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PREFACE

n ALA news release of October 29, 2008, entitled “ALA Seeks

$100 Million in Stimulus Funding as U.S. Libraries Face Critical

Cutbacks, Closures” cited the need for libraries to “expand critical
employment activities and services such as resume development, job bank
web searches, and career planning workshops.” On December 12, a segment
of the NBC Nightly News with Brian Williams stressed the benefits that librar-
ies offer in these challenging economic times.

In addition, much of the current library literature cites the need for librar-
ies to remain relevant and to adapt to changing times. When this book
was started—a few years ago—the economy appeared to be flourishing.
Today—as we begin the twenty-first century’s second decade—we are facing
a historic economic crisis. Reports about increasing job losses and massive
unemployment are daily news. One way libraries can stay relevant in these
conditions is by addressing the needs of job seekers, working families, new
immigrants, college applicants, and the small business community. In the
past few months, the Miller Business Resource Center (MBRC) has seen an
increasing number of patrons requesting assistance with resume prepara-
tion. Many are experiencing unemployment for the first time in their adult
lives. Others are reentering the workforce to supplement the family income.
Prospective college students are dealing with financial aid problems as their
parents’ college funds have evaporated. Businesses are facing hard times and
are seeking new marketing and networking solutions.

www.alastore.ala.org
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Preface

A number of public libraries have incorporated small business services
within their libraries. Over the years, the Middle Country Public Library
(MCPL) in Centereach, New York, and the Miller Business Resource Center
within it have established a series of local and regional partnerships, network-
ing alliances, collections, services, and personnel to assist patrons with many
business and employment issues. Some of the programs offered have been in
place for years. Others have evolved recently in cooperation with local and
regional partnerships. What we find is successful, we try to duplicate and
improve. A sampling of programs includes:

SAT and PSAT preparation classes. The cost of many SAT and PSAT
preparation classes can be prohibitive for families trying to save
for college tuition. For over twenty-five years, the MCPL has
offered two workshops; a PSAT preparation workshop in the
fall and an SAT workshop in the winter. These consist of five
2%-hour sessions, and the cost is fifteen dollars for the PSAT or
SAT preparation guide. Sixty students can take each course. The
teachers are hired by the library, and the funds come from the
programming budget.

Career counseling, resume and interview preparation. Career
counselors are available three nights per week, two weekdays,
and Saturdays to help district residents with job resumes,
interview preparation, interest inventories, and college guidance.
The counselors, all of whom have advanced degrees, are hired on
a part-time basis. Counseling sessions are on a one-to-one basis
and take approximately forty-five minutes.

Job fairs. The Miller Center hosts two job fairs each year in
conjunction with the Suffolk County Department of Labor; each
fair attracts 30 employers and over 300 job seekers. These events
are sponsored and funded by the Department of Labor and give
local area residents a chance to come to their home library and
investigate possible job opportunities.

ESOL and citizenship classes. The Miller Center offers a number of
programs to help new immigrants to enhance their workforce
preparation skills. ESOL classes are offered to help non-

English speakers learn listening, speaking, reading, and writing
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Preface

English skills. Citizenship classes help to explain the various
naturalization processes and to prepare for the U.S. citizenship
test. Often, the professional licenses of new residents are

not valid in the United States and recertification is required.
Citizenship classes and career counseling classes assist people in
negotiating this recertification process. An additional program,
Conversation Groups, facilitates networking among people new
to the United States.

Library Business Connection. For over eight years, Library Business
Connection meetings have served as a networking forum for
the local business community. Speakers on a variety of business
topics from e-commerce to time management have imparted
business wisdom and know-how. Membership continues to grow
because local networking provides marketing leads and business
support. In this unpredictable economic climate, these free and
informative networking meetings at the library may be the best
business value in town.

In writing Small Business and the Public Library, we have tried to high-
light various series of steps and action plans in creating a business resource
center within a public library. The chapters in this book will detail ideas on
collection development, programming, marketing techniques, and coalition
and partnership building that can be adopted and adapted to grow a small
business and finance collection into a vital regional business resource that is
part of a public library.

