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Governor Declares Seven Counties as State Disaster Areas
Governor Pat Quinn today declared seven counties state disaster areas after severe storms generating tornadoes and high winds ripped across Illinois. Hundreds of homes and businesses have been damaged or destroyed, hundreds of thousands of people are without power, and numerous roads throughout the state have been closed by fallen trees and downed power lines. At least six people are reported dead and dozens more injured.
Counties included in the Governor’s declaration are: Champaign, Grundy, LaSalle, Massac, Tazewell, Washington and Woodford counties. Please go to http://www.illinois.gov/ready/Press/pages/111813.aspx  or the Ready Illinois website at www.Ready.Illinois.gov for more information.
[bookmark: _GoBack]Shop Small – Small Business Saturday
Small Business Saturday is a day dedicated to supporting small businesses across the country. Founded in 2010, this day is celebrated every year on the Saturday after Thanksgiving.  This year, Small Business Saturday is on November 30th. Please click here to learn how you can support small businesses near you.
[image: Description: Description: Small Business Saturday]

Small-Business Partnerships to be Priority of IRS Exams
By Lydia Beyoud on bloomberg.com, 11/11/13 - The Internal Revenue Service is shifting its small-business audit focus from corporations to various types of partnerships as those entities have grown more prevalent and complex, according to an agency official. Examining the returns from partnerships and other so-called pass-throughs will be the “top priority” of the IRS’s Small Business/Self-Employed Division over the next year and beyond, said Faris Fink, the head of the office. Pass-throughs, which include S corporations and sole proprietorships, are businesses that don’t pay income taxes directly. Instead, their income is passed through to their owners who pay taxes on it on their individual returns. Pass-throughs comprise almost 95 percent of all U.S. business entities, according to IRS statistics. 

Between 2007 and 2011, the number of partnerships grew by 15.3 percent and now constitute a significant percentage of returns for both IRS’s small business division and the Large Business & International Division, Fink said. The IRS also is aware that the way some large partnerships are organized is partly designed to make it tough for the agency to identify substantive transactions by the businesses, Fink said. The IRS increased training on partnership issues for field examiners and revenue agents during the last year, Fink said. Addressing tax preparers, he also said, “It’s going to be challenging for you, because you’re going to be interacting with some of those folks.” 

Research Program 
In other comments at the conference, Fink said taxpayers and tax practitioners should be able to more easily access information from the IRS’s multiyear National Research Program. The program randomly selects a certain number of returns over several years to track new areas of taxpayer noncompliance and to develop better strategies for audits. 
“We’re going to try to be a little more transparent as far as sharing information from the NRP,” he said. The new goal will be to make the information available so tax preparers “can be educated on the issues that we’re seeing and so that you can better educate your clients,” he said. The availability of the information will depend on the progress of each individual research project, Fink said. The IRS is running simultaneous programs to examine returns with individual taxpayer, employment, fuel tax and corporate tax issues, he said.

For more go to: http://www.bloomberg.com/news/2013-11-12/small-business-partnerships-to-be-priority-of-irs-exams-taxes.html

How to Set Retail Prices and Markups
By Becky McCray on smallbizsurvival.com, 11/13/13 - Setting retail prices is like some arcane art form. How the heck are you supposed to figure out what to markup items in your retail business when no one wants to give you real numbers? Here are two starting points for setting retail prices and markups.

Keystoning
Keystone pricing is simple and fairly common. Take the price you paid for an item, double it, and that is your retail price. That’s a markup of 100%. Now, before you blow a gasket, realize that that is not outrageous. You have to pay all your other expenses out of that: salaries, utilities, advertising, loan payments, and any other expenses. Oh, if there’s anything left over you can think about saving up a cash cushion or even paying yourself a profit. There are lots of variations for keystone pricing. One small town clothing store I know uses double plus 10%. It is working fairly well for them. They aren’t getting rich, but they are prospering.

But how do you know what is usual in your industry? You can ask other stores in your same retail segment, but in another town. (Pick a town somewhat similar to your own, and fairly far away.) They still may not tell you anything, because retailers are notoriously close-mouthed about markups. But don’t despair. We have another source.

Industry Benchmarks
The Retail Owners Institute has benchmark performance metrics for 52 retail segments publicly available at no cost. [Bless their hearts!] It’s in the section labeled Store Benchmarks. Find the closest match for your retail segment, then find gross margin. It shows you how much of each sale was left over after paying for the merchandise. That’s an upside down measure of markup.

