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Reviews Equal Revenue 
By Jay Gierak, posted on What is Working: Small Business, huffpost.com - Online reviews improve every step of the sales process. Everyone knows new business is far harder to win than repeat business and online recommendations and endorsements familiarize a new lead in ways no other content can. In short, reviews equal revenue. With 76% of people seeking online reviews before choosing a local business, those local businesses without reviews are already losing clients every day. Below we'll explore the four instances where reviews come into play in every sales cycle.

1 - Convert Visitors → Leads
Reviews transform online shoppers into leads by establishing trust and credibility as potential customers are first learning about your business. Who better to advertise your business than your happiest past clients? Visitors who read reviews are 30% more likely to take action and become a live prospect via a phone call, contact form or click. For a typical insurance agency, losing 30% off the top of your lead funnel translates into $100,000s each year in lost policies.
2 - Convert Leads → New Customers
Even after demonstrating interest, in a competitive marketplace customers still have a number of providers to choose from that can meet their needs. Once a connection is established, reviews drive customers to choose YOU as their provider over your competitors. Visitors who read reviews are 68% more likely to convert to a sale. Capitalize on interested buyers by standing out from the competition with great reviews.
3 - Turn New Customers → Repeat Clients
Reviews not only help you attract new clients to your business, but they also aid in retention. Reviews stand as a constant reminder to your clients that you are the best provider for their needs. Simply getting a happy client to write a positive review about your business reinforces their positive experience and their commitment to you as a provider. Businesses with reviews drive 18% higher loyalty than businesses without any reviews. 
4 - Turn Repeat Clients → Referrals 
Reviews stand as a lasting, powerful testament to the legions of happy customers you have served in your career. While 77% of financial services customers would recommend their provider to a friend, few businesses actually collect and store this opportunity in the form of great reviews.  Every business knows referral business is the best kind of business, it establishes trust and credibility through longstanding personal connections. Businesses that spend $100 on SEM will see anywhere from 5-25 clicks, which isn't a lot. Letting your customers do your marketing via positive reviews and spending that same $100 on managing those reviews, is the most effective and cost efficient approach.
As customers increasingly begin the buying process online, the entire sales cycle has changed. Trust and authenticity are no longer established exclusively through handshakes and face-to-face meetings. Online reviews serve as a powerful signal of quality and drive purchasing decisions before a first meeting is even won.  Local businesses must embrace online reviews to thrive and survive. Wouldn't you rather be leading the charge than lagging behind competitors? The good news is, if you provide great service, you're more than halfway to preparing a great online foundation. Tap into your network of past clients and existing connections to get your word-of-mouth referrals online and turn online reviews into more business! For more go to http://www.huffingtonpost.com/jay-gierak/reviews-equal-revenue-4-t_b_3844649.html

Number of Hispanic-Owned Businesses Nearly Doubled Last Decade 
AP story posted on huffpost.com, 9/13/13. - NEW YORK — The number of Hispanic-owned businesses in the U.S. is expected to nearly double this year from 2002.  That's the finding of a study released Friday by the U.S. Hispanic Chamber of Commerce and Geoscape, a company that provides demographics data. The study, which analyzes U.S. census data and other information, projects there will be nearly 3.2 million Hispanic-owned businesses in the country in 2013, up from nearly 1.7 million in 2002.  The study also forecasts that the number of Hispanic-owned businesses in what it calls the South Atlantic region – Maryland, Virginia, West Virginia, the Carolinas, Georgia and Florida – will surpass the number in the Pacific region, which includes the West Coast and Alaska and Hawaii.  The study projects that there will be more than 866,000 Hispanic-owned businesses in the South Atlantic this year, compared with nearly 796,000 in the Pacific.  The surge in Hispanic-owned businesses reflects the rapid growth of the Hispanic population. The number of Hispanics counted in the U.S. census in 2012 rose 2.2 percent from 2011 to 53 million.

