The Greeley/Weld Small
Business Development Cen-
ter (GWSBDC) is proud to
be hosted by the Monfort
College of Business Admini-
stration, the State of Colo-
rado. Sponsors include the
Small Business Administra-
tion, State of Colorado, Aims
Community College, Greeley
Chamber of Commerce and
the City of Greeley. The
GWSBDC works hand in
hand with these organiza-
tions as well as other organi-
zations dedicated to the eco-
nomic development of busi-
nesses in Greeley/Weld
County.

The purpose of the
GWSBDC is to provide
FREE business counseling,

access to resources, and also

classes for new and existing
businesses which can en-
hance their successful start-

up, expansion, and devel-
opment efforts.

The GWSBDC is lo-
cated in the Greeley Cham-
ber of Commerce Building,
902 7th Avenue in Greeley.
Office hours are 8a.m. to 5
p.m., Monday thru Friday.

Call today to schedule
you FREE appointment
with us!

The Greeley/Weld Small
Business Development
Center offer&REE busi-
ness counseling assistance
in:

- Business Plan Creation

- Marketing/Advertising

- Financial Management
- Loan Proposals

...and much more!

Get ready to take notes be-
cause this upcoming finan-
cial seminar will provide
you, the small business
owner, with valuable finan-
cial information. This semi-
nar will cover many financial
topics including: sources of
revenue, obtaining a loan,
bank qualifications, and util-

izing your financial reports
to manage your business.
This valuable information
will provide you with the
resources to start your busi-
ness and/or expand your
business.

This seminar is going to
be administered by service

professionals who have
knowledge and experience
in the area of financial ser-
vices.

We encourage all small
business owners, new or
existing, to attend this fi-
nancial seminar!

More details on Pg. 3

Check Out Our New
Website:

www.greeleyweldsbdc.org
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Entrepreneurship - Colorado
NxLevel Training Program

The NxLevel Training Program offers
business owners the knowledge to suc-
ceed not only today but also into the
future. The program helps entrepre-
neurs develop the “blueprint” for their
future. It provides interaction with

other business owners and connects
participants with the experts and infor-
mation they need.

Course Highlights

The NxLevel program is designed for
small businesses and focuses on the
application of each of the operational
areas within a business. While basic
theory will be explored, this 15-week
program dives into the application and
execution of a strategic business plan.
Each participant will revise their exist-

ing business plan or write a new plan
using the valuable information gained
from the class.

What You Can Expect

The program addresses the special

needs of small business owners by pro-

viding a practical, hands-on and com-

men sense approach to successful busi-

ness development. As a participant,
you'll be immersed in every aspect of
running your business, from concept to
strategy, from record keeping to financ-
ing, and marketing to management.

You'll learn more than you thought
possible and not just from the instruc-
tors. Like you, your classmates are de-
termined to succeed. Together you will
share insightful ideas and offer invalu-
able support for one another.

Program Cost
Full enrollment per individual: $295.00

This course fee includes registration for
one participant and one course text-
book.

Registration
Please contact us to register:
Phone:970-352-3661
Fax: 970-352-3572
Email: valeen.thomas@unco.edu

Registrations are due no later than
Tuesday, September 3, 2008

Refunds: Individuals who drop 48 hrs.
prior to the first class session will re-
ceive a complete refund. We will be

unable to provide refunds after this
specific time.

Health insurance is an important part

of your business. A study done by Har-
vard Business Law in 2005, found that
700,000 people filed bankruptcy due to
unpaid medical bills. Do you think that

this could destroy your business?

The purpose of health insurance is to
help offset the heavy medical expenses
resulting from catastrophic or prolonged
illnesses or injuries. Policies maybe char-
acterized by high maximum limits, blan-
ket coverage, coinsurance and deducti-
bles.

When you are looking at health insur-
ance, you must look at your goals. For
example, if you have a heart attack to-
morrow, you could end up in the hospital
with bills of $200,000, $400,000 or
maybe even more! Could you afford this
amount of money?

Other factors in the policy you must
consider are the types of coverage, out of
pocket expenses and actual benefits.

Questions you should ask:
- Is the policy guaranteed renewable?

- What are the re-underwriting poli-
cies?

- Does it have 24/7 global coverage?
- How long are the rate locks?

- How much is the life time max?

- How do | choose my doctors and hos-
pitals?

These questions will determine your
risk factor and will help determine the
cost. For example, many self-employed
owners that do not carry worker's com-
pensation on themselves as per Colorado
law are actually not covered for on the
job injuries as most major medicals are
written in such a way that it must be cov-
ered by workers’ compensation. So you
can see how very important 24/7 cover-
age can be to you!

| can’t stress enough how important the
proper health insurance plan can be to the
protection of your business, your home,
your family and yourself!

American’s Health Team
Mike Figal
(970) 518-7312
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This seminar is a great opportunity to  Colorado Office of Economic Development  The cost of attendance is $20 per person

learn the essential strategies to help creat: and International Trade and a continental breakfast will be pro-
clarify, and sustain financial needs for. Weld/Larimer County Revolving Loan vided.
your small business. Check out the details Fund

Please RSVP to Val Thomas at (970)

Greeley Community Development Fund 352-3661 or Valeen.thomas@unco.edu

Details: if interested in attending.
Colorado Enterprise Fund

agenda for the day!

