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Mission Statement: 
To strengthen Utah's economic fabric and quality of life by facilitating the success and prosperity of small business endeavors.

Vision Statement: 
We are respected as a critical cornerstone in the development of small businesses in Utah as a result of effective and sought-after services throughout the state.

Strategic Objectives:
1. Operate as a COLLABORATIVE Network with coordinated goals and execution.  Adapt center level tactics approved by Lead Center. 
2. Identify HIGH POTENTIAL markets and clients and go after them.
3. Increase DEMAND for our services from high potential clients. 
4. Increase RESPECT from stakeholders and partners.
5. Add value to HOST INSTITUTIONS. 
6. Position Utah SBDC Network as a CORNERSTONE in Utah’s economic development.
7. Increase CAPACITY to serve clients.
Center Details:
In partnership with Utah State University – Eastern, San Juan Campus, the Blanding SBDC serves Grand and San Juan Counties, the Navajo Nation, the Ute Mountain Tribe of White Mesa and the communities of lower southwestern Colorado. Offices are located on the USU Eastern San Juan Campus in Blanding and at the Business Resource Center in Moab.
The Center’s area of service is known by many as the Four Corners Region. Though extraordinarily beautiful, it is among the most geographically isolated, economically impoverished, and sparsely populated areas in the nation. Families work hard to make ends meet.
Innovation has become important for economic survival. With the help of USU Eastern, advances in Distance Education and technology are making it possible for businesses to connect worldwide in ways, until recently, never before thought possible. In cooperation with the Utah Lead Center and offices throughout the state, it is the work of the Blanding SBDC to open doors of business and economic opportunity closed far too long for the individuals and families of rural and Native southeastern Utah and the Four Corners Region.
The center director is Bill Olderog. He has been at the Blanding SBDC for fifteen years. Buddy Redd is the assistant director and has been with the center for ten years.

Strategic Objectives
Center Action Items and Measurements

1. Strategy Objective:  Operate as a COLLABORATIVE Network with coordinated goals and execution.  Adapt Center level tactics approved by Lead Center. 
Historical Assessment:  The Utah SBDC network includes 11 centers and four satellite centers with a great diversity of clientele, economic conditions, partners and stakeholders.  While the Utah SBDC Network has maintained a strategic plan over the past eight years, the uniqueness and challenges of operating each center created an independent approach that failed to create coordinated goals and execution.  This lack of coordinated goals and execution has created a situation where each center is well recognized within its territory, but the Statewide Network’s brand image and reputation has suffered.   ASBDC accreditation was denied in 2011 as a result of a 2009 accreditation review in which the lack of statewide alignment was identified. 
Approach:  In a two-day retreat in October 2011, it was identified that Center Directors would feel more actively involved in the Network strategic plan including objectives, goals, actions, and implementation if a Leadership Team were established.  The Leadership Team will consist of eleven Center Directors and Lead Center personnel.  
Deployment:  The Lead Center Director undertook the assignment of creating a Statewide Strategic Plan based on objectives and markets identified by the Leadership Team during the October retreat.  Each center in turn is charged with developing a Center level strategic plan, identifying the highest potential client types for that region and developing action items which identifies methods of achieving results under each objective.


Blanding SBDC Action Items, Strategic Objective 1
	· Action Item
	· Target Date

	1. Center Director will participate on the state-wide Leadership team, meeting quarterly and ad hoc as needed. 

Purpose: To evaluate the customer base of each center, analyze data compiled through Center IC and identify best practices, strengths, weaknesses and deployment for the client base. 

· Measurement: 
· Attendance at three Leadership Team Meetings per year
· Attendance at annual strategic planning retreat
· Participation in ad hoc meetings as required
	



Began Oct 2011 Quarterly and Ad Hoc 


	2. Center Director and Assistant Director will attend three directors meetings annually.
· Measurement:
· Attendance at quarterly directors meetings.

	
Quarterly 2012, 2013

	3. As a result of findings at Leadership meetings, evaluate services that can be deployed at the center level.  Include services that can be delivered online, both live and pre-recorded.

