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Illinois Innovation Index
From 2000 to 2011, industry funding for R&D at Illinois higher-education institutions almost doubled, reaching $100 million. As a portion of total academic R&D spending, Illinois’ industry R&D has risen steadily since 2009—even as the averages for the United States and the top ten states by total funding have declined.

Over the past decade, industry funding for academic R&D has become increasingly concentrated in the top ten states.[1] In 2000, these states accounted for approximately 60 percent of all such funding; in 2011, that figure rose to approximately 66 percent of all industry funding. In recent years, Illinois has consistently ranked seventh or eighth in total industry funding for academic R&D, but it still trails many peer states.
For more information on Illinois’ industry R&D expenditures, read the full article here [image: Description: Description: http://gallery.mailchimp.com/564e8e958fed7660c31119f2d/images/2013_green_arrow_on_white.jpg]
Cybersecurity for Small Businesses
Cybersecurity for Small Businesses is one of SBA’s newest online courses to help business owners safeguard their information from computer attacks and determine their readiness against security breaches.  The course, available at http://www.sba.gov/tools/sba-learning-center/training/cybersecurity-small-businesses, teaches best cybersecurity practices and protection against cyber threats for the nation’s small business community.
The protection of sensitive data such as business invoices, payroll records, client and employee data and other proprietary information is essential to a company’s success.  A computer failure or other system breach could undermine a company’s reputation, expose it to costly recovery expenses, and disrupt the business’ overall operation.

Alternative Ways to Take Credit Cards
By Becky McCray on smallbizsurvival.com, 10/29/13 - Business today is too mobile and too flexible to stick with inflexible traditional merchant accounts for credit card processing. New options are here and tip the scales in favor of small businesses. Taking credit cards used to be a big deal for small businesses. It involved setting up a merchant account, passing a credit check, leasing or buying equipment and agreeing to a multi-year commitment. That was just the getting started part. The traditional merchant processing industry standard seemed to be lots of fees, and little customer service for small accounts. It has been a source of ongoing pain for small business, but everything has changed. A number of companies have introduced dead-simple tools to accept credit cards with nothing more than a tiny plastic reader that plugs into a smart phone. Fees are lower, and there is no commitment.

Compare Total Costs
You can’t just compare the low teaser rate that merchant processors quote. You have to consider the total effective cost for processing.
My store’s “qualified rate” was 1.55%. Sounds fine, but it doesn’t take into account all the other fees I paid. I took my monthly processing statement, added up all the fees, deductions, costs, charges, etc., and divided that by the total amount processed. I did that for several different months, and our total effective cost was 3.1% to 3.3%. I also had a leased credit card terminal for $35.67 per month. I was more than ready to eliminate that lease and put that money towards acquiring some new equipment.
All these new systems share some similarities.
They use a small plastic reader that plugs into the headphone jack on your smartphone or tablet.
For more detailed information on services such as Square, Intuit, Pay Pal Here, Dwolla and others go to:  http://smallbizsurvival.com/2013/10/alternative-ways-to-take-credit-cards-ditch-your-merchant-account.html
Finally, a Good Time to Sell the Business 
By Sarah E. Needleman on wsj.com, 10/23/13 - Three years ago, Peter Schoon of Orono, Minn., wanted to sell the technology-services firm he founded with his wife and retire. But the economic downturn put those plans on hold as the company's valuation took a hit.  In March, however, the 64-year-old Mr. Schoon finally handed over the keys to System Support Solutions Inc. to buyer Jon Von Rentzell, a laid-off operations executive who financed more than half of the deal with a loan backed by the U.S. Small Business Administration.  
The transaction illustrates how the small-business-for-sale market is warming up as more sellers can point to three years of gradual or increasing revenue—the typical track record that banks and buyers look at when assessing a deal. There were 1,685 small businesses sold between July and September, up from 1,189 during the same period in 2012, according to BizBuySell.com, an online small-business marketplace. It was the third year-over-year quarterly increase in a row, the online marketplace found. The trend is helping to relieve pent up demand among business owners of the baby boomer generation who have struggled in recent years to sell their companies due to the weak economy. "People who wanted to retire and feel like they missed the boat are absolutely seeing their businesses come back to the point where they're saying they're not going to miss it this time," said Andy Cagnetta, chief executive of Transworld Business Advisors LLC, a brokerage in West Palm Beach, Fla.
[image: Description: Description: Description: Description: Description: Description: http://s.wsj.net/public/resources/images/MK-CH281_SBSELL_NS_20131023174507.jpg]
By industry, sales of small businesses so far this year have mostly been service companies, followed by retailers and restaurants, according to BizBuySell. It defines small businesses as those with fewer than 500 employees, and it tracks transactions reported by business brokers across the U.S. BizEquity.com, an online valuation provider for small businesses, said the median valuation for businesses using the site rose to $1.3 million in the third quarter from $860,000 during the same period in 2012.
"Now there's a better balance-sheet story," said Dave Rader, head of SBA lending at Wells Fargo & Co., which closed 12% more small-business loans, excluding real estate transactions, between January and September of this year compared with the same period in 2012. "Cash flows are positive, profits are improving and you have buyers who saved over the last few years," he said.
Small-business lending has been rising. The SBA backed 12,976 so-called 7(a) loans totaling $5.3 billion in the third quarter, up from 11,442 loans totaling $4.3 billion a year earlier, according to the SBA. These loans can be used to assist in the acquisition of an existing business as well as to establish a new business or expand an existing one, among other uses. Baby boomers who couldn't find buyers a few years ago and are looking to sell now aren't alone. They're joined by others who plan on retiring this year or switching jobs. 

