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A reminder:

Names of MACC members are usually in bold type in our publications.

-------------------------------------------------------------"Support for Windows XP is ending on April 8, 2014.
There's no better time than now to get familiar with
Windows 8."

Efficiency Productions Expands
Source: LSJ.com
A local manufacturer of trench shields for work below ground level is planning a major building
expansion. The City of Mason Planning Commission has approved a preliminary site plan for
Efficiency Productions, Inc., 685 Hull Road, allowing it to make a 13,000-square-foot addition.
The new space will be used to store equipment, like the new 60-foot-long automatic drill, according
to Mike West, Vice President of Engineering and Product Development. "We will need this to store
equipment and a portion of the building will house a repair area for the drill, which cost $180,000,"
West said. "We think the expansion could mean we will need to create between two and six new
jobs."
The company is waiting for final site plan approval by the Mason City Council pending requests by
the planning commission to provide a list of chemicals that will be used in the drill's wash bay and
other conditions. "We are patiently waiting and of approved hope to have it constructed in 90 days
of approval," West said.
Founded in 1971, Efficiency Productions has expanded to other parts of the country and Brazil. The
company has 122 employees and manufactures trench boxes and shorings to protect workers from
cave-ins on site. "This is an expansion for a drill that will help create more jobs," West said. "It won't
be replacing people that need to work; it will help provide a more efficient and faster process that
will lead to more job creation."
West said in these tough economic times he wanted to make it clear the company isn't going to cut
employees that have been drilling manually for years. "This will simply speed up the process," he
said.
-----------------------------------------------------------------------------------------------

"Light the Big Tree" Raffle Tickets
at Down Home Days Courthouse Show
During the Down Home Days Courthouse Show on Saturday, September 21,
Mason Area Chamber of Commerce volunteers will have a special booth
near the big Christmas tree in front of the Ingham County
Courthouse. There they will be selling their ten dollar raffle tickets that
let everyone in the community help "Light the Big Tree!" again on the day
after Thanksgiving.
The Mason Area Chamber of Commerce's 12th annual community raffle is
licensed (ML#R21540) and is again sponsored by LAFCU - "Your Credit Union
for Life." Net proceeds this year will be used to purchase lights that will
enable the Chamber member businesses and organizations to once again
light the big Christmas tree, something they were unable to do in
2012. BlueGrass Lawn and Landscape and Express Tree Service are also
helping to sponsor the tree lighting this year.
This annual raffle has for many years supported the Chamber's "Hometown U.S.A" fund for
community identity and improvement programs. For a mere $10 per ticket, the odds of winning the
grand prize in the Mason Area Chamber of Commerce raffle this year are just 1 in 4,000 -- or even
better depending on the number of tickets sold. If at least 3000 of the 4000 available tickets are
sold, the grand prize will be $15,000 maximum. If less than 3000 tickets are sold in advance of the
drawing, the raffle reverts to a "50/50" basis with a minimum cash prize award of $3,000.
"This year we've lowered the ticket price to create more opportunities for Mason area residents and
others to buy as many tickets as they want and win big," says Sharon Thompson, chair of the raffle
committee. Tickets are available from Chamber volunteers throughout the Mason
community. MACC raffle tickets are also available, while they last, at the Chamber office located at
148 E. Ash Street in downtown Mason, from 9:00 a.m. to 3:00 p.m. weekdays. Tickets are only sold
person-to-person and you must be 18 or older to buy them.
A raffle drawing "After Hours" mixer will be held at Bestseller's Extra!, 356 S. Jefferson Street in
downtown Mason, on Thursday, October 10, 2013. There will be three top prize winners, as well as
the grand prize winner who could win as much as $15,000 cash. Drawing for top prizes will begin at
the conclusion of a Chamber of Commerce "After Hours" at 7:00 p.m. by a random drawing method.
All tickets sold have an equal chance of winning the grand prize.
"With such a low ticket price this year, contributors can buy more tickets and increase their odds of
winning this year's raffle. Each small contribution can mean both a ticket buyer and the entire
community have a chance to win big," says MACC president Andrew Serratelli of Dart Container. In
addition to the grand prize, a first prize will be an I-Pad tablet computer, second prize will be a 40"
HD TV, and the third prize will be a $100 gift certificate. As always, applicable taxes are the
responsibility of the winner. You need not be present to win top prizes.
The "After Hours" doors will open at 5:00 p.m. on Thursday, October 10. Dinner will not be
provided, but free hors d'oeuvres, snacks and soft drinks will be served and a cash bar will be
available. All regular ticket holders are entered into the grand prize raffle drawing. There will be no
draw down. No other cash prizes, apart from the grand prize, will be awarded. Prior to the grand
prize cash drawing, the drawings of first, second and third prizes will proceed, with no need to be
present to win those prizes either.
If any MACC raffle tickets remain unsold before October 10, they will be available at the door from
4:30 p.m. to 6:00 p.m. All MACC raffle tickets sales will end one hour before the grand prize
drawing. All ticket holders and guests must be at least 18 years old. For more information about
the raffle and rules that apply please visit www.masonchamber.org, or call (517) 676-1046. "Let's
light up the Big Tree and make this year's holiday season in Mason a more festive one," adds Sharon
Thompson.