Purpose: To develop and refine leading-edge products and services suited to the needs and opportunities of Blanding’s targeted client base.

· Measurement:
· Evaluate a minimum of one statewide potential offering per year. 
· Market and offer that service to existing clientele and community partners.
· Evaluation of results and effectiveness.  
	




2012 and 2013

2013
2013

	4. Center Director and Assistant Director will join online discussion groups with other SBDC employees, which will include the use of an online blog.

Purpose: To evaluate strategic and operational issues at both regional and state-wide levels and discuss potential solutions. 

To participate in the development of new programs and to draw upon the strengths, talents and insight of network employees.

· Measurement:
· Review and assessment of strategic action items and other developing programs at least quarterly.
· Update of strategic plan annually. 
	






Quarterly beginning 2012 - 2013





2. Strategy objective:  Identify HIGH POTENTIAL markets and clients and go after them. 
Historical Assessment:  As a public entity, we believe in serving all individuals who need our assistance.  However, from a marketing point of view, we know that certain types of clients are more likely to create the types of impact that gain recognition and funding for our organization.  It is vital that we are proactive in identifying these clients and marketing services designed for their needs.
Approach:  During the October 2011 strategic planning retreat, the Leadership Team identified six high potential client markets:
 Network Strategic Markets:

0. Startups with capacity 
0. High technology startups and Gazelles
0. Economic Gardening Sweet Spot 
0. Economically Distressed Businesses
0. Underserved Businesses
0. Exporting Businesses
These markets were identified based on known demand within the State as well as those types of individuals and entities which can create the most impact within a community.  Impact within a community can vary a great deal from region to region depending on population and economic base.
Deployment:  Each center is, in turn, to identify up to three of these markets and develop marketing and service delivery strategies to address these markets.  Other clients will be served, but they will not be the focus of the Network’s marketing efforts.  

Blanding SBDC Action Items, Strategic Objective 2
	· Action Item
	· Target Date

	1. Target Market: Underserved Businesses

Background:
The Blanding SBDC is located in one of the most geographically isolated and economically impoverished regions of the State. By virtue of location, demographics, and economic circumstance, individuals and business in this area have historically been underserved. The Underserved Business Market is a primary target of the Blanding SBDC.

To reach this market and to ultimately realize significant and long-term impact, the Blanding SBDC, in partnership with education and industry, has developed and is currently refining a virtual training and business development model. Individuals in rural and Native Utah are being trained, certified, and transitioned into virtual, home-based medical coding businesses at income levels considered high, even in the most metropolitan of areas.

Action Plan:
Continued development and growth of the Medical Coding Initiative will require continued development and delivery of Simulated Coding Experiences, Virtual Internships, the successful completion of three grants, and the recruitment, screening and establishment of new clients.

· Measurement:

· Complete the development and begin the delivery of Simulated Medical Coding for current Cohort of 60 Medical Coding Clients
· Initiate the delivery and further refinement of Virtual Internships
· Implement Strategic Alliance with Aviacode, Inc. to develop and implement the Simulated Coding and Virtual Internships.
· Implement and Manage 3 Med Coding Grants, reporting performance results quarterly
· Utilize media, current clients and other USU Eastern promotional tools to recruitment and screen 30 to 40 new medical coding clients
· Begin a new cohort of medical coding clients
· Utilize media, current clients and other USU Eastern promotional tools to recruit and screen 30 to 40 new medical coding clients.
· Begin new cohort of medical coding clients
· Review and evaluate feedback from partners and clients annually


	



























March 2012

December, 2011, Ongoing


December, 2011, Ongoing

January 2012, Quarterly

May – July, 2012

August, 2012

May – July, 2013

August, 2013

2012, 2013

	2. Target Market: Economic Gardening 
Background:
Though the Blanding SBDC service region covers an area challenged by economic hardship and circumstance, there are instances of economic gardening sweet spots. These opportunities, though fewer in number, cannot be overlooked because of their potential for more immediate growth and impact. These sweet spots, in essence, become low hanging fruit that if nurtured can result in significant impact in lower southeastern Utah and the Four Corners Region.

