/ BATESVILLE AREA
CHAMBER OF COMMERCE
/& ViSITOR CENTER

One of the Most Affordable (and effective!) Ways
to Advertise Your Business

—— One ofthe —

Most
Affordable

(and effective!) ‘
 Waysto ‘
Advertlse Your Busmess - '

Marketing gets expensive fast. Even social media, which used to be
one of the cheapest avenues for exposure, requires paid placement
these days.

But while social media is still affordable, and targeting is pretty
good, if you don’t choose your audience effectively, you're paying for
people to see your content event though they’ll never buy from you or
aren’t in your target market. You're also getting charged for anyone
who clicks—could be your competitors or even your friends who
unknowingly click on your ad wondering what you’re up to.

And for those of us with a marketing budget, it’s essential to decide
where to spend your time and money so your business is seen by the
right people, in the right places, without draining resources.



The Chamber Can Help

Most chambers offer marketing and advertising opportunities
designed specifically for attracting local buyers. Because the chamber
1s built around community visibility, trusted relationships, and
repeated exposure to people who already care about the local economy.
In other words, you're showing up in front of a connected business
audience for pennies on the dollar.

The most familiar opportunities are often the easiest place to start.
Many chambers offer:

*  Website banner ads

*  Member Directory Enhancements
«  Newsletter Advertising

+  Sponsored Email Placements.

These tools may sound simple, but they put your business in front
of members, community partners, residents, event attendees, and
regional decision-makers on a regular basis. Best of all, the chamber’s
reputation vouges for you. Your business must be reputable because
it’s associated with the chamber.

A chamber newsletter spot, for example, reaches people who have
chosen to hear from the chamber. Your message arrives inside a
trusted communication channel rather than fighting for attention
beside vacation photos, political arguments, and someone’s
aggressively filtered beach pic.

Website ads and directory upgrades can also help people find you
when they’re actively looking for a local provider, vendor, restaurant,
service, or expert. They're looking to buy; they're a warm lead.

Social media exposure is another common chamber benefit.
Depending on your chamber’s offerings, that might include:

*  Member Spotlights
*  Ribbon Cutting Posts

* Anniversary Recognition



*  Event Promotions
*  Behind-the-Scenes Features
«  Shared Announcements.

These posts can help introduce your business to new audiences
while reinforcing your connection to the local business community.

Then there are event-related sponsorship opportunities, which are
often some of the strongest ways to build visibility. They can put your
business in the room with people who are already engaged. You may
be able to sponsor a:

*  Networking Event

*  Luncheon

* Workshop

*  Awards Program

*  Young Professionals Gathering
*  Women’s Leadership Event

+ Leadership Program

*  Economic Update

The sponsorship opportunities vary by chamber, but can include
speaking moments, table displays, introductions, program ads,
signage, attendee lists when appropriate, access to leaders and
decision makers, and follow-up promotion.

Events also give your business something digital advertising can’t
always provide—presence. People remember who welcomed them at
the door, who sponsored the coffee, who hosted the mixer, who shared
a helpful resource, or who made the experience better. Visibility feels
different when it’s attached to a real interaction.

Some chambers also offer advertising through printed materials
such as:

* Relocation Guides



+  Community Maps

*  Visitor Guides

* Welcome Packets

*  New Resident Materials
*  Event Programs

« Digital Resource Pages

These can be especially useful for businesses that serve
newcomers, tourists, employers, families, or people making purchase
decisions tied to location and quality of life.

But the best chamber marketing opportunities aren’t always listed
neatly on a rate sheet.

Tailored Opportunities with the Chamber

Talk with your chamber to find out if they offer customized annual
packages. If you have a specific goal (or audience) in mind such as
reaching small business owners, building name recognition, launching
a new service, recruiting employees, connecting with civic leaders,
supporting a cause, or becoming more visible in a certain industry
sector, the chamber can help.

Instead of buying one ad here and one sponsorship there, an
annual package can create a steady visibility plan. It might combine
newsletter ads, website placement, social media features, event
sponsorships, speaking opportunities, program ads, and community-
facing promotions into one coordinated approach. That kind of
consistency helps people see your business more than once, which is
useful because most people need repeated exposure before they
remember, trust, or act.

A custom package can also make your marketing budget easier to
manage. You know what you're investing for the year, what exposure
you're receiving, and how your business will show up across chamber
channels.

For many businesses, that’s far more practical than making one-off
decisions every time an opportunity appears.



Think about your chamber as a marketing partner, not only as an
organization you join. Ask what audiences the chamber reaches. Find
out which events attract the people you want to meet. Ask what
promotional channels perform well. Learn whether there are options
to bundle opportunities or build a plan around your goals.

There are options for every budget, even limited ones. A smart,
affordable placement used consistently can outperform a bigger one-
time splash that disappears after a week. The goal is to be visible in
ways that feel aligned with your business and useful to the audience.

In a noisy and crowded marketplace, being seen as a familiar,
invested, community-minded business is a great place to be. And it’s
especially appealing when you can get there and still have extra
money in your marketing budget.

Christina Metcalf is a writer and women’s speaker who believes in
the power of story. She works with small businesses, chambers of
commerce, and business professionals who want to make an
1mpression and grow a loyal customer/member base. She is the author
of The Glinda Principle, rediscovering the magic within.

Facebook: @metcalfwriting * Instagram: @christinametcalfauthor
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