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Chamber General FundChamber General Fund
July 31July 31

Current AssetsCurrent Assets Current LiabilitiesCurrent Liabilities
20032003:: $129,000$129,000 $14,200$14,200
2004:2004: $116,700$116,700 $9,700$9,700
2005:2005: $160,000$160,000 $46,000$46,000
2006:2006: $186,000$186,000 $57,200$57,200
2007:2007: $201,600$201,600 $40,200$40,200
2008:2008: $197,500$197,500 $55,200$55,200
2009:2009: $170,000$170,000 $53,000$53,000

Presenter�
Presentation Notes�
Paul�



Net Working CapitalNet Working Capital 
July 31July 31

2003:2003: $114,800$114,800
2004:2004: $107,000$107,000
2005:2005: $114,000$114,000
2006:2006: $128,800$128,800
2007:2007: $161,400$161,400
2008:2008: $142,300$142,300
2009:2009: $117,000$117,000

Presenter�
Presentation Notes�
Paul�



30 Days Operating 30 Days Operating 
BudgetBudget

2003:2003: $36,500$36,500 ($438,400)($438,400)
2004:2004: $36,600$36,600 ($440,000)($440,000)
2005:2005: $41,300$41,300 ($495,200)($495,200)
2006:2006: $42,600$42,600 ($511,000)($511,000)
2007:2007: $45,700$45,700 ($548,000)($548,000)
2008:2008: $48,500$48,500 ($581,400)($581,400)
2009:2009: $44,300$44,300 ($531,600)($531,600)

2009 302009 30--day budget x 3 = $132,900day budget x 3 = $132,900

Presenter�
Presentation Notes�
Paul�



What Happened to Our What Happened to Our 
Cash Reserve??Cash Reserve??

•• FundFund--raising campaignraising campaign
•• Architectural fees for Barber House Architectural fees for Barber House 

expansionexpansion
•• Lower than expected dues collection Lower than expected dues collection 

in past yearsin past years
•• Accounts Receivable Days LongerAccounts Receivable Days Longer

Presenter�
Presentation Notes�
Paul�



Membership OverviewMembership Overview 
December 31December 31

Total MembersTotal Members
2003:2003: 1,3661,366
2004:2004: 1,3721,372
2005:2005: 1,4171,417
2006:2006: 1,5011,501
2007:2007: 1,5191,519
2008:2008: 1,5461,546
2009:2009: ????????

Presenter�
Presentation Notes�
Thank you Paul.  (David will say a few words about the fact that our membership picture actually looks VERY good, compared with other chambers we’ve been talking to that have lost 10-20% of their members!  But we have something THEY don’t….WE have the best membership person in Betty, and the best volunteers with retention with our Ambassadors…and we have the strongest Board of Directors in the State.)   Turn it over to Betty…..



We are not sure where this year will end in regards to total members, but we can see that there has been a continues growth over the past few years.  We all know that this year has been an extremely challenging one so far.  But I have confidence that we can reach our goal with your help.

�



New membersNew members 
January January -- JulyJuly

2003:2003: 135135
2004:2004: 146146
2005:2005: 135135
2006:2006: 137137
2007:2007: 134134
2008:2008: 136136
2009:2009: 124124

Presenter�
Presentation Notes�
 Betty……January through July, 124 new members have joined the Chamber.  Looking back over the past 6 years an average of 137 members would have joined in the same amount of time. Although we’re behind the last few years, other chambers in Georgia are absolutely amazed that we have recruited so many new members in this tough economy.  We credit our very strong and well diversified local economy, and the very optimistic business community in V-LC.

�



Dues CollectedDues Collected 
January January -- JulyJuly

2003:2003: $200,000$200,000
2004:2004: $215,000$215,000
2005:2005: $231,500$231,500
2006:2006: $221,500$221,500
2007:2007: $222,000$222,000
2008:2008: $215,000$215,000
2009:2009: $224,000$224,000

Presenter�
Presentation Notes�
Betty…..The dues collected in the first 7 months of this year have exceeded that of the last 3 years.  However….it’s important to note that we did not reach our dues targets in the last few years.  Lower than expected dues collection in _________________ is partly to blame for our declining financial reserves.  And even though we were bringing in lots of new members, a huge majority of our new members over the past ____ years have been small or very small businesses….in other words, base dues rate of $240.  During the same period, we lost some very large dues payers (e.g., Sears, Lowe’s, Shaw, Hood, …..)

