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In Today’s Weekly Connection:
1. Crowdfunding Rules Proposed
1. New disabilityworks Website
1. Economy Continued to Grow as Shutdown Dented Confidence
1. An Investigative Report on Franchise Profits
1. Five Tips to Help You Respond to a Negative Review
1. Program Success of the Week: Sunrise Care Givers
1. Resource of the Week: QR Codes & Custom Augmented Reality
1. WebCATS Update 
1. What's New on CenterConnect 
1. Moves and News
1. America’s SBDC Network Connection

Crowdfunding Rules Proposed
A unanimous approval in a recent vote by the U.S. Securities and Exchange Commission ushers the proposed crowdfunding rules into the next phase and includes some important measures that could help the smallest businesses find funding from a broader array of individuals.  The SEC proposal could open online investment to anyone. Here are some highlights of what it means for small business: 
1. A company could raise up to $1 million for equity through crowdfunding each year
1. A company raising more than $500,000 must file more detailed information to the SEC
1. A company must provide educational information to investors, ensuring investors know what they are buying and understand their risks
1. Investors with a net annual income of less than $100,000 would be permitted to invest up to only $2,000 or 5 percent of their annual income or net worth every year
1. Investors with net income or annual income of more than $100,000 would be able to invest 10 percent of that every year
1. Securities would need to be purchased through online crowdfunding portals--a new class created by the SEC
Read more here: http://www.inc.com/christine-lagorio/historic-crowdfunding-rules-proposed-finally.html 
Comments are due 90 days from publication of this proposed rule in the Federal Register.
• Link to the proposed rule rule: http://www.sec.gov/rules/proposed/2013/33-9470.pdf 
• Submit comments on the proposed rule to the SEC electronically (File Number S7-09-13)
• Advocacy contact: Dillon Taylor or call at 202-401-9787

New disabilityworks Website
	
	


The new disabilityworks website is live! Join disabilityworks on October 29th or 31st for the launch webinar to see the new look and feel of the website and to see all the tools available! Access disabilityworks website on the go or at home! Use the tools to:
- Achieve your training and employment goals;
- Learn how you can earn income and keep some benefits;
- Locate disability support service providers; and
- Connect to resources you need.
Note: The second webinar session is a repeat of the first session so you do not need to attend both unless you wish to. Register today!

Economy Continued to Grow as Shutdown Dented Confidence
From The Society of Manufacturing Engineers Daily Executive Briefing, 1/24/13 - The Fed’s Beige Book report, released Wednesday, said the economy continued growing at a “modest to moderate” pace from September through this month, even as businesses grew worried about Washington’s fiscal showdown. Analysts said that even if the impasse was resolved, lingering concerns over “confidence” – mentioned many times in the report – probably means that tapering is still distant. 

The AP (10/17) reports that due to the shutdown delaying key economic reports, “some economists had presumed that the latest beige book would play a greater role at the October meeting,” but Decision Economics economist Pierre Ellis assured that the government “should be able to release some of the delayed data before the Fed meets.” 
        
Bloomberg News (10/17, Kearns, Zumbrun) reports Standard Chartered economist Thomas Costerg said the report’s “very cautious tone” and its “many mentions of the government shutdown impacting confidence” likely “supports the view that QE tapering remains distant.” He explained officials likely “want to wait for the clouds to dissipate before making a decision to taper.” Others shared his view. 
        
Calling the report the fullest picture of the economy since the government shut down, Reuters (10/17, Bull) also says the concerns over confidence and dearth of data likely mean the Fed is likely to hold at the October 29-30 meeting. 

An Investigative Report on Franchise Profits
By Jason Daly on entrepreneur.com, 10/21/13 -  Franchisors are pretty upfront about what it's going to cost to get you into their systems. They happily outline franchise fees, royalties, marketing requirements and grand-opening costs, and they can ballpark figures for potential franchisees on everything from the amount of printer paper they'll go through each month to the best deals on neon signs.  But franchisors are bashful when it comes to talking about how much moolah franchisees can actually earn running their businesses.  So, how much can you earn by opening a franchise unit? According to a large survey by the research firm Franchise Business Review, the average franchisee across the spectrum earns a profit of $66,000 annually. Beyond that, it's hard to generalize, since there can be major differences between concepts even in the same sector.