Let’s work an example. The average gross margin for Gift, Novelty and Souvenir Stores was 47.9% in 2009. So on a $100 item, on average the store paid $52.10 for the merchandise, and had $47.90 in gross margin to pay for everything else. Now we just have to convert that into a markup.

How to translate a gross margin percentage into a markup percentage: 
Convert the gross margin percent into a decimal:  47.9% = .479
Find the gross cost: 1 – .479 = .521
Invert it:  1 / .521 = 1.919
Subtract one:  1.919 – 1 = 0.919
Convert back into a percentage:  0.919 = 91.9%
That’s the markup:  91.9%
That’s pretty close to keystone (100%), isn’t it? That’s probably what most gift retailers are using. So, now some of you are wondering what to do with that markup percentage. That’s pretty easy.

How to figure a retail price from a markup percentage: 
Convert the markup percent into a decimal: 91.9% = .919
Add one: .919 + 1 = 1.919
Multiply 1.919 times the wholesale price.
The answer is your retail price.
If this were my store, I’d round off to 92%, 95%, or maybe even 100%. No need to be overly-precise. All of this is just to give you a starting point. You will want to adjust up or down, based on what makes sense for your business.

Small town retail reality
Generally, a retail store in a smaller town will charge a higher markup than one in a larger urban area. That’s because the small town business has more transportation costs, fewer customers, lower sales volume, or fewer direct competitors. Don’t use that as an excuse, but do take your customer base into account.

Test pricing
So if you were in the gift retail segment, you might take several items and test price them. Multiply the wholesale price by 2 to get your proposed retail price. Compare that to other retailers, including online. Would you be competitive? Would that work for your business?
Now that we’ve gotten you started, it’s up to you. Run the numbers on your business. And if you have any questions or hard-won insights on pricing, please jump right in to the comments. We’d love to hear them.

More at:  http://smallbizsurvival.com/2010/11/how-to-set-retail-prices-and-markups.html#comments

Will 3D Printers in Schools Jumpstart the Third Industrial Revolution?
By Meghan Neal on vice.com, 11/13/13 - At the start of this year, President Obama nicely summed up the grandiose promise of 3D printing—or rather, the hype surrounding it. In his State of the Union address the president suggested the fledgling technology could save manufacturing by ushering in a second industrial revolution. That shout-out inspired a spate of buzzkill blog posts pointing out—rightly enough—that despite its potential, 3D printing is still in its infancy. It's not the panacea for the struggling economy we want it to be, at least not yet.

Apparently the naysayers weren't enough to kill the 3D-printing dream, because today, with support from the federal government, MakerBot announced its initiative to put a 3D printer in every school in America. The tech startup and the administration are betting big that teaching kids 3D printing is teaching them the skills they’ll need as tomorrow's engineers, designers, and inventors. "It can change the whole paradigm of how our children will see innovation and manufacturing in America," MakerBot CEO Bre Pettis said in today's announcement. 

That bet is predicated on a big assumption: that the 3D printing phenomenon will translate into real-world jobs for future generations. At this early stage in the game, that's easy to say and much harder to know. For techno-utopianists, it's a tempting thought that a new innovation could create jobs in the industry technology's been blamed for killing. For DIY enthusiasts, the trend represents the future of decentralized manufacturing. From the government's perspective, 3D printers in schools is an attempt to inspire kids to go into STEM careers—the fields where the economy is actually growing, and where the US is losing its competitive edge.
The reality is, none of that means the move will bring about a third industrial revolution. The possibilities of 3D printing are super cool, sci-fi level stuff, and the market is booming. This is all true. But it's still a niche market that's yet to penetrate beyond hobbyist circles, and isn't about to anytime soon. And while some students will set out to be industrial engineers, CAD designers, or entrepreneurs—and an exceptional few may get to build rocket parts in Space X's Iron Man-inspired workspace—for many more kids, "additive manufacturing" won't be a driving force in their professional lives.

At this point, what 3D printing is really revolutionizing is the prototyping process—and that's important in its own right, because it means a shift in thinking. When it's faster and easier to experiment with new projects or research, it encourages creativity and new ideas, which everyone's banking is the future of the global economy. To that end, MakerBot's proposed curriculum for the technology is full of 21st-century buzz concepts like design thinking and digital fabrication.

