy, transport, logistics and automotive sectors.

A graduate of Harvard Law School, Pollet previously worked for the United Nations focusing on trade facilitation, poverty reduction, and environmental protection initiatives. At the U.N., he implemented a World Bank-funded project to promote trade and increase government revenue in Afghanistan and oversaw large-scale infrastructure projects in that country, as well. Pollet earned his undergraduate degree at Stanford University, where he studied international relations.

Vaught, 65, has served as a top aide to Governor Quinn since 2009. He was director of the Governor’s Office of Management and Budget for three years and most recently director of DCEO. In the 1990s, Vaught also served in the Office of Illinois Treasurer Pat Quinn.

Prior to his state service, Vaught was Managing Director for Mitchell Vaught & Taylor Inc. investment advisors. Vaught is a graduate of the Southern Illinois University School of Law, and the U.S. Military Academy at West Point where he studied engineering. He also served in the U.S. Army’s 82nd Airborne Division.

The Illinois SBDC Network congratulates and thanks Director Vaught for his years of service to the State of Illinois.  

The Network would also like to recognize Adam Pollet is his new role as the head of DCEO.  Huge Congratulations to new Acting Director Pollet as he takes over the reins of the state’s lead economic development agency.  Everyone in the Illinois SBDC Network looks forward to continuing to work closely with DCEO’s new leader as we support the pre ventures and existing small businesses as the start, develop and grow in Illinois. 

SBA is Now Accepting Nominations for the 2013 Small Business Awards
Do you know an outstanding small business deserving of recognition? The SBA is now accepting nominations for the 2013 National Small Business Week Awards, including the prestigious Small Business Person of the Year award.  
Since 1963, National Small Business Week has recognized the outstanding achievements of America’s small businesses for their contributions to their local communities, and to our nation’s economy.  In 2013, the 50th year celebration will honor the nation’s 27 million small businesses. 
Visit: NationalSmallBusinessWeek.SBA.gov to submit your nomination now through January 3, 2013. 

The SBA awards to be given in celebration of National Small Business Week will include:
1. National Small Business Persons of the Year (chosen from among state award winners from each of the 50 states, the District of Columbia, Puerto Rico, the U.S. Virgin Islands, and Guam)
1. Phoenix Awards (recognizing outstanding accomplishments during disaster recovery)
1. Small Business Prime Contractor of the Year
1. Small Business Subcontractor of the Year
1. The Dwight D. Eisenhower Award for Excellence (recognizes large prime contractors who have used small businesses as suppliers and contractors)
1. SBA 8(a) Graduate of the Year (for recent graduates of the SBA’s 8(a) contracting program)
1. Small Business Development Center (SBDC)Excellence and Innovation Award(nominations of SBA-funded SBDC Service Centers)
1. Women’s Business Center (WBCs) of Excellence Award (nominations of SBA-funded WBCs)
1. Veterans Business Outreach Center Excellence in Service Award (nominations of SBA-funded Veterans Business Outreach Centers)

For detailed information about eligibility and required documents, please review the nominations  guidelines for 2013.

In addition to the website, Illinois’ Local nominations can also be sent directly to SBA Illinois District Office, to the attention of Mark Ferguson. 
Award winners in each of the award categories will be invited to Washington, D.C., to attend National Small Business Week events, and to compete for national titles in 2013. 

Mark Ferguson, Public Information Officer, U.S. Small Business Administration 
Illinois District Office, 500 West Madison, Suite 1150, Chicago 
T. 312.353.5430 / F. 312.886.5688 / E. mark.ferguson@sba.gov      


Demystifying Small Business Valuation
A successful small business sale begins with a solid grasp of business valuation. Here's what you need to know to set your company at the right price.

Valuation can make or break a business sale because for many sellers, attaching a dollar value to their company is a touchy subject--especially if they have spent years building it from a fledgling start-up to a profitable enterprise. Left unchecked, the valuation process can quickly devolve into a pricing routine that is rooted in personal attachments and other subjective inputs rather than solid data based on marketplace realities.

Let's be clear: the actual value of your business is the amount someone is willing to pay for it in the business-for-sale marketplace. Period. Personal feelings about your company's worth are far less important than sound valuation methodology, accurate documentation, seller financing and other factors that could potentially influence value.

Common Valuation Methods

One of the reasons business valuation is such a complicated issue is because there are many acceptable valuation methods. Rather than using a "one-size-fits-all" valuation approach, sellers need to decide which method is right for their business based on industry, size and the circumstances of the sale.

An asset-based valuation is a straightforward method in which the value of the business is determined by the total value of the company's tangible and intangible assets. The challenge with this method is that asset-based valuations can over-simplify the process and neglect the value of the company's earnings potential. That is why asset-based valuation is a common method for the sale of defunct businesses and liquidations, but not as common for thriving companies.

The earnings multiplier method is often the best way to assign value to a healthy business that will be listed on the open marketplace. By basing price or value on some multiple of the business's earnings potential, prospective buyers gain the ability to translate the purchase into earnings and an informed return on investment (ROI) estimate.  This also provides a more tangible and simpler basis by which to compare different businesses in different industries or locations.

