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3 Best Practices for Creating a Culture of Innovation

Creating a culture of innovation within small businesses will not happen overnight. Instead, small business owners need to implement a systematic approach that not only fosters new ideas but also evaluates the impact of those ideas on the company.

That is one of the key messages from author Andrew J. Sherman in his latest book, Harvesting Intangible Assets.  “[You can’t just] wake up in the morning and say, ‘OK, all of you go innovate,’” says Sherman.  “Real action items have to be attached to things.”

Here are three of Sherman’s best practices for creating a culture of innovation:

1. Implement Google’s 70/20/10 rule - It’s easy for employees to get caught up in the rigors of their daily responsibilities, putting innovation on the backburner. The Google rule builds in time for innovation, creating a structure that allocates 70 percent of employees’ time to their day jobs, 20 percent to innovating around that day job, and 10 percent for open innovation around anything that could drive value for the company.

2. Don’t be afraid of RATS - Companies large and small have the misperception that innovation needs to be “soft” and “creative,” Sherman says. Rather, small businesses need to build a disciplined system that allows owners to evaluate new ideas.

To create an effective, ongoing innovation process, Sherman advocates the RATS approach:

• Resources: A culture of innovation requires a commitment to resources, including human capital, time and supplies.

• Advocacy: Owners need support from internal and external advocates who secure resources and provide moral support related to innovation.

• Testing: Evaluation and testing help predict the financial return on resources invested.

• Sustainable Demand: This is based on the identification of target customers, markets, channels and potential strategic partners.

3. Stay close to customer needs - Most small business owners have opportunities to interact with customers, whether in person or online within a company’s social-media space. Tapping into a loyal customer base can bring innovative ideas to the table and ensure that they resonate with consumers. Asking customers about their experiences and how to improve those experiences is not a sign of weakness.  “They can get ideas from the people who are using their products, enjoying their products and are advocates for their products".

This article can be found at: http://www.nfib.com/business-resources/business-resources-item?cmsid=58684&utm_campaign=BR&utm_source=SmartBrief&utm_medium=Email
Constant Contact - Fall 2011 Small Business Attitudes & Outlook Results

A new Constant Contact survey of almost 2,000 small businesses finds they are becoming more comfortable with social media marketing1 and are using it more when engaging with customers: 

Use of social media marketing among survey participants continues to rise; 81% reported using social media to market their businesses, up from 73% in the spring.  45% said social media marketing doesn't take a lot of time, an "about face" from just six months ago when small businesses cited time as a significant barrier to adoption. 

Facebook continues to be the social media tool of choice — but Twitter is gaining ground, both in terms of usage and effectiveness. 60% of those using Twitter found it to be an effective tool to connect with customers — up from 47% in the spring.  

60% report engaging with all customers and prospects who post comments on social media platforms, whether those posts are positive or negative.  The survey also reports that small businesses still rely heavily on in-person interactions and events in addition to email and website marketing to reach their customers. For additional survey results, please see the key findings2 and our official press release3.

This article can be found by clicking on:  http://www.constantcontact.com/small-business-week/survey-fall-2011.jsp
Small Business Week Nominations Deadline - 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.   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.
	Program Success of the Week - Halloween Hallway
Entrepreneur Brian Bowers founded Halloween Hallway in 2006. At that time, it was a small Chicago costume store and online retailer. Since then, Brian has expanded the business substantially and now operates stores in Illinois and Iowa. 

All of his stores are committed to providing the widest costume selection at the best price possible. Halloween Hallway is a seasonal business which is typically open around Labor Day and closes in early November while their online store is operational year round.

The Illinois Small Business Development Center at University of Illinois at Chicago has cooperated with Halloween Hallway since its early beginnings and has guided Brian from opening his first store to now running 8 stores throughout the Midwest. Throughout the past year, the Illinois SBDC at UIC has helped this client in
securing funding that was needed to finance the stores’ inventories and operational expenses. 

This fruitful cooperation has been successful as evident in an approved loan application of $150,000 by ACCION Chicago, among other lenders.  Besides that, Brian has invested $250,000 of his own equity to help prepare his business for this Halloween season.  Beyond mere financial figures the company has expanded as well. Brian has managed to retain one job from last year while having created 23 new jobs for the present one. 

Currently, the cooperation between Halloween Hallway and the Illinois SBDC at UIC has gained additional intensity due to the Entrepreneurial Student Teams Program (ESTP).  Under the guidance of Center staff, the students will work to improve and professionalize the training of employees and conceptualize daily business operations. The goal is to develop a comprehensive training manual for Halloween Hallway’s staff in years to come.  

