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Season's Greetings!

Everyone at the DCEO Office of Entrepreneurship, Innovation & Technology - Illinois Small Business Development Center (SBDC) would like to extend to you the very best for this Holiday Season and hope you and your loved ones have a Peaceful, Joyous and Prosperous 2012! !

SBIR/STTR Reauthorized
The federal SBIR/STTR research and development program for small businesses has been reauthorized for a period of 6 years, ending September 30, 2017, and that includes what formerly was called the Commercialization Pilot Program (CPP), now to be known as the Commercialization Readiness Program (CRP). The reauthorization was done under the National Defense Authorization Act of 2012 (NDAA) HR.1540. All that's left is for the President to sign the bill into law, and he has said he would

 

For those of you who want the bill's language, the following link provides a PDF of the SBIR legislation from the conference report that was passed. It is 107 pages from the 1844 page NDAA document. You'll find it at www.zyn.com/sbir/insider/SBIR_Pages_from-HR1540conf.pdf  

Small Business Outlook for 2012: Business as Usual?
As 2011 draws to a close, what are the biggest challenges small business owners are facing? And what is their outlook for the coming year? A new survey conducted by online survey company Zoomerang Online Surveys and Polls and GrowBiz Media, creates a mixed picture.

Overall, the survey found SMBs in a “holding pattern,” with many seeing little growth this year and planning few changes for the next. However, there’s also some positive news: many small businesses are optimistic about 2012 despite economic challenges in 2011.

The survey, SMB Business Perspectives, polled 1,000 decision-makers at small and midsize businesses. Here’s some of what they found:

Biggest Challenges - Overall, the biggest challenge in 2011 for SMBs was growing their customer/client base, with 44 percent of them citing this as their biggest concern. Close behind, budget constraints and customer or client retention were both cited by 32 percent.

Simply “staying in business” was a key challenge for 27 percent of the SMBs, with 20 percent indicating that “local competition” was a major issue.  Less of a concern were communications/marketing/PR, cited by 11 percent, and technological innovation, internal employee retention and internal employee growth, all of which were cited by only 9 percent of the SMBs.

Clearly, small businesses are feeling stiff competition for customers and clients. But with the economy still rocky, they are less worried about keeping their employees on board (which could prove to be a mistake).

Business Performance - How did the SMBs in the survey think their companies fared in 2011? The worries about competition are founded in reality with less than half (44 percent) saying business development held steady this year, and 27 percent reporting losses. Just 14 percent experienced biz dev growth. Overall, most areas of business performance remained the same.
This “holding pattern” is reflected in small business owners’ plans for 2012. Sixty-four percent have no plans to diversify their businesses in 2012; 74 percent did not plan to narrow their business focus. The response suggests that 2012 will be “business as usual” for SMBs still wary of taking too many risks (which also could turn out to be problematic).

Economic Impacts - The economy has “negatively affected” the business of nearly two-thirds (61 percent) of the SMBs this year. One-quarter were not negatively affected (perhaps because they have learned to handle the ups and downs of the last few years), and a lucky 11 percent claim the economy had a positive impact on their businesses..
2012 Outlook - Asked about their outlook for their business’s performance in 2012, SMBs were divided. Forty percent are either “optimistic” or “very optimistic” about the coming year, 32 percent are “neutral” and 28 percent feel either “pessimistic” or “very pessimistic.”
Heading into 2012, SMBs will continue to focus on the challenges that occupied them in 2011. Specifically, their key areas of improvement will be customer/client growth (60 percent) and customer/client retention (38 percent). As a result, the top areas where SMBs plan to spend are marketing (35 percent) and sales (28 percent).

When it comes to innovation and risk-taking, however, the outlook is ho-hum, to say the least. Just 15 percent will focus on technology innovations, a mere 9 percent say geographic expansion is on the horizon, and only 21 percent are even planning to expand their product/service offerings. Nearly one in five (19 percent) say they will make no new investments in their business in 2012.

Small Business Tax Compliance Priorities in 2012 Webinar - January 11th 
Presented by the Internal Revenue Service on Wednesday, January 11th at 1pm, this FREE webinar is for: 
Tax professionals 

Small business owners & industry organizations 

Media representatives 

IRS Small Business/Self-Employed Compliance Directors will discuss their top priorities and challenges for 2012. 

In addition to an overview of compliance priorities, learn about – 

SB/SE’s approach to compliance and working with tax professionals 

Exam’s National Research Project, field audit coverage plans and new pilot programs 

Collection’s Fresh Start initiatives and new operating unit 

Campus Compliance plans for improving Automated Under Reporter (AUR) and their Centralized Offer-in-       Compromise programs 

Please click on the link below to register:  http://www.visualwebcaster.com/IRS/83902/reg.asp?id=83902
Social Media Made Simple - By Constant Contact

When your business uses social media marketing, you connect with more customers and spread your message to a new audience.   And whether you're new to social media or an old pro, Constant Contact has got you covered. From guides and coaching, to monitoring to Social Campaigns, they make it simple to learn, listen, and get social. Start now.

With the step-by-step Social Media Quickstarter and their Know How you'll learn how to connect with your customers on social networks in no time.

Resources to get you going:

· Social Media Quickstarter1
· Learning Center2
· Integrating Social Media with Email
Social Campaigns makes it easy for your business to get more fans, so you can get more business. Thier tools and coaching help you create a Facebook page and build campaigns that engage not only your existing audience, but new Facebook fans, Twitter followers, and LinkedIn connections.

