Roseville Chamber March Breakfast
Best Practices Roundtable

· Appreciate your staff... they’re the ones who make you look good
· Networking
· Partnering to Market
· Meetup.com
· Industry Specific/Geographic Groups
· Mobile Marketing
· Meeting Face to Face vs. Phone or Email
· Social Media Marketing
· Business Fan Page
· Follow Up in a Timely Manor
· Attend Free Networking Events (Chamber Mixers, Ribbon Cuttings, Leads Groups)
· You-Tube Videos
· Email Marketing
· “Customer Service is our Niche” – Divided up all customers – staff called to check in and thank
· Brochures gave digital.
· “Offer Education” for free to clients & client’s clients at a  Happy hours
· “Culture”   No matter how big, if we lose our culture we...
· Operation Thank You (Chamber)
· Cutback on Newsletter printing
· Added Sales people where not existed before
· Direct Gift Card Marketing (in person)
· Get involved with your Community
· Cool Bag w/ logo
· Spend on needs, not wants
· Don’t let fear make you invisible
· Identify Niche, Demand, Supply
· Do something the competition isn’t
· Extended hours
· Ignore the negative
· Embrace social media, etc to connect with younger clients.
· Test with 10-25 people your new marketing direction.
· Category specific networking group
· Relationship networking
· Get out of the office and do a random act of kindness (buy a coffee, bucket of balls, pizza, etc)
· Referrals
· Quality
· Word of mouth
· Re-sale
· Website
· Personal interaction with customers
· Finding solutions
· Going above and beyond normal customer service
· Constant communication and follow up
· Listening to customers
· Showing appreciation to customers (i.e. thank you cards)
· Training staff to have a positive interaction
· Accessibility for customers
· Helping customers succeed
· Be a positive facilitator and a resource for customers
· Start a blog
· Bring customers to website
· Wrote an article for Roseville Today that ran for 10 days and got 15 inquiries out of it
· Change membership involvement
· Chamber involvement
· Good, old fashioned customer service
· Persist consistency
· Relationship building
· Customer appreciation events
· Ask for referrals
· Customer is working on new business and I’m doing e-blast to my list to get discount on his business services.
· Collecting business cards for potential partners. 
· Leverage referrals – discount/gift to my clients who refer to me (gift card, “ribbon” offers gift cards $30 - $1000 to choose gifts online
· Buy lunch for whole office for referral. 
· Valentine’s Day gift
· Thanksgiving card, Happy Birthday call (no business agenda), recognition at different times of year. 
· Make list of targeted potential clients and ask others for intro. Have networking lunches around town. 
· Promotional items
· Keep in contact with mixers, follow up 4-8 touches
· Re-evaluate
· Referral program system
· Customer Update, looking for or someone else.
· Notes, personal postcards
· Personal Touch
· Getting out there and be seen
· Incentives
· Exposure
· Go to all the different chamber and events to get to know more people – to know TV ads
· Belong to chamber and Rotary. Reactivated chamber activity – became ambassador club, stopped, back as ambassador club. Meet people. Get to be known.
· Like learn more about ambassador club. Good way to be visible.
· Nonprofit – Lower overhead by moving in vacant rooms in school – gives visibility to school district – also is getting involved in school clubs.
· Disability etiquette training – hired consultant to work on business plan and focus on passion and really what drives you.
· Want a lot of rewards based on home sales; have lowered prices to attract – social media – ambassador chamber – visibility of attending chamber functions.
· Embracing technology – electronic signatures, social media, and media advertising. Getting back involved in chamber.
· Make better use of existing memberships – chamber, social club, lower overhead, social media would benefit businesses.
· Professional organization that our clients belong
· Clients (tell) that we want new clients (incentive/gift cards)
· Flexible with clients – meeting their needs
· Network marketing – meeting clients and non-clients
· Relationship building – after hours
· Offering more services – expansion
· Don’t say NO or .  . . Find someone who can provide service “CHAMBER”! (this comment was starred and circled)
· Look for “Chamber” plaque
· Step out of your business “box”
· Infrastructure – key players – personnel, position yourselves to be ready for growth
· Know your customers/clients
· Make good use of your time and clients time
· NOT ALL THINGS TO ALL PEOPLE, be realistic about your skill set
· Ability to listen well
· Relationship building with clients
· Walk the pavements. Available any time anywhere to clients. Education to clients.
· Listen to clients – finding goals, budget, know their needs
· Networking – follow up. Do as I say I say as I do
· Ask client what can I do to promote your business? Involvement in community
· Personalized services – choose and do right the first time. Relationship building.
· Customer service – listening, making client feel special. Ask for the referral.
· Thanking the client personally. Ask for and offer assistance.
· Networking - TNI (small group)
· Net Quotes - Provides leads
· Referrals
· Frequent  stay program
· Promote integrity
· Name recognition
· Service back to the community (Shriners)
· Take care of them - value added service
· Social Media
· Organization system based on days – helps with mountain of paper work
· Collaboration with similar businesses for personal interest and not competition
· Getting out! Keep up relationships – No “store front”
· List on how often to chick in with clients
· Consistent customer service – Via being an ambassador
· Referrals – community involvement
· Keep it local
· “Toodle Do” – App “To Do List” for computer/phone
· Hire a business coach 
