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At the beginning of a New
Year, it is a good time to re-
flect on your business's pro-
gress over the past year and
plan how you want your busi-
ness to develop. Do you want
increased success in the com-
ing year or the chance to
enjoy the success you've
achieved more? These top 10
New Year's resolutions are
designed to help you strike a
better work-life balance, so
you can achieve a truly satis-
fying success in the New

Year.

) Learn how to dele-
gate and do more of it.
There are so many things to
do when you're running a
small business, it's easy to
delude ourselves that we
need to do all of them. Then
we wonder why we're so
tired and frazzled and have no
time to do anything else! De-
termine Your Personal Re-
turn on Investment, and de-
cide to let someone else do
some of the tasks for a
change. Delegation is the key

to a healthy work-life balance.

2) Promote your busi-
ness regularly and consis-
tently. Too often the task of
promoting a small business
slips to the bottom of the to-
do list in the press of urgent
tasks. If you want to attract
new customers, you have to
make promotion a priority.

Make a New Year's resolu-
tion to hire a marketing ex-
pert, or take the time to cre-
ate a marketing plan on your
own and follow through. Try
some of these Low-Cost
Ways to Promote Your Busi-

ness to get started.

3) Make business
planning a weekly event.
Planning is vital if you want a
healthy, growing business.
Business planning lets you
take stock of what worked
and what didn't work, and
helps you set new directions
or adjust old goals. So why
do it just once a year or once
a quarter? Set aside time each
week to review, adjust, and
look forward - or even bet-
ter, make business planning a
part of each day. Not only
will this help you avoid costly
mistakes and stay on track,
but you'll feel more focused

and relaxed.

4) Learn something
new. What you choose to
learn may be directly related
to your business (as are the
four free ecourses | offer on
this website) or completely
unrelated. Learning some-
thing new will add to your
skills and add a new dimen-
sion of interest to your life -
another important part of
achieving a healthy work-life
balance. Depending on how
you choose to learn, you may

meet new and interesting
people, who may become
customers, colleagues, or
friends. How will you find the
time to learn something new?
By delegating, remember? 5)
Join a new business or-
ganization or networking
group. There's nothing like
talking to other business peo-
ple for sparking new ideas,
refining old ones, and making
contacts. Whether it's a
group specifically designed for
networking or an organiza-
tion dedicated to a particular
type of business, in person or
over the 'Net, making the
effort to be a part of a group
will revitalize you and your

business.

To read the remaining five, visit

http://shinfocanada.about.com/cs/
management/a/bizresolutions.htm
for the full article by Susan Ward
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http://sbinfocanada.about.com/cs/networking/index.htm
http://sbinfocanada.about.com/cs/successprogram/a/week3.htm
http://sbinfocanada.about.com/cs/successprogram/a/week3.htm
http://sbinfocanada.about.com/cs/management/qt/personalroi.htm
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T/Iessage from the Regional Direc

The Los Angeles Times ran an nesses will create a substantial Research and Development companies
article last summer about the need for amount of new jobs. in the IT, Biotech, Cyber tech, and
cities to provide business accelerator CEO Accelerator has been de- alternative energy markets in the State

services to staips businesses. The  veloped by the MDSBDC to provide of Maryland. The services provided to
lack of such programs in local cities is a comprehensive }®eek executive support this innovative market includes
driving innovative startip and high program that blends the power of a assistance in: feasibility studies, grant
growth businesses to seek investment noncompetitive peer group with research, intellectual property, alterna-
opportunities in larger urban settings. targeted training, coaching, and tive funding, technology transfer and
The O6bright f 1 i gh tpévate mentoring sessiens veith y liteasing, and commercialization.
with it the economic advantages to locatrusted and seasoned advisors. The What innovative and high growth
communities in need of jobs, talent, andtransformation that takes place over companies need to keep in mind is that
high growth markets. Instead of Silicon the course of the program comes frotine State of Maryland is rolling out a
Valley in California and Silicon Alley in the development of fresh ideas and new economic development playbook to
New York attracting all the best talent, itperspectives that evolve from the  support their business growth and suc-
is time for main street cities to be also owner having an opportunity to step cess, and the high valued services of the
recognized as hotbeds for accelerated back from the business to become tiDSBDC are readily available to sup-
growth opportunities. innovative entrepreneur again, as  port their business acceleration. How-
To that end, the Maryland Small  opposed to simply the technician. ever, it can be argued that the most lu-
Business Development Center Network Additionally, strategic growth advi- crative opportunities are the ones never
(MDSBDC) is already addressing this sors have been tasked to offer man-ventured. So, as Napolean Hill stated,

