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HUBZone Program Web Training
The HUBZone Program is conducting a series of web-based trainings on HUBZone Eligibility Requirements and “Clean” Applications. The remaining training sessions will be offered on the following dates, from 2-4pm Eastern Time:  Wednesday, March 27th   - Wednesday, April 3rd - Wednesday, April 10th

As a reminder, these webinars are intended ONLY for the staff of the SBA District Offices and the staff of SBA Resource Partners (SBDCs, PTAC, etc). If you have not yet participated in one of the sessions please plan to register for one of the three remaining sessions reserved for resource providers.

This training will include discussion of:

1. The benefits of the HUBZone Program for small businesses
1. Eligibility requirements
1. Avoiding common mistakes in the application process
1. Maintaining HUBZone certification
1. Resources and tools

The lessons learned from the training will help District Office and Resource Partner staff advise interested small businesses on navigating the HUBZone certification process more effectively. By enhancing the quality of applications submitted, the HUBZone Program Office hopes to reduce the number of firms that are declined or withdrawn due to unfamiliarity with the program’s requirements. 

	Training Date
	Participant Instructions
	Webinar Login
	Dial-in
	Comments

	March 27, 2013
	Web conference scheduled to begin at 2:00 PM ET.  You may join the web conference 10 minutes prior to the scheduled start
	http://emsp.intellor.com/login/412198
	After you’ve connected your computer, audio connection instructions will be presented

	If you need technical support or additional information regarding our events, please go to http://emsp.intellor.com/portal/sbaevents or contact AT&T Connect Support at 1-888-796-6118
If you are unable to join the web conference from a computer, you can find audio only instructions at http://events.uc.att.com/events/integrate/PhoneAccessPage/OCCSAccessNumbers.asp?ExEventID=412198

	April 03, 2013
	Web conference scheduled to begin at 2:00 PM ET.  You may join the web conference 10 minutes prior to the scheduled start
	http://emsp.intellor.com/login/412199

	After you’ve connected your computer, audio connection instructions will be presented

	If you need technical support or additional information regarding our events, please go to http://emsp.intellor.com/portal/sbaevents or contact AT&T Connect Support at 1-888-796-6118
If you are unable to join the web conference from a computer, you can find audio only instructions at http://events.uc.att.com/events/integrate/PhoneAccessPage/OCCSAccessNumbers.asp?ExEventID=412199

	April 10, 2013
	Web conference scheduled to begin at 2:00 PM ET.  You may join the web conference 10 minutes prior to the scheduled start
	http://emsp.intellor.com/login/412200
	After you’ve connected your computer, audio connection instructions will be presented

	If you need technical support or additional information regarding our events, please go to http://emsp.intellor.com/portal/sbaevents or contact AT&T Connect Support at 1-888-796-6118
If you are unable to join the web conference from a computer, you can find audio only instructions at http://events.uc.att.com/events/integrate/PhoneAccessPage/OCCSAccessNumbers.asp?ExEventID=412200



The HUBZone office offers eligibility assistance on Tuesdays and Thursdays from 2:00 to 3:00 p.m. EST via a toll free number:  1-888-858-2144 Access code 3061773#.  This is an interactive conference call where HUBZone staff presents a specific eligibility topic followed by a general question session.  Firms seeking specific status of its application or answers about the supporting documentation requested, need to e-mail the SBA HUBZone Business Opportunity Specialist working on the application because that person would be in the best position to provide individual assistance.  Remember to periodically visit our website at http://www.sba.gov/hubzone, for the latest information regarding HUBZone eligibility.

10 Questions to Ask Before Selling Your Business
By Lisa Girard  on Entrepreneur.com, 3/6/13.  If you’re thinking about selling your business, think twice. Selling a business should never be a spur-of-the-moment decision, says Curtis Kroeker, group general manager for San Francisco-based BizBuySell.com and BizQuest.com, business-for-sale marketplaces that have an inventory of about 40,000 businesses. "You need to figure out things like if you should sell, when is the best time to sell, and what you need to consider before selling, among many other considerations."

So, should you sell your business?  Here are 10 key questions to help you figure it out.
Is my business ready to sell? Kroeker recommends at least two years of preparation before putting your business on the market. Make sure you can produce two to three years of tax returns that are accurate and show maximum profitability to get the best price for your business, he says. "You can't start putting things together the month before you sell."

How is a buyer going to value my business?  Particularly with family ownership, companies sometimes run everything through the business, such as country club dues and car allowances, says Robert Kibby, section head of the corporate and securities group at Dallas-based Munsch, Hardt, Kopf & Harr Attorneys and Counselors. "Loading the business with tax write-offs can make you appear less profitable and cause a buyer to undervalue your business."