From the sidewalk lemonade stand to the giant corporation, every busi-
ness wants to find more customers. Who are they? How do I identify them?
How do I reach them? The job seeker also has questions. Where can I find a
job? What skills will I need? Increasingly, public libraries have gained access
to current demographic and marketing data that are of real value to the busi-
ness and job-hunting community. How do we create public awareness of these
resources and services? In Small Business and the Public Library: Strategies
for a Successful Partnership, we seek to identity the key elements of a public
library’s business and career services and suggest ways of marketing them to
the business community through innovative programming, active network-
ing, and mutually beneficial partnerships.
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Preface

Chapter 1 explores how a robust library business service brings benefits
to both the business community and the library, and discusses both the role
of technology in facilitating the service and the vital importance of outreach
in achieving a working relationship between the library and local busi-
nesses. Chapter 2 identifies those resources, both print and electronic, that
have proved the most valuable in answering business and career questions.
Chapter 3 discusses the unique issues involved in creating programs for a
business audience. Chapter 4 stresses the importance of marketing to a suc-
cessful library business service. Networking and its critical role in establish-
ing business connections is the subject of chapter 5. Chapter 6 studies how
partnerships can contribute to innovative marketing and programming, and
chapter 7 investigates ways of acquiring funding.
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imes Are Tough, Libraries Are Thriving” announced a New York

Times headline of March 15, 2009. Today, as we mark the beginning

of the twenty-first century’s second decade, we are facing a historic
economic crisis. Massive job losses and stubbornly high unemployment are
daily news. Meanwhile, much of the current library literature cites the need
for libraries to remain viable and adapt to changing times. How can we do
this? Is it possible? One way libraries are staying relevant is by addressing the
needs of job seekers, working families, new immigrants, college applicants,
and the small business community. It is, after all, the small business sector
of the U.S. economy that has generated 60-80 percent of new jobs annually
over the last decade, and small businesses employ 50 percent of the private
sector workforce.

As businesses face hard times and loss of revenue, they constantly seek
new avenues to increase their sales, marketing efforts, and networking
opportunities. The time is right for the public library to recognize that the
business community should be an integral part of the library’s marketing
focus. Advances in technology have made it possible for public libraries to
assist businesses in ways never before possible. Business databases accessible
to libraries allow entrepreneurs to

pinpoint existing customers

target new customers

identify and evaluate competition

locate industry benchmarks and forecasts

examine retail sales and consumer expenditure data for any U.S.
zip code
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4  Business Services and the Mission of the Library

evaluate the local, regional, and national business climate
study market trends through marketing research reports

The following example demonstrates how libraries often have access to
data that today’s search engines cannot find and how more and more business
information is becoming available all the time. One aspect remains constant,
however—the need for a trained librarian who knows who produces the
information and where to find it.

When electronic resources and the Internet first became widely available,
an exasperated MBA student approached the librarian at the reference desk
of the Middle Country Public Library. He explained that he had spent nearly
two fruitless hours searching the Web for a desperately needed pie chart of
sneaker sales and he had found nothing. Within a few minutes, the librar-
ian presented the relieved student with a Standard & Poor’s Industry Survey
entitled “Apparel and Footwear: Retailers and Brands” with the elusive pie
chart (then, still in paper format) and also the URL of the website of the
National Sporting Goods Association.

Today, we can offer even more. Standard & Poor’s industry surveys are now
online, and we also have the Sports Business Research Network database,
which can give 15 years of sales data for over 20 different types of athletic
footwear with consumer expenditures by brand, age group, education level of
household head, gender, geographic region, household income, outlet type,
and price point, as well as future trends and forecasts.

Most of the time businesses are unaware of the existence of these resources
or that the public library of today might have them available. Traditionally,
the local merchant does not associate the public library with business assis-
tance. Entrepreneurs envisioning a business library usually picture one con-
nected to a business school, a major city, or a corporate headquarters. The
public library is equated with “homework help” and recreational reading. In
the past three decades, however, the explosion of data being gathered and
stored electronically has paved the way for access to a wealth of specialized
business information. In the late 1980s, public libraries” holdings usually did
not contain more than twenty business magazines and journals, in paper,
with some microfilmed back issues. Today, one business periodical database
alone affords full-text access to over 2,300 business magazines and journals
whose contents can be e-mailed, faxed, and even remotely retrieved. Twenty
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years ago, the average library had a few directories of major U.S. businesses.
Currently directory databases of over 15 million U.S. businesses provide
entries by company name, sales volume, staff size, zip code, and Standard
Industrial Classification (SIC) and North American Industry Classification
System (NAICS) code.

Businesses also need market research data to help them determine product
development, future marketing strategies, and accurate pricing. In the past,
market research data have often proved either elusive to obtain or too costly
for the small entrepreneur. Market research generally is divided into two
categories: primary and secondary research. Primary research is most often
gathered through interviews, focus groups, direct mail, telemarketing, and
so on and is usually collected to address a specific problem or issue. Done
either in-house or by a paid market researcher, these reports often carry a
price tag of thousands of dollars. Secondary research is data that is already
compiled and/or published information. It often tracks trends within a mar-
ket, industry, or geographic or demographic segment. It can include market
research reports, company profiles, articles from trade journals, and publica-
tions from government agencies, trade organizations and associations, and
commercial publishers.

