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National Small Business Week 2013
The U.S. Small Business Administration is proud to announce that its signature event, National Small Business Week, will be held June 17th through June 21st. This year’s events will take place all across the country and feature exciting and informative events designed to help small businesses start, grow and succeed. 

This year’s activities will include forums discussing the small business landscape, business coaching services, matchmaking events as well as networking opportunities and award ceremonies. The week’s events culminate in Washington where the 2013 National Small Business Person of the Year will be announced. Candidates from all 50 states and territories will be competing for the award.  And all small businesses that attend will interact with federal government officials, local elected leaders, representatives from national businesses and other small business experts.  The locations and dates for National Small Business Week are:  

•           Seattle - June 17 
•           Dallas - June 18 
•           St. Louis - June 19 
•           Pittsburgh - June 20 
•           Washington, D.C. - June 21 

In addition to the in-person events, National Small Business Week will also feature daily online forums that will focus on subjects such as exporting and access to capital.  All events will be live-streamed on SBA’s website, www.sba.gov.   For more information, including a complete list of events and locations and how to register to attend, please visit www.sba.gov/smallbusinessweek


[bookmark: _GoBack]2013 BIO International Convention
The 2013 BIO International Convention is coming to Illinois later this month on April 22-25 at McCormick Place in Chicago. On CenterConnect you will find a one page fact sheet explaining the benefits for entrepreneurs to participate in this outstanding event. Also please be sure to visit www.convention.bio.org  to learn more the 2013 BIO International Convention and what it can offer you.

Midwest Small Business Government Contracting Symposium
The 6th Midwest Small Business Government Contracting Symposium will be held May 22-23, 2013 at the i wireless Center in Moline, Illinois. The symposium theme for 2013 is "Developing Partnerships for Success". Register now for the biggest SB Government Contracting Event in Midwest QC Region! - Matchmaking with Primes – Full Arena Trade Show @ i-wireless (top 10 arenas in US) - Networking with the best Small Businesses in the US - Training on updates on Government Contracting - Updates on RI Arsenal Buying Opportunities and Golf Outing day before events on historic RI Arsenal Golf course! 
 
Trade show booths sell out so register early. Questions – Contact Vicky Miller, Director of the Illinois PTAC at Black Hawk College – Additional information is available at:  http://www.ndia-ia-il.org/symposium/index.html 

Your Elevator Pitch Stinks. Here's How to Fix It
By Marla Tabaka in Inc., 3/4/13 - The old, boring elevator speech is dead. Finally. Use these four tips to create a pitch that doesn't sound like an outdated sales speech.  Since the 1950s, sales trainers from all over the planet have pushed the elevator speech as the secret to business networking. That was yesterday.  "The elevator speech is dead, or at least it should be," says Cliff Suttle, author of The Anti-Elevator Speech. "Elevator speeches are too long, too boring, and too pushy."

An elevator speech is a pre-planned 30-second-to-two-minute response to the question "so what do you do?" Business people today have become hyper-sensitive to commercials. If anything even hints at being sales-y or fake sounding, people tune it out. "The goal of networking is not to gather sales leads, but to start business relationships and that begins with a conversation, not a sales pitch," says Suttle.  Suttle has created a system that replaces the old, worn-out elevator speech with a new approach that, he says, will have people clamoring to speak with you.  Here are some highlights from his four tips to supercharge your networking.

1. Start with a hook.
When someone asks, "what do you do," start with a short statement designed to peak their curiosity. This statement should be confusing and not lead the listener to any preconceived notion. It should not include any details about how you do what you do. So a car dealer may say, "I get you were you need to go." A realtor may start with "I make sure you have a warm place by the fire." An investment counselor might begin with "I help you sleep well at night." Notice that none of these mention how they do what they do, but they will all lead the listener to ask "what do you mean," which is the beginning of your conversation. Focus on delivery here--because you really don't want this statement to sound too contrived.

2. Stop Talking.
After you deliver your hook it's important to shut up. Don't just do something, stand there. You need to give the listener time to contemplate what you just said, get confused, and want to know more. When they ask, "what do you mean," they've invested in the conversation giving you permission to give them more details. Without the silence the hook won't work.

3. Reel them in.
After a successful hook, don't launch into a sales pitch or commercial. Your hook does not give you permission to blast them between the eyes. Ease into the next part of the Anti-Elevator Speech with what I like to call the reel. Begin to tell how you do what you do, but don't give away the show. No good mystery movie starts out with, "the butler did it." The movie keeps you in suspense until you're dying to know. You want to do this too. I ran a custom software company for over 20 years where I used this hook/reel combination--Hook: You dream it up, we make it happen. Reel: We make your computer do what you bought it to do in the first place. A hook/reel combination like this will normally lead to the question, "what do you mean." Now you've earned the right to give them details.

