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Welcome New Member

Advanced Restoration Services
507 Central Avenue

Bedford, IA 50833

(877) 523-2057

WWW.arsiowa.com

Love Politics? The
Government Affairs
Committee is for YOU!

Our members have a wide range of
interests and expectations of our
Chamber. If you have been waiting
to volunteer until the Government
Affairs Committee was ready to take
on the challenge of advocating for
our business community, your wait is
over. Call Luke at (660) 582-8643 if
you are interested in joining this
high-energy group.

MCCA Candidate’'s Forum

Maryville Citizens for

Community
Action (MCCA) will be hosting a
forum for candidates seeking a seat
on the Maryville City Council at 7:00
PM on March 30" at the Nodaway
County Courthouse. The event will
be moderated by Dr. David
McLaughlin.

The candidates for Maryville's City
Council are the only items on the
April 6™ ballot. Candidates are:

(1) Chad Jackson
(2) Joseph Belanger
(3) Mark Galbraith
(4) Glenn Jonagan

The Chamber Insider
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Government Affairs Committee takes on
the Census 2010 Enumeration of Prisoners

One of the Chamber's goals for 2010 was to be more involved in legislation
affecting our business community. To that end, our Government Affairs
Committee is now empowered to scour the news to identify issues where our
advocacy can make a difference, and working with the Board of Directors,
take action to affect positive change. Right now, under the direction of the
Government Affairs Committee and Board of Directors, the Executive Director
is rallying Missouri communities that could be adversely impacted by a
proposed change in the way the Census counts prisoners for the purpose of
drawing legislative districts.

In February 2010, United States Census Director Robert Groves announced
the agency will release Census 2010 counts of individuals in group quarters,
including prisons, months earlier than was customary after censuses
conducted in the past. The effect of this decision is that states will be able to
reconsider how prisoners, incarcerated on April 1, 2010, will be counted for
the purpose of redistricting. As of the 2000 Census, Nodaway County had
537 individuals living in correctional institutions, representing 2.45% of the
county’s total population of 21,912.

If some urban lawmakers get their way, these prisoners could be counted
where they lived prior to conviction, rather than in the communities in which
they are housed on Census day. That would be very bad news for Nodaway
County and any other rural community that hosts a prison--our legislative
voice would diminish as rural districts would get geographically larger. Why
should incarcerated individuals “count” in Nodaway County? We have two
good reasons:

1. Incarcerated individuals are no longer using the public resources of
the communities from which they came. They do use the public
water, sewer, and transportation resources of Nodaway County and
the municipalities therein. Counting these individuals elsewhere gives
disproportional representation to districts not bearing these costs.

2. Identification of the origins of incarcerated individuals is problematic
and potentially costly. The Census will not collect information
regarding the origins of incarcerated individuals. That data, needed to
“reassign” prisoners to the district from which they came, would need
to be compiled by the state.

Show Me Green Sales Tax Holiday

Some Northwest Missourians may have a long Shenandoah
way to drive if they want to get a great deal on
ENERGY STAR appliances during the Show-Me
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for Maryville residents, the Maryville City Council LY
“opted-in” on February 25. Joining Maryville are: %
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http://www.maryvillechamber.com/
http://dor.mo.gov/tax/business/sales/taxholiday/green/
http://www.arsiowa.com/

Love Chamber Events? Get
on a Committee that
makes a difference!

Each year people from across the
midwest head to Maryville to
participate in our marathon. They
sleep at our hotels, eat at our
restaurants, and shop at our
stores. None of this would happen
without our great volunteers. Call
Luke at (660) 582-8643 if you are
interested in joining this committee.

2010 Chamber Champions
Gold Level
97.1 the ‘Vill-KNIM Radio

St. Francis Hospital & Health
Services

Silver Level
Nodaway Valley Bank
Bronze Level
Hy-Vee

KCP&L

KFC

Chamber Board of Directors
President - Johnna Beemer

Past President - Jim Davis

Director — Beth Savage

Director — Alice Schieffer

Director - Jerry Wilmes

Director - Dan Hegeman

Director-at-Large -
Angel McAdams Prescott

Director-at-Large — Ben Conway

Ambassador Supreme - Phil Cobb

Contact Us

Executive Director
Luke Reven

New Resident Program
Sandi Von Behren

Chamber Office
Shanda Keirsey

(660) 582-8643

Maryville Marathon WebSIte Update

The days are longer, the weather
warmer (above 32° counts), and the
mountains of snow get smaller
everyday. It must be time to think
about our signature event of the
summer, the Chamber Country Classic
/ Maryville Marathon on June 12. This
week the Chamber rolled out major
revisions to the event web site:
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The big news this year is that $3 of = nil il oonmiinns
every registration will go to the St. ﬁi@’ﬂfﬁ%&jﬁ”ﬂ@ﬁ-ﬁ'ﬁx.:.fi'tn:‘:
Francis Hospital and Health Services

Digital Mammography Fund. Look for

online registration and more race details on the site soon.