Technological advances have greatly multiplied the number and quality of
business data resources the average public library can now offer the business
sector. Technology has also made possible the increased speed with which
data can be gathered and made accessible. Large vendors to “big box” stores
such as Home Depot and Wal-Mart can receive daily—sometimes even
hourly—reports on how their products are selling. While that data are not
usually available to the small vendor, there are many secondary data market
reports that are synthesized synopses of the raw data. Access to online pro-
prietary databases, government statistical data, industry market research,
and association reports has allowed libraries to tap into previously cost-
prohibitive and unavailable resources and make them available to the business
community. Librarians are experts at searching for and locating information,
and businesses can profit greatly from this expertise.

The competitive edge needed to achieve continuous growth in today’s
knowledge-based economy requires access to timely, accurate, and relevant
information and the acquisition of skills and competencies to effectively use
that information. The business owner, equipped with this information, has
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6 Business Services and the Mission of the Library

an edge in the challenging marketplace. Conversely, small businesspeople
who lack both an awareness and access to these unique industry resources
find themselves at a distinct disadvantage in the information-driven business
arena.

Small Business and the Public Library seeks to discuss library recognition of
the business community as potential library users and the elimination of bar-
riers to service. It is, quite simply, in the library’s best interest to cultivate the
business community as library users. Their success is crucial to the continued
economic health of the neighborhood the library serves. When the library
recognizes the businessperson as library patron, the benefits can be mutual.
The businessperson gains needed industry data and marketing assistance to
strengthen his operation. The library gains a supportive, appreciative patron
who can often be counted on to sponsor library events and help promote the
library’s business center. And, as we have found, in addition to contributing
to community economic strength, the business community has come to rec-
ognize our library as a strong force in melding the local spheres of influence.
The library can serve as neutral territory for the private, governmental, and
public sectors to address common concerns.

Libraries must recognize that mandating a patron’s actual presence in a
library and restricting librarians to in-house presentations and service and
even to rigid schedules create barriers to service. Business librarians must be
encouraged to meet businesspeople “on their own turf” and to give presenta-
tions at Chambers of Commerce and local business groups to demonstrate
available resources. Schedules need to be adjusted to facilitate professionals’
attendance at “business before hours” or evening meetings, and librarians
need to be prepared to present practical, concrete examples of what the busi-
ness library can offer. To most people, the term database is intimidating and
conjures up images of an endless learning curve. The librarian who demon-
strates how the library’s database can provide a list of every business in the
community ranked by sales and number of employees will surely capture a
business audience’s interest. The combination of a business resource with
high-priority information and the librarian’s speed and skill in accessing it
has offered the entrepreneur a marketing tool that could increase his bottom
line. And, of equal importance, he has associated this information with a real
person—a professional who has demonstrated an awareness of the needs of
his business and a willingness to assist him in helping it to grow and prosper.

www.alastore.ala.org



Business Services and the Mission of the Library

In succeeding chapters, we will explore ways to broaden our knowledge
of business information needs and to increase the use of business resources
through partnerships and networks and to expand the potential to provide a
greater variety of resources through shared costs. We will explore how formal
and informal networks and partnerships can further promote the library’s
credibility as a key regional resource for business information and a factor
in economic success.

In career centers across the country, librarians are forming partnerships
with business organizations, government agencies, and nonprofits to inform
job seekers of their libraries’ resources. Library websites are becoming clear-
inghouses of information as they provide links to job sites, civil service test
announcements and applications, sample online career tests, career counsel-
ing, and unemployment assistance.

Moreover, responding to reference queries from multiple industry sec-
tors rather than just a few cannot help but sharpen librarians’ skills and
increase their awareness of business information needs. And additional
revenue received through partnerships and networks broadens the selection
of resources and services a library can make available to its local business
patrons.

The importance of networking can be seen in the following account of a
recent reference encounter. The Small Business Development Center (SBDC),
an arm of the Small Business Administration (SBA) based at the State Uni-
versity of New York at Stony Brook, sent Kim, a young woman starting a real
estate photography business, to our business reference desk for help. Origi-
nally, Kim was only looking for a contract form she could modity for dealing
with real estate agencies. She left with a few books on managing a commercial
photography business and an e-mailed Excel spreadsheet of all the real estate
agencies in surrounding zip codes, as well as her contract forms. Kim might
never have found us without the intermediation and recommendation of the
SBDC.

Small Business and the Public Library examines how public libraries are
reaching out to the business community and marketing their services. We
explore practical strategies and procedures that you can use to start or
improve a business service within your library. It is important to realize that
establishing a service to businesses takes time. For the three of us, Sophia,
Elizabeth, and Luise, our principal library experience has been in the Middle
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8 Business Services and the Mission of the Library

Country Public Library in Centereach, New York, where we have been
involved in the twenty-year process of building the Miller Business Resource
Center. What started as a small business and finance collection and a pilot
career-counseling project has grown to a 5,000-square-foot resource center
which includes reference and circulating business, finance, law, and career
information collections, dedicated business computers, a reading area of
new business best sellers and periodicals, a meeting room, and several small
conference rooms and offices for the business and career information staff,
as well as shared office space utilized by the local Chamber of Commerce, the
Stony Brook Small Business Development Center, and others.