�



Dues CollectedDues Collected

AnnualAnnual Per MemberPer Member

2003:2003: $332,500$332,500 ($243)($243)
2004:2004: $393,000$393,000 ($286)($286)
2005:2005: $396,000$396,000 ($279)($279)
2006:2006: $378,500$378,500 ($252)($252)
2007:2007: $368,200$368,200 ($242)($242)
2008:2008: $368,500$368,500 ($238)($238)

Presenter�
Presentation Notes�


Betty….As you look at this slide you will see that the average investment per member has declined over the past 4 yrs to an average of $238 per member.  This shows that we have fewer of the larger businesses.�



2009 Membership 2009 Membership 
GOALSGOALS

•• Total new members:  100 Total new members:  100 
(New members as of 7(New members as of 7--3131--09 = 124)09 = 124)

•• Total membership:Total membership: 1,5561,556
(Membership as of 7(Membership as of 7--3131--09 = 1,501)09 = 1,501)

•• Retention rate:Retention rate: 88%88%
(Retention rate as of 7(Retention rate as of 7--3131--09 = 91%)09 = 91%)

Presenter�
Presentation Notes�
Betty….As we look at the 2009 Membership Goals we have exceeded our new member goal for the entire year already with 124 new members.  Because of the uncertainly of the economic we knew that this year was going to face many challenges in recruiting new members.



Even with the 124 new members we are well below the Total membership goal of 1,556.  And as we move through the slides I will be able to better explain the reason for this drop.



Our retention rate of 91% is still above our on goal of 88%.

�



Dues Collection RatesDues Collection Rates

January – July
2008 2009

Current 68% 60%
1-30 days 15% 17%
31-60 days 24% 8%
61-90 days 7% 7%
91-120days 8% 16%
120+ days 11% 12%
Total collection rate 70% 61%

Presenter�
Presentation Notes�
Betty….Looking at the dues collection rate for Jan.-July you will see that the largest factor seems to be slow paying between 30-60 days.



The over all rate is @ 61%- 9% less than last year.

�



WriteWrite--OffsOffs

January – July
2008 2009

– Budget restrictions 4 25  
– Business sold 3 7
– No benefit seen 0 4
– Business consolidated 0 1
– Member deceased 0 1
– Member moved 4 4
– Member retiring 0 2
– Nonpayment 29 7
– Out of business 28 85
– Requested cancel 25 33
– Unhappy/angry 0 0
– TOTAL # 93 169
– TOTAL $ $17,500      $32,960

Presenter�
Presentation Notes�
Betty … As we move to the Write offs you can see why our total membership has declined this year.  This year 25 have cancelled due to Budget Restrictions compared to 4 last year.  And the biggest factor of all is 85 were cancelled because they were out of business.  When you compare that to last year you will see that only 28 were reported as Out of Business.  So far this year we have written off 169 that is almost $15,500 more in loss revenue than last year.

�



Chamber Staff:Chamber Staff: 
““Get A Member DaysGet A Member Days””

New in 2009New in 2009
# Visited# Visited 120120
# New members# New members 1919

Dues revenue generatedDues revenue generated $3,320$3,320

Presenter�
Presentation Notes�
Betty….The Chamber staff knows the importance of adding new members and the revenue it generates and are actively doing their part in obtaining new members.  Once a month for the past few months staff has set aside one afternoon for “Get a Member”.  One Hundred and twenty prospects have been visited with 19 of those joining.  Bring over three thousand new dollars to the Chamber.�



Chamber 101:Chamber 101: 
How to get the most out of your How to get the most out of your 
Chamber membershipChamber membership

January January –– JulyJuly
20082008 20092009

# Invited# Invited 109109 119119

Attended   54%Attended   54% 53%53%

Presenter�
Presentation Notes�
Betty….Chamber 101 continues to be a strong retention tool-according to recent information from a GACCE quarterly meeting- members you can get in your building are more likely to participate in future events and are more likely to renew that those who do not.

This year 53% of the members invited have attended.  �



The Ambassadors The Ambassadors 
are doing their partare doing their part

““Member CrashersMember Crashers””
Ambassadors call on Ambassadors call on ‘‘atat--riskrisk’’ membersmembers

New in 2009New in 2009
# businesses # businesses ““crashedcrashed”” = 37= 37
% that have renewed since the % that have renewed since the ““crashcrash”” = 21%= 21%

Presenter�
Presentation Notes�
Betty….The Chamber also knows what an important role retention plays in a membership organization.  And in an effort to retain as many members as possible the Ambassadors have joined force to do their part.  



