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LETTER FROM THE EDITOR

Thanks to those who have
reported their contract awards
since July 1, 2007! Nine busi-
nesses have reported contracts
totaling $215,443,203.29 creat-
ing 29 new jobs and retaining
148. Contracts are the corner-
stone of your success! Reporting
your contracts helps to open new
prime and subcontracting gov-
ernment and large business con-
tracting opportunities for your
company and also increases the
overall economic development
impact for the City of Peoria and
our North Central region.

Be sure to take advantage of
the U. S. Small Business Admini-
stration’s latest online free
course, Business Opportunities: A
Guide to Winning Federal Con-
tracts, an instructional, self-
paced guide that is easy to fol-
low and available on SBA’s web-
site at www.sba.gov/training.
From the SBA training site, click
on the menu of free online
courses, and then select the first
course listed under Government
Contracting.

The Business Opportunities
online course is designed for all

small businesses and provides
information about the $400 billion
federal market, contract rules,
and where to find contract oppor-
tunities and how to sell to the
government. The course module
includes more than 40 links high-
lighting the best contracting re-
sources. Once you have completed
the 30-minute tutorial you can
earn a Certificate of Completion
which you can print at the conclu-
sion of the course. You can lever-
age the information in this course
with the services of our IL PTAC @
ICC by working with us to identify
opportunities and win contract
awards.

Plan to attend our upcoming
March 31°t Workshop - “How to Do
Business with the Par-A-Dice/Boyd
Gaming, Archer Daniels Midland
(ADM), and River City Construction
- to gain important information to
increase your sales to large busi-
nesses. The cost for attendees is
$35 per person and includes re-
freshments and classroom materi-
als. Watch for additional informa-
tion in the near future via e-mail.

Additional tips and tools for
building strategic government

contracting relationships and
winning government prime and
subcontracting contracts:

*Take advantage of additional
upcoming events listed in our
newsletter and trade shows -
Heart of IL Trade Fair on October
1, 2008, at Illinois State Univer-
sity - for more details, visit
www.suppliercouncil.org.

*Follow up with contacts that you
make at our IL PTAC workshops -
give them a call and schedule an
appointment to talk with them,
present the benefits of your
products and services, and show
how your products and services
may be the agency’s solution.

Be pro-active in developing
relationships with government
agency and large business con-
tacts - keep in contact with them
throughout the year, let them
know when you have new products
and services, and ask for their
assistance, knowledge and experi-
ence in helping you be successful.

Sincerely,
Susan Gorman
Director

FEBRUARY’S WORKSHOP SUCCESS

The Procurement Technical
Assistance Center at Illinois Cen-
tral College would like to thank
all who attended the February
workshop “How to Do Business
with the Peoria Housing Author-
ity, City of Peoria and River City
Construction.”

This workshop was a wonderful
success and we have the excel-
lent presenters and attendees to
thank for that.

Karen Roush of the Par-A-Dice
Hotel & Casino gave us a mini
preview of what is to come at our
March Workshop, and Yvonne
Long of the Peoria Housing Au-
thority followed with valuable

insights on the needs and require-
ments of the PHA.

City of Peoria’s Chris Switzer
and Dave Watkins helped us navi-
gate through the City of Peoria
Purchasing Departments and the
needs and requirements they have
in place to date.

Kevin Carter of River City con-
struction gave first-hand knowl-
edge and inspired the crowd with
his true-life tales. It was a re-
minder to the crowd that when
there is a will, there is a way.

National City Bank representa-
tive Mr. Ryan Alwood gave a great
presentation on the many tools
and opportunities National City

has to offer business owners
and operators; large and small.

Allen Kilgore representing
the U.S. Small Business Admini-
stration, offered valuable infor-
mation about the different
programs and services the SBA
offers including business coun-
seling and information regard-
ing different financing options.

PTAC thanks all of the pre-
senters and our attendees for
such a wonderful workshop and
we look forward to seeing you
all again in the near future at
next workshop on March 31.

Thank you.
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SUN MoON TUE WED THU FRi1

For more information on the following events, please refer to
appropriate website.

