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CHAMBER TRACKS
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N E W S L E T T E R

4 Solid Strategies for Expanding Your
Professional Network
It's crucial to build your
personal brand and network
like a pro in today's business
world. Here's how to do it.
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MAXimize your Chamber
benefits! Need a refresher
on your chamber benefits?
Or are you a new member
wanting to discover all the
ways the Chamber can help
you grow your business?
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Our 25th Annual Golf
Tournament is next month!
Sponsorships are still available
but not for long! Sign up now!
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WELCOME

NE W M E MB E RS
Kunkel Wittenauer Group
Renee Wittenauer
784 Wall Street Suite 150
O’Fallon, IL 62269
618-632-8200
renee@choosekwg.com
www.choosekwg.com
(Real Estate)

A Touch of Heaven Skin & Wellness Therapy
Dee Clark-Riley
3512-A Lebanon Ave.
Shiloh, IL 62269
618-206-6187
Dee3271@gmail.com
Health and Wellness
(Referred by Brenda Kern)

Meeks Intuitive Massage and Wellness
Mieke Taylor
Belleville, IL 62221
618-980-9642
(Massage)

TW Beach, LLC
Shiloh, IL 62269
618-520-9212
Terry.beach53@gmail.com
(Economic Development consulting)

Quanta KUW
Queen CM Williams
Shiloh, IL 62269
703-713-5889
Queen@Q4cd.com
www.quantaKUW.org
(not for profit)

HD Painting & Stain Co
Brian Hepfer
500 N High St. Suite B
Belleville, IL 62220
618-398-3755
info@hdpaintingandstain.com
www.hdpaintingandstain.com
Referred by John Drolet

Pawsitively Happy Pet Services
Maggie Pauley
1001 S. Lincoln Ave.
O’Fallon, IL 62269
618-581-6948
service@pawsitivelyhappypetservices.com
Http://www.pawsitivelyhappypetservices.com
(Pet Services)

Welcome to the Chamber!
Thank you for joining!
O’Fallon-Shiloh Chamber of Commerce
P.O. Box 371
116 E. First Street
O’Fallon, IL 62269
www.OFallonChamber.com
Services: Maps: First one is free, each additional is $1
Follow us on Social Media!
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Getting your name out
Newsletter Sponsor - $100
Featured Business Ad - $75
Full Page Ad - $50 | 1/2 Page Ad - $35
1/4 Page Ad - $25
Click for more details

THANK YOU

M EM B ER R EN E WAL S
Star Members
*Bank of Belleville
*Schaefer Autobody Center
*Scott Credit Union
*Together Credit Union
Animal Hospital of O'Fallon
BARBERMURPHY Group
Cedar Creek of Shiloh
Challenge Unlimited, Inc.
Christina Midkiff MD SC
Dairy Queen O'Fallon
HMG Engineers, Inc.
Jerry Mouser
Nothing Bundt Cakes
Payroll Central, Inc.
Sheri Welch
Shiloh Yorktown Golf
Southern Illinois Business Association
SIUE - Office of Educational Outreach
Southwestern Illinois College
Studio Strong
Syberg's Restaurant
The Happy Bakery

Debbie Arell-Martinez - E-mail
President/CEO

Melissa Federhofer - E-mail
Communications Manager

Doris Obernuefemann - E-mail
Operations Manager

Jessica Lotz - E-mail
Leadership & Development
Coordinator

Chamber Tracks is our monthly newsletter and
comes out the first week of each month. The deadline
for submitting your information for this publication
is the 25th of the month preceding publication.
We have gone “green” and post the newsletter
electronically to the website. An e-mail goes out to
all members advising them that the
newsletter is available for viewing at
OFallonChamber.com/news.html.

Johnnie Hodges - E-mail
Membership Coordinator

Print copies are available in the Chamber office upon
request.

YOUR CHAMBER OF COMMERCE STAFF
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M EM BER N E W S
returning to the firm as a Project Engineer.
He holds a degree in Construction Project
Management from Kaskaskia College.
Barnes, who lives in Carlyle, IL, interned
with IMPACT in 2021.
IMPACT
STRATEGIES
HAS
ADDED THREE NEW STAFF
MEMBERS.

