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 LIKE FACEBOOK?
LEARN HOW TO CREATE PAGES  
THAT GET YOU REAL RESULTS!

3 SECRETS
TO WINNING 
LOYAL CUSTOMERS

YEARS OF WISE!

8
FASHION 
RULES… 
6 FASHION MYTHS
DEBUNKED!

    
TO Network Your  
Way to POWERFUL 
Partnerships

THE 2012 SAVVY 
SPEAKERS TELL ALL!
LEARN ABOUT THEIR PAST, PRESENT 
AND FUTURE PLANS!

     

Barbara Corcoran
Real Estate Mogul and 
Business Expert seen on 
ABC’s reality hit show
‘Shark Tank’

 Celebrating

ways

HINT: YOU WON’T EVEN NEED  
TO EXCEED THEIR EXPECTATIONS!!!

FROM HUMBLE BEGINNINGS  
TO THE POWERHOUSE IT IS TODAY!



Funded in part through a Cooperative Agreement with the U.S. Small Business Administration. 
All opinions, conclusions or recommendations expressed are those of the author(s) and do not necessarily reflect the views of the Small Business Administration.

Reasonable accommodations for persons with disabilities will be made if requested at least 2 weeks in advance.
Contact the South Side Innovation Center, 2610 South Salina Street, Syracuse, NY 13205 (315) 443-8634.

It starts here.

Programs Include:
•  New Venture Orientation

•  Business Start-Up & Planning

•  Mentor Protégé Program

•  Business Computer Skills Training

•  Government Procurement 

•  Micro Credit Loan Program

•  Venture Accelerator

•  South Side Innovation Center Incubator

•  Syracuse University Resources through

   the Whitman School of Management

•  Women’s Networking Roundtables  
 
•  Annual WISE Symposium

    and more...

A PROGRAM OF THE FALCONE CENTER FOR ENTREPRENEURSHIP AT SYRACUSE UNIVERSITY

DREAM > BELIEVE > PURSUE

www.WISEcenter.org
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Joanne Lenweaver is the Director of the WISE (Women Igniting the Spirit of Entrepreneurship) Center located in the South Side Innovation Center (SSIC) in Syracuse, NY. 

The WISE Center opened in 2006. Joanne is its second director. The Center was established through a five-year grant by the U.S. Small Business Administration (SBA) and a 

matching grant from Syracuse University. Joanne’s entrepreneurial experience includes nineteen years as President of Lenweaver Advertising + Design, Inc. and co-founder 

of Foodweb.com, an innovative web portal for gourmet food products. These ventures allowed Joanne to assemble the skills of small business survival while creating a true 

admiration for the entrepreneurial spirit. She was a founder of the former Women in Design professionals group for women designers and currently serves on the Women’s 

Fund of the Community Foundation of Central New York. She has served on community boards and committees such as the Onondaga Historical Association and the 

Consortium for Children’s Services and Camp Healing Hearts, through Hospice of CNY, a camp for children grieving the loss of loved ones.

The Power  
of Your
Own Instinct.

Joanne Lenweaver 
WISE Women’s Business

Center Director

letter from the director

Karen Wheeler-Lockwood
Lockwood Farm

www.lockfarm.blogspot.com
www.fingerlakeslavenderfestival.blogspot.com

On her website, real estate mogul, TV celebrity, and 
WISE 2012 keynote speaker Barbara Corcoran 
boldly states, “Don’t you dare underestimate 
the power of your own instinct.”

I love this quote. There’s so much in it for women entrepreneurs. 
To me, Barbara Corcoran is such a model of power and 
personal success! Or is she just a perfect example of personal 
“failure?” (Before you turn that page, read on!)

Barbara throws down the gauntlet by saying “don’t you dare 
underestimate yourself!” She indicates your power is your 
uniqueness and your collateral. It’s the acknowledgement that 
as women we all have that inner compass to encourage us, to 
guide us (and if we believe in it) the constitution to look failure 
in the eye. Relying on our personal power and instinct is the 
way we take chances and deal with the consequences.

Ms. Corcoran should know a little about running on instinct. By 
the time she was 23 she held 20 different jobs. Was she working 
with her instinctual gut? You bet. She knew in her heart that 19 of 
the jobs weren’t right. Should we consider those jobs “failure?” 

Perhaps she embraced that failure as success. In entrepreneurship, 
failure seems to be the new way we are learning how to 
succeed. By eliminating the concepts and directions that we 
know “just don’t feel right” we’re getting closer to our dreams 
and getting further from our starting point. By “disliking” 
choices, we “like” more. Once Barbara found her passion, the 
rest (parlaying $1,000 to a $5 billion firm) was history.

In another example, Seth Godin in his new book, Poke 
the Box, says “When in doubt… look for the fear. That’s 
almost always the source of your doubt.” Just like prey 
animals, the instinct is to run away from the fear; to go 
to or stay in a safe space. Sometimes we refuse to take 
the risk.  But when we rely on instinct to help us with 
positive growth, there’s no logic to it – it just feels right.

At the WISE Women’s Business Center we respect 
the individual way you open and grow your business. 
First and foremost, we help you become more aware 
of yourself and your strengths, your weaknesses, and 
your instinct. But most importantly, we help you realize 
that, even if you decide not to open a business – that’s 
okay, too! Because we know you just got closer to your 
personal success. Located at the South Side Innovation 
Center, the WISE Women’s Business Center is open 
and ready to help you succeed by offering workshops, 
classes, discussions, and one-on-one counseling.

Take Barbara’s dare to heart and trust your instinct 
to start or grow your business the way you want 
to – if you never underestimate yourself, you 
will surprise yourself every single day!
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Karen Wheeler-Lockwood
Lockwood Farm

www.lockfarm.blogspot.com
www.fingerlakeslavenderfestival.blogspot.com

 wise-women
Every year WISE

celebrates amazing 
women living out their 
dreams - these are two  

of their stories... 

Picture yourself in 
Heaven and you are 

now at Lockwood Farm. 
Overlooking Skaneateles 
Lake, this land is the home 
of a fifth generation sheep 
farm. Idyllic enough but its 
present claim to fame is its 
beautiful lavender fields and 
beehives carefully tended by 
Karen Wheeler-Lockwood 
and her husband, Gary. 

Karen creates fabulous 
lavender lotions, soaps, 
sprays, lavender-crafted 
products and now, lavender 
honey from their newly 
installed beehives. Fast 
becoming a destination spot 

in the Finger Lakes Region, 
this farm is now welcoming 
thousands of visitors each 
year to its annual Finger 
Lakes Lavender Festival. The 
event highlights picking your 
own lavender bouquets and 
showcases area artists and 
culinary delights.

How does she do it all? 
She is a master gardener, 
a graphic designer, a very 
fine marketer, and a skilled 
networker. Her business plan 
is working to help Lockwood 
Farm grow and sustain itself 
into the coming decades. 
Karen is a great supporter of 
WISE, each year attending 

the Symposium and as many 
events as she can possibly fit 
into her busy schedule. She 
has participated in the WISE 
Women’s Business Center 
Roundtable discussions for 
a year and a half and given 
so much in support to other 
women striving to grow their 
businesses as well as picking 
up the skills to expand her 
own. There will be great 
surprises in the coming 
months for Lockwood Farm 
and in the end, for all of us 
because of Karen’s  
vision to share it all with  
our community!
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By: Tim Smith
Smile-Therapy.comDaily Dose  

    of Inspiration
I saw a sign the other 

day that said…

‘When you feel terrific, be 

sure to notify your face.’

This really got me thinking 

how many people walk 

around SMILE-LESS, even if 

they are in a good mood.

You may even be asking 

yourself, ‘why smile’?

Here’s just a few reasons 

of 1,000 of how smiling 

can be a powerful tool 

for you to use in life…

•  It brightens up the world 
(therefore, you become 
more approachable)

•  It lightens up the world 
(other than kids, most 
people take the world 
way too seriously)

•  Believe it or not, it makes 
you feel even better 
inside (you know that 
endless circle thing... 
feel better, smile more—
feel even better)

And finally, if those reasons 

weren’t enough to have you 

smiling, try the litmus test… 

When seeing two people, 

who are you likely to feel 

more comfortable around?

• A person with a frown 
a mile wide  OR

• A person with a big, bright 
smile on their face?

So go ahead. Smile! It 

doesn’t cost a penny but 

is worth plenty… in so 

many ways to you and to 

other fellow humans.

Adwoa Boahene
Count It All Joy

www.count-it-joy.com

Starting a business is a 
challenge by itself, but add 

the dynamic of working with 
your Mom and your younger 
sister, and things can get  
really complicated! 

As CEO of Count It All 
Joy Inspirational Products, 
Adwoa Boahene maintains an 
unusually close bond with her 
Creative Director and COO. 
That’s because they are her 
mother, Joyce, and sister, Afua, 
respectively. Together, what 
began as her mother’s church 
hobby has now evolved into 
a specialty giftware company.  
And as a key decision-maker, 
Adwoa (pronounced Ajua) has 
been the driving force behind 

establishing the structure and 
focus of the firm.

From the start, Adwoa wanted 
to be certain there would be 
no assumptions made during 
company decisions so she wrote 
the business plan with the help 
of the counselors at the South 
Side Innovation Center and 
the WISE Women’s Business 
Center to incorporate a solid 
direction for the firm.  To keep 
their business and personal 
lives separate, they elected 
to rent office space in the 
South Side Innovation Center 
and have taken advantage of 
other offerings such as tenant 
meetings, the EAP Program 
(Entrepreneurial Assistance 

Program) and WISE Weekly 
Roundtable discussions to 
network and check in with 
other growing entrepreneurs. 

Recently, Count It All Joy 
gained national recognition 
for one product they sell – a 
baby Moses Basket. Pregnancy 
& Newborn magazine gave it 
rave reviews noting that it “is 
a hand-crafted product, it is 
better quality than most and 
definitely worth the price.”

With Adwoa at the helm and 
her family by her side, Count 
It All Joy is poised to go from 
baby steps to a full-out run!  

Daily Dose  
    of Inspiration

wise women20
12



WISE MAGAZINE - SPRING 2012 {5} 

By: Nicole Williams 
 

About the 
Author: 
Nicole Williams is the proud 
Owner of AnyWherePhotoz 
Photography, established 
in 2008. She shoots in all 
areas, but loves working 
with families and children. 
To view her work, visit the 
website and gallery at www.
anywherephotoz.com.

“...IF WANT TO FIND YOUR PASSION, 
YOU MUST ASK YOURSELF THE 
QUESTION ‘WHAT WOULD I DO FOR 
FREE?’ WHEN YOU CAN HONESTLY 
ANSWER, YOU WILL HAVE FOUND IT.”

Have you ever sat back, looked around 

you, and noticed how some people 

were happy, successful, and living out 

their dreams doing something they loved 

doing; while others were somewhat 

stuck in an unhappy place in life? While 

I am no writer by any means, as a new 

business owner I would like to share 

something I learned. I have been on this 

earth for many years and until recently, 

on a quest to find my purpose, my 

passion, my love. At some point, without 

looking, I began living my passion. And 

let me tell you, there is nothing more 

rewarding than making a living by doing 

what you love to do.

Photography is my pleasure, it is my 

passion, and has become my love. I found 

that when you love what you do: 

1. YOU WORK HARDER

2. YOU ARE MORE MOTIVATED 

AND WORK MORE

3. YOU DO THE BEST WORK YOU 

CAN BECAUSE YOU CARE 

ABOUT IT

I have tried several things from scrap-

booking, cake decorating, completing 

graduate school and my most recent 

attempt, photography. I realize now that 

they all have been my way of expression, 

my untold art. I have been taking 

pictures all my life starting 

way back when film was the 

way to go. But until recently, 

it never occurred to me that 

photography was my calling 

and worth the extra effort I 

have put into it. 