The company is crowdsourcing the money to get the expensive machines in teachers' hands. Educators sign up with DonorsChoose.org, an education crowdfunding site, where they can raise all but $98 of the $2,550 cost of the printer, materials, and service plan from MakerBot. The school has to come up with the rest of the cash on its own, to discourage folks from taking jumping on the bandwagon only to leave the high-tech printers to gather dust in the corner. Pettis said he’s also shelling out "a lot" of money from his own pocket for the first round of schools in Brooklyn, where the startup's based.

At the end of the day, introducing any emerging technology that can add new dimensions to an outdated, memorization-based learning model is a probably a good idea. It shows the education system is trending toward more practical curriculum—a win for students everywhere who whined, "Why do I have to learn this if I'm never going to use it in real life?"  More at:  http://motherboard.vice.com/blog/will-3d-printers-in-schools-jumpstart-the-third-industrial-revolution

Program Success – Le Remède -Waxing & French Skincare Boutique
For most of us a spa experience is a luxury we don’t indulge in enough.  Erin Stinson, owner of Le Remède -Waxing & French Skincare Boutique in Chicago is out to change that perception.  She believes Americans need to adopt the European view of spa treatments as part of a regular maintenance regimen. 

Ms. Stinson's inspiration came while she was working at a spa in Portland, Oregon. The owner, who is also a former cosmetic chemist, became an important mentor. Upon returning to Illinois, she decided to open her own spa based on the model she learned in Oregon.  Initially, she considered franchising with the Oregon spa. However, after evaluating all of her options she decided opening an independent spa would best suit her.

Even though Ms. Stinson had an idea, she had never owned a business. After attending a Starting Your Business in Illinois seminar at the Illinois Small Business Development Center at Joliet Junior College, she reached out to Business Analyst Brad Easter for additional assistance. Brad explained financing options as well as types of business organization. He also referred Ms. Stinson to several resources that were essential to her start-up process. She explained how the SBDC at JJC had a positive impact on her business, "Since I had no previous business experience, it was great to have someone point me in the right direction."

Le Remède stands out from a traditional spa by offering customers a different approach to the spa experience. Brad explained, "We tell our clients all of the time that they have to carve out a niche and find something that their competition doesn't do as well or as cost-effectively. Erin has definitely identified her niche with a sound business strategy and is well on her way."

Le Remède-Waxing & French Skincare Boutique is located at 1900 W. Chicago Ave. in Chicago, Illinois. The spa is open Tuesdays through Fridays from 11a.m. to 7p.m.; Saturdays from 10a.m. to 6p.m. and Sundays by appointment. To learn more about Le Remède-Waxing & French Skincare Boutique, call (312) 265-0257 or visit www.leremedechicago.com. You can also find them on Facebook, Twitter, Instagram and Yelp.

Resource of the Week – Global Edge
This web site provides current information on the business climate, news, history, political structure, economic landscape, and relevant statistical data for 197 countries, a directory of international business resources categorized by specific orientation and content, an indexing study conducted by MSU-CIBER which compares and ranks 24 emerging markets, and a compilation of definitions and descriptions of terms and acronyms used for International Business. Includes terms used in economics, finance, investing, accounting, tax, and general business language conventions. Go to:  http://globaledge.msu.edu/global-resources

WebCATS Update – Monthly Closing Date
Please remember that we close WebCATS on the 10th CALENDAR DAY of every month. To get credit in the month for any activity/results you must enter it into WebCATS by the 10th day of the following month.  If you do not meet the deadline you can still enter the data but it will show up in the next month.
What's New On CenterConnect 
The annual Illinois SBDC Network Strategic Planning Session, coming up on December, 11th and 12th in Springfield is a very important component of our ongoing strategic planning process. As you know the latest 2012-2014 Network Plan (revised in January 2013) can be found on CenterConnect on the Strategy Groups page. If you are planning to join us in Springfield next month please review the plan be prepared to engage with your network colleagues at this very important session. 
Moves and News 
Veterans Gather for Entrepreneurial Boot Camp - The Illinois Small Business Development Center at Governors State University hosted its 11th Veterans Entrepreneurial Boot Camp on Wednesday, November 13th. The one-day intensive seminar is designed to provide information and resources to veterans so they can grow their businesses successfully. It included breakout sessions on business planning, financing options, social media, the Affordable Care Act, international trade and certifications for government contracting.

