	Business Planning, including Strategic Planning and Business Plan Development
	Marketing
	Communication skills
	Consulting / Counseling Techniques
	Financial Analysis
	Accounting
	Assistance with Access to Capital

	a. Identify and assess the critical business issues facing the existing business client based on inputs such as client interviews.

b. Assess the start-up client’s readiness and needs.

c. Identify available resources and tools including government regulations and services available via multiple sources.

d. Develop an action plan with activities and next steps with the client.

a. Identify and assess the critical business issues facing the existing business client based on inputs such as financial statements operating information and external customer/market data.

e. Identify different types of business plans and the purpose and use of each

f. Understand the components of a business plan and be able to explain/demonstrate them to a client

g. Effectively assist clients to develop a business plan

h. Identify and convey to the client the basic steps and considerations for starting or buying a business or franchise and selling, transferring, or liquidating a business or franchise.

i. Assist in developing a strategic plan using tools such as a SWOT analysis, Porter’s 5-Forces or other strategic tools.

j. Effectively assist clients in implementing their business plan
	a. Direct clients to proper sources for market research (SBDC net services).

b. Assist clients in developing and implementing an action plan.

c. Effectively assist clients to understand basic selling skills

d. Effectively assist clients in developing a compelling, professional sales presentation

e. Identify and define four P’s of marketing – product, price, place & promotion

f. Identify and define the five segments of promotion – advertising, personal selling, public relations, sales promotion and direct marketing

g. Assist clients in how to do fundamental, cost effective:
1.Market research
2.Market analysis
3.Customer research
4.Competitive analysis

h. Assist clients in developing strategies and tactics to:
1. Find/acquire new customers 
2. Satisfy
3. Grow
4. Keep

i. Knowledge and understanding of how to assist clients in internet marketing campaigns.

j. Knowledge and understanding of how to assist clients in research. 

k. Knowledge and understanding of how to assist clients with Newsletters.

l.  Knowledge and understanding of how to assist clients with Blogs and other emerging electronic and social networking tools that can used by small business clients.

m. Knowledge and understanding of how to assist clients with               Relationship marketing
	a. Active listening.

b. Effective client interviewing using open-ended questions.

c. Creative problem solving.

d. The ability to handle difficult people.
	a. Display knowledge and use of effective consulting/counseling and coaching techniques. 

b. Assist client to set goals within an action plan.

c. Understand how to develop a standard consulting/counseling session outline that serves as a diagnostic tool for effectively assessing the client.

d. Identify consulting/counseling tools/resources and how they would be used.

e. Understand and demonstrate when to use team based consulting/counseling.

f. Understand how to use SBDCNet, any web-based client database, such as Neoserra, and consulting/counseling resources and how to develop effective counseling session notes and documentation.

g. Demonstrate understanding of identifying high growth/high opportunity clients and how to engage the state/region-wide services available.

h. Demonstrate an understanding and awareness of Cultural diversity.

i. Understand and comply with the State/Region Code of Professional Conduct:
1.Conflict of interest policies
2.Client confidentiality requirements
3.Ethics
4.Educational or host organization policies (to be covered by College or host organization)
5.Introduction to core competencies
	a. Identify businesses costs.

b. Determine what the gross profit margin is and relate to the client why it is important.

c. Determine what sales volume is needed to break even.

d. Know the effect of delayed collections on cash flow.

e. Know the difference between margin and markup.

f. Know how to monitor gross, operating, and net profit margins.


	a. Be knowledgeable of and have a basic understanding of electronic and paper recordkeeping systems.

b. Be knowledgeable of Cash basis vs. Accrual basis of accounting

c. Be Knowledgeable of federal, state, and local taxes.
	a. Identify financing sources to include:
1.State and local loan/economic development programs
2.Federally sponsored programs
3.Banks
4.Internal methods of financing – bootstrapping
5.Initial public offering, funding using an LLC
6.Angel investing groups
7.Venture capital
8.Equity capital

b. knowledgeable of credit reports and credit scoring.
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