
It seems like just a short while ago that 
I took over from Jane John and now, 

just when I’m getting good at it, it’s time to 
hand the reins over to in-coming president 
Marcy Phelps.

Looking back, it has been a good year. We 
have managed to rebrand the organization 
while still keeping the essence of what makes 
this organization great. We’ve developed a 
whole new modern look and translated that 
into a new website with greater functionality. 
We have a new booth that some of you will 
see for the first time at our conference but 
it has been used at both SLA in Seattle in 
June 2008 and at Online Information in 
London in December 2008 – with nothing 
but positive feedback. We have also updated 
and clarified the use of our email service 
and mail lists, as well as having plans for 
what we envision in a new Marketplace. I 
am hopeful that we will have merchandise 
available in the near future and I am actively 
looking to fill the position of chairperson 
for the Marketplace. If you are interested in 
helping AIIP diversify our income and put 
a marketplace back into existence, please 
contact me at qdinfo@comcast.net.

I am excited about the upcoming 
conference in Albuquerque. Once again 
conference organizer Jocelyn Sheppard 
and her crew have done an excellent job, 
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President’s Message

especially in these challenging economic 
times. I am looking forward to some 
returning events such as Tips on the 
Terrace (which I am involved with) and 
the second year for posters sessions. Our 
conference speakers are top-notch. Doug 
Fine, journalist and author, will deliver 
the conference keynote on achieving 
success outside our preconceived 
models. I am especially looking forward 
to the conference Gala at the Indian 
Pueblo Cultural Center. I sincerely hope 
everyone is planning to make the trek to 
Albuquerque in March 2009. I view the 
AIIP conference as a very cost-effective and 
necessary investment in your information 
business. If you come away with only one 
idea that helps you land a client or close a 
deal, then the conference has paid for itself. 

I want to thank the outgoing board members 
Mark Goldstein (Secretary), Wendy Cobrda 
(Director of Marketing), and Jane John (Past 
President) for all their work on the board this 
year. I also want to thank Cliff Kalibjian for 
stepping into the role of Treasurer mid-year 
and performing admirably. I am looking 
forward to being part of the new board under 
the excellent guidance of Marcy Phelps. It 
will be a pleasure to continue to serve on the 
board next year as an elder statesmen, of sorts. 

See you in Albuquerque! n

Well, I can’t believe it’s already here. Time for the 
annual AIIP conference and time for me to stop 
to reflect on the past 11 months of leading AIIP. 

Ed Vawter, QD Information
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Jan Davis,  JT Research LLC

In this issue we close out our 
coverage of last year’s conference 
sessions and open with a preview 
of this year’s upcoming conference.  
Lorene Kennard introduces our 
keynote speaker in her article “Doug 
Fine: Author Journalist Adventurer 
Goat-Herder.” Also provided are a 
conference agenda and descriptions of 
the sessions and speakers.  

Phyllis Smith started off the issue with 
an article on the benefits of starting, 
or nurturing, a part-time information 
business. On the other hand, Donna 
Fryer writes about how she “quit” many 
administrative tasks so that she can 
focus full time on her core business.

Amelia Kassel, in her column, 
Coach’s Corner, helps us grow our 
businesses with advice on providing 
workshops and training sessions. 
Amelia also offers to answer some 
of your questions in future columns!  
And speaking of providing training 
sessions, the perfect example of 
this is demonstrated by the handful 
of AIIP members who are giving 
preconference workshops at this year’s 
conference in Albuquerque.  

I may be editor-in-chief of 
Connections, but that doesn’t mean I’m 
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not grammatically challenged!  So I 
thank Andrea Carrero for providing 
in her WordWise column, “Common 
Punctuation Mistakes.”

In a month AIIP will have a new board 
of directors, and Connections will have 
a new editor-in-chief. As I write this I 
feel like one of those Hollywood actors 
at the Academy Awards, when they 
start thanking everyone who made 
their award possible. Well, I certainly 
couldn’t have put Connections together 
without the help of the many members 
who contributed their time and 
knowledge. It was wonderful to be 
able to turn to Andrea Carrero and 
Marjorie Desgrosseilliers for guidance, 
Eiko Shaul for the advertising, Joann 
Wleklinski for attentive editing, 
and Connie Clem for making sure 
Connections is well-publicized on 
the AIIP website. Darlene Swanson 
of Van-Garde Imagery has made 
Connections an attention-grabbing 
publication, and then, last but 
not least, all of the members for 
contributed articles and book reviews 
have made Connections a viable 
publication!  

And now….drum roll please!  Heather 
Carine will be the new editor-in-
chief starting with the next issue. I’m 

Footnotes

sure Heather will continue taking 
Connections to a new level, so let’s help 
her do that by contributing articles!  n

Jan Davis
Connections Editor-in-Chief
jt@jtresearch.com
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Susanne Bjørner started Bjørner and Associates in 1984. 
She brought years of library experience to her role as 

an Independent Information Professional (IIP) and built 
a business that has now spanned 25 years. The hats she 
has worn at various points in her career include those of 
researcher, online searcher, writer, editor, library consultant, 
instructor, and speaker. She also made time to be a founding 
member of AIIP, serving as its President in 1989-90. She’s an 
industry pioneer and an inspiration to many of us.

Bjørner has also chosen to be a part-time entrepreneur at 
various times in her career. She judged opportunities on their 
value to her personally and professionally and adapted her 
business to fit them. She has accepted both part-time and 
full-time employment even though doing so reduced the 
hours she could commit to her business. 

There isn’t a lot of encouragement from professional peers for 
the part-time IIP; warnings include “Clients won’t hire you if 
you let on that you work part-time,” and “This isn’t the kind 
of business you can manage weekends and evenings.” It has 
even been suggested that part-time IIPs lack commitment 
and are bad risks. The negative messages can be strong.

If you ask IIPs why they value their business, chances are 
they’ll say they love the flexibility. Self-employment offers 
the power to be independent, to chart a personal course, 
and to achieve success on one’s own terms. We can choose 
what kind of work we prefer to do. We can choose whom we 
prefer to work with. We can choose how much time we want 
to commit to our business. We base those choices on our 
personal needs and values. 

So why is the choice to work part-time less professional than 

Part-Time 
Business;

Full-Time  
Professional

By Phyllis Smith,  
In the Know Research  

and Information Consulting
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working full-time? Why should the number of hours you 
choose to bill define your professionalism, more so than your 
education, experience, and commitment to client service?

Starting, or nurturing, a part-time information business 
can be the best choice for some IIPs. It may not be the right 
choice everyone; many IIPs may never feel comfortable 
committing to a business that doesn’t pay out an income 
comparable to, or better than, what could be earned in 
full-time employment. However, for those who desire the 
challenge of an information business but can’t take on a full-
time effort, the part-time approach can be ideal.

Why choose part-time?
As part of my research on the topic of part-time IIP business, 
I posted a request to AIIP-L, asking members to share their 
part-time business experiences with me. I was overwhelmed 
by the response. Each respondent had a unique story to tell.

Reduce the risk
Heather Carine, of Carine Research, started her information 
business in 2006. She has focused on growing her business 
carefully, remaining employed elsewhere on a part-time basis. 
Solely responsible for her own financial well-being, she realized 
that the alternate income she earned as a marketing manager 
would ease the stress of building her business. Carine doesn’t 
panic if her business growth is not as quick as anticipated. 

Veerle Persy, of Hugin Mugin Research, was in the process of 
starting her business when she was offered a full-time position 
as a postdoctoral researcher at Antwerp University. Her 
employer agreed to her proposed plan to work on the business 
part-time, so Persy accepted the university full-time position 
and started her info business as well. She admits that it wasn’t 
the easiest way to start her business, but she was able to 
explore information entrepreneurship with less risk. After one 
year, Persy made the transition to full-time business owner.

Time becomes more important than money
Bjørner currently bills fewer hours than she has in the past, 
but she still considers her business to be thriving. She no 
longer feels compelled to be available five days a week, eight 
hours a day for anyone. She can be selective about the projects 
she accepts and follows her interests where continuing 

education is concerned. She is still responsive to her clients, 
but now spends more time enjoying life in sunny Spain.

In Are You Ready for Semi-Retirement? A Boomer’s Guide to 
Success, Freedom, and Adventure Ian Taylor cites a 2005 Merrill 
Lynch study that say 69 percent of Canadian Baby Boomers 
and 75 percent of American Baby Boomers intend to keep 
working and earning in retirement, either because they can’t 
afford to stop altogether or don’t want to. Given those statistics, 
semi-retired IIPs may start an information business after 
retiring from another career, or they may dial back an existing 
business in order to free up time for other interests. 

Take advantage of opportunities
As for my own personal story, when I started my info business, 
I had a toddler and a baby. At that time, employment wasn’t 
appealing to me:  the commute would have been considerable, 
and most of my salary would have gone to pay for daycare. An 
offer from a former employer pushed me to start my business. 
My info business has given me the ability to do the work I 
enjoy most without the employer and I set my own schedule. 
That baby is now nearly 13 years old, by the way. 

Debbie Hunt also managed her business part-time when her 
kids were young. She has alternated between full-time and part-
time, and now she sees tremendous financial, personal, and 
professional value in combining part-time employment with 
her information business. Hunt likes the flexibility her business 
offers and the opportunities it brings her. Her employment also 
offers some rewards, such as benefits and continuing education. 

Bjørner’s business was already well-established when she was 
offered a job that would have been foolish to turn down. It 
led to five years of employment, which required a switch to 
part-time mode for her business. She strongly believes that 
“intelligent and creative people will move through many 
different work situations in their lives.” Bjørner recognized that 
her business was flexible enough to adapt to any situation.

Can a part-time information business be 
successful?
A part-time business requires a professional attitude and 
considerable attention in order to be successful. Bjørner advises 
that “you still need to have goals, plan long-term, market wisely 
and honestly, and invest money and time prudently.”
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Meet client expectations
“Give them all your best,” is Hunt’s advice. Clients only really 
care that they get what they want on time. Do that and they’ll 
keep calling, she advises.

Use technology. A cell phone and a good voice mail system 
helped Persy to be available and responsive to her clients when 
she was busy during business hours. As for myself, I have found 
my Blackberry lets me respond instantly to clients. They don’t 
care where I am so long as I’m able to meet their deadlines.

Market effectively
A part-time business still requires full-time marketing to be 
successful. Persy admits that marketing was difficult while 
juggling full-time employment, a business, and a young 
family. She focused on mining her own professional network 
for her first year of business. As in any business, look for 
marketing opportunities everywhere. 

Look professional
Carine works alongside marketing people so she knows how 
important a “look” can be. She says, “From the first day of 
business, I have always tried to make my business look like I 
operate from a city office.” To accomplish that, she developed 
professional-looking marketing materials, including a website 
and a newsletter, and “smartly presented” deliverables.