When people think of franchising, fast food is often the first thing that comes to mind. While restaurants make up a healthy chunk of the franchising world, it's hard to recommend a food-based franchise to beginners. Typically, restaurants have some of the highest startup costs in franchising. At the same time, they offer the biggest returns. "There are a lot of moving parts and specialization in food," explains Alex Cunningham, a Florida-based business consultant who focuses on maximizing franchisee profits. "I would strongly recommend a background in the industry."

Jeff Elgin, CEO of franchise referral firm FranChoice, agrees. He believes that to make a go of it in the food business, operators must be extremely smart right out of the gate. 
Clarino also keeps close tabs on labor and food costs on a daily basis, something many other restaurant franchisees look at only occasionally. "Our [point-of-sale] system gives percentages, and every night I look at lunch, dinner and our labor costs," he says. "Those numbers help you understand the neighborhood, like what happens when the sun is out and weather patterns. I know exactly how much we sell on Tuesdays--it's scary how consistent it is. You know when to advertise, when to have two cashiers scheduled. It makes the restaurant run better and makes the customers happy."

Denver's Robert Croley has made the Pooch Mobile Six Figure Club--breaking $100,000 in revenue--for the past three years. With the low overhead of a mobile franchise, he says most of that is profit. Not too bad for washing dogs. Besides sudsing up about 2,000 pups each year, Croley contracts out four nearby territories, taking a percentage of the revenue from each.  After 25 years in the corporate world, Croley, who signed on with Pooch Mobile in 2008, saw the appeal in mobile franchising. "I looked into it, and the startup money for a franchise like this is super cheap, so it made sense for me," he says. "There are hardly any expenses, and the sky's the limit for profits. You can make as much as the market will bear." Croley's experience with Pooch Mobile bears that out. In the beginning, he was washing dogs one day a week. The rest of the time was spent marketing, driving around from parking lot to parking lot to work on his books and make phone calls from his truck, which served as a mobile billboard. At first, his business was 90 percent marketing and 10 percent dog washing. Now, he says, that ratio has flipped.

David Messenger, vice president of market expansion for Memphis, Tenn.-based ServiceMaster, a family of brands that includes the Furniture Medic and ServiceMaster Clean mobile franchises, believes marketing, especially in the startup months, is the differentiator between average and high-profit franchisees. "Marketing can be the biggest discouragement," he says. "Franchisees can spend a lot of money for two to three months, not see results and then give up. But it will eventually work. That's one area where franchisors need to help guide franchisees, especially if they don't have a lot of experience in marketing."

Agency-style businesses--like maid services and home healthcare, where the franchisee acts as a hub for independent contractors--are the hottest sector of franchising right now. Home healthcare in particular is in high demand, mainly because aging Baby Boomers want to stay in their homes as long as possible and are opting for in-home nursing care and assistance rather than moving to assisted-living facilities. But the other reason those franchises are so popular is the profit margin. According to Franchise Business Review, the average profit on senior-care franchises is $98,723 per year. "The typical investment for senior care is less than $100,000, and most are grossing $1 million or more in a year or two," says Elgin of FranChoice. "They are intensely profitable. But you have to do lots of marketing."

The same applies to commercial-cleaning and maid-service companies, which take a lot of time to squeeze their way into a crowded marketplace. Cunningham says the biggest mistake most franchisees make in this area is thinking they will have cash coming in the door from the get-go. Cunningham notes that part of the burden of profitability falls on the franchisor, too. The amount of training and support franchisees receive can be critical in helping them get up to speed quickly. "Support and training are paramount," he says. "If you get two or three weeks of training, that's great. If you have a person assigned to you from the franchisor who works day in and day out with you for the first 90 days, that's even better. All those things drive a more successful business. Those collective resources result in higher profitability if the support is there."

Read more: http://www.entrepreneur.com/article/228698#ixzz2iNJCOzWe

Five Tips to Help You Respond to a Negative Review
By Jennifer Ludwigsen on firmology.com, 9/14/13 - The dreaded empty star. A negative review of your business can elicit a wide range of responses, from frustration and disappointment to worries about prospective client perception. Consumer review sources are more prominent than ever before, thanks to the constant rise in social media usage and mobile connectivity. At one point in time, business ratings were vastly communicated by word-of-mouth or through print materials, like newspaper and magazines. Today’s consumers have additional options, including mobile apps and online review sites that can be accessed with the simple swipe of a screen. As a business owner, you have the ability to eclipse the glare of a bad review and improve public opinion by launching a carefully-planned, professional response. Let’s explore five tips for creating powerful responses to negative reviews:

1. Service With a Smile
Be nice. Drip honey from your fingers when you type. A negative review might upset you, but look past your emotions and focus instead on what your business could have done better. Avoid phrases like, “find that highly unlikely,” or “perhaps if you had,” and give the customer the benefit of the doubt. They may not always be right, but your customers are the driving force behind the business’s success or failure. Communicate a desire for improvement and an appreciation for assisting in the identification of weak areas.  Write kindly, spellcheck your responses, and keep a positive end result in mind.

