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MT providea fully customized client driven training solutions.

What do the area’s top growth companies all share?

Excellent workforce traluing

Micrasaft Office | Warkplace ESL | Orgamizational Development

SalesCustomer Seriice | LT. Training
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(Bon) 4454497
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INVESTMENT PROPERTY

Multi-family & Commercial Real Estate Loans
Construction & Rehabilitation Loans

Quick, local decisions.

Your alternative to the “Big Bank™ approach.

Call Kewin Gatlin, WP ot 617-625-3345 or Pater Majana, VP ot 617-6293333
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Sarak Harrs, left, and Beath Miller founded GoodDesds LLC, a life managemeant services

campany, to help area famale professicnals with home project managemant, arganizational
servicas, shopping services, evant planning, travel planning and researdh,

GoodDeeds pays dividends
for local businesswomen

B IENNIFER LECLAIRE
SPECLAL 7O THE MTLRFAL

When Lisa Wallace agreed to host a
charity fund-raiser with 100 guests at
her Winchester home, organizing the
event was more work than she had ex-
pected.

‘The atborney, wife, and mother of
three teenage boys had the catering
under control, but the décor was anoth-
er matter altogether — and time was of
the essenece

‘Wallace did what more Boston-ares
wornen are doing when they find them-
selves in nesd of a helping hand to
tackle pereonal projects.

&he called GoodDeeds LLE, alife man-
agement services company founded by
Beth Miller, 45, of Newton and Sarah
Harris, 36, of Naticls.

“GoodDesds decorated the whole
house on the same day as the find-
raiser — and took pictures of it so I
could do it myself next year,” Wallace
gaid.

“T dido't have the imagination or the
time to do it myself — and Good Deads
relieved a lot of strese.” she aaid.

After working together in corpo-
rate executive pogitions for 18 years,
Harria and Miller leveraged personsl
relationships — and $50,000 of their
personal money — to get GoodDeads
off the ground in 2003,

‘Thiose personal relationships were a
key to building business in the begin-
ning, said Miller, because Good Deads
iz much different from youwr typical e
rand or concierge company.

“We emphasize a peraonal touch. We
are a trusted extension of our custom-
erg,” Miller said. “That means we don’t
take referral feee from vendors. We
pase along any discounts we can get
to our clients, That strategy provides
value to our target market.”

Their target market: women just

like them. GoodDeads offers six basic
service categories: home project man-
agement, organizational services, per-
sonal shopping services, event plan-
ning, travel planning, and ressarch
and resvurcing.

In fact, after exploring 25 different
buginese concepts, the duo settled on
life management sarvices, a European
concept, because they remembered
what it wags like have too much to do,
not enough time to do it, and nowhere
to turn for help.

The duo agreea that word of mouth
iz GoodDesds” best PR. Miller and
Harriz have alao leveraged media ex-
posure and forged relationships with
hooury residence concierges and lo-
cal grms to edusmte consumers about
their services.

Even with 11 employese who gener-
ate $55% an hour for Good Deeds servie-
e, the founders admit striking a bal-
ance between delivering services and
finding time to invest in buginese de-
velopment is their biggest challenge,
ane they agres they will probably al-
ways have with their professional ser-
vices business model.

Still, the duo predicta 1850 percent
revenue growth this year and is look-
ing at growth strategies that wAill take
the coneept nationwide.

One tactic is to replicate the model
in other cities, with Washington, D.C.,
as a likely target next year. The duo
also sees potential in offering their
sarvices as a corporate employes ben-
efit.

“Word of mouth is always going to
b= our primary strategy for growing
this buszinesz,” Harris zaid. “We build
relationships with owr elienta. That's
why nearly T0 percent of our businesa
iz from repeat customers. The goal
now is to expand the target market to
include busy male execntives.”