Be open-minded
It is possible to be part-time, even temporarily, to deal with 
the unexpected. Some IIPs will reduce their hours to deal with 
elderly parents or family illness. A brief term of employment 
could improve your business in the long term. Bjørner looked 
at the big picture when opportunities came along.

Stick to ethics
Be aware of employer policies regarding self-employment. 
Keep your roles as separate as possible. 

Carine’s clients are often in the same industry as her employer 
so she is sensitive to possible conflicts of interest. She is in 
constant communication with her employer to ensure she is 
always operating ethically and professionally. Bjørner says she 
was careful to adjust her business offerings to ensure she did 
not conflict with the interests of an employer. 

Think full-time
Carine says, “You need to approach your part-time business as 
if you are working in it full-time, and devote the appropriate 
time and resources to it.” Bjørner concurs. “Don’t think that a 
part-time business is a part-time responsibility… service hours 
to clients may be part-time; managing is full-time.” 

Manage your time 
Schedule time to work on your business. It needs your 
constant attention. 

Persy found ways to carve out pockets of time very early in 
her day to focus on the business. It actually inspired her to 
start every day on her business, and it relieved some of the 
pressure to work in the evenings. 

Be flexible
A part-time business can offer tremendous flexibility and it 
can demand it as well. Use creative problem-solving.

Hunt is willing to subcontract to other AIIP members on 
occasion to ensure she meets her clients’ deadlines. Bjørner 
takes advantage of time zone differences to be available to 
clients during her client’s business time. 

Don’t skip planning
A business plan is essential, even if you plan to remain part-
time. If you are juggling employment with a business, you 
may want to consider an employment plan to define how 
long you will continue both and under what circumstances. 

It goes without saying that you won’t make a full-time 
income working part-time. Assess your financial picture and 
create a financial plan, including alternate sources of funding 
(retirement funds, savings, other income, etc.) to ensure you 
can sustain the business and live comfortably. If working 
part-time is temporary, be clear about how long you can 
afford to operate that way. Be realistic about your needs. 

Be authentic
There’s no reason to advertise your part-time status, but it 
isn’t essential to hide it either. Persy felt her clients needed 
to know that she was unavailable during the day, and they 
accepted her situation. Clients are likely to respect your 
honesty and judge you based on your performance. 
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We live—and work—in interesting times. Even the most 
powerful corporations are falling victim to the current 
economic climate. It’s going to be the survival of the fittest, and 
the fittest are going to be those who have the flexibility to adapt 
to changing circumstances. The part-time information business 
owners whose minds are open to employment opportunities 
will be positioned for success. They will be able to survive 
downturns in business and retain control over their own lives. 

Even those who currently manage full-time information 
business should not rule out the value of moving their business 
to a part-time venture in the future. The rules of retirement are 
going to change. More people are going to choose to remain 
professionally active and control their own retirement income.

AIIP has a responsibility to its members to support and 
encourage the information business owner in any form. It 
is not acceptable for members to judge their professional 
colleagues as being poor risks simply because they have 
opted to take their businesses part-time. Professionalism, 

dedication, and commitment can’t be measured simply in 
terms of revenues or hours billed.

We IIPs have all chosen an information business for the 
freedom to determine our own destiny. We want to define 
success according to our own values, and sometimes those 
values are best met with a business that bills fewer than full-
time hours; part-time does not mean part-professional.

I am grateful to all of the full-time and part-time members 
who shared their business experiences and opinions with me. 
AIIP is stronger because of the expertise and experience they 
bring to our industry.    n

Phyllis Smith owns In the Know Research and Information 
Consulting. She works with government and special libraries to 
serve their clients better. She has been part-time for 12 years, 
but doesn’t rule out going full-time one of these days. Phyllis 
can be reached at psmith@in-the-know.com.

The conference planning committee is pleased to announce that certified yoga instructor and AIIP member Betty Story will offer two yoga 
sessions at the conference to help you relax and unwind. Betty will lead the group in basic poses that focus on relaxation and body awareness. 
Wear loose, comfortable clothing and bring a yoga mat or towel. No previous experience needed. Please email Betty (betstory@hotmail.
com) to sign up for one of the sessions below. These FREE sessions will be available at the following dates/times:
 
Friday, March 27 4:30 p.m. - 5:10 p.m. Salon AB 
Saturday, March 28 6:50 a.m. - 7:30 a.m. Salon AB

Unwind in Albuquerque
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In between soliciting goat milk ice cream recipes and 
hiking around The Funky Butte Ranch, Doug Fine, author 

of Farewell, My Subaru, (available in paperback March, 2009) 
took some time to answer a few questions in anticipation of 
his key note address at the 2009 AIIP annual conference in 
March in Albuquerque.

Q:  Entrepreneurship often involves taking risks plus a lot of 
motivation. How do you stay motivated to keep taking risks?

A:  Very simple: I believe in what I do. With all my heart and 
soul. So the business end naturally follows. I never think in terms 
of risks, because for me, to not forge my own path is death.

Q:  AIIP members have a great network of info pros to turn 
to for help:  to ask questions about running our businesses, to 
vent about problems/issues, etc. What kind of people are in 
your network that you can turn to when you need to? 

A:  I’ve been blogging about my vision of “community.” 
This means different things to different people. For me, it’s 
asking a long-time local farmer for tips on apple or tomato 
cultivation. But for the major thrust of my career – that is, 
selling my creative output – I’ve pretty much blazed what’s 
felt like new ground to me. Persistence, honing my craft, 
more persistence, belief in myself, and more persistence, have 
been the main tools.

Q:  When we think of saving the planet, we think of it as 
a big, global issue. But, there are lots of things individuals 

AIIP Conference 2009 
Keynote Preview

Doug Fine – Author Journalist Adventurer Goat-Herder

By Lorene Kennard, Walnut Avenue Research

can do that can make an impact. What is one thing that 
everyone can do today to cut down on energy consumption?

A:  I’ll answer with three things: Eat and shop locally (stuff 
that grows near you and in-season), drive on something 
other than petroleum (like a vegetable oil-powered diesel or 
a plug-in hybrid), and lobby your representatives on all levels 
of government to ensure that a retrofit of the electrical Grid 
occurs that eliminates coal/nuclear/natural gas and retrofits 
with solar and wind on a societal level.

Q:  Do you consider yourself a small business owner?

A:  Not so much. I feel like I manage finances well, and I’m 
interested in building the financial side of my life so that my 
family is comfortable, but for me it’s been about pursuing 
my dreams and then figuring out a way to make the financial 
side work. For instance, lately the speaking side of my career 
has really been taking off, so I’ve been maximizing that while 
working on the more ostensibly creative sides.

Note: Following his talk, Doug Fine will be signing copies of 
Farewell, My Subaru (available for purchase on-site; $22, cash 
or check accepted).

A Fine Film
To learn more about keynote speaker Doug Fine, watch a 
short online film at http://www.dougfine.com/video-five-
steps-to-living-green-and-comfortable/.    n
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An AIIP member asked:  What 
advice do you have for bringing 

workshop/training ideas to reality? 

You are an independent information 
professional with a vision about your 
business and a viable, descriptive 
mission statement. You would like 
to expand your market and grow 
your business. One marketing 
strategy that can serve double-duty 
as a profit center is to become a 
workshop provider for associations 
and conferences based on your 
expertise and business mission. 
Training others is a form of marketing 
communications. While some may 
not want to give away their business 
secrets, you’d be surprised how 
workshops on what you know serve to 
educate clients and prospective clients 
about the services and benefits you 
bring. Some of your audience may 

want to learn to do it for themselves. 
That’s fine because other audience 
members may not, and become clients.

Getting Started
If you are new to the training field, 
a good starting place would be local 
business groups or associations whose 
members would be your idea of ideal 
clients. When I did local networking 
early on in my business, several of 
the local community leaders were 
fascinated by my business concept for 
using online databases to gather and 
deliver business information. Though 
it was not always easy to explain my 
business in those early days, I was 
invited to participate on panels and 
soon after, to develop workshops. 
In some instances, I was asked to 
speak about topics I knew little about. 
Rather than turn down invitations, 

I did my homework, researched the 
topic (after all, that is my expertise), 
and ultimately gave successful 
presentations about my findings. These 
kinds of opportunities happened more 
than once. My big break came in 1986; 
after giving a 20-minute presentation 
as part of a panel of speakers talking 
about alternative careers for librarians, 
the coordinator invited me to teach 
a workshop – she liked my speaking 
style. At the time, I was focused on 
only conducting research. Within a 
few months, however, I was asked to 
be a last-minute fill-in to teach a two-
day seminar about online research.

Speaking is difficult for some, and it 
can take hours of preparation. Before 
you decide to develop a workshop, 
start with shorter presentations of 
20-to-60 minutes. Assess whether 
workshops are a good way to 

Bring Workshop Ideas to Reality
by Amelia Kassel, MarketingBase,  www .marketingbase .com 

Coach’s Corner
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spend your time based on your goals and personal time 
commitment. Each presentation or workshop requires a 
tremendous effort and time-sink. If you plan well you can 
re-use the same workshop over and over in one form or 
another. You’ll then begin to see new clients and profits 
from the initial time investment. Be aware that it requires an 
investment and ROI may be way down the road.

First Steps 
Identify business groups, associations, and conferences 
related to your business mission and target market. 

Contact program directors and conference coordinators to 
investigate opportunities. There are often dozens of business 
and professional organizations in a local community and 
thousands of associations worldwide. Consult their websites 
for guidelines.

Investigate local college and university opportunities. Many 
offer lifelong learning or continuing education programs 
geared to the business community.

For smaller or niche organizations, if you can suggest a 
topic that’s a good fit for the program and the association’s 
constituents, it’s often a great service to the program 
coordinator.

In most cases, you’ll need to submit a proposal based on a 
conference theme. Established organizations and institutions 
will advertise and market your workshop for you, plus sign 
up participants. This ensures attendance and you can spend 
your time on other business and research commitments.

Tips
Consider topics of interest to your target market that at 
the same time educates participants about the services you 
provide. Do your homework!

If inexperienced, start at the local level to initially develop 
and hone your skills. 

While local speaking engagements are typically voluntary – 
that is, without pay – you may be able to negotiate a small 
honorarium. 

Use local opportunities to gain experience, which paves the 

way for regional and national 
speaking engagements and 
workshops.

Develop a reputation about your 
specialization and particular 
interests among peers and 
colleagues who can also serve as 
word-of-mouth referral sources 
for your training programs.

