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As Online Sales Tax Passes Senate, What's the Word on Main Street? 
By Patrick Clark on Bloomberg Businessweek, 5/7/2013  -  Last week the U.S. Senate passed the Marketplace Fairness Act, which would require online sellers with more than $1 million in annual revenue to collect sales tax on transactions across state lines. Are Main Street shop owners hoping the essence of the bill makes it through the House of Representatives and is signed into law?  Depends on who you ask, though many businesses, large and small, and advocacy groups support it, as Karen E. Klein pointed out in January. Small Business Majority Chief Executive Officer John Arensmeyer says his group backs the bill: “We know from all the research we’ve done—not on this issue, but in general—that one of the fundamental things that small business owners believe in is a level playing field.” That sounds similar to the National Retail Federation, which has long championed the bill as a means to keeping brick-and-mortar businesses on level ground with online retailers.

Opposition to the bill has generally fallen along two lines. Anti-tax lobbyists, led by Grover Norquist’s Americans for Tax Reform, have criticized it as a new tax on consumers. E-commerce giant EBay, meanwhile, has argued that the law would place undue compliance burdens on small Internet sellers and has proposed exempting businesses with less than $10 million in annual revenue from collecting sales tax from out-of-state customers.
Last month, National Federation of Independent Business spokeswoman Jean Card told me her lobbying group had a neutral position on the bill because its membership is divided.

It has been widely noted that the bill doesn’t introduce a new tax, but requires businesses to start collecting levies already on the books—with an estimate of $23 billion in annual revenue at stake. As I reported last month, the Senate bill would require states to provide businesses with free tax-compliance software to help manage the process of collecting out-of-state sales tax.

As for what happens next, the issue is headed for the House, where Richard Rubin reports it is unlikely to move fast. Still, he writes, House Republican leadership, including Speaker John Boehner (R-Ohio) and Majority Leader Eric Cantor (R-Va.), have deferred it to House Judiciary Committee Chairman Bob Goodlatte (R-Va.), who has not come out against the bill. “I am open to considering legislation concerning this topic,” Goodlatte said in a statement posted online last night, adding that he doesn’t believe the Senate’s bill is “sufficiently simplified yet.”   

The Only Question That Matters  
By Howard Tullman on Inc.com, 5/7/13  -  What happens when a would-be customer knows all about your product, but isn't using it?  I’m standing at my neighborhood deli, and the two guys in front of me are staring at the Belly customer loyalty tablet. It’s brand-new, freshly-installed, right there next to the box of beef jerky.   The first guy asks the clerk what Belly is. The clerk has no idea. 

Right there, we’ve learned something about how hard it is to implement a new device and train people on it, especially when you’re a fast-growing company. Belly has gone from one full-time employee to close to 100 in less than two years. Belly CEO Logan LaHive says I visited that particular location less than 48 hours after the Belly terminal had been installed, and that the merchant had not yet been trained on it.  When the clerk struck out, the next guy in line chimed in. He said he knew what Belly was, and proceeded to give a short explanation. He described Belly as a customer loyalty reward system that worked across multiple businesses so that customers didn’t need a bunch of different reward and frequent flyer cards.   Pretty good, I thought. Although I was still mainly interested in paying for my drink and getting out of there.

But that wasn’t what I thought was really significant about the exchange.  What was really important was what happened next. The first guy turned to the second guy and asked him the only question that really mattered at all. It was exactly the right question.  He asked him: “Do you use it?”   The second guy said, “Nope.”  Ouch.  Belly is doing a lot of things right. We see the Belly CEO, Logan LaHive, everywhere we look. He and his launch team are doing an impressive job of signing up users--about one million so far--and getting their tablet devices into the market.   And yet. If your prospective customers know all about you and your business, but they aren’t using your service, you’ve got a lot more work to do. 