4. Serve, don't sell.
If you have crafted a good hook and reel you should now have them securely in a conversation. However, I always coach people to have the mindset of "how can I serve you," not "what can I sell you." Remain focused on your listener's needs, not on your needs. The more you give to the world, the more the world gives back.
Now practice! How can you deliver an Anti-Elevator Speech instead of the old, boring commercial that's come to be expected at networking events? 

How Startups Can Use the Vine Video Looping App
Erica Swallow on Mashable, 3/12/13 - This post originally appeared on the American Express OPEN Forum, where Mashable regularly contributes articles about leveraging social media and technology in small business.  Twitter launched its video-looping service Vine in January, and the app has quickly gained steam, with users posting more than 100,000 Vine videos in a weekend just three weeks after the app's debut.  Startups and small businesses of all kinds are already starting to experiment with the new mobile service, creating and sharing six-second videos with their social media fans and growing Vine followers.  The startup-produced Vine videos that have surfaced so far run the gamut, from showcasing products to offering sneak-peeks of the daily office grind. Please open the link below to see the entire article as well as examples of Vine videos.
http://mashable.com/2013/03/12/startups-using-vine/

Does Small Business Tax Reform Overlook Small Business?
http://www.businessweek.com/articles/2013-03-13/does-small-business-tax-reform-overlook-small-business - When House Ways and Means Committee Chairman Dave Camp released a draft small business tax reform yesterday, the Republican congressman boasted that the bill contained proposals from both sides of the aisle. And indeed, some of the provisions in Camp’s bill—described as a “discussion draft” and intended as a stepping stone to a final law—were the types of proposals most any small business advocate could get behind.  The proposed law would expand deductions for startup costs, make permanent temporary rules that allow small businesses to expense purchases of equipment and property, and ease the burden of tax compliance by adjusting filing dates and letting businesses with $10 million or less in gross receipts use the cash method of accounting.

But the most ambitious part of the draft—an attempt to reform rules governing so-called pass-through provisions—was notable for another reason: The proposed revisions aren’t necessarily aimed at the types of companies most people think of as small businesses.

A little background: If you’re a small business owner, you’re probably familiar with pass-throughs. These are businesses structured as sole proprietorships, partnerships, limited liability companies, and S corporations that pass the company’s income onto their owners’ personal tax returns. They simplify the tax process and spare entrepreneurs from double taxation.  Of course, small business owners are not the only ones who take advantage of the structure. An Ernst & Young study (pdf) commissioned by the S Corporation Association in 2011 reported that nearly 95 percent of U.S. business entities, including large law firms and hedge funds, are structured as pass-throughs.

Getting back to Camp’s bill, the draft legislation offered two options for reforming pass-through rules. The first would tweak the current law, while the second would repeal existing pass-through provisions and replace them with simplified rules pertaining to all non-publicly traded companies. In each case, Camp said in a fact sheet (pdf) released along with the draft bill, pass-through reform would make it more difficult for businesses to use the provision as a tax-avoidance tool.  That sounds like a good thing. But it seems odd that the biggest news in a small business tax reform bill seems targeted at policing companies that we don’t typically think of as small businesses. Dean Zerbe, a managing director at tax service provider Alliantgroup and a former tax counsel to the Senate Finance Committee, also noticed the dearth of initiatives affecting traditional small businesses in the draft bill.  Camp’s description of pass-through reform, Zerbe writes in a column at Forbes, “… talks a good deal about the benefits of a unified pass-thru rule for anti-abuse and dealing with tax evasion and mischief. All for it—but it feels a little like all cod liver oil and no cake. Where is the benefit of all this in terms of not just simplification but lower tax rates (if we are raising money from all these anti-abuse provisions—where’s the love to business owners in the form of getting to send less money to the taxman?).” 

Pass-through reform may help simplify the filing process for small businesses, and as Camp told reporters, the draft bill is intended as a starting point, not an “end-all, be-all.” National Federation of Independent Business tax counsel Chris Whitcomb, meanwhile, says not to sniff at the equipment deductions or cash-accounting rule proposed by the bill. “Those are tax provisions that small businesses really like,” he says.

Program Success of the Week - Welcome Home Property Inspections
Ron Krywanio founded Welcome Home Property Inspections, Inc. in 2002 and provides certified residential and commercial property inspections.  His services include: Buyer's Inspection, Seller's Inspection, New Construction Inspection, Indoor Air Quality Inspection, Moisture Inspection, E.I.F.S. Cladding Inspection and Thermal Imaging. The company also provides expert advice in hot water heaters, attic ventilation, smoke detectors and CO detectors.  He explained, "My business philosophy is that this is your investment and you need to know both the good and the bad."

