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· Women’s Business Owners Symposium (WBOS)
· Mission: Veterans 2 Entrepreneurs Training Seminar - April 19th 
· Affordable Health Care Act - Myth vs. Fact
· How to Find Suppliers for a New Business
· SEC - Don’t Make Crowdfunding Useless for Main Street
· Program Success of the Week:  Lulu’s  
· Resource of the Week - BusinessUSA  
· WebCATS Updates - SBJA Funding 
· What's New On CenterConnect 
· Moves and News
· ASBDC Network Connection

Women’s Business Owners Symposium (WBOS)
The State of Illinois and the Department of Commerce & Economic Opportunity (DCEO) are proud to invite you to the first Women Business Owners Symposium (WBOS). The WBOS is a full-day program that offers both current and future women business owners access to a variety of experts, programs, and opportunities that will help grow their businesses. “It’s Your Time” to find out what the DCEO and the WBOS can do for you.

UIC Forum
725 W. Roosevelt Rd.
Chicago, IL 60608
March 29, 2013 | 8:30AM – 3PM
FREE Admission

Free On-Site Day Care Service: Ages 1–8
Resources Exhibit Hall for One-on-One Counseling
UIC Parking Lot 5 (Morgan & Roosevelt)
UIC Parking Lot 6 (Halsted & Roosevelt)

To register or for more information on the WBOS or DCEO, please visit www.ildceo.net/WBOS  or call 217.558.1630

[image: Description: Women Owners Symposium(WBOS) event.]

Mission: Veterans 2 Entrepreneurs Training Seminar on April 19
Save the Date. This M:V2E event is a pivotal initiative from the State of Illinois to empower the dedicated professionals who served in our armed forces.  This event will provide exposure and support, information and ideas, as well as an opportunity to network with like-minded individuals and organizations. The special event, hosted by the Illinois Department of Veterans Affairs will be held on Friday April 19th from 8:45 AM – 1:30 PM at the UIC Student Center East, 750 South Halsted in Chicago. Breakout sessions and resources will be available for veterans looking to start their own business and existing veteran owned businesses will be able to meet with local, state and federal agencies to discuss topics such as application processes, procurement opportunities and business certification.   

For more information on the event, please view the Save the Date flyer available on CenterConnect or contact Kevin Mclinden at the Office of the IDVA at (312) 814-1660 or kevin.mclinden@illinois.gov 

Affordable Health Care Act - Myth vs. Fact
by Meredith K. Olafson, SBA Bulletin, 2/20/13 - As a business owner, it’s important to understand how the Affordable Care Act can affect your business. However, with so many misconceptions about how the Affordable Care Act works, this can be difficult.  To clarify the myths versus facts, we’re launching a new blog series called “Myth vs. Fact: The Affordable Care Act and Small Business”.

This blog covers one of the most common myths we’ve seen out there: 

All businesses will be required to provide health insurance to all of their employees.
Fact: Employers are not required to provide coverage to their employees under the Affordable Care Act.  However, starting in 2014, some businesses that do not offer health coverage to their full-time employees may be subject to a shared responsibility payment under the health care law.

How do I know if I may be subject to an Employer Shared Responsibility Payment?
Businesses with 50 or more full-time or full-time equivalent (FTE) employees that do not offer affordable health insurance that provides a minimum level of coverage to their full-time employees (and dependent children under the age of 26 starting in 2015) may be subject to a shared responsibility payment if at least one of their full-time employees receives a premium tax credit in an Affordable Insurance Exchange, or Marketplace.   For the purposes of these provisions, a full-time employee is one who is employed an average of at least 30 hours per week.

Businesses will not be affected by these provisions if they already offer affordable health coverage that provides a minimum level of coverage to their full-time employees, which is the vast majority of these businesses.

Businesses with fewer than 50 full-time or FTE employees are generally not affected by these provisions.  However, it’s important to know that if companies have a common owner or are otherwise related, their total combined number of employees is used to determine whether each separate company is subject to these provisions — even if none of the member companies individually employ 50 or more full-time or FTE employees.

How can I find out if I meet the threshold number of 50 or more full-time or FTE employees?
To assist employers, the IRS has developed a helpful set of Q&As on the Employer Shared Responsibility provisions. The IRS has also issued a set of proposed rules [image: Description: Description: Description: Description: Description: Download Adobe Reader to read this link content]relating to the Employer Shared Responsibility provisions, and is accepting written or electronic comments by or before March 18, 2013.  

