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Kaysville Small Business Development Center
2012-2013 Strategic Plan

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. 

Mission Statement: 

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

Strategic Objectives
1. Operate as a COLLABORATIVE Network with coordinated goals and execution.  Adapt Center level tactics to the highest potential client types in their regions. 
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.

Strategies and Actions 
1) Strategy:  Operate as a COLLABORATIVE Network with coordinated goals and execution.  Adapt center level tactics approved by Lead Center. 
Approach – Create a Leadership Team consisting of Center Directors and the Senior Leadership Committee.  This Leadership Team has responsibility to develop network goals and to oversee coordinated implementation of network strategies, primarily through the development and execution of Center plans aligned with the network strategies. Critical to this strategy are Center-defined high potential market segments and Center action plans for services and marketing keyed to them.
Deployment - In October 2011, the Senior Leadership Committee and all Center Directors met for a two-day strategic planning retreat.  A facilitator versed in strategic planning and the Baldrige criteria, guided the Network through a rigorous planning session that set the stage for a new leadership system and an updated strategic plan.  The network Leadership Team was created and is comprised of the Senior Leadership Committee (State Director and Assistant State Director) and the 11 Center Directors.  
In the retreat, the Leadership Team updated network strategic goals and Center Directors unanimously agreed to align their Center action plans to the network strategic plan.  High potential target client-types/market segments were defined and key services, both existing and planned, were mapped to the segments and integrated into the plan. 
The following near term and cyclical action steps ensure effective implementation of the network strategic plan throughout the Centers. 

Kaysville Center Action Item 1:  Kaysville Regional Director will participate in Leadership Team meetings three times each year and strategic planning retreat meetings as scheduled.  The purpose is to monitor implementation of the network strategies, which will be checked regularly through the Needs Assessment, Initial and Long-Term Client Satisfaction Survey, Environmental Scan, Employee Satisfaction Survey, National Impact Study, SWOTs, and training evaluations.
In the annual strategic planning meeting the Leadership Team will review the Lead Center strategic plan and make adjustments as needed in order to position the Network to address threats and capitalize on opportunities.

Measurement:  
· The Kaysville Director will have attend the three Leadership Team meetings occur each year, one annual strategic planning retreat and hold ad hoc meetings as needed.  
Kaysville Center Action Item 2:  The Kaysville Director will attend the three Directors Meetings hosted annually by the Lead Center. 
Measurement:  
· Three directors meetings occur annually.  The Kaysville Director will have attended the three Directors meetings held annually.        
Action Item 3:  Leadership Team will review services deployed in Centers to determine if they should be deployed in other Centers.        

Measurement:  
· Deploy successful key services from Centers to other Centers.   

Action Item 4:  Lead Center will develop and maintain a network wide Leadership Team blog to keep current with planning and strategic deployments.        

Measurement:  
· Develop a Leadership Team blog and regularly maintain it with planning and strategic deployments.
Action Item 5:  Centers develop Center Plans aligned with the Network Plan, including long-term objectives and short-term action steps. Center action plans will be reviewed to determine the level of achievement of the Centers’ action steps.  The Kaysville Centers action will be aligned with the Network action plan.  This will be completed before December 25, 2011.
Measurement:  

All Centers have plans aligned to the Network Plan.  The Kaysville Centers action will align with the Network action plan. This will be completed before December 25, 2011.
· All Centers are reviewed for achievement of short-term action steps.
2) Strategy:  Identify HIGH POTENTIAL markets and clients and go after them. 
Approach – During the strategic planning retreat, the Leadership Team identified six high potential client types/markets and each Center chooses up to three to focus on, both in terms of marketing to them and serving their needs. Other clients will be served, but they will NOT be the focus of the Network’s marketing efforts.
Deployment – The Network made the decision to focus on high impact/high potential client types/markets (the six listed immediately below). The Kaysville SBDC will focus its efforts on A, B, and C below.
A. Startups with Capacity