Mr. Krywanio met with Jay Sternickle, a Small Business Jobs Act (SBJA) consultant at the Illinois Small Business Development Center at the Joliet Junior College, for assistance in website design and development.  Jay helped with content, an email marketing campaign and the development of a blog for the firm.  "Working with Jay on the website was wonderful. The guy is talented. He had a lot of ideas and the routes to make it work,” said Mr. Krywanio.  Jay provided invaluable service improving the firm’s web presence.  He had high praise for Mr. Krywanio as well, “Ron did a great job at fully taking advantage of all the services available to him through the SBDC. He is a true 'life-long learner' and I really enjoyed working with him. During the time I worked with him, he really grew to understand what made a great website and the results speak for themselves."

To learn more about Welcome Home Property Inspections, Inc., call (708) 243-5293 or visit their website at www.welcomehomepropertyinspections.com. Property inspections are available by appointment.

Resource of the Week – Evaluating a Rural Enterprise
There is a growing movement within the United States to get back to the land—to start developing hands-on, land-based careers. The faces of new farmers vary widely, from young college graduates to others who are starting a second career or simply retiring into farming. Those in second careers often own land and need help developing an enterprise that works with their property and goals. Those who have recently graduated still want to make a go of farming but often have the added challenge of not owning land. Determining what to grow and how to sell it are the first steps in starting a farm-based business. The publication linked below will help the reader take these important first steps. It provides information on how to expand and diversify revenue streams for a farming operation.  Evaluating a Rural Enterprise: Marketing and Business Guide. Preston Sullivan, Lane Greer. Fayetteville, AR, ATTRA, 2002. 12 p. https://attra.ncat.org/attra-pub/summaries/summary.php?pub=277

WebCATS Update - Disabling Pop-up Blockers
How do I disable pop-up blockers in WebCATS?  - The nuisance of pop-up windows has largely been suppressed in recent years with pop-up blockers now being built into search engines and third-party toolbars like Google and Yahoo!. Unfortunately, these pop-up blockers can prevent the use of pop-ups that we actually desire. 

For example, in WebCATS there are a variety of useful pop-ups that users need to access. WebCATS pop-ups are extremely important, and are used in a number of different places throughout the program to provide you with extra information or to prompt you to make choices. The following steps identify the procedure for enabling pop-ups in WebCATS when using Internet Explorer, Firefox, Safari or Chrome, as well as Google Toolbar and Yahoo! Toolbar.  Please open this link for more information: http://eservice.outreachsystems.com/resources/help/webcats/faq/43.asp

What's New On CenterConnect 
This week on CenterConnect you will find a one page fact sheet explaining the benefits for entrepreneurs to participate in the upcoming BIO International Convention. 

On CenterConnect you will also find the registration flyer for the “Finding and Funding Growth” webinar hosted in April by our colleagues at the Ohio SBDC.  This webinar offered FREE to all CBA network members, SBDC directors and business advisors, and their SBDC clients.  

FINDING AND FUNDING GROWTH is a two-part webinar (with practicum) designed to address small businesses’ growth challenges and to provide individualized tools for small business owners to attract the right funding to support that growth.  (For dates and times, please see announcement on CenterConnect).  

This webinar will answer such questions as:  Where are the prospects?   How do I find them?  How do I fund my growth? 

Webinar One:	Presents three tough small business sales situations – discuss the sales/ marketing side and the funding /cash flow side of the possible solutions for  each.  Discussion includes practical sales strategies and financial tools owners can implement to handle the financial ramifications.  For each situation the sales/marketing presenter provides real world examples and best practices solutions – then, the financial/funding presenter discusses what the financial risks are to the business, how to forecast, prepare and implement the strategies with a greater likelihood of financial success.  

Practicum:		Participants complete a Business Sales Analysis and a Financial Health Record between Webinar 1 and Webinar 2.

Webinar Two:		Participants discuss, in a roundtable format, lessons learned and questions raised while completing the exercises.  Discussion facilitated by presenters 
                             to bring out not only specific answers, but common understanding across the group. 

If you and your clients want to learn how to navigate this current economy and strengthen and grow their businesses, then register for this program as soon as possible.  Seats are on a first-come, first-served basis.  

Moves and News
Great Video - Please click on http://www.youtube.com/watch?v=QybxwsRmolo and check out a brief segment which appeared on Chicago NBC 5 recently featuring Illinois SBDC client, blind Chef Laura Martinez and Illinois SBDC Director at ICNC, Andrew Fogaty,  with host Anthony Ponce to discuss Chef Laura's plan to fund her own restaurant start up through crowdfunding. More information available at www.ladiosachicago.com. Great job, Andrew! 

Employment Opportunity - The Illinois SBDC-ITC at College of Lake County is  reposting the International Trade Specialist position through April. All interested persons should go to https://jobs.clcillinois.edu/applicants/jsp/shared/Welcome_css.jsp   click on “staff positions”   and then look for International Trade Specialist.

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 28, 2013 edition of the ASBDC Network Connection. In this week’s edition read more about America’s SBDC National Rebranding efforts; the Export Business Planner, Alternative Financing, the ASBDC National Conference and much more. 
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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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