Clayton Rehkemper as Project Manager,
and Lucas Theising and Zackary Barnes
as Project Engineers.
Project Manager Clayton Rehkemper
joined the IMPACT Strategies team in
May. He holds a bachelor’s degree in
Construction Management from Western
Illinois University. Rehkemper has 6
years of experience in the construction
industry, having previously served in roles
including Project Engineer, Assistant
Project Manager, and Project Manager.
Clayton and his fiancé live in Trenton, IL.

Originally from Germantown, IL,
Project Engineer Lucas Theising
recently graduated from Southern Illinois
University-Carbondale with a degree
in Technical Resource Management/
Construction Management after earning
an associate degree from Kaskaskia
College. Theising completed an internship
with IMPACT Strategies in 2021.
Zackary Barnes is another former
IMPACT Strategies intern who is

Scott Manning, Director of Construction
Operations at IMPACT Strategies said,
“We are thrilled to welcome Clayton,
Lucas, and Zackary to the IMPACT
Strategies team. Clayton is an excellent
construction project manager who will
bring our clients the high level of service
they’ve come to expect from our firm.
Lucas and Zackary continually impressed
us during their internships – we couldn’t
be happier to have them back full-time as
project engineers.”

HOLLAND
CONSTRUCTION
SERVICES
HIRES
SCOTT
HENDRICKS AS VICE PRESIDENT
OF INDUSTRIAL
Holland Construction Services is proud
to announce it has hired Scott Hendricks
to serve in the newly created position of
Vice President of Industrial. Hendricks
has spent nearly two decades in the
construction industry, including an earlier
stint at Holland in the pre-construction
department. His experience includes
pre-construction and estimating, project
development, and client relations.

Holland’s President Mike Marchal said
they decided to create this position based
on the increasing amount of industrial
construction work Holland is managing,
including the most recent project for
Volpi Foods’ new 87,000-square-foot

meat slicing and packaging facility.
“Scott’s return to Holland has been a
blessing for our team,” said Marchal.
“Scott was with us for seven years and has
since amassed a wealth of knowledge and
expertise around not just the industrial
market, but the construction business in
general. We are excited to have Scott’s
leadership to grow our industrial division
and to help us provide an even better
experience for all our clients.”
Comparing his experience in the
industrial market to that of the multifamily market, for example, Hendricks
said there are several differences in time
and resources when it comes down to
building an industrial property versus a
multi-family property. The average multifamily project takes 18 months to two
years to complete, whereas an industrial
warehouse can be built in as little as six
months, with less staff. Hendricks said his
role will allow for more growth within the
industrial market.
“My goal in this role with Holland is
to use my connections with industrial
construction teams across the country
to grow, maintain and expand Holland’s
relationships,” said Hendricks. “The
industrial market is growing, and
Holland Construction Services is
rapidly expanding into new markets.
My role will be client-focused and work
on coordinating projects between the
operations team and the developer.”
Hendricks will be working in Holland’s
new St. Louis office which is set to open
this fall. He is one of 25 new team members
Holland Construction Services has added
this year, with another 15 expected to be
added by the end of 2022. The company
has reached several milestones this year
including record revenue and a record
number of new employees.

