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10 Things I've Learned About
the Value of the Chamber

- By Lorena Prime -

Recently I was networking with some col-
leagues, and they asked me what I thought of
the Newton Needham Chamber: This type of
question usually means, “Are you getting any
business?” or “Is it worth the membership fee?”
 For the last few months I, too, wondered if I
should renew my membership. Was it really
worth the time and effort? Was I getting some-
thing out of it? Was it a good fit for my company?
My initial response was, “No. I probably
won't renew because I haven't gotten thousands
of dollars worth of business.” (Deep inside aren’t
we all thinking this?) But ask yourself, “Are sales

fession? I know some-
one. I'm a resource to

having resources should
I need them personally.

Problem Solving. We
have so much in com-

the only measure of value?” As our group con-

tinued the discussion, I real-
ized how much I had gotten
from the Chamber - far more
than I had initially realized. I
had discounted my experience
alittle too quickly. I had forgot-
ten about...
¢ Public Relations Oppor-
tunities. I've been interviewed
on the radio four times and
have published a regular col-
umn on organization and pro-
ductivity in the In Business
Newspaper which is delivered
to over 5,000 individuals and
organizations in the area. This
experience has given me con-
fidence to pursue other PR op-
portunities in local newspapers
and radio. And, yes, people
have called me and said that
they heard me on the radio or
read one of my columns.
¢ List of Resources. Do you
need a trial attorney, a fitness
instructor; a mover, a jewelry
| appraiser, a website developer,
| a commercial real estate fi-
nance broker; or any other pro-

my customers, as well as |

* Best Practicesand |
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in the Chamber. No matter your business there is
someone who has struggled with the same types of
issues with which you struggle. We're all looking to
find customers, grow our businesses, find market-
ing ideas, etc... There is a wealth of knowledge out
there - people who can give you marketing ideas,
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website ideas, or share other solutions.

¢ Networking. Of course this is one of
the main aspects of the Chamber and there
are plenty of opportunities to mingle in the
morning, afternoon, or evening. Remember
that you get what you put into it, so if you
only attend a few events every now and then,
people won't get to know you. It is rare to
get a referral from a stranger, so don't be a
stranger! Come to events, join in and get to
know some people. (Are you new to the
Chamber or maybe a little shy? Every event
has a few people whose job it is to make you
feel at home and introduce you to people.
Look for the Ambassadors - they're the hosts
of the party!)

« Sales Revenue. Not to be forgotten and
surely one of the most important aspects.
Because relationships drive revenue the sales
won't happen right away. You need to form
some bonds with people - get to know them
and earn their trust. Once people know you
a bit, then they'll feel comfortable using your
services or referring you to their customers.
Personally, I've seen more than a 10x return
on my initial investment, but it didn’t come
right away. (Expect to begin getting some
business around nine months to a year - it
doesn't always take this long, but it won't be
instantaneous. Remember that relationships
take time to build and that joining the Cham-
ber is one of the many activities you should
do to develop business.)

* Business Counseling. Last year when
faced with a difficult business decision, I
turned to SCORE which is an organization
that provides business advice in a number
of areas. (SCORE has a representative in the
Chamber.) They helped me understand and
design a solution to my problem. I got so
much from my meeting that I have contin-
ued to meet with them on occasion. They
provide solid advice, keep me accountable,
and help me brainstorm when needed - they
are both cheerleaders and advisors.

» Partnerships. You never know who you
might meet that would be a good fit for your
business. Maybe you could subcontract
pieces of projects so that you can handle
more projects while still providing stellar
service to your customers. I've met some
great people who help me provide a broader
range of services than what I could provide
on my own.

¢ Opportunities to Trade Services. Do
you need something? Can you provide some-
thing? I recently traded some of my time-
management services with a massage thera-
pist. It was a win-win situation, and I devel-
oped a friendship as well. Trading isn't for
everyone, but it's an option for some.

¢ Friends and Social Outings. Ever feel
a little isolated in your office? Miss having a
group of colleagues to chit-chat with about
the game? Don't overlook the importance of
friendships and social interactions within the
Chamber. I've made lots of friends now and
feel like I belong. There’s something to be
said for this level of comfort.

 Volunteer Opportunities. This works
well for both you and the Chamber. You get
to know members, (i.e. form relationships)
all while helping out. I'm a member of the
Ambassador Committee, as well as working
several individual events. This type of inter-
action allows me to get to know more people
in different situations. The Chamber has
many events, as well as over 10 committees,
where they need assistance. The level of com-

mitment varies, so there is probably an op-
portunity that can meet your available time.

What have you gained by being a member
of the Chamber? You have probably gotten far

more out of it than you realize. I know I havez.

Lorena Prime, Owner of Clearly Organized,
teaches productivity and time-saving tips for
organizations and individuals to help them
save 1-2 hours every day. What could you do
with an extra 1-2 hours? For more informa-
tion, visit 1 ife.com or
call 617-633-2199.




