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Please check the calendar periodically for up-to-date information at the National Ombudsman website at � HYPERLINK "http://www.sba.gov/ombudsmal" ��www.sba.gov/ombudsman� (click on the “calendar of events link”).





How to file a Comment





Small businesses, small government entities and small non-profit organizations may submit comments about unfair or excessive Federal Agency regulatory fairness actions


Via fax:


202-481-4719


Via mail:


Office of National Ombudsman


	U.S. Small Business Admin.


	409 Third Street, S.W., MC2120


	Washington, DC  20416-0015


Via the National Ombudsman website: � HYPERLINK "http://www.sba.gov/ombudsman" ��www.sba.gov/ombudsman� (click on the “file a complaint or comment link”).





Regulatory Fairness Board





The Regional Small Business Regulatory Fairness Board advises the Ombudsman on regulatory enforcement activities of agencies, provide comment on the Ombudsman’s Annual Report to Congress and assists with Regulatory Fairness Hearings in their region.





Each Board consists of five volunteer small business owners, operators and officers of small business concerns.  Members of the Board, serve, at the pleasure of the U.S. Small Business








Office of the Ombudsman





Who We Are





The National Ombudsman’s primary mission is to assist small business concerns when they experience excessive federal regulatory enforcement actions, such as repetitive audits or investigations, excessive fines, penalties, threats, retaliation or other unfair enforcement action by a federal agency.





The National Ombudsman receives comments from small business concerns and acts as a liaison between them and federal agencies.  Comments received from small businesses, are forwarded to federal agencies for a high level review and federal agencies are requested to consider the fairness of their enforcement action.





A copy of the agency’s response is sent to the small business owners by the Office of the National Ombudsman.  In some cases, fines have been lowered or eliminated and decisions changed in favor of the small business owner.





Hearings Update





National Ombudsman Regulatory Fairness Hearings are planned in the following locations in 2006:





Cincinnati, OH		Buffalo, NY


Jacksonville, FL		Boston, MA


Pierre, SD		San Diego, CA


San Antonio, TX		Anchorage, AK


Clarksburg, WV		Denver, CO


Wichita, KS		Springfield, IL
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For More Information


SBA offices are located in all 50 states, the District of Columbia, Puerto Rico, the U.S. Virgin Islands and Guam. For the office nearest you, look under “U.S. Government” in your telephone directory, or call the SBA Answer Desk.


SBA Answer Desk:� 1-800 U ASK SBA


Fax: 202-205-7064


E-mail: answerdesk@sba.gov


TDD: 704-344-6640


Your rights to regulatory fairness:� 1-800-REG-FAIR


SBA Home Page: � HYPERLINK "http://www.sba.gov" ��www.sba.gov� 


All of the SBA’s programs and services are provided to the public on a nondiscriminatory basis.








Administration (SBA) Administrator, without compensation for terms of three years or less.  They are, however, reimbursed for applicable travel expenses in accordance with SBA Travel Regulations while away from their homes or regular places of business in the performance of services for the Board.





Are you interested in becoming a Regional Regulatory Fairness Board Member?  Let us know vial e-mail at � HYPERLINK "mailto:ombudsman@sba.gov" ��ombudsman@sba.gov�.





Facts about Home-Based Businesses





In order to deduct expenses related to the business use of your home, you must carry-on a “bona fide” business, as well as meet other specific requirements.  Even then, your deduction must be limited.  To qualify to claim expenses for the business use of your home, you must meet both of the following tests.





Your use of the business part of your home must be:





Exclusive,


Regular, and 


For your trade or business,





For the second test, the business part of your home must be one of the following:





Your principal place of business,


A place where you meet and deal with customers in the normal course of your trade or business, or


A separate structure you use in connection with your trade or business.





Home-Based Business Tax Avoidance Schemes





Scam home-based businesses and tax avoidance promotions have gained popularity over the last few years for a variety of reasons, including:





The desire of individuals to reduce the amount of taxes they pay.


