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SOCIAL MEDIA AND THE WORKPLACE: DOES
YOUR SOCIAL MEDIA POLICY NEED AN UPDATE?

Social media will continue to be part of our culture. Many employers have Facebook
pages and it is no surprise that their employees are actively engaged in their own
social media. What happens when the world of social media collides with employment
law? Attorney Sonia Coleman will facilitate a discussion on this issue.

THURSDAY, SEPTEMBER 28, 2017
11:30 a.m. - 1:00 p.m.
South Holland Community Center
501 E. 170th Street
South Holland, IL 60473

SPONSOR: BMO HARRIS
CATERER: JIMBOOO’S
Register Online Today!

Please contact Blevian at 708-596-0065 or
Speaker:
Attorney Sonia Coleman

info@shba.org for more information

Members $10

Non-Members $15

SHBA – Where Business Works

News & Updates
l

l

“WANT TO BECOME A MEMBER OF SHBA?” PLEASE VISIT WWW.SHBA.ORG
AND COMPLETE OUR MEMBERSHIP APPLICATION OR CALL BLEVIAN AT
(708) 596-0065 FOR MORE INFORMATION.

HOSPITALITY AT ITS FINEST!

SHBA member Comfort Suites in Lansing knows how to roll out the hospitality and
how to honor local #hometownheroes. On August 31, 2017, it provided a delicious hot
breakfast featuring their delicious waffles with fresh fruit toppings to its guests, members
of local business communities, and to first responders.
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JOIN OUR TEXT CLUB: STAY IN THE LOOP WITH WHAT IS GOING ON!
TEXT SHBA TO 28748
ECONOMIC EDGE
John Watson, Director of Economic Development for the Village of South Holland, gave a report about
activity within the business community at SHBA’s August 24th networking luncheon.
• Thornton Gas Station is opening soon near 162nd and Woodlawn
• Vintage Scripts/Daily Grind Coffee and Juice Bar is under construction at 162nd and South Park
• Vacant land near 162nd and Wausau is under contract for
development
• Gurtler Industries located at 154th and LaSalle is expanding
its facility
• Gattling’s Chapel located at 1200 East 162nd Street is
expanding

RESTORATION MINISTRIES VOLUNTEERS
WALK FOR HUNGER
SHBA member
Restoration Ministries,
Inc. had a fantastic group
of supporters who came
out to participate in the
Greater Chicago Food
Depository Hunger Walk
on September 16, 2017
in Jackson Park. It was a
beautiful day with fun and
friendly people for a great
cause.
708-333-7277

Fax: 708-333-9989

503 W. Taft Drive
South Holland
Email: waltonoff@aol.com

WALTON OFFICE SUPPLY
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Photography
Photography by
by
Larry Burrows

Phone:
Phone: 708.308.6583
708.308.6583
Email:
Email: Larry@Burrowsphotography.com
Larry@Burrowsphotography.com
Website:
Website: www.Burrowsphotography.com
www.Burrowsphotography.com

Family
Family events,
events, Golf
Golf Outings,
Outings, Special
Special Events
Events &
& More!
More!
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Customer Loyalty Programs:
A Must-Have Retention Strategy

by Jennifer Post

Today’s consumers have a range of choices
about where to shop, and retailers need to work
harder than ever to earn repeat business. Offering a loyalty program not only makes customers
feel valued, but it allows retailers to easily collect
important information about customers.
“As consumers get more and better information regarding how to compare various products
and companies, it is critical to compete on price
and value,” said Patrick Bosworth, CEO and
co-founder of revenue strategy solutions provider Duetto. “Loyalty programs provide an opportunity to learn the preferences of customers and
design communication strategies that will resonate with them.”
But loyalty programs aren’t just a boon for customers – your business gets access to tons of
valuable data for opt-in marketing campaigns.
Advertisement
“When a customer signs up for a loyalty program,
a business is given full access to information like
name, contact information, shopping preferences, purchase and visit history, and more,” said
Josh McCarter, CEO of business management
software company Booker.
If you’re considering a loyalty program for your
small business, here are three high- and lowtech options for implementing one.
Rewards and discount programs
A rewards program is arguably one of the most
popular types of loyalty initiatives today’s businesses offer. They typically work by awarding a
coupon, free item or other incentive to customers
who have earned a certain number of points by
shopping there.
“Businesses should absolutely offer rewards and
discount programs to customers,” McCarter said.
“Rewards and discount programs give customers more reason to come back again, especially

