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3 Essential Steps to Adding Another Line of Income to Your Business
We all need multiple lines of income. No one wants to be at the mercy of one big client or even one big product. 
If you only sell to walk-in customers, what do you do when the city tears up your sidewalk? 
If you only do consulting, what do you do when you get sick for a month? 
If you only sell online, what do you do when your Internet connection goes down? 
If you primarily sell one big flagship product, what do you do as the market shifts imperceptibly out from under you? 

Having multiple lines of income helps to spread out those risks. You don't necessarily need multiple lines in separate businesses, though I have several myself. It's possible to build new lines of income within your existing business. 
Before you start in on this, you need to know how to manage multiple lines. It's not easy to add a new line while still keeping your business moving forward. Here are some tricks I've learned to managing businesses as diverse as a liquor store and a cattle ranch.
 
1. Build a portfolio of lines of income 
Most healthy businesses can create income in one of three ways: one-to-one interaction, one-to-many interaction, and on-their-own interactions. For example, an expert in commercial illustration might work directly with clients. That would be one-to-one. They might lead training classes. That would be one-to-many. They might write an instructional workbook. That would be on-their-own, where the clients could learn without needing the expert to be present.  
Think about creating your own portfolio, diversified among these three methods.  You can see how balanced your business is on one sheet of paper. Divide the paper into equal thirds, labeled one-to-one, one-to-many and on-their-own. Put each current line of income in the correct column. How do you come out? Lopsided or pretty balanced? If you really want to check, put the revenue numbers next to each line of business. Now how does it stack up? 
My local sewing center in Alva, Oklahoma, has a decent portfolio. They sell sewing machines, teach classes on sewing, sell vacuum cleaners, service sewing machines, and speak at sewing events. Selling is generally a one-to-one activity. So is servicing. The classes and speaking are one-to-many. They don't offer any on-their-own products right now, but they could easily write up books or workbooks, or create videos to sell. How did they get so diversified? They did it following the next tip. 

2. Establish then extend
Sometimes, people try to create several new lines of income all at once. That's a mistake, and to see why, let's take a look at farming.  Farmers take their time in adding any new crop. That new crop will take acres away from the existing crops, so it needs to be worth the effort. If the crop requires buying specialized equipment, that has to be factored in. Then there is the learning curve. Any new crop will take some time for the farmer to get a feel for it, to know the potential problems and the issues of timing.  It's a smart lesson. Take your time in adding new lines of income. Let each one get well-established before you move on to adding another one. It will take time away from your existing lines, so it needs to be worth it. If it takes new equipment or training, factor that in. Give yourself time to learn the feel of the new line, to know when it's vulnerable, when it's strong. Learn the seasons and cycles of your new line of income, before you start thinking about adding another one.  This is also the trick Richard Branson used, establishing one business at a time, growing it up to a thriving point, then making sure it could survive before he turned to establishing the next one. 

3. Manage Your Time
When you have multiple lines vying for your attention, it's hard to know what to work on next. Should you finish that work for a client, work on the eBook, or address the 800 things that you already needed to do in your business?   I deal with this by focusing on one at a time. I know my priorities for each line of income. That helps me know what each one needs next. I delegate (though I ought to do more). During a single day I may work on several different lines, but I give each my focus during that time. I might start out figuring the daily deposit for the liquor store, then head out to work on a windmill at the farm in the afternoon, and finally focus on my writing after that. Because I'm focused on each in turn, I keep them all moving forward.  

How do you keep from getting distracted or scattered?  I'm not sure my day is more scattered or distracting than a typical corporate or office day, with meetings, emails, phone calls, and distractions everywhere. Here's how I fight to stay focused.  I have a central mission: I help small town entrepreneurs prosper, so they can help their communities prosper. Every project that someone asks me to take on, I run through the filter of whether it helps me to support small town entrepreneurs. Yes or no. Very simple. This article fits my mission because so many small town entrepreneurs run multiple businesses in order to survive. Knowing this made it easy to work this into my schedule. 

Multiple lines of income help you face the What if? scenarios
Now that you have some ideas of how to manage multiple lines of income, you may be ready to start brainstorming for your own business. Take those "what if?" questions from the top of this article, and start thinking through your own scenarios. What would you do if.... Knowing the answers may mean the difference between surviving and failing. 
By Becky McCray on nfib.com, 4/22/13

How to Build Advertising Budgets in Rural Communities 
Building an advertising budget is no easy task for small business owners in rural towns. Determining the best type of media to include in a budget depends largely on evaluating the community’s makeup and potential customers’ preference in advertisements.  Here are tips owners can use in building an ad budget:

1. Consider the media available.
Becky McCraw writes about small business and rural issues at SmallBizSurvival.com
The first step is determining available media, says Becky McCray, publisher of Hopeton, Okla.-based Small Biz Survival, an online resource for small businesses in rural and small towns. Available media depends on the size of the community.  “While a town of 15,000 is a relatively small town, it may have local TV media and still have a local newspaper,” McCray says. “That’s completely different from someone who’s in a town of 700.”

