
 

Getting More from Your Chamber Membership! 

 Review the website listing for your business. Make sure all of the information is 
accurate, including emails and phone numbers and whom they go to. As owner of a 
business, do you want everyone contracting you directly or your business? This is 
important as your information is typically placed in directories and on the web for all to 
see. 

 Get your employees connected. Many times businesses only have a primary contact 
or two receiving emails and information from the Chamber. To optimize your businesses 
potential to utilize all the services you have opened, have all your employees sign up to 
receive chamber notices. This will allow your business the opportunity to take advantage 
of trainings and leadership development opportunities you may have not thought of for 
your employees. 

 Display membership plaque and sticker openly. Studies have been done showing 
that people view Chamber membership as a sign of credibility for a business. The best 
way to show you are a member is to put those items in full view. 

 Make the Chamber an extension of your business. Are you looking for information 
about new businesses entering the community – legislation that may affect your 
business – the Chamber should be the first call you make when you have a question you 
need help with. The Chamber may be able to answer your question on the spot or refer 
you to someone that may have the advice you’re looking for. 

 Meet one-on-one with the chamber’s Event Organizer. When having this meeting, 
know what your customers’ demographic is. A good event organizer will be able to 
provide you with the best events available for exhibiting and sponsorship opportunities 
that will promote your business. (Best practice to secure your participation in advance. 
This will help you plan each event accordingly with time and money.) 

 Attend business card exchanges and events. Repetition at events creates an 
atmosphere of trust among members. People like to do business with people they know 
and see. Also, remember it is not the size of the event but the relationship building 
opportunity. Some small events have enormous value. 

 Get to know the Chamber staff. These individuals meet with more business 
professionals than most people in any given day. Knowledge of who you are and what 
your business provides can make you an easy referral for them. 

 Get Social: your Chamber is on Facebook and Twitter, find out what best fits you and 
participate in some of the discussions. Better yet, provide information that makes you the 
expert in your field. These are great places to promote you without making a sales pitch. 

 Provide input and answer surveys: many Chambers send out surveys throughout the 
year to find out information on how to best serve their members and the community. 
Take a moment to complete any survey. Your answers can make a difference. 

These basic steps will make your membership in the chamber one that can 
provide you a strong return on your investment! 

 