Who should be on my team when I sell?  It's important for entrepreneurs to figure out whose services will bring them through the sales process and help them get the best price for their business. Do you need an accountant? How about an appraiser, attorney, consultant and business broker? "The buyer is typically going to have a good team to go over your business, so you should, too," Kibby says.

Is it the right time to sell?  Many people wait till their business is on the decline to sell. That's the exact opposite of what you should do, says Debbie Allen, a Phoenix-based business and brand strategist and consultant. "You want to sell when you are at the top of your game – peaked out," she says. "Some will say, 'I'm making good money now. Why should I sell?' That's thinking like a business owner, not an entrepreneur."
Related Video: Selling Your Business? Serial 'Trep Gurbaksh Chahal Says Be Bought, Not Sold

Is the market right?  Before selling, look at current market conditions for your industry. Selling a home improvement business in 2006 showed a pretty good return. Fast forward a couple of years and many roofing, siding, home financing and other housing-related companies had lost a big chunk of their value. "I saw companies who turned down an offer in 2005 who couldn't get three-quarters of that price a few years later," says Allan Siposs, a managing director of FMV Capital Markets in Irvine, Calif., which offers services for mergers, acquisitions and divestitures. "Wait until market conditions are better to sell."

Can I cope with the changes on the horizon?  Rapidly changing technology, increasing globalization and other business trends can prove too much for some business owners. Keep your eyes trained three or four years down the road, and if you don’t believe you can keep up, sell before your failure to adapt catches up with you. "Some people find it hard to leave, but if you wait too long, the industry may pass you by," Allen says.

Can my business thrive without me or without a key customer?  If a buyer is concerned that a business is too dependent on the owner or a single customer, he may take his offer elsewhere. "A good business can operate when the owner is on vacation and has good revenue diversification, where no one customer represents more than five percent of the business," Siposs says.

Would I be willing to stay on if the buyer wants me to? Sometimes you can seal a deal by agreeing to stay on in a consulting role for a period of six months. But first, you need to determine whether it's really worth it to you. If you're willing to stay on, it might reduce the risk to the buyer and increase the value of the company, Siposs says.

What are the potential deal breakers?  Unresolved issues can rear their ugly head and interfere with a sale, particularly in areas such as company ownership, accounting and intellectual property rights. For example, an owner may have used a contractor to write software for the company without requiring him to assign his rights to the company. “This can create questions about who possesses critical rights, which can scuttle the deal,” Kibby says. So, consider what your potential deal breakers are and try to resolve them before you’re near to closing a deal.

Would I consider alternatives to an outright sale?  If an outright sale isn't right for you, a CPA or investment banker can help evaluate other options. How about structuring a deal to pass on the ownership to employees through an Employee Stock Ownership Plan (ESOP)? Would you consider selling a percentage of the company to a private equity fund? Or would you do a leveraged recapitalization, which is a loan that puts a portion of the proceeds in your pocket?

5 Characteristics of a Qualified Business Buyer
By Curtis Kroeker on Inc.com, 2/27/13.  Selling a small business requires a combination of time and patience--and no one wants their time wasted or their patience tested. So, as a seller, it's beneficial to weed out interested parties that don't really have the skill set, desire or funding to actually purchase the business. And, as a buyer, it's good to know what signals you as a serious buyer.
The road to buying a small business is paved with planning and preparation. The best way to determine whether potential buyers are qualified to see the deal through to completion is to gauge their intent and evaluate the amount of preparation they have invested in the process.

1. Does the prospective buyer have a solid business history?
A potential buyer should have no problem providing information about his or her business qualifications. If a buyer has already owned a similar company, conduct basic research to determine his/her reputation in the industry. Ask yourself, does the buyer possess the necessary education and, if relevant, necessary/helpful licenses or certifications? If the buyer hasn't owned a business before, they should be able to thoroughly explain why this business is right for them and what qualifies them to successfully operate your business after the sale.

2. Does the buyer have an adequate amount of capital for a down payment and how will he or she secure financing?
During the pre-negotiation stages of the process, it's critical to ask the buyer if he or she has an adequate down payment and how she plans to finance the remainder of the selling price. Additionally, you should ask the buyer to complete a Personal Financial Statement in which she outlines her assets and liabilities to provide some basis for you to verify that the buyer is financially qualified. Clearly, the buyer should have an adequate down payment, but serious buyers are also prepared to invest significant capital in the first year of ownership. If the buyer wants you to finance a portion of the sale (a very common requirement in today's challenging lending environment), the amount you need to finance, the risk you are assuming and the length of time you may need to be involved in the business in an advisory capacity are very closely related to the size of the buyer's down payment and access to other funding.

