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Top 10 Networking Tips for Savvy Networkers

® Be Prepared. Savvy Networkers always have their networking tools with them at
all times. The Networking tool kit includes: an ample supply of business cards, your
name badge, any collateral material and your marketing message

® Arrive early. Savvy Networkers arrive early and have their business cards readily
available and can relax and focus on learning about the other people in the room. As
an early, Savvy Networker, you can pause to calmly gather your thoughts and your
intentions so that your time spent networking will be of benefit to you. Preparation
goes a long way in making you appear to be someone that other people will want to
get to know. And you will be judged by others, like it or not, based on their first im-
pression of you.

. Have a plan. Savvy Networkers always have an idea of what the goal is for each
event they attend. Know, before going in, what the outcome is that you want for your-
self or for the people you meet at each event. Do you want to meet 3 people and focus
on getting to know them really well?

SPONSOR—

About 3% of American men — or 1 in 33 — have experienced an
attempted or completed rape in their lifetime. 15% of sexual as-
sault and rape victims are under age 12. 1 out of every 6 American
women have been the victims of an attempted or completed rape
in their lifetime (14.8% completed rape; 2.8% attempted rape).

The numbers are clear--we are all vulnerable to victimization.

Harford County citizens reacted to a sexual assault in 1978, with the determination to ensure that
no victim would ever have to walk alone again. What would later become the Sexual Assault/
Spouse Abuse Resource Center, Inc. (SARC) was born. This dedicated group opened their doors
on July 10, 1978 to begin serving victims in our community. It was immediately apparent that
the crimes of domestic and sexual violence were so closely linked that it would be impossible to
address one issue without the other. One month later, our services expanded to include victims of
domestic violence. By September 1978, the Center was operating a 24-Hour Helpline. SARC ser-
vices are available to everyone male or female/adult or child.

We offer our community an entire package of services to provide a safety net for our clients.
They include a 24-Hour Helpline, crisis intervention, clinical services, legal services, a confiden-
tially located safehouse, information and referrals, community outreach, and volunteer opportuni-
ties. SARC's services empower victims to break free from the violence and begin the journey to
survivor. We continue to be the only provider in Harford County exclusively dedicated to provid-
ing these specialized services to victims of domestic violence, sexual assault, and stalking. For
more information, visit our website at www.sarc-maryland.org. Help is available 24 Hours a day
at 410/836-8430.
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EVENT CHECK IN

For record keeping pur-
poses, please remember
to check in at all events,
even if you have pre-

paid.

(Con't)

Are you looking for an introduction to a certain type of client? Are you looking for in-
formation or connections that will get you that

information? When you have a plan, it is easier to stay focused and achieve your ex-
pected outcome.

e Be a Giver and/or a Connector. When you focus on "giving" and being helpful
to others, the "getting" will come later ... and it will come in unexpected ways. Fore-
most to remember, is that no one likes a person with a "taker" mentality. When you
are generous, people will notice and repsect you for your kind nature. Act like a host
at every event you attend by connecting people. This can be a simple act of introduc-
ing 2 people to each other or as elaborate as giving a testimonial about 1 person and
their services to the entire group.

e Leave your troubles behind. Put on a happy face at the door and remind your-
self that it is "show time". This is your time to sparkle and shine. People will look
forward to seeing you and meeting you if you are energetic, positive, and outgoing.
Do not burden or bore people with your troubles or your problems. Everyone has
enough of their own, and, trust me on this, they do not need or want to hear about
yours.

e Listen with focus. When someone is speaking with you, give that person your
entire focus. LISTEN. Really hear what the person is saying. Keep your eyes and
ears focused and keep your self talk and thoughts focused too. The greatest gift that
you can give to another person is to truly hear what that person is saying. Listen
twice as much and talk 1/2 as much and everyone you treat this way will think you
are a genius!

e Be Genuine. Everyone knows when someone is "schmoozing" on or at

them. There is a huge difference between being INTERESTED and in trying to be IN-
TERESTING. When you are interested in learning about someone and their business
entirely for the sake of learning about the other person, you will leave a lasting im-
pression as someone who genuinely cares.