2. Try, Try Again
The goal of every response is customer retention and service recovery. Mistakes happen, services are occasionally botched, and accounts can be mishandled. Approach every negative review with a “we can fix this” attitude. Create responses indicative of constructive development within your organization, due in part to customer suggestions. Instead of offering a standard compensation package, ask reviewers what can be done to earn them back as customers. Some reviewers won’t take the bait and others may try to take too much, but the effort alone will increase the chances of retaining your client base.

3. Acknowledge All
Respond to all reviews whether they have positive or negative feedback. Both types of reviews are written by people willing to take time out of their day to say something about your business. Read the reviews, respond promptly, and be sure you are genuine. A scripted response is easily-identifiable. When individual responses aren’t feasible, try creating a rotating response list. Script five to ten responses for positive reviews and use them in a varying, random order. Writing not your forte? Consider hiring a freelancer to co-pilot your online presence.

4. Redefine Your Reflection
Reviewers paint a picture of your business. Adjust your image with responses that highlight key differentiating elements within your organization. When someone points out higher prices, for example, shift reader attention to product quality and the opportunity to save money down the road through improved long-term results. Capitalize on the opportunity to supplement your marketing efforts by accentuating the positive elements of your business and being transparent in your reasoning.

5. Shared Experience
Eliminate an “us versus them” attitude by using “we” at every opportunity. Collaboration and unity are rare customer service qualities every customer is eager to find. Volunteer your direct phone number or email. Sometimes a simple “we’re sorry” is all a customer really needs, though others may require a longer conversation.

Program Success of the Week: Sunrise Care Givers
After three years as owner of Sunrise Care Givers, an in-home care service for seniors, Toni Stone wanted to develop a long term strategic plan.  This growing field provides peace of mind for family members who can’t always meet the needs of their elderly parents or relatives.  Their mission: “Our Mission is to provide quality service at an affordable cost to keep you or your loved one safe and secure in the care of Sunrise Care Givers.  We believe the care we provide enables our clients to live with as much independence and dignity as their condition allows, providing peace of mind to our clients and their families.”

Steve Groner, Center Director at the Illinois Small Business Development Center at Kaskaskia College facilitated the process. Using planning in the first part of 2013 Ms. Stone is now in a new space better equipped for growth and has strengthened marketing and office staff. Ms. Stone has set priorities for her own time and knows that her focus will reap long term benefits. The ISBDC at Kaskaskia College also provides specific accounting and administrative issues that Sunrise Care Givers continue to face.  To learn more go to: http://sunrisecaregivers.org/

Resource of the Week:  QR Codes & Custom Augmented Reality
This approximately 9 minute video shows how a simple printed handout with QR code can open several active marketing options.  The video is from Back Office Small Business Solutions Custom Augmented Reality.
https://www.youtube.com/watch?v=k7wO8jQu2dQ

WebCATS Update: Manually Inputting Jobs Impact
While we hope the vast majority of economic impact is reported through the impact survey, however we also realize there are times when centers will want to input the data manually.  At the bottom of the jobs milestones you will find this information that mirrors the questions asked on the survey.  These fields must be completed to get credit for the milestone.
	Job Information: 

	*Job Type: 
	

	*Job Title (single-line text): 
	

	*Employee Name/ID (single-line text): 
	

	*Employee Start Date: 
	

	*Annualized Wages (currency): 
	



What's New On CenterConnect 
New this week on CenterConnect you will find two relevant Dun & Bradstreet reports for your review. One is a Global Economic Outlook report which was produced by their global analytics group. The other report is the U.S. Small Business Health Index (October 2013). You can find the reports by going to CenterConnect and clicking on “Strategy Groups Research and Information” in the left hand column of the home page. 