2. Conduct market research.
McCray says the next step is to find out where your customers reside and determine the best avenues to reach them. Knowing your customers’ location and how they consume advertisements will result in more informed budget decisions.  McCray does not recommend spending much money on market research. Simply asking people how they found your business can be the most effective tactic.  “As long as you have a central population area, you can go talk to your customers,” she says. “If you have a retail business with folks coming in the door, talk to them.”

3. Mix media.
The type of media small business owners should include in their budgets truly depends on the area. For example, radio typically works better than TV in rural areas because the small towns generally don’t broadcast their own TV programming. However, some relatively smaller cities (20,000 to 30,000 people) have their own TV programming, which small business owners can target in ad budgets, McCray says.  Direct mail and print advertising are still effective, but business owners should consider the strength of the local newspaper before including it in the ad budget.  Some small business owners in rural areas are budgeting for online advertising, McCray says. Whether owners budget for all online or a mix of online and print ads, for example, depends on the audience. If you own a retail store that sells clothing for college-age students, an online-only campaign might make sense. But if you’re targeting baby boomers, more traditional advertising should supplement any online campaign.
On nfib.com, 4/29/13

Conflicting Reports on US Manufacturing
The Washington Post (5/1, Plumer) reports Caterpillar, General Electric and Ford are among the manufacturers "that have announced that they're shifting some manufacturing operations back to the" US. Economists "are debating whether these stories are a blip - or whether they signal the beginning of a major renaissances for" the manufacturing sector. Optimists "counter that the logic of a coming renaissance is impeccable. Besides the shrinking wage gap between China and the United States, the productivity of the American worker keeps rising. And the surge in shale gas drilling gives the United States a wealth of cheap domestic energy to bolster industries such as petrochemicals." 

In an op-ed in the Washington Post (5/1) under the headline "Dispelling Myths About Manufacturing," James Manyika, director of the McKinsey Global Institute, McKinsey & Co.'s business and economics research arm, and Katy George, the director of McKinsey's Operations Practice, write that "manufacturing is entering a new era of rising global demand and innovation that will benefit US-based manufacturers that can ride these trends. And, yes, factors, including energy, that determine where a manufacturing site is located are shifting in ways that could put more factories in the" US. "Manufacturing can and will help drive recovery and it will lead the nation in research and development, as well as exports. However, expectations regarding job growth require moderation." 

Report Suggests US "Manufacturing Renaissance" Has Been Oversold. The Wall Street Journal (5/1, Aeppel) reports that Morgan Stanley has joined those questioning the existence of a US manufacturing rebirth, releasing a 125-page study that concludes that there is little significant evidence that it is occurring. However, the study, based on a survey of 266 US manufacturers, did conclude that the draining of US manufacturing jobs to China and emerging markets has ended. 

Program Success of the Week:  Chicago Johnny’s Giardiniera
Josh Downey first visited the McHenry County College SBDC in October, 2012 seeking help to launch his homemade Chicago Johnny’s Giardiniera.  Chicago Giardiniera is a spicy blend of pickled vegetables often used as a condiment on Italian beef sandwiches and other foods.  The brand is very representative of Josh’s personality and includes his style on the label.  With McHenry SBDC assistance, Josh drafted a business plan and financial model that supports his goal to sell to grocery markets.  Like many startups, Josh struggled to find capital.  He turned to Kick Starter and family members to raise money to cover the costs of insurance, labeling and the first run order.  After securing a contract with a local producer, Chicago Johnny’s Giardiniera was a finished and viable product. Josh currently delivers cases of his product to all three independent grocery stores in the area and sells it online. Shoppers anxiously wait for delivery of his Giardiniera and even ask him to autograph the label bearing his image. He routinely hears people yelling “hey Chicago Johnny!” while walking about town.  Josh has participated in television interviews featuring local business owners and was featured in the business section of the local newspaper. He is continuously looking for ways to cross market with area delis as well as effectively using social media and on line advertising. Sales are rapidly growing and he continues to work with the McHenry County College SBDC build his business.

[image: Description: Description: Description: Description: Description: Italian Beef Sandwich]


Resource of the Week - Duct Tape Marketing
A small business marketing blog for those with a limited budget.  http://www.ducttapemarketing.com/blog

WebCATS Update - In Business Clients
Please be sure to change your clients to “In Business” once they have moved past the Pre-Venture stage.  This is a very important milestone designation.