Members of this segment are primarily individuals who are 1) interested in starting a business, 2) in the process of starting a business, or 3) have recently started a new venture.  Those interested in starting a business seek SBDC assistance to acquire the information and management skills necessary to start a business.  Whereas those entrepreneurs who are in the process of starting or who have recently started a business seek out SBDC assistance to acquire the information and management skills needed to overcome the many hurdles present during the establishment of their business.  This is a critical stage for businesses, and one in which SBDC assistance can have a very large impact.  This segment is further defined as being capital ready by the Five C’s of Credit: Character, Capacity, Capital, Collateral, Conditions. This segment is usually referred to the SBDC by banks or other investors or they come through SBDC training programs.   

B. High Technology Startups and Gazelles 

These are small businesses (or potential businesses) in which innovation is attempted or occurs.  One or more of the management team may have experience in a previous technology venture.  The business may possess research and development capabilities, is engaged in creating or acquiring intellectual property, holds competitive advantages in the marketplace and has potential to experience a high rate of growth.  Technology companies deal with a higher level of uncertainty and usually must operate at a faster pace than traditional businesses.  This segment usually pursues alternative forms of financing, frequently has high levels of expertise in a certain area or has acquired or licensed technology from others, and has a desire to be first to market.  This segment is usually referred to the SBDC by existing technology businesses and banks and other investors.         

C. Economic Gardening Sweet Spot 

This segment is comprised of small businesses that are past the start up hurdles and have been in business for more than one year.  They generally have 2-10 employees.  These may be past clients of the SBDC.  They usually come to the SBDC because they need assistance in growing their business or in dealing with specific issues or problems.  They have demonstrated success, seek to grow, and have a history of receiving advice and putting it into action.  This segment is usually referred to the SBDC by the Business Expansion and Retention (BEAR) program, chambers of commerce, county loans funds, micro lenders, and banks.
D. Economically Distressed Businesses
This segment includes small businesses that are already in business, but struggling because of poor economic conditions.  These conditions may be a result of macro economic conditions or they may be conditions specific to an SBDC region.  These companies will usually have fewer than 20 employees and not have the time, staff, or the “know how” to solve their issues.  Success is likely to be measured in jobs saved, contacts obtained, or significant sales growth.  This segment is usually referred to the SBDC from the BEAR program or chambers of commerce, county loans funds, micro lenders, and banks.

E. Underserved Businesses
This segment comprises those entrepreneurs and businesses that are traditionally underserved.  Underserved can be defined by both ethnicity of the owner and location of the business.  These businesses are usually existing businesses but can be startups.  Typically they have fewer than five employees and often times are self-employment businesses.  The impact created by these business or potential businesses is typically larger than with traditional businesses because they are an underserved market segment and/or located in an underserved geographic region.  The most obvious underserved groups are Native American, Hispanic, and rural based businesses.  Sources of funding for these services may be acquired through grants and provided through local colleges or universities.  This segment is usually referred to the SBDC by chambers of commerce, business assistance programs, or host administrators of the host SBDC schools.
F. Exporting Businesses
This segment exists because of a 2012 current year SBA initiative.  Typically this segment will have similar characteristics to the Economic Gardening Sweet Spot businesses.  Exporting is considered selling products and services to other countries.  However our target market segment will also include rural businesses that identify new markets outside of their local areas and sell into them.  The Network has two consultants recently trained in exporting. Clients in this segment are usually referred by lenders and through the BEAR program.   
Kaysville Center Action Items

·  Startups with Capacity:  Kaysville SBDC is targeting Startups with Capacity as one of its primary segments.  The Center will screen for these clients with an initial interview by it consultants.  
· Action Items