March 3-6 — RES2008: Reservation Economic Summit &

9 10 11 12 13 14 15 American Indian Business Trade Fair

www.ncaied.org

16 17 18 19 20 21 22

¢ March 6—John Deere Supplier Diversity Symposium

www.suppliercouncil.org

23 24 25 26 27 28 29

¢ March 13—Central IL Manufacturing & Technology
Roundtable, Decatur, IL

30 31

www.suppliercouncil.org
¢ March 31 - PTAC Workshop: How to do Business with

’ ADM, the PAR-A-DICE Hotel & Casino, and River City
P H Construction

¢ March 31 - Powerful Communication Skills for Women

MoN TUE WED THU Clarion Hotel Event. # 1723374, Bloomington, IL

1 2 3 4 5 www.NationalSeminarsTraining.com or 1-800-258-7246

¢ April 17—Alliant Energy Supplier Diversity Symposium,
6 7 8 9 1 O 1 1 12 Madison, Wisconsin

www.suppliercouncil.org

13 14 15 16 17 18 19 « April 22-23 —Partners for Profit Trade Fair, Green Bay,
Wisconsin

20 21 22 23 24 25 26 www.suppliercouncil.org

¢ July 7-10 — the 4th Annual National Veteran Small Busi-
ness Conference & Expo.

27 28 29 30

www.nationalveteransconference.com

* September 30 & October 1 —Heart of Illinois Trade Fair,
ISU, Normal, lllinois

« H OwW TO DO B USINESS WITH... ”? www.suppliercouncil.org
A D M 5 R IVER C ITY C ONSTRUCTION 5 & ¢ Oct. 26-29- National Minority Supplier Development

Council (NMSDC) Conference & Business Opportunity

P AR- A - D ICE H OTEL & C ASINO Fair, Las Vegas Convention Center, Las Vegas, Nevada

The Procurement Technical We are very excited to present
Assistance Center at |Illinois  this workshop to our clients and
Central College will be hosting  hope it brings many opportunities
a workshop on March 31st that to the table for our clients and
will be showcasing Archer  possible future clients.

Daniels Midland, The Par-A-Dice PTAC will be sending out the
Hotel & Casino owned by Boyd  f|yer & registration form for the
Gammg,, and River City Con-  yncoming workshop in the up-
struction. coming week.

Archer Daniels Midland (ADM) We look forward to seeing you
Diversity Director John Taylor parel
will be presenting alongside
Purchasing Director Karen
Rousch of the PAR-A-DICE Hotel
& Casino and River City Con-
struction’s Director of Business
Development Kevin Carter.

Do you know of an event that we have failed to list?
Please let us know! Email or phone Stephanie at

stephanie.hiltsley@icc.edu or (309) 999-4592
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SECOND ANNUAL BUSINESS, COMMUNITY AND
NOT FOR PROFIT FINANCE AND RESOURCE

WORKSHOP

“Meet with banks as well as alternative and gap

financing resources for your business, community

or not for profit.”

The Illinois Department of Commerce and Eco-
nomic Opportunity; Opportunity Returns North

Central Region along with the Economic Develop-

ment Council for Central Illinois and the Peoria
Area Chamber of Commerce will be hosting a
finance & resource workshop.

This forum will offer financing alternatives for
business startups, expansions, ongoing business
activities, not for profits and communities. Pre-
senters will include; State and Federal resources
as well as often overlooked resources such as
available Revolving Loan Funds and specialized

financing for not for profits.

Traditional banking institutions will be on hand to

meet and network with businesses and
showcase their products and services.
This event will take place Friday April
18, 2008 at the Holiday Inn City Centre
500 Hamilton Blvd. Peoria. The work-
shop will be held from 9:00 am - 3:00
including a networking opportunity and
lunch.

The cost for businesses attending this

event will be $20.00 per person which includes

lunch.

Please register for this event by logging onto http://
www.peoriachamber.org/register/ and click on Busi-

ness Finance and Resources Workshop.
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HSIEC 2008 ILLINOIS HOMELAND SECURITY
INNOVATION CHALLENGE

The Illinois Homeland Security Inno-
vation and Entrepreneurship Center at
Northwestern University (HSIEC), part
of the Illinois Entrepreneurship Network
(IEN), announces a competition for
promising homeland security technol-
ogy solutions.