HOYLETON
YOUTH
AND
FAMILY SERVICES BECAME A
CERTIFIED CARE AGENCY IN
MAY 2022
Hoyleton achieved this accreditation by
meeting Cornell University’s Residential
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When this principle-based, traumainformed program model was adopted
back in 2017, the staff at Hoyleton had no
idea the evolution the entire agency would
experience as a result. Hoyleton embraced
the knowledge, research and rationale of
CARE and as staff began to implement
changes. based on six core principles. they
realized the benefits spoke to everyone at
every level of the organization, not just
direct care staff in the residential program.
“The work we have done to get to this
point has changed the way we engage in
our work and will determine where we
are able to go tomorrow,” said Hoyleton
President and CEO, Chris Cox.
Recognizing and understanding individual
beliefs and experiences is the foundation
for the changes that were implemented as
a result of the CARE model. The agency
learned the importance of understanding
one another through individual lenses. We
all have different beliefs, life experiences
and thought processes which contribute to
very individualized reactions or decisionmaking. The CARE model provided the
tools needed to step back and evaluate
challenges in youth care which led to better
decisions, processes and outcomes. Long
standing hard fast rules and regulations
were eliminated as staff explored the “why”
and “how” in each situation. By utilizing
the six core principles identified in the
CARE model which are; developmentally
focused, family involved, relationship
based, trauma informed, competence
centered, ecologically oriented Hoyleton
direct care staff members were able to
understand why a certain behavior was
happening as well as how to change the
situation to improve the outcome.
The
CARE
model
provides
a
developmentally focused framework to
keep relationships at the center to help
guide the work being done in youth care.
A person looking through the CARE lens
asks, “is this person willing and able to
proceed with what is needed?” If the
answer is yes you can proceed without
issue but if a person is not willing and/or
not able a variety of steps can be taken to
modify the task as well as the goal to get to
a better outcome. Results from this process
have been so favorable that the principles
were applied at every level at Hoyleton.
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The CARE model now guides all
interactions with clients, their families and
our staff, plus it has shaped administrative
processes. CARE training provided
common-language to address challenges
in other areas of the agency and is now
the foundation for continued growth as
a human services agency. As a certified
CARE agency Hoyleton staff members
step into the communities they serve and
say, “what is my role and how can I make
a difference?” They are equipped with
proven effective tools and knowledge
to continue their mission of enabling all
people to realize the wholeness of life that
God intends. To learn more about Hoyleton
and the CARE model visit www.hoyleton.
org

JOANNE HERNANDEZ JOINS
SCOTT
CREDIT
UNION
EXECUTIVE TEAM AS COO
ott Credit Union is pleased to announce
the promotion of Joanne Hernandez to
Chief Operating Officer. She was the Vice
President of Consumer Lending prior to
taking on her new responsibilities.
“Scott Credit Union is very dedicated
to their employees and members,” said
Hernandez. “My goal is to strive for
excellence within operations and improve
our processes. All of us at Scott Credit
Union are consistently looking forward to
determine how we can improve member
experience.”
Hernandez brings more than 30 years of
credit union experience. She joined Scott
Credit Union from Frontwave Credit
Union, where she was Director of Lending.
She had the title[EC1] of Assistant Vice
President of Business Development while
at Comerica Bank and previously held
management roles at Mission Federal
Credit Union and San Diego County Credit
Union.
In addition to her professional experience,
Hernandez holds a Bachelor of Arts
in Education from San Diego State
University.
She said, “I am proud to be part of the
Scott Credit Union team. I’m excited to be
part of the executive team and to utilize my
years of experience to accomplish strategic
goals together.”

As Chief Operating Officer,
Hernandez will be responsible
for the delivery of operational
excellence – as experienced
by both employees and
members – across all business
units. In this role, she will
oversee the credit union’s
Operations, Card Services,
Collections & Recovery, the
Member Contact Center, and
the Branch Network of 25
locations. She will also design
and
develop
measurable
solutions to member feedback
and analyze data to ensure
operational excellence.

M EM BER N EW S

Child Care Project’s highest standard
for implementation of the Child and
Residential Experiences (CARE) program
model. This trauma-informed, principlebased program model represents a new
approach for residential child and youth
care work. There are only 13 social
services agencies in the world and only
10 in the United States, who are CARE
certified.

“Joanne has directed our
Consumer Lending team for
two years and has proven
that she is a skilled leader.
She understands the scope
of our business,” said Frank
Padak, President and CEO.
“Whether we are conducting
business online or offline,
our goal is to always look for
ways to improve the Scott
Credit Union experience for
our members and employees.
Joanna will be instrumental in making this
happen.”
Scott Credit Union is a full-service
financial cooperative. When someone
opens an account at the credit union, they
become a member and an owner. Because
of its structure, Scott Credit Union has
given back over $15 million to members
through a bonus dividend and loan interest
rebate over the past 14 years.
Scott Credit Union currently has 25
locations; 22 locations in metro St.
Louis including: Affton, MO; Ballpark
Village in St. Louis, MO; Belleville, IL
(two branches); Breese, IL; Collinsville,
IL; Columbia, IL; Crestwood, MO;
Edwardsville, IL (two branches); Fairview
Heights, IL; Ferguson, MO; Highland, IL;
Ladue, MO; Lebanon, IL; Mascoutah, IL;
O’Fallon, IL; Trenton, IL; Troy, IL; Scott
Air Force Base in Illinois; Waterloo, IL;
and Wood River, IL; and three branches
in the Chicago area in Evergreen Park, IL;
Midlothian, IL; and at the Jesse Brown VA
Medical Center.