In addition to having an eye 

for beauty, I realized I worked well with 

others. Yes, I created beautiful pieces 

of artwork, but at the same time I was 

torn. One morning as I was listening to 

a radio talk show, the host said that “if 

you want to find your passion, you must 

ask yourself the question ‘What would 

I do for free?’ When you can honestly 

answer, you will have found it.” This 

may sound easy, but it is not. For me, 

I realized that scrapbooking took too 

much of my time and cake decorating 

cost too much money — neither of 

those I would do for free. But when I 

looked back at pictures I had taken, the 

smiles and memories it brought back 

were priceless. I had finally answered 

my question. I’m no 20-year professional 

like many (heck, I’m not even a 5-year 

pro) but I do love photography and I take 

pride in every picture that I take. I receive 

an unexplainable joy from my subjects’ 

smiles; facial smirks, pouted out lips, or 

sometimes the wink of an eye.

Finding your personal answer will require 

that you do a lot of soul-searching in 

the beginning, in addition to learning 

who you are as a person, and ultimately 

a whole lot of commitment in the end. 

However, don’t be discouraged! It will be 

all worth it in the end. Answering that 

question will mark the beginning of living 

your dreams, sharing your passion, and 

loving what you do.

LIVING 
OUT YOUR 
DREAMS
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Lisbeth McNabb
w2wlink

10 years ago today, I was…
driving innovation and 
realizing it was going to take a 
lot more work than I thought 
the year before. And I was 
blending a new family after 
a remarriage. I had not yet 
learned to do it all, especially 
all at once.

In 10 years from now, I plan 
to be… teaching innovation 
and entrepreneurship in 
a graduate school setting, 
working across continents, 
and becoming a grandmother.

If you could do anything 
besides your current career, 
what would it be… a tennis 
player competing in the 
U.S. and French Open and 
Wimbledon.

My entrepreneurial/
business icon is… connector 
– of innovation, people, and 
partners.

Something unique you don’t 
know about me is… I am an 
over achieving third sibling of 
four (a.k.a. middle child).

Barbara Corcoran
Author/Investor

10 years ago today, I was…
questioning all over again 
who I wanted to be. I had just 
sold my real estate brokerage 
business for $66 million 
and was surprised to find 
myself lost without a boat to 
sail!  That’s when I decided 
to reinvent myself in the 
television business.

In 10 years from now, I plan 
to be… hopefully alive.  I 
also hope that by the time 
I kick the bucket I will 
have been instrumental in 
making dozens of young 
entrepreneurs into successful 
millionaires!

If you could do anything 
besides your current career, 
what would it be… I’d be a 
gardener.

My entrepreneurial/business 
icon is… my mother, who 
raised 10 children successfully 
in a 2 bedroom flat in New 
Jersey.  She was the best 
entrepreneur I’ve ever met 
and she never stepped outside 
of her home.

Something unique you don’t 
know about me is… 34B.

Nell Merlino
Count Me In

10 years ago today, I was…
recovering from shock and 
business disruption of 9/11. I 
watched the towers fall from 
my living room window on 26th 
Street. I was running not-for-
profit Count Me In and my 
communication company SCA 
Ltd. At Count Me In we were 
busy helping micro businesses 
reopen or stay open. At SCA 
we  produced an event at the 
World Economic Forum, which 
was held in NYC that year 
instead of Davos, as the global 
business community stood with 
New Yorkers and Americans 
in the aftermath and recovery. 
The Global School House event 
featured Quincy Jones, John 
Chambers, President Toledo of 
Peru and Queen Rania of Jordan. 
It focused on the importance 
of primary education for all the 
world’s children.       

In 10 years from now, I plan to 
be… prosperous and healthy.        

If you could do anything besides 
your current career, what would 
it be… a trapeze artist or farmer.

My entrepreneurial/business 
icon is… Suze Orman.        

Something unique you don’t 
know about me is… I can draw.

10 years ago today, I was… 
in college (at Syracuse), studying 
metal-smithing.

In 10 years from now, I plan to be… 
running one (or more) companies, 
and providing quality employment 
to others.

If you could do anything besides 
your current career, what would 
it be… I could see myself doing 
something with fitness or nutrition, 
but no matter what, I’d be running 
my own company. (I can’t imagine 
working for someone else!)

My entrepreneurial/business icon 
is… there are two companies that I 
really look up to - Heath Ceramics 
and Alabama Chanin.

Something unique you don’t know 
about me is… I started my first 
business in elementary school —  
I handmade confetti and sold it to 
my classmates. (Don’t ask me why I 
chose confetti!)

5
 
THINGS 
you don’t know about the 
2012 WISE  Speakers

Savvy Speakers Tell All! 
THINGS 
you don’t know about the 
2012 WISE  Speakers

Megan Auman
Designing an MBA
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Jenny Blake
LifeAfterCollege.org

10 years ago today, I was… writing 
news stories for the UCLA Daily Bruin, 
thinking that I would be a journalist 
someday but with a nagging feeling 
that something wasn’t right. Once I 
started dreading new assignments, I 
knew it was time to give it up, even 
though being a journalist was something 
I’d pursued since I was ten years old. 
Quitting the newspaper was one of 
the hardest decisions I ever made, 
but thankfully I found blogging six 
years later and found my own voice, 
life and business in the process.  

In 10 years from now, I plan to be…
doing more of the same! I love working 
for myself and dedicating my life to 
inspiring and uplifting others. Someone 
asked me the other day if I “want to be a 
STAR” . . . and although I used to think 
that’s what I wanted, my answer was 
actually no! I don’t want to be a star just 
for the sake of fame and fortune. If that’s 
a byproduct of building a business that 
supports my values and helps others, 
wonderful — but it’s not the end goal. 

If you could do anything besides 
your current career, what would it 
be… I’d be a full-time yoga instructor 
and dance teacher — something 
that gets me moving, keeps me 
grounded, and incorporates music 
and movement into every day. I also 
love the sense of community that 
yoga and dance can create — along 
with the many physical benefits.  

My entrepreneurial/business icon 
is… Pamela Slim, author of Escape from 
Cubicle Nation — grounded, wise, 
caring, generous, loving and innovative. 

Something unique you don’t know about 
me is… my first “side hustle” was doing 
HTML/CSS & Dreamweaver tutoring 
with small business owners.  
I was going to be short on my credit card 
bill, so I posted three ads on Craigslist: 
babysitting, personal organizing, 
and web tutoring. The third is the 
only one that got any responses, and 
it turned out to be a very profitable 
and rewarding year-long endeavor! 

Tierra Destiny Reid
TDR Brands & Stylish  

Consignments Boutique

10 years ago today, I was… a student at 
the University of Georgia, working 2 jobs 
and testing an entrepreneurial venture 
with custom gift baskets. I was already 
learning a lot about people and buying 
patterns. It was a very special time in my 
journey and I was dreaming big. I had 
already mapped out my five-year plan, 
which included working for Macy’s as a 
buyer. That dream actually came true.

In 10 years from now, I plan to be… 
a happy mother and wife first, and a 
wildly successful businesswoman second. 
I also feel that one of my purposes is 
to help other women navigate through 
the hard parts of their entrepreneurial 
journey, to see their dreams come 
true. I hope I can say that 10 years 
from now I provided solid tools and 
information to millions of women.

If you could do anything besides your 
current career, what would it be… I am 
grateful to say that I am where I want to 
be and I’m supposed to be. I am doing 
exactly what I have dreamt about in 
business... actually a little more than I 
expected at this point! I have yearned 
to know and understand my purpose, 
so to live it is something I do not take 
for granted. Outside of my career, I 
love to travel and discover new things, 
so having more time to do that with 
family and friends would be nice.

My entrepreneurial/business icon 
is… Oprah Winfrey. I admire how 
she remains true to self and doesn’t 
compromise her standards for 
those around her. She is innovative 
and fearless and touching millions 
of women with her gift. I love her 
perspective on business and life.

Something unique you don’t know about 
me is… I want to build a dance studio 
in my home one day because I love to 
dance. You know, really turn the music 
up and break a sweat doing all those 
dance moves that are way out of style! 
I also love to get silly with girlfriends 
and laugh until my stomach hurts.

10 years ago today, I was… 
I was Co-owner and Creative Director for 
LENWEAVER ADVERTISING+DESIGN, 
INC. which was in its 19th year of business.

In 10 years from now, I plan to be… an 
entrepreneur of some sort! I have so 
many ideas every day (my latest has 
to do with solar lighting), but I love to 
paint (watercolors), love to garden, and 
love to be out in the natural world — in 
a forest or in a horse barn! Mix all of 
those “loves” into one package and you 
will have an idea where to find me.

If you could do anything besides your 
current career, what would it be…   
I would work with kids and nature. Where do 
those pieces fit together? Kids are naturally 
optimistic and resourceful — I feel if we 
can have respect for the children of the next 
generation and the world they will live in, we 
will fix much of what pulls our planet apart.

My entrepreneurial/business icon is…  
I really thought this answer was going to be 
easy, someone like Steve Jobs and no doubt, 
Anita Roddick. But I have really thought 
this through and surprisingly, honestly, 
here is my answer: the entrepreneurs I 
meet every day. I really have a huge amount 
of respect for every single one of them. 
They struggle, no matter what the level 
of achievement, to be better and I admire 
that kind of determination. In my eyes, 
they are my icons of entrepreneurship.

Something unique you don’t know about me 
is… in my very early years, my husband Dave 
and I quit our jobs to explore America! We 
packed up our Honda Civic and our Eureka 
tent and took off for two and a half months. 
It was a tremendous learning experience for 
leading a business later on in life.

Joanne Lenweaver
WISE Women’s 
Business Center
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Funded in part through a Cooperative Agreement 
with the U.S. Small Business Administration.

Get Inspired!
The 2010 WISE Symposium is here!!!
This years program promises to 
be the best year yet!

LIVING THE DREAM
These WISE women share their 
amazing stories  of success

WHAT KIND OF  
LEADER ARE YOU?
Learn how good communication
can take you from a good to great

WHAT TO WEAR,
WHAT NOT TO WEAR...
Our fashion expert shares tips for  
making the most of your wardrobe

FREE

c e l e b r at i n g  
a  d e c a d e  o f 

wise women
by: Dafra Sanou
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With a dream and a chance, the Whitman 
School of Management and KeyBank 
partnered together to host the 2003 WISE 
Symposium, the first-ever event of its kind. 
WISE was dedicated to exploring issues 
in entrepreneurship and more specifically, 
the unique challenges and opportunities 
that affect women in business. The event 
featured speakers such as Joline Godfrey, 
founder of Independent Means, and the 
energy in the room was extraordinary. 

Over 250 women entrepreneurs interacted 
with one another and shared their hopes, 
dreams and best practices about how to 
be successful in a business venture. The 
Symposium, a first in Central New York 
Entrepreneurship history, was very well 
received, and gathered a lot of positive 
feedback. Key players, local entrepreneurs 
and event organizers were excited about 
the results, and the future was bright…

In 2006, just three short years after 
its introduction, attendance to the 
Symposium nearly doubled. Renowned 
entrepreneurs such as Cordia Harrington, 
founder of the Tennessee Bun Company, 
and Sheila Johnson, founder of BET 
(Black Entertainment Television), were 
our eminent keynote speakers, and shared 
their inspiring stories with attendees. 
Vicky D’Agostino, chair of the WISE 
Advisory Board in 2006, reflects back 
about being inspired and empowered: “Ms. 
Johnson went from being a music teacher 
to founding the first African-American 
television network. Listening to her made 
me reflect on my own career path, and 
showed me what my trajectory could be.”