The Rayner Park Rally Club is a proud sponsor for the Blue Star Memorial Marker to be dedicated by
the Mason Sycamore Creek Garden Club on Friday, September 20 at 1:00 pm in Rayner Park. The
public is invited to attend the program. Hope to see you there!
--------------------------------------------------------------------------------------------------------------

Vision Real Estate welcomes Amy Kruisenga, Jena Rewerts, and Alissa Pawlowski to
the Vision Team! Each has strong Mason connections and will be happy to help you
with your real estate needs.
----------------------------------------------------------------------------------------------------

---------------------------------------------------------------------------------------------------Are you depriving people in our community from the opportunity to help out in a
cause they believe in just because you didn't ask? Here's an article that explains
further:

The Failure to Ask

by Howard Benson, CEO, National Community Development Services

Recently, I had a brief conversation that reminded me of what many believe to be the biggest
failure in fundraising-the failure to ask.
A friend inquired if I'd seen a mutual acquaintance of many years. He said his last contact occurred a
few months ago when she requested his help in bringing a small group of high achieving school
children from his former home town, Augusta, where she teaches, to Atlanta for a special exhibition
at one of the museums. She had told him she needed $400 to help defray transportation, admission
and meal expenses. My friend said he immediately sent her a check and later received thank you
notes from the children and from our friend.
What struck me first about his story was that he had been asked. The solicitation came personally
from someone he knew, for a purpose that was reasonable and urgent, for a specific amount that
was easily within his capacity to provide. A need had been defined, a likely donor was identified,
the ask was made, and the request was promptly granted.
Now, I could quibble that the school teacher could have been more strategic and should not be out
"panhandling" her friends. Perhaps, she could establish a school-wide fund for such excursions,
describe the wonderful range of experiences many children would have, enlist a committee, and
raise $20,000 from a wider donor base. But, in the absence of such thinking, the teacher took the
initiative and did what more non-profit organizations and causes could-and should do-she asked!
The ask worked on two vital levels: (1.) presenting an opportunity to make a difference-in this case,
in the lives of children, and (2.) responding to a personal request by a person with whom a
relationship existed.
In promptly writing his check, my buddy didn't require a ton of "return on investment" data; he
didn't even need his arm twisted. All he needed was to be asked. It's an example from which even
the most experienced fundraising pros can benefit and learn.

--------------------------------------------------------------------------------------------------------------------

The City of Mason and Rayner Park Rally Club announce that fall clean up dates for Rayner Park
are Saturday, October 26, 10 AM to 2 PM AND Saturday, November 9, 10 AM to 2 PM. Save the dates!
------------------------------------------------------------------------------------------------------------------------

Lynchpins of Trusted,
Viral Word-of-Mouth
by Deborah Shane, Small Business Saturday
Word-of-mouth is the oldest form of advertising, public relations and information sharing
that we know of. And in today's world, largely due to social media, it has added great
reach and faster spreading of information than we've seen before. Just ask Tiger Woods,
Penn State, Herman Cain, Bank of America, Apple, Lady Gaga and Egypt.
I get most of my viral, real-time news from social media. In fact, that's how I learned about
of the death of Michael Jackson and that Osama Bin Laden was killed. These are just some
examples of how powerful the speed of word is today, and it's been quite interesting to see
how in merely 24 hours information can change shape and alter perceptions.
The bottom line is that word-of-mouth remains the most effective way people learn about
things, information, companies and the people behind them. It really can "make or break
you" and much faster than ever before.
So how do you and your business become the subject of more "good" word-of-mouth? Here
are five lynchpins of trusted, viral word-of-mouth that are common sense, timeless and
proven.