Workshops take hours to prepare. 
Develop content that is adaptable 
to a variety of situations. The 
more you can reuse or repurpose 
the same content (updated and adapted, of course), the more 
you can maximize profitability.    n

To pose a question for this column, contact Amelia at 
amelia@marketingbase.com. 

Amelia Kassel is President of MarketingBase, a global firm 
specializing in industry, company and competitive and 
market intelligence research. Amelia also operates The Mentor 
Program for independent research professionals. She teaches 
how to grow and market a research business. For those new 
to the research field, Amelia teaches research methods and 
includes in the program, exercises for learning how to search 
fee-based databases using cost and time effective techniques.

AIIP would like to thank

 
for its consistent support of 
AIIP and for sponsoring the 

online publication of  
Connections.

by Amelia Kassel, 
MarketingBase,  

www .marketingbase .com 
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During 2008, I changed the focus 
of my business; I began building 

a training portal for information 
professionals. But I found myself 
doing too many non-revenue 
producing tasks that were important 
to the business but were not adding 
to my bottom line. These tasks were 
starting to destroy my productivity. 

During my business transition, a 
colleague sensed my frustration and 
exhaustion over these tasks and kindly 
sent me Seth Godin’s book, The Dip.  If 

By Donna Fryer, Global Information Research & Retrieval, LLC

Can an Assistant Save 
Your Business and 

My 2009 New Year’s Resolution was to quit work.   
Yes, you read that correctly:  I’m quitting. Why?  
To save my business and give me peace of mind. 

Give You 
Peace of  
Mind?

you’ve ever struggled with wearing too 
many business hats, and been plagued by 
should-I-really-be-in-this-business types 
of questions, Godin’s book could help 
you. In his book, Godin explains several 
types of quitting as it relates to business. 

So, I decided to quit:
•	 Performing	overwhelming	

administrative work
•	 Writing	the	copy	for	my	web	site
•	 Uploading	my	business	press	

releases
•	 Filing	paperwork

•	 Putting	together	Excel	
spreadsheets of potential clients

•	 Executing	social	media	strategy
•	 Performing	simple	technology	

tasks on my site or for my 
training products.

If I was going to continue running a 
viable business, I had to free myself 
of non-revenue-producing tasks that 
I could train someone else to do. In 
early January 2009 I hired an assistant. 
He could have been a virtual assistant. 
I’ve always been a big fan of virtual 

Donna Fryer
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assistants because they can perform 
many administrative tasks quickly and 
easily, leaving business development 
and core business functions to the 
business owner. But my assistant is not 
virtual; he actually resides in my town.

The major disadvantage to hiring an 
assistant on an as-needed basis is the 
time it takes to train them about your 
business or processes.  However, there 
are many benefits to hiring an assistant 
on an as-needed basis.  The most 
apparent to me include:

•	 They not only learn your 
business but can also be a 
sounding board

•	 They	typically	own	their	own	
equipment 

•	 You	pay	them	only	when	you	
need them

•	 There	are	no	payroll	taxes,	etc.	

I spent about 30 hours in January 
teaching my new assistant about my 
business; the social media tools I 
use and how to maximize them for 
marketing; how I build my prospect 
lists and contact databases and how 
to use them; and the technology 
that I use to build, record, edit, and 
upload my training programs. The 
reason I chose to work with this 
person is because he met my number 
one requirement: proficiency. He 
was also a quick learner, was recently 
unemployed, and I’ve known this 
individual for almost 20 years. It was 
definitely a win-win for us both. 

It was well worth the cost to train this 
individual because now all I have to 
do is pick up the phone and ask for a 
particular task to be done by a certain 
date. Plus, it is nice to get the assistant’s 

feedback and suggestions on processes 
and products – my canine companions 
in the office can’t really do that.

If you’ve been in business for a while 
you may find yourself burdened by 
time-consuming administrative tasks. 
Develop a strategy before you get 
overwhelmed with too many little 
tasks. Quit trying to be a specialist in 
every area, including administrative 
work, and hire proficient assistants 
to help you be successful. There are 
many members within AIIP who may 

  

Can You Use Free Publicity? 

Word Technologies Inc. can help you to become newsworthy.. 

We’ll help you to consistently market your business  
or nonprofit to your prospects on a regular basis.  

Learn how we can create and implement a custom 
marketing plan with a budget you can afford. 

 
Word Technologies Inc. ♦ info@wordtex.com  ♦ 

1.610.494.0316 
 

We create the voice of your business. 

See 
special 

dis-
counts  

for AIIP, 
AFP, 

APRA & 
STC 

members 

 

Learn strategic public relations 
tactics and actionable tips at a 
special workshop to get your PR 
campaign producing results. 

 Monday, Mar 23, 2009   8:30 a.m. to 12:30 p.m.  
Albuquerque Marriott 2101 Louisiana Blvd. NE Albuquerque, NM 87110 

 Cost for AIIP, AFP. APRA and STC members:  
• Early bird $125 by 2/15/09; $150 thereafter 

 

 Cost for all others: 
• Early bird $150 by 2/15/09; $175 thereafter  

 

Reservation deadline: Sun, Mar 15, 2009 
 

To register or for more information, visit: 
http://www.whoscoming.com/prtactics/ 

wish to assist some of the overworked 
researchers.  The greatest benefit to 
using an AIIP member is that they 
understand what it means to run your 
own business and they understand the 
needs of the end client.    n

Donna Fryer is Managing Director 
of Global Information Research 
& Retrieval, LLC, specialists in 
datamining the Web to help their clients 
stay competitive and training clients 
how to keep a competitive edge using 
the Internet.
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“Writing is easy. All you do is stare at 
a blank sheet of paper until drops of 
blood form on your forehead.” Gene 
Fowler, American journalist, author 
and dramatist.

I love this quotation because it truly 
represents the angst in every professional 
writer’s heart. If this is the hard part 
of writing, then the easy part must 
be in knowing the rules—grammar, 
punctuation and the like, right? Wrong!

There are a number of common 
punctuation mistakes I see in articles 
and other writings I read. Of course, 
being a U.S. writer, I follow the rules 
and style appropriate to my country; 
other countries may, and some do, 
have different usage. So what I label 
as a mistake for the United States 
may not be a mistake in the U.K., for 
example. 

Hyphen versus Dash
When do you use a dash and when do 
you use a hyphen? It depends on what 
you are writing about. The following 
definitions should help you to identify 
which to use when.

by Andrea C . Carrero

Word
Wise

A hyphen (-) connects words or 
syllables. As the Associated Press (AP) 
Stylebook says, “Hyphens are joiners.” 
They’re typically used to help avoid 
ambiguity. A common example is: 
“small business men.” Are the business 
men small? Or are the businesses these 
men run small? A hyphen helps clear 
up the ambiguity: small-business men.

And where hyphens are concerned, 
here’s a rule of thumb: Adverbs 
ending in “ly” are not hyphenated. For 
example: “…friendly-fire incident…” 
is incorrect. The general reasoning 
here seems to be that the “ly” already 
indicates that the adverb is modifying 
the noun.

Then there are dashes. If I had a nickel 
for each time I’ve seen a hyphen 
(usually used with spaces) trying to 
act like a dash, I’d be exceedingly rich! 
How many times have you seen:

And then there were two --  
maybe three -- people in  
attendance at the event.

There are two problems with this: 
using two hyphens instead of a dash is 

incorrect. Adding spaces around them 
just adds insult to injury. (There are 
varying schools of thought on spacing; 
more below.)

So, what are you supposed to use? 
There are two special dashes at your 
disposal: an “en” dash and an “em” 
dash.

An “en” dash, as its name implies, is 
the width of the letter “n.” Typically, 
this dash is used in ranges of numbers: 
6–10 years

An “em” dash is a punctuation mark 
that is the same width as the letter 
“m,” hence its name. This dash is 
used for parenthetical thought. If we 
use the example above, the correct 
punctuation would be:

And then there were two— 
maybe three—people in  
attendance at the event.

When it comes to using—or not 
using—spaces around dashes, there 
are various views, although the 
majority leans toward not using 
spaces. I believe the reason for this 

Common Punctuation Mistakes
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rests primarily on typography—why 
add space unnecessarily?

Of the references I’ve provided for this 
article, here’s how they break down:

•	 Strunk	and	White	indicates	the	
unspaced use of em dashes.

•	 A	Wikipedia	article	on	dashes	
points to The Chicago Manual of 
Style as a reference, indicating 
that this style guide requires no 
spaces.

•	 Words	Into	Type indicates that 
hyphens often are separated 
from words with a “thin space.”

•	 Grammar	Girl	says	not	to	use	
spaces.

•	 The	AP Stylebook says to put a 
space on both sides (except at 
the beginning of a paragraph).

Overall, I’d say the consensus is to 
leave out the spaces around dashes.

Apostrophe
Here’s another often-misused piece 
of punctuation. An apostrophe (‘) is 
used to show possession or omitted 
letters (such as in a contraction). The 
most-common mistake I see with 
apostrophes is the use of them in 
plural acronyms or initialisms. This is 
incorrect:

“Many of the employees who  
had IRA’s saved the maximum  
amount for their retirement.”

The correct way to write that is “IRAs.” 
There is nothing possessive in the 
IRAs above. And while you might 
want to make the case that there are 
omitted letters, which there are, if we 

were to use the apostrophe properly 
to indicate missing letters, we’d really 
have to write it as: “I’R’A’s.” The capital 
letters alone indicate the omission of 
other letters, making the apostrophe 
unnecessary, in this case.

By the way, an acronym is a word that 
is formed by taking the first letter of 
each word in a series of words. An 
initialism is the same thing, however 
you can pronounce the initialism 
as a word. Here are two examples, 
respectively CIA, NASA

Quotation Marks
Here’s the last punctuation lesson 
I’ll give today: quotation marks. No 
one seems to know whether to put 
punctuation inside or outside of 
these marks. In U.S. English, most 
punctuation marks go inside of 
the quotation marks. Here are the 
exceptions:

The dash ( — )  , semicolon (;), 
question mark (?) and exclamation 
point (!) go inside of the quotation 
marks when they apply to the quoted 
matter. Otherwise, they remain 
outside of the quotation marks.

“Did she say if she knew Sarah?” I 
asked.

Who wrote “Gone With the Wind”?  n

If  you have specific questions you’d 
like answered in my next “WordWise” 
Connections column, please feel free to 
email me at andrea@wordtex.com.

Andrea C. Carrero is president of 
Word	Technologies	Inc.	(WTI),	a	
firm that specializes in marketing 
communications services and 
solutions. Based in Glen Mills, PA, 

WTI		can	be	found	on	the	web	at	
www.wordtex.com.