How to Find Suppliers for a New Business
Entrepreneur, Staff, 2/19/13 - Suppliers are essential to any retail business. Depending on your inventory selection, you may need a few or dozens of suppliers. Sometimes suppliers will contact you through their sales representatives, but more often, particularly when you are starting out, you will need to locate them yourself -- either at trade shows, wholesale showrooms and conventions, or through buyers' directories, industry contacts, the business-to-business Yellow Pages and trade journals, or websites.

Suppliers can be divided into four general categories.

Manufacturers. Most retailers will buy through independent representatives or company salespeople who handle the wares of different companies. Prices from these sources are usually lowest, unless the retailer's location makes shipping freight expensive.
Distributors. Also known as wholesalers, brokers or jobbers, distributors buy in quantity from several manufacturers and warehouse the goods for sale to retailers. Although their prices are higher than a manufacturer's, they can supply retailers with small orders from a variety of manufacturers. (Some manufacturers refuse to fill small orders.) A lower freight bill and quick delivery time from a nearby distributor often compensate for the higher per-item cost.
Independent craftspeople. Exclusive distribution of unique creations is frequently offered by independent craftspeople, who sell through reps or at trade shows.
Import sources. Many retailers buy foreign goods from a domestic importer, who operates much like a domestic wholesaler. Or, depending on your familiarity with overseas sources, you may want to travel abroad to buy goods.

Reliability is the key factor to look for in suppliers. Good suppliers will steer you toward hot-selling items, increasing your sales. If you build a good relationship and your business is profitable for them, suppliers may be willing to bail you out when your customers make difficult demands.

Remember, though, that suppliers are in business to make money. If you go to the mat with them on every bill, ask them to shave prices on everything they sell to you, or fail to pay your bills promptly, don't be surprised when they stop calling.

As a new business owner, you can't expect to receive the same kind of attention a long-standing customer gets right off the bat. Over time, however, you can develop excellent working relationships that will be profitable for both you and your suppliers. Once you have compiled a list of possible suppliers, ask for quotes or proposals, complete with prices, available discounts, delivery terms and other important factors. Do not just consider the terms; investigate the potential of your supplier's financial condition, too. And ask them for customer references; call these customers and find out how well the supplier has performed. If there have been any problems, ask for details about how they were reconciled. Every relationship hits bumps now and then; the key is to know how the rough spots were handled. Was the supplier prompt and helpful in resolving the problem, or defensive and uncooperative?

Be open, courteous and firm with your suppliers, and they will respond in kind. Tell them what you need and when you need it. Have a specific understanding about the total cost, and expect delivery on schedule. Keep in constant communication with your suppliers about possible delays, potential substitutions for materials or product lines, production quality, product improvements or new product introductions and potential savings.

Suppliers often establish a minimum order for merchandise, and this minimum may be higher for first orders to cover the cost of setting up a new store account. Some suppliers also demand a minimum number of items per order.

SEC - Don’t Make Crowdfunding Useless for Main Street
By Scott Shane, Bloomberg Businessweek, 2/4/13 - Nearly two years ago, I championed the idea of making it legal for entrepreneurs to raise money by selling equity stakes in their companies online. This kind of crowdfunding came much closer to becoming a reality when President Obama signed the Jumpstart Our Business Startups (JOBS) Act into law in April. It was one of the few bipartisan efforts to support small business that emerged from Washington in recent years.  The businesses that stand to gain the most from the crowdfunding provision in the law are those seeking small sums—less than $100,000. The goal is for the undercapitalized owners of the local car repair shop or restaurant to be able to inexpensively raise money from individuals without getting engulfed in red tape.

These kinds of investments don’t interest angel groups and venture capital firms. In fact, less than 1 percent of all the small companies in the U.S. get venture capital or angel group funding annually. Moreover, the legal costs of private placements under the Securities and Exchange Commission’s existing rules (which date back decades) are too high to be worthwhile for small raises.  The SEC, which was required to write the regulations for the crowdfunding portion of the law by yearend, is still hammering them out. Its staffers have a noble goal—to ensure ordinary investors are protected from scammers. But too much investor protection will make crowdfunding unworkable because the businesses won’t be able to afford to comply. Overdo it, and this new source of financing gets crushed under the weight of its own rules.

Why am I worried this could happen? Remember, the SEC came out strongly against the crowdfunding clause in the JOBS Act, even after it was clear that our elected officials were going to make the tool possible. And the agency has become very conservative after its embarrassing failure to catch fraudsters like Bernie Madoff.  On the other hand, the SEC has never been known for putting new rules in place swiftly. Short one commissioner, and split two Republicans to two Democrats, the commission has to focus on consensus issues to avoid deadlock.