3 Reasons Customers Aren’t Returning 
By Nicole Reyhle posted on retailminded.com, 9/12/13 - You may be your own boss, but let’s face it… your customers are the ones who really keep your job afloat.  You need them returning to your store again and again and again. And if they aren’t, well, then we have some issues to consider.  Below, review how these three reasons may be impacting your chance of seeing customers return to your store.
1. Your attitude. 
We all have bad days… we get that. For that matter, we have good days, too. But what a customer wants is an expected customer service scenario no matter WHAT DAY it may be for you. Whether you run your store solo or have a team supporting you, make consistent, top-notch customer service your priority. Put all things aside, including your own emotions, when customers are in your store. This means drop your cleaning, organizing, stocking, merchandising, filing or whatever else it is you may be doing. We know your t0-do-list is long, but that doesn’t give you an excuse to let your customers feel like it may be their fault or let your bad mood shine during their store visit.
2. Your inventory. 
It’s not an uncommon story to hear an independent retailer say they opened a store because they loved “shoes” or “home decor” or “candy”. A strong majority of indie store owners become merchants for these exact reasons… because they enjoyed a certain product or category of business so much, they wanted to make a store out of it. The problem with this scenario for some folks (we’re not pointing fingers) is that this does not always translate well to buying inventory for your store customers… not you. In other words, don’t just buy products you want to bring home with you, but rather buy your inventory based on your current customers, local demographics and overall store strategy. Naturally, you should consider past season sales if applicable and seasonal trends, as well. And listen to what your customers are telling you. If they are asking for things you don’t have, consider getting them if you identify more than just a handful of customers may be interested. It’s also okay to change things. What you sold last year does not have to be the same vendor you buy from this year. Things change, people change and certainly your store inventory should change as a result.
3. Your merchandising. 
Merchandising can be a powerful retail tool. It can either help your business or hurt it. So the real question here is, “which category does your store currently fall into?” Keeping up with merchandising is something that needs to be done consistently. The argument to do a little everyday even applies here, as many customers shop local stores and are more engaged by those that keep things changing and interesting. The catch is while customers may think things are changing, often the inventory is not. This goes back to the power of merchandising. Use your displays and total store space to engage your customers and get them intrigued with your inventory through merchandising on a consistent basis. Additionally, don’t neglect keeping your store clean and dust free. Customers have opinions about everything… why distract them with something like a dirty shelve that keeps them from noticing your items instead?

America’s SBDC Annual Conference
The 2013 America’s SBDC Annual Conference is now history, but the benefit and value experienced from this tremendous annual professional development conference for SBDC staff will continue. The program materials from the ASBDC Conference are available on the America’s SBDC website. You may also access the presentation materials and power point presentations by clicking on ASBDC Program Archives. Also for many of the programs you can access the materials by clicking on the ASBDC Conference App.  

Program Success of the Week - Stateline Saw and Tool
John Nyenhuis has several entrepreneurs in the family.  As he worked to start Stateline Saw and Tool they advised him to look for a business incubator for assistance.  Mr. Nyenhuis discovered the EIGERlab incubator in Rockford.  Here he found office and light industrial space, as well as Brian McIntyre, Director of the Illinois SBDC at Rock Valley Community College, for business counseling.  Brian assisted with business and marketing planning and “helped me validate my business ideas,” John said.

After SBDC counseling, Mr. Nyenhuis elected to complete the Manufacturing Self Employment training class (MSET). He then met with Dan Cataldi and Mike Cobert of EIGERlab’s management team to discuss utilizing that facility.  John happily learned that many startup expenses are already factored into the incubator lease.  John said, “It’s a comfortable work environment where I’ve been able to accomplish a lot in a short period of time.” He was also impressed with the 24 hour, state-of-the-art keyless entry system. 