At a Glance: Christmas in March (Q4 Sales)
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It was a Merry Christmas! Retail sales growth has once again returned to
Maryville. Shown is the growth of 4" quarter taxable retail sales since 2005.
Note that Nodaway County's growth has outpaced our neighbors in Buchanan
County and the State of Missouri, and is one of the few areas of the state
experiencing new growth. Thanks to everyone who shopped local this
past holiday season and to our partners in the 2009 “Shop Local”
holiday advertising campaign, namely the City of Maryville and
Nodaway County Economic Development.

Q4 2006 Q42007 Q4 2008 Q4 2009

-4.00%
-3.29%

-8.00% === Buchanan County

"At a Glance” is a monthly feature showing selected economic indicators of
interest to our local economy. The source of this month's data is the
Missouri Department of Revenue.

County Health Care Outcomes

A 2010 study from Robert Wood Johnson Foundation and University of
Wisconsin Population Health Institute put Nodaway County #6 out of 115
Missouri counties for positive health outcomes—outstanding! Read more at:

Show Me Heros

From the Missouri Career Center: "“Become a hero by hiring a hero! All
across Missouri, members of our armed services are returning home, and
businesses like yours are giving these veterans the ultimate 'thank you' by
connecting them with productive careers. Governor Jay Nixon would like to
reward these efforts by including your business nhame among those referred
to as 'Show-Me Heroes.' Just by going to the Show-Me Heroes website and
submitting this simple electronic form, your business's name will be
prominently displayed along with the names of every other employer who has
pledged to consider hiring a Missouri Veteran. Thank you in advance for
signing up to be a Show-Me Hero!”

Modaway Valiey Bank
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Missouri Career Center Offers On-The-Job Training Program

Missouri’s workforce system is offering an On-the-Job Training Program to help your business save training costs
while preparing new hires for your vital jobs. Their OJT program provides:

COST SAVINGS — They reimburse 50% or more of the wages of workers hired through this program.

SKILLED LABOR — The workers they connect you with possess a variety of valuable skill sets, from prior
employment, education or proven work ethic.

CONVENIENCE — They do the paperwork; matching your business needs with a qualified new hire; and they
provide ongoing guidance and support.

Interested businesses should call Becky Chambers, Missouri Career Center Business Representative, at (816) 387-
2380 for a consultation.

Chamber Ambassadors - March Meeting

Monday, March 8, 2010
Noon - La Bonita Mexican Restaurant

Cost: $7.00

Menu: Any item on the lunch menu, plus a drink
by Friday, March 5.

March 2010 Chamber Calendar

RSVP to the

Sunday Monday Tuesday Wednesday Thursday Friday Saturday
1 2 3 4 5 6
7 8 9 10 11 12 13
Noon Chamber
Ambassadors,
LaBonita Mexican Tonight-
Restaurant Don't Forget
to turn your
clock
forward!
14 15 16 17 18 19 20
Daylight Noon
Saving Time Government
begins Affairs
Committee,
KNIM
21 22 23 24 25 26 27
Noon MCCA 7:30 am
Meeting, Chamber Board
Chamber Conf. Meeting,
Rm. Chamber Conf.
Rm.
28 29 30 For a live listing of community
7 pm events, please go to:
Candidate's
Forum, http://www.maryvillechamber.com/calendar.htm
Nodaway
County
Courthouse
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Tips for Growing Your Business

N Are your email marketing mes-
sages relevant to your customers?
The answer may depend on their stage
in the customer life cycle. Divide your
list into three segments: 1) New cus-
tomers — Focus messages on educating
them and reinforcing their decision to
be involved with your organization.

2) Active or loyal customers — This is
the 20% of your customer base that
brings in 80% of your business and
the most likely to evangelize on your

behalf; recognize them and thank them

for being loyal so that they’ll stay that
way. 3) At-risk or inactive customers
— If you notice that a sizable segment
is seemingly disengaged, create a re-
engagement program to find out what
it will take to get them back.

Source: www.btobonline.com

B Think twice before taking on a
big client. Having large companies
as clients might seem like a dream
come true, but their slow payment
practices can kill your cash flow.
According to recent data from credit
bureau Experian, companies with
more than 1,000 employees are dra-
matically more likely to be severely
delinquent — that’s more than 90
days late on a payment — in the next
12 months than other size businesses.
Why? It’s simple: Because they know
they can get away with it.