The Illinois Homeland Security Inno-
vation Challenge is a competition to
identify up to six Illinois-based compa-
nies with innovative technologies that
specifically address the stated technol-
ogy needs of the Department of Home-
land Security’s Science and Technology
Directorate (DHS S&T). The specific
topics that the applicant’s proposal
must address can be found in a DHS
S&T document entitled “High Priority
Technology Needs,” or by the topics
identified in DHS S&T’s Broad Agency
Announcement (BAA) 08-01, “Long
Range Broad Agency Announcement”
research solicitation. Links to these
documents are found on the menu bar
to the right.

The specific topics fall into the fol-

lowing high-level categories:
o Border Security « Cargo Security e
Chem/Bio Defense « Cyber Security e
Explosives Prevention e« Incident Man-
agement « Information Sharing e Infra-
structure Protection e« Interoperabil-
ity « Maritime Security  People Screen-
ing

Successful candidates will have the
opportunity to engage Civitas Group,

http://www.hsiec.org/dojo/22/v.

sp?p=/innovationchallenge

llc, a Washington, DC area strategic
advisory and investment firm serving
the homeland and national security
markets, in a project valued at up to
$25,000. Civitas Group will provide
some or all of the following services,
depending on the agreed upon scope of
the project:

1. Assist the company to shape and
write the BAA white paper as described
in the solicitation for HSARPA BAA 08-
01, including direct work with the
founder of the Homeland Security tech-
nology enterprise in the Federal Gov-
ernment, Dr. Penrose "Parney” Al-
bright.

2. Conduct a strategy review and
identify the top prospects for penetra-
tion in the Homeland security market
including assessment of the potential
for partnerships with major integra-
tors, direct work with federal agencies,
and avenues for attaining footprint in
the state, local or commercial mar-
kets.

3. Assess required next steps to at-
tain further funding and identify most
likely funding sources.

4. Provide ongoing advice and coun-
sel as the company matures.

5. HSIEC will provide up to a $12,500
grant toward the project, with each
awardee providing a 100% cash match.

6. Grant applications must be submit-
ted by 5:00 PM March 21, 2008 and be
completed in accordance with instruc-

tions established by the Illinois HSIEC.

About I1linois HSIEC

HSIEC delivers specialized business
development assistance in homeland
security as part of the Illinois Entrepre-
neurship Network through a joint effort
between Northwestern University and
the Homeland Security Market Develop-
ment Bureau (HSMD) within the Illinois
Department of Commerce and Economic
Opportunity (DCEO). The Center was
launched in October 2005 with $350,000
in Opportunity Returns support provided
by Gov. Rod R. Blagojevich.

About lllinois Entrepreneurship Net-
work

IEN is an umbrella organization for all
Illinois" entrepreneur and small business
services. IEN partners with well-
respected business development organi-
zations and educational institutions that
work with clients who have the vision
and potential to become high-growth
enterprises. IEN’s suite of services in-
cludes the IEN Helpline, high growth
Entrepreneurship Centers (EC), Small
Business Development Centers (SBDC),
Procurement Technical Assistance Cen-
ters (PTAC) and International Trade Cen-
ters (ITC) / NAFTA Opportunity Centers
(NOC). For more information, visit
http://www.ienconnect.com.
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CONTRACTS

ARE THE

CORNERSTONE

As a recipient of federal
funding, we must docu-
ment the government
prime contracts and sub-
contracts that our clients
secure, and our funding
dollars for our no-charge
services are based on an-
nual goals we must either
meet or exceed. In order
for us to continue to pro-
vide that support and con-
tinue to you with free ser-
vices, it is necessary to
collect certain data each
month.

Below is an example of

what we are looking for. It
is a simple form listing the
contracts you have won.
We are only asking you to
send us an email or quick
fax to let us know about
your company’s contract
award successes. Please
help us help you! Show-
casing your success will
open doors to additional
prime and subcontracting
opportunities for Central
lllinois as a whole.

Thank you in advance for
your feedback.

Please send your contract
information to Stephanie
or Jeri. They can be
reached by the following:

Stephanie MacMillan
Administrative Assistant
Stephanie.hiltsley@icc.edu
Phone: 309-999-4592
Fax: 309-999-4538

OR

Jeri Dietrich-Clark
Program Specialist
Jeri.dietrich@icc.edu
Phone: 309-999-4591
Fax: 309-999-4538

REPORTING YOUR CONTRACTS

This is an example of a completed Contract Reporting Form. This form is an easy fill-in-the-blank form that we provide to you once every

two weeks by email.

