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We invite you to take part in this educational
networking event which includes introductions,
lunch, a presentation, time for questions,
networking, and a business card exchange.
Lunchtime Learning offers busy professionals
a chance to stay on the cutting edge with an L

educational format and local speakers who -
specialize in the topic. Lunch partners and

sponsors who support our programming

benefit from first-rate exposure to leading

decision-makers in our community. Please join

us the first Wednesday of each month at the

Chamber, 110 6™ Ave. S, from noon-1 p.m.,

for Lunchtime Learning.

Thank you to our lunch partners:
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Lunchtime Learning

Marketing on a Shoestring Budget
February 3,2010 Sponsor:

Kelly Lynn Zaske of Gaslight Creative LLC will
help business owners and marketing managers
communicate their messages loudly and provide
ways to “get noticed.” Zaske specializes in sales
support materials, web communications and
campaigns for small to large organizations.

Social Media Smarts: LinkedIn
March 3,2010 Sponsor:

LinkedIn could be the most valuable social
networking tool for your business. Use its search
tool to find contacts in your target market, join
groups, and strengthen your existing network
using recommendations. JoyGenea Schumer,
owner of Organizing & Inspiring Solutions LLC,
will share her strategy for building a network that
gives you the most return on your time.

10 Ways to Maximize Sales Through
Cross Selling and Cross Promotions

Giving Your Customers “The Pickle”
May 5, 2010 Sponsor:

Want to increase your customer satisfaction?
Want people to talk about the wonderful experi-
ence they had with your business? The key to
customer service is to give them “The Pickle.”
Jim Beck from the Minnesota School of
Business will train you on what “the pickle” is and
how to refocus your workforce on what customer
service really means and what the customer
really wants!

Use Emotional Intelligence to Sell
June 2, 2010 Sponsor:

You can read a customer using visual cues such
as body language. Learn to interpret what they
verbalize and the meaning behind the statement.
Jim Gruenke, Traut Wells Water Treatment
Division, shares ways to use intuition or gut
feelings to understand a customer. Emotional
intelligence can help you close a sale when
working with a variety of customers.

Apiil7,2010  Sponsor:| WIIBTOWN
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Speaker Kevin Ehlinger, Th!nkCreative
Advertising, Inc., will help you increase your
sales without draining your budget. Through
case studies you'll learn to cross sell services
and bundle products, while creating deals that
get your customer’s attention, create value, and
expand your market reach. You will leave with
new ideas for win-win partnerships with clients.

Sessions are held from noon-1 p.m. at the Chamber,
110 6th Ave. South, St. Cloud. A limited amount of
2-hour limit parking is available in front of the
Chamber office or park in the ramp near Herberger’s.

Lunchtime Learning is brought to you by the
Business Development Council of the Chamber. To
volunteer on this or any other committee, contact Jill
Copeland at (320) 251-2940, ext. 130.

Contact Us: St. Cloud Area Chamber of Commerce
www.StCloudAreaChamber.com

110 6th Ave. S, PO Box 487, St. Cloud, MN 56302-0487
Phone: 320-251-2940 Fax: 320-251-0081
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Lunchtime Learning

All sessions cost $15 for members, $22 for
non-members, and include lunch. Sessions are held
from noon-1 p.m. at the Chamber office, 110 6th
Ave. S., St. Cloud. Please register at least 2 days
before the session by calling (320) 251-2940, ext.
126, registrations@StCloudAreaChamber.com, or
online at http://events.StCloudAreaChamber.com.
Reservations must be cancelled at least 48 hours in
advance or fee payment will be expected.

Sessions are organized by the Business
Development Council of the St. Cloud Area
Chamber or Commerce.

Email: Feb. 33,2010 —0—0— 0 —

registrations@StCloud
AreaChamber.com March 3, 2010

April 7,200 @ ——
Fax to:
. . May 5, 2010 R
Attn: Registration y
(320) 251-0081 June 2, 2010 ———
. Total: $ ——
Mail to:
St. Cloud Area Chamber
PO Box 487

St. Cloud, MN 56302

Printed name

Company
Address

Email

Method of payment:
[ Bill me (Chamber members only)
[ check

1 Am. Express L1 Discover
[ mastercard [] Visa

Credit card number Exp. date

Signature

Cancellations must be received at least 48 hours prior to
the session or payment will be expected.