Doing the work
One caveat, for any entrepreneur, is that you have to make sure that the businesses you are targeting are the right kind of businesses for your service, in terms of the profiles of each business’s customers and the frequency with which each customer visits the business. While I realize that loyalty programs are specifically intended to increase customer connections and grow usage, if a customer typically visits a business twice a year, that business probably is not a prime target for Belly or any of its competitors.  For too many young and rapidly growing businesses, it can be attractive to sit back and start believing your own press rather than continuing to press your bets and roll out your business. If you focus purely on awareness and the accompanying adulation, it’s easy to lose sight of the much more critical measures of engagement, adoption, repeat use, and advocacy (Belly says 70% of its users have used Belly two or more times, and that the likelihood of someone returning to Belly again rises each time they use it). Those are really the make-or-break determinants of the business.

If you let the noise and the notoriety knock you off-course, you can find pretty quickly that your connection to your “customers” can evaporate overnight. And frankly, it’s not even enough that your users are using your service. They need to be talking about it and promoting it if you want to ride the virality curve. They need to care enough to share, and they need to do it quickly and with large numbers of their peers.  The only thing faster than the adoption curve of new technologies is the rate at which they are summarily abandoned by the same eager and early adopters. Before you start shooting for the stars, you need to make sure that your product or service matters to your users and that it makes a difference in terms of something they value. (Time, money, productivity, and status are good criteria to start with.) If you aren’t securing real attachment and engagement, and if your attrition numbers are comparable to your acquisition numbers, you’ve got a disaster waiting to happen. 

7 Methods to Get Your Customers to Pay On Time
On nfib.com, 5/1/13 - While big businesses can absorb the occasional unpaid bill, late payers pose more of a threat to smaller companies. So, how do you avoid them? Consider seven tried-and-true methods that have helped other small businesses get paid promptly:

Penalties: Start with a clear policy stating that late payments will incur a penalty. Let customers know that a small interest amount will begin to accrue following the due date if you haven’t received any payment. Of course, if a customer has been prompt in the past, you can always decrease or waive the penalties if they agree to pay by a given date.
Discounts: Offering discounts—say, 5% off for people who pay in advance—both rewards good customers and pays you back in the form of saved administration costs. 
Contracts: Some construction contractors include dispute-resolution language in their contracts to discourage clients from withholding payment over frivolous complaints. If checks don’t arrive on time, contractors can let clients know they’ll be starting an arbitration process that would require the client to cover their fair share of legal expenses—prompting them to pay up.
Up-front payment: Deposits, down payments and retainers can all help protect your business. For labor-intensive projects, try following the lead of custom quilter Rita Sheloff. She requires half up front and the rest when the job is complete. Once she receives a deposit, Sheloff says, “I send people an invoice that clearly states that the remaining balance must be paid before the product will be shipped out.”

Good rapport: Customers are used to getting payment reminders from a stranger in accounting. However, at Orlando, Fla.-based ForTheFit.com, says President Consuelo Bova, “customers only hear from the sales staff, with whom they often have long-standing relationships. The personal attention they receive throughout the sales cycle makes our customers more apt to pay our bills on time.”

Mixed methods: If you offer a variety of services, why not base payment agreements on the type of work a client receives? For speaking engagements, Hamilton Conn.-based business strategist Maria Marsala says she requires payment the day of the service to avoid the cost of following up.  But when doing consulting work, she says, “I use a 50-25-25 pricing structure: 50% up front, 25% mid-way and 25% at the end.” By staggering payment, she allows more flexibility for the client while ensuring that products and expenses will be covered.
Negotiation: Sometimes it’s worth negotiating a compromise that you can both accept. You should still set strict boundaries, but offer to lower your prices if it means maintaining business with desirable clients.

Program Success of the Week:  NZ3
About 18 months ago Adrian Vasquez visited the Rock Valley College SBDC at the EIGERLab in Rockford for new product and business development help.  Mr. Vasquez’s idea is to change hair dryers to make them easier to use.  His first device was simply a butane torch and a shop vacuum nozzle.  Advisor Karl Schmitt at the SBDC conducted a SWOT and then I2C (Idea to Concept) processes with Mr. Vasquez.  Having passed those tests he applied for a utility and design patent on this innovative design.