In 1999 the Middle Country Library Foundation and the Hauppauge
Industrial Association (HIA), a 1,100-member regional industrial associa-
tion, received a $50,000 legislative grant to develop a plan for the library’s
Business Resource Center to provide business research services and access to
specialized business databases to HIA members. Over the past twelve years,
the partnership has continued to grow. In addition to providing one-on-one
research, Miller Business Resource Center business librarians routinely pre-
sent workshops to the HIA membership, take part in HIA committees, help
develop website content, and participate in the HIA Annual Trade Show.

In May 2000, when Miller Business Resource Center librarians set up their
booth at the HIA Annual Trade Show, attendees asked repeatedly, “Why
would a public library display at a trade show?” As we demonstrated the
database access that HIA members received through the partnership, they
were surprised and intrigued. Now, when we attend the trade show each May,
we are hailed on a first-name basis. We invariably leave with a new round
of business research questions but also with the knowledge that we are an
integral part of the HIA organization.

Providing personalized business reference and research services for
approximately fifty people per day via on-site visits, phone, fax, and e-mail
requests for assistance, the Miller Business Resource Center addresses the
business needs of about 12,000 patrons per year. Topics include market
research, industry trends, supplier and distributor information, sales and
import/export particulars, demographic and statistical data, and laws and
regulations. A range of special databases for the regional business community
and the center’s many business partners are accessible via the center’s website,
www.millerbusinesscenter.org.

www.alastore.ala.org



Business Services and the Mission of the Library 9

While researching material for this publication, we reexamined the
development of the Miller Business Resource Center and explored business
resources in very large public libraries such as the New York Public Library’s
Science, Industry and Business Library and the Brooklyn Public Library, as
well as smaller urban and suburban area libraries such as the Charleston
County Public Library in Charleston, South Carolina, and the Burlington
County Library in Burlington, New Jersey. We have spoken to jobs and careers
librarians in towns and cities from Massachusetts to California. We would
like to share with the library and nonprofit community the many original
programs and unique collections we have seen, as well as the creative mar-
keting ideas, resourceful fund-raising strategies, and powerful networking
and partnership coalitions that have captured the interest of the business and
library community.
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etworking is one of the easiest ways to market your business

services. Get out from behind the reference desk and meet the

business people you can help. For many librarians, the idea of
networking is intimidating. Networking often gets a bad rap. If someone
approaches, immediately gives a pitch, and tries to push a product or service,
he is not networking, he is selling. Networking is building and developing
relationships that are mutually beneficial. The benefits of these relationships
can include new customers, new jobs, and new partnerships. Too many peo-
ple think that by networking they will see immediate results; but networking
is about making and building connections. In order to network successfully
you must be open and willing to meet new people.

Successful networking takes a lot of practice. Start by meeting or recon-
necting with people. Listen to them. By listening to them you learn about
what they do, what they are interested in, and what they can offer. Once you
know this you may be able to make connections for them with other people
you know. These connections and referrals usually don’t happen right away.
You may know someone for years before you have a referral for them. Even if
you can't make an immediate connection, be sure to follow up after a meeting
and to keep connecting with them.

So how do you start? If you are new to networking, starting a conversation
can be uncomfortable. It is easier just to stick with people you know. Remem-
ber, to successfully network when attending meetings or programs with a
colleague, you must separate and talk with new people. You already know
each other; this is the time to make new connections. Your first approach will
be the most difficult one, but as you network more and more, it will become
easier—almost second nature.

www.alastore.ala.org
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m Have an introductory line tailored for each event. It can be something
as simple as, “This is my first time here, can you tell me a little about
this organization?”

m Have an elevator speech prepared that will help you get conversations
started. An elevator speech is a short description of who you are and
what you do. It is called an elevator speech because you should be able
to say it in the time it takes an elevator to go from the first floor to the
top floor. Your elevator speech should be under a minute long and
say a lot in a few words. Use your elevator speech to grab the listener’s
attention and show your enthusiasm for your work. Do not introduce
yourself with name, title, and company and consider it an elevator
speech. Instead, try something like, “I help businesses get free infor-
mation to help grow their sales” What business person wouldn’t be
intrigued? Honing the perfect elevator speech will prove to be invalu-
able to you in your networking endeavors.

m Become an effective and engaging communicator. Start by smiling,
looking the person in the eye, listening, and offering genuine con-
versations. Remember that nonverbal communication is a big part
of how we communicate. If you approach a person with your arms
crossed and look past them, they will not be receptive to connecting
with you.