3. Is the buyer asking the right questions?
Qualified buyers have probably thought about owning a business for a while, maybe even several years. A serious buyer should not have a laundry list of general questions for the seller--a possible sign that the buyer hasn't adequately researched the industry or business ownership in general. Instead, qualified buyers should ask detailed questions related to your specific business. The buyer might inquire about the reason you are selling the business or ask about the biggest challenges the company faces going forward. However, they should also get into specifics such as employee history, the nature of the supplier relationships (and contracts), sales history and trends, sources of future growth, key sources of competition, etc. By asking questions like this, the buyer shows his/her experience and business acumen. By answering these questions (after securing a signed NDA, of course) you begin to establish trust with the buyer and pave the way for a smoother selling process.

4. Does the buyer understand the acquisition process?
Casual buyers often lack general knowledge about the acquisition process and the business-for-sale marketplace. Serious potential buyers understand the framework of business sales and appreciate the environmental, organizational, interpersonal and individual factors that are involved in the buying process. Does the buyer understand due diligence? Is he or she knowledgeable about various business valuation methods? Has he researched the business's history? Ideally, the buyer should have a clear understanding of the business acquisition process and may even be able to provide you with a written acquisition and business plan.

5. Is the buyer's heart in the process?
Potential buyers should be enthusiastic about the business and treat you with respect. They should listen thoroughly to all the details being delivered and take it to heart. After all, no one knows your business like you and if the buyer is serious about buying it they should have a keen interest in hearing what you have to say. A disengaged or half-hearted buyer is a definite indicator that the buyer isn't serious. At the same time, the buyer should (as discussed above) be prepared, well equipped and have his/her own ideas without being pretentious.

As a business seller, your goal is to identify the right buyer as quickly and efficiently as possible. By incorporating a handful of common sense strategies, you can weed out non-qualified buyers early and increase the likelihood of a successful sale process.

5 Cost-Cutting Ideas for Small-Business Owners
By Holly Mangan in MoneyCrashers.com.   “Business as usual” is taking on new meaning as businesses small and large prepare for change. For instance, if you employ at least 50 people, you may be considering layoffs or reducing staff hours to avoid taxes resulting from the Patient Protection and Affordable Care Act. But even very small businesses remain nervous about the economic climate and whether measures such as Obamacare will hurt their bottom line. As a business owner, it's prudent to streamline your operation by trimming the fat wherever possible, realizing that a series of small yet regular savings can mean the difference between making it in the new business climate or not.

1. Barter your services 
When the economy struggles, bartering for services can be an effective way to get what your business needs when you don't have the money to pay for it. To address inherent differences in the values of goods and services, organized barter exchanges enable business owners to earn "currency" good with the other members of that exchange toward their services. For example, if you offer accounting services via a barter exchange, a fellow member would pay you in "trade dollars" (that they presumably earned from bartering their product or service). You could then use these dollars to buy, say, printing services from another member of the exchange.

2. Buy used 
You can often find gently used items at substantial discounts on Craigslist, eBay and Amazon. Even if you're looking for new, however, don't discount these sources. Many "used" products are simply open-box items that have been returned without being used. Do be aware, however, that warranties are typically voided if you are not the original buyer of an item. And always buy from a reputable seller with a solid return policy.

3. Go green 
Going green doesn't have to mean overhauling the way you do business. Even simple steps such as offering paperless statements and billing and encouraging customers to enroll can mean big savings. Whether you work out of a home office or rent a designated space, get an energy audit performed by your energy provider to determine how and where you can reduce costs. Your provider may offer this service for free or at minimal cost. And don't overlook simple solutions such as CFL bulbs and encouraging staff and customers to turn lights off when not in use (in bathrooms, for example).

4. Maximize social media 
You have your social media pages up and running. You even have a fair number of likes and followers. But are you getting the most out of your campaign? It goes without saying that platforms such as Facebook, Twitter and Pinterest are great ways to get your brand in front of your market. But since every single business these days, including your competition, is on the social media bandwagon, what are you doing to differentiate yourself? Are you even measuring your results? Effectively tracking your campaign may not save you money outright, but it will help you get the most out of your investment.
5. Save on supplies 
Most national office supply retailers have rewards programs through which they offer various office supplies essentially for free. Once you buy one or more of the promoted items, you get a rewards certificate for the amount of purchase. These office items may include printer paper, batteries and Post-it notes. This tip is especially useful for small-business owners who don't order enough to qualify for large-order pricing.