Unscrupulous promoters selling tax avoidance and audit assistance packages.


Taxpayers being advised they can deduct all or most of their home and other personal assets as business expenses.





Personal Expenses or Business Expenses?





Most taxpayers with home-based businesses accurately report their income and expenses, while still enjoying the benefits a home-based business can offer.





However, some individuals have received advice that they can operate any type of unprofitable “business” out of their home and claim personal expenses as business expenses.  








BUSINESS PLANNING SERIES





Non- deductible personal living expenses cannot be


transformed into deductible business expenses, regardless of how convincing the information in marketing materials may seem.





The following are a few examples of items that are generally not deductible as business expenses:





Deducting all or most of the cost and operation of a personal residence.  For example, placing a calendar, desk, file cabinet, telephone of other business items in each room does not increase the amount that cannot be deducted.  Taxpayers should also be aware of depreciation recapture rules when assets are later sold.


Paying children a salary (e.g., answering telephones, washing cars, etc.).


Deducting education expenses from salaries paid to children wrongfully claimed as employees.





For more information on home-based business tax issues, visit the IRS website a � HYPERLINK "http://www.irs.gov" ��www.irs.gov�.

















MARKET RESEARCH: A Valuable Business Tool





You’ve completed the Self-Assessment Survey and determined that owning a business is right for you.  Now, you are ready to begin the process of determining if there is a market for the product or service which you plan to offer.





Market research is a business technique that all businesses (small, medium, large) regardless of size employ for gathering critical business information and data, which is then used to make informed-business decisions.  Oftentimes corporate executives and senior level managers use the information from market research to develop strategic plans to guide their firms over the next several years, for reengineering initiatives, or for diversifying into spin-off business opportunities within different industries.  This information, also, may be used for identifying new products or services to offer, as well as for determining consumer buying habits and trends, potential regulatory issues, new business opportunities and as a method of reducing risks.





In the classic sense, market research allows new and existing business owners a mechanism for analyzing the marketplace to determine if consumers are interested in and willing to purchase what they have to sell and the price consumers are willing to pay for these products and services.  It is defined as a systematic method of collecting and assessing information/data about the market to determine trends, preferences, identify potential advertising/promotional media, develop strategies for market segmentation and product differentiation, and provide relevant information that helps solve marketing problems firms encounter.








Small Business Success Stories





Market research aids in determining the following:





if a market exists for your product or service, 


if any business or businesses, i.e., your direct and/or indirect competitors, are currently offering the same or similar products or services, 


if the consumer base is interested in purchasing your product or service  


the price they are willing to pay,


the best location for the business type,


methods of reducing risk, and


approaches for identifying problems and developing measures to address these problems.





However, market research is not limited only to the items listed above.  It yields far more relevant business data that enables business owners to make informed business decisions, in addition to devising measures or actions plans to take advantage of the opportunities the market offers while reducing risks and circumventing problems.





Market research does not have to be a complicated process.  It can be as simple as conducting a focus group study, surveying a sample population within the target market, observing consumer buying habits,  or as sophisticated as developing a prototype for a pilot test of the market to hiring a marketing firm to conduct an extensive study and generate a report with recommendations.  However, the method that you use must yield the intended results otherwise your market research may be inadequate. Whatever method you use to gather market information and data, be sure that it yields the information you seek.





Market Research Methods





There is no right or wrong way to conduct market research; nor is it an exact science.  Market research deals with people, our likes, dislikes and behavior.  These traits are influenced by many variables which make it impossible to determine exactly why some prefer the color red to blue or yellow, or a hat to a scarf.   Think of market research as a systematic method of gathering information to find out what people want to buy.  





Unknowingly, business owners conduct market research daily.  Asking customers about their likes, dislikes and why; analyzing daily purchases and returns; looking at competitors’ pricing schemes; and examining in-store inventory to determine which items sell best are all ways of conducting market research.  Nevertheless, as a policy, business owners should implement a formal process for conducting market research to use as a tool for gathering information about the marketplace and for providing a framework that aids in judging or assessing the meaning of the information collected. 





