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Innovation?  Who Needs It?

¸ As Ed Gordon pointed out yesterday 
at lunch, the future is not in 
Technology but in Innovation

¸ Growing innovation isnôt
easy:

¸ Not the same for all types
/ sizes of companies

¸ Not the same across 
cultures



Entrepreneurship

ñLadies and Gentlemen, 

this is your Captain 
speaking. 

We have a small problem. 

All four engines have 
stopped. 

We are doing our 
damnedest to get them 

under control. 

I trust you are not in too 
much distress. ñ



A Few Facts about Small Business

¸ 20 million strong - are the strength of our 

nation's economy

¸ Account for 39 percent of the country's 

gross national product

¸ Create two out of every three new jobs

¸ Produce two and one half times as many 

innovations per employee as do large 

firms



A Few Facts about Small Business

¸ Have a 50% chance of success over 

the first 2 years

¸ Succeed or Fail under Your control-

as well as that of many othersé

¸ The rewards can be great

¸ The cost of failure can also be great



Got to Have a Plan

¸ How many would build a house, a circuit, 

write code, without some plan to go by?

¸ A business plan is such a device

¸ Vision, goals

¸ Means to get there

¸ Tools, material (including $$) needed

¸ Milestones, benchmarks

#1 Trait ïgreat organizational skills



And donôt forget the Personal Plan

¸ How will you live, eat, pay bills until you 

start making money?

¸ How will you pay for insurance?

¸ What plans for contingencies?

ñIRA?  What IRA?ò

Trait #2: Good financial planning



Support Structure

¸ What does your family think about this?

¸ Do you have friends that have óbeen thereô 
and are successful?

¸ If you are using ófamily moneyô, are there 
conditions?  Expectations?

¸ Do you have a mentor, or know a source 
for one?

Trait #3: Good support structure



Time Commitment

¸ Like some infomercials claim, you 
can be successful only working 
HALF TIME ïand many successful 
entrepreneurs will agree that is about 
right:

24 / 2 = 12 hours / day

Trait #4: Great time management skills



ñSee the balléò

¸ Successful entrepreneurs have a 

vision of their success; they can not 

only see where they are going but 

they see and understand how they 

can get there.

Trait #5: Vision / a Dream / seeing the ñBig Pictureò



What *is* an Entrepreneur?

¸ Miriam-Webster: ñone who organizes, 

manages, and assumes the risks of a 

business or enterpriseò

¸ A consultant is an entrepreneur; not 

all entrepreneurs are consultants.

¸ Consultant (n) ïñone who gives 

professional advice or services: expertò



The Non-consultant Entrepreneur

¸ Markets a product or service other 

than óexpert subject matterô

¸ Service or sales franchise

¸ Manufacture of something new or 

novel

¸ Service (Wi-fi at the beach?)

¸ Fulfilling the Dream



Consulting (for real)

¸ Best to establish a business structure 

(LLC or Incorporation) to establish you as 

a business, not job seeker

¸ Lawyers and accountants are expensive 

but necessary ïcheck with SCORE, 

community colleges for workshops, 

seminars, possible pro-bono sessions

¸ Licensure, not only as business but 

Engineer if possible (PE)



Marketing

¸ Before you make a sale, you have to 

understand your market

¸ Who will buy your services?

¸ Who are they buying from now?

¸ Why should they buy from you?

¸ What is potential market?

¸ How do you find this out?

¸ Do you have potential clients from past 

jobs? (be careful of contracts)



Find a Niche

¸ ñYou Gotta Have a Gimmickò

¸ The more you can be ñTHEò rather 
than ñOne Ofò, the better off you will 
be

¸ Look at resume, experience

¸ Look at market trends ïbe specific

¸ ñGreenò versus ñEnergy Loss 
Reductionò



Sales

¸ How will people find out about you?

¸ Understand the ROI of potential sales 
tools

¸ Direct mail

¸ Websites

¸ Directories

¸ Cold Calling

¸ Networking ïstill #1 in most areas!



Selling to the (US) Government

¸ A lot of money to tap into

¸ A lot of companies getting rich from 

thisé

é by selling you their foolproof plan 

to get that money.