· The Center will conduct a feasibility assessment.
· Consult and coach these startups as needed.
· Provide training using SBDC, and host approved training.
· Measurement
· The Kaysville Center will meet its goals relating to startup clients.
· High Technology Startups and Gazelles:  Kaysville SBDC is targeting High Technology Startups and  Gazelles as one its primary segments.  Addressing this segment meets the goals of the Centers host.  The  Center is in the process of developing the TechLaunch program using the Jobs Bill funding to focus on this segment.  
· Action Items 
· It will continue program development including the goal of the Jobs Bill proposal, to work with 20 technology and or nutraceutical companies through March of 2013.  As part of the development process, the Center is working with technology clients to prove the program.  
· Once the program is completed it will be presented to the Leadership Council for approval so it can be offered to the other SBDC regions.  
· We will train the Directors who want to use the program for technology company development.  
· Kaysville Center will work with other programs in the North Front BRC to identify businesses that could benefit from the TechLaunch program.  One of these is the Idea to Concept program.  This program could have in excess of 100 applicants with only 3 being successful receiving awards.  There are several of these companies that have potential but for some reason did not meet the criteria of the Idea to Concept judges.  TechLaunch will contact these companies and offer to review their ideas for consideration into the TechLaunch program.
· The TechLaunch program will be included in the NorthFront BRC as a service offered by the Kaysville SBDC Center. 
· The TechLaunch program will be promoted to cities and counties in the Centers region using brochures and direct presentations.  
· Presentations will be made to and training provided to other SBDC centers that would like to use the program.
· Measurement: 
·  The Center will be working with 5 technology startups using the TechLaunch Program by March 31, 2012 and 20 by March 31, 2013.
· The program will be presented to the Leadership Council for approval by May 1, 2012.
· The Center will begin presenting the TechLaunch program to other interested centers in the State by July 1, 2012.
· Economic Gardening Sweet Spot:  Kaysville SBDC is targeting Economic Sweet Spot companies as one of its primary segments.  The Center will screen for these clients with an initial interview by it consultants.  
· Action Items

· The Center will conduct an assessment of client’s business operations.
· Provide training using the ProSeries training program.
· Consult and coach clients as needed.
· Measurement
· Will meet Center goals relating to existing companies.
3) Strategy:  Increase DEMAND for our services from high potential clients.
Approach – The key to increasing demand for high potential clients is to provide the services they need.  The two critical components are to 1) understand high potential client needs and 2) create or find beneficial services to meet their needs.

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.  Under strategy 2, the Centers focus their efforts on the highest potential clients in their region, thereby developing a deep understanding of their needs. Each Center then refines and offers services keyed to their targeted client types. When a service reaches a “best practice” level it is deployed throughout the Network and marketed to high potential clients.  To achieve best practice level, the Leadership Team monitors a service progression through three steps (1) developed and alpha tested by a Center, (2) developed further and beta tested by two or more Centers, (3) deployed in three or more centers with positive client feedback and results. 
In some cases, and subject to approval by the Senior Leadership Committee, a Center may offer a service unique to that Center and with little appeal beyond their region.  

Deployment – This table shows the state of Network deployment of key services (new and existing) by target market segment: 
	Product or Service
	Development Status
	Deployment Status
	Typical Client 
	Highest Potential Target Market Clients

	Biz Smart Training – web-based, self-serve or guided; leads client through business plan development.
	Version 2 developed by St. George center and in beta testing in St George and Vernal centers. Release is expected January, 2012
	Version 1 deployed in St George.
	Self serve, available to 24/7 learners, early-idea stage, write plan stage.
	Economic  Gardening Sweet Spot, Startups with Capacity, Underserved Businesses

	Business Expansion and Retention (BEAR) - Outreach to small business statewide to understand their needs and assist in meeting those needs.
	Based in Price center and Price CDC.  SBJA funding began in Q2, 2011.  State funding followed in Q3, 2011.  Joint effort between SBDC and GOED.
	Fully deployed in most rural counties.
	Broad range of companies already in business.
	Economic Gardening Sweet Spot, Economically Distressed businesses, Exporting Businesses, Underserved Businesses.

