














Following is the Slate of Officers for the
Mohawk Valley Business Women’s Network
For 2009-2010

President-Elect : Veronika Freeman, dotcalm / dotcalm domains
Treasurer: Collette Aurand, Black River Bookkeeping, LLC
Recording Secretary: Amanda Potter, A & P Master Images

Corresponding Secretary: Linda Fake, Uniquely Yours

Member At Large: Wende Maliani, MeMe’s Formals

Member At Large: Barbara Dougherty, O’Hair Unisex Salon
Member At Large: Tricia Badgley, Women’s Business Center of NYS
Member At Large: Caroline Levitt, Esq., Levitt & Gordon, Esgs.

Our new President will be Michele Colicci, Michele’s Waxing Essentials who steps
automatically into the position at the end of June

Our new Past President will be Julie Steele, Gustafson & Co, CPAs

There are several committees that are important to the Network that need filling for next year. If
you have some time to give, we would love to welcome you aboard. Please contact Julie Steele
or Michele Colicci for more information.

We are seeking chairs for the following positions:

Historian - takes pictures at dinner meetings and special events, keeps scrapbooks of Network
history and events

Fundraising — develops ideas for fundraising, helps organize and oversee fundraising events
Membership — keeps updated database of membership, welcomes new members and provides

them with name badges, directories, and membership certificates (Liz Docherty, Julie Darling
and Robin Kiltz are interested in assisting with membership duties.)



Member WNews, Part 777.. Member News, Part 177... Member Wews, Part I77...

Cleen & Veroniba were in “Siyle” for (om Tilieia s Breast Coancer Gundvaiser!

Only 300 people got to attend this booksigning fundraiser for Positively Pink Packages, hosted by Anjela’s Vineyard and Laura
Ponticello. Thom Filicia (from “Queer Eye for the Straight Guy” and “Dress My Nest”) was amazingly generous, spending four
hours signing books and chatting His company also made a sizeable donation to the non-profit (www.PositivelyPinkPackages.com),
who’s mission is to offer packages filled with supplies and support to those diagnosed with breast cancer.

1% of the attendees that night were from the Network! (We’re not sure how Tracy Higginbotham managed to avoid our cameras!)
Since several of you were disappointed you couldn’t attend, we’re showing you a bit of what you missed!

Cookies that have edible
frosting designs of the
book cover...stylishly tasty!

Jennifer, owner of Positively
Pink Packages & Laura of
Laura’s List: Books for Women
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Thom Filicia (wwwThomFilicia.com) and
Veronika at the book signing table.
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Eileen’s preparing to stuff the raffle
ticket box with extra entries that

Veronika scanned and printed off her

laptop in the back of the car...!

Thom’s ready to sign Fileen copy of
his book, “Style: Inspired Ideas for
Creating Room You’ll Love”

Veronika with larger
banner hanging outside
Anyela’a Vineyard in
Skaneatles.
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ud \\)%?“’ se'r @/ﬂ Eileen & Veronika with smaller version of
Thom signing the larger banner for Jennifer to hang in banner commissioned from dotcalm for the /7 /

her home office. event - note: Thom signed it!




B TIPS from the (pster
ips for Successful Selling
submited by Sharon St John, Certified Business Adsor, MV Small Business Development Center

1) Fill the Pipeline — This can mean a variety of things
but mostly, it means to continuously search for new
markets and new ways to find customers

2) Ask High Quality Questions — Approach customers
with the best questions for discovering what the cus-
tomer is really looking for.

3) Listen — Once the high quality questions are asked, lis-
ten for the answers and be sincere. Give the customer
time to talk to you.

4) Focus on the Presentation of Your Product — There’s
no substitute for excellent product knowledge.
Remember, the product attributes are one part of the
presentation and the benefits of the product are
another.

5) Establish Trust — Your customer doesn’t want to hear:
“Trust me. I know what I'm talking about,” This is
something you demonstrate by using and projecting a
professional manner and treating the customer with
dignity and respect.

6) Show value — Be sure that with the benefits of the prod-
uct comes the inherent value of the product. Customers
need to know that the product will be the solution
they’re looking for and it comes with a good value.

7) Give your work, impeccably — Do what you say you
will do, when you said that you would do it. Sounds
simple? Yes, but you would be amazed at the number
of business people who can’t do this.

8) Know when to let go — If the sale doesn’t look like its
moving forward, it is possible that there is a break-
down in presentation or there is something else pro-
hibiting the sale to take place. Follow your instincts
and be confident that you have done your job even if
the sale is not made.