n Take advantage of a captive audience. Talk to the people in line with
you at the registration table or buffet line. Always make conversation
with the people sitting next to you. Start with something as simple as
“Hello”

m Make notes on the business cards you collect. At some events you may
collect several business cards, but how can you remember who's who
when you get to the office the next day? It is helpful to make notes on
the cards you collect. These notes can be related to the person’s job or
can include personal information you may have gained about them.
These notes will also help with your follow-up.

m Follow up. So you've attended a networking event and collected a fist-
tul of business cards. Now what? Don't just collect business cards to
be polite. These cards are valuable components of successful network-
ing. These cards will enable you to follow up. If you collect cards and
leave them in your pocket, you are wasting a lot of networking time.
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Follow-up contact can be made via e-mail, phone, or written note and
should be made within 24-48 hours of meeting. The follow-up need
not be elaborate. It can be as simple as an e-mail expressing pleasure
in the meeting or thanking them for any helpful information. Include
any information or materials you may have discussed. Providing
follow-up may be enough to differentiate you from others at the event
and helps build solid relationships. Be sure not to make it a sales pitch.

Business librarians should attend as many networking events and programs
as they are able. These are important to your success and the success of your
library. Business librarians can use networking to spread the word about the
services offered through their libraries. Meeting businesspeople is a good
way of hearing about their needs and concerns. This will allow you to keep
your collection up-to-date and relevant to your users. Businesspeople can
also become champions of your library services and connect you with new
businesses or funders.

Networking with other librarians, at conferences and through professional
organizations, will help gather information on new services and resources.

Networking at the Library

Libraries can add networking to almost any program. Advertise a program to
begin a half-hour before the actual program start time. That time allows the
program attendees to network with each other. Even something as simple as
setting up tables and chairs, instead of just chairs, can help people feel more
comfortable networking. Librarians in the crowd can facilitate interaction by
helping attendees meet each other. This will also help them hone their own
networking skills.

Libraries can start their own networking group. With the recent economic
downturn, many libraries have started job clubs. These clubs are small groups
of people who meet regularly to talk about job searches and careers. The goal
is to support the success of all members and to network with others who
may be able to help with members’ job searches. Take this a step further and
start an entrepreneurs’ club at the library. This club would give small busi-
ness owners or potential entrepreneurs a forum to facilitate meeting and the
exchange of ideas and contacts.
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88 Networking

Over ten years ago, the Miller Business Resource Center started its own
networking group. The Library Business Connection (LBC) is a networking
group that provides a forum for local businesses to meet, exchange infor-
mation, share resources, and participate in educational presentations. The
program begins at 8 a.m. with a light breakfast and networking among the
attendees. After forty-five minutes or so, a speaker discusses a topic relevant
to small business owners, such as customer service strategies, time manage-
ment techniques, or marketing, e-commerce, and communication skills.
Networking continues after a brief question-and-answer session. The LBC
has been ideal for networking. We often have groups chatting well after the
program has ended.

Libraries can hold their own business-to-business networking events. The
Miller Business Resource Center holds two trade shows a year that encour-
age and promote networking. The Strictly Business Tradeshow is held in
partnership with the local Chamber of Commerce and the town’s coalition of
chambers. It was started to allow local businesses to promote themselves and
to network with other local businesses. The Women’s Expo features women
entrepreneurs who are just starting out. The goal of the Expo is to give these
women the opportunity to network with local businesswomen and organiza-
tions, which can help them as they grow their businesses.

Libraries can host other networking groups such as the local Chamber of
Commerce. Librarians can become active in other local business organiza-
tions. These organizations may want to hold a meeting at the library. This
gives librarians the opportunity to present the resources they offer to a new
group of businesspeople.

Online Networking

We would be remiss if we didn’t mention the plethora of social networking
tools available now. Some of the most popular with businesses and business
people are LinkedIn, Twitter, and Facebook. Online networking tools are only
as effective as your handling of them. Many users log onto a social networking
site and immediately “friend” everyone they know (or think they know) and
then do nothing. If you do nothing, then you are not networking.
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Networking

When choosing contacts on social networking sites, consider who you have
met, might meet, or want to meet at a networking event—colleagues, local
businesses, government officials, and so on. When you request a connection,
be sure to include a personal note stating why you think you should connect.
Once the connection has been accepted, follow up with a thank-you.

On all of these social networking sites, it is important to pay attention to
your connections, friends, or followers. LinkedIn allows users to get recom-
mendations. If you have a good experience with someone, consider recom-
mending them. Twitter users follow friends and are able to see what friends
are posting. If a friend posts good news, you should send congratulations via
Twitter. Be sure to use their @twitter name. Mentions can be invaluable to
businesspeople. Each mention is another chance for them to connect with
someone new. Facebook users can post comments and recommendations to
other users’ pages. As with the other networking tools, the more mentions
and posts, the more chances for new connections.