¸ Know the facts and how to move 

forward



Selling to the (US) Government - 2

¸ Straightforward path at CCR.gov to 
get CCR, CAGE code, find 
appropriate SIC and other codes

¸ Get to know fbo.gov, look for other 
STATE and FEDERAL sites for listing 
and matchmaking

¸ If anyone asks for $$, you are off the 
government pages



Some facts to remember

¸ Getting on the GSA Schedule involves 
doing work for a gov agency, not paying 
someone to get you ñon scheduleò

¸ If you are experienced in advanced 
research or R&D and/or have an advanced 
degree AND have other means to support 
you for 9-12 months, SBIR/STTR programs 
are very good grant money.

¸ The SBA does not give away money 
to start or run a for-profit business



One of the Best Services 

You Can Provide

¸ ñDo you really want to be an 

entrepreneur?ò workshop

¸ Twenty Question Test, Others

¸ Self-assessments

¸ What Color is Your Parachute?

¸ IEEE-USA Beyond Job Satisfaction Fieldbook



¸ I like challenging myself. 

¸ I like to win. 

¸ I like being my own boss. 

¸ I always look for new and better ways to do things. 

¸ I like to question conventional wisdom. 

¸ I like to get people together in order to get things done. 

¸ People get excited by my ideas. 

¸ I am rarely satisfied or complacent. 

¸ I can't sit still. 

¸ I can usually work my way out of a difficult situation. 

¸ I would rather fail at my own thing than succeed at someone else's. 

¸ Whenever there is a problem, I am ready to jump right in. 

¸ I think old dogs can learn ð even invent ð new tricks. 

¸ Members of my family run their own businesses. 

¸ I have friends who run their own businesses. 

¸ I worked after school and during vacations when I was growing up. 

¸ I get an adrenaline rush from selling things. 

¸ I am exhilarated by achieving results. 

¸ I could have written a better test than this (and here is what I would 
change ....) 

Agree with 17 or more??



Great Questions to Ask Yourself

1. Are You a Self-Starter?

2. How Do You Feel About Other People?

3. Can You Lead Others?

4. Can You Take Responsibility?

5. How Good An Organizer Are You?

6. How Good a Worker Are You?

7. Can You Make Decisions?

8. Can People Trust What You Say?

9. Can You Stick With It?

10. Can You Keep Records?



ñHow Can I Help Make This Happen?ò

¸ We the Members are the IEEE; working 
together, we make things happen

¸ You have the resources to make your local 
section the ñgo-toò source for growing 
entrepreneurs and growing innovation in 
your local tech businesses ïyou only 
have to identify and gather these 
resources and pass them along

¸ Donôt re-invent the wheel ïput the wheels 
on something!



A Great PACE Project

A Great Project, Periodé

¸ Work with your other section leaders, 
volunteers, and interested members 
to form a local IEEE Entrepreneurs 
and Innovators Network

¸ This is an entity that coordinates, not 
replaces or competes, with existing 
entities in your area

¸ This is your CBO



IEEE[-USA] Resources

¸ Entrepreneurs Networks
¸ Entrepreneurs Village

¸ Innovation Institute
¸ Publications

¸ Advising and guidance

¸ PACE

¸ Technical Management Council
¸ Publications, other resources

¸ Educational Activities

¸ More



Other Resources

¸ Local Community Colleges, 

Universities

¸ Look for small business programs, MBA

¸ SCORE

¸ Training, advising, mentoring

¸ Existing E&I Networks

¸ Check LinkedIn, Facebook, Meetup



Other Resources (continued)

¸ State Agencies

¸ Technical development (general and specific)

¸ Support for federal program participation 

(SBIR/STTR) ïpossible grants?

¸ Federal Agencies

¸ SBA: training, loans, counseling 

¸ Procurement training (GSA, Mil, others)

¸ IRS: training, counseling



Getting Started

¸ State your vision, goals ïStrategy!

¸ Announce intent to members ïlook 
for successful entrepreneurs

$uccess Breeds $uccess

¸ Approach the groups identified; 
invite participation

¸ Gap analysis: Where can we fill the 
gaps?



Training

¸ SCORE ïone-day seminars, typically 
every 6 months

¸ Check community colleges, other 
groups for Kauffman FastTrac 
NewVenture or TechVenture

¸ Sales and Marketing ïnot optional

¸ Accounting

¸ People skills, other ósoft skillsô - PDC