in the competitive retail and services markets.”
Direct mailers
For a simple, low-tech loyalty program, direct
mailer coupons can be a great way to get local customers into your store. However, for the
program to succeed, you need to make sure
you have a strategic, personalized mailing
system.
“Target a specific customer demographic with
a tangible product and message based on a
specific element on the individual’s life,” said
Brian Wirth, digital marketing strategist at pizza franchise Hungry Howie’s.
General nontargeted direct mailers have proven to be increasingly less effective as consumers have other ways to engage with business.
However, targeted mailings to VIP clients with
special offers still can be effective, according
to McCarter.
Card-linked offers
Card-linked offers – for example, cash back
for making a purchase with a specific vendor
– are a convenient way to offer discounts, said
Silvio Tavares, president and CEO of payment
card industry group The CardLinx Association.
“You can personalize your offers for consumers based on their spending and websites
they’ve visited in the past,” Tavares said. “You
now have the ability to measure [the effectiveness of] an ad and see if it led to a purchase
on that customer’s card.”
While card-linked offers can be effective, work
is required on behalf of the business to ensure
the consumer is aware of the offer, said McCarter. Consumers often only find out about the
discount after they receive their bill, and thus
the value of using a discount to drive a consumer to the business isn’t fully realized.

ready intended to come to the business and
didn’t require a discount to do so,” added McCarter.
Loyalty programs should go beyond just rewards and discounts, according to McCarter.
The best customer membership and loyalty
programs solve customers’ problems and create a convenient purchase experience. Additional elements might include a custom app,
VIP perks, like priority scheduling, exclusive
options or line skipping.
“Small businesses also need to remind customers of these benefits with targeted emails
following visits to encourage them to make the
purchase decision again,” McCarter said.
Remember, the most effective programs create loyalty-building experiences that precede
the shopping visit and extend far beyond the
point that the customer leaves the store, said
Chris Doherty, vice president of branding and
consumer consulting firm Daymon Worldwide.
Mobile technology has enabled continuous
customer engagement, he said, which allows
a business to become a greater part of its customers’ everyday lives. The ability to strengthen these customer relationships is what makes
loyalty programs such an attractive retention
tactic for businesses.
“The path to loyalty-building begins with customer knowledge,” Doherty added. “Establish
a means for identifying your customers at the
point of sale. That provides a way for you to
understand your customers, to learn what
makes them unique and what motivates their
behavior. You can then leverage that wealth
of information to personalize your interactions
and demonstrate that you value their business.”

“In other words, the consumer may have al-

Alzheimer’s Assisted Living
Residential living for early to middle stages
of Alzheimer’s disease and
related memory impairments.
We also offer short term respite stays.

708-895-1600

2045 East 170th St.
South Holland, IL 60473
www.seniorhousing.net/ad/ardencourtsholland

The Intercom

SEPTEMBER 2017

3

SHBA Monthly Luncheon Summary
AUGUST 24, 2017

SO, YOU THINK YOU KNOW SHBA?

Cassandra Griffin, Business Communications Consultant and SHBA Board Member
“So, You Think You Know SHBA?” sounds like the title of a new game show, but it isn’t. It was the title
of the presentation that Alexandra Glumac and I delivered at the South Holland Business Association’s
(SHBA) August 24, 2017 networking luncheon. Instead of challenging our members and guests to go
against one another to determine who would be crowned the “Champion of SHBA,” we decided to
make sure that EVERYONE WAS A WINNER.
Our goal was not to foster competition. It was to foster awareness about the benefits, opportunities
and services that SHBA offers to our members. The following topics about SHBA were discussed:
•

History and Mission

•

Networking Luncheon

•

Scholarship Golf Classic

•

Picnic

•

Holiday Party

•

Website

•

Facebook page

•

Intercom Newsletter/E-blasts

•

Business Before Hours/Business After Hours

•

Committees

•

Text Messages

•

The South Holland Community Guide (Thanks to Erica Wolac of Excel Printing and Mailing for
sharing information about the community guide which is an excellent way for businesses to get
exposure within the village.)