In February of this year a new program was introduced by the Ambassadors called “Member Crashers”.  And that is just what they do, once a month an average of 6 Ambassadors and one staff member visits   “at risk”  members.  We define “at risk” members as being 30-60 days past due on there membership renewal.  Over the past 6 months the Ambassadors have crashed a total of 37 businesses and of those 21% have renewed their membership.  The feedback from the businesses that were visited has been very positive, plus it give the Ambassadors the opportunity to showcase their own business.

�



Dues Collection RatesDues Collection Rates

January – July
2008 2009

Current 68% 60%
1-30 days 15% 17%
31-60 days 24% 8%
61-90 days 7% 7%
91-120days 8% 16%
120+ days 11% 12%
Total collection rate 70% 61%

Presenter�
Presentation Notes�
Betty…This slide shows why the 31-60 days was chosen as the “at risk” members.  Even though “Member Crashers” is not perceived  as a collection call, it does work as one. After being at the Chamber for over 2 years now, I feel that the more we touch our members the less likely they are to drop their membership.�



Appreciation CallsAppreciation Calls 
from the Boardfrom the Board

New in 2009New in 2009

# Assigned# Assigned 725725

# Completed# Completed 186186

Presenter�
Presentation Notes�
Betty….The Board has also had a part in retaining members.  This year, Board members have been given the opportunity to call on members and let them know how much their membership is appreciated.  Seven Hundred Twenty five members have been assigned and 186 calls have been recorded. Now I would like to turn the presentation over to you Mr. Vice-Chairman. 



Ask for Board to turn in calls.�



2009 Chairman2009 Chairman’’s s 
Challenge:Challenge:

•• $20,000 in $20,000 in additionaladditional (unbudgeted) dues (unbudgeted) dues 
revenue by Dec. 31, 2009revenue by Dec. 31, 2009

•• 75 additional new members from the 75 additional new members from the 
BoardBoard’’s efforts by Dec. 31, 2009s efforts by Dec. 31, 2009

•• End 2009 with $70,000 in reserve in the End 2009 with $70,000 in reserve in the 
General Fund (includes $30,000 CD)General Fund (includes $30,000 CD)

(1.6 months reserve operating budget)(1.6 months reserve operating budget)

Presenter�
Presentation Notes�
David and Jeff�



HereHere’’s what we need s what we need 
from our Board from our Board 

members:members:

45 minutes45 minutes

Presenter�
Presentation Notes�
David and Jeff�



BettyBetty’’ss 
““FOOT IN THE DOORFOOT IN THE DOOR”” 
Campaign:  Easy as 1Campaign:  Easy as 1--22--33

1.1. Before you leave the meeting today, Before you leave the meeting today, 
scheduleschedule a 45a 45--minute meeting in your minute meeting in your 
office with Betty sometime between office with Betty sometime between 
August 21 August 21 -- 2727

1.1. ReviewReview the list of 450+ prospective new the list of 450+ prospective new 
members with Betty at your meetingmembers with Betty at your meeting

2.2. MakeMake 55 appointments for Betty while appointments for Betty while 
sheshe’’s in your offices in your office……and youand you’’re DONE!!re DONE!!

Presenter�
Presentation Notes�
David �



““II’’m not good at salesm not good at sales…… ..
What should I say?What should I say?””

““II’’m serving on the Chamber Board this m serving on the Chamber Board this 
year, and Iyear, and I’’m really impressed with all the m really impressed with all the 
things our Chamber can do to help things our Chamber can do to help 
businesses in our community. I think youbusinesses in our community. I think you’’ll ll 
be impressed, be impressed, too.Willtoo.Will you give Betty you give Betty 
Morgan 20 minutes to tell you about the Morgan 20 minutes to tell you about the 
programs and services the Chamber offers programs and services the Chamber offers 
that can benefit your business?that can benefit your business?””

Presenter�
Presentation Notes�
David�



……Then what??Then what??

““GREAT!  I have Betty here with GREAT!  I have Betty here with 
me now, and she has her me now, and she has her 
calendar in front of her.  What calendar in front of her.  What 
would be the best time for her would be the best time for her 
to meet with you at your to meet with you at your 
business?business?””

Presenter�
Presentation Notes�
David�



Just FYIJust FYI……....

