
GROW YOUR 
HOME-BASED BUSINESS

Hosted by: the Town of Trumbull in collaboration with the Trumbull Economic 
Development Commission, Trumbull Chamber of Commerce/ Bridgeport 

Regional Business Council, CT Small Business Development Center. Webster 
Bank, & Newtown Savings Bank.



Agenda
June 8, 2022
8:30am – 1:30pm

Emcee:
Rina Bakalar, 
Director of Economic 
& Community 
Development

8:30am Registration and Breakfast
9:15am Opening Remarks
  Vicki A. Tesoro, Trumbull First Selectman
  J.J. Oshins, Chief Investment Officer of National Realty / Jeff Works
9:30am Introductions: Elevator Speeches
  Home-Based Businesses

Resource Agencies
10:30am Panel Discussion: Marketing ● Branding ● Social Media
  Valeria Bisceglia, Education & Training Programs Advisor for 
   CT Small Business Development Center 
  Ramon Peralta, Founder and Chief Brand Officer of Peralta Design

Christine Castonguay, Director of Branding & Marketing for CT Department 
 of Economic & Community Development / CT Made

11:30am 5 Minute Break 
11:35am Panel Discussion: Access to Capital ● Financing & Grants
  Samantha Cross, Business Advisor for Women’s Business Development Council 

Fredrick L. Welk Jr., Director of Business Education & Communications and 
 Business Advisor for The Community Economic Development Fund

  Barbara Tartaglio, VP Small Business Banker for Webster Bank
  Matthew Mihalcik, AVP Small Business Market Manager for Newtown 
   Savings Bank
  Whit Holden, VP Small Business Lending for Newtown Savings Bank
  Lindy Lee Gold, Senior Specialist for CT Department of Economic & 
   Community Development 
  Steven Semaya, Business Advisor for CT Small Business Development Center
12:30am Close Out Discussion & Lunch
  (Raffle winner announcement)



FINDING 
YOUR BEST 
CUSTOMERS
Valeria G. Bisceglia

06/08/2022

C T S B D C . U C O N N . E D U



FUNDERS

Funded in part through a cooperative agreement with the U.S. Small Business 
Administration, the Connecticut Department of Economic and Community Development, 

and UConn.

C T S B D C . U C O N N . E D U



 Access to Capital

 Financial analysis and cash flow management

 Market research 

 Marketing and social media training 

 Budget preparation and forecasting 

 Export consulting 

 Business valuation and succession planning

 Startup assistance 

 Business disaster or disruption preparation

 Loan structuring

 Resource referrals 

C T S B D C . U C O N N . E D U

BUSINESS ADVISING SERVICES



OVERVIEW

C T S B D C . U C O N N . E D U

Customers from Hell

What Do Customers Buy?

Identifying your Customers

Tailor your Value & Offerings

Use & evaluate available Information

Additional Tools
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CUSTOMER FROM HELL

• Not all customers have a true need 
for what you offer

• Not everyone will find the same 
value

• Some are much more concerned 
about price than quality of product 
or service

• Not everyone is worth chasing after



WHAT DO CUSTOMERS BUY?

PROBLEM

Customers don’t buy products, they buy 
solutions to their problems.



PROBLEM
(or)

NEED

WHO

SOLUTIONS

YOUR 
DIFFERENCE

VALUE PROPOSITION



RELATABLE RESULTS CLEAR-CUT BENEFITS

CHARACTERISTICS

NEWNESS
CUSTOMIZATION

DESIGN
PERFORMANCE

“GETTING 
THE JOB 
DONE”

BRAND

PRICE

COST REDUCTION RISK 
REDUCTION

ACCESSIBILITY

CONVENIENCE/E
ASE

VALUE PROPOSITION



• Who has done business with 
you in the past, but no longer 
is?

• Who does business with you 
now? What do they “look like”?

• Who else could be potential 
client that you haven’t 
considered yet?

WHO: PAST, PRESENT, POTENTIAL



• Which group or groups would benefit or be 

most interested in your product or service?

• Should you group them by type of customer, 

such as residential and commercial? By 

geography? Are gender or age-range relevant? 

• What other characteristics are important? Is 

it something people will buy only if they 

have disposable income? Who can afford 

what you sell? Why would they buy? 

TOTAL AVAILABLE MARKET

TARGET 
MARKET

CUSTOMER 
SEGMENTS

TARGET MARKET & SEGMENTATION



TARGET MARKET: IDEAL 
CUSTOMERS

• Relevant details for the ideal 
customer in each segment you 
identified

• Characteristics that will allow 
you to better connect with 
your customers, and deliver 
on your promise

• Gives you the language to 
create effective messaging 
for marketing materials, sales 
dialogues, and stronger 
customer support



CREATING & COMMUNICATING VALUE

FACTS 

Research

  -Primary Sources

  -Secondary Sources

THINKING

FEELING

DOING

GOING

MESSAGING SHOWS

-Know Your Customer

-Know How Your Value 

Delivers On Their Need

-Speak to What Matters

-Create Targeted Marketing



“You can’t be EVERYTHING 
to everyone, but you can 
be SOMETHING to 
someone.” 

Drew Davis, Author - Brandscaping



WORK WITH 
CTSBDC

• Access market research 
reports for your industry

• Find data on potential 
customers based on detailed 
insights

• Identify segments and target 
markets

• Get advice on a marketing 
strategy

• Develop marketing plans

• B2B connections



COMPREHENSIVE RESOURCES

https://www.bosidna.com/
http://www.industriuscfo.com/
https://www.liveplan.com/
http://clients1.ibisworld.com/?u=IcZWBpvvxF3+FZLi+tSZEA==&p=JJ/YPvtrAtI5uY/XYLEFBg==
http://www.brs-seattle.com/


GET 
CONNECTED

Register for no-cost 
business advising today at 
ctsbdc.uconn.edu

Follow us @ctsbdc







































37

CT.gov/CTMade
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CTvisit.com
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CTforMe.com
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1. Are any businesses interested in receiving 
feedback from the room?

2. What else does your business need to grow?

3. What lessons have you learned that you feel 
others can benefit from?

4. If we were to plan a follow-up event, how could 
we improve?

CLOSE OUT DISCUSSION
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