Source: www.businessweek.com

H A little nervous at networking
events? Try arriving early. The other
early birds will be more available
and easier to approach with fewer
people in the room, plus you’ll already
know a few people once the rest of the
attendees show up. Make eye con-
tact and keep it simple. “Hi. How are
you?” is a universally terrific opening
line. Introduce yourself, name your
company or affiliation, and don’t get
bogged down with too many personal
or professional details. Focus instead
on remembering the other person’s
name and try to find common ground.
Ask questions and be truly engaged.
Your goal is to make the other person
feel like the only one in the room.
Ask for business cards and be sure to
follow up. After all, the whole point
of attending networking events is to
foster relationships.

Source: www.forbes.com

m News and Developments Affecting Today’s Business

IRS cracks down on contractor use

Companies that misclassify workers as
independent contractors instead of employ-
ees could face scrutiny and penalties in
Internal Revenue Service audits. Over the
next three years, the IRS will audit 6,000
randomly selected businesses nationwide,
including small and tax-exempt employers,
on their compliance to pay employment
tax, or FICA and Medicare.

Among the most often misclassified
workers are truck drivers, construction
workers, home health aides and high-tech
engineers.

The audits, likely of 2007 and 2008 tax
years, will focus on whether companies
misclassify workers to avoid their tax obli-
gations. Such misclassifications contribute
to 82% of uncollected taxes, according to

the IRS.

Misclassifications can be costly. Along
with back taxes and penalties owed for
the three-year statute of limitations on
audits, workers reclassified as employees
may make demands on employers for
benefits such as retirement, medical, paid
time off and other fringe benefits.

Workers are generally considered
employees when someone else controls
how and when they perform their work.
In contrast, independent contractors are
generally in business for themselves,
obtain customers on their own and control
how they perform services. For guidance
from the IRS, go to http:/bit.ly/czTgfS.

Sources: NewsOK, February 7, 2010; New
York Times, February 17, 2010

Communicate... continued from page 1

gaps in information a manager could have
provided. These kinds of misalignments
create the potential for friction, misunder-
standing and lowered productivity.

Increasing Versatility

For most of us, interpersonal behaviors
and preferences are habitual and largely
out of awareness. Consider this scenario:
a Driver, who has a more “tell” oriented
style, may want to “cut to the chase”
quickly. He may not even realize the
source of his impatience with an Ana-
lytical who needs to ask more questions
before taking action. As the situation pro-
gresses, the Driver may push harder for
action while the Analytical employee goes
into “back up” for her style — withdraw-
ing and becoming less and less responsive.

Versatility comes with the recognition
that people do have different styles and
that each has unique strengths. Once peo-
ple know their own style and understand
style differences, they can learn how to
modify behaviors to make it easier to
work together in a way that is more effec-
tive for the whole team. When making
decisions, managers can adapt to different
expectations and needs based on their rec-
ognition of employees’ styles. Expressives
want managers to involve them in a deci-
sion when it affects the whole group, and
Amiables like to have the group involved
in brainstorming and problem solving.
On the other hand, Analyticals are not as
interested in group decision making and
typically prefer to be involved only when
decisions or actions affect them directly.

Key to Improved Business Results
Companies can experience dramatic,

measurable improvements in perfor-
mance when their people learn how to
adapt to others’ social styles. In one study,
building versatility skills yielded a 52%
improvement in the ability to identify
styles and recognize back-up behavior —
the “fall back” behavior of each style when
the individual is stressed. In the same
organization, 46% of employees reported
a moderate to large improvement in work
productivity. As one manager reported,
“I’'ve been more sensitive to my driver/
driver style and the style of others dur-
ing [coaching] sessions and as a result,

I believe the sessions have been more
productive and conversation/feedback has
been freer flowing.”

While there are many ways to improve
communication in a given situation, the
single most important factor for enhanc-
ing communication effectiveness across
the board is versatility. As more leaders
are required to take on greater respon-
sibilities for more employees in today’s
business environment, and companies
are fighting to retain customers and grow
market share in the face of ever tougher
competition, building this kind of capabil-
ity provides a real competitive advantage
for the individual and the company.

Michael Leimbach, Ph.D., is Vice President
of Global Research and Design for Wilson Learn-
ing Worldwide. With over 25 years of experience,
Dr. Leimbach provides leadership for research and
design of Wilson Learning’s performance improve-
ment capabilities. He serves as a research consultant
for global client organizations and serves in a leader-
ship role for the ISO technical committee TC232:
Standards for Learning Service Providers. To learn
more, contact Wilson Learning at 1.800.328.7937 or
visit www.wilsonlearning-americas.com.

