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Vernal Office

Utah Small Business Development Center Network

2012-13 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. 
Action Item 1 – Center Director will participate on a state-wide Leadership team, meeting quarterly and ad hoc as needed. Target customers, products and services will be evaluated and the deployment of state-wide objectives into regional center action-steps will be assessed. Appropriate actions will be identified and implemented state-wide.
Deployment – Initiate January 2012.  In January 2012 the Vernal Director will participate in the quarterly team meeting scheduled to coincide with the Rural Business Day held in the Capitol Rotunda.
Intended Result: By participating in the planning process we intend to help influence the direction of the state strategic plan for the better.
Action Item 2 – Center Director will participate in an Annual Planning Retreat. Network strengths and weaknesses; environmental threats and future opportunities will evaluated and addressed. Implications for long-term strategic objectives and short-term action plans will be assessed and state-wide implementation plans deployed.
Deployment – Initiated.  In October 2011, the Vernal Director participated in a two-day strategic planning retreat.  This document is a result of that planning retreat.  The VRD will continue to participate in quarterly and annual planning meetings. 
Intended Result: By participating in the annual retreat, we intend to help influence the direction of the state strategic plan for the better.
Action Item 3 – Center Director will co-counsel with other Regional Centers as requested and seek their assistance as needed. 
Deployment – Fully Deployed.  The Vernal Director has been and will continue to co-counsel clients with other centers as the need arises.  The Vernal Director will continue to look for opportunities to alleviate the load of start up businesses including an online startup course discussed later in this document. 
Intended Result: By co-counseling with other Regional Centers we will assist in alleviating their work load and fill slack time at our center as well as providing a better, timelier product to the client.
Action Item 4 – Center Director will create the State SBDC Blog which will be designed as a best practices and motivational forum for Regional SBDC offices to collaborate and read about the practices and news items of other Regional Offices.
Deployment – January 2012.  The Vernal Director is currently gathering information from other regions pertaining to the blog and what they would like to see in it and what they would like to see it used for. 
Intended Result: By providing a BLOG for network news centers will be better able to share and improve processes as well as feel like they are part of something bigger than their individual center.
Action Item 5 – Center Director will create an online “Business Turnaround” class for use by all Regional Centers who find a need.
Deployment – Beta Version January 2012.  The demo version of the class will be ready and presented to the other Regional Directors in the January QDM for review.  Refinements will then be put in place with full deployment expected in July 2012.  The class will then be refined and adjusted on an ongoing basis through 2013 at which time the viability of the product will be reviewed. 
Intended Result: By creating an online class that facilitates training and counseling distressed companies, we will ease burdens at over-worked centers, target one of our designated client groups and gain a reputation with stakeholders and partners around the state that goes beyond startup counseling.
2) Strategy:  Identify HIGH POTENTIAL markets and clients and go after them. 

Action Item 1 – Verify local markets that fit statewide “Strategic Markets” initiative.
· Meet with the following and record their impressions of local strategic markets.

a. Tammie Lucero – Uintah Economic Development

b. Irene Hansen – Duchesne Economic Development

c. Brian Raymond – Daggett Economic Development

d. Economic Development District Board

Deployment – Initiated.  The assumption is that the markets the Vernal SBDC will focus on will be;

a. Economic Gardening “Sweet Spot” Clients
b. Start up Clients with Capacity
c. Distressed Companies
d. Under served clients (Ute Tribe)

These seem like the logical targets based on experience but, we are currently seeking validation through the afore mentioned economic development professionals whose opinions will be considered along with the needs of the online clients for the state of Utah which are served by this center. 
Intended Result: By consulting with these economic development professionals we will verify our assumptions or gain a better understanding of our market.
Action Item 2 – Marketing to Target Markets.  Target services to specified markets to educate and inform them regarding our services.

a. Economic Gardening “Sweet Spot” Clients

· Email Campaigns

· Web Site Promotion

· Participation on counsels and committees including:

i. Economic Development District

ii. Federal Reserve Sovereign Lending Task Force

iii. Chamber of Commerce Symposium Committee

iv. DWS Regional Council
b. Startup Clients with Capacity

· Bank Referrals

· Publicizing Success Stories

· Screening clients as needed

c. Distressed Companies

· Bank referrals

· SBA referrals

· BEAR Program
· Advertising online class via webpage and state newsletter/blog

d. Under served clients (Ute Tribe) 
· Efforts to work with the Tribal Business Committee will continue