Relationships.

Build strong relationships with people based on a solid foundation,
commonality, respect and reciprocity.

Results.

Leverage, lead with and share results with your tribes and communities and toot
your own horn in a good way about the value and benefit you have brought to others.

Referrals.

Get referrals when you do great work and turn that into living testimonials
that are your most powerful word of mouth tool. Success leads to success.

Recommendations. Getting recommendations created around the buzz of people who
are talking about you is priceless. Imagine having recommendations from people you may
not actually know who recommend you because someone they trust is talking about you!

Customer retention.

Making customer retention a priority ensures longevity with
those relationships you worked so hard to build. Don't slack, don't skimp, don't cut corners
and don't say no. Always find solutions, compromises and ways to make things happen.
Putting your customers first and setting them up for engagement, acknowledgement and
reward will ensure consistent word-of-mouth and higher customer retention. It should be a
priority. The higher, more personalized and customized your customer service priority, the
more word-of-mouth you will get. It's a simple formula: more customer service = more
word-of-mouth = more customer retention.

Vevay Township's 175th Celebration (1838-2013)
Sunday, September 22nd from 2 to 5 p.m. is the Celebration of Vevay Township's
175th Anniversary! Please come to the Township hall pavilion area for an afternoon
Ice Cream Social -- free ice cream and cake.
Beginning at 2 p.m. --

► First 200 people attending will receive a commemorative mug!
► The City of Mason Fire Department will provide rides on the fire truck (Ember,
the station's mascot, will attend)!
► Evolution Display of Tractors and Cars
►Live Music
From 2 to 3:30 p.m. -► Potter Park Zoo Animals will be on display - owl, bearded dragon, armadillo,
opossum, chinchilla!
► Taking orders for Commemorative Township Recipe Book ($10 each).
► Free Kids Craft Kit - compliments of the Capital Area District Library.
At 3 p.m. -Tribute Presentations: U.S. Congressman Mike Rogers, State Representative Tom
Cochran, Ingham County Commissioner Don Vickers.

--------------------------------------------------------------------------------------------------Kelly Automotive Group's 3rd annual trunk or treat event will be on Saturday,
October 26th from 2 to 4 PM at 495 N. Cedar Street, just northwest of
Mason. Refreshments for the whole family, trick or treating, and a bounce
house! For more information, call Briana at (517) 676-9311.
---------------------------------------------------------------------------------------------------

2nd Annual Mason All
Scout Fun Day
All boys 1st-12th grade and all girls K-12th grade
that are either scouts now or are interested in
becoming one are invited to the 2nd Annual All
Scout recruiting event Saturday, September 21st
from 10:00am - 2:00pm at the ROC located at 1706
W. Dansville Road, Mason.
Stations will be set up for the kids to check out
including crafts, games, and snacks. The parents
can get detailed information and signup if they
need to. Many leaders will be onsite to answer questions for parents. This event is
free! Scouting registration fees vary, there is financial assistance available.
If you have questions please call 517-490-1468, or Email robertas541@gmail.com for
more information.

--------------------------------------------------------------------------------------------------