“We have an initiative to work with veteran-owned businesses and make sure they have access to the resources we provide, said Illinois SBDC at GSU Director Priscilla Cordero. “Veteran-owned businesses make up a big part of the businesses in the U.S."
Cordero said the focus of the seminar is for both veterans looking to start a new business or expanding their existing one. About half of the attendees are already in business. About 150 veterans registered for the seminar and overall the ISBDC has served more than 1,200 veterans through the boot camps.
“The program has grown,” said Bob Rakstang, of the ISBDC. “It’s broadened out the opportunities for people to network, get financing and coaching. Lots of networking takes place. I find it personally exhilarating.”
The Veteran Business Owners Panel Discussion, which opened the boot camp, included Tiffany Bennett, who owns two beauty shops and is in real estate. She said she found out about the Illinois SBDC through the Veterans Administration. She said Rakstang and the Illinois SBDC helped structure her business plan.
“They started me from scratch, took my ideas then gave me suggestions,” she said.
Bennett served on the panel because she wants to “give back” to other veterans and also to see what’s new with the ISBDC.
“They always come up with some new and innovative products,” she said. “Bob and Priscilla are very good at finding out what’s going on and bringing it to the veterans.”
Veterans attending the boot camp included Virgil Mathis, of Chicago, who is an American Legion business representative for military veterans.
“I come here every year,” Mathis said.
Mathis said he is involved in an innovation center for veterans on Chicago’s west side and wanted to network at the book camp in order to bring some ideas back with him. Illinois State Sen. Michael Hastings, a veteran and West Point graduate, delivered a lunch-time keynote address.
ISTEP Program Promotion Seminar - The Illinois International Trade Center at GSU and State of Illinois Office of Trade and Investment will host an ISTEP Program Promotion Seminar on December 10, 2013 at Governors State University. This informative seminar will provide ISTEP program application guideline, eligibility requirements, as well as introduce more resources available to U.S. exports. The Deputy Director of Illinois Department of Commerce and Economic Opportunity, Daniel Goff, will make keynote presentation. To RSVP, please contact: Mary Ma, Illinois International Trade Center at GSU, at 708-534-6976, hma@govst.edu, or click HERE to register online.
America’s SBDC Network Connection
Please see below for the latest edition of the Association of Small Business Development Center’s America’s SBDC Network Connection newsletter. 
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Business and Financial Management Solutions 
By: Intuit Inc. 
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, while Demandforce® offers marketing and communication tools for small businesses.
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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.
 
 Webinar: 401(k) Rollover Funding
Nov. 14, 2013 2-3 pm EST
 
Webinar: Alternative Financing
Nov. 20th 2-13 pm EST
 
America's SBDC Conference 0 Call for Papers
Due January 15, 2014
 
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 Kate Harvey  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 SBDC Blog...   
Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.
1. Common Call-To-Action Mistakes to Avoid Over the Holidays
1. Dude, What's My Brand?
1. Success Story: CQM Systems of Iowa
1. The Demand For Franchise Funding Is Up And Banks Will Increase Lending By 10%



	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 Empowers Veterans through Entrepreneurship
1. UW-Extensions new Wisconsin SBDC director brings experience developing regional service model
1. SBA Announces New Measures to Help Get Small Business Loans Into the Hands of Veterans
1. UTSA to Launch SBDCGlobal.com Link with Brazil Small Businesses at Organization of American States Meeting



	New Webinar TODAY! 401(k) Rollover Funding                             
Many entrepreneurs are turning to alternative lending options to avoid banks, mortgages and loan requirements.  Benetrends has helped over 10,000 entrepreneurs use their 401(k) retirement funds to purchase their new business, tax deferred and penalty free, creating over 85,000 jobs in America with $4 Billion in retirement assets invested in America's small businesses owners.  
 
401(k) Rollover Funding is the startup strategy that helps you:
1. Rollover up to 100% of your retirement savings tax deferred and penalty free.
1. Save thousands in interest payments you would have been making in loan payments.
1. Secure funding faster than traditional financing in as little as two-three weeks.
1. Pay yourself a salary from the start.
1. Gain the business equity and cash flow your business needs.
 
Please join us Thursday November 14th, 2:00-3:00 PM EST to learn more about 401(k) Rollover Funding, the benefits of the program and how the process works. REGISTER NOW
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	Click on the pic to learn more!


  



	MN SBDC Client Needs Your Vote
SBDC Client makes it to the Final Four in Intuit's contest "Small Business Big Game. Help this small business win big by voting every day from three different devices till December 1st. Read more here.
  
VOTE NOW
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	LoLaBigNews






	Big Data for the Little Guy
Big data is a big buzzword--and for a good reason. We've already [image: Description: Description: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/925.jpg]created 2.5 quintillion bytes of data - 90% in the last two years. 72 hours of video are uploaded to YouTube every minute. 160 million emails are sent every 60 seconds and 58 million tweets are sent each day. 
 