However, even the earnings multiplier valuation method presents challenges. Although earnings data is based on the business's historical financial performance, the calculation requires earnings to be precisely defined and agreed upon by both parties. Likewise, you will need to select the right multiplier to apply to defined earnings. There can be a large variance in multipliers (e.g. 1, 3, 5, 10 or more) since the valuation reflects business risk and industry standards. With that being said, a simple way to get to a proper multiple is to work with a business broker who can share recently sold business comparables (commonly known as "comps"), so that you can see what multiples businesses in your industry and location have historically or recently sold for. Prior to working with a broker, you can visit business for sale websites like BizBuySell.com or BizQuest.com to see what prices and multiples of cash flow or revenue current businesses are listed for and have sold for.

How to Improve Business Value

Business brokers and valuation experts often find that sellers are surprised to discover that the valuation process yields a lower-than-expected asking price for their business. The good news is that if you are not happy with your business' estimated value, there are steps you can take to increase it prior to a sale. It is important to start immediately however, as you need to start planning months or years in advance to implement the kinds of changes that substantially improve the value of your company.

From a buyer's perspective, proven profitability and future earnings potential are the most attractive qualities in a potential business acquisition. By documenting a multi-year track record of profits and positive cash flow, you can drive up the value of your company--substantially, if you choose to use the earnings multiplier valuation method.  But it's also important to strategically position your business for future earnings, identifying advantages your business either has or will have in the general marketplace. In some instances, the future prospects of the sector itself can be a factor in driving up business value.

Finally, most sellers ultimately realize that they need to enlist the assistance of a qualified business appraiser or broker to accurately value their companies. A good appraiser or broker, with a proven track record in your industry, can significantly shorten the sale process by ensuring that your business is priced to move in the current market.

To read this entire article, written by Mike Handelsman, please click on: http://www.inc.com/mike-handelsman/demystifying-small-business-valuation.html

Tax Reform a Priority for Small Business Owners
As tax reform hangs in the balance, many self-employed and small business owners are hoping for a wide-ranging deal that focuses on both corporate and individual taxes.    According to results of a tax reform survey released yesterday by the National Association for the Self-Employed (NASE) 82 percent of respondents feel it is "very important" for Congress to address comprehensive individual and corporate tax reform. What's more, 78 percent said both these areas should be the highest priority. The results are based on roughly 300 surveys completed between September and Election Day by NASE members who are self-employed or own businesses with 10 or fewer employees.

The survey results come as efforts to avert the so-called fiscal cliff are underway. More than $600 billion in tax hikes and spending cuts are set to go into effect on January 1st, if President Obama and lawmakers don't strike a deal.

If a compromise is not reached, the self-employed community will be hit particularly hard, according to Katie Vlietstra, director of government affairs at NASE, a trade group for entrepreneurs.
A self-employed individual making $60,000 to $88,000 a year will see a tax hit of $2,700 to $3,700 if nothing is fixed by the end of the year. "That's a full pay check, and for some individuals it's a full month's business," Vlietstra says.

Nearly half of survey respondents favor a one-year extension of current tax rates for households making less than $250,000. Thirty-four percent support a one-year extension for all income brackets. Only 7.6 percent of respondents do not support a one-year extension. Sixty-one percent of respondents indicated they would be amenable to giving up a significant number of deductions, if the individual tax rate were dropped to an acceptable level.

There are many ideas being floated to avert the fiscal cliff, and it remains unclear what the final outcome will be. One idea is to lower individual income tax rates but eliminate deductions. Under this scenario, respondents were asked to choose three deductions that should remain in place. Health care deductions received 63.7 percent of responses, followed by the mortgage interest deduction at 58.7 percent and contributions to retirement accounts at 41 percent.

Business owners were divided on increasing the corporate tax rate in an effort to reduce the individual tax rate: more than a third said it would depend on the level of increase and decrease. Thirty-five percent were against the proposal and twenty-six percent were for it.

This article, written by Cheryl Winokur Munk, can be found at: http://www.entrepreneur.com/blog/224965

Program Success of the Week – Bledsoe Seeds, LLC
Bledsoe Seeds, LLC, which opened in January 2012, is an agricultural based business operated by Lex Bledsoe of rural Tamms.  The business consists of a storefront that offers varied services to the farmers in the Alexander/Pulaski County area.  However, some sales have been generated in the bordering counties of Johnson, Pulaski, and Union in southernmost Illinois.  Part of the operation consists of a Pioneer seed dealership that sells corn, soybean, and wheat seeds to farmers.  Pioneer Hi-Bred International is the largest seed company in the world and offers some of the most up-to-date technology in the industry.   Lex Bledsoe began the seed sales by acquiring the business of a retiring Pioneer sales representative.   In addition, Lex was an employee of Pioneer Hi-Bred International for 15 years.  