What's New On CenterConnect 
Please closely review the separate note that was sent to the members of the Illinois SBDC Network with instructions on how to access the new CenterConnect site. 

Moves and News – Priscilla Cordero
We are pleased to welcome Priscilla Cordero to the Illinois SBDC network.  Priscilla started as the Director of Illinois SBDC at Governors State University on May 1, 2013. She comes to us from Accion Chicago where she was Marketing & Lending Team Manager and closed nearly $3 million in micro loans totaling 25% of the organization’s entire production from 2004-2013.  Her responsibilities included managing a team of four loan officers, heading up bank outreach in the Chicagoland area, and leading marketing efforts in the south suburbs of Cook county and Northwest Indiana. Priscilla is not new to the Illinois SBDC network as she has worked several years as a loan specialist at the Women’s Business Development Center in Chicago. Priscilla has a Bachelor's of Science in Economics with a concentration in Economic Development from the University of Illinois at Urbana-Champaign. She is passionate about economic development in the Chicago Southland Region and is a welcome addition to the SBDC network. WELCOME PRISCILLA ! ! !

America’s SBDC Network Connection Newsletter – May 2nd 
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Managing Your Brand
By: Brandify.com  
Brandify.com enables small businesses to reach more customers by discovering the status of their online brand, enhancing that brand, and monitoring online customer activity.
 
Learn more...

	



	 
Mark Your Calendar
 Click on the links below to learn more about each event.
 
National Small Business Week
June 17-21st, 2013
 
Annual Pre-Conference Orientation Webinar
August 7, 2013 , 3 pm EST
 
Go Global Seminars
Ongoing
 
AES Compliance Seminar and AESPcLink Training 
Click here for more events. 
 
Small Business Lending Industry Events
Ongoing
 
Dept. of Energy Small Business Summits
Ongoing
 
2013 Annual Conference
Sept. 9-11th, 2013
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News You Can Use  
 
America's SBDC International Trade Group
 
Procurement Opportunities Guide
FREE DOWNLOAD!
LETTER TEMPLATE
 
2013 SBA Accreditation Contract Update
 
Google: Friday 15 Hangouts
Small business solutions in 15 minutes or less.Tune in for live discussions with industry experts via Google+ Hangouts.

SBA Advisory Board Report 
 
ASBDC National Impact Survey
 
The Conference Webpage
Get the latest by checking the conference webpage weekly.
 
Quickbooks' Training Licenses
Contact Brett Thibodeau for info on how to access a 2012 license. Need Technical Assistance? Call Quickbooks Licensing Help Desk at (888) 246-8848
 
Updating Center Info 
Simply click here to take a look. If you need to make a change contact your state's lead center office. Email Ann Maltese for more info. 


[bookmark: LETTER.BLOCK8]
	Join the America's SBDC Members Group

	
This exclusive group boasts over 300 SBDC counselors and directors who post, share and discuss a variety of small business and industry topics everyday.

Please note: This is for members of the America's SBDC only. 
 
Join the discussion now.



	 Quick Links

	Website
 
SBDC Members Only
  
SBDC Career Opportunities
 
Sponsors
 
SBDCNet



	The Network Connection is distributed to ALL subscribing members of the nationwide network of  the America's SBDC (ASBDC).  If you are a member of the SBDC network and would like to subscribe to the Network Connection, please  email or call us (703)764-9850.






			America's SBDC Network Connection
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	Recently in the America's SBDC Blog...  
1. Shaping the Future of Credit Cards Four Important Trends  
1. [image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/775.png]How to Create Subject Lines that Get Emails Opened 
1. Preventing Chargebacks 16 Tips To Avoid Potential Chargebacks
Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.


[bookmark: LETTER.BLOCK13]
	SBDCs in the News
America's SBDC is collecting stories of the SBDC's in the news. If you have news to share, please email  
april@asbdc-us.org
.
1. Forty Under 40 -  Advisor Ariana Ulloa-Olavarrieta of Columbus, OH Honored
1. Brain gain: Keeping fresh talent on home turf 
1. Entrepreneurship at the SBA? No way, says the House Small Business Committee
1. SBDC offers new loan program for farmers
1. South Florida workers become business owners with community help
1. Heights Libraries and CSU bring Small Business Development Center to the Library
1. Small-business development director oversees 14 centers statewide
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	Meet the America's SBDC Committees

Committee Name: Accreditation

Charter: Develop, monitor, operate, and refine the accreditation process in support of a unified network committed to high performance and quality services.    
 
Chair: Mike Young, Houston, TX                           
Board Liason: Diane Howerton, UC Merced
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	SBDC Success Stories 
America's SBDC is collecting and sharing SBDC Success Stories. Please include the SBDC center name, state, client name, story and a photo. Click here for a sample. Email us.
 
