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Good Afternoon
Today we will review the Goal Negotiation materials that OSBDC provided to all Project Officers to help set appropriate performance targets for the SBDC network that serves your territory. I’ll walk through these materials and we will have time to take questions at the end. 
On May 2, POs and your District Directors received an email from OSBDC’s Deputy AA, Chancy Lyford with two key pieces of info to help in your goal negotiations. There were 2 attachments: 
1) The Instructions for 2015 goal negotiations, which provided criteria to consider and key deadlines for this process
2) A spreadsheet for the National Program, that shows where each SBDC is at in terms of its prior year actual performance, current year goal, and each SBDC’s share of the national performance goal for each of the 3 goaled metrics. The national share is a key indicator, in that it represents a common benchmark for return on investment for the federal funding they receive, based on each SBDC’s population. As you know each SBDC’s federal funding is awarded by formula, which is primarily based on population of the service area.  

OSBDC subsequently send POs an email on May XX that extended the deadline for completing your goal negotiations with the SBDCs and sending your proposed goals to OSBDC. The revised due date is June 26. That is a Thursday. Same deadline applies whether your SBDC is on a FY or CY cycle. You may send proposed goals ot your OSBDC Program Manager BEFORE 6/26 – but please do not miss this deadline as we have a tight turnaround to review all 63 proposed goals to make sure they meet OSBDC’s requirements.

Finally, OSBDC recirculated the Project Officer Handbook, which contains a section on Goal Negotiation. Project Officers were send a reminder of today’s call this morning, with the link to a page on SBA’s website (SBA.gov) that contains the PO Handbook. 

Let’s begin with the Handbook. 

For those of you participating online, you will see the Handbook on your screen. You may recall this resource from our last webinar 

Page 4 lists the Pre-Award tasks for the SBDC program. 
· Step 2 is where POs negotiate annual goals with SBDC. That is where we are now.

Page 17 of the Handbook repeats this list of PO Responsibilities during the Pre-Award cycle. 

Page 18 refers to the annual Program Announcement. OSBDC released the PA on May 1. It can be viewed on the Grants.gov website, or on OSBDC’s webpage on SBA.gov. This is a 60+ page document that contains instructions for SBDCs to prepare their annual proposal, as well as a host of other information about required services they should provide, reports they must submit, definitions and other good guidance.

Page 19 of the Handbook explains the process for Goal Negotiation. Page 20 lists the three goaled metrics. SBA requires SBDCs to report on many other metrics, such as counseling clients and hours, training sessions and attendees, jobs created and retained, increase in gross sales, etc – all areas of client impact that SBDC advisors are required to collect from clients and report to SBA through EDMIS.

While each SBDC program may set other goals for its performance, or have goals established by match funding partners, SBA’s Notice of Award sets goals for these three key indicators: LTC, NBS and CI.

During the goal negotiation, you will also discuss other cooperative activities with the SBDC that the District Office would like to achieve in the upcoming program year. Some examples are shown on p. 20. 

Further guidance on what to consider when negotiating goals was distributed to you by OSBDC in the attachment, 2015 Goal Negotiation Instructions. A link to the attachment is found in the Handbook. If it doesn’t work, refer to the attachment in Chancy’s email of May 7?

That guidance is generally summarized on slide 21 “Considerations When Negotiating Goals”

Once you complete your meeting with the SBDC and have concurrence of your District Director, send the proposed goals for the 3 key metrics to your Program Manager. Deadline is COB 6/26.  
· PM will review and enter into the national spreadsheet. If goals are above share and at or above last year’s level, it should be good to go. If not, be sure to include your strong justification. 

Let’s turn to the 2015 Goal Instructions now for a closer look at the process.

Highlight items 1 -4.  

More detailed discussion for each bullet point is provided under each heading. Read the headings.

Turn to page 2.  Review the items.  PAY PARTICULAR ATTENTION TO SITUATIONS THAT REQUIRE JUSTIFICATION.  Primarily 2 situations where justification is needed: 
1) If SBDC proposes that a lower goal than 2014.
2) If the SBDC proposes a goal that is lower than its population share for that metric

For the justification, remember: 
	SBDC must justify its proposed performance target to you. 
	If DO agrees with SBDC, you must justify the proposed performance target to OSBDC. 


Lastly, I wanted to bring up the second attachment in Chancy’s email, which is the national program spreadsheet.
· This info was sent to all District Offices and to all SBDCs.  We want to be totally transparent about the national program outcomes. We also know that each program operates in a different economic and fiscal environment, has a different mix of programs and specialities, and has different set of stakeholders. These differences drive differences in goals and outcomes. 
· But we have a collective responsibility to understand,  explain and justify the differences – especially when goals are set below the proportional share level – and/or below historical performance of a particular network.  

You can use the spreadsheet to test the proposed goal before you send it to OSBDC. Input the number and, assuming our formula works, the result should show “YES” and “YES”
	Demonstrate.
1