Stateline Saw and Tool works to produce the best blade possible of both ferrous and non-ferrous material. Currently his client base includes Illinois, Wisconsin, Tennessee and Texas.  He plans to expand sales and also the number of employees.  Customers include the automotive industry, coffee makers, the tube industry and fabrication shops.  Customers value time and money saved from the hands-on attention and recommendations they receive from Stateline.

Resource of the Week - Federal Trade Commission
The link below opens FTC guidelines and policies concerning advertising, deceptive practices and internet marketing.  http://www.ftc.gov/bcp/guides/guides.shtm

WebCATS Update - Basic WebCATS Training 
Basic WebCATS training will be offered at the Joseph Center at 7600 W. Roosevelt Road, Forest Park, IL 60631 on October 17, 2013 from 9:00 AM to noon.  The Joseph Center offers free parking and an excellent computer lab.  Thanks to Melissa Brown and her staff for hosting us.  This training will focus on inputting data into the system as well as running scorecards and reports.  Please call Tom Becker at 217/558-6303 for more information.

What's New On CenterConnect 
New this week on CenterConnect you will find Statewide and Center by Center Illinois PTAC Historical Performance information for FY2013 and also for the preceding four calendar years.  The Graphs and Charts are available by clicking on the PTAC tab in CenterConnect. 

Moves and News
New Illinois SBDC ITC Director - Please join us in welcoming Kathie Cravens as the Director of the International Trade Center at the Illinois SBDC at the Champaign County Economic Development Corporation.  Ms. Cravens has experience with export documentation, international finance and international logistics. While residing in both the U.S. and Europe, she has coordinated road, rail, sea and air shipments on every continent and has worked with customs brokers and freight forwarders around the world. Ms. Cravens is a graduate of the British Institute of Export.

A Business Summit in Highland Park will be held on October 2, 2013. The featured speakers include Howard Tullman, Chairman of Tribeca Flashpoint Media Arts Academy and Managing Partner of G2T3V, LLC., as well as Dan Seals, representing the Illinois Department of Commerce & Economic Opportunity.
The event will be free to the public, although registration is required. To register, go to www.cityhpil.com/BusinessSummit and click on the blue “Register Now” button.  An agenda of the day’s events is located on the website. The Summit is targeted to business owners, property owners and real estate professionals. Lunch will be provided.
America’s SBDC Network Connection
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Business and Financial Management Solutions

Intuit Inc. creates business and financial management solutions that simplify the business of life for small and mid-sized businesses, consumers and accounting professionals. Its flagship products and services include QuickBooks®, Quicken® and TurboTax®, which make it easier to manage small businesses and payroll processing, personal finance, and tax preparation and filing. Mint.com provides a fresh, easy and intelligent way for people to manage their money, whileDemandforce® offers marketing and communication tools for small businesses.

	



	 
Mark Your Calendar
 Click on the links below to learn more about each event.
 
Why and How to Use the SBA On-line Export Business Planner
September 25, 2013
2:00 CST
 
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
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News You Can Use  
 
Braddock's The World Is Your Market: Exporting Made Easier for Small Businesses
 
AARP & SBA Webinars
 
America's SBDC International Trade Group
 
2013 SBA Accreditation Contract Update
  
SBA Advisory Board Report 
 
National Impact Survey
 
The Conference Webpage
 
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. 
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	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.






			America's SBDC Network Connection
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	Recently in the America's SBDC Blog...  
Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.
1. 5 Easy Tips for Using Video in Email 
1. Crowdfund Investing Education for the Financial Advisor and the Financial Service Industry 
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	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 marketing@asbdc-us.org.
1. Chinese Cyberspies Are Hacking Into America's Small Businesses, But Not For The Reason You'd Think
1. 3 Signs That Social Media Might Not Be the Right Fit for Your Small Business 
1. The Best Credit Card Processing For Small Business Owners 
1. GSA Saves Taxpayer Dollars with Next Generation Travel Management Tool 
1. ASBDC 2013 Conference - A Great Privilege for All Who Were There! 
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	Take Your Business to the Next Level, Live Today!  
The Goldman Sachs 10,000 Small Businesses program provides
you with the tools and support to take your small business to
new heights. In professional workshops at Babson College you
will learn from some of the brightest minds in business, learn
about access to financial capital, and build a powerful network
of professional support. Together with other entrepreneurs,
you'll make strong connections that will have an immediate
impact on your business.
If accepted, the program tuition will be at no cost to you. And
that's just the first example of how we'll be there to help your
business succeed every step of the way...More.
 