Constant Contact is getting ready to launch their new Social Campaigns product. Want to give it a whirl? Just send them your info and they will contact you when the product's available.  To learn more and to sign up for this new offer, please click on http://www.constantcontact.com/social-media-for-small-business/index.jsp
Program Success Of The Week - Pigchaser, Inc.

Just like any other backyard-grilling enthusiast, Ron Slawek had a barbecue sauce recipe that he had been making for a long time. For years he had been creating and giving away his barbecue sauce to family and friends but could never keep up with demand! 

Fast-forward to 2007...with his wife's encouragement, (she told him to do something with his sauces or be quiet), Ron spent the next 18 months perfecting his recipe. He didn’t stop there. He created more barbecue sauce flavors and added them to his product line, a total of five sauces. During this time, Ron came to the Illinois SBDC at the College of Lake County for guidance, business market advice, and assistance with writing a business plan. Ron also enrolled in several small business workshops further supporting his business. 

According to Ron, “The Illinois SBDC at the College of Lake County played a major role in helping my bbq sauce business become a reality.”   Ron also explains: "All my bbq sauce flavors originated from me. Unlike other bbq sauces out on the market, I didn't need to doctor-up someone else's bbq sauce and call it my own because my bbq sauce is great tasting all on its own." 

He isn't the only one who thinks so...Ron's Pigchaser Habanero BBQ Sauce took 1st place at the 2012 Scovie Awards, the official contest of the Fiery Foods & Barbecue Industry!   Pigchaser BBQ Sauce can be found at select grocery stores. 

Getting The Most Out Of WebCATS

Although WebCATS no longer allows you to have conflicting data in the Company Status and Date Established fields (e.g. a status of start-up, but an established date that is two years past) for a client record, this built-in intelligence hasn't always been around.  Records that haven't been edited since before December 2006 (when this intelligence was introduced to WebCATS) could show a current business status of start-up, even though they've long since qualified for an "In-Business" status. 

If you'd like to identify those client records that are in conflict in this way for the purpose of cleaning up your database, you can do so by creating a client subset, as outlined next:

1. Select View|Clients/Pre-clients and from the client record summary screen, click the Client Subset button.

2. In the subset criteria screen, select the Date Company Established and Current Company Status fields, and click the Specify Criteria button.
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3. If you would like to search client records for centers other than, or in addition to, the current active center, expand the Center(s) selection field and select/deselect the centers you would like included in the subset.

4. For the Current Company Status field, select "Start-up (in bus. < 1 year)". You can also select "Undefined" and/or "Pre-venture/Nascent" if you'd like to find client records with these statuses that have an established date older than one year.

5. For the Date Company Established date range, enter an end date that is one year (plus one day) earlier than the current date. Leave the beginning date blank.
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6. If you’d like to save this subset, select the Save Subset for future use? option and enter a descriptive name for it in the adjacent Name field. For more information on managing saved subsets, view the FAQ titled Can I save my subset for future use or to share it with other WebCATS users?.

7. Click the Finish button to generate a list of all client records (for the centers selected in step 3) whose company status is in conflict with the business established date.

The capabilities of subsets are endless and are available for most record types. For more information on subsets, view our other popular resources on this topic:

FAQ: How do I create a subset?

FAQ: Can I save my subset for future use or to share it with other WebCATS users?

FAQ: How can I use the various field types and options to best build my subset criteria?

FAQ: What exactly are the specially calculated fields that are available for some subsets?

Flash Tutorial: Creating Subsets

Want more? Browse our extensive list of WebCATS FAQs at:
http://www.outreachsystems.com/resources/help/webcats/faq.jsp?id=67
Website Of The Week - http://www.sba.gov/advocacy/10871/29961
The U.S. Small Business Administration, Office of Advocacy has released its Small Business Quarterly Bulletin for the third quarter of 2011.  The brochure-style publication contains commentary and analysis on the current employment and financing trends of small businesses.  The bulletin shows economic variables related to small business trending up.

A copy of the bulletin is located at: http://www.sba.gov/advocacy/10871/29961.

Should you need further information, please feel free to contact Brian Headd at the Office of Advocacy at (202) 205-6533 or advocacy@sba.gov.

Resource Of The Week - IRS Resources for Small Businesses

IRS.gov offers a broad range of resources for small businesses including links to other federal and state agencies.
	

	

	The Virtual Small Business Workshop is available on CD and online if you are unable to attend a workshop in person.  Small business workshops are designed to help the small business owner understand and fulfill their Federal Tax responsibilities. Workshops are sponsored and presented by IRS partners who are Federal Tax specialists. Workshop topics vary from a general overview of taxes to more specific topics such as recordkeeping and retirement plans. Although most are free, some workshops have fees associated with them. Any fees charged for a workshop are paid to the sponsoring organization, not the IRS.

Small Business Webinars can be found by clicking on: National/Local Webinars for Small Businesses



What's New On CenterConnect
On CenterConnect you will find the FFY2012 SBA Lender-CDC Performance Report for the period of October 1, 2011 through November 30, 2011.

Moves And News
Denise Ching, Director of the Illinois SBDC at Industrial Council of Nearwest Chicago (ICNC) was recently a guest on the television program "26 North".  They did an episode on entrepreneurship.  Please click HERE to view this session.   

Congratulations, Denise!  You did a great job.
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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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