Action Plan:
To go after the Economic Sweet Spots, the Blanding SBDC will participate in such initiatives as Business Expansion and Retention (BEAR) and Utah Cluster Acceleration Partnership (UCAP). Additional marketing efforts include involvement with Chambers of Commerce, city and county offices of economic development, and tribal chapters and agencies.

· Measurement:
· Participation in the San Juan and Grand County BEAR programs.
· Participation in UCAP meetings with, and as a support to, USU Eastern.
· Participation in Moab and San Juan County economic planning meetings.
· Assist and support the Aneth Community Development Center.
· Assist and support the White Mesa Ute Council and related programs.
· In each of the above associations, follow-up with referrals and contacts; report in CenterIC.
· Review and evaluate feedback from partners and clients annually

	














January 2012, Ongoing

January 2012, Ongoing

January 2012, Ongoing

January 2012, Ongoing

January 2012, Ongoing

January, 2012, Ongoing

2012, 2013



	3. Target Market: Start-ups with Capacity
Background:
Business Start-up’s have historically been a major component of the Blanding SBDC market. To assist in the business start-up process and to connect rural entrepreneurs with opportunities can be a proactive approach to economic impact in an area of extreme need.

Action Plan:
One of the challenges is to reach out to these entrepreneurs, stimulate their dreams, assist in their business development, and to identify and help connect these entrepreneurs with opportunities.
To do this, the Blanding SBDC will participate in the development and delivery of a variety of seminars, conferences, and workshops.

· Measurement:
· Deliver two Dream-Into-It Seminars per year, one in San Juan County and the other in Moab.
· Follow the Dream-Into-It Seminars with Business Development Workshops using an appropriate curriculum such Fast-Trac or BizSmart.
· Serve as an Advisor to the San Juan County Youth Elevated Program
· Participate with San Juan County Economic Development in the delivery of their annual conference.
· Participate with Moab Economic Development in their Annual Business Summit
· Participate with San Juan County Economic Development with their Individual Development Account (IDA) initiative.
· From each of the above activities, follow-up with referrals, contacts and clients; report in CenterIC.
· Review and evaluate feedback from partners and clients annually.
 
	











Twice Per Year, 2012, 2013


Twice Per Year, 2012, 2013

February 2012, Ongoing


Annually 2012, 2013

Annually, 2012, 2013


January 2012, Ongoing

January 2012, Ongoing

2012, 2013




3. Strategy objective:  Increase DEMAND for our services from high potential clients.
Historical Assessment:  It is common to hear business owners state that they are not familiar with the services of the Small Business Development Center.  According to our client database, clients are referred commonly by word of mouth, lenders, Chambers, SBA and the Internet.  Many times there is a misperception concerning the services available through the SBDC, such as there may be a belief that we only help very small businesses,  only help start-up or only help prepare business plans for individuals who are seeking financing.
Approach:  In order to increase demand from high potential clients, we must take a three-step approach, 1) assess and understand the needs of these clients and 2) establish a marketing plan that sells our services and establishes brand recognition and 3) provide services that meet the needs of our clients as trends and technology changes
Deployment:  The Leadership Team shares knowledge about high potential client needs and discusses best practices in meeting them as well as identifying gaps.  This leads to a Network wide understanding of services and how well these services are working for each target market segment.  Both the Lead Center and all regional Centers will participate in deploying these actions.  

Blanding SBDC Action Items, Strategic Objective 3
	· Action Item
	· Target Date

	1. Assess and understand the needs of our clients

Purpose: To better serve and to more fully meet client needs.

· Measurement:
· Utilize BEAR surveys to better understand client and potential client needs. 
· Review counseling and training evaluations and statewide needs assessments
· Participate as an advisor to the San Juan County Youth Elevated Initiative.

	




January 2012, Ongoing

Quarterly 2012, Ongoing

January 2012, Ongoing

	2. Establish brand recognition through marketing efforts

Purpose: To enhance image; promote trust and credibility; create demand.