	Rural Tech Launch –training and counseling for high tech startups in Southern Utah.
	Under development in Cedar City and planned to be ready for beta testing in January,  2012
	Deployment begins in Cedar City in April, 2012.
	High tech entrepreneurs and businesses.
	High technology startups, Underserved businesses.

	State Website – update the state website 
	Under development by lead center.  Phase I to be completed in January, 2012
	Deployment begins by Lead Center in January 2012.
	Self serve client, information seeker.
	All target market clients.

	Profit Cents – Financial Analysis software.
	Access to financial analysis software started in 2010.  
	Fully deployed in three centers.
	Self serve client, information seeker.
	Economic Gardening Sweet Spot, Economically Stressed Businesses

	MBA Student Projects
	Fully developed.
	Fully deployed in three centers.
	Economic Gardening Sweet Spot
	Economic Gardening Sweet Spot, Distressed Businesses, Underserved, Exporting Businesses.

	7 Habits
	Fully developed.
	Fully deployed by two Centers and available statewide.
	Self serve client, information seeker.
	Economic Gardening Sweet Spot

	RuralUtahBusiness.org site
	Under development by Ephraim Center.  Phase I to be completed in Q2, 2012.
	Not deployed.
	Self serve client, information seeker.
	All target market clients.

	FastTrac Training
	Fully developed.
	Fully deployed by three Centers.
	Startups.
	Startups with Capacity, High Tech Startups.

	Services to be developed as expertise capability in a Center, then delivered by the expert in other regions on a demand basis

	Spanish Speaking Counseling – counseling by a Spanish speaker to Spanish speakers.
	Began in Q2, 2011 in Orem Center.
	Fully deployed on the Orem center.
	Spanish speakers and Hispanic owned businesses.
	Underserved Businesses – Hispanic

	Medical Coding/Health Informatics -  training on a rapid deploy schedule to medical coders.
	Phase I developed in Blanding 2008.  Phase 2 being developed in Blanding.  Beta testing expected in November, 2011.
	New partners have been assembled and preparing for deployment in Blanding in December, 2011.   
	Rural entrepreneurs. This model could possibly be expanded to other microenterprises industries.  
	Underserved businesses, specifically Native Americans.

	Tech Launch – method for preparing high tech startups to 1st round financing. 
	Under development in Kaysville and planned to be ready for beta testing in Q 4, 2011.
	Deployment begins in Kaysville Q1, 2012.
	High tech startups or ready to launch product.
	High technology startups


Kaysville Center Actions Items

· Action Item 1:  The Kaysville Center will complete the development of the TechLaunch program, and have it ready to present to the Leadership Council by May 1st, 2012. 
· Measurement:  
· Will have completed the TechLaunch program  by May 1st 2012.
· Action Item 2:  The Kaysville Center will present the TechLaunch program to the Leadership Council by May 1, 2012.            

· Measurement:  
· Will have completed the TechLaunch program and presented it to the first meeting of the Leadership Council after May 1st 2012.
· Action Item 3:  The Kaysville Center will begin presentation to interested Network centers by June 31, 2012.
· Measurement:  The Kaysville Center will have made contact with and  begun presentations to interested Centers by June 31, 2012.
4) Strategy:  Increase RESPECT from stakeholders and partners. 
Approach – First, meet or exceed all performance expectations both at the Network and Center levels, then make sure key stakeholders are aware of accomplishments.
Deployment - 
· Action Item 1:  The Kaysville SBDC Center will achieve a high level of economic impact.   

· Measurement:  

· Balanced scorecards are tallied monthly and distributed by the Lead Center to the Centers, Hosts and Partners to show professional progress. The Kaysville Center Director personally communicates results to its hosts quarterly.
· Kaysville Center will meet or exceed the federal and state goals/standards.   

· Kaysville Center – will achieve 25% response rated  on the annual national impact survey.  

