

















life’s passages 4 )
Continued from page 6 p P
r ~ - ~ - r = r
Your one ctop for all your
Torr [ [ mm f
(ravel and maorel
choose to share your ethical will with loved ones now, while you are still living.
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“There are star”s whose radiance is visible on earth, even though they have long Why shop with a faceless Fortune 500 online travel and
been extinct...” -Hannah Senesh e-commerce company? Buy the same product for the same
, price - or better - with someone you know and trust!
Contact NAWBO Buffalo Niagara member Nancy Jo Eckerson at 716-542-6544
for more information on ethical wills or gift certificates.
Stages to Completion of Your Ethical Will
» AWARENESS AND EDUCATION - Learn all about ethical
wills. Discover your reasons for deciding that writing an ethical
will is for you.
* ROUGH DRAFT — Write, write, and write! Do NOT worry about
grammar and punctuation at this point. Just write to get out all
you need or want the world to know.
* STYLE CHOICES - Will this be a letter to your relatives? An ﬁ"’e"aﬂo""’s'wm
outline or paragraph form with headings? Or will this be in the Rackpoe \ \. i
form of a poem? > - - - -
Our company is also looking for marketing reps and travel site owners. If you are open
to earning additional income this year in the travel and e-commerce industry,
+ EDIT AND REVISE - It's time to dot the i's and cross the t's. { call Nicole Fiorella today at (716) 908-9234.
Having a friend or professional to help you edit is always a good
idea. An extra pair of eyes can lead to finding mistakes that you
would have glossed over.
* PRESERVATION - Write the final document on acid-free FIRST
(archival) paper. There are great resources available at your local Karen A. Olson, CLTC
stationery or art supply stores. Check them out. You may even & g Registered Representative
want to make a video tape or an audio of you reading your Ethical FINANCIAL GROUP  17C & Group Benefts Advisor
Will. 716.655.7600 ext. 202 Ofiice
716.558.7515 Direct
* ENRICHMENT - A great way for the coming generations to 716.655.7611 Fax
know you even better and enrich your ethical will package is to kolson@lasalle-st.com Email
attach a photo and even something else symbolic of your person- o M | Suite 200 | BasiA New York 14052
ality; for example, a cartoon that typifies your unique sense of 634 Main S[ree,t Suite 200 | East Aurora, New York 1405
h www.firstauroragroupbenefits.com
umor.
Karen Olson is a registered representative of LaSalle St. Securities, LLC, a registered broker-dealer.
Member FINRA/SIPC  First Aurora Financial Group is not affiliated with LaSalle St. Securities, LLC.
Securities are offered only through LaSalle St. Securities, LLC.
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tweet this!

7 Lessons for Better
Networking with Social Media

by Nicole Fiorella

1) Find a Person’s Preferred Communication Channel. If you want
to contact someone you have never communicated with before, do
some research. Find the person’s preferred communication channel.
If they have a website, check out their contact page and see if they
encourage people to contact them in a particular way. It also helps to
discover what level of participation they have on various social net-
works like Facebook, LinkedIn, Twitter and YouTube. When was the
last time they posted a Facebook Status Update or a Tweet on
Twitter? How long did it take to reply to a Tweet or a comment on
Facebook? Get a sense of their preferred means of communication. It
may just be e-mail, you never know. Go where they are.

2) Say Just Enough. This cannot be emphasized enough and it is
probably my toughest challenge. With all the social media platforms,
we may be able to get the attention of more people, however if you
have to get your message across in 140 characters or less as in twit-
ter, brevity is a built in feature. Facebook is more forgiving but you still
need to be brief and less wordy to get your message across. Even if
you are sending an “old-fashioned” e-mail where words are limitless,
you likely have not earned the five minutes of the recipient’s time that
it will take to read a long-winded message. |f there are 700 words you
want to eventually get across, include only 50 in the first contact. Let
the person choose if they would like more. You can fill in the rest later.
People prefer to be on a need to know basis. Less is more.

3) Don’t Expect a Response. Unless it is an old friend or a colleague,
if you are contacting someone new, you are not entitied to a response.
If the person wants to get back to you, he or she will. It is much better to say, “If
this is not of interest, feel no need to get back to me” versus “Please Respond”
or “Please get back to me”. The fact is most people do not have the time to get
back to everyone who contacts them to say “not interested”. Say what you need
to and let it go.