· Measurement:
· Ensure all promotional material include the most recent logo.
· Update website to include a link to the newly updated state website.
· Distribute marketing materials to resource partners as well as other business service providers.
· Distribute success stories quarterly
· Participate in annual small business legislative day

	






2012

2012

As available
Quarterly 2012,2013
Annually

	3. Provide services that meet the needs of our clients as trends and technology changes

Purpose: To ensure SBDC services are needed, relevant, and in demand.

· Measurement:
· Continue work with industry and national association partners in regularly scheduled meetings to stay abreast of market trends and technology changes.
· Enhance Med Coding training and educational programs to meet trends and improving technology
· Develop and deliver an online training component for Med Coding
· Develop and Deliver Dream-Into-It training model for rural outreach and business development
· Expose area businesses to state-wide resources and talent by providing partnered training events and referrals.
· Participate in Leadership Team meetings as scheduled.
	







2012 and Ongoing

August, 2012 and Ongoing

2012, Ongoing

2012, Ongoing


2012, Ongoing

2012, Ongoing





4.  ‍Strategy objective: Increase RESPECT from stakeholders and partners.

Historical Assessment:  During the past eight years, changes have occurred within the State that have changed the awareness and partnering relationships with the SBDC.  While some of these changes have been positive for the SBDC, some have not.  As with any business, if we are not moving forward, we are falling behind.  

Approach:  First, we need to meet or exceed all performance expectations both at the Network and Center levels and second, we need to make sure our key stakeholders are aware of our purpose and accomplishments.

Deployment:  All Directors will understand and participate in the development of goals, definitions, operating procedures, and deadlines.  The Lead Center will be responsible for reporting requirements, contract management and partner relations with each regional center backing up their efforts with reporting and operating compliance as well as local relationship management.  The lead center will facilitate the performance of the regional centers through statewide actions.



Blanding SBDC Action Items, Strategic Objective 4
	· Action Item
	· Target Date

	1. Deliver high quality, value-added services that produce results.

Purpose: To facilitate client success and economic impact.

· Measurement:
· Center will meet or exceed performance goals.  
· Achieve a 25% response rate from clients on national impact survey.

	



Annually 2012, 2012

Annually 2012,2013

	2. Communicate results and accomplishments with local and regional stakeholders and partners.

Purpose: To establish trust, respect, and service credibility

· Measurement:
· Success stories are distributed to partners, stakeholders, and media
· Center will participate in small business day at the legislature annually
· Prepare and submit one video of a client success story annually
· Center will display quarterly success story in SBDC office
· Interact with partners and stakeholders through participation in meetings, events, and emailed information releases
	



Quarterly 2012

Annually 2012,2013

Annually 2012, 2013

Quarterly 2012,2013

2012 Ongoing


5. Strategy objective:  Add value to HOST INSTITUTIONS.
Historical Assessment:  Utah SBDC staff feel a strong loyalty to their host institutions, not only because that is the channel of employment and a source of funding for the Center, but because of the day-to-day interactions and program management support that is part of the relationship.  
Approach:  Center strategies, services and market segments will be aligned with host institution’s regional economic development efforts and interests.
Deployment:  Both the Lead Center and each Regional Center will work to build strong relationships with hosts.  The State Director will meet with all host administrators to explain strategic plan, legislative education plan and to understand the needs of the host.  Center Directors will identify host needs and develop action items to address those needs.


Blanding SBDC Action Items, Strategic Objective 5
	· Action Item
	· Target Date

	1. Develop programs in partnership with USU that bring revenue and students to the university and create economic impact for the state.

Purpose: To become a Linchpin for USU and economic impact statewide.

· Measurement:
· Continue the development and delivery of the Med Coding program.
· Begin new cohorts of Med Coding students/SBDC clients
· Pursue an economic development initiative in partnership with USU and the SBDC.
· Communicate SBDC impact and results to USU administration regularly.  

	





2012 Ongoing

August 2012, 2013

Begin January 2012

2012 Ongoing

	2. Support the economic development efforts of USU Eastern

Purpose: To facilitate the success of USU in its economic development efforts as the Land Grant Institution of the state.