Another part of the business involves the addition of a seed treatment process.  This provides the ability to custom treat soybean and wheat seed with a fungicide, insecticide, and inoculants in a combination requested by customers as needed.  Before the establishment of this business, this service was not available in the immediate area.  Bledsoe Seeds, LLC also offers crop insurance to local farmers.  Most farmers insured their crops with companies that were not in the immediate area.  Lex believed that having a local agent in the area would be a real convenience to farmers.   Fertilizer and herbicide are also sold to local farmers through a joint agreement with Crop Production Services based in Sikeston, Missouri.  

Lex Bledsoe feels that his many years of experience with Pioneer Hi-Bred International coupled with his familiarity of farmers in the area have contributed to his success.  He appreciates the trust that farmers have placed in his services during the formation and continuation of his business.  

The Illinois Small Business Development Center at Shawnee Community College assisted Bledsoe Seeds, LLC with the development of a business plan and loan application.  Two jobs have been created as a result of the start-up of this business.  Lex Bledsoe says, “I appreciate the work and knowledge of the Illinois SBDC.  Because of their efforts I was able to start my business and help provide these services to farmers in the region which, until then, were not available locally”.   

Getting the Most Out of WebCATS 
Customizing eCenter Text and E-mail Messages - Once you decide what features to enable and what features to disable on eCenter Direct you are ready to customize the content on eCenter Direct. All the text you see on eCenter can be customized to reflect your center's service offerings.

Here is a link to a 7 minute webinar & description.  http://www.outreachsystems.com/resources/tutorials/ecenter_publicDocuments/eCenter_publicDocuments.html

Website of the Week - http://asbdc-us.org/conference/conference.html
The 2013 ASBDC Annual Conference website is up and running !  The conference will be held in Orlando, Florida from September 9th – 12th, 2013 at The Peabody Orlando Hotel.

This premiere event brings together over 1,400 Small Business Development Center (SBDC) professionals, trainers, consultants, management, and administrative personnel.   The conference offers top-quality workshops, roundtables, general sessions, working luncheons and an Exhibit Hall -- equipping America's top small business consultants with the professional development they seek to continually enhance SBDC services to small businesses and aspiring entrepreneurs.

To get all of the latest information about this conference, please visit: http://asbdc-us.org/conference/conference.html

Resource of the Week – Google Apps
On behalf of Google, the ASBDC we would like to thank everyone who participated in our recent Google Apps poll, we appreciate the feedback!  We also thank you for your interest in implementing Google Apps for your organizations. It has been great to hear the stories of how counselors are already using Google Docs to edit business plans in real time and Hangouts to have multi-way video chats without having to find a time for everyone to meet in person. 
 
We want to make sure you have the support and resources you need to make trying and implementing Google Apps a success so please feel free to visit: google.com/apps  to learn more and start a free trial or contact Bobby Brenman (bbrenman@google.com) with any questions.  

What's New On CenterConnect 
New this week on CenterConnect you will find the latest SBA Lenders FFY 2013 Performance Report covering the month of October 2012.  Also on CenterConnect you will find the SBA Illinois District Office Lender Orientation Schedule for 2013.  Processing Sessions will emphasize loan eligibility and processing, but will also include information on other aspects of SBA lending. Portfolio Sessions will emphasize closing, servicing and liquidation. The target audience consists of Lenders, SBDC personnel, and technical assistance (T/A) providers.

Dates and times are subject to change, so please call Steve Konkle at (312) 886-4208 to confirm and register for the above dates. Orientations will be held at our office, which is located at: 500 W. Madison, Suite 1150, Chicago, Illinois 60661.

As a reminder, ALL new professional staff with the Illinois SBDC are required to participate in one of the SBA Orientation Sessions as quickly as possible after beginning work with the SBDC. 

Moves and News
Welcome Tim Montague - The Illinois SBDC at Champaign County has a new member on their team.   Please join us as we welcome Timothy Montague, who is starting work at the Center today.   He is going to be their TIES Specialist and brings a wealth of knowledge and experience to this position.   Tim has previously worked at the University of Illinois, Beckman Institute for Advanced Science and Technology as their Director of Development (Chief Advancement Officer) and at the Chicago Academy of Sciences’ Notebaert Nature in the role of Museum Corporate Relations Manager.  Welcome, Tim.

Congratulations Mark Enstrom - This is the last issue of the Weekly Connection that Mark Enstrom will have a part in developing for the Illinois SBDC Network.  As you know Mark will be retiring from DCEO effective Wednesday, November 28th. All of us in the Illinois SBDC Network would like to thank Mark for his years of outstanding service to Illinois small businesses and the tremendous support he has provided over the years to the members of the SBDC Network in Illinois. We will all miss Mark a great deal.  Congratulations, Mark, on your retirement and we wish you all the best in your new life and with all of your future endeavors.  
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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
Tom.Becker@illinois.gov. Please feel free to forward this update to other 
interested resource providers and key stakeholders. 
--------------------------------------------------------------------------------------------------------------------------
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