Here are some special incentives Betty will Here are some special incentives Betty will 
be using to encourage businesses to join be using to encourage businesses to join 
by October 31:by October 31:

1.1. Membership Directory ($50 Value)Membership Directory ($50 Value)
2.2. Web site link for one year ($120 Value)Web site link for one year ($120 Value)
3.3. Chamber Administration Fee ($25 Value)Chamber Administration Fee ($25 Value)
4.4. Discount on B<2>B Booth ($85 Value)Discount on B<2>B Booth ($85 Value)
5.5. Listing on oneListing on one Chamber In MotionChamber In Motion ee--newsletter ($25 newsletter ($25 

Value)Value)
Total Value: $305Total Value: $305

Presenter�
Presentation Notes�
David….The dues for a small business is $240 per year.  The special incentives the Chamber will be offering during the special campaign are worth more than the cost of the first year of membership.



We’re confident that….with the help of our Board members who will get Betty’s FOOT IN THE DOOR….we can generate an additional $20,000 in membership dues by the end of 2009.



BEFORE WE GO FURTHER….Betty is sending her calendar around the table.  Please schedule YOUR 45-minute appointment with Betty RIGHT NOW….as the calendar moves around  the table.  Betty will follow up later today to confirm your appointment with her.



We’re also planning ahead to 2010….identifying ways to generate additional non-dues revenue for the Chamber….and doing it in a way that will benefit our members as well.  We’re calling it 



PROMOTION IN MOTION 2010!!    (Call on ReKasa and Phyllis to explain…)�



Promotion In Motion 
2010

Presenter�
Presentation Notes�
Phyllis: In the past, the Chamber has sold sponsorships one event or program at a time. To encourage sponsorship of our events and programs, we will be packaging or bundling sponsorships and giving incentives increasing with the amount of investment. We plan to implement this program in October, and we need help from the Board as members of the business community and potential sponsors on deciding exactly how to package our opportunities.

�



Promotion In Motion 2010Promotion In Motion 2010

•• Step 1: Share the OptionsStep 1: Share the Options
•• Step 2: Appoint a Task ForceStep 2: Appoint a Task Force
•• Step 3: Choose and Improve OptionsStep 3: Choose and Improve Options
•• Step 4: Implement Program in OctoberStep 4: Implement Program in October

Providing Invaluable ImpressionsProviding Invaluable Impressions……

Presenter�
Presentation Notes�
First, I will share with you the possibilities for packaging we have generated. Then I will ask our Chairman to appoint a task force to help with the fine tuning of the program. After this the task force will choose the best option/options and make any improvements. And finally, we will roll out the program in October of this year as this is the time when most businesses being budgeting for the upcoming year.



3 possible options (?), and when we’ve finished sharing the possibilities, we’ll ask the chairman to appoint an expert panel to help us decide which option to present to the Board for approval at your Sept meeting….to be rolled out in Oct, as most businesses do their budgeting for the year at this time.

�



Generating 
Additional Revenue in 2010…

• Annual Dinner -0-
• Early Birds $17,000
• BAH $18,000
• Military Affairs $13,500
• Mid-Year Membership $3,000
• Government Affairs events -0-
• TBEC events -0-
• Tradeshows $10,000
• Workforce Enrichment -0-
• MetroOne -0-
TOTAL 2009 Sponsorships $63,000
*Does not include IMPACT 2012 investments, nor advertising revenue

Estimated Sponsorships 2009*

Presenter�
Presentation Notes�
ReKasa/Phyllis….One of the benefits of packaging is the opportunity to sponsor events that have not been sponsored in the past. From January 2009-July and projected from August-December, the Chamber will have offered sponsorship opportunities totaling an estimated $63,000.�



Total Potential Revenue from 
Sponsorship Packages/Bundles 

in 2010*
• Annual Dinner $5,000   
• Early Birds  $20,000
• BAH   $18,000
• Military Affairs $13,500 
• Mid-Year Membership $3,000
• Government Affairs events $1,000
• TBEC events $14,300
• Tradeshows $10,000
• Workforce Enrichment $10,500
• MetroOne $4,600
Total Potential Revenue from Sponsorship Opportunities 

$99,800
*Does not include IMPACT 2012 investments, nor advertising revenue

Presenter�
Presentation Notes�
ReKasa/Phyllis…..For 2010, the Chamber will be offering more opportunities to sponsor events. Not only will this help the Chamber, it will also benefit our members by offering more opportunities for exposure and impressions. Our sponsorship levels range from $50 to $10,000 allowing businesses of every size the opportunity to be involved in our events and programs.



