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HomeBiz Network member Sue 
Schreiber was awarded the 
Connecting Nillumbik Business 
Excellence Award this month at the 
June networking event at Ballara 
Receptions. Sue’s award was in 
recognition of her contribution to the 
community and business in Nillumbik.
L to R: Julie French, Sue Schreiber, 
Chris Chapple, Tricia Olsen & Jan 
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 bright future f
llumbik Shire Council and the 
llumbik HomeBiz Network Steering 
roup have been awarded a grant of 
40,000 from the Department of 
ransport and Regional Services as 
art of their Regional Partnership 
rogram. This grant will be matched 
n a dollar for dollar basis by Council. 

his is a great opportunity for the 
omeBiz Network to go the next level. 
he grant funds will be used to 
romote the Network and build a 
trong financial membership base. A 
ey objective of the project is to 
stablish an incorporated association 
hat is capable of operating 
r just $45 from July 
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ndependently of Council, be self-
irected and relevant to the issues 
nd needs of home-based and micro 
usinesses in the area.   

n the next month the Steering Group 
ill appoint a Project Coordinator and 
ill work with them to develop an 
ction plan and a promotional 
ampaign. A survey and focus group 
ill also be held with financial 
etwork members to determine the 
irection and shape of the future 

ncorporated association. If you would 
ike to be part of this project join the 
etwork now! 
or the Network.. 
Soltani
1 (valid to Dec 2006) 
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upport the development of a 
trong and sustainable network for 
ome-based businesses. 
here are many benefits when you 

oin the Nillumbik HomeBiz 
etwork. 
 Monthly network meetings 
 Fortnightly breakfast get-

togethers 
 Business listing on the 

Nillumbik HomeBiz website  
 Monthly newsletter 
m
he opportunity to participate in 
he annual HomeBiz Expo. 

tings are always friendly and 
mal and attract 40 to 50 people 
 month. The network is open to 
ne operating a home-based 
ess within and around 

mbik. 
bership forms can be downloaded 
www.nillumbik.vic.gov.au   > 
ess & Tourism> Nillumbik 

eBiz Network. 
t  

oin the Nillumbik HomeBiz Network 
 

Welcome to the June 
ition. This month we 
ve lots of good news 

to tell you about. 
 

If you would like to 
contribute any 

interesting business 
sed articles for future 

HBB newsletters, 
please let us know. 

Send your articles to 
lie.french@nillumbik.vic.gov.au 

 

digo Bank 
ports the 2006 
iness Expo 

bridge and Districts Community 
® Branch Bendigo Bank have 
d to become sponsors of the 
Biz Expo for the next 3 years. 

ls are still being finalised, but 
 a significant sponsorship and 
ink a great match of interests. 
 Aitken, manager of the 
bridge and Diamond Creek 
hes will be at the July Network 
ing to announce the 
sorship. 

 meantime consider supporting 
ponsor!  
 HomeBiz Expo will be held  

n  Wednesday, 18 October. 

 

http://www.nillumbik.vic.gov.au/
mailto:julie.french@nillumbik.vic.gov.au
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Nillumbik HomeBiz 
Network is gaining a 
reputation as the 
friendliest network. 

 

 
 
 
 
 

Coming in July 
Our guest presenter for July’s 
network night is Helen 
Robinett of Image Quest. 
Helen is obsessive about 
helping people to feel great 
about themselves. She is an 
image advisor and 
professional speaker with a 
background of over 20 years in 
sales and marketing.  
Helen will talk about topics that 
include: first impressions and 
why they matter, managing the 
perceptions others have of 
you, body shapes and clothing 
cut, easy tips to improve your 
image without spending a cent. 
 
 
 
 
 
 
 
 

 
 

For more information about 
Helen go to her website at 
www.imagequest.com.au  
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EFERRAL & ENDORSEMENT 
ARKETING – enlist the support of 
our fans & other complementary 
usinesses to help grow your 
ustomer base at relatively low 
ost! 

here is nothing more gratifying than to 
ave a first time customer tell you they 
ere referred by friends or colleagues. 
his should be doubly exciting for you 
ecause in addition to gaining a new 
ustomer, you know that the referrer has 

ust given him or herself another reason to 
ome back and buy from you again. Here 
re some things you might try in order to 

ncrease the frequency of referrals to your 
usiness: 
 instigate a reward program where you 

issue your existing customers with 
numbered referral cards which they 
can pass on to friends and 
acquaintances – then when a new 
customer brings in one of these cards, 
you send an appropriate reward by 
way of thanks to the original customer 
to whom you issued the card. 

 Write a list of all the businesses in 
your area that cater to a similar target 
market to your own business – 
excepting your direct competitors. 

 Conduct your own subjective research 
on those businesses and eliminate 
from that list any that do not measure 
up to your own in terms of service, 
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 ‘These days know-how is still im

who that really counts.’ (heard a
forum)

pcoming business s
resentation and value for money – in 
ther words identify those businesses 
ith whom you would like to be 
ssociated. 
pproach your top two choices, in 
riting, and explore with them the 
oncept of a cross promotional 
ampaign where you would endorse 
ach others businesses. 
ollow up the initial written approach 
ith a phone call and a personal visit. 
efore you proceed, ensure your 
otential partners have an up to date 
atabase with a healthy number of 
lients with whom you can make 
ontact. 
gree on the type of cross-promotion 
ou will enter into and the nature of 
he offer, whether it be a direct mail 
lyer, voucher or personalised letter - 
nd also agree on the length of time 
ou will allow to evaluate its success. 
ake the promotion measurable – 

ou must both be able to evaluate the 
espective worth of the promotion to 
our businesses. 
e prepared to revise your approach 
nd the offers you both make if your 
easuring reveals a less than 

atisfactory result – it might not be the 
dea of the promotion that is wrong, 
ust the offer made in that promotion. 

© BDSi 2000-2006 (1906) 
plied by Daryl Brooke and Business 

Diagnostics and Solutions 
h 0433-948-258 or 1300-881-370 
b@bdsi.com.au       www.bdsi.com.au
eminars…  

eeping the Balls in the Air (time 
anagement) – Tuesday 11 July from 

 to 9pm. 
ntroduction to Strategic Planning – 
uesday 25 July from 7 to 9pm. 
he cost for each of these seminars is 
10 per person on bookings should be 
ade with Leonie on 9430 1313. Don’t 

ut it off though as these seminars are 
roving very popular. 
DSi Biz Tips 

 

portant, but it’s know-
t a recent small business 

 

mailto:info@bdsi.com.au
http://www.bdsi.com.au/
http://www.imagequest.com.au/