e Do Teach/Don't Sell. The Savvy Networker knows that the immediate sale of a
product is not the goal in networking. Networking is about building relationships with
people who will be happy to tell others about who you are and what you do. Word of
mouth advertising is the most cost effective and powerful advertising. At every op-
portunity, teach others about who you are, as a person, and what it is that you do.

e Follow up. After the event, send a thank you card to each person that you had
direct contact with. Mention something from your discussion in the thank you card (it
helps if you jot notes on the back of each person's business card that you col-

lect). The follow up is, sadly, the most neglected part of networking. Since so many
people fail to follow up, you can really stand out by just doing this simple act of
reaching out to remind someone of who you are and what you do.

e Follow up some more! Depending on where you look, marketing statistics state
that it takes 7 to 12 impressions for a consumer to make a buying decision. It also
take somewhere between 5 to 12 impressions to become "top of mind".

e http://www.topl0Onetworkingtips.com/




You're Never Too Old to Go Back to School

In tough economic times, going back or starting a college degree or certificate acts in your favor. Completing a degree or certificate can have many bene-
fits: You'll feel more challenged; you use your brain more often, which is proven to be healthy; you’ll be able to move into an even better job; and you’ll

make more money at your current job. Here are some tips for adult students to make the transition a little easier...

25 Tips for the Adult College Student :

1. 1t's never too late to follow a dream.
2. Don’tdwell on what you should have learned or done 10-20 years ago.
3. Youcan begin slowly, register for one course.

4. Know the first semester will be an adjustment for everyone - you are changing your routine. Make sure everyone understands the benefits and sacri-
fices before you begin.

5. You may be able to earn academic credit for work and life experience.

6. Thereis value in taking transitional level courses.

7. Courses have co-requisites or prerequisites - keep your college catalog handy.

8. Approximately 62 credits are required for an Associate Degree.

9. For each hour in class, plan on spending two to three hours outside of class for studying.
10. Adults who work full-time should plan on 1 or 2 classes per semester.

11. 1t's okAY to ask for help!

12. Every student comes to campus with specific goals, fears and misconceptions.

1 3. Learn how to use the Internet, send Email, and do Word Processing.

14. Know the important dates for each semester and put them in your calendar.

15. Know your course title and course number when you purchase your textbooks.

16. Apply for financial aid.

17. There are specialized services for veterans and students with documented disabilities.
18. consider taking courses or studying while children are at school.

19. consider preparing meals a week ahead of time.

20. Havea back-up childcare system set up in case of an emergency.

21. Use your lunch hour to study - adds up to five hours of study time a week!

22.1f you have to miss a class, notify the instructor - ask someone in class for missed notes.
23. Failing one test or assignment does not mean you failed the course - seek help, talk with your instructor.

24, No one ever asks in a job interview how long it took you to get your degree.

Your attitude is the key to your success - persistence is the key to reaching your goal!

Harford Community College is Harford County’s center for higher education and lifelong learning. It currently serves more than 8,000 credit students in
more than 70 programs of study. Each year, more than 16,000 noncredit students take classes ranging from career training, preschool to senior programs.
The College also offers numerous business and industry training options, with over 11,000 enrollments last year in business-related courses.

Consider Harford First for both credit and noncredit learning opportunities. Find fun and fulfillment through pro-
fessional development and personal enrichment classes.

Article Submitted by Nancy Dysard of Harford Community College. 443-412-2408

Adapted from “100 Things Every Adult Student Ought to Know”, by Carlette Jackson Hardin
The Cambridge Stratford Study Skills Institute, Williamsville, NY, 2000
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COMMITTEE CHAIRS

Ambassador &
Membership

Kim Schmidt
Hess Hotels Group
kim-schmidt@hesshotels.com

Events & Meeting
Speakers

Sandy Glock
Open Door Café
sglock@atapco.com

Fashion Show
Wendy Lee
Susquehanna Spine & Rehab
wendy@susquespine.com
Publicity & Newsletter
Melissa Harbold