Starting to network can be daunting, but steady practice will enable you
to master it. Don’'t wait to be at a networking meeting to network. Once you
hone your skills you'll find that networking can be done anywhere.

www.alastore.ala.org

89



A
AARP WorkSearch, 44
Advancing Philanthropy magazine, 112
advertising in newspapers, 72
Allbusiness.com, 21
American Community Survey, 18
American Factfinder, 18
American Library Association
Business Reference Sources and
Services Committee, ALA, 119
grant information, 112
State of America’s Libraries report, 31
Arlington Heights Memorial Library
(Illinois), 31
Association for Fundraising Professionals,
112-113

B
banks
directories of local businesses for, 19-20
as source of grant funding, 113
barriers to service, 6
bid information, sources of, 22-25
BidClerk.com, 22-23

INDEX

blogs on job searching, 35
BNI Building News, 24
breakfast meetings, 50, 78, 82, 94
brochures and flyers
business development guides, 14, 15-16
(fig)
for business partnerships, 98, 101-102
(fig)
as promotional materials, 67, 68 (fig),
70,72, 73 (fig), 76, 77 (fig)
on resumes, 41 (fig)
sample topics, 40
Brooklyn Public Library (N.Y.), 54-55,
56-57, 107
Buffalo and Erie County Public Library
(N.Y.), 35-36
building codes, sources of information,
24-25
building industry, 22-25, 26 (fig)
Burlington County Public Library (N.].),
58-59
Business & Legal Reports Employee
Compensation, 27
business cards, use of, 86

www.alastore.ala.org



128

Index

business community, support for library
from, 6
business development guides, 14, 15-16
(fig)
business dress, 69
Business Plan Pro, 18
business plans
collection development, 17, 18
competitions, 56-58, 106-107
Business Plans Handbook, 18
business reference desk, 30, 67, 69
Business Reference Sources and Services
Committee, ALA, 119
Business Source Premier, 21
business startups, information on, 14-15,
29

C

calendar of business events, 81-82
Career Builder website, 44
career counseling programs, viii, 40, 42,
60-63, 61 (fig), 62 (fig)
Career Cruising website, 45
Career Guide to Industries, 43-44
Career Journal website, 44
Career Library, 36
career search services, 31-46
classes and workshops, 32-37
print resources and websites, 32, 43-46
CareerOneStop, 43
Cecil County Public Library (Elkton,
Maryland), 14-15
census information, 18
Center for Business and Careers, 94, 97
Chambers of Commerce
library at meetings of, 58, 70
library membership in, 72-78
and networking, 88
partnerships with, 37, 56, 78, 81, 107-
108
presentations at, 6
shared office space, 8
Charleston County Public Library, 81-82
citizenship classes, viii-ix
civil service test books, 42
classes and workshops
computer tutorials, 77-78
for job seekers, 32-40

for prospective business owners, 14, 17
resumes, 40, 41 (fig)
See also programming
clothing for business meetings, 69
collection development, 13-46
building industries, 22-25, 26 (fig)
demographic and psychographic data,
17-18
directories, 19-21
industry surveys, 19
job finding and creating career paths,
43-46
legal and government resources, 25-27
marketing research, 21-22
not-for-profit organizations, resources
for, 28
periodicals, 29
trade association information, 21
Commerce Clearing House
Family and Medical Leave Guide, 27
U.S. Master Employee Benefits Guide, 27
Community Development Corporation,
14,17, 104-105
competitions
business plans, 56-58, 106-107
teen entrepreneurs, 59
computer tutorials, 33, 77-78
computers for users, 77-78
“The Construction Industry Online,” 24
contests. See competitions
conversation starting, 86
Core Competencies for Business Librarians
series, 119
cost data information, sources of, 23
Crain Communications Book of Lists
series, 30
Cuyahoga Public Library (Ohio), 37-38

D

databases
intimidation by, 6
programs on, 51
remote access for business partners,
97-98
uses of, 4
D&B. See Dun & Bradstreet
demographic and psychographic
information, 17

www.alastore.ala.org



Demographics Now, 17
Dictionary of Occupational Titles. See O*Net
Online
displays
of business books, 30
of marketing materials, 69
Dun & Bradstreet
Allbusiness.com, 21
Dée»B Total U.S. Million Dollar Database,
19, 20, 46
Hoovers, 20, 46
Hoover’s/Dun & Bradstreet First
Research, 19
MPA: Market Profile Analysis: Consumer
and Business Demographic Reports, 17
Dun’s Global Access, 19