References:
The Associated Press Stylebook, Norm 
Goldstein, Editor

The Elements of Style, by William 
Strunk Jr. and E.B. White

Wikipedia, The Free Encyclopedia

Words	Into	Type, by Marjorie E. 
Skillin and Robert Malcolm Gay

Grammar Girl, Quick and Dirty Tips 
for Better Writing: http://grammar.
quickanddirtytips.com/
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guest column

More Confessions of a Call Girl: 
overCoMinG Call reluCtanCe
Debbie barDon, Bardon On Call 

Primary research describes 
information gathered through 
interaction with other people. This 
research can be gathered through 
meetings, one-on-one interviews, focus 
groups, and surveys. Primary research 
isn’t for everyone, but is a necessary part 
of the competitive intelligence process.

in my previous article, “Confessions 
of a Call Girl…or How to Give Good 
Phone” (Competitive Intelligence 
Magazine V7/n2, March/april 2004,) 
i provided ten simple lessons for 
conducting primary research over the 
telephone (see sidebar 1).

Today i’d like to expand upon 
those tips and share some ideas about 
how to find sources to interview, 
overcome call reluctance, and develop 
instant rapport with a potential source 
so that they will agree to talk with you. 
For the purposes of this article, l’ll 
focus only on primary research that is 
conducted over the telephone.

You might ask, “Why do i even 
need primary research – can’t i find 
anything i need to know by Googling 
it?” if it’s been published somewhere, 
you can find secondary research that has 
been written about a subject. but for 
the most current information that hasn’t 
been published anywhere on a topic, 
business, product, or person, you need 
to interview someone in the know.

FINDING SOURCES – WHO CAN 
I TALK TO?

at first it might seem 
overwhelming to identify the person 
you can interview to answer your 
questions. There are many different 
ways to find sources to interview. 
Secondary research may identify 
industry experts who’ve been quoted in 

or written articles about a given subject. 
Company websites identify personnel 
such as investor relations, public 
relations, or communications people. 

online services like Hoovers.com 
may provide more detailed lists of 
company personnel. Social networking 
sites like Linkedin, Zoominfo, and 
Jigsaw are searchable by company 
and title, as well as by name. 
Monster.com can provide resumes of 
people who have worked at a target 
company. Sometimes the intelligence 
client themselves can supply a list 

of potential sources from vendor, 
distributor, or competitor lists.

CALL RELUCTANCE – “WHAT’S 
THE HARDEST THING YOU HAVE 
TO DO ALL DAY?”

My husband says the hardest thing 
i have to do all day is get out of bed! 
i admit that i don’t do hard physical 
labor. and primary research isn’t rocket 
science or brain surgery. but when i’m 
doing primary research, making that 
first call is often the hardest thing i 

Be nice to everyone you speak with on the telephone including the 
receptionist.

Conduct an in-depth reference interview with the client prior to beginning 
the telephone research.

Have a smile on your face and it will come through in your voice.

Compliment the gatekeeper to help you pass through to the primary 
source.

Flatter the source to have them open up.

Be persistent when calling potential sources.

Don’t take rejection personally.

Write out or script your self-introduction, as well as your key interview 
questions (KIQs). 

Be respectful of your prospects time, and offer to make a telephone 
appointment.

End each call by asking if you may call back if you need additional 
information. 

SIDEbAR 1: TEN LESSONS FOR CONDUCTING PRImARY 
RESEARCH

Article originally published in Competitive Intelligence Magazine, v11 n4 July-August 2008, by the Society of Competitive Intelligence Professionals www.scip.org
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with the person you’re calling can build 
rapport. Sometimes i’ll use my dog, 
Phoebe to help me get instant rapport 
– especially if her brother, Murphy is 
staying with us. i tell the source that 
they may hear some barking while we’re 
talking. i explain that i’m puppy-sitting 
my dog’s brother and that the two of 
them may start barking if anything 
moves outside my office window or if 
they see another dog outside. 

Usually the person with whom 
i’m talking will ask what kind of 
dog i have. Then i can ask them if 
they have any pets. This establishes 
immediate rapport. animals are great 
for creating that warm fuzzy feeling 
amongst strangers. if this person is the 
gatekeeper i can then ask for their help 
to reach the person i want to interview. 

You may use flattery judiciously 
to help build rapport, but you must be 
sincere. if the source is someone who 
has been quoted or written an article, 
you can say something like, “i read your 
article in the Wall Street Journal and you 
are so knowledgeable on this subject 
that i was hoping you would give me a 
few minutes of your time so i can pick 
your brain. is this a good time or would 
you prefer me to call back when it is 
more convenient?”

When i call someone to whom i’ve 
been referred, i’ll say something like, 
“So and so told me that i should talk to 
you because you’re the pro from Dover” 
or “you’re the resident expert” on this 
subject.

i really love to hear someone speak 
with a foreign accent, so if the person 
answering the telephone has an accent, 
i might say something like, “What a 
beautiful lilting voice you have. Where 
are you from originally?” Most people 
are flattered by this and immediately 
become friendlier, so they are more 
likely to open to us when i ask for their 
help.

Something as mundane as the 
weather can be used to build rapport. if 
ice storms in Cleveland are in the news 
and i’m calling someone in Cleveland, 
i’ll ask them something like, “How did 

guest column

have to do all day. i can find all kinds of 
excuses noT to pick up the telephone. 
i’ll get another cup of coffee, read my 
email, or take the dog outside for a walk 
-- anything to avoid making that first 
call. So why is it so hard to start? 

Call reluctance is an actual 
phenomenon. Salespeople making 
cold calls experience it all the time. 
Call reluctance is caused by our fears. 
according to The Book of Lists, the fear 
of public speaking ranks number one 
in the minds of the majority of people. 
Calling a stranger on the telephone is 
similar to public speaking, except it’s to 
an audience of one.

So what is it that we’re afraid of? it 
could be fear of failure that we won’t get 
the answers we need; or fear of rejection 
if the person is rude to us or turns down 
our request for an interview; or fear of 
intruding on someone’s busy schedule. 
These are just some of the causes of call 
reluctance. 

“Never put off until 
tomorrow what you can do the 
day after tomorrow.” 

Mark Twain

be well prepared before making 
that first call. This helps you overcome 
your call reluctance. Do your 
homework before picking up the 
phone. This includes completing that 
in-depth reference interview with the 
client so that you truly understand what 
questions need to be answered. it also 
includes familiarizing yourself with the 
secondary research that is available and 
learning some of the buzz words of the 
target industry. and it’s also a good idea 
to review the company website of the 
people you’re calling.

You can’t do primary research if 
you’re wearing your “cranky pants.” 
This goes back to Lessons one and 
Three in sidebar 1. So remember 
to be niCe and SMiLe. This 
sounds like something from the book 
“Everything I Need to Know I Learned in 
Kindergarten.” but if you’re genuinely 
nice to people they will usually be nice 

in return. and your smile does come 
through your voice. 

it’s still true that people in the 
Southern states tend to be friendlier 
than people on either coast. Southern 
hospitality and courtesy is not a myth, 
so if you have the choice of calling 
someone at a satellite office in the 
South, make that your first call of the 
day. it can give you the confidence to 
continue making your calls.

being well prepared also includes 
knowing what you’re going to say. How 
you introduce yourself can be the key 
in persuading someone to talk to you. 
i recently conducted some market 
research for a client who was looking to 
expand his company into a new product 
line. instead of telling my potential 
sources that i was doing a “market 
research” survey, i told them that i was 
doing a “needs assessment” of their 
industry and wanted to find out about 
their company’s needs for products and 
services to solve a specific problem. This 
made the interview more about them 
and their needs. 

With this approach i was able to 
achieve a phenomenal 42% response 
rate on a blind market research survey 
where i could not disclose the sponsor 
of the study. So really think about 
how you want to present yourself to a 
potential source to make his time with 
you worthwhile.

Building rapport -- “You 
like me – you really like me!” 

Sally Field (accepting her 
oscar for norma rae)

So, once you’ve introduced 
yourself (with a smile on your face and 
in your voice), how do you develop 
instant rapport and cause someone 
to immediately like you enough to 
consent to an interview over the phone? 
Webster’s Dictionary defines ‘rapport’ 
as “being in sync” or “in harmony in a 
relationship.” Wikipedia also includes 
“being on the same wavelength” as part 
of the definition. 

Finding some common ground 
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you get to work today? i’d be terrified to 
drive in an ice storm.” after hurricane 
Katrina, if i was speaking with someone 
from Louisiana or Mississippi, i would 
ask how they are doing and if they or 
their family was affected by Katrina.

“Mirroring” is a technique that 
can help build rapport by putting you 
in synch with the person on the other 
end of the telephone. Mirroring means 
matching the rate and volume of the 
other person’s voice. For example, if 
the source speaks very fast and loud, 
you should increase the speed and 
volume of your voice to match their 
sense of urgency. if it is someone 
who speaks very softy and slowly, you 
reduce the rate and volume of your 
own voice so that you don’t overwhelm 
them. (another mirroring technique 
is to match the other person’s rate of 
breathing, but that’s not as easy to do if 
you’re not face-to-face.)

“It is better to keep your 
mouth closed and let people 
think you are a fool than to open 
it and remove all doubt.”

Mark Twain

active listening is an important 
technique when you are doing research 
over the telephone. because the person 

talking can’t see your face or body 
language, it’s important to let them 
know that they have your undivided 
attention. active listening means 
making appropriate sounds while they 
are talking that show you are listening 
like, “ummmm” or “that’s interesting” 
or “really.” This is especially true when 
you’re interviewing someone who talks 
a mile a minute, or is very long-winded.

appearing a little inexperienced 
can sometimes be helpful too. i like 
to remind the source that i’m not an 
expert in their field. i ask them to 
explain things to me in lay terms, and 
to spell words that i’m unfamiliar with. 

also paraphrase or repeat key 
statements back, to make sure that you 
understand what they are telling you. 
This is another “mirroring” technique 
that encourages them to expand on 
their previous comments and it also 
contributes to your rapport building. 

“It’s easier to get forgiveness 
than permission.”

rear admiral Grace 
Murray Hopper

Sometimes to build rapport i’ll 
start the telephone conversation by 
apologizing. i might say something 
like, “i’m really sorry to bother you. i 

know how busy you are, but i’m hoping 
you can give me a few minutes of 
your time…” if you promise that your 
questions will only take five minutes, 
stick to that. if you really need more 
time, ask if you may call back to ask 
additional questions when the source 
has more time. once you’ve developed 
that initial rapport, they will more than 
likely offer to give you more time.

if i’m calling someone on their 
home or cellular phone number that 
i’ve gotten from a resume posted on 
monster.com, i will immediately say, 
“i hope this call isn’t an intrusion, but 
i saw your resume on monster.com 
and i’m hoping you can help me. i’m 
sorry i don’t have a job for you, but i’m 
doing some research and thought you 
might be able to provide some insights 
into company xyz.” if this person can’t 
help you, don’t forget to ask them for a 
referral to someone who might be able 
to answer your questions.