Now that you know SHBA, let us help you to take full advantage of your membership by contacting
Blevian Moore, Executive Director at 708-596-0065 or via email at info@SHBA.org. (If you weren’t at
the luncheon and you want information about any of the topics that were presented, contact Blevian
and she’ll fill you in.)
Speaking of knowing things, SHBA held its first new member welcome ceremony at the August
luncheon. We want our new members to know that we are excited that they have joined and for
our current members and guests to get to know them. The new members were invited to the stage
and they received a welcome letter, a SHBA window decal and a certificate of membership. We also
displayed the list of new members on the tables for all to see.
Thank you to our lunch sponsor JMA Architects (www.jmaarchitects.com) and our lunch caterer Mr.
Submarine (www.mrsubmarine.com) for the tasty sandwiches and chips.
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August Luncheon

PHOTOS © 2017 LARRY BURROWS
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IT’S HARD TO STEAL A HAPPY CLIENT
& EASY TO LOSE ONE WHO IS UNHAPPY!
BY LARRY GALLER
The salesperson delivered his pitch complete with attractive graphics, graphs, and photos of happy clients.
Embellishing the presentation were currently popular sayings like, “building our business one client at a
time,” “we’re building growing relationships,” “underpromise and overperform,” and “when our clients
profit, we profit.”
The listener sighed, almost rolled her eyes and said to herself, “they talk a good game, I’ve heard all this
relationship stuff before, but I’m unhappy with my current vendor, the price is competitive, and if they do
half as much as this guy says we’ll be getting more for our buck so I’ll give this guy a try. And she signed
the contract for a “Trial Period.”
Three days later she received a hand written “thank you” note in the mail from the salesperson along
with a list of people in the firm she could contact for various services. A week later she received an
“Introduction to Our Company” brochure. A month later the salesperson called, asking if she had any
questions or problems and, although he doesn’t work with the client directly, he checks in with her every
two or three months to improve the relationship, discover if there are any problems, and seeks to find
further opportunities.
This is a classic “Sales Satisfaction System.” While most companies have their salespeople say, “Thank
You” and then go on to sell to the next prospect, this company has their salespeople deepen the relationship
by ensuring that the client is truly satisfied.
A Sales Satisfaction System is designed to back up the promises made in the presentation and further
establishes the relationship from “vendor” to “trusted vendor we rely on.” She has found their service
actually is as good as all those clichés in the original sales presentation. Now she relies on them and has
expanded her use of their services substantially.
She recently received an ad for a similar service at a lower price. She glanced at it, wadded it up into a ball
and lofted a three-point shot into the wastebasket, smiling in the confidence of her growing and profitable
relationship.
If a company’s success is based on long-term customer retention and repeat sales than an ongoing “Sales
Satisfaction System” will reinforce the commitment to the client and act as an ongoing retention strategy.
What “Sales Satisfaction System” in place at your company?
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Phil Mulder

Cheryl R. Kirkland, Agency Owner

1034 E 162nd Street, South Holland, IL 60473
office: 708-893-0000
fax: 708-825-1686
cherylrkirkland@allstate.com
www.agent.allstate.com/CherylRKirkland

President, Construction

611 East 170th Street • South Holland, Illinois 60473
708.339.6010 • Fax 708.339.6022
Email: linda@abbottprint.net

MAIN OFFICE
17005 Westview Avenue
South Holland, Illinois 60473

Optometry

Blueberry Field

Since 1942

Direct: 708.713.2222
Fax: 708.713.2272
Cell: 708.878.3775
PHIL@LMT.COM
WWW.LMTEAM.COM

708/333-4444

PANCAKE HOUSE AND RESTAURANT

Your Hosts:
Patte, Nikki &
Christy Haras

Phone (708) 225-1982
Fax (708) 225-1246
Mon-Sat 6:00 am - 3:00 pm
Sunday 8:00 am - 3:00 pm
558 E. 162nd St., So.Holland, IL 60473

Phone: (708)215-0095

Fax: (708)913-4012

A local South Holland company serving the
833-835 E. 162nd St., South Holland
PBT_BusCrd_Ad_Addres_HR.pdf
community
with 20 years of plumbing experience.
Free estimates – 24 hr. emergency service.
Dr. Gene Ossello
Dr. Jasper J. Gulotta

VAN DRUNEN HEATING
& AIR CONDITIONING

(708) 339-6444

168th & Van Dam Road
South Holland, IL 60473
FAX (708) 339-6450

vandrunenheating.com
email: vandrunenhvac@comcast.net

630 East 162nd Street

South Holland, IL

708-333-0700
888-9-BELONG (888-923-5664) • providencebank.com

A Better Kind of Financial Institution For Everyone

1600 Huntington Drive
Calumet City, IL 60409

................ . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Savings Accounts - Checking Accounts - VISA Credit Cards
Vehicle, Mortgage,Home Equity, and Personal Loans!