· Measurement:
· Serve on USU Eastern committees, planning teams and boards.
· Market SBDC resources and services to USU Eastern students and faculty.
· Participate with USU on the UCAP initiative.

	



2012 Ongoing

Prior to Fall and Spring Semester 2012, 2013
2012 and Ongoing



6. Strategy Objective:  Position Utah SBDC Network as a CORNERSTONE in Utah’s economic development. 
Historical Assessment:  Utah has a broad variety of resources available to businesses.  These services include, but are not restricted to UMEP, USTAR, PTAC, BRC’s, DWS, AOG’s and local economic development agencies.  We respect that each of these services are a valuable resource to the business and that a client can and should take advantage of many of them.  We want to be recognized as a critical cornerstone as a resource provider to the business owner or management.  The Utah SBDC will be a key player in supporting the development and growth of a business in Utah.
Approach:  Proactively cooperate with other economic development service providers.  Leverage Network capabilities and market presence throughout the state to secure an enduring and key role for the Utah SBDC.
Deployment:  Develop and enhance relationships with other service providers in order to educate each other about services available.

Blanding SBDC Action Items, Strategic Objective 6
	· Action Item
	· Target Date

	1. Maintain contact and relationships with other business and economic development service providers in order to partner on mutually beneficial programs and projects.

Purpose: To become vital to partners; efficient and effective in the delivery of services.

· Measurement:
· Regular meetings with local economic development resources and partners.
· Continue to be a BEAR referral partner
· Participate in the UCAP initiative

	


2012, Ongoing
2012, 2013
2012, 2013

	2. [bookmark: _GoBack]Be the organization of choice for small business counseling, training, research, and referrals.

Purpose: Through the delivery of high quality content, be the organization “sought out” for business development services.

· Measurement:
· Ensure that clients have relevant, high quality take-home content following counseling sessions and training events.
· Contribute to the statewide “resource navigator”.

	






2012 and Ongoing

2012


	3. Participate in area and state-wide economic development programs, conferences, and projects

Purpose: To be a visible and valuable supporter of area and state-wide events.

· Measurement:
· Work with San Juan County Economic Development in their annual tourism conference and their IDA economic development initiative.
· Work with Moab Economic Development in their annual Economic Development Summit
· Attend the Annual Rural Economic Development Symposium offered by the State Office of Rural Development and other conferences as appropriate.

	


2012 Ongoing
2012 Ongoing
Annually and as Offered 2012, 2013




7. Strategy:  Increase CAPACITY to serve clients. 

Historical Assessment:  With limited funding available to the program, it is imperative that in order to improve impact, we need to look to methods of increasing our capacity to serve clients.  

Approach:  Strategies 2-6 will have the impact of increasing demand for SBDC services, which will be met in several ways (1) focus the most resources on the highest potential clients, (2) select and deliver the most effective services, (3) increase counselor effectiveness and efficiency, (4) develop on-line services, and (5) enhance skills.
 
Deployment:  Development of tools, materials and processes across the Network will ensure that each center optimizes capacity through utilization of assessments, evaluations, best practices, counselor certification, operating procedures, co- and cross-counseling between centers, and on-line delivery of services.  Expansion of Legislative relationships will increase opportunity for additional State funding.
Blanding SBDC Action Items, Strategic Objective 7
	· Action Item
	· Target Date

	1. Focus resources and deliver services effectively and efficiently.

Purpose: To increase capacity with minimal to no additional cost.

· Measurement:
· Partner with business and industry in the development and delivery of programs and services.
· Utilize USU and UEN (Utah Educational Network) technology and resources in the development and delivery of programs and services.  
· Completion of Certified Business Analyst requirements and ongoing ceu’s. 
	




2012, Ongoing

2012, Ongoing

January 2012,
Ongoing

	2. Leverage network counseling and training efforts and increase online services.

Purpose: To synergistically access network strengths and talents.

· Measurement:
· Participate in co-counseling and co-training events across the network
· Utilize Mark's OneStop online business registration tutorial
	

2012, Ongoing
2012, Ongoing
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