Primary research isn’t for everyone. 
You have to be curious and truly 
interested in other people. You need 
to be friendly, tenacious, brave, and 
likeable. You also need to develop the 
interviewing skills of a top journalist. 
but if you follow these simple rules, 
they will help you will find good 
sources to interview, overcome your call 
reluctance, and develop instant rapport 
with your interview sources.

Debbie Bardon is an independent 
research consultant and president of 
Bardon On Call, which she founded in 
1997. Prior to opening her own business, 
she honed her telephone skills for more 
than twenty years as a broadcast sales & 
marketing executive. Debbie has served 
on several non-profit boards of directors 
including the Association of Independent 
Information Professionals (aiip.org) and 
Stride Center (stridecenter.org.) She lives 
in the beautiful San Francisco Bay Area 
with her husband Dan, dog Phoebe, 
& cat Jessie. Debbie can be reached at 
debbie@bardononcall.com.

guest column

The author’s dog, Phoebe
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Gone are the days when due diligence, or a litigation 
background check, amounted to reviewing a resume 

and examining public records. Or even Googling! 

Today, a witness, juror, expert, or potential business partner 
is more likely to have a social networking site than a criminal 
conviction. Many painstaking attorneys would be sure to 
check for court records, but they might miss out on the 
additional benefits of this new information arena. 

The Pew Internet & American Life Project (pewinternet.org) 
reports that 66% of internet users under the age of 30 have a 
social networking profile. CareerBuilder.com found that 37% 
of employees they surveyed did too. By contrast, only 9.5% 
of potential hires have criminal convictions. (http://tinyurl.
com/LTN12TT1). 

Social networking activity can be quite revealing — a kind 
of informal resume and kitchen table chat, not tailored to a 
specific event or situation, and very likely full of unguarded 
admissions. 

Even if preparation of an internet profile isn’t your primary 
objective, regularly check these sites, particularly if you will 
be preparing a due diligence declaration. These days, judges 
know the value of a Google search and have begun to expect 
that as a standard practice in locating people. 

Here’s the scoop on the kinds of information to be gleaned 
from social networking sites. In general, people participate 
in interactive websites with their friends, co-workers, 
school and professional colleagues, as well as internet-
only acquaintances. The self-generated content, along with 
comments from other participants, provide insight into a 
person’s values, activities, biases, and self-image. Most people 
mention past education and employers, as well as other 

Me, Myself & I
By Tamara Thompson

people in their network, interest organizations and leisure 
activities. A breezy reflection on a summer vacation spot may 
point to a place to search for state and county court records. 

I’ve used online networks to cull various types of 
information, including: 

Developing personal information on a witness’ marital status, 
education, and significant life events. 

Piecing together the background on an adoptee from Google 
Groups, genealogy sites, adoption discussion websites, and 
blog comments — that helped a birth mother prepare to 
contact her son. The profile I put together showed that the son 
knew he was adopted and that his adoptive mother had died. 

Finding where and when an insurance claimant had moved by 
turning up relevant comments on her son’s social networking 
blog, and following that over time to track family events. 

Reviewing captions in photographs to identify family, former 
lovers, employment, assets, accidents, injuries and illnesses. 

The most popular internet social networking forums in the 
United States are MySpace (www.myspace.com), which 
has more than 70% of market share, and Facebook (www.
facebook.com), which is growing in usage, particularly 
among adults. (http://tinyurl.com/LTNTT2). 

Students and recent college graduates often have accounts on 
Facebook. Increasingly, people over the age of 30 are creating 
profiles and are active on MySpace, which is too often mistaken 
as a forum just for teenagers. Entrepreneurs and professionals 
are building informal resumes, posting or responding to topical 
questions related to interests and specialties. 

LinkedIn (www.linkedin.com) is another active site, used by 
a wide variety of professionals. 
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People who host one site tend to have a presence on others, 
and those with sites are likely to comment on other people’s 
sites. There, they often reveal more — in words and images 
— than they would at their own site, where they may present 
a more carefully considered or better groomed profile. 

Here are a few more examples from recent cases: 

Carrying out an internet background screening on a loan 
applicant who had a music entertainment business, I discovered 
a Craigslist (www.craigslist.org) job board request for strippers. 

A MySpace search by e-mail address pointed to a user whose 
profile had a privacy block and didn’t identify her. But I 
found her e-mail address in the comments section of another 
MySpace user’s website, revealing her identity and the 
connection between the two. 

By joining a Facebook community, which can be a region, 
school, or interest group, I was able to identify an insurance 
claimant’s place of work, his work schedule, current activities, 
and relationship status, as well as the names of his relatives 
and friends. 

Researching a plaintiff in a workplace claim, I located 
photographs and captions on a public MySpace page that told 
the individual’s life story, including serious injuries and law 
enforcement conflicts. 

BETTER SEARCH TECHNIQUES
Examining a personal profile at a social networking site can 
take an investigation further than just a general search engine. 
Advanced searches at Google, Yahoo, or Live can certainly 
help generate search results, but not all websites or web pages 
are indexed or can be searched from a general search engine.

To improve your results, familiarize yourself with the search 
mechanisms and types of personal information at each social 
media site. According to the authors of Personal Information 
of Adolescents on the Internet: A quantitative content 
analysis of MySpace, only 8.8% of MySpace users revealed 
both a first and last name, 57% included a picture, and 27.8% 
listed their school. Other studies have noted that more 
than 90% of MySpace posters included their hometowns. 
Formulate a search query with these facts in mind. 

It’s a different situation searching on Facebook. Most 

Facebook profiles read like resumes, with full names, schools, 
and work history, but fewer profiles are public. Profiles set 
to “private” show only a first and last name and the names of 
the individual’s networks, which could be schools, regions, or 
current employment. An investigator would have to register 
and then join a “network” to view full profiles. 

Interactive social media aren’t restricted to MySpace and 
Facebook. To branch out beyond them to the hundreds of 
niche online communities, search across various blogs and 
social networking and bookmarking sites at yoName (www.
yoname.com) and Spock (www.spock.com). 

Before beginning, do some advance fact gathering: 

Ask prospective jurors the names of the social networking 
sites they use, and under what usernames. Provide a list of 
sites, because people can be forgetful or have different user 
names at each site. 

Collect a potential business partner’s former and current 
e-mail addresses, cell phone numbers, user names and cities 
of residence. 

Identify personal information on an opposing party, 
including children’s names, professional organizations, 
avocations, religious affiliation, and schools attended. 

Overall, people seem to be driven to talk about themselves 
and to register their views on current events. Internet 
participants are shouting out in many online town squares. 
Interactive websites where you might find declarations and 
admissions include the comments section of newspapers, 
where readers respond to specific stories. 

Follow the comments over time through the site’s RSS 
mechanism, a page monitoring utility (www.watchthatpage.
com) or through Google Alerts (www.google.com/alerts). 

For all the free flow of information, there are privacy 
restrictions that site creators can place on access, and these 
restrictions do complicate this type of passive information 
gathering. The recent addition of more nuanced privacy 
features gives the site registrants greater control over whether 
or not a particular site is open to the public and which people 
in their address books can visit their profile. 

Social networking sites set to “private” usually provide few 
details. The only way to legitimately get full site access is to 
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ask the site creator for permission — or to get a subpoena. 

Remember, after you find the site that seals your case, don’t 
just save the link. You must capture the web page to preserve 
it, because overnight your subject’s public page may be reset to 
“private” or the relevant images and comments could be deleted. 

Also print the web pages from your browser, with the date 
and URL in the header/footer. Of course, people do lie in 
their online profiles, but that just opens another area of 
inquiry, right?    n

Tamara	Thompson	is	principal	of	Tamara	Thompson	
Investigations, based in Oakland, Calif.  
E-mail: tamara@tamarathompsoninvestigations.com.
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Zeev Greenberg 
Ask Zeev: Human Search Engine 
(http://www.askzeev.info)
Zeev Greenberg is a human search 
engine located in Kiryat Ono, a city in 
the Tel Aviv District of Israel. Greenberg 
has been providing businesses and 
individuals with information since 2003. 
He decided to become an information 
professional for several reasons: his 55 
years of curiosity and thirst for research 
give him a wide knowledge on many 
topics; the profession allows him to give, 
and the act of giving encourages him 
to be more creative and active; and the 
opportunity allows him to combine his 
oral and written communication skills 
with his research skills.

Greenberg considers himself a 
generalist and works with an 
assortment of clients from a variety 
of fields. Some research projects 
Greenberg has worked on include:

•	 Martial	arts	market	in	EU	&	USA

•	 Heavy	fuel	engine	(HFO)	
generators 

•	 Plastic	pipe	welding	machines	
market

Zeev Greenberg

•	 Jewelry	dealers	insurance	in	the	
US - loss prevention issues

•	 Gastrointestinal	endoscopy	
systems and instruments market

•	 Kosher	food	market	in	the	U.S.	
east coast.

The majority of Greenberg’s clients 
are in Israel; he has also worked 
with clients outside the country. 
Greenberg appreciates knowing that 
his research helps his clients to make 
better decisions. A testament to his 
good work, many of his clients come 
to him via word-of-mouth; others 
from meetings or via the telephone. 
Most of his projects are short-term 
and he doesn’t have any employees, 
though in some cases he has hired 
subcontractors. Greenberg joined AIIP 
upon the recommendation of fellow 
member Mary Ellen Bates – whom he 
met when she was lecturing in Israel.

A typical day for Greenberg involves 
reading the mail, jokes, and news. He 
also reviews hard-to-find questions 
from the days before and gives them 
another try using other search strings 
or calling a colleague to brainstorm. 

Member Spotlight: Zeev Greenberg
by Jan Davis

He prefers to print the search results to 
read them comfortably and mark the 
important items. Greenberg also enjoys 
riding his bike or walking for an hour. 
He balances his life with volunteerism, 
travel, and attending lectures.  The 
article’s photo was taken of Greenberg 
during his visit to the South Pole. 

When asked what he likes the least 
and most about being an information 
professional, Greenberg replied:  “The 
most satisfying aspect of my work is 
finding exactly what I was asked in a 
reliable source. The hardest side of this 
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Conference Hotel Rate 
Announcement

The Albuquerque Marriott has lowered the guest room rate 
during the 23rd Annual AIIP Conference (aiip.org/conference) to 
$129/night (originally, the rate was $150/night). Take advantage 
of this extra savings and book your room (http://aiip.org/
ConferenceLodging) for the conference now!