issue with two flagship programs that agement consulting assistance to highDo not wai t; t he
are geared towards accelerating the  growth & impact companies outsidefij ust ri ght . o St ar
expansion of high growth and high of the program who also show the work with whatever tools you may have
economic impact businesses. High commitment and capacity to be at your command, and better tools will
growth businesses in this case are successful. be found as you go
looked upon as businesses that The Technology Support

demonstrate the commitment and Program (Tech Program) is the otheMake it a great year!

capacity to increase profits exponen- program developed to provide spe- Kiesha Haughton Smoots
tially, while high economic impact busi- cific industry assistance to early stage

The informational chart to the right
highlights the economic impact the Central
Region, Maryland Small Business Develop-
ment Center (SBDC) has had in the market-
place which covers Baltimore City, and Anne
Arundel, Howard, and Baltimore Counties.
The period of service is from October |,
2010 through September 30, 201 1.

The Central Region is headquartered at

the University of BaPUcSiPeﬁfosFa"et%s Merrick34SchooI

of Business with satellite offices at the Anne

Jobs Created 442

Jobs Retained 519

Arundel Economic Development Corpora- Growth in Sales $42,008,911

tion and the Howard County Economic De-

velopment Authority. For business assistance | Number Capital Infusion 146

or additional information, please contact the

main number at 410-837-4928. $ Value of Capital Infusion $24,063,036
# of Clients Counseled 833

MD SMALL BUSINESS
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Procare Ambulance Services Inc

Procare Ambul anc
CEO, Deborah Ailiff first visited the
Anne Arundel County SBDC for assis-
tance in February 2010, primarily for
guidance during an expansion. Procare
provides ambulance and wheelchair
transport services to healthcare organi-
zations in the region. In 2005, Deborah
and her husband purchased the assets
of a fledgling ambulance company with
very few services to offer and no
contracts, 20 full-time and 10 part-time
employees and about $|M in annual
revenues. As it turned out, they over-
paid for over-valued assets and the
company lost money for almost 3 years,
during which time Deborah used her
law practice income to subsidize it.
Eventually, they fired the manager they
had hired to run the business, her
husband took another job to support
the family (they have 5 children) and
Deborah quit her law practice to run
Procare fulltime to try and turn it
around.

After a tremendous amount of
struggle, by the end of 2007, the firm
was profitable. Deborah achieved this
by focusing on patient safety, ethics and
compliance, hiring high-quality
employees, and by adding more services
to become a full-service provider.
Having started with a main office in
Towson to serve Greater Baltimore
Medical
Center (GBMC), she was able to open a
second office in Crofton. Then as

tansfIort YoMme inereaised, Protare begars
expansion into the rest of Maryland and
parts of Washington, DC.

When Deborah first came to the Anne
Arundel County SBDC, She met with
Business Consultant Hollis Minor. In addition
to expanding her business, she needed
assistance with achieving her goal of doubling
revenues in 2 years. Deborah was handling
about 40-50 calls per day and her goal was
100 per day. She also wanted to go from a
little under $3.3M annually to about $6.4M.
OWhil e her s e rwinhinges
her internal infrastructure needed some
improving in order for her to accomplish
successful growth, ¢
ant Hollis Minor. In addition, Hollis could
see the opportunity for Procare to capture
market share by certifying as a woman-
owned small business and bidding govern-
ment contracts.