The bottom line is the SEC shouldn’t overthink fraud risk. The amount investors can lose through crowdfunding is small—people whose income or net worth is less than $100,000 may invest the greater of $2,000 or 5 percent of their income or net worth annually, while richer people can invest as much as $100,000. This is far less than the amount most Americans will lose the next time a housing bubble pops and their homes decline in value, or the stock market crashes, taking with it much of their 401(k)s.  Besides, anyone can already lend money to small businesses through peer-to-peer lending sites such as Prosper and the Lending Club. Buying $5,000 in equity doesn’t expose an investor to much more risk of fraud or default than lending $5,000 to the same business.

Whether the SEC is trying to kill equity crowdfunding or just acting slowly, the situation is problematic. If the agency is trying to write regulations that technically permit crowdfunding but make it practically impossible, then it’s defying Congress and President Obama, whose intent was to provide a new mechanism for entrepreneurs to raise small amounts of equity. Federal regulators should not be allowed to write regulations that are inconsistent with the intent of our elected officials.

But just being slow is also a problem. Entrepreneurs and investors need to know the rules before they can act. Washington needs to remember that uncertainty hampers hiring and investment, as I’ve explained here before.

Program Success of the Week - Lulu’s
Lori and Merlin Worthington looked to the Western Illinois University (WIU) SBDC to help them find financing to purchase a restaurant in the small town of Bushnell.  Discussions with the owner had reached an impasse.  The WIU SBDC staff collaborated to create a quick solution that used Accion funding to provide needed capital.  The Worthington’s are very grateful for the rapid and expert assistance they received to open Lulu’s, their new restaurant.  Open about a month now, they have made a further equipment investment and are enjoying good crowds.   Congratulations to Lulu’s and the WIU SBDC.

Resources of the Week - BusinessUSA  
http://business.usa.gov/
BusinessUSA.gov, a Presidential initiative designed to help small business and exporters Discover opportunities, Connect with the right resources and Grow was recently re-launched. BusinessUSA is the first fully integrated federal website, reflecting a new level of collaboration among federal agencies and a stronger commitment to more streamlined and efficient customer service.

Check out the new BusinessUSA! We’ve created a simpler and more intuitive website for users. The new BusinessUSA offer visitors a direct path to programs and tools such as financing, exporting, starting and growing a business, veteran’s programs and disaster assistance. 

We made it easy to access government programs that can help you grow your small business. Some of our new cool features include:
•  Make An Appointment
•  On-line Chat
•  1-800-FED-INFO
•  Ask A Question
•  Step by Step Guides to Help You Find Opportunities, Access Financing, Understand New Healthcare Changes, and Learn About Taxes & Credits.

Sign up for email updates at businessusa.gov to keep abreast of new features as we add them, or to personalize the information you want to receive.  Also, follow us on twitter @BizUSA.

WebCATS  Updates
SBJA Funding:  Centers with SBJA funding my continue to use that funding source for client impact until April 30, 2013.  At that point the SBJA funding source will be closed.

Impact Surveys:  Outreach Systems, Inc. is currently working on enhancements to the “Economic Impact Survey” feature in the WebCATS system. Once implemented Centers will send out electronic Economic Impact Surveys to clients collecting details on impact attributed to the efforts of the Network Center and verified by the client.  The information collected from clients through this survey will automatically load into WebCATS to eliminate the need for double entry. The new survey will also collect the additional detail required by DCEO on reported “jobs created” and “jobs retained” by the clients. Centers should delay distribution of the normal Economic Impact Survey for the 1st Quarter of 2013 until the enhancement has been implemented in WebCATS. 

What's New On CenterConnect 
New this week on CenterConnect you will find information on Mission: Veterans 2 Entrepreneurs. This special event, hosted by the Illinois Department of Veterans Affairs will be held on Friday April 19th from 8:45 AM – 1:30 PM at the UIC Student Center East, 750 South Halsted in Chicago.

Moves and News
Congratulations to Gina Czubachowski at the Illinois Valley Community College SBDC for completing the Facilitator Certification for Profit Mastery.  She can now provide Profit Mastery training.  Well done Gina!

ASBDC Network Connection
The Illinois SBDC is pleased to provide you with the latest edition of the Association of Small Business Development Centers Network Connection eNewsletter.  Please click HERE to access the March 14, 2013 edition of the ASBDC Network Connection.
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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



Accredited Member  -  America's Small Business Development Centers (ASBDC)
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