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The federal Centers for
Disease Control in Atlanta
has informed the DuPage
County Health Department
that surveillance data indi-
cates the United States is
experiencing an early in-
fluenza season that could
be more severe than in the
past three years.

The Health Department
continues to offer flu
shots. It takes about two
weeks after the shot for
immunity to develop. The
flu season typically runs
until April and peaks
in January. The
vaccination
can be given
any time dur-
ing the flu

%;) seasorn.
§

Residents
may contact the DuPage
County Public Health Cen-
ter for information and an
appointment in Wheaton
at (630) 682-7560. The
Health Department offers
flu vaccinations for $20.
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The members of six area Chambers of Commerce—Addison,
Bartlett, Bloomingdale, Carol Stream, Glendale Heights, and
newly-added Wheaton, invite you to participate in the 2004 Five
Star Business Expo. This year the Expo will be on March Sth,
2004 and held at the Indian Lakes Resort in Bloomingdale.

Members of the six aforementioned chambers have the opportu-
nity to be and exhibitor and/or a sponsor for this well-attended
event. If you have never been to this exposition, you will find it
to be a day filled with impressive booths and wares, networking
to other businesses and enjoying themselves at the same time.

The event will feature Todd Natenberg as the Keynote Speaker.
“A former newspaper reporter, Todd has sold everything from

shoes to photocopiers to telecommunications. He has worked as a salesperson, sales

manager and regional sales trainer” with some top companies, according to latest
bookcover. Natenberg will be giving us a taste of his advice and wisdom at the Kick-Off
event January 29th at the Bloomingdale Golf Club from 5:30-7:30pm.

Chamber members received a mailing the first of December, but can also view the reg-
istration form on the website at www.fivestarexpo.com

Early-bird registration nets members a $50 discount through December 31st. Sign up

today!

Snippets

Your Chamber website works when you
don’t —November hits to the CSCC web-
site equaled 35,941. Searchers typing in
names of our chamber businesses are
directed to our website for more info.
Check it out at
www.carolstreamchamber.com... Be On
the Map There is still a chance for Cham-
ber members to get their information on
the Community Map produced by Village
Profile. Contact Barry Kenis at
1.800.600.0134 x252 for details and pric-
ing...Need Help with Mailings? The
Chamber can assist you in contacting

your customers or prospects by offering
printed labels for $35 or advertising in
this newsletter for $129. Call the office
today... THANK YOU to Future Link who
really came through for the Chamber
office when we were down and out —
network connection down and out of e-
mail communication; we most appreciate
your assistance! Oktoberfest was a great
success, through a joint effort of the
Chamber, the Rotary Club of Carol
Stream and the Village. Watch for Okto-
berfest 2004!
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Your Chamber Board

President

Michael Hall 630.510.2635
American Precision Electronics
President-Elect

Eric Heuser LaSalle Bank
Vice President

Dick O’Gorman 630.665.7121
North Gary Auto/Foxfire Tavern
Treasurer

Mike Holmgren 630.871.1177
Accounting Network, Inc.
Secretary

Ann Kennedy 630.653.0755
Carol Stream Public Library
Executive Director

Luanne Triolo 630.665.3325
Board of Directors

Bob McNees 630.665.8811
Robert McNees and Associates
Darrel Malcom 630.510.0044
Brust Preplanning

Jacki Unger 630.351.8400
Sign*A*Rama

Annette Conti 630.669.6440
CCC Technologies, Inc.

Jim Hodgdon 630.980.4499
The HBC Group

Mike Ashby 630.668.8161
DuPage County Farm Bureau
John W. Wheeler, Jr 630.682.4162
Wheeler & Associates

Jim Brust 630.510.0044
Brust Funeral Home

Milli Jones 630.942.2119
College of DuPage—Carol Stream

Village Liaison
Bob Glees 630.665.7050

From the desk of the
Executive Director

Season’s Greetings!

I’d like to introduce myself — I'm Luanne
Triolo and I'm the new Executive Director
of the Carol Stream Chamber of Com-
merce.