With the assistance of SBDC business
consultant Hollis Minor, Deborah began the
certification process for the MDOT-MBE
and WOSB. She also learned how to access
government contracting opportunities and
complete registrations in government
systems such as CCR, SBA profile, ORCA,
SBR, etc.

Deborah is gradually implementing
internal infrastructure improvements and
believes she is now on target to achieve her
goal of doubling in size in 2 years. Today,

Pr oc ar e 6 strosgtnd ificludesia ull
management and marketing staff, wheelchair
van drivers, emergency medical dispatchers,
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clients with a full range
of services including
BLS, ALS, SCT
(specialty care/critical
care), and specialized
OB (obstetrics)
transportation
annual revenues are expected to
exceed $3.3 million in 2011 and
Deborah expects to realize
substantial revenue increases during
20¢2rasea resulwod several sizeable
new contracts in the pipeline.

Deborah is proud of
Swhra-wirtiflg anld tbissistente S s consul
on-time performance through
generous daily staffing, putting a
premium on high-employee morale
and ensuring a focus on customer
satisfaction. Procare and its
employees are committed its values
of Safety, Quality, Compliance,
Teamwor k and it
every patient as if they were your
own family!o

Procare has become an industry
leader, setting the bar for
professionalism and consistent
on-time performance.

servi

ces.

her
’[_

s motto,
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Your Business Needs a Marketing

When it comes to competing with
larger corporations, small businesses

struggle to compete in the marketing and

advertising arena.
While a mom-and-pop store may

not have a $1 million advertising budget,

a great equalizer has recently entered
the scene: the viral video.

While its true that not every video
will reach the

YouTube favorite

OVi

owil |l It Bl end?6

more than 3 million hits, videos can help

you market your business in a unique
way without spending a lot of money.
Nathaneal Mohr, a small business
marketing coach, said while many small
businesses readily acknowledge that

video marketing is something they should
be trying out, most are confused on how
superstardom
| i keWiBtl e ndd refcidsi o P,homeopl e

to ddgird

cbtpliwhishi HaMobarnefmhkb
little intimidated and have so much on
their plate already that they don't
want to risk the time and money spent
in an area they don''t
To read the full article, visit http://
smallbusiness.foxbusiness.com/technology-
web/2011/11/17 lyour-business-needs-
mdrketing-video-heres-how-to-create-one/

usually stay


http://profile.ak.fbcdn.net/hprofile-ak-snc4/277092_153066918077120_1234731742_n.jpg

6 Best Apps for Filing *

Ist App: IRS2go: This is the first snapshot with your iPhone or the IRS. Available on iPhone for $1.99,
mobile app to be created by the IRS Driod and store them in an you can have the most convenient,
which will assist you in keeping track online account. When its time,  comprehensive and cost-effective

of your tax returns! The app is all you have to do is email the reference tool available.

available on iPhones and Androids receipts to your accountant. The 6th App: Turbo Tax Snap Tax: You
and will allow you the option to sign organizer app is free for 30 days can already pay your bills by phone and
up for tax tips. Electronic filings are  and $14.95 per month after the  bank by phone. Now, you can file your
available for tracking in just a few trial. taxes by phone too! This app is designed
days. Paper filings are available within 4th App: iDonatedlIt: Have  for simple returns, so its great for those
3-4 weeks. you donated clothing, equip- filing single with an income less than
2nd App: Tax Caster: While the ment, or other non-cash ¢ $80,000 or filing jointly with a combined
IRS lets you track your refund, this  haritable items? This app will income less than $100,000. It is not

app estimates how much of a return keep a record of the items recommended for more complicated
you will receive fromUncleSam.lt youdve donat ed retumdiwdich caainclide vedh eatsteg
is a free app available on iPhones and they were donated, and their having dependants or income exceeding
iPads. All you have to do is enter in  value. The app costs $2.99 and is the amounts listed. The app is available
basic information, including your available on iPhone. on iPhones & Androids. Try it for free
income and deductions, and the app 5th App: Dictionary of Tax  and pay $24.99 when you are ready to
will calculate your refund. Terms: This app is a one-stop file your return.