Market research entails the following process:





Defining marketing problems and opportunities








Setting objectives, budget and timelines


Selecting research types, methods and techniques


Designing research instruments


Collecting data


Organizing and analyzing the data and


Presenting and using market research findings





The information gathered during market research may be used for developing an approach for advertising and promoting your product(s) and/or service(s), for evaluating advertising/promotional costs, developing a budget to cover marketing costs and for use in developing a marketing plan.  Market research should be a part of your business development and procurement planning strategies.





For more detailed information about marketing research, contact you local SBA district office or visit our website at � HYPERLINK "http://www.sba.gov/lib/library.html" ��www.sba.gov/lib/library.html�.





NEWS ALERT!





Service-Disabled Veteran Business Owner Wins Contract!





On January 11, 2006, Quality Support, Inc., a service-disabled veteran-owned business, signed a $34 million Prime Contract with the U.S. Department of State. 





Oklahoma District Office Supports Guard Mobilization





Jerry Reese, Veterans Business Development Officer, for the Oklahoma District Office, was instrumental in providing literature about SBA’s programs and services to 180 deploying members of the Oklahoma National Guard.   The materials provided by Mr. Reese included the local district office Resource Guide, Assistance for Self-Employed Reserve and National Guard Members, Getting Veterans Back to Business and the Profile of SBA Entrepreneurial Services. 





As a result of Mr. Reese’s participation, the States Benefits Advisor, Oklahoma National Guard, Janice S. Stice has requested additional copies of this material for distribution to Guard units with self-employed members and small business owners.














Army Corps of Engineers:  Norfolk District Small Business Awards for Fiscal Year 2005





The Norfolk District of the Army Corps of Engineers has had a phenomenally successful year, with contracting awards to small businesses.  The Norfolk Corps’ Small Business Office is under the direction of Jack Beecher, who has been instrumental in supporting opportunities for small businesses. 





National Dialogue on Entrepreneurship








The highlights of the office’s FY05 Small Business Program are:


The $134,518,753 to small businesses represents 55 percent of the Corps total awards and marked the first time the Corps has exceeded 50 percent of its total award to small businesses.  


The Norfolk Small Business Office exceeded in five of six assigned-small business goals, a first.  In the past it had exceeded in as many as four but some, such as Women-owned and SDV have been challenges.  


This office was one of three CORPS Districts (there are 41 CONUS Districts) to exceed the 3 percent statutory SDV Goal.





The small business awards by category are as follows:





Small Disadvantages Businesses   $65,653,738


Women-owned Businesses	     $19,331,046


HUBZone Businesses		     $48,416,479


SDV Businesses		     $8,684,703








EPA - In Search of Veteran Owned Businesses





Ms. Reene Watts, Purchasing Agent with the U.S. Environment Protection Agency (EPA), Western Ecology Division, is seeking qualified veteran small business-owners to whom procurement opportunities may be offered.





If you are a qualified veteran business owner who provides environmental products or services and interested in seeking contracting opportunities with the Western Ecology Division of EPA, contact:





	Attn:  Purchasing


	U.S. Environmental Protection Agency


	Western Ecology Division


	200 SW 35th Street


	Corvallis, OR  97365 or � HYPERLINK "mailto:watt.reene@epa.gov" ��watt.reene@epa.gov�




















Georgia’s Entrepreneur-Friendly Communities





Gwinnett County, a suburb of Atlanta, was recently cited by Georgia’s Department of Economic Development as an “Entrepreneur-Friendly Community.”  Gwinnett is the 13th Georgia County to receive this designation which is part of an innovative state program to encourage community leaders through a training process, and have established a system that allows them to map local assets and identify entrepreneurial strengths and weaknesses.  The process provides them with tools 





and resources that help identify what local business owners need, and to design effective strategies for assisting them, or if necessary, getting out of the way.  The process is an interesting model for getting community leaders and elected officials more engaged in promoting entrepreneurship.