Moves and News
Veterans2Ventures - The University of Illinois at Chicago is launching a new program for Veterans looking to start their own business. People interested in our Veterans2Ventures program can learn more by attending a Networking Reception this Veterans Day, November 11th beginning at 3pm on the UIC campus. It will be an opportunity to meet current UIC student veterans and alumni, prospective students of the V2V program, and strategic business partners. Light refreshments will be served.  Register here: https://veterans2venturesnetworkingevent.eventbrite.com/

America’s SBDC Network Connection
The latest edition of America’s SBDC Network Connection newsletter can be found below. 
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PenSoft Software Packages 
By: PenSoft  
PenSoft offers sophisticated, comprehensive software packages for payroll and employee management. Make complex, time-consuming tasks as simple as a few keystrokes.  Free updates and Program Support all registered users. 

Learn more...
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	Click here to choose from a large variety of high-quality America's SBDC gear!
  
Contact: Barbara Rolfes at Barbara.Rolfes@landsend.com or 608.935.8123



	Let's Connect!
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Mark Your Calendar
 Click on the links below to learn more about each event.
 
 
SBDCGlobal Trade Consultant Certification Series
 October 30, 2013
 
APTAC Conference
Nov. 11-12th, 2013
 
The Seventh International Conference on Environmental Science and Technology
June 9 -13, 2014
 
U.S. Chamber America's Small Biz Summit - Dream Big Award
June 11-13,2014
 
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
 
2014 America's SBDC Annual Conference
Sept. 9-12th, 2014
 

	



	 
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. 



	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



	Recently in the America's SBDCBlog...   Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.
1. Is Mediation Your Best Option?
1. Cheers! Surly Brewing Breaks New Ground by Repealing an Old Law
1. Four Insights for Small-Business Marketing



	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. SBA is Back to Business
1. Beware: Grant Scam Targeting Small Businesses
1. Lone Star College System SBDC welcomes New Advisory Board Members
1. Sadler: People skills are integral to running a business
1. Staten Island SBDC celebrates 20 years of service
1. How to Finance a Startup Today
1. Shutdown yields slowdown: SBA returns to hundreds of small-business loan applications 


[bookmark: LETTER.BLOCK59]
	Hellos & Goodbyes
On Monday we bid farewell and best wishes to Ann Maltese, America's [image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/914.jpg]SBDC Administrative Assistant.  Anne retired after nearly 13 years with the association.  She will be remembered for outstanding member services provided to the network and her genuine caring for her co-workers.
 
 We got together with Ann  on Monday to celebrate this new phase of her life where she is now free to pursue her favorite past times,  reading, shopping, crocheting and spending time with her grandchildren.  We were joined by past ASBDC President/CEO Don Wilson and former Government Relations Director, Dan O'Grady in addition to the current staff.[image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/913.jpg]
 
America's SBDC is pleased to welcome Kate Harvey as the new Administrative Assistant on staff.  Kate had been working  for the association part time as an intern this past summer, so we are very fortunate she was interested in stepping into the Administrative position  coming vacant due to Ann Maltese's retirement.   
[image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/915.jpg]Kate brings  exceptional organizational skills and a fresh perspective on managing the association office and assisting the membership.  Kate's email address is kate@asbdc-us.org and her phone number is 703-764-9850


[bookmark: LETTER.BLOCK58]
	Affordable Care Act 101: Webinar                             
Throughout the rest of October, SBA and Small Business Majority will hold a weekly Affordable Care Act 101 webinar. During each presentation, small business owners can learn about the law and [image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/910.jpg]what it means for their company and employees.
 
  Thursday, October 24 at 2:00 PM ET: Click to Register 
    
  Thursday, October 31 at 2:00 PM ET: Click to Register 


[bookmark: LETTER.BLOCK60]
	LAST CHANCE! Get Certified for Free
The NASBITE Certified Global Business Professional (CGBP) exam registration is available at no cost to SBDC Counselors!  This is a great opportunity for SBDC counselors.

Typically the exam costs $395.00 and the practice exam is $50.00.  These costs are totally subsidized by the SBA until November 4th. If an applicant does not pass the exam, the retake fee is $100.00 which is a considerable savings over what the original cost would be.
 
This option expires on November 4th, which is the last day to register to take the test in 2013. The applicant who signs up on November 4th4 can take the exam between December 2nd-18th 2013. SBA is also funding SBDC counselors who register to take the practice exam at no cost!