Karl described his experience with Mr. Vasquez: “it has been a great pleasure working with Adrian and our network resources; V2 marketing, OminQuest Engineering, EIGERLab C4PD, Rockford Process Services, PowerMark tooling and other local and national resources.  An invention can’t make it to commercialization by itself.  It is the inventor / entrepreneur who realizes his strengths and weaknesses then finds the right team players to compliment the development along the journey.  Adrian is one of the most passionate individuals dedicated to making his product a reality.”  This effort is a great example of a dedicated inventor finding exceptional SBDC service with an advisor utilizing many tools and resources at his disposal.   

Resource of the Week:  NFIB Webinars
The National Federation of Business offers a variety of webinars related to starting and operating a small business.  Please open the link below to their web site.
http://www.nfib.com/webinars

WebCATS Update: PSC Codes
You can find Product Service Codes (PSC) in WebCATS.  Use the link below or follow these directions:
1. Click on Resources in the left hand menu
1. See Outreach Systems Resources in first section near top of page
1. Click on PSC Code lookup
http://www.outreachsystems.com/resources/tables/pscs/
               
What's New On CenterConnect 
Thank you very much as we work through the challenges faced by many of you with accessing the new CenterConnect extranet site. Please continue to work with Rod Hollenstine and your respective Network Coordinator if you have any problems with the CenterConnect site.  Thank you again. 

Moves and News
Governor Quinn Announces State Accepting Applications for ACA Outreach Effort    
Health Insurance Marketplace Seeks Community Groups’ Assistance in Educating the Public and Creating a Culture of Coverage Across the State - Ramping up efforts to educate the public about the Affordable Care Act (ACA), Governor Pat Quinn today announced that the state is accepting applications from community-based organizations to assist with outreach and consumer education efforts that are now underway. The announcement is part of Governor Quinn's agenda to ensure all people have access to quality healthcare and improve the health and well-being of the people of Illinois.
“We’ve got a big job to do making sure that people across Illinois are aware of the affordable and high-quality health care coverage options that will soon be available through the Affordable Care Act,” Governor Quinn said. “That’s why we are partnering with trusted organizations that have proven records of success and roots in communities across Illinois to ensure that no one is left out.”
The Illinois Department of Public Health, in coordination with the Health Insurance Marketplace will be accepting applications until May 30th, from community groups and other qualified organizations who want to participate in the In-Person Counselor (IPC) Program. The state has received approximately $28 million in federal funds for grants to participating groups. 
Submissions will be competitively scored based upon quality of application, organizational capacity, and proposed scope of work. Special consideration will be given to ensure proper statewide distribution of funding based on population, regional and cultural needs. Organizations that are selected through the online application process will participate in outreach training this summer. 
“We know that far too many people, especially those who lack health care coverage, are simply not aware of the coming opportunity to acquire coverage as a result of the Affordable Care Act,” Marketplace Director Jennifer Koehler said. “We estimate that more than half of the Marketplace’s customers will require help sifting through the options and enrolling in a health plan that meets their needs. We’re looking for partners who are trusted in their communities to help us carry out our goal of creating a ‘culture of coverage’ in every corner of the state.”
Enrollment in the Illinois Health Insurance Marketplace will begin on Oct. 1, with coverage to start Jan. 1, 2014. The Marketplace will be accessed through a robust, user-friendly website where individuals, families and small businesses will be able to compare health care policies and premiums and purchase comprehensive health coverage.
For more information about the state’s implementation of the ACA, go to: www.HealthCareReform.illinois.gov.  For more information about the application process for the Illinois In-Person Counselor (IPC) Grant Program, go to: http://www2.illinois.gov/gov/healthcarereform/Pages/IPC.aspx.
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Join the Constant Contact SBDC Program
By: Constant Contact  

Joining the Constant Contact SBDC Program is a win for you and your clients. You'll get a free account featuring our powerful Email Marketing, Event Marketing, Social Media Marketing and Online Survey tool. Through your membership in our program, your clients save money on our products and strengthen their marketing efforts. Stronger clients = a stronger SBDC!

