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Message from the

Chamber President

reetings chamber mem

bers, it is truly an honor

to reach out to you a

president of this organi-

zation. | say organization
because after all, this is a bus
ness. The Red Hook Area Charn
ber of Commerce is a busine:
that supports all businesses in Re
Hook, Tivoli, and their compassing areas. With that
in mind we are committed to help the chamber grow
to its full potential. We have worked through a few
internal obstacles, along with a difficult economy,
over the past year. This experience has made us
stronger and we are posed to take the next proactive
steps toward greater success.

We will get to the next level by enhancing our com-
munication. Communication is a key element for
success in any business, or personal relationship for
that matter.

We need input from our membership to realize its
needs. Our plan is to reach out to each and every
one of you. This will keep us abreast of what is
important to you and your business so we can be
properly effective. We will also ensure the relation-
ship between local government and the business
community is open and interactive by continuing to
cultivate relationships with government officials.
The chamber will be an advocate for local busi-
nesses and keep you well connected through our
evergrowing website, newsletter, and monthly
membership meetings. It is imperative that you
utilize the tools we have to offer in order to help us
help your business. We muedt work together. The
board of directors and | will do our best to be con-
sistent in our communication and professional in
our actions. Please be part of what makes our cham-
ber better so we can better serve your business.

Many thanks to our past president Susan Simon and
the 2009 board of directors. Their dedication and
hard work allowed us to get through a difficult year.
Those efforts will not go to waste. Our chamber will
continue a solid commitment to benefit Red Hook
and it's surrounding communities. If we all work
together, | have no doubt we can do great things for
business.

Very best regards,

Ed
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SELF-STORAGE

E Across from Rhinebeck Ford at 3680 Rt. 9G
i (845) 876-7727

SAVE With this ad, when used to rent
a10 x 10 or larger unit.
sﬁn-““ Good now through December 31, 2010.

e
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Please also visit us at :

Rt. 199,
ona mile east of

Red Hook Village
on the right

Chamber Events Calendar

January 14, 2021Ghstallation Mixer @ 6:00PM graciously hosted by Cap-

puccino by Coppol abds HR&ERtd memi®eGand RBE.G0 Ho
for nortmembers. Sponsored by: Ulster Savings Bank with thanks to Pat Pennisi.
Speaker.: Charlie North aut hor of ATH

January 20, 201@hamber Membership Breakfast Meeting. Time 7:30 AM

9:00 AM An Apple a Day Diner, Route 9, Red Hook. Cost $ 12.00 paid in ad-
vance, $15.00 paid at the door. RSVP by January 1, 2010. Speaker: Dr. Alan
Sachs , Subject: Public Health Forum Sponsored by: Craig Thomas Pest Control

February 17, 20%Q@hamber Membership Breakfast Meeting. Time 7:30
AM-9:00 AM An Apple a Day Diner, Route 9, Red Hook. Cost $ 12.00 paid in
advance, $15.00 paid at the door. RSVP by February 1, 2010. Speaker: Edward
Pruitt, President Red Hook Chamber of Commerce , Subject: Future of the Red
Hook Chamber of Commerce Sponsored by: Jeff Breen Insurance



http://www.affordable-selfstorage.com/index.htm

] ,
Sprague & Killeen, Inc. Welcome To

Our New

Ulster@Savings | " cuopner s. coc | W

Account Executive, Licensed NY Broker

116 Canal Street, PO. Box 506

At Ulster Saviigs Bank, Ellenville, New York 12428

We gJﬁ'ur an extensive array Tel: (845) 647-9100, ext. 120 K @
. , - Fax: (845) 647-8660 Q_/nmdclwief .“
of solutions to satisfy all chrisclark@spraguc-killeen.com hsireerbog

Yoy Iﬁn.mrml' needs - from
Banking ard Borrowing, to
imvesting, imsarance, even fax

planring. -~ KEVin J. ZUlch

Stop by today and visit US in ) )
Red Hook for all your banking . . Income Tax &:"Lmﬂ'llﬂhﬂg Services

meeids.

Service Excellence since 1983

7296 South Broadway, Red Hook
(B45) 758-4020 » www. ulstersavings.com

Loans = Inwvestments = Insurance

Banking = Taw & Payroll «

Red Heooke, KY 12571

Irrvemtrramt, Te

Memrher thraugh Liver

FDIC
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Make The Sale: 8 Smart Tips

When the going gets tough, the toughéstart selli
Ocean, in times like these entrepreneurs need to focus on bringing in the money. That means sell-
ing more. To help you do just that, here are eight smart tips to help you boost your bottom line.

1. Knowledge is power, so you and any employees or outside sales reps need to be fully up-to-
date on what you sell--and what your competitors offer as well.

2. When you started your business, hopefully you defined your USP (unique selling proposition).
That 6s what makes your product or service stand
ing, or does it need tweaking?

3. Remember, your job is not to sell your produ
the benefits of doing business with you. Fr ame
whatés in it for you.

4. Make sure youodre smdakemg Dondthewasetice syowmr ti
and services to people who can6t say fAyes. o0 Hop
that your prospects not only have a need for wh
5. Sales are not just momentary transactions. THh

ships, which turns prospects into clients. People are going to question you, your prices, your cus-

tomer service policies and more. Giving them straight answers builds the trust factor. :
6. All clients have objections. Your job is to overcome them. This means listening more than you 0
tal k. ltdéds crucial you wuncover your <clientés pain at
you can solve them. :
7. Even if youd6re not going to sell online, you P ite.
consumers find you (if you optimize your site), boosts your marketing power and makes it easier to X
do business with you. A
R
8. Keep talking. If you make the sale, follow up periodically to make sure your customers are sat- £
isfied and to see if they need anything else from you. If they are happy, ask for testimonials and
referrals. I f you donét make the sale, ask why {ﬁ uy f

incorporate it into your sales process.