4) Clarify Early. This may seem like common sense, but don't wait for the last
line of your message to say that you want to meet for lunch, or ask your contact
if she’d like to speak at an event. Put your message right up front. If she cannot
provide what you are looking for, she’ll know sooner than later, and will appreci-
ate you for it. Say your message up front.

5) What You Want is Not the Point. You may think that what you want is a
phone call or a meeting to discuss your big ideas. But communication is more
than any one project or meeting. What you really want is an authentic connec-
tion. It does not matter if the person is interested in discussing your ideas. What
matters is whether you are making a connection. If you focus on the relationship
more than the specific request, and the person has a pleasant experience read-
ing your communication, it will likely keep the door open for possible collabora-
tion in the future. The next message you send may be more fruitful. No one
knows what the future may hold, so make the moment and comment count.
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Ensure the door stays open, even if no one is walking through it right
now.

6) Be Open Without Needing. Needy never goes over well. Being
needy with statements like “| really need to talk to you” or ‘It is essen-
tial that we speak” shows your general insecurity. There is a huge
difference between being open to collaboration and “needing” it. No
one wants to do business or hang out with needy or desperate
sounding people. Do not make contact until you are ready for rejec-
tion including a strong “no” or no response at all. Only then can you
make authentic contact. When you do, openness rather than need
will come through in your words. Speak from openness rather than
need.

7) Give Space. The key questions people ask themselves when
someone new reaches out to them is “Do | have time to bring this
person into my network? and How much time with they take?".
Therefore, do not send to many e-mails as this will signal you are
going to take a lot the recipient’s time and communicating with you
will take great effort. Instead, give the communication time some
space. Unless something is very timely, let a bit of time pass before
sending another message. Let communication have some breathing
room. Once there is some level of trust, you can experiment with
more immediate information exchange. Remember, do you like to
receive multiple e-mails from anyone in a short period of time that you
do not have a close connection with? Focus on thoughtful instead of
continual contact.

Nicole Fiorella is the President of NAWBO Buffalo Niagara (2009/10) and owner
of Briand Fiorella Search, an executive search firm specializing in the pharma-
ceutical, biotech and medical industries. Nicole and Amy Remmele will soon be
offering the online class, ‘Integrating Social Media into Your Personal and
Professional Life.” For more information contact Nicole at nicole@bfisearch.com.

And - briefly! — the 11 ways to connect with Nicole:

http:/lwww.bfisearch.com
http:/lwww.bfisearchsite.com
htto:Ilwww.bfi.dontinterviewaudition.com/
http:/lfiorellablog.com
http:/IFiorellaFitness.isagenix.com
http:Ilwww.linkedin.comlininicolefiorella
htto:llwww.twitter.com/nicolefiorella
http:llwww.fiorellaflowers.com
http:llwww.fiorellatravel.com
http:llwww.fiorellatravel.biz
http:llwww.fiorellatraveloutdoors.com/
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NAWBOQO Buffalo Niagara

2009/2010 board
President

Nicole Fiorella 626-5520
President-Elect

Laurie Albertsson 694-9302
Past President

Suzanne Witnauer 570-1352
Secretary

Suzanne Novelli 817-7109
Treasurer

Renee Cerullo 656-8958
Directors:

Michelle Bonn 573-3855
Kristine Buchband 667-5009
Marilyn Coté-Miller 270-3020
Joyce Delong 634-5966
Nancy DeTine 207-7374
Celeste DiStefano 310-5274
Barbara Maira 634-5353
Carolyn Valenti 204-9000

Chapter Administrator

nicole@bfisearch.com
laurie@fernwoodcapital.com
suzanne@csscbuilds.com
suzanne_m_novelli@glic.com

cerullo@rlcomputing.com

michelle@expedienttrade.com
kristine.buchband@morganstanley.com
m.cote@humanresourcesource.com
jdinsty@roadrunner.com
nancy@nancydetine.com
cmdistefano@verizon.net
barbaram@lisahunterjewelry.com
cvalenti@lvbwcpa.com

Marilyn Coté-Miller 270-3020  m.cote@humanresourcesource.com
2009/2010 committees