Find more
Member News
on our website:
OFallonChamber.com

B U S I NESS T RAC K A R T I C L E

4 Solid Strategies for Expanding Your Professional Network

by Bassam Kaado
https://www.businessnewsdaily.com/4363-tips-build-professional-network.html

It's crucial to build your personal brand and network like a pro in today's
business world. Here's how to do it.
Professional networking means deliberately creating and maintaining
relationships with others who can help you further your career or personal
brand.
Many networking tools, including apps and websites, can help you
build successful relationships. Networking best practices include being
prepared, being honest and following up.
This article is for professionals, job seekers, and entrepreneurs who want
to grow their networks and relationships to maximize their brands and
careers.
If you ask anyone how they got where they are today, you’ll quickly learn
that many successful business professionals have connections. These
connections, however, were likely not handed to them. Instead, they were
forged through successful professional networking.
You can only get so far by yourself; the reality is that professional
progression and opportunities are driven by the relationships you build.
“Business revolves around people, and it is driven by relationships, which
affect every aspect of business, from sales to recruitment,” said Yiannis
Gavrielides, CEO of Covve. “It is therefore important for us all to build
and maintain real professional relationships.”
We’ll explore strategies for expanding your professional network to help
build your brand, grow your business and achieve your career goals.
Strategies to expand your professional network
Professional networking requires initiative. You have to make an effort
to meet people and then establish and maintain those relationships.
“Networking is a deliberate activity to build, reinforce and maintain
relationships of trust with other people to further your goals,” wrote
Anders Ostlund, founder of networking site Fryday, on Medium.
Today, as social media changes business tactics, you can network by
sending an invitation on LinkedIn or following a contact on Twitter. But
with increased accessibility, it’s more essential than ever to build your

personal brand and network like a pro.
Here are four ways to grow your professional network:
Use your LinkedIn profile to grow your professional network.
Social media sites, particularly LinkedIn, have changed the professional
networking landscape. Many people rely on their LinkedIn network for
referrals, introductions, reviews and references – all of which come in
handy when you are looking for a job or hiring new team members, said
Michael Brown, a career consultant and author of Fresh Passion: Get a
Brand or Die a Generic.
You can use LinkedIn for business in several important ways:
Add to your professional contacts. Brown recommends adding anyone
you deal with professionally to your LinkedIn network. Even if your
contact with these people was brief, they might become valuable allies
in the future.
Learn about people in your industry. LinkedIn is a great space to learn
about people’s professional and educational backgrounds. If you have a
meeting with someone coming up, read their profile to find similarities
and conversation topics, advised Tyler Whitman, a licensed real estate
agent at Triplemint. Whether it’s for a job interview, sales call or alumni
networking event, having talking points shows that you’ve made an effort
to learn about the person and increases your likelihood of making a good
first impression.
Recruit team members. A LinkedIn page can help your company find and
recruit top talent so you can improve your hiring process and find team
members who align with your mission and values.
Promote your business. LinkedIn’s marketing features make it an excellent
business promotion tool, enabling you to grow your relationships with
consumers.
Ask for introductions to meet new professional contacts.
Don’t be afraid to ask someone in your professional network to introduce
you to someone they know, Brown advised. Most people are happy to
facilitate connections or even become mentors who help you enrich your