E
EBSCO
Business Source Premier, 21
Career Library, 36, 45
elevator speeches, 70, 86
e-mails as marketing tool, 70
Employee Compensation, 27
Entrepreneur Press publications, 29
entrepreneurs, programs for, 54-55
EPM Communication market research
reports, 22
ESOL classes, viii-ix
Excel spreadsheet software
directories in Excel format, 20
and log of reference questions, 98
and Plunkett Research market research
reports, 22

F

Facebook, 89

Family and Medical Leave Guide, 27

Ferguson’s Career Guidance Centet, 45

Financial Times, 29

First Industry database, 46

First Research, 19

flyers. See brochures and flyers

focus groups, 69

follow-up contacts, 86-87

“For Dummies” series and business plans,
18

Foundation Center, 111-112

Index

Foundation Directory, 112

Foundation Directory Online, 28, 112

Fresno County Public Library (Calif.), 40

funding, 50, 111-115

fund-raising, sources of information, 28

fund-raising events and niche audiences,
115

G

Gale Cengage Learning

Business and Company Resource Center,

36, 46

Business Plans Handbook, 18

Market Share Reporter, 22

Small Business Resource Center; 18

Small Business Sourcebook, 21
General Code—E Code Library, 24
giveaways at trade shows, 75
Glendale Public Library (Ariz.), 50
goals and objectives in grant writing, 114
Google Analytics and grant writing, 114
government resources, 25-27

See also Small Business Administration
GPS mapping software, uses of, 19
grant writing, 111-112
Grants for Libraries Hotline, 112
Grassroots Fundraising Journal, 112-113
Grassroots Institute for Fundraising

Training, 112-113

H

Hauppauge Industrial Association, 8-9,
75-76,97-104

Hoover’s directories, 20, 46

Hoover’s/Dun & Bradstreet First Research,
19

I

incentives and contests, 56-57

Indeed.com, 44

industry surveys, 19

InfoUSA ReferenceUSA, 20

interest inventory programs, viii

international business, sources of
information, 27-28

interview preparation programs, viii

introductory lines, 86

introductory programs, 58-59, 67, 68 (fig)

www.alastore.ala.org

129



130

Index

J

job and career fairs, viii, 37
See also trade shows
job clubs, 87
job seeking, sources of information, 43-46

K
Kansas City (Mo.) Public Library, 38-39

L

layout of meeting room, 51-52, 53 (fig), 87
LearningExpress Library database, 36,
45-46
legal information, sources of information,
25-27
LexisNexis Library Express, 21
Library Business Connection, 88, 94, 95
(fig), 96 (fig)
Library Grants Blog, 112
library websites
as clearinghouse of information, 7
links to career resources on, 32, 36
marketing on, 81
lifestyle information. See demographic and
psychographic information
LinkedIn, 89
log of reference questions, 98, 103 (fig),
114
Long Branch Free Public Library (New
Jersey), 33-34

M
mailings as marketing tool, 70
Market Share Reporter, 22
marketing, 55, 67-82
marketing research, 5, 21-22
media, publicity in, 72, 74 (fig), 75
meeting rooms, 36, 86, 106, 107
See also layout of meeting room
meetings, attendance at, 98, 104
See also breakfast meetings
Miller Business Resource Center
Business Etiquette for the Global
Environment, 28
career counseling programs, 40, 42
early morning programs, 50
history, 8-9
introduction of business services, 67-69

Library Business Connection, 88
The Road Warrior Guide for Business
Travelers, 28
trade shows, 55-56
See also Strictly Business Tradeshow;
Women’s Expo
Monster.com, 44
MPA: Market Profile Analysis, 17-18

N
NetAdvantage, 24
networking, 85-89
for business community, ix
at business programs, 51-52, 53 (fig), 87
and fundraising, 113
getting started, 85-86
with government organizations, 7
for non-English speakers, ix
online networking, 88-89
programs on, 55
New York Public Library, 39
New York Times, 29, 30
newspapers, publicity in, 72, 74 (fig)
Newton Free Library (Mass.), 34-35
Nolo Press publications, 25, 27
nonverbal communication, 86
not-for-profit organizations, resources for,
28
Nova Publishing Company publications,
25,27

0]

Occupational Outlook Handbook, 42, 43-44
older job-seekers, services to, 33, 38, 44
O*Net Online, 43

online applications, workshops on, 34-35
open house programs, 52

OptimalResume software, 45

P
partnerships with business organizations,
93-108
Community Development Corporation
of Long Island, 104-105
and grant applications, 113
Hauppauge Industrial Association, 8-9,
75-76, 94-104
as marketing for libraries, 7

www.alastore.ala.org



Small Business Development Center,
105-107
as source of speakers, 50-51
See also Chambers of Commerce
periodicals
in collection development, 29
as source of information on grants,
112
philanthropists, appeals to, 114-115
phone service, 67, 69
Pikes Peak Library District (Colorado
Springs, Colo.), 52
Plunkett Research, Ltd.
database, 46
market research reports, 22
Poughkeepsie Public Library (N.Y.), 3
programming, 49-63
for business owners, 52-60
on business plans, 56-58, 106-107
for career guidance, 60-63, 61 (fig), 62
(fig)
for entrepreneurs, 54-55
introduction to services, 52, 54, 54 (fig)
library networking group, 88
marketing, 55
online registration for, 81
publicity for, 69, 70 (fig)
sample topics, 49, 76, 104
for teen entrepreneurs, 59
using trade shows, 55-56
women in business, 56
See also classes and workshops
psychographic information. See
demographic and psychographic
information

