	Make Use Of Your Association!

	It is my sincere hope that you the member are taking the time to get as much out of your local association as possible. Take the time to grow your career. The number of years you have in the business is not important. What is important is that you continue to grow each and every year.

The association is poised to accept the responsibility to aid you in your growth. This is achieved in several ways. Through the association you have access to a wide range of information ranging from educational classes to monthly or bi-monthly meetings on various subject matter. If you attend a monthly or bi-monthly meeting or enroll in one of the educational classes you might find the one piece of information you've been missing. You have access to producers in the industry who have experienced the same perplexities you may now face. If you call on these individuals, one may be able to help you through these problems.  The association still has much work to do however; to get you the member to come back to see and experience the difference in the programs presented at the bi-monthly membership luncheons. The types of programs brought to you this year are specifically designed to raise the bar by consistently delivering a level of quality unmatched in recent years past. But, no matter how dynamic and informative the programs are, they are totally worthless, if you the member do not come to the meetings to benefit from them.

 

Network!  Companies come and go, but the company you keep stays with you forever!
Membership opens the door to a variety of opportunities for making new contacts and exposure to new ideas!
 

You’ve heard the adage a million times before: “It’s not what you know, it’s who you know.” And the reason you’ve heard it so many times is because there’s some truth in it. A single tangential personal connection can lead you to multiple opportunities for professional and personal growth, from job leads to lasting friendships. For some professions, networking is practically built into the job description. How do you think sales reps generate leads, journalists find sources, PR pros land stories, and HR managers find promising candidates? If you aspire to enter or advance in any of these fields, you’ll need to be able to network like a pro.

Now here’s another statement you may recognize: “I’m no good at networking.” This, however, is not a time-honored truth, but a classic case of false modesty. You may not think you know how to network, but that’s what you’re doing every time you engage someone you don’t know well in conversation and discover interests and ideas you have in common. Perhaps the best part of networking is that moment of stunned realization after you’ve hit it off with someone new, someone you actually hesitated to meet because introducing yourself seemed awkward or intimidating. 


Everyone can and should network—and yes, this means you.

If you do not have the time to come to our monthly or bi-monthly meetings then make it a point to stay informed with what is going on in the industry by reading the magazines and newsletters from NAHU, State and local. 