 

In 2008, an even greater audience joined 
us (we welcomed 850 participants!), 
and in 2009, the event crossed a major 
milestone: for the first time, our attendee 
count crossed the 1,000 mark and WISE 
utilized all of the space in the Oncenter.

“WISE has grown from a one-shot day 
into an annual happening drawing 1,000+ 
women — an event pulsing with energy 
and upbeat can-do attitudes — as well as 
an SBA-funded WISE Women’s Business 
Center, which sponsors ongoing smaller 
events for current and aspiring women 
business owners,” notes Anne Messenger, 
founder of Messenger Associates, long-
time WISE attendee and supporter. “All of 
this translates into small business growth.”

Year after year, the WISE Symposium 
keeps growing and evolving with time. 
Attracting an increasing number of 
entrepreneurs, while featuring innovative 
and successful speakers, it has continued 
to fuel the region’s entrepreneurial spirit. 
It now represents a destination of choice 
for business owners in all stages. Indeed, 
as Ms. D’Agostino states, “It is a beautiful 
thing to see participants networking at the 
WISE Symposium; the energy is palpable, 
and it is so exciting to be a part of it!” 

So here we are, 10 years later, still 
motivated and still ready to make a 
difference. Over the past decade, the WISE 
Symposium has truly been empowering 
Central New York small business owners. 
However, we will not rest on our laurels; 
with the help of all our participants 
and supporters, we will keep inspiring 
and equipping countless entrepreneurs 
with the right tools for success.

2003

2005

2007

2004

2006

2008

2009

2010

2011

2012

First WISE 
Symposium: 
When it all started

This year, we are celebrating the 10th anniversary of our 

beloved WISE Symposium! Thanks to the renewed support 

of our sponsors and unwavering drive of our supporters, our 

event is now a respected voice in the regional Entrepreneurship 

world. Indeed, after nearly ten years of fun and learning, our star 

is brighter than ever. We keep welcoming an increasing number 

of guests, and are looking forward to the great years ahead!

WISE still grows… 
350 attendees

Over 400 
attendees! 

Eminent keynote 
Speaker Sheila 
Johnson 

Insight CNY event 
features Anita 
Roddick from The 
Body Shop

WISE Center 
opens its doors!

WISE gets branded

Keynote Speaker 
Maxine Clark, 
Founder, Chief 
Executive Bear & 
Chairman, Build-a-
Bear Workshop Inc.

Keynote Speaker 
B. Smith

700 attendees!

WISE Magazine 
debuts

Our favorite cookie 
lady, Debbi Fields

Making her mark 
(Keynote Speaker 
Bobbi Brown)

WISE turns 10! 
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Funded in part through a Cooperative Agreement 

with the U.S. Small Business Administration.

Get Inspired!
The 2010 WISE Symposium is here!!!

This years program promises to 

be the best year yet!

LIVING THE DREAM

These WISE women share their 

amazing stories  of success

WHAT KIND OF  

LEADER ARE YOU?

Learn how good communication

can take you from a good to great

WHAT TO WEAR,

WHAT NOT TO WEAR...

Our fashion expert shares tips for  

making the most of your wardrobe

FREE

WISE takes over 
the entire Oncenter 
and welcomes over 
1,000 guests and 
hosts the first-ever 
business expo!

Keynote Speaker, 
Emme
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By: “Julie Taboulie,”  
(Julie Ann Sageer)  
Lebanese Cuisine Chef

As appealing as this method of “making 
it” may appear, it’s never quite that simple. 
As my Mama always says, “no matter 
what recipe one may hold, it always comes 
down to the hands that are making it.” 

My recipe for life hails from the hands 
of two extraordinary wise women that 
have not only taught me the traditions 
in creating my cuisine but also of my 
culture, my customs and my country. 
My Mama, Hind S. VanDusen, and my 
Sitho (grandmother), Juliet N. Rawda, 
are two of the most courageous, clever 
and compassionate women that I am 
so fortunate to have in my world. They 
have each taught me in their own way 
about our world-renowned food, along 
with the importance of fresh ingredients, 
family first and most of all, having fun!

I have been in a culture “culinary school” 
since I was a young girl: observing, 

admiring, and being in awe watching 
my mother cook her heart out. Sitting at 
the table I would gaze upon her hands 
moving so swiftly to mold, mix and make 
the most magnificent Middle Eastern 
dishes that our country is so famously 
known for. I was watching masterpieces 
being made by a master. These were the 
invaluable experiences serving as the 
foundation for my culinary career to come. 

In continuing our lifelong legacy of 
Lebanese Cuisine, I approached our 
distinctive and delicious dishes one recipe 
at a time with my mother right by my 
side. My culinary quest usually begins 
with wonderment of a singular dish, 
asking the “why’s” and “how’s” until I get 
right to the root of my curiosities. This 
preparation process usually starts with 
me going straight to the source – Mama! 
She shares her significant stories, dish 

descriptions, history, origins and of course 
my Sitho’s special touches. Then there is 
always a “certain something” Mama says 
that will lead me to a “wow” moment. That 
is when I know I’m ready to delve into the 
dish and discover all that is has to offer. 

With all this cultural knowledge, I am able 
to take these timeless traditions and put 
them into practice. It is a gift that has been 
placed in my own hands to carry on these 
customs, in my way with my special touches 
as I create my own repertoire of recipes. 
As a third generation Lebanese woman, 
continuing my family’s legacy is something 
that I hold very close to my heart, for I 
believe I am an extension of my mother 
and Sitho. I am forever hearing their wise 
words in my mind, in my soul, and in my 
heart as I cook my way through my cultural 
culinary career… one recipe at a time.

What if there was a recipe for life? A step-by-step outline of tried, true and tested 
techniques to gracefully guide you along your way in the world. Mapping out every move 
you should make, the order in which you should make them and the choices you should 
decide. A practically foolproof plan to the promised land! 

About the Author:
Known as Central New York’s Queen of Lebanese 
Cuisine, Julie Taboulie’s debut cooking show series 
“Cooking with Julie Taboulie” recently premiered on 
Saturday, March 31st 2012 on WCNY TV, 24.1 at 1:30pm. 
This 13-part weekly series lends local flavor to the 
two-hour block of culinary programming from 12noon 
to 2:00pm Saturdays on WCNY. “Cooking with Julie 
Taboulie” is an inspiring culinary exploration into the 
wonderful world of Lebanese and Middle Eastern 
Cuisines. The series is entirely produced on location 
throughout the Finger Lakes Region of New York State. 
Visit www.JulieTaboulie.com and email Julie at Julie@
JulieTaboulie.com.

One Recipe at a Time

Recognizing  
the Wise Women  
inMy World  
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SIMPLE  
SECRETS 
TO WINNING  
LOYAL 
CUSTOMERS
 

If a close friend told you she was 

“okay” or “fine”… you would 

probably wonder what was wrong. 

You might even probe a little bit to 

see if you could help her feel good… 

or even great. So, when it comes to 

our businesses, why do we think it’s 

a good thing when customers are 

“satisfied?” Research has actually 

demonstrated that 80 percent of 

the customers who walk away from 

businesses report that they were 

actually satisfied when they left. So if 

satisfaction doesn’t generate loyalty in 

our clients and customers, what does? 

And how can we get our hands on it?

Every leader in every business, no 

matter what industry, struggles with 

how to generate customer experiences 

that build true loyalty quickly and 

cost effectively. You yourself know 

that your bottom line depends on 

creating advocates, people who 

are dying to tell their friends and 

family how great your products are 

and how wonderful you made them 

feel. In my company’s work with 

organizations as varied as The Ritz 
Carlton, The Mayo Clinic, KeyBank, 

and Raytheon, we’ve discovered that 

the ability to deliver exceptional 

service and attract loyal customers 

comes not from the front lines of your 

business but from your leadership. 

Here are three simple leadership 

techniques that can get the laws of 

attraction working in your favor.

By: Cindy Solomon 

SET YOUR OWN BAR AND MEET IT 
EVERY TIME
Over the last couple of decades, the idea of “exceeding customer expectations” 
has worked its way into businesses of all sizes. Many leaders are still pursuing 
this absurd goal today. Why is it absurd? Think about your own behavior as a 
customer. Do you really want companies to go beyond your expectations? Or 
do you want them to simply make good on their promises to you… 100 percent 
of the time? Many organizations over-promise to get you in the door and then 
under-deliver once you’re there. Is that where you want to spend your money?

If you’re like most leaders, you aim to do “your very best” for your customers. 
But higher isn’t always better. Sometimes you need to pull back or pare 
things down. FederalExpress promised to get packages where they needed 
to go—absolutely, positively overnight. Customers became loyal, because 
they did exactly that; they made good on their customer promise. RyanAir, 
a budget airline in Ireland, made a conscious decision to set their bar low. 
They offer inexpensive fares with only the most basic services. Customers 
love them, because they get exactly what they expect. The secret is to aim for 
simplicity, consistency, and predictability—that’s what builds a loyal clientele. 

The truth is your clients and customers want you to set expectations, 
the kind of expectations they can take to the bank. They want you 
to commit to doing something and then do it… every… single… 
time. You don’t need to exceed expectations at all! And it doesn’t 
matter where you set the bar. Just make sure you and your team 
members work together to deliver on your promise consistently.  

Take a minute to look at all the external messages that create first 
impressions about your business (advertising, your storefront or website, 
etc.). What do they tell you about where you have set your bar? Get 
together with your team and talk about any disconnects, where their 
strengths actually lie, and what they can realistically deliver. Then decide, 
together, what customer expectations you can meet consistently and make 
sure your marketing messages are clearly stating those expectations. 

Keep in mind that customer expectations shouldn’t be “stretch” goals that 
you hope to achieve. They need to represent those things you can, beyond a 
shadow of a doubt, knock out of the ballpark every time. Remember, you have 
a choice as to where you set the expectation bar for your customers, and your 
team members are an integral part of figuring out where that bar should go.

No. 1
3 Did you know that 

a 5% increase in 
loyalty can create  

up to an 80% 
increase in 

profitability?
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REWARD YOUR HIGH PERFORMERS  
WITH MEANING
Many business leaders assume that rewarding your top performers has to cost 
money. But that’s simply not true. Believe it or not, in most surveys that ask, “How 
do you keep your most important employees happy and productive?” money and 
monetary rewards come in fourth. In fact, the most desired incentives usually 
include: positive recognition, training, a clear idea of a career path, feeling cared 
about, flexibility in the work environment, additional responsibilities and challenges, 
being a part of decision making, and feeling you have a meaningful role. 

Yes, your employee compensation needs to be in the ballpark. But when it comes to 
enabling your team members to perform consistently well, non-monetary rewards can 
be far more effective than simply adding a few dollars to their paychecks. Just as you 
need to set individual expectations for your team members, you also need to consider 
reward types on an individual basis. Most of your employees will give clues as to how 
they would like to be rewarded. Suzy loves group recognition. Steve likes extra time 
off to be with his family. Elizabeth is dying to go to that conference. And so on. 

Once you understand what motivates your team members, it becomes easy to use those 
incentives to generate behaviors that build client and customer loyalty. 
It takes a commitment from the top of the 
organization to create a culture that actively and 
frequently rewards performance—not just the big 
wins, but also the smaller everyday successes.  
So, for example, you could offer rewards to those 
who gather the most salient information from 
the customer dialogs we talked about in point 
number two. It is important to remember that 
the same non-monetary rule holds true for 
the behaviors you reward. If you only reward 
sales, you’ll miss out on building relationships. 
The lifetime value of a relationship is far 
more valuable than a one-time sale. 