3rd App: Tax Organizer: Instead resource with over 600 key Article by CNN Money.

of saving countless receipts in files ~ terms and charts and graphs to

or boxes, now you can take a photo assist with the tax jargon used by

nTher eos [kAINING More Women To

of gender

dlve_rS|ty in the A year ago we profiled Pipe-  to investors who meet

VC investment jine Fund Fellowship, a boot camp  requirements mandated by SEC

wo r | d, program for women who want to accreditation rules. (My colleague

Pipeline founder learn the ins and outs of angel looks at how Congress is trying to

and CEO Natalia investing. Its goal is to increase tweak those rules in this post.)

Oberti Noguera the ranks of female angels and To encourage frank group and exits), and learn

explained steer more cash toward female discussion and rapport, Oberti about other angel networks and
’ soci al entr epr eMoguars, 28,.is keepindieach ctasd® sgrowps.
lack of gender diversity in the VC  small: just 10 women. Like last
i nvest ment wor | ydar, éachBartigpant willlbe To read the full article, please
founder and CEO Natalia Oberti  paired with an experienced visit http://
Noguera expl ai nmant @rA.ndP it fheslr ie & Bsin&N&Ekedsmt cohor
lack of funding for profit-seeking  will start its boot camp in smallbiz/running_small_business/
soci al ventur esDefmber;twocohortsin New  zrchives/2011/11
The inaugural program York City will start in February train-

wrapped up last month, with 10 along with another for individuals

ing_more_women_to_be_angels.
participants investing $105,000 in  living outside those cities. 9 - 10_be_ang

a Washington (D.C.) company When the new boot camps hem
called PhilanTech, which makes wrap up in 2012, participants will

grant management software for be encouraged to keep in touch.
nonprofits and philanthropies. Oberti Noguera is building a

Having demonst rrmetwvakhlunts pan wead keep f
concept, 6 Ober tapprisddofjputentialadeals, s
guadrupl i ng t h eparclpasedniwarksibss (os p ot s

to 40, though they remain limited topics such as setting up an angel

MD SMALL BUSINESS DEVELOPMENT CENTER CENTRAL REGION NEWSLETTER


http://www.businessweek.com/smallbiz/content/nov2010/sb20101117_360551.htm
http://images.businessweek.com/ss/09/04/0403_social_entrepreneurs/21.htm
http://www.businessweek.com/smallbiz/running_small_business/archives/2011/11/paving_the_way_for_crowdfunding.html
http://www.pipelinefellowship.com/home/
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Export Your Busine

The Maryland Small Business
Development Center has launched
an Exporting Center to assist busi-
nesses in Maryland with taking their
business global. With 96% of the
world customers out side of the U.S.
no business can afford to exclude
exporting from their business plan.

The Maryland SBDC has two
locations, Baltimore and College
Park Maryland, equipped with li-
censed (NASBITE) and experienced
International Business Consultants.
The International Consultants are

ready to assist businesses with issues
like: determining if exporting is for
them, identifying and locating specific
countries to target, packaging and
distribution methods and financing
and payment options.

The SBDC will host their second
annual Export Conference in May
2012, but you don't have to wait until
then to take one of the most impor-
tant steps in the success of your busi-
ness! A series of workshops will be
offered and our International consult-
ants are available for free one-on-one

counseling to assist you with the process.

Call today and take the first step towards
reaching the 96% of customers outside of
your current outreach. Our office number
is 410-837-4928 or email
ubmdsbdc@ubalt.edu.

How To Tell If Your Business Is Healthy

When someone asks: How's busi-
ness? Do you really know what to say?