REGISTER NOW


[bookmark: LETTER.BLOCK61]
	Academy Live Online via LiveMeeting!
Grow Your Business: The US Small Business Administration (SBA) Shares Useful Tips
 
Session Overview:
The US Small Business Administration  was created in 1953 as an independent agency of the federal government to aid, counsel, assist
and protect the interests of small business concerns, to preserve free competitive enterprise and to maintain and strengthen the overall 
economy of our nation.  The SBA helps Americans start, build and grow businesses.  Come join us for an informative session with
Jack Bienko, Deputy Director of the US SBA to learn how to impact growth for small business owners and utilize the many business 
resources available to you.  This is a great opportunity to start engaging with your local SBA today.
 
Agenda:
·         Welcome & Introduction
·         SBA Mission & Objectives
·         5 SBA Tips To Help Grow Small Businesses
·         Exclusive SBA Resources for Small Businesses
·         Specific Technology Every Small Business Needs
·         Open Discussion         
 

For full event information and other great benefits, please register here.



	2013 Defense Energy Summit                             
The Defense Energy Summit convenes and converges the entire defense-energy ecosystem, focusing on the needs and solutions of energy providers, project finance sources, early and growth stage companies, defense contractors, military installations and purchasing agents. In addition, join the stakeholders and working groups building the foundation for a new Defense Energy Center of Excellence. The summit's focus will center on this proposed initiative and how to accelerate clean energy and infrastructure solutions for the DOD.

The leaders from the Department of Defense and the Executive Office of the President have already confirmed their participation as keynote speakers at the event:

* Ms. Sharon Burke, Assistant Secretary of Defense for Operational Energy Plans and Programs, U.S. Department of Defense
* Mr. Jonathan Powers, Federal Environmental Executive, The White House
      
When: November 11-13, 2014
Where: Austin, TX              
LEARN MORE



	Small Businesses Compare Themselves to Competitors With Free New QuickBooks Tool  
The QuickBooks Online trends widget allows users to look at businesses within a specific industry, location and annual income parameter to see average percentage of sales growth, percentage of new vs. existing customer sales, expenses by category (advertising, rent, insurance, etc.), income by category (products, services or other) and many other valuable statistics. 
 [image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/903.png]
This is a tool that helps small businesses work smarter and with greater confidence by enabling them to make decisions based on data instead of hearsay. The widget will be valuable for users who need to find out whether an industry is profitable before making the leap to open a business, or users who use this insight as part of their package to a bank to show the profit potential of the business they are trying to obtain a loan for. In addition, small business owners can use this to help decide whether they are overspending on rent and need to look for a new business space, whether they are under-spending on advertising vs. competitors, and whether their office expenses/utilities are greater than other businesses like them and more.  
 
To learn more about the widget, visit http://quickbooks.intuit.com/trends/ and www.qbsbdc.com             



	2013 Conference Attendee Survey Results                            
[image: Description: 2013 Logo]Check out the 2013 Conference Attendee Survey results including what attendees had to say about the workshops, receptions, registration and more.

Click here to access the PDF.
  



	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 University of Central Florida
Client Name: Kings Service Solutions, Orlando
Story:  In late 2009, Arnaldo and Yanet Herrero of Kings Service 
[image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/909.jpg]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."
 
In 2010, KSS was accepted into the FSBDC at UCF's ABC program and an advisory board was formed to address the company's needs. Their board was comprised of experts in human resources, accounting, strategic marketing, business development and law. "We had the best of the best on our advisory board team," remarked Yanet.(more)



	National Rebrand Adoption Map
  
[image: Description: http://ih.constantcontact.com/fs183/1101380815442/img/906.jpg]
Based on use of America's SBDC logo on front page of State SBDCs websites. Updated 10/16/13.



	SBDC Career Opportunities 
October 11, 2013 - Bend, Oregon. Director, Central Oregon Community College SBDC.
  
October 9, 2013 - Klamath Falls, Oregon. Director, Klamath Community College SBDC.
 
  October 8, 2013 - Pensacola, Florida. State Director, Florida SBDC Network. 
    
  October 7, 2013 - Carrollton, Missouri. Regional Business Development Specialist and County Program Director, University of Missouri Extension. 
  
  October 3, 2013 - Tampa, Florida. International Small Business Consultant, SBDC at the University of South Florida, Tampa. 

Click here to visit the Career Opportunities page. 
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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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