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Notes from Terry Cowan’s Presentation

Contractor Assumptions

1.  Easy to set up – harder to get attention of small businesses than originally thought
2.  Easy to increase numbers

3.  Clients would “want” the training

4.  Congress/SBA would provide adequate funding – budget reductions every year

5. Took time to work collectively

6.  Program delivery to a metro area had different mind set than rural area

Barriers

1.  Work time for training
2.  Partnership with other chambers limited their participation

3.  Took time to network with other SBA providers
4.  Took time to get started at the very beginning of the grant

What Worked

1.  Niche connections – loan companies, insurance companies 
2.  Rotary, chambers, TV partners – let them be your sales force
3.  Incentives/vouchers

4.  Radio ads – 30 to 60 second spots during prime time/rush hour

5.  Leveraging materials that are already available

What was Modified

1.  Did not go to the SBDC locations – seminars cost less with SBDC help
2.  Satellite down links – not cost effective, needed multiple sites

3.  Small Businesses are not a cost effective market - need the subsidy to maintain either from Federal or State, preferred vendor concept – unit cost high
Sustainability

1.  Preferred vendor law – national, state, city, county, etc. (Example - Florida)
2.  Workers compensation discount

3.  Local SBA support

4.  More effective lobby support

5. Convincing return on investment (ROI) data

6.  Mandatory programs- required for commercial insurance 

8.  DFWP seal/symbol
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