If all of this seems too hard, 
consider this. Did you know 
that a 5 percent increase 
in loyalty can create up to 
an 80 percent increase 
in profitability? Just 5 
percent, that’s all you 
need! Which means, 
it really is worth 
your while to treat 
your customers as 
you would that 
close friend who 
just feels fine.

INVITE YOUR 
CUSTOMERS INTO A 
REAL DIALOG
Today’s marketplace has grown to the point 
where “churn and burn” (or constantly pushing 
for more new customers) is OUT. The open 
exchange of ideas is IN. Profitability now lies in 
creating true partnerships with your customers. 
This means that, rather than spending all of 
your time pushing for bigger and more frequent 
sales, you and your team members are likely 
to find greater opportunity in building and 
deepening your relationships with your current 
customers. Why? Because establishing and 
maintaining a true dialog allows learning to 
occur on both sides of the conversation. You 
learn about your customers’ values, beliefs and 
needs. They get a better understanding of how 
your business runs and how your strengths 
can benefit them. So where do you start? 

As a leader, you probably pride yourself in 
talking with your customers on a regular basis. 
This sort of unscientific research can lead you 
to make assumptions about the many based on 
the few. It’s important to remember that while 
the extroverts talk to you all the time, they only 
represent about 4 percent of your business. The 
other 96 percent – the “satisfied” customers we 
talked about earlier – hold the secrets to your 
success. They have opinions they’re dying to 
share with you. They need you to be successful 
because the better you serve them, the more 
effectively and efficiently you meet their needs, 
and the more value they get out of the deal.

So throw out the assumptions you have made 
based on the 4 percent and get your team 
involved in soliciting the opinions of everyone 
who walks through your door or clicks on your 
website. Invest time in talking about their needs 
and their struggles. Give them opportunities to 
answer simple surveys that solicit more than yes-
or-no answers. Invite your quiet majority – your 
“Steady Eddies” – to have a say. Most importantly, 
use your team members as listening posts and 
call regular meetings to talk openly about what 
your customers are telling them. Listening closely 
to customers’ honest opinions – and making even 
subtle changes in response to their thoughts and 
needs – shows that you have respect for their time, 
their money, and their partnership in your success. 
Which, in turn, creates the loyalty you’re after.

No. 2 No. 3

About the Author: 
 
Author, speaker, and consultant 
Cindy Solomon is one of the 
most sought after leadership and 
customer loyalty experts in the 
country. Over the past 15 years, 
she and her organization have 
helped thousands of individuals and 
hundreds of organizations like yours 
build bottom line results by creating 
profitable, long-term relationships 
with their customers, leaders and 
employees. Her best-selling book 

 on customer  
loyalty, The Rules 
of Woo, is available 
online at both 
amazon.com and 
cindysolomon.com.
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Leading business education for the changing marketplace 

FOLLOW WHITMAN — whitman.syr.edu/follow

In order to adapt to changing economic times, professionals must be prepared to expand their businesses 
through ongoing knowledge and expertise. Through Whitman’s continued partnership with WISE, we understand 
firsthand the issues facing entrepreneurs. Whitman harnesses that same passion for entrepreneurship to 
develop the skills necessary for you to succeed in today’s market. Our MS in Entrepreneurship and MBA with an 
entrepreneurship concentration programs blend a comprehensive curriculum with dedicated faculty to form 
one of the most innovative and continually recognized programs in the country. 

for more information: 
scan this code for the  
ms entrepreneurship program website 
or go to whitman.syr.edu/ms/entrepreneurship
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Being a business owner is not easy. 
From starting up, to growth and eventually transitioning out of the business, it 
takes hard work and determination, along with a set of goals and benchmarks. 
After 10 years in my first entrepreneurial venture, Syracuse Gift Basket Company 
(SGB), I decided to close that chapter and start fresh. A few months after 
transitioning out of SGB, my new venture, Staged with Style, was up and running.

If at first you 
don’t succeed…
By: Julie Briggs

Set goals and 
be realistic…
After the less-than-graceful ending of Syracuse 
Gift Basket, I gave Staged with Style a realistic 
goal. If it wasn’t hitting certain benchmarks at 
the one-year mark, I decided that I would cut my 
losses and move on.  
 
Throughout the course of that year, I discovered 
that while staging is common in bigger 
cities, it’s not widely accepted in Syracuse. 
Realtors loved it, but most homeowners 
didn’t see the value. Statistically, staged 
homes sell faster and for more money but 
it turned out to be a tough sell here. 
 
At the end of the year it was obvious I couldn’t 
make a living at it – so I stopped. It wasn’t the 
gut-wrenching decision it was with SGB (I might 
be stubborn, but I’m not stupid) but I had gone 
over a year without a reasonable income.  
 
Dealing with the financial stress for such an 
extended period took its toll. I had every 
physical manifestation you can imagine – hives, 
breakouts, a 30lb weight gain and I found my 
hair in little piles around my house. I was mulling 
over what to do next, when a conversation 
with a business friend sparked an idea. 

I’ve always been 
interested in the 
marketing aspect of 
business. Back when 
I had SGB, I became 
very good at coming 
up with creative 
ways to get my 
name out, and with 
all the social media 
tools available it’s 
easier than ever to 
market on a budget. 
I needed one client 
to get started, so I 
approached a local 
shop owner I’m 
friendly with. He had 
a great thing going, 
but I was always 
surprised at how 
many people didn’t 
know about him.  
 
Lucky for me, he 
knew how important 
it was but didn’t 
know where to start; 
like many business 
owners, he was 

already wearing too 
many hats.  
 
We struck up a  
deal. His only web 
presence was a 
lackluster Facebook 
page. I set up a 
blog and helped 
him create content. 
We planned in-
store events and 
promoted them 
on Facebook. 
The results were 
amazing!

I realized I wanted 
to focus on small, 
locally-owned 
retail shops and 
restaurants. I’m 
acutely aware of 
how hard it is to run 
a small business and 
find time to market 
consistently. I work 
with businesses 
too small for big 
agencies to bother 

with and I focus 
on creativity and 
social media rather 
than big budget ad 
campaigns.  
 
At this writing, I’m 
about four months 
into Red Shoes 
Marketing.  
I absolutely love 
what I’m doing, and 
it allows me to tie 
in a lot of things 
I’m passionate 
about. But more 
importantly, I know 
I’m really helping 
the businesses I 
work with.  

Third time’s the 
charm? That remains 
to be seen, but one 
thing I know for 
sure – the path to 
success is rarely 
a straight one. 

About the  
Author

Julie Briggs is a serial 
entrepreneur and owner 
of Red Shoes Marketing. 
She is a past president of 
WBOC, creator of the “Ask 
the Entrepreneurs” column 
in the Post Standard, and 
received the 40 under 40, 
Women in Business and 
Ann Michel awards.

Put your passion to work…

BE INSPIRED. 

LEARN. 

SHARE.

I’ve always been 
interested in the 
marketing aspect of 
business. Back when 
I had SGB, I became 
very good at coming 
up with creative 
ways to get my 
name out, and with 
all the social media 
tools available it’s 
easier than ever to 
market on a budget. 
I needed one client 
to get started, so I 
approached a local 
shop owner I’m 
friendly with. He had 
a great thing going, 
but I was always 
surprised at how 
many people didn’t 
know about him.  
 
Lucky for me, he 
knew how important 
it was but didn’t 
know where to start; 
like many business 
owners, he was 

already wearing too 
many hats.  
 
We struck up a  
deal. His only web 
presence was a 
lackluster Facebook 
page. I set up a 
blog and helped 
him create content. 
We planned in-
store events and 
promoted them 
on Facebook. 
The results were 
amazing!

I realized I wanted 
to focus on small, 
locally-owned 
retail shops and 
restaurants. I’m 
acutely aware of 
how hard it is to run 
a small business and 
find time to market 
consistently. I work 
with businesses 
too small for big 
agencies to bother 

with and I focus 
on creativity and 
social media rather 
than big budget ad 
campaigns.  
 
At this writing, I’m 
about four months 
into Red Shoes 
Marketing.  
I absolutely love 
what I’m doing, and 
it allows me to tie 
in a lot of things 
I’m passionate 
about. But more 
importantly, I know 
I’m really helping 
the businesses I 
work with.  

Third time’s the 
charm? That remains 
to be seen, but one 
thing I know for 
sure – the path to 
success is rarely 
a straight one. 

Set goals and 
be realistic…
After the less-than-graceful ending of Syracuse 
Gift Basket, I gave Staged with Style a realistic 
goal. If it wasn’t hitting certain benchmarks at 
the one-year mark, I decided that I would cut my 
losses and move on.  
 
Throughout the course of that year, I discovered 
that while staging is common in bigger 
cities, it’s not widely accepted in Syracuse. 
Realtors loved it, but most homeowners 
didn’t see the value. Statistically, staged 
homes sell faster and for more money but 
it turned out to be a tough sell here. 
 
At the end of the year it was obvious I couldn’t 
make a living at it – so I stopped. It wasn’t the 
gut-wrenching decision it was with SGB (I might 
be stubborn, but I’m not stupid) but I had gone 
over a year without a reasonable income.  
 
Dealing with the financial stress for such an 
extended period took its toll. I had every 
physical manifestation you can imagine – hives, 
breakouts, a 30lb weight gain and I found my 
hair in little piles around my house. I was mulling 
over what to do next, when a conversation 
with a business friend sparked an idea. 

Put your passion to work…
I’ve always been 
interested in the 
marketing aspect of 
business. Back when 
I had SGB, I became 
very good at coming 
up with creative 
ways to get my 
name out, and with 
all the social media 
tools available it’s 
easier than ever to 
market on a budget. 
I needed one client 
to get started, so I 
approached a local 
shop owner I’m 
friendly with. He had 
a great thing going, 
but I was always 
surprised at how 
many people didn’t 
know about him.  
 
Lucky for me, he 
knew how important 
it was but didn’t 
know where to start; 
like many business 
owners, he was 

already wearing too 
many hats.  
 
We struck up a  
deal. His only web 
presence was a 
lackluster Facebook 
page. I set up a 
blog and helped 
him create content. 
We planned in-
store events and 
promoted them 
on Facebook. 
The results were 
amazing!

I realized I wanted 
to focus on small, 
locally-owned 
retail shops and 
restaurants. I’m 
acutely aware of 
how hard it is to run 
a small business and 
find time to market 
consistently. I work 
with businesses 
too small for big 
agencies to bother 

with and I focus 
on creativity and 
social media rather 
than big budget ad 
campaigns.  
 
At this writing, I’m 
about four months 
into Red Shoes 
Marketing.  
I absolutely love 
what I’m doing, and 
it allows me to tie 
in a lot of things 
I’m passionate 
about. But more 
importantly, I know 
I’m really helping 
the businesses I 
work with.  

Third time’s the 
charm? That remains 
to be seen, but one 
thing I know for 
sure – the path to 
success is rarely 
a straight one. 
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Things have changed.  We know 
a lot more about what can make 
a business successful and what 
can make it fail. Plus, the rise of 
the Internet has made it possible 
for people to become hybrid 
entrepreneurs: Those who work 
a full-time job, earning a steady 
paycheck while building their 
business part-time — often 
handling what they need to 
before work, on lunch break, 
and after work from anywhere 
on a laptop or smart phone. 
Hybrid entrepreneurship is the 
smartest way for most people to 
get started in business today.

The three biggest mistakes people 
make — and risks they take — in 
business are: spending too much 
money; starting a business that 
doesn’t take off because it doesn’t 
connect with a market of people 
who will consistently buy; and, not 
creating a predictable “paycheck” 
for their business, which results 
from a focused, measured sales 
and marketing strategy.
Each of these issues is easily 
addressed with the right 
insight and by starting as 
a hybrid entrepreneur.

