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Esther G. Radick

“We women tend to be very
earthy in our home-business con-
cepts," says Marion Behr, presi-
dent of the National Alliance of
Home-Based Businesswomen (the
NAHB). "Our businesses start
small, then we build and structure
from the ground up."

This earthiness, the careful nur-
turing of the creative spark, sym-
bolizes the alliance as well as its
members' businesses. Originally
a national group, the alliance now
has local chapters in some 42 states
and is expanding everyday. Yet
the alliance began growing from a
simple idea, a response to a
clearly perceived need.

Several years ago Ms. Behr, as a
freelance artist/housewife, was in-
vited to participate in a panel dis-
cussion sponsored by an organi-
zation in Princeton. The three other
invited panelists were women in
various home-based businesses.

As the panelists spoke, the audi-
ence became increasingly involv-
ed in a dialogue with them. First
one woman spoke of her experi-
ences in the job market, and soon
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other members of the audience
added comments and questions. It
was quickly obvious that they
shared a desperate need to work,
a disillusionment with the tradi-
tional job market, and a newly-
awakened interest in the option of
home-based businesses.

The whole question of women
and work demanded study. How
were women coping with juggling
work and all their other responsi-
bilities? How many women were
working home? What sorts of work
were they doing? Ms. Behr resolv-
ed to determine the answers.

Learning that a professional sur-
vey would be very expensive, she
sought another method to deter-
mine the current state of women's
home-based businesses. With a
friend she developed a question-
naire to reach the “invisible work
force," the estimated 1-5 million
women working home. These wo-
men were asked to describe their
occupations and the joys and trib-
ulations of working at home.

The next step involved distribu-
tion. Here, as Ms. Behr says,
"Luck and timing helped make the
questionnaire a huge success.”
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The NAHB:
Women Working Home

A network that helps home-based
businesses cope with their
common problems

Many organizations agreed to in-
clude it in their bulletins and news-
letters. And a magazine called
Enterprising Women included an
extensive survey in its premier
issue.

The response was incredible.
Though women loved working
home, two specific problems
seemed universal. One was the
isolation factor. Women working
at home needed a way to ex-
change ideas, to pool information,
to network. This factor pointed to
the need for an organization, as did
the second problem area: the need
for a strong voice, an identity, in
dealing with the government and
other public agencies.

As the alliance grew, two distinct
branches developed. The NAHB
is a not-for-profit organization. Wo-
men Working Home, Inc., has pub-
lished a book containing many of
the questionnaire responses, and
much more, called Women Work-
ing Home. For this project, Ms.
Behr called on an old friend,
Wendy Lazar, to be her partner.
At business manager Arleen
Priest's suggestion, the women
self-published the book. Terry
Tepper of Chicago provided de-
lightful photographs.

"We wanted the book to be ex-
tremely professional,’! says Ms.
Behr, "with emphasis on its pro-
fessional quality, to do justice to the
home-based businesswoman. Be-
fore this, homemade work had of-
ten been regarded as haphazard,
of questionable quality. With our
book, we wanted to show that this
was not true.”’

The alliance has succeeded in
combating the isolation factor and
in making the public aware that
over
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Women Working Home.

women working home offer pro-
ducts and services of the highest
professional quality. As the alli-
ance continues to grow, new dir-
ections and goals arise. The next
goal is establishing an educational
program to encourage more wo-
men to get started.

“People have natural abilities,"
Ms. Behr points out. "A lot of
people who do things could move
one dimension further if they
thought of themselves as able to do
it. For instance, a woman who en-
joys cooking can expand to a cater-
ing service, and/or frozen foods.
Someone who grows herbs might
consider packaging for sales. But
we have to push beyond the
basics, get started, move, ex-
pand!"

Women are not the only target
for education. Ms. Behr envisions
entrepreneur-type courses in
schools, to help students decide
whether college is their best

choice, or even necessary. And
home-based businesses, in fields
such as telecommunications and
computer programming, offer a
great potential for the home-based
handicapped.

"‘Being in the NAHB is like being
a pioneer. Everyday, there are
wonderful new discoveries. We
have a mix of ages and exper-

ience, the young approach, in
mature individuals and visa
versa."

When Ms. Behr reflects on the
growth of the NAHB and the var-
iety of businesses women have
created, she is constantly amazed.
And she is enthusiastic and in-
spiring. She is a perfect example
of taking that step beyond, reach-
ing, stretching your horizons, and
seeing how very far you can go.

For additional information about
the alliance, please write to the
NAHB, P.O. Box 95, Norwood, N.J.
07648. O
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Of Consuming Interest

frigerator should be 38 to 40 de-
grees Fahrenheit, while the freezer
should register zero to 5 degrees.
Savvy sales shopping...

Did you know that department
and retail stores hold the three
biggest winter coat sales on
Columbus Day, Election Day and
Veteran's Day, all before winter
officially arrives? Did you know
that the best breaks on bathing
suits is to buy before the Fourth of
July? That the best time, price-
wise, to purchase a fur coat is in
August?

Most people associate bargains
with discount stores, assuming that
if there is a sale at a fashionable
retail or department store, the mer-
chandise is out-of-season, out-of-
style, left-over goods. Not so, says
Judy Young Ocko, a retailing ex-
pert, and the co-author of a book,
The Savvy Shopper. The book
takes a look at the retail industry,
and goes behind the scenes of the
stores where consumers shop. It
sells for $5.95;by Ballantine Books.

COUPO

Feel Secure "
because we
care!

[ Gice Becinnin

Nursery School/Day Care Center

Kindergarten
State Approved
Certified Teachers

SPECIAL RATES FOR TWO CHILDREN IN
A FAMILY

Activity Oriented Program
110 Berli
I.-il:uclemi'ir‘c:13‘,n b? . 08021
(%2 mile from the Speed line station)
NORMA BRANCO - proprietor

;-—_ NOdNoO:

183-3122

Main St., Elmer

|

r savigs groW
Bank or ELMER

A full Service Bank
Deposits insured
by F.D.I.C.
Member Federal
Reserve System

watch

E. Harding Hwy.
358-3758

1982

358-8141