Of course, most small businesses don't need to understand and manage these boggling amounts of data. But small businesses do need to effectively find, measure and take action on the data that is important for running their businesses. In other words, the "big" in Big Data is relative. If you're having problems finding the data you need, when you need it, you have a big data problem! Lack of vision into what's going on in the business can lead to missed opportunities and the inability to spot problems.  
 
[image: Description: Description: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/924.jpg]
To read the full story please visit the QBSBDC.com
 



	Accreditation Committee Seeking New Members                             
                               
America's SBDC Accreditation Committee is seeking two new members to participate in accreditation reviews, meetings, training, and other initiatives. The committee is seeking:
1. SBDC State/Regional (Texas and California) or Associate/Assistant State/Regional Directors interested in learning and participating in the accreditation process
1. New Committee Members who can commit to being available during the year to participate in up to two reviews each year
1. New Committee Members who have been in their state/regional leadership position for several years, can devote time to the committee activities, and have participated in at least one accreditation review in their respective state/region
1. New Committee Members who can participate in at least two meetings each year (spring membership meeting and fall conference) and periodic conference calls
1. New Committee Members willing to work on committee initiatives
 
Travel expenses associated with accreditation reviews and committee meetings are reimbursed following SBA guidelines from the accreditation contract with the Office of Small Business Development Centers. New committee member training is scheduled for Thursday, March 20, 2014, followed by a committee meeting on Friday and Saturday, March 21 and 22, 2014 in Washington prior to the spring meeting. There will also be a committee sponsored accreditation training for the membership of America's SBDC on Wednesday or Thursday, 3/26 or 3/27, which new members are expected to attend. The committee strongly encourages new members to participate as an observer (at their state or region's expense) during their first year on the committee to improve their understanding of the accreditation process and prepare them for a review.
 
If you are interested or have expressed interest previously in joining the committee, please email Beth Melnik (bmelnik@georgiasbdc.org) or Mike Young (fyoung@uh.edu).



	Introducing the America's SBDC Virtual Tradeshow                             
[image: Description: Description: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/919.jpg]
Maybe you didn't make it to the annual conference in Orlando this September. Or maybe you did but you didn't get enough time on the Exhibit floor. In any case, the America's SBDC Tradeshow is now at your fingerprints! Introducing the new Virtual Tradeshow found on the
                                     America's SBDC website.
 
-Meet your Sponsors & Exhibitors
-See their booth
-Make contact
-Get their handouts, access to their promotions and more!
 



	New Webinar: Alternative Financing: How to get your clients the collateral they need to secure a SBA Loan
In a continuing effort to make sure you all are armed with the latest and greatest information, Benetrends will present a one hour webinar on SBA loans, including:
1. what is available through our SBA loan programs
1. who is the ideal candidate
1. what are the sweet spots
1. what are the best options available
Most Common Paths To Success 
Suggesting our Rainmaker to access retirement funds to increase chances of approval:
 
Make a significant equity injection (30% average).
Provides ability to pay self a salary from the retirement plan and not need to include an owner's salary in the first year of projections for the new business.
Demonstrates to the lender access to additional working capital to get the business through the start-up phase if the business struggles early.
These have been strong selling points to our lenders and a proven strategy.
 
Please join David Grams, Benetrends Chief Credit Officer, who will guide you through all the questions, issues and opportunities for SBA lending.
Wednesday November 20th, 2:00-3:00 PM EST. REGISTER NOW
 



	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: Southwest Texas Border
SBDC: Texas State SBDC
Client: Light Bohrd
Story: Wouldn't it be cool if your skateboard lit up when you were riding?" It was just a fun question Chris Forgey[image: Description: Description: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/923.jpg] asked his son Mason, an up-and coming, junior competitive skateboarder, one evening in 2010. 
A question that launched a sports-equipment manufacturing firm poised to change the look of an entire industry. Using motion-activated lighting technology, Chris spent the better
part of the next two years designing his line of patent-pending, illuminated skateboards, longboards and safety helmet designs, refining the production processes and securing first mass market
retail sales.
With growing industry buzz and interest among sports
manufacturing heavy weights, Chris and his wife Jen, the
company's chief sales and logistics officer, sought assistance
from the Texas State SBDC to scale their manufacturing
operations and expand into new global markets. Read more



	National Rebrand Adoption Map
  
[image: Description: Description: Description: 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 
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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