Eliminate or 
reduce every 
expense 
 
The goal of business is to make 
money, not spend it. It is tempting 
to spend too much in the beginning 
on things you think you need 
because emotionally it feels like 
that makes your business better 
and more credible. You may believe 
you need a fancy website, the 
best business card, and business 
equipment that is impressive 
and new. More than anything you 
need paying customers so spend 
only what you absolutely must 
spend to present yourself and 
your business in a professional 
manner to potential customers so 
you can start generating sales.  

You can buy a website domain for 
$10 or less and have it forward to 
a free blog. You can order starter 
business cards for free or up to $25 
online. You can also set up a phone 
number for free or a vanity number 
for $10 per year and have it forward 
to your cell phone to establish a 
business phone number. 

If you’re starting a product 
business, negotiate the cost 
of design, manufacturing or 
acquiring the product and ask 
for payment terms that give you 
time to sell the product before you 
have to pay. If you’re opening a 
storefront, buy your fixtures and 
equipment used on Craigslist or 
from a used equipment retailer. 

 

Look  
forward  
to PMS — 
the good kind
 
The most important mission at the 
start of your business is to prove 
your business model by achieving 
what I call PMS: product market 
sync. This is when your product 
(whatever goods or services you 
sell) syncs, or connects, with the 
right customers — the people who 
will buy from you consistently. You 
need to start the business with 
a target market. But sometimes 
your target market may not be 
who you thought it was and you 
need to figure this out right away.  

As a hybrid entrepreneur, you’re 
not betting your whole life on an 
unproven business that hasn’t 
achieved PMS. You have time 
to tweak the variables that are 
going to make your business 
work — and you don’t have to 
risk your livelihood to do so. 

 

Hybrid Entrepreneurship: 
How to Build a Low-Risk Business By: Felicia Joy

It is a commonly accepted premise that 
entrepreneurship is risky. This idea is based 

on an old approach to entrepreneurship. The 
kind where people risked their savings, health 
insurance and nearly everything they had 
to become a successful business owner, and 
for most people it simply didn’t work out.
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Build 
predictable 
profits
Once you’re really clear 
about your target market, 
it’s time to create a 
focused strategy that 
will bring you regular 
and repeat sales. You 
achieve this by creating 
a well-oiled sales, 
marketing and customer 
service machine.  
 

As a hybrid entrepreneur, 
you can allow yourself 
the time and space to 
put systems in place 
that will enable your 
business to thrive and 
expand to the size you 
want, versus being on a 
constant money chase 
and not paying attention 
to the patterns in your 
business that you could 
use to master marketing.  

Whether part-time or 
full-time in business, you  
 

have to be focused and 
you must be committed, 
but you don’t have to 
bet the farm. Hybrid 
entrepreneurship 
is the low-risk way 
to get started with 
bringing your business 
dream to life!

Felicia Joy is a nationally recognized 
entrepreneur who created $50 million in value 

for the various organizations and companies 
she served in corporate America before 

launching her business enterprises full-time. 
She is a CNN contributor, the author of Hybrid 

Entrepreneurship: How the Middle Class Can 
Beat the Slow Economy, Earn Extra Income 
and Reclaim the American Dream, teaches 
business and entrepreneurship classes for 

Emory University’s continuing education 
department; and is often called on to discuss 

the ins and outs of entrepreneurial success. 
Felicia has a particular passion for encouraging 

businesswomen to achieve their goals and 
founded Ms. CEO Inc. to inspire women 

entrepreneurs to be savvy, profitable and bold. 

About the 
Author
Linda M. Goodness, 
currently Business 
Manager at the Oswego 
YMCA, started her career 
in banking working with 
small businesses and 
gained her grant-writing 
experience as Assistant 
Director with the City 
of Oswego Community 
Development Office as 
well as for various non-
profits in the community.  
Linda is also President 
of the Oswego Arts 
Collaborative and lives in 
Oswego with her husband 
and two children.

Instructions: 
Read the application thoroughly and understand 
all segments – you may want to get help from team 
members to accomplish each section. Sometimes 
it helps to make notes as you read the application. 
Get your supporting documents in order – this can 
be time-consuming and you don’t want to be doing 
this at the last minute. Write the grant following the 
instructions carefully – pay attention to what the grant 
is asking for at each step. Do not worry about being 
somewhat repetitive – different people often review 
grants in segments, so repetition is essential for each 
reader to understand your proposal.  Bring all aspects 
of your application together. Review the application 
requirements making sure you haven’t missed any 
ingredients or steps. Read the application looking for 
typos, grammatical errors, and any area that could be 
made more clear. If you are allowed, adding photos or 
anecdotes on cover pages or within the document can
be helpful in stating your case. Package your grant 
per the instructions. Keep a copy of the complete 
application. Mail prior to deadline to make sure it will 
arrive on time.

Ingredients: 
• VIABLE APPLICATION – make sure that 

you are eligible as an organization and meet 
all requirements of the funding source

• RESEARCH – you need the data about why your 
program solves a particular problem and the 
research that supports the need for this solution

• ORGANIZATIONAL DOCUMENTS – be prepared 
to include incorporation documents, non-profit 
status, annual financial statements and tax returns, 
list of Board of Directors, and proof of insurance 
(this could vary by grant; the specific documentation 
you need will be spelled out in the application)

• TIMELINE – verify when the application is 
due and what you need to send out and get 
back prior to the deadline so you have time to 
include this information in your application

• PROGRAM DETAILS – read thoroughly so that you 
have a clear understanding of the problem you are 
solving and the measures you will use to gauge success

• TIME – give yourself plenty of time to 
concentrate and write the grant

GRANT SOUP By: Linda Goodness

Grant writing is not really as mysterious as it seems. Like most of what 
we do, it involves reading and following instructions. And if you can be 
slightly creative and well organized, it will be a breeze. The following is 
an easy recipe to follow when writing a grant. 

About the Author:

Twitter at  
www.twitter.com/feliciajoy 

Founder, Ms. CEO Inc. 
www.msceo.net 

Twitter: @msceo 
Facebook.com/msceo
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As a small business owner, have 
you considered selling overseas 

but thought it was too risky and 
complicated? Small business exports 
account for 30 percent of all exports. 
Seventy percent of all exporters have 
fewer than 20 employees and 97 percent 
of all exporters are small businesses. 
No business is too small to “go global.”

Taking advantage of resources, market 
research, and designing an export plan 
can open new sales channels, increase 
your bottom line and provide the 
support you need to move forward.

 DO YOUR PRODUCTS 
HAVE EXPORT 
POTENTIAL?
There are a few common approaches 
to determine if there is an overseas 
market for your product. Look at your 
domestic sales. A product that has 
sold well in the U.S. market should 
sell in overseas markets where similar 
needs and conditions exist. Examine 

the unique or important features of 
your product. A unique product may 
have little competition abroad and 
the demand for it may be quite high. 
Even if your U.S. market has matured 
and your domestic sales are declining, 
sizable export markets may still 
exist. Other countries may not need 
state-of-the-art products or the most 
sophisticated and expensive products.

 
DEVELOP YOUR  
EXPORT STRATEGY
Gain consensus internally for your 
export plan covering the company’s 
goals, objectives, capabilities and 
constraints. Your export plan should 
assemble facts, restrictions and 
goals, and should create an action 
statement that accounts for all of 
those elements. Keep the plan simple, 
but include specific objectives, time 
schedules for implementation, and 
be sure to identify milestones so 
that success can be measured. The 

plan should be a flexible tool that 
can be modified as experiences and 
successes are achieved and measured.

IDENTIFY YOUR 
RESOURCES
Assistance is available at the federal, 
state, and local government levels, as 
well as in the private sector. There are 
Export Assistance Centers in more 
than 100 cities nationwide maintained 
by the U.S. Commercial Service of 
the Department of Commerce. The 
U.S. Small Business Administration’s 
(SBA) Office of International Trade 
is represented in several Export 
Assistance Centers and offers 
counseling and assistance with trade 
finance. One-on-one meetings for 
guidance are available through local 
SCORE chapters, Small Business 
Development Centers, and Women’s 
Business Centers. Counseling services 
are provided at no cost. Other sources 
of information and trade support are 
available from state, county, and city 
economic development agencies.

NO BUSINESS IS TOO SMALL TO “GO GLOBAL”

THE WORLD IS  
 FOR BUSINESS

By: Toni Corsini
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About the  
Author
Toni Corsini is a senior 
international trade specialist and 
regional manager for the SBA 
Office of International Trade 
covering New York and New 
Jersey. She can be reached at  
(212) 809-2645.

 

 
PRICING AND PAYMENT TERMS
It is important to price your product properly. Give complete and 
accurate quotes, and carefully choose the terms of sale and the 
payment method. Keep your price competitive for the foreign market, 
but be careful that it reflects your product’s quality. Identify what type 
of discount you should offer your foreign customers. Research and 
identify if there are any government restrictions or antidumping laws 
in the foreign country you will be selling to. Assess all of your costs 
carefully and factor in those fees, expenses and commissions that are 
not part of your domestic price point. Consider the implications of 
the terms of sale relative to the shipping costs and any fees associated 
with the payment method. Being paid in full and on time is of utmost 
concern. Judge how trustworthy you consider your buyer to be.

Furthermore, it is important to know the most common payment 
methods, listed here in order from the most secure to the least secure 
for the exporter: cash in advance, letters of credit, documentary 
collections and open account. Problems involving international bad 
debts are more easily avoided than adjusted after the fact. Evaluating 
new foreign customers should be done with as much care as possible.

 
FINANCING CONSIDERATIONS  
& OPTIONS
Identify which financing options are available or are the 
most beneficial by consulting with: your banker, your local 
U.S. Export Assistance Center, your local SBA Office of 
International Trade, the nearest office of the Export-Import 
Bank, your state export promotion or export finance office.

The riskier the transaction, the harder and more costly it will be 
to finance. Production for an unusually large order or a surge of 
orders may present unexpected and severe strains on your working 
capital. Obtaining cash is usually a high priority with all exporters. 
Convert your export receivables to cash at a discount with a 
bank or similar source. Expand your working capital resources if 
possible. If the transaction or circumstances are suitable, arrange 
for third-party financing such as foreign-buyer loan programs.

Each foreign market offers a unique opportunity for your company. 
Building relationships with overseas customers, representatives or 
distributors will strengthen your international business transactions. 
Although exporting has unique challenges, the experience will 
enrich you personally and amplify your business activities.

1

HIGHLIGHTS from  
The 2011 WISE Symposium!

1. Anne Messenger, Ann Marie Stonecypher  2. JJ Ramberg, Tom Kruczek   
3. Bobbi Brown  4. Joanne Lenweaver  5. Bobbi Brown Cosmetics© makeup station  
6. Mayor Stephanie Miner, Laura Brazak  7. Nicole Samolis  8. Breakout session 
attendees  9. Paige Arnof-Fenn, Suzanne Kondra DeFuria  10. Vicky D’Agostino, 
Lindsay Wickham  11. Body Song expo booth
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Taking a step back a generation, women infrequently 

engaged in the financial decisions of the household. 

In fact, it was not uncommon that many relied on their 

husband’s earning and saving potential to secure the 

future. Nowadays, one income per household is not 

the norm. And likely, one person saving for retirement 

will not be enough for the later years. As women 

continue to gain ground in the labor force and close 

the gap in earnings, taking responsibility for their own 

financial success has never been more important. 