For more go to: http://online.wsj.com/news/articles/SB10001424052702304682504579153573588055100
3 Essential Ways to Improve Your Website 
by Curt Hanke on inc.com, 10/29/13 - Your website is often the first impression a prospective customer has of your business.  Regardless of who you are or what you sell--and notwithstanding the increasing importance of social media--your website matters a great deal. Need proof? Trying to grow your consumer e-commerce business? Smart move, consumer e-commerce is growing at a rate twice that of all retail (Forrester data). Looking to drive sales in your retail establishment? In 2012, over half of all retail sales in the U.S. were influenced by the web (also Forrester). Or trying to drive B2B buyers for your business? 78 percent of prospects start by searching the web (G3 Communications).
Bottom line, your website isn’t just a website--it’s a first introduction, the digital lobby to your business that more than ever influences whether or not you’ll get an invitation to the dance. And failure to win here, or at least play at parity, means a world of prospects and customers that will never move from your lobby into your showroom.
Perhaps it's time for an upgrade? Advertising exec Curt Hanke shares three simple fixes.
Invest in Design
According to research from the Stanford Persuasive Technology Lab, 46% of people say a website’s design is the number one criterion for discerning the credibility of a company. Talk about common sense powerfully quantified with hard data. So, why does design matter so much? After all, you’ve got plenty of strong features and benefits for your offering, right? Well, in spite of our penchant to fancy ourselves rational consumers of facts and figures, 90 percent of information transmitted to the brain is visual--and visuals are processed 60,000 times faster in the brain than text (3M Corporation). So it’s no surprise that people respond to visual information--in other words, design--better than plain text.
Consider: Are you making design a priority? Do you budget for visual assets? What does success look like in your business category and how can you give your digital lobby a fresh coat of paint? How do you stack up with your competitors and how might you transform your digital design into a strategic advantage? Regardless of your approach, make sure to dedicate resources to design as a vital marketing investment--versus the masses that outsource this critical function to a neighbor’s cousin who just happens to know HTML.
Video Killed the Radio Star…and Boosted Sales
What if I told you that I had a way to make your web visitors 85 percent more likely to buy? Sound like something in which you might be interested?  According to research conducted by Internet Retailer, this does not require a magic wand or an enticing promotion. Rather, it just requires adding videos to your website. That’s right; consumers are 85 percent more likely to buy after watching a video. While not all categories are equal in terms of the need to see or understand, the reality is that engaging video content can be tremendously beneficial for your business.