With the implementation of the Promotion In Motion Sponsorship Program the Chamber will offer sponsorship opportunities totaling and estimated $97,000—a difference of $34,800 from last year. �



Here are the options for 
Promotion In Motion 2010

•Option 1: Investment Levels
•Option 2: Build Your Own
•Option 3: Target Market Groups

Presenter�
Presentation Notes�
ReKasa/Phyllis…..So far, we have developed three options for the Sponsorship Program

�



Option 1: Investment Levels

• Investment Levels
– Maximum Exposure:   $10,000 Investment
– Supreme Showcase:     $7,500 Investment
– Extreme Exhibition:      $5,000 Investment

Choose events or programs of interest and level 
of exposure. Each investment level offers 
incentives, increasing with each level.

Presenter�
Presentation Notes�
ReKasa/Phyllis: 

Option one is Investment Levels. With this option, the sponsor will choose the programs or events he or she would like to sponsor. This option offers incentives that increase with the more money invested. This option is for businesses looking to promote themselves in a big way.�



Investment Levels Example

• Maximum Exposure
– Targeted Careers Educational 

Media Series Co-Sponsor
– Presenting Sponsor: four Boot 

Camps
– Presenting Sponsor: Metro 

Valdosta Emerging Leader Award

$5,000

$4,000

$1,000

Total Investment   $10,000

Presenter�
Presentation Notes�
PR/RD: An example of a Maximum Exposure Package is shown here with the member being the U.S. Army. The Army is interested in career education, workforce development and promoting leadership. 



With this package, not only will the Army receive the traditional listings in the promotional materials and marketing efforts…but because it chose to invest $10,000 in one …a banner on the Web site for one year…speaking opportunities…etc. They will also be listed as a Maximum Exposure Partner on our Web site…�



Option 2: 
Target Market Groups

• Target Market Groups
– Packages customized by target markets 

selections
– Example: 

• Target Market: Military Personnel and families
• Package: Military Appreciation Package

– Sponsorship for Moody Appreciation Fun Fair
– Attending Sponsor for three Red Carpet Parties
– Moody PromoPAK Advertisement 

Presenter�
Presentation Notes�
For example, military, b2b, b2c, retirees, general Chamber membership, manufacturers, small businesses, large businesses, young professionals, workforce recruitment, future workforce, minority-owned businesses, human resource professionals, retailers, businesses that need IT and ET services, etc.



This option is ideal for businesses who have a small niche market and would like to promote itself only to that group in an intense and concentrated way. It is also useful for businesses who see room for improvement within a specific market group. �



Option 3: Build Your Own

• Build your own package 
– Opportunities are divided into price levels
– Example: 

• Choose one from levels 
• Purchase three from three most expensive levels 

and save 10% along with other incentives
• Purchase three from other levels and receive 

additional incentives

This is for the business who is looking to get its name in front of 
a wide variety of markets.

Presenter�
Presentation Notes�
ReKasa/Phyllis….Let us custom-build a package just for your business…..Chinese dinner menu…one from column A, one from column C, buy 3 and save 10%, etc.)



This is for the business who is looking to get its name in front of a wide variety of markets or for the new Member who wants to see what areas of the Chamber markets give them the best return.

�



Marketing the 
Sponsorship Program

• Market Strategies
– Focus on the Member’s exposure and success

• Develop promotional materials
– Menu of opportunities
– List of sponsor benefits

• Use Chamber e-publications and Web site to 
communicate sponsorship opportunities with 
membership

Presenter�
Presentation Notes�
Phyllis…..Talk about the marketing of it. Should reflect back on the MEMBER’S success…not success of the chamber in raising the sponsorship $$$

List of statistics on sponsor benefits 

Number of attendees at events

Traffic on Web site

Impressions Generated

�



What’s Next??

• Appoint Task Force to critique the 
sponsorship program

• Share feedback
• Roll out
• Buy in

Presenter�
Presentation Notes�
Jeff, Phyllis Royal, Sherry Zipperer, Steven Heddon, Jimmy & Tori Holmes, Dana Massingill, Kevin Conrad

We’ll come back to them with the Task Force’s program to present to the Board in Sept., for roll-out in Oct.

Recommendations

Chairman, Jeff Hanson

Phyllis Royal, Sherry Zipperer, Steven Heddon, Jimmy and Tori Holmes, Dana Massingill and Kevin Conrad

on Task Force’s finalized version at the September Board meeting





�



• Questions?
• Comments?
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