According to the National Center for Women and 

Retirement Research , 9 out of 10 women will be solely 

responsible for their finances at some point in their lives. 

We know how crucial it is to save in our own 401(k) and 

Roth IRA accounts, but what might still be a mystery 

to some is deciding where to invest. Choosing the right 

investment options can be a daunting task. Women 

tend to invest more conservatively, perhaps due to a 

lack of confidence or knowledge in investment choices. 

Yet another reason we may be a more conservative 

gender is the innate fear of losing what we have 

worked for. We would often prefer the potential for 

small but steady gains than to take risks and possibly 

lose. It does bring us back to the forever favorite tale 

of The Tortoise and The Hare. This approach might be 

right for some, but it might also prevent others from 

reaching their goals-even if they are late starters.  

So where do we go from here? The first step is to 

understand what influences your decision making.  

What are the driving forces – fear, lack of security or 

knowledge, time? Find a financial professional who 

will take the time to explain what your options are 

in plain language. Don’t be afraid to ask questions.  

Making decisions is much easier when you have all the 

information. The relationship you have with your financial 

professional is important and should be built on trust 

and confidence. Secondly, the amount you choose 

to save annually is as important as where you invest, 

especially if you are a conservative investor. Simply put, 

the less your investments earn, the more you will need 

to save to reach your goals. It is a good idea to know 

what the magic number is to reach your goal, and then 

set a plan in motion to make it happen. Lastly, look 

at your statements. Good market or bad, not looking 

at statements can be reckless. Yes, it could make you 

cringe when the market isn’t behaving, but it might also 

indicate that changes are needed in your original plan.  

Whatever you choose, just remember Individual 

Retirement Accounts are just that, individual.   

It is time we take the steering wheel and drive 

ourselves down the road to financial success.  

Investing: 
A Generational Evolution
By: Angela Renna, AXA Advisors, LLC

According to the National 
Center for Women and 
Retirement Research, 

9  OUT OF10
women will be solely 

responsible for their finances 
at some point in their lives. 

About the Author
Angela Renna is a Financial Consultant with AXA Advisors, LLC and 
partner with the Sterling Financial Group specializing in financial and 
retirement planning. Angela is a Coordinator for Dave Ramsey’s Financial 
Peace University, President of WBOC, and Advisory Board Member of 
The Hillsman Foundation. Her office is located in Cicero.
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COFFEE TALK  
Book Reviews for Women on the Go

BOOK:  Enchantment: 
The Art of Changing Hearts, 
Minds and Actions

AUTHOR:  Guy Kawasaki

MEMORABLE QUOTE:  “Enchantment 
can occur in villages, stores, dealerships, 
offices, boardrooms and on the Internet; 
it causes a voluntary change of hearts 
and minds, and therefore actions.” 

WHY YOU SHOULD READ IT: 
Enchantment describes how customers feel 
about the Apple iPad, about Sephora, or 
about IBM. It’s how you would like your 
customers to feel about your business too: 
likeable, trustworthy and special. Author 
Kawasaki writes about how to achieve 
enchantment with personal suggestions 
on dress, smiling and even when swearing, 
as well as enchantment tips to use with 
email, Facebook, websites and blogs.

IF YOU ONLY HAVE TIME FOR 
ONE CHAPTER:  I recommend 
Chapter 6, “How to Overcome Resistance.”

ABOUT THE AUTHOR:  Previous 
books by Kawasaki include international 
bestsellers The Art of the Start and How to 
Drive Your Competition Crazy. Kawasaki is 
a former Apple marketing star, a successful 
entrepreneur and entertaining speaker.

BOOK:  Delivering 
Happiness: A Path to Profits, 
Passion, and Purpose
 
AUTHOR:  Tony Hsieh

MEMORABLE QUOTE:  
“We hear from people every day that 
Zappos inspired them to run their business 
differently, not because they wanted to 
be just like Zappos, but because they saw 
a real-life example that it was actually 
possible to run a values-based company 
that focuses on everyone’s happiness.” 

WHY YOU SHOULD READ IT: 
This book offers the inspiration and tools 
for creating a more memorable customer 
experience by engaging in the pursuit of 
happiness for everyone involved; employees, 
colleagues, customers and vendors. When 
happiness is the added value, everyone 
pulls in the same direction with “core 
value alignment” and profits follow. 
Delivering Happiness is part biography 
and part business thriller with helpful 
checklists and sample correspondence 
in a lively, approachable style.

IF YOU ONLY HAVE TIME FOR  
ONE CHAPTER:  I recommend 
Chapter 5, “Platform for Growth:   
Core Values.”

ABOUT THE AUTHOR: After selling 
his company, LinkExchange, to Microsoft for 
$265 million, Hsieh joined Zappos at age 24 
and eventually became CEO and the ultimate 
happiness culture leader. Zappos employees 
are offered personal development courses 
including a “Science of Happiness” class.

By:  Jill Youngs
Librarian, Northern Onondaga 
Public Library

Join the WISE Symposium
facebook.com/wisesymposium 

 and the WISE Center on
facebook.com/wisewbc
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SAVE AT TAX TIME 
WITH THESE FINANCIAL 

ORGANIZING 
tips & tools

By: Me’Shae Brooks-Rolling
Just The Basics Financial Literacy

Women entrepreneurs 
wear multiple hats. We 

juggle domestic and childcare 
duties, hold full-time or part-
time jobs, and manage the 
daily tasks related to our 
business. And, of course, we 
have to find time for ourselves.

Until our emerging enterprises 
grow to the point when 
we can delegate tasks or 
hire employees, we CEOs 
are the chief ‘everything’ 
officer, overseeing product 
development, sales and 
marketing, public relations 
and communications, and 
bookkeeping—until we visit 
our CPA at tax time.

Here are six tips for being 
financially organized year-
round so that when tax time 
rolls around, you don’t have to 
waste valuable time trying to 
reconstruct the previous year’s 
financial picture.

About the Author: 
Me’Shae Brooks-Rolling is the 
author of How To Save Money 

& Organize Your Finances: 
Tales of an Urban Consumer, is 
Founder and President of Just 
The Basics Financial Literacy, 

is an FDIC MoneySmart Trainer, 
and is a Contributing Writer for 
The Post-Standard MoneyWise 

and Syracuse.com. Just the 
Basics produces workshops 
and seminars, tele-seminars 

and webinars centered around 
financial literacy education. Visit 
JustTheBasicsFinancialLiteracy.

com or call (315) 908-BOOK 
(2665) or ‘Like Us’ on Facebook.
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Label receipts.  
Be sure to label expenses as follows:  

Business-Cash, Business-Debit, 

and Business-Credit Card. Affix 

business receipts to your credit 

card statement, as your statement 

will not list itemized purchases.

Become automated.  
Interface your online banking account 

with financial software so that you can 

see in “real time” what your current 

business account balance is. If you 

fall behind entering data manually, 

then you may control your bank 

settings to download transactions 

into Quicken®, for instance.

Buy software for tracking 
business revenues and 
expenses.  
The most notable software is 

QuickBooks™ (primarily for business 

use) and Quicken® (primarily for 

personal use). Other examples 

include Xpenser.com for expense, 

time and mileage tracking, as well 

as Mint.com. Both interface with 

mobile apps. Online credit card 

statements such as American 

Express® OPEN conveniently 

categorize business expenditures.

Keep a tight calendar.   
Record your meetings, calls, trips, and 

so on into a calendar. Particularly if it is 

a digital version, color-code it and be 

sure to mark categories appropriately. 

For example, I assign the color purple 

for mileage related to local business 

meetings. This way, I can easily add 

up the mileage from the previous 

year by accessing all purple entries.

Create an electronic as well 
as physical filing system.  
You may use a blended filing system, 

placing some items in hanging file 

folders with labeled inserts. However, 

much information exists nowadays 

in electronic form only, such as when 

you’re sent a PDF of an invoice 

or when an airline sends you an 

electronic receipt. In this case, create 

an electronic folder labeled “Business 

Expenses.” You can also create sub-

folders within Business Expenses 

such as “Airfare, Hotel & Car Rental.” 

These are easy to search when you 

are gathering tax information.

Go green for 
environmental friendliness 
and to reduce clutter.  
The less paper you have to handle, 

the easier it will be to locate 

pertinent documents with the click 

of a mouse or touch of a keypad. 

Neat Receipts® is a desktop 

scanner that scans receipts and 

business cards for digital electronic 

record-keeping. Don’t have time to 

scan? Shoeboxed.com™ does this 

for you and captures the data for 

integration into various financial 

tools (e.g., Excel, FreshBooks) 

for a nominal monthly fee.

If you follow these tips, your CPA 

will be appreciative because he 

or she can focus on preparing 

your tax returns, maximizing your 

personal tax refund, and itemizing 

your business deductions, as 

opposed to wasting valuable time 

locating and organizing the needed 

information. In turn, you can focus on 

growing your business, generating 

revenues and maximizing profits 

to submit for next year’s return.



WISE MAGAZINE - SPRING 2012 {23} 



status
update

By: Eve Baum
Militaryhandbag.com

Creating a Facebook Page that 
will Generate Fans...and Sales!About the  

Author
Eve Baum is the Founder + 

Designer of Militaryhandbag.
com and was a student at 
V-WISE in Baltimore. Her 
Facebook page has over 

8,500 fans. Eve combined 
her love of designing and 

creating with her dream of 
helping others. She expanded 

her handbag business and 
launched Militaryhandbag.

com, a project that changes 
the world one handbag at 

a time by creating custom, 
meaningful handbags and 

accessories crafted from 
personal military uniforms 

while giving back to the 
military and their families. 

This venture was built upon 
the belief that her handbags 

would serve as a personal, 
constant reminder of loved 

ones that have just returned, 
are presently serving, or 

have sacrificed their lives 
defending our country.

Like

Promoting your business online 
is becoming a necessity as our 
society turns to the Internet for 
information. There are several media 
channels to choose from, so it’s 
important to choose the right one 
for you and stick with it. If you are 
looking for a free way to promote 
your project, Facebook is the way 
to go. I love Facebook because it is 
interactive and I can post pictures 
of my products. Just remember 
that developing a Facebook 
page takes time, structure and 
devotion. The following are some 
suggestions on how you can get 
started and make a creative, adaptive 
Facebook page for your product 
that will attract and engage fans.

getting started

To create a Facebook page, type 
“Facebook Pages” into the Facebook 
search bar. Then click the “Create 
a Page” button in the upper right 
hand corner of the screen. Make 
sure to fill out the required sections 
under this tab and add as much 
relevant business information 
as possible. This is your chance 
to make a first impression.

getting fans & posting 
meaningful content

Your page content should be 
divided into 80 percent personal 
(information and facts that are not 

related to your business), the other 
20 percent posted being business 
details, sales information and 
coupons. If you have no idea what to 
post, visit other successful pages for 
inspiration. Be creative and connect 
with your fans on a personal level.

First and foremost, it is important 
to constantly update your page. I 
highly suggest posting at least three 
times a day: morning, afternoon 
and evening. This will ensure that 
you are continuously popping 
up on fans’ News Feeds. If you 
can’t post at least once per day, 
Facebook may not be for you. 
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Remember to pass the word along to all your friends 
and family members --- the more friends who 
like your page, the more successful your page will 
become. This will be the start of your viral marketing 
campaign. I would also suggest posting your page 
information on your friend and family members’ 
walls to draw additional visibility to your page.

getting organized

To keep people informed on a daily basis, it is helpful 
to establish a schedule for your page. I do this by 
having weekly ‘posts’ such as: Bragging Tuesday and 
Inspiring Sunday. I also have my schedule linked to 
a weekly giveaway. We started using our products in 
giveaways and shortly thereafter other companies 
began donating their products --- in return they 
received a week’s worth of free publicity on our page. 

