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HAMPSHIRE

chamber of commerce



Commercial Service Proposal - Guidelines  

Tender Information for Service Provider


This document is designed to help you complete the Chamber Service Proposal application form and submit your proposal to offer a commercial service to our members.  It outlines the values and principles for our selection criteria.

Why become a chamber service provider?
Brand Equity

Almost every major town or city in the world has, at the heart of its business community, a Chamber of Commerce, and strong trading links tie the movement together on a global scale.  

Chambers of Commerce have acted as Trusted Third Parties and honest brokers for centuries facilitating global trade.  The brand “Chamber of Commerce” is now worth about £30 billion; as it is an internationally recognised organisation.

Your key to reaching the business leaders and key decision makers of Hampshire’s businesses

Hampshire Chamber of Commerce is an independent, non-political organisation managed by the business community for the business community.  Established from the merger of North Hampshire, Portsmouth & SE Hampshire and Southampton Chambers of Commerce the Hampshire Chamber has a combined 150 years of experience providing advice and support to member businesses of all types and sizes in the local area - enabling them to grow, prosper and become more effective.  Over the years the Chamber has become the voice of business across Hampshire, representing and lobbying on behalf of Chamber members at local, regional and national levels.  The Chamber is an essential tool for the membership to use in developing, promoting and representing the interests of their businesses.

Comprising businesses and organisations in all areas of commerce and industry and of all sizes, the membership is almost 2,000 businesses employing more than 150,000 people.    As a service provider you will get unlimited access to our unique membership database of named individuals from our membership, ranging from Chief Executives to Senior Managers. 

Expanding your business contacts

Meeting business contacts through informal social gatherings is rapidly becoming the most successful method of forming business alliances.  The Chamber organises a wide range of seminars and events to provide information and facilitate business networking.  They provide a unique opportunity to interact with other business people, exchange ideas, build new commercial relationships with firms of all sizes and enhance your business profile to prospective customers.  

As a Service Provider you will have many opportunities to market your products and services through advertising and corporate hosting helping you to raise your business profile.  Sponsorship of Chamber events can give you targeted exposure for your product.  Sponsorship costs less than you think and generally includes: 

· Branding in events brochure and promotional flyers

· Branding at event

· Presentation opportunities

· Literature distribution at event

· Display material

· Give-away opportunities of sponsor material

· Coverage in Business News and press releases when appropriate

Sustainable relationships with members

The Chamber has established long term relationships with members rather than seeking short term gains.  

The Tender Process  
The Chamber’s Commercial schemes are backed by the bulk purchasing power of the Chambers’ 2,000 business members.  The Chamber negotiates exclusive deals with local suppliers to offer member businesses generous savings on high quality business services.

The Chamber currently offers the following schemes:

	Chamber Advice Line
	Chamber HRl
	Chamber Healthcare
	Chamber E-Cert

	Chamber Passport
	Chamber Fleet Assist
	Chamber Utilities
	


The Chamber aims to build on its reputation as a provider of business solutions by widening our service portfolio.  We aim to develop services that are of real benefit to members (i.e. services that they wouldn’t get if they were not in membership).  The joint purchasing power of our membership allows the Chamber to negotiate terms that they could not negotiate and / or match themselves individually.

Application Procedure 

1. Any potential service provider must present a written proposal and complete the enclosed Commercial Service Proposal form.  An electronic copy of this form can be provided if you wish to expand further on your responses.

2. This proposal will then be measured against the criteria, service standards and levels of support set below.

3. Following this review, the Chamber will advise you whether your bid has been successful of not.

4. A contract and agreement must be agreed and signed by both parties at least three months prior to the agreed product launch.

What you should include in your proposal

1.  About the Service:

· Provide a brief description of service and a proposed brand name.

· Define the Exclusive Member Benefits i.e. briefly outline how this service is exclusive to Chamber members

· Outline the benefits to the Chamber – please provide the following details: 

i. Charging and commission structure;

ii. Projection of revenue stream for the Chamber;

iii. Define how the scheme will help the Chamber to recruit members?

iv. Define how the scheme will help the Chamber to retain members (i.e. how will you deal with resigned Chamber members)?