· Network agrees on one set of economic impact definitions.  The Kaysville Center currently applies the agreed upon economic impact definitions consistently and uniformly. 
· Action Item 2:  The Network will undertake new methods to communicate the success of the SBDC Network and to strengthen the SBDC brand.  
·  Measurement: 

·  An E-newsletter is published and distributed by the Lead Center and sent to stakeholders and funding partners at least twice annually.    

· The Kaysville Center will create one video of a success story client annually. Videos are posted on the Network website.
· Lead Center purchases a roll-up advertising banner for each center for display and trade show purposes.  The banner will have used by the Kaysville Center in its promotions and in the NorthFront BRC lobby.

Action Item 3:  Increase potential for federal funding.

Measurement:  
· Network becomes fully accredited with ASBDC and SBA.
· Lead Center submits all reports to the SBA error free and on time.  Centers submit all SBA reports to the Lead Center error free and on time.   

· The State Director participates in the Spring ASBDC meeting and continues to build strong ties with Utah’s congressional delegation.

Action Item 4:  The Network will create a statewide advisory board to promote the SBDC within Utah.    

Measurement:  
· Lead Center creates an advisory board and hold meetings at least twice per year. 
· The Leadership Team approves the board members recommended by State Director.    

Action Item 5:  Increase potential for additional state funding.  The Network will continue its legislative education program including 1) a Small Business Day at the legislature, 2) client of the year awards for one client from each center. The Kaysville Center will nominate one client for this award 3) 11 published success stories each quarter for a total 44 per year.  The Kaysville Center will nominate one client for this award each quarter.  4) encourage the presentation of success stories by each center to the client throughout the year.     

Measurement:  
· The Lead Center plans a Small Business Day at the legislature.  The Kaysville Center will provide client information and participate in the annual Small Business Day, especially creating connections with their regional senators and representatives.
· The Lead Center plans and presents a client of the year award from each of the 11 centers.  The Kaysville Center will choose its client of the year from current year success stories and provide client name to the Lead Center. 
· The Lead Center publishes 11 success stories each quarter for a total of 44 stories annually.  The Kaysville Center will continue to provide one completed success story each quarter on time to the Lead Center.  
· The Lead Center publishes and frames one quarterly success story for each Center.  The Kaysville Center will present the quarterly framed success story to corresponding client, and involve local business and community leaders in the presentation of the success story.    
· The Lead Center posts the success stories on the website and distributes/provides access to the funding partners (Hosts, GOED and SBA) and others.

5) Strategy:  Add value to HOST INSTITUTIONS.
Approach – Align Center strategies, services and market segments to complement host institution regional economic development efforts.

Deployment -

Action Item 1:  The State Director will meet with all hosts to discuss the hosts’ economic development strategies.  The objective will be to build strong relationships with hosts and thereby build a strong SBDC Network that provides high quality services to small businesses while earning the respect of the hosts.       

Measurement:  

· State Director holds a meeting with all hosts to explain the strategic plan, legislative education plan, and to understand the needs of the host.    
· State Director meets with each host administrator twice per year to discuss how the SBDC can most contribute to each hosts’ needs.    
· The Kaysville Center will identify the needs of the NorthFront BRC and DATC with respect to Utah System of Higher Education (USHE) and Utah Cluster Acceleration Partnership (UCAP, and provide support as needed.) and will meet with host representative at least once each month.
Action Item 2:  The Kaysville Center will support the economic development mission of its host institutions.    

Measurement:  

· Kaysville Center Director will meet with hosts to determine overall needs.  Host needs are shared by Center Directors with the Leadership Team.  Best practice services are deployed, as needed and as defined by the State Director.
· The Kaysville Center  will continue to be  involved in existing host programs including Idea to Concept competition, NorthFront Entrepreneurial Alliance meetings, Young Entrepreneurs Boot Camp, Entrepreneur Launch Pad, Women Business Conference, Entrepreneurship Seminar programs, and business training programs.
· SBDCs located with hosts that have graduate business students develop and deploy on-going student consulting opportunities with SBDC clients.     