· BEAR program 

· Partner with Duchesne Chamber of Commerce in training offerings
Deployment – Initiated.  The Vernal SBDC has always served these clients.  The difference now is that we are starting to market to specific segments in order to better achieve the statewide goals and statewide market segments. 
Intended Result: By targeting these client segments we will assist the state in accomplishing statewide goals as well as increase the number of high quality, highly prepared clients or provide service to those who may have the greatest need.
3)  Strategy:  Increase DEMAND for our services from high potential clients.
Action Item 1 – Target programs and services to selected high potential markets, as described in the Action Items of Strategic Objective 2
Deployment – Initiated (as described in Objective 2, action items)
Action Item 2 – Publicize efforts of clients selected for Quarterly Success Stories with local legislators, bankers, host institution and other stakeholders.
Deployment – Fully Deployed
Action Item 3 – Partner with and volunteer time to the local High School Future Business Leaders of America (FBLA) club as most of their parents are successful local business people.
Deployment – Partially Deployed  The Vernal Director has become a “Professional Member” of FBLA – Phi Beta Lamda (using personal funds) and participated in the fall leadership retreat.  A research project to be done by FBLA students has been organized with a client and will begin in January 2012 and be completed in May of 2012.  The Vernal SBDC will host the Uintah FBLA Fall Leadership Retreat (where new members are trained) in September of 2012.  The FBLA director has also inquired regarding our interest to Judge projects at the Regional Competition in February of 2013. 
Intended Result: Because of our involvement with the local FBLA group, we can achieve a little of the synergy seen by SBDC centers in larger cities working with graduate students at their host institution.  We can gain on the ground research using student labor, provide promotion for our center and become a more integral part of the business community as most of the youth in the program have parents who are successful local businesses.
Action Item 4 – Continue with online training specialization which gives the local center a statewide presence and reputation via statewide success stories.
Deployment – Fully Deployed  The ususbdc.org website continues to improve as an online training center is has obtained number one rankings regularly in Yahoo and Google search engines under the search “Utah Business Counseling” surpassing the state GOED and SBA sites in ranking.
The next phase will be to add the Business Turnaround Class in early 2012 as discussed elsewhere in this plan followed by a startup tutorial.  The startup class will be beta tested in Winter 2012 and presented to the Regional Directors in the January 2013 Director’s Meeting. 
Intended Result: By providing online counseling and training we ease the burden of other centers and provide a timely, convenient product to our clients.
Action Item 5 – Market online Business Turnaround course to banks and SBA.
Deployment – April 2012.  The demo version of the class will be ready and presented to the other Regional Directors in the January QDM for review.  Assuming there will be revisions, the final product will be ready to market outside the network in April 2012. 
Intended Result: By providing this service to banks, we impress those partners and educate them as to other services provided besides business plan training for startups.  There is continuous need for this product.  Some businesses struggle even during good economic times.
4) Strategy:  Increase RESPECT from stakeholders and partners.
Action Item 1 – Deliver high quality, value-added services that produce results and create economic impact
Deployment – Fully Deployed
Action Item 2 – Communicate results and Success Stories with local and regional stakeholders and partners.
Deployment – Fully Deployed
Action Item 3 – Interact with stakeholders through committees such as Economic Development District, DWS Regional Council and USU Business Outreach Support Services (B.O.S.S.).
Deployment – Fully Deployed  
Action Item 4 – Relate efforts at the state level such as the Business Turnaround class, BLOG, online counseling, etc. to local partners and stakeholders.
Deployment – February 2012  The Vernal SBDC has related local efforts to local stakeholders but not state level items which we will begin to do once we collect that information
Action Item 5 – Submit success stories for lead center distribution.
· Deployment – Fully Deployed
5) Strategy:  Add value to HOST INSTITUTIONS. 
Action Item 1 – Participate in any opportunities with the Energy Research side of the USU Bingham Building.
Deployment – Partially Deployed  Greater efforts need to be made to be included and recognized as a vital part of research commercialization.  This can only be done by trying to fit into the BEERC programs, which is already being done to some extent.
Action Item 2 – Operate Bingham Entrepreneurship Center Incubator.
Deployment – Fully Deployed  The Vernal SBDC currently oversees two clients in the Bingham Incubator.  In January, one of those clients will have been involved long enough to begin paying rent at 50% of Market rate.
Action Item 3 – Interact with stakeholders through committees such as Economic Development District, DWS Regional Council and USU Business Outreach Support Services (B.O.S.S.).
Deployment – Fully Deployed  
Action Item 4 – Communicate SBDC impact and results to USU administration during regularly scheduled interviews, meetings, and reports.
Deployment – Fully Deployed with alterations The Vernal SBDC has related local efforts to USU administration before but not state level items which we will add to our presentations once we collect that information.
6) Strategy:  Position Utah SBDC Network as a CORNERSTONE in Utah’s economic development. 
Action Item 1 – The center director will take the lead in local efforts when possible.  Fully support others in those leadership positions when not taking the lead position for the event.
Deployment – Fully Deployed
Action Item 2 – Maintain contact with other business and economic development service providers and Co-sponsor programs and projects.
Deployment – Fully Deployed
Action Item 3 – Provide energy research for well drilling, permits and completions which are unique and valuable but other entities are not pursuing.
Deployment – Fully Deployed  
Action Item 4 – Serve the Utah SBDC Network on the Counselor Certification Committee, helping to insure high standards for the organization.
Deployment – Fully Deployed  
7) Strategy:  Increase CAPACITY to serve clients. 
Action Item 1 – Continue online counseling and training classes like BizSMART, One-Stop Registration and Business Turnaround
Deployment – Partially Deployed  The Business Turnaround class is in development.  Other classes are in full operation.
Action Item 2 – Continue to search for outside grant opportunities to increase capacity without increasing workload.
Deployment – Fully Deployed
Action Item 3 – Create an online  business startup matrix and class
Deployment – August 2012  This class will be ready for Beta testing and review by Leadership Team at the fall Quarterly Director’s Meeting.  
Action Item 4 – Utilize High School FBLA students to provide client research.
Deployment – January 2012  The Vernal SBDC has coordinated the planning of a market research project to be conducted by the Uintah FBLA chapter.  The client will receive quality marketing information and the FBLA will use the process as one of their competition projects.
Action Item 5 – Participate in co-counseling and co-training events across the network..
· Deployment – Fully Deployed
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