I am delighted to be here and I thank you
for the very warm welcome I have received. '

In this newsletter you will find pertinent
information for many upcoming events.
Please take some time to look them over
and enter them right into your date book,
Palm, or other favorite calendar program.

We are looking forward to increased attendance at our events in
the upcoming year. Evidence of this was the annual Christmas
Social which was a huge success. We believe the more people that
gather at our monthly luncheons and “After Hours’, the better
chance of success for you to network. Why not invite a business
associate to one of our events, and introduce them to the Chamber
and the benefits it can provide?

The 5-Star Business Expo is coming in early March. You should
have received a mailing with registration info. The Kick-off event
will be January 29th. Look for more info in that mailing. Speaking
of receiving mailings, we would like to be sure we have your cor-
rect information, so please stop by our website and take a moment
to check your info and notify us of any changes or additions.

Have you been to our new’ office inside the Holiday Inn? Over the
summer, the office was relocated down the hall from the gift shop.
Stop in and meet Nan Gudenkauf, the Administrative Assistant,
with whom many of you have already spoken. Nan did an out-
standing job of ‘holding down the fort’ just before I arrived.
Thanks, Nan!

Feel free to email me at any time with questions or comments, at
info@carolstreamchamber.com or call 630.665.3325.

Here’s wishing you a very Happy and Safe Holiday Season and a
Prosperous 2004.

Speak!

New this year to the 5-Star Carol Stream Chamber of Commerce

Busines§ Expo will be ’break.— 150 S. Gary Ave ~ Carol Stream IL
out’ seminars. If you would like 60188

to make a 45-minute presenta-
tion, call the Chamber office
for more information. There is
a limited number of slots so
call early if you are interested.

Let us hear from you

info@carolstreamchamber.com
Ph: 630.665.3325 Fax: 630.665.6965
www.carolstreamchamber.com
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Carol Stream Chamber of Commerce — Upcoming Events
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Carol Stream Chamber of Commerce — Upcoming Events

HADPPY HOLIDAY S
January
1/14/2004 Monthly Luncheon Holiday Inn & Suites/Carol Stream 11:30 AM-1:00 PM $20 / Members $25 / Guests
Network...Network...Network — a networking ‘exercise’
1/22/2004 Business After Hours Wilton Manor — Geneva and Schmale Roads 5:70-7:30 PM $5 / Members
1/29/2004 5-Star Business Expo KickOff event — Bloomingdale Golf Club 5:70-7:30 PM
¥ February ¥
2/11/2004 Monthly Luncheon Holiday Inn & Suites 11:30 AM-1:00 PM $20 / Members $25 / Guest

Come and listen to Tamara Dennis, Director of the CardioPulmonary Center at Glen Oaks Hospital
Topic: “Heart Healthy” February is Heart month!

2/19/2004 Business After Hours Windsor Park Manor — Geneva and Schmale Roads 5:70-7:30 PM $5 / Members
March

3/05/2004 5-Star Business Expo Indian Lakes Resort — Bloomingdale 9 AM to 3 PM

3/10/2004 Monthly Luncheon Holiday Inn & Suites/Carol Stream 11:30 AM-1:00 PM $20 / Members $25 / Guests

Our speakers will be State Representatives John Millner and Carole Pankau.

3/12/2004 REVERSE RAFFLE — More info to follow

{é): Feedback

We are interested in making your Chamber membership very beneficial to you and your business. Please take a moment to visit your
listing on our website www.carolstreamchamber.com

If you have any changes, corrections, additions, or comments, please feel free to email, fax, or call us so that we can be sure that the
website reflects correct information about you and what you do. Your web listing is searchable on the Internet and a monthly web
report is available in the office for your perusal. If you have any feedback or comments, please feel free to list them below.

Company Name: Contact Name:

OPlease update my information with the following:

Comments:

Quick survey: O | would be interested in receiving the newsletter in an electronic form instead of being mailed.