You can also ask for help from a networking “wingman.” It can be
awkward to brag about yourself to a stranger, Whitman said, but a friend
can talk up your successes and achievements – and you can do the same
for them.
Keep in touch to nurture professional relationships.
Networking is not a one-and-done deal where you meet a contact and
then speak with them only when you need something. If you really want
to connect, nurture a sustainable, give-and-take relationship.
“After meeting someone, assuming there is rapport, I make sure I stay in
touch,” Gavrielides said. “Staying in touch with people requires effort,
and it is important to regularly reengage … I feel that conversations must
be natural, but the effort to reengage must be conscious, as we are all too
busy to do it effortlessly.”
Ostlund noted that while social media sites are an excellent way to begin
relationships, authentic professional relationships require in-person
meetings to build depth. Trust is hard to develop without the personal
interaction involved in face-to-face conversation.
Never stop looking for opportunities (but do it right).
Focus on growth and think about the people you encounter daily, Brown
said. Grab a business card or search for them on LinkedIn if there is any
chance you can call on them professionally in the future.
Keep in mind that you shouldn’t network selfishly, Whitman advised.
Create a foundation first; learn about the other person and tell them about
you. Once there’s a foundation, it’s OK to ask for something, but don’t
jump the gun and ask for favors outright.
“Networking should be authentic and should be part of both our business
and professional lives,” Gavrielides said. “We are naturally social beings
and should ensure we socialize rather than engage in forced exchange.
The relationships I built along the way are now customers, suppliers,
partners, colleagues, investors … [and] many are close friends.”
Professional networking tools
A comprehensive networking plan is essential, and software apps can help
with that. We’ve already discussed LinkedIn, but you should consider
adding a few other tools to your professional networking arsenal.
Discord: Launched in 2015, Discord is a small business chat tool initially
designed to help gamers talk globally. The app has exceeded its original
purpose and is used by all types of businesses, influencers and brands.
Discord offers users a dedicated server for instant messaging, audio chats
and video chats without any extra costs. The app is an excellent resource
for reaching out to your community and engaging with your audience.
Bumble Bizz: Bumble Bizz is a spinoff of the dating app Bumble. It
was established in 2017 as a way to create professional networking
opportunities. Bumble Bizz uses the same location-based data as the
dating app to encourage local business relationships. It’s an excellent
tool for making business matches at your pace on a more personal level.
WhatsApp: What started as an alternative to SMS in 2009 is now
a free, end-to-end-encrypted messaging, calling and video chat app
used by more than 2 billion people in over 180 countries. WhatsApp’s
accessibility makes it a crucial tool for networking and keeping in touch
with people worldwide. Brands like Adidas and Absolut Vodka use the
app to market to their audiences, while other companies use WhatsApp
for customer service.
Twitch: Launched in 2011, Twitch focuses on video game livestreaming,
esports competitions and various streaming options. The Amazon
subsidiary has experienced massive growth and is praised for its

community-building quality. Its streaming reach has made it
an attractive platform for companies and provides a unique
tool for small businesses, which are 74% of the companies
using Twitch.
TikTok: Popular social media app TikTok is a platform
for short-form videos used for various purposes, from
entertainment to education. Like Twitch, TikTok business
features promote community interaction, including the ability
to make video responses to comments that can be used to
answer questions. Also, the app allows people to make videos
that build off others, called duets. Businesses are starting to
gravitate to the app, and it’s only the beginning of its business
potential.
Meetup: The Meetup website gives people the opportunity to,
well, meet up. As the name indicates, the site lets users create
social or business groups, including networking events. To
adapt to the pandemic, Meetup added streaming capabilities.
It can be a great tool for expanding your business.
Professional networking dos and don’ts
With both online and in-person networking, remember that it
takes effort to succeed and grasp potential opportunities.

B US I NES S TR ACK A R TI CLE

professional relationships.