To learn more about the Georgia Department of Economic Development’s “Entrepreneur Friendly” Communities initiative, visit � HYPERLINK "http://www.georgia.org.Business/SmallBusiness/Entrepreneur+Friendly+Communities.htm" ��www.georgia.org.Business/SmallBusiness/Entrepreneur+Friendly+Communities.htm�.





Entrepreneurship and Rural Revitalization





Lots of rural communities are embracing entrepreneurship as a tool to help transform and revitalize their communities.  The latest issue of Routes of Change, an e-newsletter published by the W.K. Kellogg Foundation, highlights some recent examples.  For example, in Monroe, LA, Renewal, Inc., is opening a successful micro-enterprise program that trains new minority and women business owners.  In West Virginia, the Conservation Fund is investing in businesses that utilize local natural resources in a sustainable and ecologically-sound manner.  In Michigan, the Land Use Institute operates programs that link farmers to restaurants and food stores that are promoting “buy local” campaigns.  All of these examples highlight innovative and effective means to link enterprise development, sustainability and rural community revitalization.





To view the January 2006 edition of the W.K. Kellogg Foundation’s  Routes to Change, visit � HYPERLINK "http://bm23.com/x/preview.php?id=99038_92b36723_4894741_951b7538" ��http://bm23.com/x/preview.php?id=99038_92b36723_4894741_951b7538�.   To subscribe to Routes to Change, visit � HYPERLINK "http://www.wkkf.org/Programming/Overview.aspx?CID=4" ��www.wkkf.org/Programming/Overview.aspx?CID=4�.





Additional Programs Target Angel Investors





The Angel Capital Education Foundation (ACEF), which promotes education and research in the growing field of angel investing, announced a major expansion of its educational offering under its popular Power of Angel Investing (PAI) branded seminar series.  The new offerings are designed to complement ACEF’s existing introduction to angel investing with two to four hour detailed workshops that target more experienced angel investors.  The expanded offering points to the rapid growth of the angel investor community – typically made of high net worth individuals and “cashed out” entrepreneurs who are actively engaged with the ventures they fund.  ACEF will begin offering licensing agreements to the expanded list of educational offerings to angel groups, universities, community economic development offices and other organizations.  Both ACEF and PAI seminar series are programs of the Ewing Marion Kauffman Foundation.





For more information on ACEF, visit � HYPERLINK "http://www.anglecpaitaleducation.org" ��www.anglecpaitaleducation.org�.


  


 

















Domino Publishing’s Robert Hill Success Story 





Where do sea creatures sleep? To find the answer to that question, one must read the book, Where Do Sea Creatures Sleep? written by Robert Hill of Panama City, Florida. Robert Hill, a true visionary with over 20 years military experience, found the answer to that question by going directly to the source … kids.





Upon his return to Panama City after a deployment in Iraq, Robert found himself relaxing at a neighborhood park where he had the opportunity to ask children where they thought sea creatures might sleep. Thus, the concept for this book was born. Robert immediately realized the importance of utilizing children in the process of writing this book…after all, it is a children’s book. 





Robert then contacted the Small Business Development Center (SBDC) at Gulf Coast Community College. Robert says that the guidance he received from Certified Business Analysts Bob Walz and Tony Zacchio was priceless. Through their efforts, he was introduced to local artist Tim Thomas who provided the illustrations for the book. Tim had participated in a Veteran FastTrac workshop held earlier in the year at the SBDC and there was an immediate connection between the two businesses.  





“The one thing I can say about publishing my first book,” Robert states, “is that I am glad I didn’t rush into it and took the advice of the SBDC experts and did my homework.  I saved tens of thousands of dollars, whereas others were shelling out their life savings.  I found an illustrator who could do the type of art I needed, I found a printer with a fast turnaround, and a type of story thought lost to children’s literature, the bedtime story.”  Robert further credits Bob, Tony and Tim with help in finding a publisher for the book which saved him over $35,000 in publishing fees.