Fax to: 630.665.6965 or email us at: info@carolstreamchamber.com or call 630.665.3325

or Mail to:CSCC ~ 150 S. Gary Ave. ~ Carol Stream, IL 60188
4=
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Build the Business Case — Before you Sell

by Todd Natenberg

Nobody cares how much you know until they know
how much you care. Why do so many salespeople
forget, or worse yet, not realize this? The golden rule
of sales is, “Sell how you want to be sold.”

Nobody wants to be identified as a “sales person.” We
all strive to be consultants and sustaining resources.
But when all we care about is
selling our products, rather than
finding solutions, we miss our
objective and ultimately cost
ourselves money. The single
most important step in any sales
process is building your busi-
ness case.

If you are the elite salesperson
that shows customers you care
about them, rather than just telling them, unfortunately
for our industry but fortunately for your pocketbook,
you are far ahead of the game. It is amazing the power
of those words that so few sales reps actually ask
prospects: “What'’s important to you and your com-
pany?”

Think about your own buying habits. Sure, we all want
to receive the best price, but we also want to believe
our needs are being met. It's only when these needs
are not met that we focus on the cheapest product.
Remember your last large purchase- a car, a house,
perhaps a computer. The odds are it was not the
lowest price around. As much as you hate to admit it
and insist you received the absolute greatest price
known to the human race, you know had you looked a
little further you probably could have found it for less.

But you were happy with your decision. It satisfied your
needs and desires and most importantly, it was YOUR
decision, no matter how good or bad the sales person
might have been. You bought on your emotions. We all
do. News flash: prospects are no different. They do not
want to be part of a closed sale. They want to be part
of a door opening, a long-term business relationship,

“People do not always buy
from people they like, but |

know of very few business
owners who buy from
someone they don’t.”

and a true partnership. This only happens when they
express their emotions. Remember, if you say it or |
say it - as brilliant as it may be -- it is not necessarily
believed. But if our prospects say it then it’s true.
When they say it, they are revealing their emotions,
and when emotions are revealed hot buttons are
revealed in the process. So what do we say to get
them to reveal their emotions? Whether you are
selling copiers, telecommunications services, medical
supplies, or anything else, |
suggest you ask at least
five questions and let the
prospect answer them fully
and passionately.

“Before we get started, |
was wondering if you
could help me out a little
bit. Every customer and
prospect of mine is differ-
ent with different needs. |
do not want to waste my time or yours. They are
both valuable. So what | really want to find out is
what’s important to you. In order to do that, | am
going to ask you some questions. Does that
sound fair?”

Often salespeople go to the extreme in questioning
where they come across as prosecutors interrogating
defendants. By laying the foundation and “method
behind the madness” prospects are put at great ease.
Who could fault a rep for catering to a prospect's
individual needs? Also, putting yourself on the same
level as prospects from the onset is imperative. The
best reps | know value their own time, as much, if not
more than their prospects.’

“ know some basics about your company from
my own research, but please tell me a little bit
about your business in your own words.”
Everybody claims they ask this question, but asking it
and really listening for the response are two different
things. Salespeople here the answer, but unless they
acknowledge it and tie it back throughout the conver-
sation, they are only hearing it.

“What do you think has been the key to your
business’ success?”

How many people do you think actually hear a sales

rep ask them this one? You know what else? Few

“I just got a job
in sales!

prospects would dare attribute their success to being
the cheapest price. After all, they pride themselves

on being the business consultant/sales people of the
century, just like we do. That means when it is your
turn to talk, should the same prospects say all they
care about is price for your product, you remind them
that is not what they said is their

biggest selling point. This is a great

way to build an alliance.

“Please walk me through the N i
buying process...Who ultimately |, .,c.u o
signs on the dotted line if we do |1 &
earn your business? Is that

you?” Retasasmi

It's not just enough to have them

explain how decisions are made.

This is where you need to be confident and lay it all
on the line. Contrary to some views, prospects do not
outright lie to you when it comes to authority matters.
They will not say they have the authority to sign
when they do not and vise versa. But you will only get
a true answer if you ask it directly.

“As | said previously, all my prospects are unique
with unique needs. | have a lot of information |
could review with you, but | don’t want to waste
either of our valuable time. So | just have one
more question for you: For us to earn your busi-
ness, what is important to you?”