Merrill Lynch
Melissa_harbold@ml.com

Website

Jennifer Lewis
SafeNet
Jennifer.lewis@safenet-
inc.com

Membership Dues: $85
Meeting Sponsorship:
$100
plus door prize

Www.cpwnet.org

MEMBER NEWS & ITEMS OF INTEREST

Healthy Harford has the goal is to make the 3rd
week in September a week-long opportunity for compa-
nies to get their employees moving. You may want to
have 'walking meetings' or encourage your employees to
go to the gym at lunch time. Or you may want to host or
sponsor community events that week, to let the commu-
nity know about your commitment to fight obesity in our
county. For more information, please contact Greta Brand
at 410-399-2001 or greta@gretabrand.com.

Hope In Handbags fundraiser being held at the
Armory in Bel Air September 18-20th.

It benefits three organizations who assist homeless and
the poor in Harford County. For more information con-
tact Sue Rice at 410-420-7950

Please submit you Member News

and Items of Interest to:

Melissa_harbold@ml.com




Welcome New Board Members!

Andrea Kirk has been an active member of CPWN for four years. She is an 11 year veteran advisor of Ameriprise Financial Ser-
vices, Inc. and a CERTIFIED FINANCIAL PLANNER™ practitioner. Andrea is married to Michael Kirk and they are expecting their
first child this month. She is a member of the Financial Planning Association and an Advisory Board Member for Family and Chil-
dren’s Services of Harford County. When not working Andrea likes to relax by reading, scrapbooking, caring for her pet rabbit, gar-
dening or planning her next vacation.

As an Ameriprise financial advisor, she believes success should be measured not just by your financial well-being, but by how con-
fident you feel about your future. Her mission is to help you reach your financial goals through a personal relationship based on
personalized, knowledgeable advice. This focus is designed to help you reach your goals, helping to give you confidence regarding
your financial future.

Whether you're looking for investment strategies, retirement income, funding for your child’s education, estate or tax planning
strategies, she will work with you on your terms. A broad range of financial products and services is offered including mutual funds
and certificates, as well as brokerage services and financial planning.
Andrea can be reached by the following contact information:

Shuck and Associates

A financial advisory practice of

Ameriprise Financial Services, Inc.

2225 0ld Emmorton Road, Suite 108 | Bel Air, MD 21015
Office: 410.569.9694 | Fax: 410.569.2457
Andrea.n.kirk@ampf.com

ameripriseadvisors.com/andrea.n.kirk

Melissa Harbold is a financial advisor with Merrill Lynch. She is experienced in navigating through challenging mar-
kets. Melissa makes it her personal goal to have a complete understanding of her clients’ personal and financial cir-
cumstances and uses this knowledge to address the questions her client’s really need to ask. Can I retire? How can |
craft a strategy to send my children to college? How do I reduce risk in my financial plan? Sheis also a CERTIFIED
FINANCIAL PLANNER" practitioner.

To Melissa, true wealth is about more than money. It's about achieving the life you desire and keeping your family safe,
loving your work, having the time to pursue your passions.

For four years Melisa has been an active member of CPWN, including the newsletter committee. She is also a member
of the Harford Business Network, and the Harford County Chamber of Commerce. Melissa is the chair of the Port De-
posit Historic Area Commission.

Melissa is married to Brad Harbold of Chesapeake Builders and Contractor’s. When they are not working you can find
them restoring their 125 year old historic home, boating on the Chesapeake, or crewing for the Yellow Jacket Jersey
Speed Skiff APBA racing team.

Melissa Harbold
Financial Advisor
Merrill Lynch

901 Dulaney Valley
Road Suite 516
410-321-4171

Melissa_harbold@ml.com

PAGE 5




Welcome New Board Members!

Carolyn Evans
Attorney
Sengstacke & Evans, LLC

112 S. Main Street, Suite 101
Bel Air, MD 21014
410-893-6104
cevans321@aol.com

Returning Board Members

President : Mary Ann Bogarty
Vice President: Renée McNally
Treasurer: Lorrie Schenning
Secretary : Patty Desiderio
Immediate Past President : Lorrie Schenning
Board Members At Large
Jennifer Lewis
Kim Schmidt
Sandy Glock

Wendy Lee
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CPWN MEMBER BENEFITS

Monthly meetings to network and promote your service
or product.

