What Al Says about PowerTipps

PowerTipps is a long-standing business networking and referral group based in
the Coeur d'Alene and Post Falls area. It’s designed for small business owners
and professionals who want to grow their local footprint through direct word-
of-mouth referrals.

Think of it as a local, more informal alternative to BNI (Business Network
International). Here are the key details if you are looking to visit or join:

Meeting Logistics
« When: Every Friday morning from 7:00 AM to 8:00 AM.

. Where: Elmer’s Restaurant, located at 290 W Appleway Ave, Coeur
d’Alene, ID.

. Format: These are "breakfast meetings" where members trade leads,
provide business updates, and support one another’s professional
growth.

How It Works

. Industry Exclusivity: Like many referral groups, PowerTipps typically only
allows one member per business category (e.g., one realtor, one
mortgage broker, one plumber). This prevents competition within the
group and ensures that all referrals for a specific service go to one
person.

. Geographic Focus: While based in CdA, the membership includes
businesses serving Post Falls, Hayden, and Rathdrum.

. The "Power Hour": The primary goal is the "Power Hour"—a focused
session where members share business leads and "tipps" (referrals)
they’ve gathered during the week.
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Membership & Values

The group markets itself as a collection of "dependable businesses." Because
they rely heavily on one another's reputations, there is a high emphasis on:

. Reliability: Only referring businesses that provide high-quality service.

. Support: Acting as an information and support forum for fellow local
entrepreneurs.

. Consistency: Since meetings are early on Friday mornings, it requires a
commitment to showing up and being active in the local business
community.

Is it right for you?

If you're a local service provider (contractor, insurance agent, etc.) looking for a
tight-knit group of local advocates, it’s worth stopping by as a guest. It's
generally considered less "corporate” and rigid than international networking
franchises, making it a good fit for those who prefer a more community-
focused vibe.

Are you looking to join as a specific type of professional, or are you just
searching for a reputable service provider in the area?
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How should PowerTipps in Coeur d'Alene Idaho expand it's member base?

Expanding a local group like PowerTipps requires a balance between
maintaining its tight-knit culture and aggressively pursuing new blood to keep
the referral engine running. Since PowerTipps has a more "homegrown" feel
compared to national franchises, its expansion strategy should lean into that
community-focused identity.

Here are five strategic ways PowerTipps could expand its member base:
1. Target "Complementary" Empty Seats

Referral groups thrive on synergy. Instead of just looking for "anyone," the
group should identify the "power teams" that are currently incomplete.

. The Strategy: If you have a Realtor, but no House Inspector or
Landscaper, the Realtor is losing out on "circle-of-life" referrals.

. Action: Create a "Most Wanted" list of 5-10 specific professions that
complement current high-activity members and run a "Guest Month"
specifically targeting those industries.

2. Modernize the "Digital Curb Appeal"

While PowerTipps is built on face-to-face trust, many modern small business
owners (especially younger entrepreneurs moving to North Idaho) vet groups
online before waking up fora 7:00 AM meeting.

. The Strategy: Improve the digital presence to reflect the group’s energy.
. Action:

o Google My Business: Ensure the meeting location (Elmer's) has a
"PowerTipps" event listing or photos of the group in action so it
shows up when people search for "business networking CdA."
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o Member Spotlights: Use a Facebook or Instagram page to post a
weekly 30-second "Member Spotlight" video. This makes the group
look active and welcoming.

3. The "Guest-to-Member" Pipeline

Many people are intimidated by the "category exclusivity" rule or the
commitment.

. The Strategy: Lower the barrier to entry for the first visit.

. Action: Implement a "First Breakfast is on Us" policy where the group
(or the inviting sponsor) pays for the guest’s meal. It’s a small investment
that significantly increases the "show-up" rate.

4. Partner with the CdA, Post Falls, Hayden & Rathdrum Chambers

The Local Chambers are the "big tent". While PowerTipps is a separate entity,
many members likely belong to both.

. The Strategy: Position PowerTipps as the "implementation arm" of the
Chamber.

. Action: Host a quarterly "After Hours" mixer in collaboration with other
local groups. It allows people who can’t make a Friday morning meeting
to see the value of the PowerTipps network in a more relaxed setting.

5. Leverage the "Exclusivity" Fear

In a fast-growing market like Coeur d'Alene, the "One Member Per Category"
rule is actually a powerful marketing tool.

. The Strategy: Use "FOMO" (Fear Of Missing Out).

. Action: Run a local Linkedln ad campaign targeting specific professionals
(e.g., "Are you the best plumber in CdA? Lock in your category at
PowerTipps before your competitor does.")
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The "Quick Win" Suggestion: Have every current member commit to bringing
one guest on the same Friday once a quarter (a "Guest Extravaganza").
Doubling the room for one morning creates an undeniable energy that makes
guests want to sign up on the spot.

Are you involved with the leadership team, or are you a member looking to
help the group grow?