People do not always buy from people they like, but |
know of very few business owners who buy from
someone they don’t. Building a business case is in
many ways is just a portion of the appointment. But it
can often be the difference between getting that trip
to Maui and being put on probation for lack of per-
formance. If you play your cards right and build the
business case properly, your “presentation” might be
almost non-existent. But it won't matter. A sale is not
just about showing people you care but why you care
and what it means to them. After all, don’t you?

Todd Natenberg will be the Keynote speaker at the 5-
Star Business Expo March 5, 2004 at 9 AM.

‘Tis the Season...To Say “Thanks!”

Tropical Christmas? Oxymoron? Maybe here in the
Midwest people find that a Tropical Christmas is a bit
unusual, but at this year's Holiday Social our Chamber
members found grass skirts (on the tables), starfish,
shells, and, yes, Christmas trees. It was an evening for
of food, fun, music, and more. The Chamber would like
to thank our Sponsors — Holiday Inn Hotels & Suites,
Flood Brothers, LaSalle Bank, and Future Link —
and also those members and friends who donated
items for the Silent Auction — Shellie Carter/Bodywork
by Shellie, Kent Dixon/Sunrise Chevrolet, PartyLite,
Ralph Kamradt/Westmont Brat House, Mike
Hall/American Precision Electronics, Mike Pudlik /

Legacy Design, Michael Bellas/Doral Eaglewood,
Chris Stumpf/ Curves, Stephanie Olson/Gift Basket
D'zines, Michael Ashby/DuPage County Farm
Bureau, Joe Trippiedi/Executive Tans, Mike
Holmgren/ Accounting Network, Jim Hodg-
don/The HBC Group, Eric Heuser/ LaSalle
Bank, Dick O'Gorman/Foxfire Tavern, Mike
Hall/American Precision Electronics, Bob
McNees/Robert McNees and Associates, Frank
Defino, Jr/Lily Park, Thomas Moyers/Mac Tools
Distributor, Carol Hess/Office Equipment Co. of
Chicago, Annette Murphy /CCC Technologies , Jim
Brust/Brust Funeral Home, Millennium Steakhouse,

Barb Giblin/Carol Stream Ice Rink, Ed
Zuniga / Community Auto Body,
Thomas Baran & Christine Eorio/
Custom Carpet Professional
Cleaning & Dyeing, Inc, Costco,
Gregory Sells/GMS Financial,
Jacki Unger/ Sign*A*Rama,
Jennifer McCaw/Floriginal
Designs, Carol Stream Park
District, Annette Murphy
Conti/Telenet, John & Nancy Willi-
iams/Bracing Systems, Advanced

Technical Services and Karen Daniel/Rainbow Academy.
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Members in the
News

St. Andrew’s Golf & CC
announces Dave Erickson,
Head Golf Pro, as the re-
cipient of the Public
Course Merchandiser of
the Year award, presented
by the Illinois PGA...
Foxfire Tavern has ar-
rived! Curt Gulbro, Dick
O’Gorman and Jim Ginger
have gotten together to
open an eatery in quaint
downtown Geneva...Dr.
Henry "Hank" Gmitro, Su-
perintendent of Commu-
nity Consolidated School
District 93, has been
named chair of the 12th
National Quality Education
Conference of the Ameri-
can Society for Quality
(ASQ) to be held October
17-19, 2004, in Rosemont,
IL...Congrats to Craig
Ochoa of You’re #1, Inc.a
23-year veteran of football
officiating who was re-
cently inducted into the
Semi-Pro Football Hall of
Fame...

New Chamber Members

Tandem Staffing Solutions

6606 Barrington Rd., Hanover Park, IL 60133
Contact: Amy Carlson
ACarlson@tandemstaffing.com

Phone: (630) 830-5757 Fax: (630)-830-6037
www.tandemstaffing.com

Knight Security, Inc.