4 Ways Local Retailers Can Beat

Amazon's Price Advantage
by Kelly

Spors, Editor, Writer & Content Strategist, Various

Lowering prices may not be an option for small-business owners, but they do have an edge
when it comes to competing with online retailers.
It's not just Best Buy that's suffering from the sharp increase in online sales. Many small and
independent retailers fear online competition, as recent projections show online sales will
continue to grow at a double-digit pace. After all, how can a retailer that has to maintain a
physical storefront compete on price with a company like Amazon that relies on a web site
and distribution centers?
For many small, independent retailers, lowering prices to compete with those on
Amazon.com and other online-only retailers feels like a race to the bottom. Once you start
discounting or continually putting items on "sale," customers start to expect it. Retailers
need to maintain a certain profit margin in order to make sure the business stays
financially healthy-they can't always afford to drop their prices 20 percent or 30 percent.
While independent local retailers do need to be aware of online pricing of their products,
there are better ways they can compete with Amazon and other online-based competitors:
Offer killer customer service-and hire the right people. Consider why a successful
company like Apple invests so heavily in its bricks-and-mortar Apple Stores when it easily
could sell its popular iPads, iPhones and other gadgets online. Apple focuses on hiring fun,
happy people and emphasizes exceptional customer service. Customers know that when
they go to an Apple Store they'll likely walk away pleased.
"The soul of Apple is its people, how they are hired, trained, motivated and taught to
communicate with customers to create magical experiences," Carmine Gallo, author of The
Apple Experience: Secrets to Building Insanely Great Customer Loyalty, told Business
Insider. Who wouldn't want to check out Apple's Genius Bar?
Create a memorable and exceptional in-store experience. Strive to offer your customers
a special experience-something they can't get anywhere else. Break free of the
conventional wisdom of what a physical retailer should be and find ways to make the
shopping experience more memorable and valuable to your customers.
Seattle jeans retailer, Hointer, is doing just that. Hointer combines innovative mobile and
point-of-sale technology to provide shoppers with an experience similar to the ease of
shopping online.
Add value to your customers' lives. Though online retailers are getting better at creating
a more-rewarding shopping experience, there are still limitations to what they can do.
Figure out what you can give your customers that online stores can't-or typically don't.
Maybe it's free gift wrapping, maybe it's exclusive products or offering classes. Make your
customers understand why it's worth paying slightly higher prices to buy from you.
Don't ignore technology. Even brick-and-mortar retailers need to stay abreast of the latest
trends in retail-and that includes technologies that shoppers are using. Make sure your
online reviews are fabulous by monitoring them and encouraging happy customers to leave
them. Acknowledge that at least some of your customers are comparing prices online. Use
social media to engage your customers. Many brick-and-mortar retailers are learning they
can also grow their revenues by also building an online sales channel.

Allegiance Health Hosts Free Community Presentations
Allegiance Health is pleased to offer two free presentations for the community on Wednesday,
September 18:
Better Balance
2 - 4 p.m.
Allegiance Specialty Center, Community Room, 2nd Floor
1201 E. Michigan Avenue, Jackson
This free presentation will discuss issues related to gaining a better level of balance, including
recognizing common fall risk factors, how to reduce these risks and how to safely get up from a fall.
Tours of the Allegiance Balance Center will be available. To register, please call (517) 788-4725.
PAD and the Importance of Vascular Health
6 p.m.
Ella Sharp Museum of Art and History
3225 Fourth Street, Jackson
Presented by vascular surgeon Paul Corcoran, MD, this presentation addresses one of the issues that
can affect vascular health-the buildup of plaque in the arteries, which can harden and slow blood
flow to vital organs. This is known as Peripheral Artery Disease or PAD.
A painless, non-invasive ultrasound screening can help in the early detection of vascular conditions.
To register for this presentation and/or a free vascular screening, call (888) 335-7241 or visit
AllegianceHealth.org.

Upcoming SBTDC Seminars:
BUSINESS START-UP 1-2-3 - Three Free Seminars in One Day! - Tuesday, September 17th
Business Start-up 1-2-3 was designed to give entrepreneurs the information and tools necessary to
start a business by offering three informative seminars all in one day. The series begins in the
morning with "Writing a Business Plan", a necessary first step for any entrepreneur. Then, in the
afternoon, you can attend "Marketing Your Business" and learn how to find and attract customers for
your business. The series ends in the evening with "Business Legal Issues". This seminar addresses the
legal concerns of a small business owner such as what form of business to choose and how to protect
your intellectual property. If your schedule doesn't allow you to attend the full series, you can sign
up for each seminar individually. Writing a Business Plan - 10:00am-12:30pm, Marketing Your
Business - 2:00pm-4:00pm, and Business Legal Issues - 6:00pm-8:00pm. Free. To Register, call
517.483.1921 / Email: sbtdc@lcc.edu
How to Get a Business Loan - Wednesday, September 25th from 2:00pm-4:00pm
Why do some businesses get approved for a loan and others are denied? This program gives current
or prospective small business owners insight into the criteria used by loan officers to evaluate a loan
request. A team of experts will explain the lending process, introduce SBA loan programs, and share
real life examples of successful loan applicants. You will learn: What are the 3 things you absolutely
must do before you apply for a business loan? What are the 5 criteria banks use to evaluate your
loan application? Best suited to those seeking financing for their business, have good credit, a solid
business idea, and some money to invest in the business. Free. To Register, call 517.483.1921 /
Email: sbtdc@lcc.edu
Branding Tool Kit for the Small Business Owner - Thursday, September 26th from 9:30am-12:00pm
For any small business to stand out from the competition, it's essential to develop a strong,
identifiable brand. This workshop will teach you what branding is and why it is so important for the
success of your business. We'll give you the necessary tools for defining your company's brand
personality, image, key message, taglines and more. You'll come away with a strong framework for
constructing your company's own comprehensive brand. Free. To Register, call 517.483.1921 /
Email: sbtdc@lcc.edu