State: Utah
Center: St. George SBDC
Client: Special FX Lighting, Inc. (Beth Lock, owner)
Story: 
	[image: Description: Description: special fx lighting]

	special fx lighting
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	Intuit and LinkedIn Offer Free Expert Advice, Resources and Products to Help Small Businesses 'Hire Smart'
 Looking for advice on how to make smart hiring decisions? Small
	[image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/777.jpg]

	The Northern California SBDC Network was also there to support and educate the small businesses.
 


 businesses can now access for free the content that was shared at the Hire Smart Small Business Event co-hosted by Intuit (Nasdaq: INTU) and LinkedIn (NYSE: LNKD).
The free event, held at Intuit's Mountain View campus, attracted hundreds of small businesses. To allow even more small businesses to benefit from the insights shared and free resources offered, the two companies are making the content available online. Small businesses will have access to:
1. Video sessions from experts providing advice on hiring, firing and everything in between.
1. Three months free of Intuit Online Payroll, from the No. 1 payroll provider with over one million small business customers. 
1. Step-by-step video tutorials to help small businesses get started on offerings. 
For more information and to access some of the event's materials and product offers, small businesses should visit the Hire Smart website. Small businesses can learn more about the day from this video recap. They can also join the Hire Smart conversation in the Intuit Small Business Group on LinkedIn. 
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	AARP & SBA Webinars Available

In case you missed the SBA webinars with AARP, they're now available online. SBA and AARP joined forces to help age 50+ individuals with their business ventures, so you can get all the information and learn what it takes to either start your business or manage and grow your business.
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	Contests  
Love Your Local Business Contest
You've probably heard from small business owners who say, "I [image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/681.jpg]know I could take my business to the next level, if only I had a..." Whether it be new equipment, a new sign, a renovation, or more marketing, Intuit can help grant their wishes this spring! Between April 2nd and May 12th, 2013, small business owners can tell Intuit what they need for their business this season through the Small Business Growing Strong campaign. Intuit will then select 15 of these wishes and make them come true.
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	Conference Corner
 
[image: Description: Description: 2013 Logo]"Who is your State Star?"  
Its that time of year to select your State's star! Click herefor details on submissions.
Conference Highlights
Starting on page three (attached article) co-written by Mario A. Iezzoni, Certified Business Analyst with the University of South Florida SBDC, Tampa.  Mario's concentration with the SBDC is working with medical doctors and groups who often have little or no business training, a growing opportunity for many SBDC's across the nation.  America's SBDC Network's Annual Conference will host a Health Care Discussion Forum at this year's Annual Conference being held in Orlando, Florida, September 9-12, 2013, for those business counselors interested in this field. 
 
The Conference Prospectus has been released. To access the Prospectus click here. View & Register with the 
NEW online Prospectus
 
The Conference App
The Conference App proved to be another valuable asset at this year's conference. Besides utilizing all the app's features onsite you should be sure to take advantage of the app all year long. It serves as a great reference tool to what you attended, your notes, speaker bios, and workshop handouts.
 
The Conference Webpage:
One-stop-shop for everything you need to know about the 2013 Annual Conference in sunny Orlando, Florida. 
 
Save the Date!
Monday, September 9 - 12, 2013


[bookmark: LETTER.BLOCK20]
	Free Procurement Opportunities Guide for Your Clients

America's SBDC has cooperated with Microsoft on a project to provide something of value to your small business clients: a guide to government procurement. To help facilitate your communication with your clients we are including a letter template with cover picture and the download link from the America's SBDC homepage. 
 
The American Chamber of Commerce Executives (ACCE) sent the same communication out to their members this week and Microsoft has already seen over 4,300 downloads. We encourage you to send the email below to your centers, notifying them of this free benefit and encouraging them to share with their clients. 
 
Click here for the Letter template 
DOWNLOAD the guide now on the America's SBDC homepage!
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	SBDC Career Opportunities
  
1. April 9, 2013 - Philadelphia, Pennsylvania. Special Projects Manager, Pennsylvania SBDC State Director's Office. For details, click here.  
1. March 28, 2013 - Panama City, Florida. Certified Business Analyst, Veterans Business Outreach Center at Gulf Coast State College. For details, click here.
1. March 19, 2013 - Lawrenceville, Georgia. Business Consultant, University of Georgia SBDC - Gwinnett Area. For details, click here. (Applications must be received by April 30, 2013)
1. March 18, 2013 - El Centro, California. Center Director, Imperial Valley SBDC. For details, click here. 
Click here to visit the Career Opportunities page.




	






	




	






	
	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 
.  Please feel free to forward this update to other 
interested resource providers and key stakeholders
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