Awards

Amy Remmele 626-5977  amy@peakofsuccess.com
Communications

Katharine Smith 839-3696  whiterabbitdesign@roadrunner.com

Corporate & Economic Development

Carolyn Valenti 204-9000
Finance

Renee Cerullo 656-8958
Fundraising

Donna Scalfaro 632-0165
Governance

Marion Kopin 839-4556
Membership

Pat Herberger 863-6577
Nominations

Suzanne Witnauer 570-1352
Program

Laurie Albertsson 694-9302
Public Policy

Celeste DiStefano 310-5274

Scholarship
Ramona L. Gallagher 882-7639

www.nawbo.org

cvalenti@lvbwcpa.com
cerullo@rlcomputing.com
donna@carpetcareservices.net
mkopin@kopincpa.com
herberger@prepaidlegal.com
suzanne@csscbuilds.com
laurie@fernwoodcapital.com
cdistefano@acninc.net

mmistymo@aol.com
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JAECKLE
FLEISCHMANN
& MUGEL, LLP

ATTORNEYS AT LAW

Jean C. Powers

Partner
Direct Dial: (716) 250-1803
E-mail: jpowers@jaeckle.com

Centerpointe Corporate Park
400 Essjay Road, Suite 320
Williamsville, NY 14221-8228
Fax: (716) 250-1806

www.jaeckle.com

BUFFALO ¢ AMHERST

ROCHESTER

& NAwork Sobiflions

ghmputing

/ }

www.rlcomputing.com

Renee Cerullo
Web Developer, MCSE

Email: cerullo@rlcomputing.com

Phone: 716-656-8958
Fax: 1-866-375-3393

R.W. Miller Jr.

ASSOCIATES

Marilyn Coté-Miller

Post Office Box 1024

Amherst, NY 14226

Telephone: 716.270.3020

Facsimile: 716.270.3021

Cellular: 716.208.9548

E-mail: m.cote@humanresourcesource.com

WWW.humanresourcesource.com

Your One Source Out Sourced Human Resource Sourcel!

Write Now! Inc.
Serving all your writing needs.

Nancy Jo Eckerson
Author & Legacy Facilitator
42 Westgate Avenue #2
Akron, New York 14001
(716) 542-6544

njeckerson@verizon.net
www.ethicalwillswny.com
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New York State WBE
Certification Steers
Company in New Direction

by Jennifer Cooper

My business — Cooper Sign Company
—was established in 1922 and provides all
types of signage to businesses, organiza-
tions, general contractors, and govern-
ment.

In 1922 a brush, paint, and talent were
all that was needed to operate a sign
company. As time passed it became nec-
essary to be skilled in electrical signs and
neon. We are now in the cycle of com-
puter generated graphics and digital print-
ing which has increased the amount of
competition in the sign industry. Over the
past several years Western New York has
experienced downsizing and closing in
numerous industries. The economic hur-
dles of the past two years combined with
the Western New York economy left me
facing the reality that my company may
not survive. Pouring personal funds into
the business may help cash flow in the
short term, but a new direction needed to
be established.

| believe challenging times in our busi-
ness cycle force the small business owner
to reject the status quo and reinvent their
businesses. | knew that if | were to over-
come the challenge of not only trying to
grow the business but give it life, | needed
a resource. The Women’'s Business
Center at Canisuis College offered the
opportunity to participate in a one-year
business-coaching program to work on
my business. | was assigned a successful
business executive to coach and mentor
me during this process. The strengths
and weaknesses of the company were
assessed and strategies were formed to
increase sales and produce a profit. It
was during that time that | began to inves-
tigate the process of certification as a
woman-owned business.

The early stages of the application
process and preparation of paperwork
seemed daunting while running my busi-
ness at the same time. But an organized
schedule and an established goal to com-
plete the process kept me focused on the
project. | hired an assistant whose main
focus and responsibility was to keep me
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on task on a daily basis and handle
assembling the application in an organized
format.  Networking with other women
business owners who had completed the
process gave me an insight to the onsite
visits and interview process in the final
stages of the certification process. My first
conversation regarding this process took
place at one of the first NAWBO Buffalo
Niagara meetings | attended.