If this type of promotion works for you, reach 
out to group pages that have similar interests 
and ask them if they would host a similar type of 
giveaway for you. This will help to gain website 
traffic and new fans for the Facebook page. 

Have fun and enjoy seeing the instant positive 
results from this simple Facebook fan project!
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results from this simple Facebook fan project!
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By: Cheryl Wood

As women entrepreneurs working to leverage our businesses in the marketplace, it is critical to implement 
some of the proven strategies of our business counterparts for success and sustainability. One of the 

most valuable strategies I have embraced as an entrepreneur is the value of partnerships – mutually beneficial 
relationships with those who are open to sharing resources, knowledge, and expertise.

Bill Gates himself expressed the power of partnering when he stated, “Our success has really been based on 
partnerships right from the beginning.” Women in business must develop a WIN-WIN mindset in recognizing 
that more benefit is derived by combining resources, expertise, and business savvy versus remaining individual 
elements—thus, the value of partnerships. A partnership is a collaborative relationship in which all participants 
work together to benefit and achieve a common purpose. Think of it this way… partnerships allow you to 
acquire maximized exposure while gaining a smaller slice of a bigger pie.

 In your effort to effectively partner it is imperative to do so strategically, not aimlessly. The starting point is 
effective networking. Begin by implementing these eight networking strategies.

1. BE PREPARED
We’ve heard it before, “Be 
prepared for the opportunity 
before the opportunity shows 
up.” Preparation involves being 
ready to express who you are, 
what pain you solve, and what 
value you add in a clear and 
concise manner. An ability to 
express your 30-second elevator 
pitch eloquently without the 
distracting “umms” and “ahhhs” 
is critical. Trying to compose 
something on the spot or off 
the top of your head will almost 
always lead to inadequacy. In an 
initial introduction, you have 
approximately 10-30 seconds 
to make a lasting impression. 
Be sure to speak at a moderate 

pace and tone while exuding 
confidence. However, as you 
begin to engage in mutual 
conversation, be cautious 
and avoid talking too much. 
It’s not necessary to explain 
every revenue stream offered 
in your business. Remember, 
save some for later.  Pique 
the person’s interest and 
then allow them to talk.

Preparation also involves being 
in the right mindset to network. 
Do not attend a networking 
event unless you are willing to 
make the effort to be sociable, to 
proactively initiate conversations, 
and to be an interesting partner 
in conversation. If you are 
exhausted or not feeling socially 
inclined, it is best not to attend.

BE  
AUTHENTIC

To be authentic means to be 
genuine. Always be yourself. 
People in business want to 
partner with those who are 
likeable and honest. When you’re 
authentic, you are comfortable 
regardless of whether you are 
networking with your peers 
or with successful moguls 
and gurus. Your authenticity 
will be demonstrated in 
your attitude, conversation, 
and body language and will 
allow you to be consistent. 

Regardless if you genuinely 
have a reserved personality, it is 
always beneficial to express some 
enthusiasm about what you do. 

Enthusiasm does not have to 
be over-exaggerated; it should 
come across naturally based on 
your passion for what you do. 
It is also contagious and when 
people see that you are excited 
about your products or services, 
they will want to learn more.

DO NOT 
PREJUDGE

It is important that you do not 
judge a book by its cover when 
networking. Although a person 
might not be at the forefront 
of the room or appear to be 
an influential resource, it does 
not mean they don’t have the 
makings of a power partner. 
Avoid trying to determine who 
a person is, what measure of 

1 2
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to network your way to  
powerful partnerships
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By: Cheryl Wood

influence they have, and what 
value they can offer upon a 
glance. Always network with an 
open mind in order to develop 
lasting, mutually beneficial 
connections. Some of my best 
connections have been made 
with individuals at networking 
events who were quietly observing 
in the back of the room.

Another tip to keep in mind is 
to not prejudge the value of a 
potential partnership simply 
because the person is not in 
your industry. Be creative in 
finding ways in which you can 
relate to businesses in different 
industries, ways in which you 
can help them and vice versa.

CONNECT 
FIRST, SELL 
LATER

One of the most common 
mistakes I see in networking is 
entrepreneurs who attempt to sell 
during an initial introduction. The 
majority of active networkers have 
countless opportunities to purchase 
a very similar product or service 
from someone other than yourself. 
Although it might seem difficult, 
you must divert your effort away 
from selling. Instead, focus intently 
on genuinely getting to know the 
person, learning what they do, and 
assessing how you can add value to 
their business before you ever need 
anything from them. The key is to 
leave a lasting, positive impression 
so the person will think of you later 
when they do need your product 
or service. When you focus on the 
connection first, 99.9 percent of 
the time the sale will come later.

LISTEN
Listen to what the other person is 
telling you. Maintain eye contact 
as you are networking and avoid 
getting distracted because you see 
someone else in the room who 
you want to connect with. An 
inability to focus on the current 
conversation demonstrates a 
lack of interest. Always let the 
other person remember you as a 
great conversationalist simply by 

listening. Ask questions such as: 
What do you enjoy most about 
your business? What got you 
started in this industry? What are 
some of the challenges currently 
facing your industry? These open-
ended questions will allow the 
person to talk about themselves, 
giving you the opportunity to listen 
and learn about the challenges and 
opportunities of a potential client.

ADD VALUE
The true definition of networking 
is to build relationships with others 
where value is added. Find ways 
to add value that will strengthen 
and grow your relationship. Make 
it your aim to become a resource 
to others. Look for ways you can 
help others make useful contacts. 
Put in a good word for someone 
without any expectation in return. 
Build a reputation as a supportive, 
generous person who is not afraid 
to share resources and help others 
grow their own bottom line. 

DEVELOP A 
STRATEGY

Some of the most powerful 
partnerships may occur by chance 
at networking events, conferences, 
or social gatherings. Therefore, it 
is important to remain open to at-
chance opportunities. On the other 
hand, the most effective tool for 
effective networking is to develop a 
strategy. Know what you want and 
who you need to connect with in 
order to accomplish your business 
goals. As you prepare to network, 
ask yourself:  What do I want from 
this networking opportunity? 
Who am I trying to connect with 
and why? What will a connection 
with this person(s) mean?

Allow me to share an example. 
I recently attended a women’s 
entrepreneur conference which 
boasted well over 600 attendees. 
My strategy was not to connect 
with all 600 attendees (or even 
half of those attendees). As a 
presenter, my deliberate intention 
was to connect with other 
speakers at the conference who 
I could learn from, grow with, 

and potentially partner with. 
Prior to attending the conference, 
I developed my strategy by 
printing the speakers list and 
determining who would make a 
good connection. As a result, I was 
able to walk away with 10 strong 
connections that led to powerful 
and supportive partnerships.

STAY IN 
TOUCH

Stay in touch with people you 
respect and feel a genuine 
connection with even if they 
cannot help you immediately. You 
do not want to approach someone 
only when you are desperate for 
business. Instead, stay in touch by 
sending an email or calling even 
when you don’t need anything at 
all. It leaves a lasting impression 
that you are not just in this 
relationship for what you can 
gain, but to offer value as well.

Networking your way to powerful 
partnerships does not mean 
having an impressive collection of 
business cards neatly tucked away 
in buckets. It means establishing 
strong, trusting relationships 
with people you believe in and 
who believe in you, people you 
can add value to and who can 
add value to you. Take the time 
to understand the business of 
those you are networking with. 
Educate your connections about 
what you do and whom you do it 
with. In effect, you will become 
each others’ sales team. The 
lasting outcome will be powerful 
partnerships where you mutually 
turn to each other for ideas, advice 
and referrals, and contribute to 
each other’s growth in terms of 
business performance and profit.

About the 
Author
Cheryl Wood, Motivational 
Speaker and Master 
Transformation Expert, is a 
highly respected and sought-
after expert on personal 
power, purposeful living, and 
achieving success.  She is a 
national keynote speaker, 
author, small business coach, 
and Founder of Women 
Entrepreneurs Partnering for 
Profit (WEPP). Cheryl inspires 
women to transform from 
ordinary lives to extraordinary 
lives by discovering their 
passion and courageously 
pursuing their dreams. 

Cheryl is the author of How 
I Flatlined and Woke Up 
in 45 Days – A Guide to 
Empowered Living and most 
recently, The GlamourLESS 
Side of Entrepreneurship – 
What They Didn’t Tell You 
About Being A Woman In 
Business. Her mission is 
to “equip women to live 
Fearless, Focused & Fulfilled” 
in life and business. Cheryl’s 
client list has ranged from 
private companies to 
large organizations. She 
has received numerous 
awards and recognition for 
her entrepreneurial work 
including 2011 Small Business 
Influencer Award. 
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Ann Marie Stonecypher is a Writer, 

Personal and Corporate Stylist, 
Talent Agent and Decorator.

www.yourbetterstyle.com 
yourbetterstyle@gmail.com 

www.AMSmodels.com

The world needs rules, right? 
They make the world go round. 

Can you imagine if there was no infield 
fly rule except in Yankee Stadium?  
Or if stop signs were green trapezoids 
in Pennsylvania? Welcome to the rules  
of fashion. If it sounds like anarchy, 
then you have cracked the case  
wide open.  
 
The rules of fashion actually vary from 
city to city and change from year to 
year. So what’s a Stylista to do? The 
good news is that there are very few 
rules anymore. Always remember: if 
it fits you well, makes you feel great, 
and there isn’t a voice in your head 
questioning its appropriateness, then 
you probably got it right.  
 
The following are six fashion myths 
debunked so that you won’t ever have 
to wonder about ‘getting it right’ again.

 
I am surprised how many times I have been 
asked about wearing black and brown 
together. Visualize a dark chocolate truffle. 
What is more appealing than that? Black 
and brown are a great combo and brown 
is a terrific way to shake up an all black 
ensemble. The one thing you wouldn’t want 
to do is wear brown shoes with an all-black 
outfit or you’ll look like you grabbed your 
shoes in the dark. 

Black and blue also takes a hit. It’s no felony 
to wear these to colors together. Blue and 
brown make a great pair as well. If you do 
these color combinations, make sure there 
is enough contrast between the colors so 
it looks like you put these items together 
deliberately. For example, in most cases a 
navy blue and a milky chocolate color will 
look better together than a navy blue and  
a dark chocolate color (because there is 
more contrast).

 

Myth #1:  
You can’t wear black 
with brown.

. . .AND WHEN IT DOESN’T, JUST HAVE FUN!

By: Ann Marie Stonecypher
Owner, AMS Models & Talent, Your Better Style
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Myth #2:  
You can’t wear white after Labor Day.
The next pasty puzzler is when we can wear white. Who among us hasn’t heard the 
old adage: “You shouldn’t wear white after Labor Day”? To this, I say: be fearless 
and wear many of the shades of white, cream, ecru, mother-of-pearl and off white 
through to Thanksgiving if it suits you! It can actually be quite a stunning look when 
worn from head to toe, or paired with an accent piece like a scarf or a furry vest. 
(Style tip: to make the head to toe, monochromatic look more interesting, you can 
mix up the textures by incorporating things like leather, nubby knits or chenille).

Myth #3: 
Don’t wear suede or 
leather in summer. 
How silly. Like the Romans, where would 
we be without leather sandals? Granted, 
they put more mileage on theirs and we 
put more designer names in ours, but they 
are necessary nonetheless. Items like a 
cute leather vest can be a great addition 
to a pair of denim shorts and a tee shirt. 
You may want to give your bomber jacket 
a seasonal time-out, but not all of your 
leather needs to take a summer hiatus. 