Seminar will be held on:
Advantage Bank

August 19th _ _ This seminar is sponsored by:
8am.-11:30 a.m. United States Department of Agriculture
. ; 9:30—10:00 Panel Session 2 - Obtain-
Seminar will be held at: . o
, ing a Loan/Bank Qualifications WELLS
Monfort College of Business FARGO

Speakers Include a Representative
From Each Organization:

Kepner Hall (UNC)
800 17th Street
Greeley, CO 80639
Seminar Agenda:
8:00 - 8:15 Continental Breakfast and

Advantage Bank
New West Bank

i\ Advantage Bank

Wells Fargo Bank

Biz to Biz Networking Colorado Enterprise Fund
8:15—8:30 Introductions—Dick Weld/Larimer County Revolving Loan
Pickett, Director of the GWSBDC Fund

8:30 - 9:30 Panel Session 1 - Sources of United States Department of Agriculture
Revenue for Small Businesses .
10:00 - 10:1515 Minute Break

Speakers Include a Representative From . .
Each Organization: 10:15 - 11:30 The Financial Reports

U.S. Small Business Administration (How to utilize your businesses financial
reports effectively)

It's time for students to hit the books. ~ Social Studies accomplished in a group counseling ses-
For any business owner who wants to Identify prospective customers by get- sion (focus group/brainstorming session)
master their marketing skills, it's time to ting to know your current customer's or by surveying them (online, in person,
go to school and get through some chal- demographics (ages, incomes, education mail). Try to discover what fears or needs
lenging assignments to get the marketing |ayels occupations) :';md Iifest;}le patterns they have. Take notes for analyzing and
grades (results) you desire. Here’s your (habité likes/dislikes). Compile a list of develop your marketing hook (headline )
class schedule: other p’rospective customers by enlisting from that. Identify solutions and mes-

; sages (brainstorm several to test) to calm
- Social Studies It::g Qfeﬁlgeof your local Economic Garden thegir fe(ars or address their needs) (this
. Psychology ' _ B may end up being your slo_gan). You
You have successfully identified your  should present these solution statements
. Art target market. to your customers and let them vote to
Science Psychology determine which one speaks to them best.
. , . . You have successfully created a pow-
- Math In this class, you'll be working with erful marketing messagg. (Now incor;po-

your customers and potential customers
Why those subjects? The answer is  to find out what they think of your prod-
because marketing is a function of ALL  uct and/or service as well as your market-
of those. ing messages and tactics. This can be  Learn more from Melissa on Page 4...

rate constant communication strategies to
keep them talking to you.)
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Now that you know WHO you need to talk tal AWHAT you’re going to say to them, you need talfamway to PRESENT to your
prospects in a creative, meaningful way that véjptivate them and move them to action. The capeaswill use for your assignment
might be visual (print piece) or audio (radio) az@anbination of both (television or web). The antnfis you choose depend on what your
audience is most likely to pay attention to. (Reéfeyour Social Studies notes). Start by studyiogryfavorite art pieces (ads that grab your
attention) and emulate what technique they usde tsuccessful such as humor, simplicity, factear.fNow incorporate your own style
using colors, images, and fonts.

You have successfully crafted your marketingvatase masterpieces.
Math

There are several math functions used whertsgemarketing strategies including tables, simplthematical functions and basic
investment analytics. First, fill in the table likge one below with all of the possible media chsiavailable that target your prospects.
(This can be a long process if you're reaching beygour local area, but being thorough is worth it)

Medium Media Outlet Reach Message Cost/Impression
Or Circulation Frequency
Print Ad Pak Mailer 5,000 Monthly Space Rate x # .10
? Magazine 100,000| Bi-Monthly | Space rate x # .02
Postcard Mailer 5,000| Quarterly | Design/Printing+ .54
My City Direc- 5,000 Rate per mo. x 12 .05
Radio KBuzz 20,000| 5 spots/Day| Spot Rate x A5
TV Local News 40,000 2 spots/Day| Spot Rate x 15
Cable Network 20,000| 4 spots/Day| Spot Rate x .002
Internet | Whatever.com 200,000 Monthly Rate/month x # .005
Mycity.com 50 Daily Rate per mo. x # 40
Outdoor | Car Signage ? Daily Installation Hard to determing,

*This table is only a hypothetical example, doesinclude all marketing activity options, does nepresent all media options
available and is not necessarily true representaiof costs.

Once your chart is complete analyze it andwgigieh investment or combination of investments widitl within your budget and possi-
bly produce the best return per dollar spent.

You've successfully completed a marketing mixtrix.
Science

The scientific part of marketing is determinthg optimal marketing mix to reach your targettomsers by testing various formulas us-
ing the variables you've discovered in your othtedges. For example:

Message A + Media B = X Result (i.e., # phones;atiweb hits)

The key to testing successfully is to use stmaula consistently and include mechanisms faskireg accurately. If formula does not
produce desired or expected results, it's backeadrawing board. (If you've gone through the prapessaging development process, try
selecting a different media before changing youssage).

Please be advised that marketing is not an@asy course. You may need to hire a marketimg {i@onsultant or coach) to help you
through all of your coursework.

The effort you put into completing your assigmts will reflect on your grade, so get crackir@jass dismissed.

Common $ense Marketing has been providing Creaflest-Effective & Complete Marketing Solutions eit®96. Melissa can be
reached at (970) 213-7765 or via e-mailnaérketingbrains@marketwithsense.com
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Contact Us!
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