Marketing efforts have obviously been successful for Robert as evidenced by the fact sales have well-exceeded expectations. Numerous articles have been written about the book and the author, and the local school board has approved the book to be included in school libraries.  Still, Robert and his current illustrator, Tim Thomas, operate on the honor system taught to them by their fathers:  “Let hard work be its own reward.”  Robert’s next book should be finished and released sometime in 2006, and is being funded from the sales of the first book.  





Robert credits his military background as a learning experience in writing: “From the start, I was expected to teach my particular job to peers and supervisory levels for training and family support.  I had the option of doing well or exceeding expectations, nothing less.  











Labor shortages will become very acute and painful for companies. By Vet Jobs Vet Eagle


�As has happened in previous post-recessionary periods, the economy's skill requirements have changed. And, labor shortages will come from two areas: real shortage of actual candidates or shortages of candidates with current skill sets. For example, we do not have a shortage of programmers. Rather, we have a shortage of programmers who have the current skill sets required by employers. But in the trade craft area, due to the rebuilding that is taking place in the wake of Katrina, there is a real shortage of trade skilled individuals (HVAC, plumbers, carpenters, electricians, etc).





 Skilled crafts people are in high demand nationally and there are not enough people trained in the trade crafts. And there is a shortage of qualified executives. This is due in great part to the flattening of corporations which started in the late 1980s, followed by the lengthy recession. The result is there has not been a training ground for middle managers and senior executives. The labor shortage is already here and employers will be looking on the labor shortages of the late 1990s with fondness. 





Competition for qualified workers by employers will intensify by Vet Jobs Vet Eagle


�As the economy continues to move away from the recession, the job growth in the small to medium sized companies will continue to grow rapidly. This means more jobs, but not enough qualified candidates. Retail giants will be hard pressed to find enough employees for their expansion plans. The days of hiring bonuses, cars and special incentives are already returning. It is definitely a seller's market. And those employers who do not make efficient use of creative incentives will be unable to attract the candidates they need to grow their companies. 





Service to Scholarship Fair -- Towson University, March 3, 2006





College and technical schools in the Baltimore area will have information about their schools and about what benefits service people can expect. Optional sessions will include topics about choosing the right kind of school, paying for school beyond what the GI Bill pays; adapting to student life after military service.


 


RSVP and further information: Tracy Miller, 410-704-3583; � HYPERLINK "mailto:tmiller@towson.edu" ��tmiller@towson.edu�











VBOC Corner





Bob is proud of many accomplishments, most notably establishing a business that fosters the development of his employees while simultaneously providing a quality service to the tri-state area.  His experiences have surpassed even his greatest expectations, “I never expected the community to respond as it has.  We are growing rapidly across state lines and are excited about the future continuing expansion.” 

















� HYPERLINK "http://www.military.com" ��www.military.com�


� HYPERLINK "http://www.vetjobs.com" ��www.vetjobs.com�


� HYPERLINK "http://www.publicforuminstitute.org" ��www.publicforuminstitute.org�


� HYPERLINK "http://www.commerce.gov" ��www.commerce.gov�


� HYPERLINK "http://www.hirevetsfirst.gov" ��www.hirevetsfirst.gov�


� HYPERLINK "http://www.hirevestfirst.gov/smallbizown.asp" ��www.hirevestfirst.gov/smallbizown.asp�


� HYPERLINK "http://www.dol.gov" ��www.dol.gov�


� HYPERLINK "http://www.ssa.gov/emergency" ��www.ssa.gov/emergency�


� HYPERLINK "http://www.ssa.gov" ��www.ssa.gov�


� HYPERLINK "http://www.sba.tmonline" ��www.sba.tmonline�


� HYPERLINK "More Than 500,000 New Businesses Launched Each Month Says New Kauffman Foundation Study  