	

	


Getting the Most Out of WebCATS
Whenever a client's status (pre-venture or in business) changes it is imperative that you update their profile information to reflect this change.  When you create a "started a business" milestone you will receive the following message:  You have just created a "started a business" milestone.  Would you like to have the client status updated from "pre-venture/nascent" to "start-up (In Bus. < 1year)"? (If you respond with {OK}, the client's Date Established will be updated to the current date)  Note: The client record's business type is currently "NA".  You may wish to update the client record if their type of business is now different.  Please say "OK" to this message to update the client status field and date established field.  We use these fields to track the current percentage of In Business vs. Not In Business clients.  It is very important to have accurate data in these fields.   Thank you for helping to keep this client information accurate and up to date.
Website of the Week - http://sethgodin.typepad.com 
If you want to stretch your mind, check out entrepreneur Seth Godin’s blog.  Godin, the author of 12 best-selling marketing books, casts fresh light on the marketing world, often reflecting on how success relies on thinking about ideas and products in unconventional ways. Recent musings include being a rock star for five minutes a day and how to go viral with your ideas. “He reminds me how to be outrageous and use that to build an audience,” says Shel Horowitz, an ethical and green marketing expert, and author of Guerrilla Marketing Goes Green: Winning Strategies to Improve Your Profits and Your Planet.  Check it out at: http://sethgodin.typepad.com
Resource of the Week - NSF Partnerships for Innovation $15 Million In Grants 

The National Science Foundation notes: “By establishing and expanding partnerships, research from institutions of higher education can be translated into innovation. Thus, the impact of research can be increased by moving it to realistic deployment, linking new knowledge to economic growth and other societal benefits. Partnerships with participation from science, engineering, education, the private sector and government can accelerate the process of innovation -- the transformation of scientific and technological advances into new products, processes, systems, and services. 

In turn, new jobs are produced, wealth created, and the standard of living and quality of life worldwide are improved …. There are other federal programs that contribute to the goal of innovation, including: Innovation Corps (I-Corps), the Small Business Innovation Research/Small Business Technology Transfer Research (SBIR/STTR), the Grant Opportunities for Academic Liaison with Industry (GOALI) and the Economic Development Administration (EDA) of the Department of Commerce's i6 Challenge program. Taken together, these programs provide serial momentum that promotes the common goal of innovation …”

The NSF Partnerships for Innovation (PFI) Program is an umbrella for two complementary subprograms: one of which (Building Innovation Capacity – BIC) involves an earlier stage that focuses on building innovation capacity and the other (Accelerating Innovation Research – AIR) involves a later stage that focuses on the acceleration of innovative research. The former emphasizes the transformation of knowledge to market-accepted innovations created by the research and education enterprise, while the latter emphasizes the translation of research to commercialization by NSF-funded research alliances. A research alliance is defined as a research partnership formed for mutual benefit, and funded by NSF, between/amongst universities and other entities. In the final analysis, both programs, while focusing on different stages are concerned with the movement of academic research into the marketplace. 

The National Science Foundation has announced a funding opportunity under PFI, estimated the availability of $15,000,000 to underwrite 22 BIC and AIR awards.

BIC - proposals may only be submitted by the following: 
U.S. universities and two - and four - year colleges (including community and technical colleges) accredited in, and having a campus located in the U.S., acting on behalf of their faculty members. Such organizations also are referred to as academic institutions. The lead (submitting) organization must be an academic institution. 

At least two or more existing small business concerns must participate in the proposal. 

AIR - proposals may only be submitted by the following:
U.S. universities and four-year colleges accredited in, and having a campus located in the U.S., acting on behalf of their faculty members. Such organizations also are referred to as academic institutions. The lead (submitting) organization must be an academic institution. 

One and only one institution within a research alliance can be the lead/applicant institution. An alliance is defined as a research partnership formed for mutual benefit, and funded by NSF, between/amongst universities and other entities. Examples include but are not limited to consortia, such as Engineering Research Centers (ERC), Industry University Cooperative Research Centers (I/UCRC), Partnerships for Innovation (PFI), prior PFI awardees, Science and Technology Centers (STC), Nanoscale Science and Engineering Centers (NSEC), Materials Research Science and Engineering Centers (MRSEC) grantees. 

Click here for full background and application requirements.

What's New on CenterConnect
As a reminder, the nomination forms for the 2012 Small Business Week Awards referenced in the Small Business Week 2012 Nominations Guidelines are also available on  CenterConnect. 
Moves and News

Please click here for a link to the latest issue of the Illinois Innovation Index newsletter.  The Illinois Innovation Index is a monthly newsletter highlighting data and metrics on investment and innovation activity in Illinois.
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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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