Do …
Be prepared for meetings. Being ready means dressing for
the action, making eye contact and using a firm handshake.
Another element of being ready is ensuring people can keep
in contact. For in-person meetings, have business cards
ready with all your necessary contact information. For online
networking events, have a LinkedIn profile, website and
portfolio ready to share.
Have honest conversations. It’s easy to tell when people are putting
up a front or being disingenuous, so authenticity is essential. People
appreciate honesty and openness, so approach everyone as if you want
to be friends. When talking to people, be clear and concise so you aren’t
dominating the conversation.
Follow up. It’s crucial to follow up with any connections you make
at a networking event. Sending thank-you notes is one way to do this.
Additionally, if someone gives you advice on getting ahead and finding
opportunities, be sure to look into their recommendations.
Don’t …
Put people on pedestals. Everyone at a networking event is a person
and deserves the same amount of respect. Try not to be intimidated by
someone in a position of power or fame. Also, don’t try to flatter the
person you’re talking to or show you’re a “superfan.” Most people want
to have a genuine conversation.
Forget to listen. Being present in the conversation is a recipe for success,
and understanding that the networking event isn’t just for you is a bonus.
You’ll be tempted to say your piece or jump into a conversation, but
you want encounters to have a natural flow. Whether it’s a one-on-one
conversation or a group meeting, listen to whoever is speaking and take
in what they’re saying. The speaker can usually tell if people are actively
listening, and they appreciate it when someone values their time and
knowledge.
Get discouraged by rejection (or fear of it). Don’t let the idea of rejection
scare you off the path. Even if you go to just one networking event,
you’ll interact with many people, and not everyone will be a fit for your
professional network. You’ll have plenty of opportunities to connect.
Don’t be afraid to introduce yourself. Be kind and courteous. Ask
questions. The more you put yourself out there, the more chances you’ll
have to find strong connections.
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Our 25th Annual Golf Tournament will
be held on September 13, 2022 at Far
Oaks Golf Club.
Teams for both sessions are full!
Sponsorships are still available.
Be a Gold or Silver sponsor, or drive
around the golf course in a cart full of
BEER! Be a Beer Cart Sponsor!

Sponsor Today!

A huge THANK YOU to all of our sponsors!
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July Ribbon Cuttings
Auffenberg Dealer Group
1130 Auffenberg Avenue
Shiloh, IL 62269
Congrats on your new location!

Hope Wellness Center
4933 Benchmark Centre Drive, Ste A
Swansea, IL 62226
Welcome and Congrats!

View all our ribbon cutting photos and videos on our website: OFallonChamber.com
Our July Business After Hours was hosted by Gateway Classic Cars - O'Fallon. Members were treated
to food and refreshments from Roy-el Catering, checked out lots of classic cars and enjoyed networking
with one another!

BUSINESS
AFTER HOURS

T hanks
for !
hosting

Join us every Friday morning for a snapshot of what’s
happening in the O’Fallon and Shiloh (Illinois) area right now.
We’ll give highlights of new developments and projects,
details of upcoming events and report on good news
happening in our community! Listen to The 618 Now to be
in-the-know. This podcast is a production of the O’FallonShiloh Chamber of Commerce and the O’Fallon Weekly.

Illinois Department of Revenue

informational

FY 2022-19
April 2022

Bulletin

David Harris, Director

Sales Tax Rate Change Summary,
Effective July 1, 2022
To: All retailers and servicepersons conducting business
in taxing jurisdictions whose sales tax rate is changing

This bulletin is written to inform you
of recent changes; it does not replace
statutes, rules and regulations, or
court decisions.

Effective July 1, 2022, certain taxing jurisdictions have imposed a local
sales tax or changed their local sales tax rate on general merchandise
sales. The following taxes are affected:
• business district sales tax
• home rule municipal sales tax
These local sales taxes are referred to in this bulletin as “locally imposed
sales tax.”
You must begin collecting and remitting the tax at the updated rate
beginning on July 1, 2022. You need to contact your software vendor if
you use software to create your forms.

For information or forms
Visit our website at:
tax.illinois.gov
Call us at:
1 800 732-8866 or
217 782-3336

To verify your new combined sales tax rate (i.e., state and local sales
taxes), go to the MyTax Illinois Tax Rate Finder at mytax.illinois.gov
and select rates for July 2022.

What is taxed?
The same items of general merchandise reported on Line 4a of Forms
ST-1 and ST-2 that are subject to state sales tax are also subject to the
locally imposed sales tax.
Locally imposed sales tax does not apply to
• sales of qualifying food, drugs, and medical appliances1 that are
reported on Line 5a of Forms ST-1 and ST-2; or

Call our TDD
(telecommunications device
for the deaf) at:
1 800 544-5304

• items that must be titled or registered by an agency of Illinois state
government and reported on dealer-filed transaction returns.
Note: Some jurisdictions may impose and administer taxes not
collected by the Illinois Department of Revenue. Contact your municipal
or county clerk’s office for more information.