 AIIPers should use the group code “AIIAIIA” in order to get 
the AIIP rate. Those who have already booked a room will 
automatically receive the new rate.

job is the people who do not respect 
the time and skills of an information 
broker.” His business goal for the next 
five years: “To grow and expand and 
become better known in the market.”

Greenberg is an expert at finding 
information on a wide range of topics. 
Two helpful search techniques he’d like 
to share with fellow members are:

1. When you look for information 
on the open internet [not on any 
database], try to imagine what an 
answer will look like, what words 
it will contain. Then create your 
search string using those words.

2. In case you do not have any idea 
what the answer will look like, 
try first putting your words in 
Google/Yahoo image search!     n

Jan	Davis	is	President	of	JT	Research	
LLC, located in Portland, Oregon. Zeev Greenberg’s website
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The Business Valuation Internet 
Research Guide. Jan Davis. 2008. 
Lulu.com.

By Marge King, InfoRich Group, Inc.

I wrote to the Connections editor 
several times asking for permission 
to review this book. To say that the 
editor was reluctant to give her assent 
is like saying that an elephant is small 
in stature. Why was she so reluctant? 
Well, it’s because she is also the 
author of The Business Valuation 
Internet Research Guide. My 
persistence, however, paid off and I 
believe this book is a must-have for 
anyone doing business, economic, or 
executive research.

Book Reviews
Business Valuation is a concise guide 
covering fourteen topics, including: 
Developing a Search Strategy; Searching 
for Comparable Acquisitions; Searching 
for Benchmarking Data; Searching for 
Regional Economic Data; Searching 
for Compensation Data; Searching for 
People and Public Records; and much 
more. The format of the book makes 
it a quick read and a fantastic resource 
for information professionals—each 
chapter contains websites and pricing for 
information products along with notes 
from the author (“Jan’s Notes”).  The 
real value of this publication, the notes 
provide a wealth of information and the 
insight that the author has gleaned from 
her nearly 20 years as an information 
professional. In many cases, “Jan’s Notes” 
will save you time, help you determine 
the correct information product for your 
project, or provide insight into searching 
massive government sites.

For my work, compensation 
data is often a difficult and time-
consuming area to research especially 
if the executive is employed by a 
privately held company. Often, even 
compensation estimates are difficult 
to provide. Jan provided a resource in 
her book that I had not already known 
about that will enable me to solve this 

problem. With this new resource, I look 
forward to providing my clients with an 
even higher quality of data in the future.

Whether you are new to business 
research or you are a seasoned 
professional, at a cost of $29.95 US 
(or $20 US for instant download from 
Jan’s website www.jtresearch.com), 
this book will make a great addition to 
your resource shelf.

T T T

The Quick Guide to Small Business 
Budgeting, 2nd ed. Julie Mucha-
Aydlott. 2007. San Diego: San Diego 
Business Accounting Solutions.

Reviewed by Ruth M. Shipley 

If you have started a small, home-
based business and can’t afford to buy 
expensive accounting software or hire an 
accountant, The Quick Guide to Small 
Business Budgeting is written with you in 
mind. You don’t need to know anything 
about accounting, how to use a calculator 
or even how to add or subtract. All you 
need is a personal computer, Microsoft’s 
Excel or Works, and this book.

In just 200 pages, the author shows 
you in great detail how to create a 
personal budget, a business budget, 
a monthly cash flow projection, a 
weekly cash flow projection, a work-
in-progress (WIP) report, a personal 
financial statement and an estimate of 
your tax liabilities. Both Microsoft’s 
Excel and Works software can be used.

The Excel templates needed to prepare 
these documents are included on a CD 
in the back of the book. The templates 
hold the necessary formulas, headers 
and types of income and expenses.  
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Already-provided categories can be 
edited.  Simply plug in your numbers. 
Many pages contain screen shots of parts 
of the templates so you can follow the 
text fairly easily. Open the templates on 
the CD and use them as you read along.

Also included are a chapter of 

common business mistakes, and a 
troubleshooting chapter that tells you 
what to do if you accidentally erase a 
formula by typing into a cell that already 
contains a formula. The template cells 
that hold a calculated value are shaded 
light blue.  Don’t type into a blue-
shaded cell and you’ll be fine.

The WIP report is useful to those who 
charge by the project and need to follow 
a given budget.  The detailed report 
shows every vendor that you have to 
pay, including subcontractors. The 
approved budget is entered at the top of 
the spreadsheet. As paid-bill amounts 
are entered, the WIP report shows the 
budget balance. With this feature, you 
can easily monitor budget status.

The personal financial statement (think: 
mortgage application) is the book’s piece 
de resistance.  Enter all of your specific 
assets and liabilities in detail in specific 

areas at the bottom of the spreadsheet, 
and the sums are automatically 
calculated and displayed at the top of the 
form under the major types of assets and 
liabilities. The spreadsheet shows your 
net worth on any given day and also 
calculates your debt-to-income ratio. If 
you pay off a debt or buy another asset, 
these figures are automatically updated. 
It could take hours to enter all the 
details, but once it’s done, you will never 
have to do it again.

The book’s author, Mucha-Aydlott, 
uses CFE after her name, and, in 
her book, identifies herself as an 
accountant. She has been operating 
her business since 1994.

The Quick Guide to Small Business 
Budgeting is recommended to sole 
proprietors who want to keep their 
bookkeeping as simple as possible and 
still be in control of their financial affairs. 

One of AIIP’s member benefits is its free webinars. We announce 
upcoming webinars on AIIP-L, or you can also go to the webinars 
page (aiip.org/Webinars) to see what’s on the schedule and to 
register for a webinar. An archive of past webinars is at aiip.org/
WebinarArchive. Don’t miss this opportunity to tap into the 
expertise of AIIP’s members.  n

Professional 
Development for IIPs

Free 
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James Surowiecki, the recipient 
of AIIP ’s Roger Summit Award 

for 2008, shared his ideas with AIIP 
members in a wide-ranging talk at last 
year’s conference in Pittsburgh.  He is 
a writer for The New Yorker magazine 
and author of the best-selling book, 
The Wisdom of Crowds (New York: 
Random House, 2004). 

Eugenics proponent and notorious 
elitist Sir Francis Galton had his ox 
gored around 1906 when the collective 
judgment of a crowd of English fair-
goers outperformed his expectations in 
predicting the dressed weight of a prize 
ox. The average of the crowd’s guesses 
was 1,197 pounds -- almost precisely 
the actual weight of 1,198 pounds.

This was not a mere coincidence. As 
the example shows, groups of people 
can be very intelligent -- under the 
right conditions. This raises the 
question of how to create the “right” 
conditions when gathering and 
distilling input to support business or 
personal strategic decisions. 

Collective wisdom is useful for 
problem solving, making decisions, 
and even forecasting the future. It 
succeeds by bringing together the 
perspectives of both experts and 
non-experts. As problems grow in 
complexity, group wisdom gets better. 

2008 AIIP Conference
Tapping the Wisdom of Crowds

By definition a group is smarter 
than its smartest member – while its 
individual members can know a great 
deal, collectively the group knows all, 
or at least more.

More examples are everywhere 
in today’s world. Horse betting is 
an extremely accurate predictive 
machine, though the grounds for 
betting decisions vary from arcane 
knowledge to sheer impulse. A 
prediction market at the University 
of Iowa business school has 
outperformed every poll on the 
outcome of presidential elections. 
Suroweicki named many other systems 
where bettors on popular, business, 
and political topics out-predict the 
professional analysts, and he identified 
some businesses that use a betting 
model for collective decision-making. 

The social web also thrives on this 
principle. We see applications in Google’s 
page popularity ranking and the use of 
tagging in applications such as Digg. 

In a business setting, people need 
to gain a benefit in trade for their 
information, or they have no incentive 
to share it. People are only too aware 
that giving information away openly 
may mean losing power or approval 
or the potential to share it strategically 
for “suck-up points.” A crowd-sharing 

system can surface that knowledge. 
One of the first hurdles is getting 
past everyone’s biases against group 
efforts and especially meetings. (As 
Suroweicki noted, “Don’t we all feel 
dumber 15 minutes into a meeting?”)

How then to proceed? To extract 
wisdom from your crowd, you’ll first 
need a tool to aggregate the collective 
judgment. 

Second, you’ll need to ensure that your 
crowd is diverse, not homogeneous. 
Diversity gives access to more 
knowledge and a greater variety in 
cognitive approaches because of 
different demographics, professional 
backgrounds, and preferred tools. 
Members of a diverse group are 
less likely to all make the same type 
of mistake, and diversity reduces 

James Surowiecki
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the chances of groupthink. In fact, enforcing diversity by 
assigning someone the role of devil’s advocate makes groups 
smarter -- as long as this role shifts from one wisdom 
extraction session to another. If one person always provides 
the cautionary or naysayer voice, they’ll be ignored. It’s also 
important to recognize that disagreement in a team is a 
virtue, not a vice, and the best decisions emerge from conflict, 
not consensus. The group and its leaders must be willing to 
have disagreements while being unified by a shared goal, to 
trust the process, and to avoid labeling dissenters as not being 
behind the team. 

The third necessary characteristic of an intelligent group is 
independence of thought among its members. But in times 
of uncertainty, people tend to herd together. Experiments 
show the effects of group influence. If members of a group 
insist that they see a particular thing, this can influence a 
test subject’s brain to perceive it, too — but if just one other 
member dissents from the group, the subject will trust his or 
her own observation. 

Links:
Iowa Electronics Markets - 
http://www.biz.uiowa.edu/iem/

InTrade Prediction Market - http://www.intrade.com/

Brainjuicer – http://www.brainjuicer.com

Group facilitators can prevent independence from being 
undermined in several ways. One way is to watch out for 
talkative people, who may deter others from offering their 
views and drive the direction of the conversation. Another 
is to pursue input from everyone — don’t assume people 
will make their knowledge known, because some will need 
to be coaxed to contribute. Be sure that organization leaders 
do not exert too much influence, and do not punish dissent. 
Providing a system that supports simultaneous input or 
response can be important, whether online or on paper, 
and it can also work to follow an open discussion with an 
anonymous vote. 

By involving the crowd, you don’t have to find the people 
with knowledge – you increase the odds that the knowledge 
will emerge.

Surowiecki shared one final example involving a U.S. submarine 
lost in the North Atlantic. A team of mathematicians, submarine 
specialists, and salvage workers developed scenarios based on 
the ship’s course at its last transmission. Team members then 
bet on the probability of outcomes on several different variables, 
such as speed, direction, and angle of descent. The predictions 
were factored together, and the craft was later located – 220 
yards from the spot predicted through the team process. And 
that, said Surowiecki, illustrates the real promise of the wisdom 
of crowds.   n

Presenter: James Surowiecki

Connie Clem is the principal of Clem Information Strategies, 
making the information connection through research 
and editorial services on behalf of clients concerned with 
government and public policy. 