Learn the Secrels of Successful Business Fomen: ForbestOoman Magagine

There comes a time when you launch a magazine, but
you don’t call it a magazine. Forbes, publisher of its
namesake business magazine and luxury business title
ForbesLife, is starting ForbesWoman.

Rather than a magazine, the publisher is calling it a
“brand,” which moves with the prevailing wisdom these
days that you want to attract readers wherever they are,
so you put the “brand” wherever it is. In that case, this
means a quarterly magazine, bagged with copies of
Forbes for female subscribers. It also means a website; in
addition, it promises research, conferences and other
events for its audience: women in the business world.

ForbesWoman’s press materials talk about its official
launch, though it’s worth nothing that this is a retooling
of something that you have seen before: ForbesLife
Executive Woman, the somewhat awkardly named title
that it started in 2007. Moira Forbes, daughter of Forbes
Chief Steve Forbes, will publish the new magazine and
Carol Hymowitz will edit it.

%)

ForbesWoman on Forbes.com will serve as the pre-
mier destination for professional women, with breaking
news, prominent voices, regular features, in-depth
reports and columns, peer-driven social networking and
numerous opportunities for dialogue and interactivity.
ForbesWoman content areas include: Leadership, Power
Women, Entreprencurs, Net Worth, Style, Wellbeing and
Time. It will also offer a video series, “Smart Women
Now,” and featured columnists who include Moira
Forbes and economist Sylvia Ann Hewlett.

ForbesWoman online launches with a special report enti-
tled “The New Executive Woman,” sponsored by Audi,
which profiles the modern day female executive. This report
includes: “Rule Breakers,” a story about how more women
are taking greater control of their careers; “Making Money in
a Downturn,” profiling how women have stayed on top of
their game in these challenging economic times; “The Year’s
Savviest Celebrity Businesswomen,” a look at the most suc-
cessful celebrity businesswomen; “Managing a Family;” about
how women manage high-powered careers with children;
“How She Leads,” a study that investigates if women have
what it takes to be leaders; and “How She Gets Ahead,”
which provides networking and management strategies.
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NMemberstup Application/ Renewal Form

Please fill all information in clearly; this info goes in our database & business info goes on the Network website!

ToDAY’S DATE / /

TYPE OF MEMBER - SELECT ONE AND COMPLETE DATE; MONTH/YEAR.

U New Member? Referred by

U Renewal Member O Associate Member

Your Name

Business Name

Full Business Address

Business Phone ( ) Fax ( )
Business E-mail Website

Home Address

Home/Cell Phone ( ) Birthday (month/day)

Email your newsletter to: 1 Business 1 Home

BusiNess CATEGORY (CHECK ONE)
QO Sole Proprietor [ Potential Business W Partner / LL.C

Owner

(List home e-mail if different than above)

U Corporate Officer O Manager [ Consultant/Advisor

Type of Business (describe for directory - up to 25 words)

Are you adding an Associate Member? 1 No [ Yes (830 fee required)

Associate’s Name

MEMBERSHIP AND ADVERTISING FEES (please read all before selecting)

U $30—New or Renewal Membership for February-June 2009 (Website listing & name tag)

$ Payment Enclosed (please note if you are an associate whose fees have been covered by member)

Please make check or money order payable to:

MVBWN, PO Box 512, New Hartford, NY 13413

©1/6/09 dotcalm



Wew Members - Did you brow... 7

We give a $25 Guest Speaker Coupon that is redeemable at any MVBWN busi-
ness; the Network will reimburse you when it’s redeemed. This is the
Network's way of showing our appreciation to our presenters.
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Do forget.

You can bring items to sell/display to each meeting (there are designated tables
for items) - and anyone can donate an item for the “Split the Pot” drawing!
Both good ways for people to get to know you and your business.

KAAA KA A KA KA ALAF AKX

VOe re the Bustness Women's Group with ALL the Perks!

As a new member of the
network, you are entitled to a
name tag, membership cer-
tificate, and you’ll have your
business information printed
into our annual directory as
well as on our website.

Check your business listing at

www.MVBWN.ORG
It's YOUR website!

You will also be able to

apply for our annual endow-
ment fund.

If you need a new, mag-
netic name tag, please con-
tact our membership chair,
Veronika Freeman, at 794-
3500.
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betng a member of
MVBION makes
you o MV Chamber
Member too?
Vou can attend all
chamber evenls af

member price!
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