

Instructions for Project Officers to Negotiate 2016 SBDC Goals 
The achievement of annual performance goals is a key component of assessing an SBDC network’s effectiveness. Your role in the SBDC goal negotiation process is critical to establishing specific, measurable and time-targeted objectives.  
SBA’s negotiations with the SBDC should result in mutually agreed upon performance goals for 2016 in the following categories: Long-term counseling clients (5+ hours per fiscal year), New Business Starts, and Capital Infusion. The key benchmark for determining reasonable goals for each network is set by calculating each SBDC’s share of the national program goal, based upon the population of each Network’s state/region.  (For states/regions with multiple SBDCs, the population of the region as a percent of the state’s total population is used.) 

Other elements to consider in your analysis prior to negotiation include:

1. Goals should encourage SBDCs to increase outcomes and performance year after year. The SBDC’s 2016 goal for each metric should therefore be equal to or greater than current year goals, especially if the program is exceeding current targets.
1. Level of program funding (SBA and Match funding sources).
1. Past performance (e.g. has the network been subject to a 3-year plan for goal attainment). 
1. Impact of any significant SBDC transition, reorganization, etc. that may positively or negatively affect its ability to achieve annual performance goals. 


PROCESS FOR 2016 ANNUAL GOAL NEGOTIATION 

SBDCs should be meeting (or exceeding) their population based share of the national SBDC program goals, or operating on a three year plan in each of the three metrics: Long Term Clients, New Business Starts, and Capital Infusion. 

I. Assess Current Performance to Goal
Find your SBDC on the attached goal analysis worksheet.  This spreadsheet contains the following columns for each metric: Population based share of SBA’s 2016 national program goals for SBDCs; Actual results reported for 2014, as reported in EDMIS; Goal for 2015, as set forth in the SBDC’s current award; and a blank column where you can input proposed goal negotiated for 2016.  If interested, you can find the SBDC National Program goals for each key metric in SBA’s annual budget request posted on the SBA website at: https://www.sba.gov/content/fiscal-year-2016-congressional-budget-justificationannual-performance-report  

II. Negotiate New Goals
Negotiated goals must have concurrence of the District Director before forwarding to your OSBDC Program Manager for consideration.  Negotiations should follow one of two primary scenarios:
  
1. If the SBDC’s past year performance (2014 actual) is at or above its current year (2015) goal and its population based share, encourage the SBDC to maintain or increase that level of performance in 2015.  If the SBDC proposes a goal for 2016 that is lower than the current year (2015) goal, provide an explanation for the anticipated decline in performance.  

2. If the SBDC’s proposed goal for 2016 is less than its population based share, work with the SBDC to raise its performance targets, preferably by one of three ways: 

a. Negotiate an increase in goals so that the SBDC’s 2016 target for each metric is at or above its population based share.   

b. Negotiate an increase in goals so that the SBDC’s 2016 target is higher than its 2015 goal, but still less than its full population based share.  If you negotiate a goal that is below the population share, you must provide OSBDC with a justification for the lower goal. Also include a performance improvement plan from the SBDC that sets forth the SBDC’s strategy to establish (and achieve) performance goals at or near its population based share within a three year period (i.e. by 2019).  

c. Negotiate from the performance improvement plan if the SBDC has previously presented a 3-year plan to reach its population based performance level. The SBDC must provide SBA with an update on its progress. We must be satisfied with the progress or another plan must be established and presented to SBA for approval.


NOTE:  The District Director must concur with the SBDC’s goal justification and performance increase plan.  

III. Submit Negotiated Goals to OSBDC

Once you have completed your negotiation with the SBDC State/Regional Director, the Project Officer provides the proposed goal for Long Term Clients, New Business Starts and Capital Infusion to the OSBDC Program Manager by email. As stated above, if the negotiated goals are lower than current year goals, population share and/or past performance, you must also include a copy of the SBDC’s performance improvement plan and justification for the proposed goals. The due date for this transmittal is listed below. 

OSBDC will review submissions from all SBDCs and accept proposed goals, or will notify PO if changes are needed. OSBDC may renegotiate goals with one or more SBDCs to bring the national program into alignment with SBA’s program goals for 2016.  


DUE DATES 

June 5	Release of the 2016 SBDC Program Announcement. SBDCs begin preparing renewal proposals for SBA review.

June 16	OSBDC will present a webinar for POs covering the goal negotiation process on Tuesday, June 16th from 1pm - 2pm EDT, which does not require pre-registration. The training will be recorded.

[bookmark: _GoBack]July 2	Project Officers submit proposed 2016 goals (with justification(s) and SBDC performance improvement plan, if relevant) to your OSBDC Program Manager. District Director must approve the proposed goals that POs send to OSBDC.   

July 2	SBDCs on Fiscal Year Cycle submit DRAFT proposal to District Office for review (signatures may be pending on some forms or certifications, e.g.). PO prepares proposal checklist and District Office provides letter of support to SBDC for inclusion in their submission to Grants.gov.

July 30	POs with Fiscal Year Cycle SBDCs submit their completed proposal checklist to their OSBDC Program Manager. 

SBDCs on Fiscal Year Cycle submit completed proposals to Grants.gov by 11:59pm EDT. SBDCs include District Office letter of support and list negotiated goals for 2016 in the Planned Milestones attachment, as well as any justifications and performance increase plans, with their proposal submissions. 

July 23	SBDCs on Calendar Year Cycle submit DRAFT proposal to District office for review (signatures may be pending on some forms or certifications, e.g.). PO prepares proposal checklist and District Office provides letter of support to SBDC for inclusion in their submission to Grants.gov.

August 27	POs with Calendar Year Cycle SBDCs submit their completed proposal checklist to their OSBDC Program Manager. 

SBDCs on Calendar Year Cycle submit proposals to Grants.gov by 11:59 pm EDT. SBDCs include District Office letter of support and list negotiated goals for 2016 in Planned Milestones attachment, as well as any justifications and performance increase plans, with their proposal submissions.

If you have any questions about this information please contact your Program Manager. 
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