AIIP Connections is the official newsletter for members of the Association of Independent Information Professionals

28  January / March 2009 © 2009 Association of Independent Information Professionals

The conference session opened 
with Barbara Fullerton providing 

an overview of social networks.  She 
gave in-depth, real-world insight into 
how she has uses her preferred social 
network, LinkedIn. While Fullerton 
originally thought of social networks 
as “like groups” such as Friendster 
or ZoomIn, she increasingly uses 
LinkedIn’s social network to find out 
what’s going on in industries and other 
countries and for reconnecting with 

2008 AIIP Conference

Social Networking Tools & Techniques  
for Remote Collaboration & CI

personal acquaintances she’s lost touch 
with.  

Fullerton uses LinkedIn’s invitations 
to join other people’s networks as an 
opportunity to call and network with 
colleagues.  She highly recommends 
paying the additional fee LinkedIn 
charges to network and participate in 
discussion groups.

Fullerton said that she learned from 
an article in Online magazine that the 

best way to use social networks is to 
get good at one thing and then donate 
time to leveraging the value of it.  
Fullerton says she uses Facebook but 
prefers to focus on LinkedIn primarily 
because of time constraints.  She also 
discussed Twitter - a site that is used 
by people who want others to know 
what they are doing 24/7.  Twitter also 
has the advantage of enabling the user 
to provide different views for different 
people.   Fullerton said she knew 
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of some librarians who use Twitter for things like sharing 
information about a good resource. Twitter was also seen as 
potentially useful for conferences.  

Samuel Fee next presented on RSS.  Fee described RSS as 
being like a clearinghouse for blogs and websites, so that a 
user doesn’t get overwhelmed with the typical broadcasting 
delivery method. Fee personally started using RSS when his 
own list of financial websites got to be too big.  Fee sees RSS 
as a being “like a Tivo for websites.”  Fee also compared RSS 
to Netflix except that rather than the information coming to 
your U.S. Postal mail box, it comes to your computer’s inbox.  

One RSS feature Fee likes is that an RSS Reader can be set to 
pick up the changes to a blog.  RSS Readers come in many 
permutations, depending on the features ones likes to use.  

Fee prefers Google Reader because it is simple to use.  Fee 
noted a challenge regarding RSS:  some sites don’t provide 
RSS feeds.

Arthur Weiss next provided a real world case study in how he 
has worked with LinkedIn to locate information on multiple 
layers of managers within a complex business unit structure of 
a large brand manufacturing organization.  Weiss said that by 
putting into LinkedIn the names of all the company contacts 
he uncovered, he was been able to determine who worked for 
whom within an organization and ultimately gain competitive 
insight into the company’s current and future product 
marketing plans. 

Weiss also gave an overview of how he has used numerous 
systems (Skype, Xing, Asmallworld, ZoomInfo, Google.docs), 
and instant messaging to collaborate internationally and 
ultimately gain information that enabled a client to win a big 
project that he wouldn’t have won without Weiss’s information 
and recommendations.  

Overall, Weiss sees social networks as being valuable 
search tools that are useful for locating people for both 
recruiting and marketing purposes.  Weiss also stressed 
the ethical importance of being open and honest and not 
misrepresenting oneself when doing CI via social networks.   
n

Presenters: Arthur Weiss, Aware; Samuel B. Fee, Washingon & 
Jefferson College; Barbara Fullerton, 10K Wizard

Reported by Ellen Corley, ResearchWorks

AIIP would like to acknowledge the following 
corporate sponsors for their generous 

support of the 2008 Conference:

Gold Sponsors

10K Wizard

Dow Jones

Silver Sponsor

Thomson Scientific

Bronze Sponsor

CambridgeSoft
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Wednesday, March 25

Registration: 1 - 5 p.m. Foyer 8:30 a.m. – 5 p.m. •	Pre-Conference Workshops

Thursday, March 26

Registration: All day. Foyer 8 a.m. – 5 p.m.

9 a.m. – 2 p.m.

2 – 8:30 p.m.

2:15 – 3:45 p.m.

4:15 – 6:15 p.m.

4:15 – 5:15 p.m.

5 – 6:30 p.m.

6:30 – 8:30 p.m.

•	 Board Meeting  . . . . . . . . . . . . . . . . . . . . . . . Santa Fe

•	 Vendor Training  . . . . . . . . . . . . . . . . . . . . Salons A-D

•	 Exhibits Open to Attendees .  .  .  .  .  .  .  .  .  .  .  .  .  Sandia/Pecos

•	 Open Board Meeting. . . . . . . . . . . . . . . . . . . . Santa Fe

•	 First Timers/New Members Session  .  .  .  .  .  .  .  .  .  .  . Carlsbad

•	 2008 First-Timers Reunion  .  .  .  .  .  .  .  .  .Garduños Restaurant

•	 Poster Session Opens  . . . . . . . . . . . . . . . . . . . Salon A

•	 Opening Reception. . . . . . . . . . . . . . . . . . Sandia/Pecos

Friday, March 27

Exhibits Open: All day. 

Sandia / Pecos

Registration: All day. Foyer

7:45 – 8:30 a.m.

8:30 – 10:30 a.m.

10:30 – 10:45 a.m.

10:45 a.m. to 12 p.m.

12 – 12:15 p.m.

12:15 – 1:15 p.m.

1:15 – 1:30 p.m.

1:30 – 2:30 p.m.

2:30 – 2:45 p.m.

2:45 – 4 p.m.

4:15 – 5 p.m.

•	Continental Breakfast  . . . . . . . . . . . . . . . . Sandia/Pecos

•	Introductions & Awards .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Salon E

•	Coffee Break  . . . . . . . . . . . . . . . . . . . . . Sandia/Pecos

•	General Session 1: Ulla de Stricker, “So what  
 do you do, exactly?”  Tips on Branding for  
 Information Professionals . . . . . . . . . . . . . . . . . .Salon E

•	Break

•	Networking Lunch .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Salon E

•	Break

•	General Session 2: Mary Ellen Bates, When  
 You See a Fork in the Road, Take It:  
 Recognizing and Making Strategic  
 Changes in Your Business .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Salon E

•	Break

•	General Session 3: Char Kinder,  
 The EQ Advantage  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Salon E

•		Last	Look	at	Exhibits . . . . . . . . . . . . . . . . . Sandia/Pecos

Continued on next page



Friday, March 27 (continued)

Exhibits Open: All day. 

Sandia / Pecos

Registration: All day. Foyer

4:30 – 5:10 p.m.

5 – 6:30 p.m.

6 p.m. - ?

•		Yoga	Session	with	Betty	Story . . . . . . . . . . . . . . . SalonAB

•		Tips	Sessions  . . . . . . . . . . . . . . Patio/poolside or Salon E

•		Dinner	On	Your	Own

Saturday, March 28

Registration: All day. Foyer 7:30 – 8:30 a.m.

8 – 9:15 a.m.

9:15 – 9:30 a.m.

9:30 – 10:30 a.m.

10:30 -10:45 a.m.

10:45 a.m. – 12 p.m.

12 – 12:30 p.m.

12:30 – 1:45 p.m.

1:45 – 2 p.m.

2 – 3:15 p.m.

3:15 – 3:45 p.m.

3:45 – 5 p.m.

5 – 6:15 p.m.

6:15 p.m.

6:30 – 10 p.m.

•	 Continental	Breakfast .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  Salon E 

•	 World	Café  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  Salon E

•	 Break  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Foyer

•	 Concurrent	Session	1:	Cynthia	Hetherington,	 
Protecting You and Your Company Online . . . . . . . . Salon AB

•	 Concurrent	Session	2:	Char	Kinder,	 
Transitions: The Journey to the Independent  
Information Entrepreneur  . . . . . . . . . . . . . . . . . Salon CD

•	 Break  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Foyer

•	 Stephen	Abrams,	Roger	Summit	Award	 
Lecture: Will All InfoPros be Private Practice? . . . . . . . Salon E

•	 Attendees	pick	up	lunch/voting	cards .  .  .  .  .  .  .  .  .  .  .  .  Salon E

•	 Business	Meeting/Lunch  . . . . . . . . . . . . . . . . . . . Salon E

•	 Break

•	 	Doug	Fine,	Keynote	Lecture  . . . . . . . . . . . . . . . .Salon E

•	 	Break/Doug	Fine	Book	Signing

•	 	Concurrent	Session	3:	Amelia	Kassel,	 
U.S. Private Company Research:   
More Sources and Search Strategies  
Than You Think  . . . . . . . . . . . . . . . . . . . . . .Salon AB

•	 Concurrent	Session	4:	Martin	Goffman	 
and Ron Kaminecki, Patents 101:  
A Basic Introduction to the World of  
Patent Searching for Non-Patent Searchers .  .  .  .  .  .  Salon CD

•	 Free	Time

•	 Depart	for	Gala

•	 Gala  . . . . . . . . . . . . . . . . Indian Pueblo Cultural Center
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   Stephen Abrams 
Vice President of Innovation, SirsiDynix 
 

Biography 
Stephen Abram is a recovering 
librarian, having received his MLS in 
1980.  He is entering a 12-step 
program as an association junkie.  
He is currently international 
President of SLA, but he has 
endured the presidencies of his local, 
provincial, and national associations.  

He is Vice President of Innovation for SirsiDynix and Chief 
Strategist for the SirsiDynix Institute, where he swims 
upstream continually to try to discover the future for all 
types of libraries and their vendors.  Stephen was listed by 
Library Journal as one of the top 50 people influencing the 
future of libraries and has received numerous honours. He 
holds audiences hostage for about 150 speeches a year.  
He writes all or parts of 5 books a year, posts thousands of 
blog postings, and writes about 36 articles a year.  He is 
nuts and doesn't sleep.  His columns appear in Information 
Outlook and Multimedia and Internet @ Schools, and 
SirsiDynix OneSource, and he is the author of ALA 
Editions 2007 bestseller, Out Front with Stephen Abram.  
His blog is the Stephen's Lighthouse 
(stephenslighthouse.sirsidynix.com).  He has two children 
in university and is therefore quite broke.  He spent a week 
in Paris on holiday this past August apologizing to his wife. 
 

Roger Summit Award Lecture: Will All Info Pros Be 
Private Practice? 
Saturday, March 28, 10:45 a.m. 
It's a burgeoning information and knowledge economy.  
During those "other" economies -- industry-driven or 
finance-driven—we saw the emergence of a cadre of 
professionals who, in private practice, drove the growth 
and development of the emergence of a new world.  
These were engineers, lawyers, accountants, MBA's and 
others who practiced their skills to drive value creation.  Is 
the independent information professional sector ready for 
huge growth in this new economy?  Are there weak 

signals from the future that show that this is already 
happening?  Where would we look for success?  Is the 
real opportunity for the best info pros in private practice?  
Can they drive innovation and growth? 