· Assessment of Centers’ support of hosts’ needs is evaluated during the annual Lead Center site visit with host, Center Director, and State Director present.  

· Kaysville will have created at least 2 media/press releases each year for significant client accomplishments recognizing the host institution.   

6) Strategy:  Position Utah SBDC Network as a CORNERSTONE in Utah’s economic development. 
Approach – Proactively cooperate with other economic development service providers, but also leverage Network capabilities and market presence throughout the state to secure an enduring and key role for SBDC.

Deployment - 
Action Item 1:  Develop relationships with other service providers to understand their strategic plans and coordinate with them.    
Measurement:  

· State Director discusses with GOED their strategy for the BEAR and Business Resource Center (BRC) programs. 
· Kaysville Center will have developed measurable action plans to maintain and to develop relationships with existing and new service providers. This will be accomplished by December 31, 2012
Action Item 2:  Develop a reputation among clients of being the “go to” organization for small business counseling, training, research and referrals.  
Measurement:  

· Deploy statewide a “resource navigator” to allow counselors to identify and direct a client to the best assistance.    
· Kaysville Director will develop take home content packages based on client needs. This will be done by March 31, 2012.   

· Kaysville counselors will continue to input client data into CenterIC and identify the client by target market when CenterIC is updated.  

· Network analyzes CenterIC client data to determine how well we are reaching our target markets.      

· Kaysville Center will continue to provide a high level of customer service—using follow up contact, client surveys, acknowledgement of progress, providing referrals, etc.  
Action Item 3:  Participate in area and state-wide economic development projects and conferences.  Be visible and always strive to improve our brand.
Measurement:  

· State Director participates in Governor’s Economic Development Conference.
· Kaysville Center will have developed measurable action plans to maintain and to develop new relationships with economic development groups.  This will be done by June 2012.
7) Strategy:  Increase CAPACITY to serve clients. 
Approach – Strategies 2-6 will have the impact of increasing demand for SBDC services, which will be met 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 self-serve client services, and (5) secure additional funding to meet increasing demand.
Deployment - 
Action Item 1:  Focus service capacity toward high potential clients.      

Measurement:  

· Network refines the client intake and assessment process. 

· Kaysville Center clients will complete self assessments to ensure that counseling targets the real issues. This will be completed as directions are provide by the Lead Center.
Action Item 2:  Kaysville Center will review existing client training offerings and refine them to meet changing needs.        

Measurement:  
· Kaysville Center will have reviewed training evaluations, environmental assessments to discover new trainings that meet client needs. Results are discussed and acted on by Leadership Team.  This is in progress.    

· Lead Center continues cultivating long term training sponsorship opportunities.   

Action Item 3:  Leverage Network counseling and training efforts through existing and new methods.        

Measurement:  

· Lead Center updates Operations Manual to serve as an online resource tool for all employees.

· Best practices from directors meetings are posted to the blog.   
· Kaysville counselors will have participated in co-counseling to learn from others thereby raising their skill level. This currently being done when appropriate.
Action Item 4:  Increase the Network’s online service offerings and drive more traffic to the website. 

Measurement:  

· Lead Center launches new website Q1 2012.   

· Leadership Team reviews implementation of online client routing tool. 

· Kaysville Center will have deployed Biz Smart in their regions. Deployment will consist of offering it to clients who can benefit for the program content.
· Each Center promotes the OneStop business tutorial.

· Network develops an online StartSmart offering.

Action Item 5:  All employees become involved in personal development training to enhance their skills.  

Measurement:  
· All new and existing Kaysville Center employees earn Certified Business Analyst (CBA) designation.  Andrew Willis will complete his CBA during 2012
· Brent Meikle will earn the required 30 hours per year in continuing education during 2012. 

· Counselor Certification Committee reviews the continuing education requirements and makes recommendations.  The Leadership Team reviews recommendations and takes appropriate action. 
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