In the fall of 2008 | received my certi-
fication from the State of New York,
Niagara Frontier Transportation Authority,
City of Buffalo, and County of Erie as a
woman-owned business enterprise.
These certifications provide the opportu-
nity to bid on projects to general contrac-
tors seeking to meet the percentage of
work performed with disadvantaged busi-
nesses.

Since that time we have been extend-
ed the opportunity to work with general
contractors, developers, and government
on such projects as the Buffalo Niagara
International Airport, Niagara Falls
International Airport, U. S. Air Force
Reserve, U. S. Army, N.Y. Air National
Guard, School Districts, Niagara Falls
Municipal Complex, government buildings
and many other projects in need of sig-
nage.

We have not abandoned our mission
to provide signage and service to small
business owners and the customer base
that we have worked with over the many
years. Instead, | believe we have
strengthened our position in the market to
provide all types of signage that suit the
need of projects from small to large.

With the support of organizations such
as NAWBO, Women’s Business Center,
SBA, and Empire State Development, my
company is once again growing with a
positive outlook on the future.

NAWBO Buffalo Niagara member Jennifer
Cooper owns Cooper Sign Company and
Old Glory Flag & Banner located in
Niagara Falls. She can be reached at 716-
297-2340 or jen@oldgloryflag.com

business tactics

Employee Performance

by Jeannine Brown Miller

Employee performance evaluations, we know, are critical manage-
ment tools despite the type or size of our business. We still struggle
with doing them even once a year!

The facts are, assessment of performance is necessary on a regu-
lar, frequent basis if we are to remain competitive and ensure we are
getting the performance we need and expect.

So what do we need to consider?

Employee needs: We know that Generation X and Millennial work-
ers have different needs and requirements of their employer but we
also know that all employees benefit from regular good communica-
tions in the workplace. They want immediate feedback!

Business Necessities: We also know that we need to remain com-
petitive and changes in our approaches to our business and work need
to keep up if we expect to be strong in our business. Businesses can't
wait until once a year to communicate to their employees how well they
are doing and what needs to change . . . this has to be an ongoing
process.

Organization structure: The traditional model of top down isn't
necessarily the best approach to getting work accomplished in the
most effective, efficient and appropriate manner.  Involving our
employees in all aspects of their approach to their work is key. This
only happens with ongoing, frequent communications. Work groups
and teams with a team leader often have the most effective results.
Those that handle the work day to day know it best! Utilizing the input
of these individuals is critical!

Here are some tips:

+ Create short term objectives and goals that include action steps
and measurements, all with the help of the employees that handle the
work; the clearer the “lines of sight” are, the more likely employees will
reach such goals

*Be clear on the direction and goals desired ensuring the goals
support your mission and vision (which can be formal or informal,
every business has an idea of “who” they want to be)

+ Keep employees engaged; allow them to assess their own prog-
ress; once goals are written with action plans and measurements, it
becomes easy to evaluate the progress together

« Utilize regular, specific, feedback results to determine training
needs; training can be informal and in the form of job enrichment and
includes cross functional duties assigned; the more employees know
about the “total picture” the more they appreciate their value as well
as that of their co-workers

Annual performance evaluations remain important however, this
approach of providing immediate, specific, frequent, clear feedback on
a regular basis make this annual formal documentation quite simple.

Not only are we reemphasizing the importance of performance
management, but we are encouraging everyone to focus on this as a
way of day-to-day “best practices” as an effective leader.

Thanks for this article go to Jeannine Brown Miller, MA, SPHR
Principal Consultant for JBM Consulting. She can be reached at 716-
946-8381 or jpmhr@roadrunner.com. Check their Web site at: www.
jbmconsultingonline.net.
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member spotlight

Meet Donna Scalfaro
Owner of Carpet Care Services, Inc.

What does your business do?

Carpet Care Services, Inc. is an eco-friendly carpet cleaning and restoration company. We cater to clients in
the Williamsville and surrounding areas who enjoy the no-hassle experience of working with us. We pride our-
selves on building a personal connection with our clients through the professionalism of our staff. We are locally
owned by a working mom who walks everyday in our customer’s shoes and understands the lifestyles of the mod-
ern family. We appreciate that today’s women want to maintain a clean healthy home while being pulled in various
directions by family, work and other outside activities. We also recognize the importance of the overall experience,
from being on time, professional appearance and after-service follow-up. Our small, long-term staff enjoys what
they do and it shows.