R

real estate information, 24

RealQuest database, 24

recertification for professional licenses, ix

Reed Construction Data, 22-23

reference desk services, 30, 67, 69

ReferenceUSA, 17, 19, 20, 36, 46

refreshments at programs, 51

regulations, local, sources of information,
14

relationship building. See networking

Resume Maker software, 45

Index

resume preparation programs, viii, 40, 41
(fig)

Richard K. Miller & Associates market
research reports, 22

Riley’s Internet Job Guide, 44

Riverside Public Library (Calif.), 50, 55

room arrangement for programs, 51-52,
53 (fig), 87

“round robin” introductions, 70

R.S. Means publications, 23

S

SAT and PSAT preparation classes, viii
sba.gov (business.gov), 14, 25
schedules for programs, 50
Self-Counsel Press publications, 29
Simsbury Public Library (Conn.), 59
Skokie Public Library (Ill.), 36-37
Small Business Administration
programs by, 50-51
sba.gov (business.gov), 14, 25
See also Small Business Development
Centers (SBDC)
Small Business Development Centers
(SBDC), 7, 105-107
Small Business Resource Center, 18
Small Business Sourcebook, 21
smiling, 86
social networking, 88-89
See also networking
speakers for programs, 50
sponsorships and fund raising, 105, 115
SRDS Local Market Audience Analyst, 17
Standard & Poor’s NetAdvantage, 19, 24, 46
starting a business
collection development, 29
sources of information, 14-15
statistics on use, 98, 103 (fig), 113-114
Strictly Business Tradeshow
and Chamber of Commerce, 107-108
as fund raiser, 115
as library program, 56
marketing for, 72, 78, 88
support groups for job seekers, 37
Supreme Court Reporter, 27
surveys of business partners, 98, 99-100
(fig)

Susan Ireland Resumes, 44

www.alastore.ala.org

131



132

Index

T

teen entrepreneurs, 59
Testing and Education Reference Center
with Career, 46
ThomasNet, 20-21
Thomson Gale Legal Forms database,
24
trade association information, 21
trade shows
advertising at, 75
exhibiting at, 8
as networking, 88
organized by library, 56, 72, 78, 88,
107-108, 115
programs on using, 55-56
publicity for, 78, 79 (fig), 80 (fig)
See also job and career fairs; Women’s
Expo
train the trainer workshops, 35
Tutor.com-Career Center, 46
Twitter, 89

U

United States Code Annotated, 27

U.S. Lifestyles, 17

U.S. Master Employee Benefits Guide, 27
U.S. Small Business Administration, 14, 25

\'4

Virtual Career Center, 33

w
Wall Street Journal, 29, 30
Wall Street Transcript, 29
Waltham Public Library (Mass.), 35
Westchester Library System (N.Y.), 38
What Color Is Your Parachute?, 42
women in business

programs for, 56

trade shows for, 81
Women’s Expo, 88, 105
word-of-mouth advertising, 82
WorkSearch, 44
World Trade Reference, 28

www.alastore.ala.org



You may also be
interested in

Assistive
Technologies

50+

library services

PUBLIC LIBRARY

SEHVIEE?

FOR THE POO

SMALL BUSINESS AND
THE PUBLIC LIBRARY

Strategies for a Successful Partnership

Aligning with recent news stories on difficult economic
times, WEISS, SERLIS-McPHILLIPS, AND MALAFI target libraries
endeavoring to assist users entering or already involved
in the small business community. Small Business and
the Public Library will help you reach out to this group
of patrons with

® Innovative programming ideas

e Fasy to translate suggestions for your day-to-day
operations

e Tips for helping clients become business literate
on the Web, on paper, and out in the world of work

Whether patrons need resources to start their own
business, search for a new job, or locate demographic
statistics to help them market their existing product,
this resource will help you answer questions and meet
their needs.

ala

editions

AMERICAN LIBRARY ASSOCIATION / alastore.ala.org
90 E. Huron Street, Chicago, IL 60611
1(866) SHOPALA (866) 746-7252

2 ‘f&_%% Scan this QR code to go to the
2 ALA Online Store from your
O i1 smartphone (app required).