Applications are now being accepted for 10,000 Small Businesses at Babson College in Massachusetts and are due October 18th. Classes will begin in January and will include both in-person and online learning. This is an exciting innovation for the program, and will allow business owners from across the country to interact with each other in new ways!
Get the Application Here. 
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	Launching of the new Education Network Dedicated to Entrepreneurship! 
The Foundation for Small Business Development and AMERICA'S SBDC are pleased to announce the launch of the largest eLearning Network for small business and entrepreneurs dedicated to building "Business Savvy Communities" nationwide. Learn more
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	Microsoft Provides Free Virtual Training for Office 2013 and 2010
Do you know the top Tips and Tricks for Microsoft Office? Microsoft is proud to offer FREE Office training for all small businesses!  This training is available on demand for all SBDC Centers or clients and includes quick tutorials for Beginner, Intermediate and Advanced.
 
Click on any of the links below for instant access:
 
Office 2013 Training (includes Outlook, Word, Powerpoint, Excel, Access, One Note)
Microsoft Office 2010 Training:
Outlook 2010
Microsoft Word
Power Point
Excel
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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: Florida
Center: FSBDC at the University of Central Florida
Client Name: Kings Service Solutions, Orlando
Story: In late 2009, Arnaldo and Yanet Herrero of Kings Service Solutions (KSS) first approached the FSBDC at the University of Central Florida's Advisory Board Council (ABC) Manager Jill Kaufman about their interest in becoming a client of the program. Arnaldo explained, "We want to begin taking the proper steps to become your next success story."
 
It took them just three years to achieve this milestone! In that time, their janitorial and commercial maintenance company has made a dramatic transformation and experienced extraordinary growth. According to Yanet, "I felt the FSBDC at UCF was the right organization to pair up with to set our company's vision on the right course. I wanted to assess the strengths and weaknesses of the company and have access to experts' knowledge and ideas to develop our organization..More.
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	Conference Corner
 
[image: Description: Description: 2013 Logo]The State Stars were honored at the State Star Reception, on Monday September 9th hosted by Constant Contact. State Star photos from the event's press wall will be available next week, stay tuned for more information.
We'd like to congratulate again the 2013 State Stars!
 
[image: Description: Description: 2013 America's SBDC State Star]
 
[image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/814.jpg]The 2013 ASBDC 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.
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	SBDC Career Opportunities 
September 13, 2013 - Rochester, Minnesota. Regional Director, Southeast Minnesota SBDC. For details, click here. 
September 9, 2013 - Kutztown, Pennsylvania. Business Consultant - Government Marketing Specialist for Berks/Chester Counties, Kutztown University SBDC. For details, click here. (For full consideration, applications should be received by close of business on September 20, 2013)
September 9, 2013 - Kutztown, Pennsylvania. Business Consultant - Government Marketing Specialist for Lancaster/York Counties, Kutztown University SBDC. For details, click here. (For full consideration, applications should be received by close of business on September 20, 2013)
September 4, 2013 - Valdosta, Georgia. Assistant Director / Business Consultant, Valdosta State University SBDC. For details, click here. (Closing date is September 15, 2013)
August 30, 2013 - Flower Mound, Texas. Business Advisor, North Central Texas SBDC. For details, click here. (Closing date is September 5, 2013)
1. 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 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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