If you're like many business own-
ers, you may roll along with the dim
feeling that your business is holding its
own. But in the back of your mind is
the nagging feeling that honestly, you
don't know for sure if you're falling
behind the competition or pulling
ahead.

Know how you can tell if your
business is really thriving? Benchmark.

Comepare your business to other

businesses in your industry. As a recent
article from small-business research firm
Sageworks notes, you can get a better
assessment of your company's health by
comparing key metrics, including gross

revenue, net profits, profit margins,

revenue growth, liquidity and turnover

ratios.

For instance, if your profit margins
are 5 percent but the industry norm is 8
percent, that's a big red flag. Profits will

ing and outshining you. On the other
hand, if you collect accounts receivable
faster than the norm, you'll have better
cash flow than similar businesses.

Many business owners don't bench-
mark because they think they can't get
their hands on the data they'd need to
compare business metrics.

To read the full article, visit; http://
www.entrepreneur.com/blog/219546

be lower -- slowly starving your business

of cash while competitors will be grow-

Tax Tips After January 1, 2012

If you think your tax bill is chis-

sands of dollars. Some help you save time to a traditional IRA, deductible or not,

eled in stone at the end of the year, and money when preparing your tax re- and to a Roth IRA. However, if you have
think again. Th o utgrh Othet sésegics lfelp you atold a t  miGesgh or SEP and you get a filing ex-
money-saving options to defer income costly penalties and interest on both fed- tension to October 15, 2012, you can
or accelerate deductions become eral and state taxes. All in all, these 10 wait until then to put 201 | contribu-

much more limited after December
31, there is still a lot you can do to
make the tax-filing season cheaper
and easier.

Some strategies can help you
lower your taxes, sometimes by thou-

steps will lower your blood pressure while  tions into those accounts.
keeping more money in your pocket:

|. Contribute to retirement accounts. To read all 10 tipS, p|ease V|shttp//

I f you havendt

al r eydbtak.intdit tbri/exRobls/ta)-tRskrdx- et i r

ment account for 2011, do so by April 17, planning-and-Checklists/Tax-Tips-After- .
2012. Thatds the d eJa%gr)l/-l'--z'ﬁl"}/INElﬂ)fO.htr‘ﬁl0 ntributdi


http://www.entrepreneur.com/blog/219516
http://www.entrepreneur.com/blog/219516
http://www.sageworksinc.com/datareleases.aspx?article=36
http://www.sageworksinc.com/datareleases.aspx?article=36
http://www.allbusiness.com/company-activities-management/operations/12310819-1.html
http://www.allbusiness.com/company-activities-management/operations/12310819-1.html

Craig Panos Hollis Minor
Baltimore County Anne Arundel County
410-837-4973 410-222-4476
OAs Jim Kutcher stat &s Kmjowe y our numbers. | f

yaqurdinapcigalg yourself, you at least have

Everything. 8 You nee
to understand what they

point that you walk into a room of
potential customers and they all know
your name, your busi
what you sell . o

Tyrone Lucas
Baltimore City
410-837-5535

OFor your business to oper
i costsd musttbe absorbed, including hidden
S P £o&s, $lih'as n@dlith insurance, sick days,
p etc. If each transaction is to contribute to
profit, then a portion of the overhead and
labor burden must be absorbed by each
transaction. 6

Mary Redmond
Howard County
410-313-6190

OPlan thoroughly to determine if there is
a 6need and demandd f
service that will allow a business to be
profitable in that
mar ket space. 0

Andrew Kreinik
Senior Business Specialist
410-837-6636

OA good website is important in establishing
your business' credibility. It is often the first
introduction that potential customers/clients
have with your company. 6

Check our website for upcoming workshops including:

Smart Start Your Business
Minority & Disadvantaged Business Enterprise Certification
8a Certification
Export Maryland 8 2nd Annual Export Conference
Small Business Clinic
QuickBooks & Excel
Is Franchising a Business for You?

For advertising & promotional opportunities, please contact

our marketing department at 4867-5660. Maryland Small Business Development Center

Central Region
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