Advertising in our online membership directory with
website and e-mail links.

Varying meeting dates, times, and locations to meet
your busy schedule.

Topical speakers on issues pertaining to women and
business.

Opportunities for women to support and mentor each
other in both business and personal aspects of our lives.

Special events & Meeting Sponsorship

A monthly newsletter with calendar of events, network-
ing tips, member updates, and articles of interest.
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Degree or Certificate?

One way to climb the career ladder is to take a degree or cer-
tificate program. Determining whether to take a degree pro-
gram or a certificate program requires a careful analysis of the
advantages to each. Many factors need to be looked at includ-
ing program costs, job search support, length of program and
recognition from employers. Consider these factors first when
choosing between training options for your professional devel-

opment and career advancement.

Completing a degree program has many advantages. If you do
not have a bachelor's degree, it is probably your best option to

open new doors in your career.

Degrees have the advantage that they offer a credential that is
widely recognized by employers. This is key to advancing your
career as you want and need employers to see your increased
value after training. Consult with your human resources repre-
sentative to determine if you will receive an automatic pay
raise on completing your degree. Some public institutions
place employees on a pay grid. A factor that may be influencing

your step on the grid is your level of formal education.

Another advantage to a degree is the intellectual stimulation of
academic theories and research. Many graduate degree pro-
grams have a research component and a discussion of the find-
ings in a thesis. If you find that your brain is becoming mushy
because your current job has stagnated, it may be the perfect
pick me up! If you value intellectual challenges, then a degree
program will be very motivational. Don't limit yourself by the
attitude that you know it all. Keep an open mind to learning
new approaches and choose your course load to broaden your
knowledge base. There is no point in choosing courses with

content that you could teach!

On the other hand, certificate programs offer advantages as
well. They tend to be shorter programs. This translates into
less time, energy and financial commitments than a degree
program. Because of the smaller commitment, many employ-
ers will fund certificate programs. Many benefit packages in-
clude money for professional development that is directly re-
lated to your work. Certificate programs by the nature of their
design tend to fit this criterion. Due to their brevity, they tend
to focus on practical content.

If you are unemployed or using training to make a foray into
another industry or role, one great advantage to the certificate

option is a work experience component in most programs. Call
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it a practicum, work experience, apprenticeship or in-
ternship, direct work experience with a potential em-
ployer can lead to a job offer! If you don't get an offer, you
will at least have a valuable connection in the industry
and a great reference. Some certificate programs are gov-
ernment funded and their funding is dependent on the
employability statistics of graduates. This translates to
the educational institutions offering valuable job search
assistance and having a vested interest in you finding
work.

Whether you choose a degree or a certificate program,
the fact that you are keeping your skills and knowledge

current will give you an advantage in today's job market.

Read more: http://trainingpd.suite101.com/
article.cfm /degreeorcertificate#ixzzONGvtOW9Q




New Members!

Donna Armocost
Visionary’s Bookkeeping
201 I Hillcroft Drive
Forest Hill, MD 21050
410-557-8898

donna@yvisionarys.net

Laura Bachman

Blue Water Signs

343 Granary Road
Forest Hill, MD 21050
410-420-2400

Lauren@bwsigns.com

UPCOMING EVENTS

August 11, 2009
8:00—-10:00 AM
Open Networking
Open Door Café
Cost: $18/520

September 8, 2009
11:30am—-1:30 pm
Pink Lunch
Maryland Golf & Country Club
Cost: $20/525

rsvp at www.cpwnet.org or 410-297-9722
Deadline is Friday before the event at Noon.

Opinions expressed by the authors do not necessarily reflect those of
the Publisher or the Board of Directors of The Chesapeake Professional
Women’s Network, Inc. Reproduction or use of material in whole or
part is forbidden without prior, written permission of CPWN.
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