474 Randy Rd., Carol Stream, IL 60188
Contact: Michael Quiroz
mrq@knightsecurityus.com

Phone: (630) 665-6201 Fax: (630)665-6204
www.knightsecurityus.com

Office Equipment Company of Chicago
900 N. Church Rd., EImhurst, IL 60126
Contact: Carol Hess
chess@officeequip.com

Phone: (630) 589-5506 Fax: (630) 589-563
www.officeequip.com

Thomas Chirayil

1146 Winding Glen Dr., Carol Stream, IL 60188
Contact: Thomas Chirayil

Tchirayil@yahoo.com

Phone: (630) 540-0619

UCBridge International, LLC

1 N. 205 Darling St., Carol Stream, IL 60188
Contact: Rosie Ni

rni@ucbridgeintl.com

www.ucbridgeintl.com

Phone: (630) 730-3673 Fax: (630) 682-9375

Copy That, Inc.

956 Army Trail Rd., Carol Stream, IL 60188
Contact: Tressa Platania
copythatinc@aol.com

Phone: (630) 540-0250 Fax: (630) 540-0634

Lawn Doctor

P.O. Box 72011, Roselle, IL 60172

Contact: Bob Mickow

Phone: (630) 351-1713 Fax: (630) 351-1714

Rick Gieser Productions

796 Pawnee Dr., Carol Stream, IL 60188
Contact: Rick Gieser

geezball@aol.com

Phone: (630) 681-7562

Academy Awards and Engraving

148-110 S. Bloomingdale, Bloomingdale, IL 60108
Contacts: Paula Kafitz & Mike Schane
pins@ngrav.com

Phone: (630) 539-7299 Fax: (630) 539-5969
Www.ngrav.com

GMS Financial

373 S. County Farm Rd., Wheaton, IL 60187
Contact: Gregory Sells
Gregory.sells@It.com

Phone: (630) 784-9232 Fax: (630) 784-9233
www.Itl.com/gmsfinancial

LucidLine

7804 College Dr. Ste 2SW, Palos Hts, IL 60463
Contact: Mike Othman
mike.othman@lucidline.com

Phone: (847)322-4968 Fax: (708)323-1020
www.lucidline.com

Custom Carpet Prof. Cleaning & Dyeing, Inc.
926 Valley View Trail, Carol Stream, IL 60188
Contacts: Christine Eorio & Thomas Baran
ceorio@hotmail.com

Phone: (630) 462-9620 Fax: (630) 462-9697
www.carpetspecialties.com

Executive Tans

330 W. Army Trail Rd., Carol Stream, IL 60188
Contact: Joe Trippiedi

jtrips67@cs.com

Phone: (630) 681-8267

www.exectan.com

Carol Stream
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Village of 150 S. Gary Ave
Carol Stream  Carol Stream IL







@ Wood Floor Masters-

Wood Floor Masters, Inc
120 Easy Street Unit |
Carol Stream, 1L 60188

Discount
=2]1 5/04

Hello
Wood Floor Masters

and
Goodbye

to Dust and
Toxic Fumes

No dust, no toxic fumes, no

mess. Ju%?-’aﬁgre_gt_gookmg
hardwood floor without any

! of the hassles I expected. = & Wood Floor Masters~

SN Way 3
_

Floo

www.woodfloormasters.com
B00-BO3-WOOD (9663)

You want your hardwood floors to look like new,
AII we Ieave but you don’t want to deal with all the dust and
toxic fumes of getting them refinished.
behind are getting
b e a ut ifu I Hardwood Floor Recoating &
Refinishing Specialists
hardwood
floors.

Dust free sanding

No toxic fumes

]
]
B Durable, environmentally friendly finishes
B Free & prompt estimates

]

[ ]

{and a guarantee.} Specializing only in recoating & refinishing Durable, Environmentally-Friendly
Featuring Bena 3t products exclusively Finishes from BonaKemi
Wood Floor Masters uses Bona's Atomic truck- Mo toxic fumes means you don’t have to
mounted dust containment sanding equipment move out of your home, and BonaKemi
| to create beautiful hardwood finishes, completely provides the most durable finishes available.
evacuating the dust from your home. Our system Long lasting protection that won't change
] eliminates the usual nightmare of dust through- color over time, highlighting the true beauty

out your home and air ducts. and elegance of the wood.