How do I report an earlier sale that was subject to a different
tax rate?
If a sale was subject to a sales tax rate different from the current sales
tax rate, report this sale on Line 8a of Forms ST-1 and ST-2.2
Note: Line 8a is used only to report sales subject to a different sales
tax rate. No other use of Line 8a is permitted.
1
2

Printed by the authority of the State of Illinois
FY 2022-19 (N-04/22) Web only, One copy

86 Ill. Adm. Code 130.310 and 130.311
86 Ill. Adm. Code 130.101(a)

The City of O’Fallon, Illinois recently approved
changes that reduce property taxes and provide
property tax relief for our citizens. To make tax
rates more equitable for all residents and visitors
in O’Fallon, a sales tax increase is effective
July 1, 2022. This notice is from the City of
O’Fallon Finance Department; however, a copy
of the bulletin from the Illinois Department of
Revenue is also attached for your reference. This
IDOR bulletin should also be mailed directly to
your business soon.

Effective July 1, 2022, the home rule sales tax within the City of
O’Fallon, Illinois will increase by ½ of 1 percent bringing the total
home rule sales tax to 1%. Businesses must collect the appropriate
new rate of sales tax for retail sales and services within City limits.
This notice is being sent to all businesses that have reported local
sales tax to the City of O’Fallon, Illinois within the last year.
Collection rate prior to July 1, 2022: 7.85%
Collection rate effective July 1, 2022: 8.35%
Read More

The O'Fallon Police Department
puts out a monthly newsletter
with great community
information.
Click to open the full newsletter or
click on the images below.
below.
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SALUTE TO OUR STAR INVESTORS

two Star Investors

one Star Investors
1st National Bank of Waterloo
A Calming Place
AMW Risk Management Group
Associated Bank
Auffenberg Dealer Group
Bank of Belleville
Bank of O’Fallon
Belleville News Democrat
BOS Metro East Banking Center
Booz Allen Hamilton
Busey Bank
C&C Sports
CEFCU
Cambridge House O’Fallon
Cambridge Capital Management, LLC
Carrollton Bank
Catholic Community Credit Union
Central Bank of St. Louis
Clete’s, Inc.
Clinton Manor Living Center
Coldwell Banker Brown Realtors 		
Commerce Bank
Country Estate Kennel
Dierbergs Markets Inc.
Discount Storage
Drury Inn & Suites
Essence Health Care
Farmers & Merchants National Bank

FCB O’Fallon Bank
First Bank
First Bankers Trust Company
First Community Credit Union
First Mid Bank & Trust
Gateway Metro Federal Credit Union
GCS Credit Union
Guaranteed Rate Lending
Hilton Garden Inn
Holland Construction Services
Illinois American Water
Jack Schmitt Auto World
Jack Schmitt Chevrolet of O’Fallon
KB Homes Powered by KW Pinnacle
Kerber, Eck & Braeckel, LLP
Keystone Place at Richland Creek
Klein’s Brand Source
La Casa Mexicana of O’Fallon
Lashley Animal Hospital
Lincoln Surgical Associates, Ltd.
Lucky Dog Barks and Recreation
McKendree Metro Rec Plex
McKendree University
Merrill Lynch | Woody Gray
Mid America Oral Surgery Center
Navy Federal Credit Union
O’Fallon Progress/Command Post
O’Fallon Shiloh Towing

OST Container
Regency Manor
Regions Bank
Revela at O'Fallon
Sandberg Phoenix
Serenity & Hope Counseling
Serra Honda of O'Fallon
Schaefer Auto Body Centers
Scott Credit Union
Sigman Heating and Air Conditioning
Spectra Graphics
Taylor Roofing
The Record Madison/St.Clair

The Rehabilitation Institute of
Southern Illinois

The Regency Conference Center
Together Credit Union
Town & Country Bank
TownePlace Suites by Marriott
U.S. Bank
Washington University Physicians
-Pediatric Specialty Care
Webster University at SAFB
Wisper Internet

Page 12

BOARD OF DIRECTORS
Executive Board
Jeff Dossett, Board Chair
Memorial Hospital Belleville | Shiloh

Kevin Meder, Treasurer
CliftonLarsonAllen

Nathan Klitzing, Vice Chair
Cambridge Capital Management

Cindy Helmkamp - Imm. Past Chair
Together Credit Union

2022-2023 Board members
Dr. Vinay Bhooma
HSHS St. Elizabeth's Hospital

Susan Schultz
Holland Construction

Jon Greenstreet
Bike Surgeon

Tony Smallman
BARBER Murphy Group, Inc.