Promoting Your Home-Based Business - Wednesday, September 25th from 12:00pm-1:00pm
Location: The MARC, 4675 Okemos Rd., Okemos
What do Apple Computer, Hershey's, Mary Kay Cosmetics and Ford all have in common? They all
started out as home-based businesses. In fact, more than half of all U.S. businesses are based out of
the owner's home. So now that you have hung your own shingle-or you are thinking about going into
business-how are you going to get customers? Having a strategy to promote your service or product
is the next step to success. We'll discuss ways to effectively find your customers, to get the word out
using low cost promotional tools, and to market consistently to create top-of-mind awareness. Free
To Register, call 517.618.1930 or email marcmeridian@gmail.com

--------------------------------------------------Final Note:
Continuing a 41-year tradition, the Mason Area Chamber of Commerce publishes its "MASON in
Motion" printed and mailed newsletter near the end of each month. This hard-copy newsletter has
information about Chamber events and programs, new Chamber members, news from member
businesses and organizations, and more - in a short four-page format. The several insert pages
included in the newsletter each month are designed to be removed for easy sharing or posting within
a business or organization. For this reason, the Chamber has decided to continue distributing this
newsletter in the conventional manner with no opt-out. This also maintains value for limited
advertising.
Advertising inserts are just $100 per insertion to reach 440 key decision-makers in the Mason
area. This newsletter is mailed to all contact people for Chamber members, Chamber volunteers,
and select stakeholders. A .pdf copy of the newsletter is also available to all the same day it is
delivered by the post office at the Chamber's website www.masonchamber.org. Deadline is the 20th
of the month for all submissions. Items are included as space is available and submissions are edited
for space and consistency of the publication.
Since August of 2006, the Chamber also publishes a mid-month "MASON in Motion UPDATE"
newsletter electronically. This e-mailed newsletter is forwarded to all who have submitted their email addresses to the Chamber, provided they are associated with a Chamber member, are a
Chamber volunteer, or are a select stakeholder. A link to the archive on the website for the .pdf
copies of the printed and mailed "MASON in Motion" newsletter is included in the UPDATE. A .pdf
copy of this UPDATE newsletter is also available to all at the Chamber's website
www.masonchamber.org under the "Newsletters" tab. Deadline is the 10th of the month for all
UPDATE submissions. All items submitted are included, subject to minor editing for publication
consistency.
It is the intention of the Chamber to limit broadcast e-mails to those who have e-mail addresses
submitted to the Chamber to 24 times per year at most. Of course, those who are Chamber leaders
and volunteers get much more frequent information e-mailed to them.

-------------------------------------------------------------------------------------

Look ahead for upcoming events on:
www.masonchamber.org
AT THE HOME PAGE, CLICK ON THE
MASON AREA COMMUNITY EVENTS CALENDAR
------------------------------------------------------------------------------------FEEL FREE TO FORWARD THIS NEWSLETTER UPDATE TO OTHERS AND INVITE THEM TO SEE OUR
REGULAR MONTHLY NEWSLETTER ONLINE
CLICK ON NEWS AT:

www.masonchamber.org

TO VIEW UPCOMING MASON AREA COMMUNITY CALENDAR EVENTS
Click on Community Events at: www.masonchamber.org
MACC now distributes UPDATE in "Constant Contact." This "Mason in Motion Update" bulletin is being sent to those who
have e-mail addresses registered with the Mason Area Chamber of Commerce as contact people for Chamber members,
associates of Chamber members, and select Chamber stakeholders.
To be removed from this list automatically and permanently, do NOT reply to this e-mail. Instead, use the
UNSUBSCRIBE button or send a new e-mail with the word "unsubscribe" in the subject line to:
masonchamber@masonchamber.org
Also, whenever you know of anyone who isn't getting this, but should be getting this by e-mail, just let us know. We'll be
glad to add their e-mail address to the list!

FOR A .pdf FILE OF LAST MONTH'S PRINTED "MASON IN
MOTION" NEWSLETTER AND OTHER MASON AREA
COMMUNITY INFORMATION, GO ONLINE AND CLICK ON
NEWS AT WWW.MASONCHAMBER.ORG
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