ESGR Programs 


ESGR Tips for Military Members  





http://www.esgr.net/members2/tips.asp


" ��ESGR Programs 


ESGR Tips for Military Members          


��HYPERLINK "http://www.nyssbdc.org"��Veterans Business Outreach Center:  Serving the Veterans of New York State�   


� HYPERLINK "http://www.vboc.org/" ��Veterans Business Outreach Center – University of West Florida 


�� HYPERLINK "http://www.rmu.edu/OnTheMove/findoutmore.about_rmu?iattr=redirect&ipage=60202" ��Veterans Business Outreach Center – Robert Morris University�  


� HYPERLINK "http://www.coserve.org/vboc/" ��Veterans Business Outreach Center – The University of Texas-Pan American� 


� HYPERLINK "http://www.vboc-ca.org" ��Veterans Business Outreach Center – California VBOC 


�� HYPERLINK "http/www.sba.gov/ADVO" ��Office of Advocacy�


� HYPERLINK "http://www.wid.org/news/" \l "dat" ��How to Create Disability Access to Technology: Best Practices in Electronic and Information Technology Companies�


� HYPERLINK "http://www.nchv.org" ��www.nchv.org�





For information in the programs and services for veterans and Reservists, visit � HYPERLINK "http://www.sba.gov/VETS" ��www.sba.gov/VETS� or � HYPERLINK "http://www.sba.gov/reservist" ��www.sba.gov/reservist�





Veterans & Victims forging a better Future





War Kids Relief is a program conceived in 2005 by the Vietnam Veterans of America Foundation (VVAF) as an orphans and street kids project to assist the most innocent victims of the war in Iraq.    To learn more about War Kids Relief visit � HYPERLINK "http://www.vvaf.org" ��www.vvaf.org�.








OTHER TOPICS OF INTEREST








When units deploy, away from home, I guess you could say I owe the military for giving me the time to be a writer, editor and reader.”





As for future developments, Robert has written many picture books that still need illustrating, and he is working on a juvenile chapter book for the teen crowd.  “I found that to keep an audience, your books should grow with them,” says Robert.  And, Robert continues to grow, both personally and professionally, based on his personal belief, “If you don’t believe in your own success, no one else will either.” 





Yesco Scaffolding, LLC Success Story 





Yesco Scaffolding, LLC has come a long way in two short years.  Owners Bob and Thelma Yeselevige began the journey of small business ownership in June 2004 when they detected a need for scaffolding equipment in rapidly developing northwest Florida.  Bob Yeselevige, a 22 year veteran of the Navy, approached the Gulf Coast Community College Small Business Development Center located at the Bay County Incubator for information regarding the entrepreneurial process.   That is where Bob met Doug Swartout, Director of the Veteran Business Outreach Center (VBOC), also housed at the Bay County Incubator.  With common philosophies and a common denominator of resolve, the pair formed an immediate and productive relationship. With the VBOC’s advice and support, Bob began developing his business plan.  It was while on a break from the ‘Steps to Starting a Small Business’ class that Bob noticed a newly built, yet vacant portion of the Bay County Incubator.  The pieces of the entrepreneurial puzzle were beginning to fit together, not by luck alone, but by Bob’s ‘can-do’ Seabee attitude.  Within a few months, Bob, with the help of his wife Thelma and sons Richard and Bart, opened Yesco Scaffolding, LLC at the Bay County Incubator in Lynn Haven, Fla.





Bob attributes much of his success today to a work ethic and team spirit cultivated in his military career.  From the early days of serving onboard diesel electric submarines and then nuclear powered submarines, to later becoming a resident Seabee for the State Department, his military background provided invaluable experience in the engineering and building industry.  





The same work ethic and team spirit, coupled with knowledge, experience and ability, has made Yesco Scaffolding a resounding success after two short years.  Increasing his staff from 5 to 13, expanding his territory from a 125 mile radius to a 350 mile radius, it is evident Bob has responded to a need and found a niche.  In developing Yesco, two additional companies were also founded: Sugar Sands Stucco and Yesco Enterprises.  











U. S. Small Business Administration