@ Wood Floor Masters*



» UCBridge International, LLC

\  IN205 Darling ST, Carol Stream IL 60188

T Telephone: (630) 730-3673 Fax: (630) 682-9375 E-mail: sales@ucbridgeintl.com

About UCBridge International, LLC

UCBridge International, LLC provides a full range of market entry services between US and
China. Our mission is to help organizations in these two countries to establish strategic business
partnerships. We act as an agent to develop markets for products in China and US and to provide
basic services such as interpretation, travel arrangement, and business setup. Our services are

*  accomplished by providing high quality and efficient communication linkage between these two

UCBridge International, LLC was formed to cater to current market trends. Since China

| entered into WTO, companies in North America have been changing the supply chain concept

1 and shifting their sourcing to China. This is especially noticeable in the manufacturing industries.
This industrial environment shift brings golden opportunities to companies both in United States
and China.

Our Services

+ Locate business partners (JV) or acquisition targets

+ Offshore outsourcing in China for US manufacturers, distributors, wholesalers and retailers
+ Establish distribution or sales network

+ Negotiation with/for you to ensure you get the best deal

+ Basic services such as interpretation, information collection and survey

« Fast training for culture, safety, geography, and survival in China

+ Travel and meeting arrangement

+ Fulfill your specific needs

WEST SUBURBAN
LIMOUSINE
NOW OFFERS

PACKAGE
DELIVERY
SERVICE

West Suburban Travelers NEEDP:HA‘I‘ l:':::z"m LOCAL
Limmousine nmz "l-ﬂ'l'tk

CALL HAND DELIVERED BY OUR

630-668- 9600 ICC LICENSED CHAUFFEURS

==




INDIAN LAKES

R E S o R T

YOUR HOLIDAY DESTINATION
FOR GREAT CELEBRATIONS!

Fun Sunday Brunch with Santa Looking for that
Perfect Holiday Gift?

Indian Lake Resort gift certificates are the
perfect choice to give to relatives, friends,
business associates and employees.

Celebrate the season at the area’s most popular
event during December served in Sedona Grille
restaurant. Enjoy a festive holiday brunch with
dozens of delicious hot and cold selections
including our iced sealood bar, carved turkey

and ham, fresh made Belgian walffles, omelets
to order, fresh made crepes, our children's knee CESERGE R ERCEREE

high buffet, endless sweet table and much more,

December 7, 14, & 21, 10am thru 2pm
December 25— Christmas Day Brunch
(Santa off that day)
$26.50 for adults, $12.95
for children 5-12, under 5 eat free

Holiday Special Bonus!
This offer is to good to pass upt For each
purchase of gift certificates (In $100 incre-

(eIEbrﬂfe NEW Yeﬂr’s EVE Wiih us ments), we will give you a bonus $25 certifi-
for a memoruble s'urt Ivo 2004 cate for your personal use. For example,

purchase $100 to give as a gift and you

o : receive a $25 gilt certificate to use at t
e Early check in on December 31 $25¢ : o atithe
) o resort. Purchase $200 and you receive a
¢ Overnight accomodations for two in a deluxe guest room = ; )
$50 certificate. Certificates can be purchase

® Enjoy a cocktail reception with butler passed
oy B P at the front desk or call 630-529-0200.

canapes and hot hors d'oeuvres
® “"Chef Table" featuring prime rib
* Select wines served throughout dinner
* Live entertainment by the Bobby Schilf Band
* Champagne toast and balloon drop at midnight
¢ Open bar until Tam and midnight sweet and colfee table
* New Years breakfast buffet

Deluxe package is $164.50 per person,
double accupancy required plus tax.
For reservations Call 630-529-0200 -

INDIAN LAKES

E 5 (o] R T

For reservations and information for all these fantastic holiday events, call 630-529-0200
Visit us af our web site ot: www.indianlakesresort.com 250 W. Schick Rd. Bloomingdale, IL 60108