Myth #4: 
Your shoes and bag  
must match. 
There is nothing as dull as 
“matchy-matchy” shoes, belts 
and bags. They shouldn’t be 
all over the map, but they 
don’t have to look like they 
all came from the exact same 
material. Mixing it up a little is 
just fine. 

Myth #5: 
Don’t wear red (or 
pink) if you’re a 
redhead.
Even if I wasn’t a redhead I would 

have to say this is just wrong. Can’t 

blue-eyed people wear blue and 

brunettes wear brown? As a card 

carrying blue-eyed redhead, I am 

here to proclaim that the fashion 

police will not issue us any sort of 

citation if we are caught wearing red.  

If you are a redhead, playing it up 

by wearing cobalt or chartreuse can 

be fun! You should not be forbidden 

to wear any color just because your 

hair happens to be red. Whatever 

the color, if it flatters you and makes 

you feel fabulous, wear it.

Myth #6: 
You must wear 
pantyhose.
This has been debated ‘round 

the blogosphere’ for years. 

This is one of those questions 

where I truly feel that you 

should do what makes you feel 

comfortable. If you work at a 

place that is very conservative 

and wearing hose is the absolute 

norm, then you should probably 

invest. If you must go sans 

hose and your legs are the 

color of cream cheese, then I 

recommend self-tanning cream. 

If it’s cold out and you don’t 

like either option–just wear 

pants. And this one is for all the 

baubles: Can you wear hose with 

open toes? Yes, just tuck the 

seam under.

 

All in all…
If you take pride in your appearance 

you will feel better about yourself. 

People will respond positively and 

appreciate the effort you put in, 

whether you are going to work, 

dinner, making a presentation, or 

whatever the occasion. Like most 

things in life, you get back what you 

put in. 

 

If it seems appropriate for the 

circumstance and makes you feel 

powerful and comfortable, chances 

are you will be just fine. As far as 

following the ‘rules’ go, if Madonna 

could get some of us to wear our 

underwear on the outside of our 

tops in the 1980’s, no one is going to 

fault us now for taking a few liberties 

with the month we retire our whites 

or the color of our belt and shoes.  

 

There are so many rules we must 

follow in life, at least fashion should 

be fun!

This myth is  

so debunked!!
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For all the MOMpreneurs out there!

Seat Belt Bags & 
Accessories
Where to get it...
www.jjscreativegifts.com
PRICE: Wallet $25/Handbag $25

 

Moses Basket
“Little Children Moses 
Basket” in Neutral-Tangerine
Where to get it...
www.count-it-joy.com
or (315) 443-8772
PRICE: $100

 

Kilnfusion - Grass Wave
Where to get it...
www.kilnfusionstudio.com
PRICE: $120

 Beeeaaauutiful!

OhGoodyGoody Local  
Gift Certificate

Where to get it...  
www.OhGoodyGoody.com

PRICE: $ Any value  
(makes the perfect gift!)

Luna  
Cutting Board 
Where to get it...
e-mail: eliterevolutionary 
solutions@gmail.com  
or call (443) 345-0059
PRICE: $120 

 



10WISE 
LOVES

 

Go ahead, try not to 
love them too! 
We will even tell you where you can
 get them for yourself!

}

Can you believe these are made out of seat belts?

Lavender Farm Lavender & 
Balsam Hand Balm
Where to get it...
www.etsy.com 
www.lockwoodfarm.blogspot.com
PRICE: $15

Ms. Echols Gourmet  
Caramel Corn
Where to get it...
Green Hills Supermarket, Carrier Dome, 
Nice ‘N Easy Grocery Shoppes,
Hill Top Market
PRICE: 4 oz. bag without nuts,  
$1.60, $1.99 with nuts

 

This caramel corn should be 

illegal - Yes - it ’s that good!

Michelle DaRin  
Jewelry 

Where to get it...
www.etsy.com 

PRICE: $65

 

Scrap Therapy Cut 
the Scraps!:

7 Steps to Quilting Your 
Way Through Your Stash

Where to get it...
Barnes & Noble 
PRICE: $24.95

Sweet Potato Pies  
and Sauces

Where to get it...
Wegmans or  

www.juanitassoulclassics.com
PRICE: Varies
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APRIL
4/3    WISE Symposium
 Oncenter in Syracuse, NY
 8:00am-5:30pm
 One-day event for women to 

learn about entrepreneurship 
and network with each other

4/4    Business Etiquette: 
WBOC Monthly Meeting

 Genesee Grande Hotel in 
Syracuse, NY

 4:30pm-6:00pm
 Setting a professional tone can 

make people more comfortable 
using your business - and 
recommending you to others! 
Join WBOC for its monthly 
program which includes 
an informative speaker, 
networking opportunities and 
support from fellow women 
entrepreneurs. Visit www.
wboconnection.org for details.

4/21   Hoops for the Cure 

Basketball
 Onondaga Community 

College
 9:30am (youth) and 

1:00pm (adults)
 3 on 3 basketball tournament 

and clinic; fundraiser for the 
Carol M. Baldwin Breast Cancer 
Research Fund of CNY. 

4/25  WISE Center Business 
Training Event

 South Side Innovation 
Center in Syracuse, NY

 6:00-7:30pm
 Bare Necessities of Starting  

a Business; free event for  
those interested in starting  
a business

4/25  Women Presidents’ 
Organization (WPO)
Annual Conference
Atlanta, GA

 8:00am-5:00pm
 National organization; closed 

to non-members 
 

 
 

MAY
5/1    Putting Together the 

Puzzle Pieces for a Great 
Business: Getting to Yes 
at the Bank

 Whitman School of 
Management in 
Syracuse, NY

 5:30-7:00pm
 This session will address the 

final steps to ‘getting to yes’ 
from your bank representative. 
Learn the tips and tricks and 
what underwriters are looking 
for in a business plan. 
 

5/2    Ask the Experts 
Roundtables: WBOC 
Monthly Meeting

 Genesee Grande Hotel in 
Syracuse, NY

 4:30-6:30pm
 Ask the Experts in areas of 

Marketing, HR, Insurance 
and more. Join WBOC for 
its monthly program which 
includes an informative 
speaker, networking 
opportunities and support from 
fellow women entrepreneurs. 
Visit www.wboconnection.org 
for details.

5/12   A Night To Remember: 
Annual Gala Dinner and 
Dance

 Turning Stone Casino & 
Resort in Verona, NY

 6:00-11:00pm
 This event is held by the Carol 

M. Baldwin Breast Cancer 
Research Fund to recognize 
sponsors, researchers, 
volunteers, survivors/families, 
and other supporters. 

5/30  WISE Center Business 
Training Event

 South Side Innovation 
Center in Syracuse, NY

 5:30-7:00pm
 Bare Necessities of Starting 

a Business; free event for 
those interested in starting a 
business

AUGUST
8/23-9/3  Carol M. Baldwin 

Breast Cancer Research 
Fund Booth

            NYS Fairgrounds
 9:00am-10:00pm
 Stop by the Carol M. Baldwin 

Breast Cancer Research Fund 
booth during the New York 
State Fair. 

 
 

SEPTEMBER
9/9    Ride for Research
 Dinosaur Bar-B-Que in 

Syracuse, NY
 This event is held by the Carol 

M. Baldwin Breast Cancer 
Research Fund and offers a 
chance for CNY motorcycle 
enthusiasts to show their 
support for breast cancer 
research.

9/16  Carol M. Baldwin Breast 
Cancer Research Golf 
Tournament

 Turning Stone Resort & 
Casino in Verona, NY

 This golf tournament is an 
annual fundraiser held by the 
Carol M. Baldwin Breast Cancer 
Research Fund.

9/22  Paddle for the Cure 
Kayak Trip 

Mountain Man Sports in 
Old Forge, NY

 A fundraiser for the Carol 
M. Baldwin Breast Cancer 
Research Fund, the paddle 
is approximately two miles 
long and travels down the 
slow-moving flat water of the 
Moose River, winding through 
the beautiful Adirondack 
mountains.

OCTOBER
10/11  Shop, Spa & Style
 Palace Theater, James 

Street in Syracuse, NY
 5:00-9:00pm
 Fundraiser for the Carol 

M. Baldwin Breast Cancer 
Research Fund of CNY. $50 
for admission; includes light 
fare, select spa services from 
area salons, showcase for local 
artisans and fashion show 
featuring local breast cancer 
survivors modeling for area 
boutiques.

10/14 A Run For Their Lives: 5K 
and 15K Walk/Run

 Syracuse University 
Campus

 Come join The Baldwin 
Organization to support the 
Race against Breast Cancer 
and help us to find a Cure in 
our lifetime.

10/17 WISE High Altitude 
Marketing

 Location of event to be 
determined

 7:30am-11:00am
 Local marketing gurus share 

tips and tricks to jolt your 
individual marketing plan into 
high gear

 

NOVEMBER
11/1    Go Red for Women 

Luncheon & Expo
 Holiday Inn in Liverpool, NY
 Please join us at this fun 

event that educates women 
about their number one killer 
— cardiovascular disease. 
Features health expo, breakout 
sessions, spa treatments, and 
a heart-healthy lunch. Email 
goredsyracuse@heart.org or 
call (315) 234-4744 for details.

NATIONAL 
EVENTS
Feb.  Black Enterprise Women 

of Power Summit
 Ritz-Carlton in Orlando, FL
 4-day event in February 

(2013 dates TBA) 
 Inspirational executive 

leadership summit

Sept.  Entrepreneurial Women’s 
Conference

 Chicago, IL
 2-day event in September 

(2012 dates TBA)
 Conference and business expo 

designed to foster networking 
between women business 
owners, business experts, and 
corporate/government buyers

Note: this calendar notes 
meetings and events for various 
women’s business networking 
groups across the CNY region; 
some events are not open to the 
public and are shown to assist 
in avoiding scheduling conflicts 
with your event.

This calendar is compiled 
compliments of
Women Igniting the Spirit of 
Entrepreneurship
2610 South Salina Street
Syracuse, NY  13205
Phone | 315.443.8634
Web | www.wisecenter.org

2
0

12 EVENTS
CALENDAR

Have an event  
to share? 

We’d love to include your event  
in upcoming calendars! 
Submit event information to:
WISE Calendar of Events 
Email: WISEmag@syr.edu

 
Tuesday, April 3rd

Oncenter • Syracuse, NY

For more information contact 
Lindsay Wickham at 315-443-3550

New Program!
 
•  Leading edge entrepreneuriaL
    perspectives and speakers
•  networking opportunities
•  smaLL Business expo

register online:  
WiseConference.com

Presented by the Falcone center
for entrepreneurship and

Join us for the 10th Annual

2012 Keynote Speaker 

Barbara Corcoran
Real Estate Mogul and Business
Expert Seen on ABC’s reality
hit ‘Shark Tank’



www.iscadesignstudio.com

315.313.ISCA (4722)

Be yourself, 
everyone else  

is taken.
– Oscar Wilde 
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 Like Facebook?Learn how to create pages  that get you reaL resuLts!

3 SECRETSTo WiNNiNG LoYaL cUSToMeRS

years of wise!

8
FASHION RULES… 6 FASHION MYTHSdebuNked!

    
TO network Your  Way to powerFuL partnerships

THe 2012 SAvvY SpeAkerS Tell All!Learn about theIr past, present 
and Future pLans!     

Barbara CorcoranReal Estate Mogul and Business Expert Seen on ABC’s reality hit show‘Shark Tank’

 Celebrating

ways

hInt: you won’t even need  to exceed theIr expectatIons!!!

From humbLe begInnIngs  to the powerhouse It Is today!

Proud designer of the  
WISE Magazine

Visual communication for your brand.