What do you like most about your business?

| enjoy the daily problem solving. There are days that seem to have so many different challenges. When | get
to the end of the day and know that everything was successfully taken care of, | am ready to face a new day with
a smile.

What is the biggest challenge in running your business?
There are days that being available 24 hours a day is a challenge. There are

O
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100 Stradtman Street
Buffalo, NY 14206
(716) 894-6845
Fax (716) 892-3345
1(800) 277-1835

Maryann@VictoriasSweets.com

times | am taking calls up to 10:00 p.m., and sometimes later. Meeting the emer- -
gency needs of my clients is an important part of my business. Being able to '
respond to their needs is rewarding but there are some days it can be tough. |am
grateful that | have a very understanding family.

What is your passion?

My passion is meeting new people. | enjoy getting to know them. | don’t always
get the opportunity to meet my clients so when | can; it really gives me a connec-
tion to them. | also enjoy spending time with my team and creating an enjoyable
work environment.

What do you appreciate most about your experiences with NAWBO?
| appreciate the fact that | can talk with business owners that have similar chal-
lenges and learn from their experience. | would not hesitate to call any one of them

Fernwood Capital.

YOUR EQUIPMENT FINANCING PARTNER

15 Webster St. = N. Tonawanda NY 14120

Laurie Albertsson
p 716.694.9302 ext. 15
laurie@fernwoodcapital.com

if | had a question and needed their advice.

Donna M. Scalfaro, Carpet Care Services, Inc. can be reached at: Donna@CarpetCareServices.net or 716-308-
3333, fax: 716-681-0488. Check them out online: www.CarpetCareServices.net. Hours of Operation: available 24
hours a day to meet emergency needs.

| tisi
ANNUAL AD RATES AND SIZES:
Ads run in 11 issues (no issue in July).
Full page (7 /2" x 10" $1,000
Quarter page (334" x 43/4") $225

Half page (7 1/2" x 43/4")  $525
Business card (3 /2" x 2") $125

SPECS:

Send business card, and check (payable to NAWBO) to: White Rabbit Design, 173 Audubon Drive, Snyder
NY 14226. For electronic submissions, preferred formats: PDF, eps or tif. E-mail files to: whiterabbitdesign@road-
runner.com.

articles

E-mail your submissions to: whiterabbitdesign@roadrunner.com. Contributed articles must be original work; all previ-
ously published works must be accompanied by the publisher’s authorization to reprint. WOMANink reserves the right to
edit contributed articles for clarity and length, and reserves the right to refuse to publish any contributed article.

www.nawbo.org

WHITE RABBIT
DESIGN
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MARKETING MATERIALS
CORPORATE IDENTITY
NEWSLETTERS

CATALOGS
[ ]

(716) 839-3696
whiterabbitdesign@roadrunner.com
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NAWBO Buffalo Niagara
P.O. Box 917 e Williamsville, NY 14221

NAWBO BUFFALO NIAGARA

NAWBO Buffalo Niagara brings bottom-line benefits to
your business. Monthly programs offer inspiration, informa-
tion, and insights that are absolutely essential for business
owners. Network with dynamic women entrepreneurs and make
all-important business contacts. Benefit from NAWBO mem-
bers’ support, energy, and experience: these are women entre-
preneurs who know what it takes day-to-day to grow a business.

NAWBO

BUFFALO NIAGARA

®  National Association of Women Business Owners
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DON'T MISS OUR FEBRUARY 10TH MEETING!

Negotiating for Results

Whether we realize it or not, a majority of our day is spent in some form of nego-
tiations. We are continually trying to nurture relationships, get our point across, and
persuade others to do what we need them to do. Lori E. Miller, owner of Developing
Professionals, will help us understand the ingredients for successful negotiations,
the process to engage every time an exchange occurs, and how communication

plays a critical role to achieve win-win outcomes.

Sean Patrick’s Restaurant « 3480 Millersport Highway * Getzville, NY
5:30 p.m. networking * 6:00 p.m. dinner * $30 Member/$35 Guest

Register online at www.nawbowny.org.