Dan Jackson
Carrollton Bank

Kevin Welch
1st National Bank of Waterloo

Donna Richter
Southern Illinois Builders Assoc.

Mike Williams
Serra Honda

Kurt Schroeder
Greensfelder, Hemker & Gale, P.C.

Ex-Officio
Mayor Robert Weilmuenster
Village of Shiloh
Mayor Herb Roach
City of O’Fallon
Melissa Fanning | Lead In
United Way of Greater St. Louis
Mayoral Representative
Brenda Kern
Village of Shiloh

chamber Ambassadors
Don Barkley
American Red Cross

Nathan Parchman
Farmers & Merchants National Bank

Raven Trebilcock
Legacy Planning, LLC

Debbie Brauer

Lindsay Porzeinski
Home Heating & Cooling

Lisa Vorce
Thrivent Financial - Lisa Vorce

Dr. Shelly Severns, DC

Justin Ward
1st National Bank of Waterloo

Jaclyn Gross
TownePlace Suites by Marriott
Cindy Hill
Home Instead

Dave Snyder
Rotary Club of O’Fallon

Erik Huber
Bank of Springfield

Ginni Stajduhar
Nothing Bundt Cakes - Fairview Hts

Reneé La Bruyere
Horner & Shiffrin

Mieke Taylor
Meeks Intuitive Massage
and Wellness
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Sheri Welch
Heather Wieczorek
First Community Credit Unon

M ONTHLY C A LE N DA R

August

10

Downtown District Committee Meeting
8:45 a.m. | City Hall Council Chambers

10

Member Luncheon - State of the Village Address
11:30 a.m. | Klucker Hall

10

Ribbon Cutting - OTHS South (Special Education Transition Services
5:15 p.m. | 706 E. Hwy 50, O'Fallon

11

Military Affairs Committee Meeting
3:30 p.m. | O'Fallon VFW Post 805

16

Business After Hours
5:00 p.m. | Auffenberg Dealer Group (Nissan Building)
1130 Auffenberg Ave, Shiloh

17

Ribbon Cutting - Birch Market
11:30 a.m. | 227 West First Street, O'Fallon

22

Executive Board Meeting
1:15 p.m. | Chamber Depot

24

Ribbon Golf Commitee Meeting
8:00 a.m. | Bank of Springfield, Shiloh

24

Ribbon Cutting | Greensfelder, Hemker & Gale, PC
4:30 p.m. | 821 West Hwy 50, Ste 303, O'Fallon

25

Board of Directors Meeting
8:15 a.m. | O'Fallon City Hall

26

Business Over Breakfast
8:00 a.m. | Public Safety Building

29

Member Engagement Committee Meeting
1:15 p.m. | Chamber Depot

30

MAXimize Your Benefits
8:30 a.m. | Chamber Depot

31

Ribbon Cutting - Juice Heal Thrive
12:00 p.m. | 622 East State Street, O'Fallon
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New Member? Not yet a Member? Need a
Refresher on what the Chamber has to offer?
Join us for our next MAXimize your Benefits
meeting and learn all about what the Chamber
can do for YOU!

August 30, 2022
8:30 a.m.
Chamber Depot
116 E. First Street
O'Fallon, IL 62269

RSVP

Common cold, seasonal
allergies or the flu?
We are
conveniently
here for you.

Elizabeth’s
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1512 N. Green Mount Road, O’Fallon | Open 7 days a week, 8 a.m.-7 p.m.

O’Fallon-Shiloh Chamber of Commerce
P.O. Box 371
116 E. First Street
O’Fallon, IL 62269
www.OFallonChamber.com

Services: Maps: First one is free, each additional is $1

This month's Chamber Tracks Sponsor is:

TownePlace Suites by Marriott
Would you like to be the first page of our next newsletter?
Let us know! chamber@ofallonchamber.com | 618-632-3377