Call 708-891-7800 or visit us at www.illiana.org
The Intercom
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LEGISLATIVE CORNER - CURRENT BILLS
SB 2900 Expands the role of Physician Assistants (“PAs”) and Advance Practice Nurses (“APNs”) throughout various
Acts, by allowing them to perform many duties, or hold positions normally reserved only for physicians or those similarly
situated.
SB 2956 Requires buildings to be more accessible to individuals with disabilities
SB 3104 Makes the failure of reporting apprenticeship reports a violation for entities subject to the State Construction
Minority and Female Building Trades Act
SB 0210 Bans the sale of “bath salts” and allows local governments to revoke a retailer’s license if a violation occurs
HB 4715 Allows courts to fine public bodies between $2,500 and $10,000 if they willfuly and intentionally failed to
comply with FOIA and also allows for a $1,000 daily fine if the public body fails to comply with the court’s order after 30
days; if public body fails to act within 30 days to address FOIA, presumed to have willfully failed to comply;
HB 6083 Changes the statute of limitations for wrongful death claims
HB 6181States that, if a teacher earns more than the required number of professional development hours during a
renewal cycle, the teacher may carry over any hours earned from April 1 to June 30 of the last year of the renewal cycle
HB 2262 Creates options for satisfying the $2,000,000 liability insurance for school bus drivers
HB 3239 Amends the Chicago School District Article of the School Code by allowing 17 year olds to run for election as
a community resident of a Local School Council (LSC)
HB 4105 Allows motorcycles rear lights to be blue
HB 4327 Requires DCFS to provide information on respite care, etc. when an investigation of alleged child abuse does
not result in the placement of a child outside the home
HB 4330 Requires state higher education institutions to accept the State Seal of Bi-literacy as the equivalent of two
years of foreign language taken during high school; also requires state higher education institutions to establish criteria
to translate a seal into course credit
HB 4379 Requires non-home rule units of local government, school districts and community college districts to regulate

travel expenses

SOUTH HOLLAND BUSINESS ASSOCIATION
- EXECUTIVE COMMITTEE -

Angie Zuniga (President)...................... Illiana Financial Credit Union
Cassandra Griffin (Vice-President).Cassandra Griffin Communications
Alexandra Glumac (Secretary) ...................South Suburban College
Leonard Boos (Treasurer) .....................Illiana Financial Credit Union
Blevian Moore ... Executive Director

- BOARD OF DIRECTORS -

Mike Abbott.................................................... Abbott’s Printing, Inc.
Sharon Lockhart....................................................Providence Bank
Lisa Maciejewski...................................................... JMA Architects
Pat Rush............................................................ John Kasperek, Co.
Randy Simmons..............................................Q’s Cleaning Service
Brian Tennis.......................................... South Suburban Memorials
Tim Woloszyn.............................................................. MB Financial
J. Wynsma............................................................... Anytime Fitness

Scan here to visit us online.

ADVERTISER INDEX
•
•
•
•
•

Abbott’s Printing, Inc.
Aflac
Allstate Insurance
Arden Courts
Blueberry Field

• Burrows Photography
• Business & Career Institute,
South Suburban College
• CR Plumbing
• Eye Site

•
•
•
•
•

Gatling’s Chapel
Illiana Financial
Jimmy John’s
Lagestee-Mulder
MB Financial Bank

•
•
•
•
•

Providence Bank
Roeda Signs
Sandrick Law Firm
VanDrunen Heating & A/C
Walton Office Supply

For information on advertising call 596-0065

SHBA members are encouraged to contribute articles to the Intercom
Intercom News Deadline: 1st Friday of the Month
Send news to: P.O. Box 334, South Holland, IL 60473 (info@shba.org)