 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

	



	 
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. 



	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 every day.

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.
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	Recently in the America's SBDC Blog...  
1. Should I Worry About Signing A Contract With A Non-Compete Clause?
1. How Much Should Business Owners Take As A Salary?
1. PCI Compliance Importance of Staying Compliant
Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.



	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. Starting a business? SBDC can help
1. Up Front With Gita Runkle: SMC-CA SBDC Center Director
1. Small Businesses in CA Can Get Help
1. New Launch Pad Program Offers Pre-Incubation Services To Local Entrepreneur
1. Local moms making millions from home
1. NY Opens Sandy Help Centers in Town of Babylon
1. Eleven Florida SBDC Clients & Nominees Selected as 2013 SBA Small Business Week Award Winners  
1. SBA shifting funding away from small business training programs, draws fire from Congress 
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	Meet the America's SBDC Committees

Committee Name: New State/Regional Director Training

Charter: Advise Board and work with President and staff to develop, deliver and continue New State/Regional Director Training.
 
Chair:  Co-Chairs, Kristin Johnson-CA, Janice Washington - AZ

Board Liaison: Brett Rogers, WA  



	Conference Corner
 
[image: Description: 2013 Logo]REGISTRATION OPENS TOMORROW!
You can start registering for the fall conference starting tomorrow, Friday, May 10th. Click here to learn more.
 
Ready to book your hotel room in Orlando? Click here for more information.
 
What workshops are available? Click here to see what is available at this year's conference. 
 
"Who is your State Star?"  
It’s that time of year to select your State's star! Click here for details on submissions. 
 
Would you like to sponsor or exhibit? 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
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	New Quickbooks & Training Materials Available

The 2012 & 2013 Quickbooks Training materials are now available for download in the SBDC Network Staff area of the website. This area is password protected. To access this information please use the following info:

SBDC Network Staff Login
Username: network
Password: asbdc2day 
 
To get a copy of the new 2013 Quickbooks please contact Brett Thibodeau.



	ChallengeHER: Opportunities for Women in Federal Contracting
  
The U.S. Department of Energy, the Small Business Administration (SBA),Women Impacting Public Policy (WIPP), and American Express OPEN have partnered to host WOSB federal contractors for this exclusive agency event.
 
The event is free to attendees with over 200 small business owners registered for the event. 

Women business owners have a unique opportunity to network with and learn from U.S. Department of Energy key agency procurement representatives as well as peer mentors to offer first hand advice.  Join the journey through the ChallengeHER program to help empower the success of the WOSB Program. 

WOSB Opportunity Forum 

Thursday, May 23rd, 2013 8:30am - 4:00pm 
[image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/780.jpg]
Department of Energy Main Auditorium 
1000 Independence Ave., 
SW Washington, DC 20585 
 
Register Now!
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	Contests  
Love Your Local Business Contest - THIS IS THE LAST WEEK
You've probably heard from small business owners who say, "I [image: 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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	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: Rhode Island
Center: RI SBDC
Client: All About Home Care, LLC (AAHC) 
Story: The Rhode Island SBDC works with Johnson & Wales University [image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/779.jpg]students to deliver quality projects to clients.  Last fall, we engaged Graduate School Finance and Accounting Professor Stephen Poplaski and his students to do a financial analysis for client, Kathleen Devlin and her company, All About Home Care, LLC. 
 
Students dedicated approximately 450 hours of their time collectively delving into the company financials and other areas such to provide the client with an accurate review and recommendations for improvement.  The client was thrilled with the students' work and looks forward to implementing a number of their suggestions.(more)



	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.



	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!



	SBDC Career Opportunities
  
1. May 7, 2013 - Panama City, Florida. Director, SBDC/Veterans Business Outreach Center. For details, click here. (Deadline: Apply by 5/17/2013)
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 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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