EXAMPLE: As a result of assistance given to our company by the lllinois Procurement Technical Assistance Center, | am pleased to in-

form you that we have received the following government contract(s) for the time period of: [Type Date Here].

(If subcontracted, please list the purchasing agency and the prime contractor)

Purchasing Agency/  $ Amount Contract Product/ Service Agency Date of Award Jobs Created Jobs Retained
Contract Number Type Type

[Enter Purchasing $7900 P Drywall S 07/15/2008 1
Agency & Contract #]

[Enter Purchasing $20000 P Chain link fence  F 07/23/2008 2
Agency & Contract #]

[Enter Purchasing $2500 P painting 0 07/01/2008 O
Agency & Contract #]

[Enter Purchasing $2500 S Carpet cleaning D 08/02/2008 1
Agency & Contract #]

[Enter Purchasing $2300 S posts S 08/20/2008 O

Agency & Contract #]

TOTAL $35,200

Number of BIDS submitted:
Authorized Signature & Title

Contract Type Classification:
Agency Type Classification:

11

Bob The Builder owner

P - Prime Contractor / S - Subcontractor
D-DoD / O-Other / F-Federal / S- State

Company: Bob’s Co.



IL PTAC at Illinois
Central College

115 S.W. Adams Street
Perley Building, Suite 120
Peoria, IL61602

Phone: 309-999-4592
Fax: 309-999-4538
E-mail: stephanie.hiltsley@icc.edu

We are on the web!

www.icc.edu/ptac
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IS SOMETHING
MISSING?

Let us know! If there is any-
thing you would like to see us
include in our newsletter, let
us know about it. Contact
Stephanie MacMillan at (309)
999-4592 or email her at
stephanie.hiltsley@icc.edu.
Thank you!

TERRIFIC TIPS & TOOLS

Simple Guidelines for Achieving Marketing Success with Gov-
ernment Agencies & Large Businesses

Rule 1: Discover your target market and profile that particular market’s
desires and necessities to better understand your market and the importance
of the services you can provide them.

®  Survey the top ten agencies with the largest procurement budgets and
determine whether they have bought and will buy your products and
services.

Rule 2: Market the benefits of your product(s). Traditional benefits include
but are not limited to: time-saving, money-saving, and the promise of effi-
ciency and general improvement.

®  Build your marketing tools which should include a brief capability state-
ment, brochure, and a sample of your work.

Rule 3: Once you’ve caught the attention of a possible client, its time to
“seal the deal”. You must impress upon the possible client the benefits of
your services and convince them your services can best suit their needs.
Catching the client’s attention is only one step to this process. Now you need
to take that leap and “seal the deal”.

L Visit Small & Disadvantaged Business Utilization Specialists (SADBUS) at
your targeted agencies and Small Business Liaison Officers (SBLOS) at
large prime contractors to talk about how you can help them accomplish
their mission with your products and services

Rule 4: Live up to the standards you’ve set for yourself with your new cli-
ents.

®  Follow up! Once you have bid on an opportunity with the agency, track
your procurements every step of the way! The best way to do this is to
call and visit every office where paperwork will stop. The goal of this
extensive communication is to convince your customer that there is
little or no risk in doing business with you.

Rule 5: Take advantage of the IL PTAC @ ICC’s no charge government con-
tracting services.

Call today for assistance with counseling/consulting, pricing histories, mar-
keting and selling strategies, contacts, certification assistance, internet re-
search and fee-based informational and networking workshops.

MOMENT OF
INSPIRATION

RANDOM
FACTIOD

In spirit of St. Patrick’s Day.
This factoid is themed:

In Irish tradition the Shamrock
or Three-leaf Clover represents
the Holy Trinity: one leaf for
the Father, one for the Son
and one for the Holy Spirit.
When a Shamrock is found
with the fourth leaf, it repre-
sents God's Grace.
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Susan Gorman
Director
sgorman@icc.edu
Phone: 309/999-4590
Fax: 309/999-4538

Jeri Dietrich-Clark
Program Specialist
jeti.dietrich@icc.edu
Phone: 309/999-4591
Fax: 309/999-4538

Stephanie MacMillan
Administrative Assistant
stephanie.hiltsley@jicc.edu
Phone: 309/999-4590
Fax: 309/999-4538