2.  Marketing campaign:

· Specify your target market for this service (e.g. SME’s, micro businesses).

· Provide details of your proposed product-training workshop to ensure that all elements of the service, and associated processes, are understood by Chamber staff prior to product launch.

· Indicate your anticipated level of support in developing marketing materials
 (at your own expense) in association with the Chamber, including: 

i. Personalised direct mail template – please confirm whether you want to launch service via a dedicated direct mailing?

ii. flyer/leaflet with Chamber magazine – please confirm whether you want to launch service via the Chamber’s Mailing Service?

iii. supply regular editorial and feature articles for the Chamber magazine

iv. advert for Chamber magazine



v. personal testimonials from satisfied customers and user case studies

vi. POS display material for public areas and events 

vii. PowerPoint presentation as a sales aid and staff product training tool


· Indicate your anticipated level of support in delivering other marketing initiatives:

i. website promotion – can we add a link to your website to enable online enquiries?  Can you provide support materials for our website to promote this service on our site?

ii. would you like to make topical/educational presentations at Chamber events (e.g. Member’s Briefings, Breakfast Briefings or Business Club) to promote the Chamber service that you provide?

iii. corporate hosting – would you like to host/sponsor a launch event (e.g. workshop, seminar or Lunch Club) to raise your company profile and promote the Chamber service that you provide?

iv. Carry out (at your own expense) a programme of outbound telesales to the membership?

v. Operate a dedicated freephone number; answered as “CHAMBER [Service]”?

3.  Sales administration support:

· Outline the sales order process for this service, specifying how it will be branded as a Chamber scheme from initial enquiry to order fulfillment.

· Confirm that you will produce monthly sales and enquiry information for the Chamber, indicating which members have expressed interest in the scheme.

· Confirm that you will produce a monthly commission statement.

4.  After sales and customer care:

· Indicate how you will help to ensure smooth transition from a previous supplier (if applicable).

· Outline what procedures you have in place to ensure that a consistently high quality service and customer service support is delivered at a local level.

· Provide a sample of the welcome pack / letter that you intend to send out to members that take up the service.

· Outline how you will ensure both the Chamber and its members are satisfied?

· Outline how you will you deal with unsatisfied customers?

5.  Please provide the following additional information with your proposal:

· Company History and profile 

· Supply evidence of your level of experience at operating affinity schemes

· Demonstration / sample of service

· Draft Service Contract 

· Proposed Sales & Marketing Strategy and Product Launch Schedule

· Sample of proposed marketing materials

Selection criteria 

The service must: 

· improve membership package

· improve member satisfaction

· promote membership i.e. the scheme should help the Chamber to recruit and retain members

· create a revenue stream (if appropriate)

· not compete with the commercial interests of local members

The service provider must:

· Be highly credible, with sufficient resources behind them to ensure sustainable marketing and customer service support and a consistently high quality service is delivered at a local level;

· Fully understand and appreciate the importance of Chambers and the integrity of the Chamber brand, and be fully committed to its support.

Implementation of the service

The service provider works in partnership with the Chamber to:

· develop a  brand name and identity

· set a pricing policy (free, subidised or full price)

· set a product launch date

· implement a staff product training programme

· implement the sales order process and customer care procedures

· establish a promotional strategy, including product launch

� Promotional material should present the scheme as a Chamber service, rather than a partnership between a member and the Chamber.  To ensure consistency in the portrayal of the Chamber image and services the Chamber will approve all marketing materials produced by service providers, including advertising, flyers, direct mail and other promotional material.


� The Chamber can utilise its mailing service of Business News to support the promotion of Chamber services.  However, a dedicated direct mailing can only be secured through sponsorship from the service provider.








If you require any further information please contact Jill McDonagh on 01256 352275 

or email jill.mcdonagh@hampshirechamber.co.uk