Final thought 
The Boy Scout motto — “be prepared” — is as applicable in the world of business as it is in the great outdoors. If you haven't already, educate yourself regarding how the impending changes will affect your small business and look at what you can do to better prepare. Also keep in mind that a small business does have an advantage over its larger brethren: the ability to more quickly adapt, be flexible and roll with the punches. What ways can you think of to save on you small business? Holly Mangan is the managing editor of Money Crashers, an online resource dedicated to personal finance education including such topics as frugality, money management, investing and retirement.

Program Success of the Week:  Ground FX Flooring
Mark Novoa, had a concept to create a mobile flooring showroom that he could drive to customers’ homes and businesses. This would enable the customer to shop conveniently and to see samples in the natural light of their own home.  Mr. Novoa started Ground FX Flooring in 2000 and looked to the SBDC at Southern Illinois University at Carbondale to assist him in adding this exciting aspect to his company.

SIU SBDC staff steered Mr. Novoa through the business plan process to finding funding.  The following comes from an article in the Murphysboro American Newspaper:

Mark Novoa is in the business of "extreme customer service." His company, Ground FX Flooring, provides a full service flooring experience, offering carpets, tiles, hardwoods, laminates, and anything a customer would need for commercial or residential flooring.   Novoa has been in the flooring business for 19 years, and opened his company in February of 2000. "When we first launched our business, we were strictly installation, but then my wife gave birth to triplets a year ago, and I knew it was time to expand the business into sales. I had a vision to bring the products to our clients, instead of them having to go from store to store, shopping for their flooring needs," said Novoa. 
Novoa  purchased a 30 foot, v-nose custom trailer that he had converted into a showroom on wheels.  Novoa said that the response from the community has been overwhelming.  "We provide a free estimate for our clients, and our mobile showroom offers over 2000 flooring samples for our clients to choose from. We are able to compete with the dealers and big box stores on our prices, and we are accredited by the Better Business Bureau with an A+ rating. No one in the county offers a larger selection of flooring options. We want to take the anxiety out of shopping for your flooring needs." 
[image: Description: Description: Description: C:\Users\TBecker\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.Outlook\8KWVD316\Trailer 5.jpg]

Small Business Lending: Fourth Quarter 2012
Financial conditions were supportive of economic growth, and borrowing conditions for small firms gradually improved. The declines in small business lending stabilized, and small business borrowing turned up for the first time in 10 quarters.  A copy of the bulletin is located at:  http://www.sba.gov/sites/default/files/files/SBL_2012Q4(2).pdf

Should you need further information, please feel free to contact Victoria Williams at (202) 205-6533 or advocacy@sba.gov

Resource of the Week
http://www.FAMEE.org - The FAMEE Foundation (Foundation for the Advancement of Marketing Excellence in Entrepreneurs) is an excellent small business marketing resource. This 501(c)3 not-for-profit organization has a large number of FREE marketing programs available for both entrepreneurs and small business marketing consultants. From a full small business book and workbook, to a marketing course for startups, marketing tips for the recession, to marketing plan presentation for investors, to in-depth mastery courses for more experienced entrepreneurs. Also available are a number of free marketing tools and downloads.

WebCATS  Updates
We are resetting some WebCATS permissions.  Long time WebCATS users had more generous permissions.  Those are being reset to limit the ability to delete data.  We are doing this to protect the integrity of the data we report to all of our stakeholders. 

[bookmark: _GoBack]
What's New On CenterConnect 
New this week on CenterConnect you will find the latest Illinois SBDC Network Monthly Performance Report for February 2013. The report includes information on the Illinois SBDC, SBDC International Trade Centers, Illinois PTACs, SBDC Small Business Jobs Act initiative, SBDC Technology, Innovation and Entrepreneurship Specialty services, Small Business Environmental Assistance Program and the Business Information Center. 

Moves and News
ACAS Certification - Please join us offering Congratulations to Freida Curry at the Illinois PTAC at the Women’s Business Development Center in Chicago for earning her recertification as an Associate Contracting Assistance Specialist (ACAS) from the Association of Procurement Technical Assistance Centers (APTAC).  Congratulations, Freida.  Outstanding Accomplishment!

Announcement from DCEO Acting Director Adam Pollet – “Please join me in welcoming Mel Nickerson to DCEO as Deputy Director of the Illinois Energy Office.  Mel will be a great addition to our team and we are excited to have him on board.

Prior to joining the department, Mel worked on electronic waste recycling policy issues, the Global Warming Solutions Project and clean energy policy issues for the Environmental Law and Policy Center in Chicago.  He previously worked on energy issues as a legal counsel for the Illinois Citizens Utility Board.  He has also worked with several private law firms, as well as with the Office of the Attorney General and the Mayor’s Office of Workforce Development as an Intergovernmental Affairs Liaison.

Mel holds a J.D. from Chicago Kent College of Law and a B.A from the University of Wisconsin.”

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 21, 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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