Consider: What might this look like for your brand? Where might video amplify your story? Help dimensionalize your offering? Overcome barriers? Motivate trial? From education to entertainment, video can be a powerful tool for your website--and in the participation economy, this no longer means you need to go it alone. Explore ways to get not just your organization and team involved, but your customers and prospects as well.
Make It Easy And Fast
Like it or not, we live in an increasingly impatient world where ubiquitous choice and instant gratification have led to a very discerning shopper. With website consumption continuing to migrate onto phones and tablets, it is important to have a thoughtful approach for your website on desktops as well as these devices. And to put a finer point on the need for speed, 61% of smart phone users agree they will click away from a website if they don’t quickly find what they need (Forrester). 
Consider: Does your site make it easy for visitors to find what they’re looking for? Is it properly built for speed on any platform? Are there common places where visitors are getting stuck (or leaving) and what are you doing to propel them toward your desired outcome? 
While building an effective website can feel daunting, when you peel back the proverbial onion, we’re really talking about the same fundamental principles that businesses have had to address for decades, if not centuries. Create visual interest. Be an engaging storyteller. Make it simple.  More at:  http://www.inc.com/curt-hanke/3-ways-to-improve-your-website.html
Program Success of the Week - Enigma Cues
At age 36 Rob Paul was at a crossroads in his most productive years. With his wife’s blessing, Mr. Paul chose to build a business in the billiards industry – his favorite pastime.  He taught himself pool table repair and worked at that exclusively for two years. This experience showed him that many billiard players are unhappy with available cues. Mr. Paul felt he could build a better cue.
The couple used their savings to buy equipment to manufacture their Enigma Cues.  Today, Enigma Cues are considered some of the best in the world.  Mr. Paul realized he would need investors to continue to grow the business.  He stared meeting with Curt Mowrer at the Illinois SBDC at Rend Lake College in February 2013. Together they developed a business plan.  Curt helped Mr. Paul find an angel investor to finance new equipment to increase manufacturing capacity.
Paul first met with the Illinois Small Business Development Center February 2013 to develop a business plan to present to an interested investor. The business plan was completed, but the investor got cold feet. The ILSBDC began contacting Angel investors that had shown an interest in assisting with financing when a good opportunity came around. The ILSBDC was able to hook up the investor and Mr. Paul. They came up with an agreement and Paul has been able to purchase the equipment he needs to take the next step in moving to the next level. 
Enigma recently created an exclusive break cue design for Monster Break Billiards, one of the largest suppliers of billiard/pool equipment.  The company was so impressed with Enigma’s designs they ordered 200 cues.  Monster Break Billiards is also considering carrying two Enigma shooting cues.
Mr. Paul has high praise for Mr. Mowrer and his team: “My experience with the Illinois Small Business Development Center at Rend Lake College far and away exceeded my expectations. Curt Mowrer, my representative, from the moment I met him, threw himself into my interest as if it were his own. He was diligent, professional, respectful, organized, and very thoughtful. I have no doubt that his efforts perpetuated my business to its next and most important level. It was, and still is, an honor to do business with the Illinois SBDC."
Enigma Cues are located in Ashley, IL; phone (618) 214-8032. See a short Enigma Cue video at:  http://www.youtube.com/watch?v=VnENxeGpUIk
Resource of the Week - Window Display Ideas
This week’s resource is particularly useful for your retail clients.  Encourage them to check Pinterest for several links for ideas on dressing up window displays. They can find out more through the links below. 
https://www.pinterest.com/laurabeeseattle/store-windows-display-ideas/
https://www.pinterest.com/jenmaccormack/window-display-ideas/

WebCATS Update - Creating an eCenter Direct Site 
Every Illinois SBDC Network center is required to have an operational eCenter Direct site for prospective clients to use for signing up for services.  You can also use the site for conference and workshop sign ups as well as for other helpful tasks.  Follow the link below for more information: 

http://www.outreachsystems.com/resources/help/webcats/faq.jsp?id=109. 

eCenter Direct is now being used for the new online Economic Impact Survey that the DCEO Lead Office is distributing to Network clients each quarter.  

What's New On CenterConnect 
This week on CenterConnect you will find the September 2013 OEIT Illinois Small Business Development Center Network Monthly Performance Report.  The latest report can be found by clicking on “2013 IL SBDC Network Performance Reports” found in the lower left hand column of the CenterConnect homepage. 



Moves and News
Special Recognition
Special Congratulations to Ross Miller, Director of the Illinois SBDC at Bradley University for becoming an Accredited Business Planning Advisor (ABPA) – Ross participated in the Apogee Center’s Business Exit Planning training at the ASBDC Annual Conference in September and recently passed the exam providing him with the Accredited Business Planning Advisor credential. Great Job, Ross ! ! !

International Trade Events
Below is a list of upcoming international trade events, which our office is organizing or co-sponsoring/supporting. We hope that you will be able to join us for at least one of them. You can also access this list as well as info on other upcoming international events & missions at http://export.gov/illinois/tradeevents/eg_us_il_024667.asp

America’s SBDC Network Connection
The latest edition of America’s SBDC Network Connection newsletter can be found below. 
		[bookmark: _GoBack]
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Fundable Fast 
By: Business Funding Advisors  
Access to Capital ... It can make or break any business. We have unsecured financing up to $150,000 for brand new start ups and a very unique installment loan program for existing businesses for as much as $2,000,000.00 and accept credit scores as low 540.
 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.
 