Business Intelligence Report



Tips for Growing Your Business

B Are you making headway on
your long list of goals for 2010?

If not, you might want to just tear it
up. Why? According to Verne Harnish,
author of Mastering the Rockefeller
Habits, the single most important
thing for entrepreneurs to figure out
for the year is “What is the No. 1 driver
to increasing my business?” Those

who limit themselves to achieving one
important goal for 2010 are more likely
to succeed than those who try to do it
all. If you’re having a hard time whit-
tling down your plans, try creating a list
of tasks you need to stop doing so you
can pursue the goal that matters most.

Source: www.fsb.com

® Do employees complain to you
about other people on their team?
You may see this as a waste of your
time, but consider it another way:
Think of yourself as a pressure safety
valve. Sometimes employees need to
let off a little steam. Left unchecked,
this pressure can generate much anger
and resentment, which could leak

out to other teammates and create
mass disharmony. Instead, provide a
safe outlet to release that pressure by
letting teammates feel comfortable
walking into your office, or calling you
on the phone, to express their anger

or frustration. Listen patiently so that
the pressure dissipates harmlessly and
any underlying issues can be dealt with
calmly and rationally.

Source: www.terrystarbucker.com

TRENDwatch Forecasting the Changing Business Environment

Uncovering secrets of search engine users

It appears that which search engine
you use says a lot about you. For exam-
ple, if it’s Bing, you’re probably an early
adopter, but you also shop at Walmart
more than other search-engine users.
Google searchers, on the other hand, are
partial to Target and Amazon, and Yahoo
searchers have a strong preference for
wireless service from AT&T and Sprint.

Those are just a few of the tidbits
uncovered by a study conducted by Wun-
derman (an agency partner of Microsoft),
along with BrandAsset Consulting, Zaaz
and Compete. The findings indicate that
the search engine consumers use to find
a brand’s website may influence not only

the perception they have of that brand
but, more important for marketers, the
decisions they make while on those sites.

Among the findings: Googlers tend to
be the average Internet Joe. They are
conventional people yet open to trying
new things, believe in following rules and
don’t consider themselves any smarter
or less intelligent than the person next
to them. Yahoo users tend to be 55-plus,
reserved and a less-independent group
with little faith in imagination. They feel
they have little control over their future
and are skeptical and cautious of new or
untried ideas.

Source: Advertising Age, February 5, 2010

Media favorites of today’s bargain hunters

How and where do consumers believe
they can find the best bargains? Almost
one-quarter of adult Americans believe
that newspaper and magazine advertise-
ments are where they can find the best
bargains, according to a new Adweek
Media/ Harris Poll. Just under one in five
(18%) believe online advertisements are
most likely to help them find the best bar-
gains, followed by direct mail and catalogs
(12%) and television commercials (11%).

When looking for bargains, different
age groups have different ideas of where
to look. Those 18-34 years old are more
likely to say online ads (22%) and tele-
vision commercials (17%) are the best
places to go, while those 35-44 years old

go online (26%). The older people are, the
more likely they are to use newspaper
and magazine advertisements, as 24% of
those 44-54 and 33% of those 55 and older
look to those media for bargains.
Education also plays a part as 25% of
those with a high school education or less
say newspaper and magazine advertise-
ments are helpful when bargain hunt-
ing, compared with 20% of those with at
least a college degree. Furthermore, 29%
of those with at least a college degree
believe online advertisements are more
likely to help them find a bargain com-
pared with 12% of those with a high
school education or less who say the same.
Source: Harris Interactive, January 22, 2010

Is word-of-mouth advertising dead?

Peer recommendations have tradition-
ally been thought of as one of the most
powerful forms of advertising — until now.

This year’s Edelman Trust Barometer
report dropped a bombshell about peer-
to-peer marketing: The number of people
who view peers as credible sources of
information about a company dropped by
almost half, from 45% to 25%, since 2008.

So what’s going on? According to Gail
Becker, Edelman’s Western regional
president, consumers are rebelling against
all the noise and reflecting the effects of
uncertain times. A few years ago, when
peer-to-peer trust was at a peak, social
media was still relatively new and its cir-

cles were manageable. But since then, the
number of friend networks has exploded
and every kind of business has sought to
harness them for their gain. That, accord-
ing to Becker, has made people more
skeptical of peer recommendations.

So who do we trust? The report points
to academics and experts, along with
industry analysts as the most credible
voices for company information. Reports
from industry analysts and articles in
business magazines remain the most
credible sources of information about a
company.

Sources: Edelman; Los Angeles Times,
February 15, 2010
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