 
2013 Defense Energy Summit
Nov. 11-13th, 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
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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 Kate Harvey  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 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...    
Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.
1. Industrial Iron Man 
1. Is Mediation Your Best Option? 
1. Cheers! Surly Brewing Breaks New Ground by Repealing an Old Law 
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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 us. 
1. Florida Celebrates National Women's Small Business Month Top 10 State for Fastest Growing Number of Women-Owned Firms  
1. Coleman Report; Movers & Shakers 
1.  UTSA International Trade Center to complete training in Barbados Nov. 6-7 
1. Staten Island SBDC celebrates 20 years of service 
1. Small Business Development Center works to help students at new location
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	MN SBDC Client Makes Top 20 in Intuit's "Small Business Big Game" Contest

As an employee of the UMD Center for Economic Development and working on Northeast Small Business Development Center projects most of my clients don't make national news, but this one did. 
Being an Intuit Pro Advisor and QuickBooks instructor for many years I receive all the Intuit newsletters. I looked at the announcement for a chance to win a super bowl commercial and thought about my clients. Locally Laid Egg Company was on my radar. I had been working with Jason Amundsen on some projections to put together a financing deal to purchase a farm for expansion of Locally Laid.  
 
They seemed to be the right fit for a super bowl commercial. They have a sustainable venture, a great cause and a quality product plus the marketing was just a little bit quirky. What a great foundation for a super bowl ad!
 
I called Jason and sent him the link to the contest. Lucie (Jason's wife) the marketing guru took it from there and submitted the entry that has now made it to the top twenty of the Intuit contest.  
 
As of October 28 Locally Laid is in the top twenty contestants for a SuperBowl ad. Read more here.
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	LoLaBigNews
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	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
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	Financial Analysis for SBA 7(A) Loans Over $350,000 Under SOP 50 10 5(F) 
With the release of SOP 50 10 5(F) by the U.S. Small Administration ("SBA"), which is to become effective on January 1, 2014, the SBA has provided lenders with new guidance on the underwriting analysis required when a lender is considering a 7(a) loan to a small business applicant.  Cash flow continues to be the key factor to be analyzed by the lender, as that is the primary source of repayment for the proposed loan.  The SOP specifically states if the applicant "lacks reasonable assurance of repayment in a timely manner from the cash flow of the business, the loan request must be declined, regardless of the collateral available or outside sources of cash."  While these concepts remain consistent, SBA has added several new specific standards and requirements that lenders must address in their financial analysis for loans of $350,000. 
 
Going forward, in analyzing the repayment ability of the applicant, the lender must obtain historical financial statements and tax returns (if an existing business) and detailed projections.  The analysis of these documents must support the following assumptions, which are listed, and in some cases further detailed) on pages 163-164 of the revised SOP:
 
1. Analysis of historical cash flow should demonstrate total debt service coverage after the SBA loan;
1. Define operating case flow (OCF) as earnings before interest, taxes, depreciation and amortization (EBITDA);
1. Analysis must document additions and subtractions to cash flow;
1. Debt service (DS) is defined as required principal and interest payments on all business debt inclusive of new SBA loan proceeds.  The small business, applicant's debt service coverage ratio (OCF/DS) must be 1.15 to 1 or greater on a historical and/or projected basis;
1. Spread of pro-forma Business Balance Sheet (current business balance sheet + changes in assets and liabilities as a result of the loan, other debt, any required equity injection, and use of proceeds);
1. Ratio calculations (cased on the pro-forma Balance Sheet and historical and projected Income Statements) for the following financial ration benchmarks:  Current Ration, Debt/Tangible Net Worth, Debt Service Coverage, and other rations the lender considers significant for the business/industry (e.g. inventory turnover, receivables turnover, and payables turnovers, etc.);
1. Analysis of working capital adequacy to support projected sales growth in the next 12 months.
 
Item 4 of the above assumptions represents the first time that the SBA has ever stated a specific required minimum debt service coverage ratio for 7a loans.  However, due to the use inclusion of "and/or" in the language, it is unclear how this requirement is to be implemented.  When is "and" applicable, and when is "or" applicable?  Obviously, a projected basis only can be used when dealing with a startup.  The complication arises when the applicant is an established business.  Is the loan eligible if the debt service coverage ratio on historical basis meets the SBA required ratio, but isn't met on a projected basis?  What if it is not met on a historical basis, but is met on a projected basis?  At this time, the answer is unknown.  It is hoped that the SBA will provide further clarification on this issue before the January 1, 2014 effective date.
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	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
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	National Rebrand Adoption Map
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Based on use of America's SBDC logo on front page of State SBDCs websites. Updated 10/16/13.
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	SBDC Career Opportunities 
1. October 30, 2013 - Helena, Montana. Regional Director, Northwest Montana SBDC.  
1. October 28, 2013 - Boone/Hickory, North Carolina. Regional Service Center Director, Appalachian State University SBTDC.  
1. October 22, 2013 - Jacksonville, Florida. Coordinator, Research Programs and Services (Small Business/Procurement Consultant). For details, click here and search for position #520190.    
1. October 22, 2013 - Live Oak, Florida. Coordinator, Research Programs and Services (Small Business/Agribusiness Consultant). For details, click here and search for position #520210.

  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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