 

Mary Ellen Bates 
Bates Information Services Inc. 
 

Biography 
Mary Ellen Bates founded 
Bates Information Services in 
1991, and provides business 
research to business 
professionals, and coaching 
services for new and long-time 

info-entrepreneurs.  She is a two-time past president of 
AIIP and currently chairs the Webinar Committee.  She 
blogs at LibrarianOfFortune.com, and other fascinating 
background info is at BatesInfo.com. 
 

Plenary Session 2. When You See a Fork in the Road, 
Take It: Recognizing and Making Strategic Changes 
in Your Business 
Friday, March 27, 1:30 p.m. 
You’ve been in business for several years, and you’re 
feeling good about things. In a moment of introspection, 
you realize that your business will be much stronger if 
you: 
 
• productize your most profitable service 
• take on projects that require coordination with 

multiple subcontractors 
• hire a part- or full-time employee 
• divest a sector of your client base in order to focus 

on a more profitable sector 
• etc. 

 
Mary Ellen Bates will provide case studies and analyses of 
significant changes made by several independent IPs and 
will offer her thoughts on recognizing and making strategic 
changes in your business.

Speaker Bios and Session Descriptions: 
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   Ulla de Stricker 
President, de Stricker Associates 
 

Biography 
Ulla de Stricker brings over 30 years 
of experience to bear on her 
consulting practice, focusing  on 
strategic planning for information 
services and knowledge management 
activities. Prior to establishing her 
business in 1992, she held senior 

positions in the information industry. A popular speaker 
and writer, Ulla is well known for her contributions to the 
information profession.  
 

Plenary Session 1. "So What Do You Do and Why Do 
I Need You, Exactly?" Tips on Branding for 
Information Professionals 
Friday, March 27, 10:45 a.m. 
Unlike accountants or veterinarians whose services are 
universally understood, we information professionals are 
up against a formidable challenge in that our "product" is 
difficult to describe in such a way that potential clients or 
referrers quickly grasp the essence of what we offer.  
Ulla suggests ways to gather food for thought as we go 
about creating the tangible expressions of what we are 
and what we do, starting with insight into the perceptions 
our clients first had and now have of us and focusing on 
creating a vivid impression of the benefits we provide. 

 

Doug Fine  
Independent Journalist and Author 
 

Biography 
As a young freelancer, Doug 
Fine reported for the 
Washington Post, Salon, U.S. 
News and World Report, 
Sierra, Wired, Outside and 
other venues from little-visited 

jungle war zones like Burma, Rwanda, Laos, Guatemala 
and Tajikistan.  He became a world-class adventure 
writer and investigative journalist, writing culturally 
insightful and funny dispatches.  During  

this time, his 20s, Fine recognized that he felt most alive 
while living and loving in wild ecosystems.  Following this 
impulse in contradiction to all the suburban values with 
which he was raised (which can be summarized as, “if 
you’re not going to be a doctor, you can at least be a 
lawyer”), he moved to extreme rural Alaska to see if a 
former suburbanite could survive away from Costco. 
Happiness and self-awareness were the goals.  This 
resulted in his award-nominated first book, Not Really An 
Alaskan Mountain Man, a book that is now in its third 
printing.  Realizing that living in sync with his ecosystem 
is indeed where his own inspiration and personal 
happiness resides, in 2005 at age 35, he moved to an 
obscure valley in Southern New Mexico to write 
Farewell, My Subaru, about the effort to live off fossil 
fuels and find his own salvation in the process.  From 
solar panels to goat husbandry to driving a veggie oil 
truck, Fine is exploring whether an American can live a 
green life without becoming overwhelmed by 
electrocution or contradiction.  That book was published 
by Random House in March of Gregorian 2008.  Fine is 
a regular contributor of adventure and investigative 
features to National Public Radio.  He won more than a 
dozen press club awards while serving as news director 
at member station KHNS in rural Alaska. 
 

Following his talk, Fine will sign copies of Farewell, My 
Subaru ($22, cash or check).  
 

Keynote Address: Personal and Team 
Empowerment—Reaching Beyond Expectations and 
Achieving Success Outside of Pre-Conceived 
Models 
Saturday, March 28, 2 p.m. 
In this talk, Fine will use his many near-death 
experiences with polar bears, coyotes, and freezing 
temperatures to encourage attendees to imagine 
breaking out of their routines to live a more adventurous 
and productive life.  Not everyone has to move to the 
wilderness in order to find personal or professional 
fulfillment, but Fine encourages people to be open to 
what their wildest dreams are telling them.  In a down-to-
earth style, Fine will give valuable—though humorous 
and self-deprecating—advice to attendees about living 
the best life possible “outside the box.”  Fine says, “If I 
can do it, so can you!” 

Speaker Bios and Session Descriptions: 
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   Martin Goffman 
Martin Goffman Associates 
 

Biography 
Martin Goffman has been the 
owner and principal con-sultant 
of Martin Goffman Associates 
(goffman.com), a privately held 
research, development, and 
consulting organization, since 
1985.  His company has a 

consulting base ranging from extremely large 
multinational corporations featured in the Fortune 
Magazine Top 10 to mid-sized corporations in the 
Fortune 500.  His firm also consults with many of the top 
intellectual property firms in the country.  The company 
has won NSF, DOD and NIH research awards.  In 2006, 
Martin Goffman founded the SequenceBase Corporation 
(sequencebase.com), the organization that produces the 
USPTO Genetic Sequence Database, USGENE®.  
USGENE® is currently hosted on STN and is also 
available on a subscription basis. The database is the 
leader in providing patent sequence information to the 
biotechnology, legal, pharmaceutical, scientific, technical 
and academic bioinformatics communities.  He is also a 
co-founder and CEO of StockPricePredictor.com, LLC 
(patentvaluepredictor.com), a web based patent 
valuation service. 
 

Concurrent Session B: Patents 101: A Basic 
Introduction to the World of Patent Searching for 
Non-Patent Searchers 
Saturday, March 28, 3:45 p.m. 
This presentation aims to provide a VERY BASIC 
introduction to the world of patent searching for those 
information professionals considering venturing into 
providing basic patent searches for their clients.  This 
seminar is not designed for those individuals already 
knowledgeable in this area or those desiring to improve 
their search skills in this topic.  We will provide a brief 
introduction into what a patent is, what rights does it 
confer, what kinds of clients ask for this type of search, 
and the various types of patent searches performed.  We 
will also discuss the technical skills and background 
generally necessary for patent searching, free and fee 
based patent databases available, and some of the 

additional literature and reference sources needed for a 
comprehensive search.  Examples of several typical 
queries and suggested search strategies will be 
presented for discussion if time permits. 

 

Cynthia Hetherington 
Principal, Hetherington Group 
 

Biography 
Cynthia Hetherington, MLS, MSM, LPI, 
applies her expertise in library science, 
investigations and information systems to 
provide clients with strategic insight into 
research and complex investigations.  
During her career, she has assisted a 
vast number of clients with Internet 
investigations related to employee theft 
and intellectual property loss.  Cynthia 

has also applied her research skills while conducting 
online and database research to uncover well-hidden 
relations between fraudulent associates, their assets and 
secrets.  She has experience overseeing international 
investigations for Fortune 500 companies and other 
organizations in the Middle East, Europe and Asia.  
Cynthia has published The Manual to Online Public 
Records (2008) and Business Background Investigations 
(2007), and is the publisher of Data2know.com: Internet & 
Online Intelligence Newsletter. 
 

Concurrent Session A: Protecting You and Your 
Company Online 
Saturday, March 28, 9:30 a.m. 
Historically, home safety involved locking your doors, 
making sure the gas was turned off, and alerting the 
neighbors when you were leaving for vacation.  While all 
these practices are still just as important, regretfully we are 
still under-securing our home computers and leaving our-
selves wide open to threats in the form of identity thieves, 
scammers and spammers, pranksters, and, worst of all, 
predators.  The presentation will cover the basics to 
securing your computer at home and on the road.  The 
presentation will provide a frank assessment of the pitfalls 
of social networking web sites as they pertain to you, your 
business, and your family, as well as recommendations for 
how to guard against the threats that may originate from 
these sites. 

Speaker Bios and Session Descriptions: 
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Ron Kaminecki 
Director, IP Segment, Dialog LLC 
US Patent Attorney 

 
Biography 
Ron Kaminecki has been conducting 
technical and patent searches using 
manual, batch, and online techniques 
since 1974.  He has been an 
information specialist at IIT Research 
Institute, a manager of patent 
information at Abbott Laboratories, 
and has spent almost thirty years in 
various positions at Dialog, and is 

now Director of the Intellectual Property Segment.  He 
works routinely with independent searchers, information 
staff at law firms, patent searchers at R&D facilities and 
even patent examiners around the world.   Over his 
career he has conducted thousands of online searches, 
has managed groups of searchers, has testified as an 
expert witness, co-wrote a US (NISO) Standard on a 
common command language, and has published 
numerous articles and presented sessions at 
professional  meetings.  Along the way, he 
supplemented his BS in Chemistry with an MS in 
Computer Science and then after becoming a Patent 
Agent, he received a JD with a Certificate in Patent Law 
and became a Patent Attorney.  Recently he has been 
listed as an inventor on both a US and international 
published application for patent. 
 
Concurrent Session B: Patents 101: A Basic 
Introduction to the World of Patent Searching for 
Non-Patent Searchers 
Saturday, March 28, 3:45 p.m. 
(with Martin Goffman)  

 

Amelia Kassel 
President & Owner, MarketingBase 

 

Biography 
Amelia Kassel is President and 
owner of MarketingBase, a firm 
specializing in industry, company and 
competitive and market intelligence 
research since 1984.  Amelia holds a 
Masters Degree in Library Science 
and combines expertise about the 
Internet and electronic databases 
with knowledge of business and 

marketing strategies.  As a recognized author and 
national and international speaker, she conducts 
seminars for associations and conferences, as well as 
onsite or personalized, one-on-one trainings via email.  
Amelia is also author of Super Searchers on Wall Street 
and a columnist for Searcher Magazine. 
 

Concurrent Session B. U.S. Private Company 
Research: More Sources and Search Strategies Than 
You Think 
Saturday, March 28, 3:45 p.m. 
U.S. private companies are not regulated in the same 
way as public companies.  While you won't find a 
balance sheet or P&L statements for most of these 
companies, there are sources that can help you piece 
together information about their financial health and 
more.  In this session, Amelia Kassel highlights lesser 
known sources and techniques for uncovering infor-
mation about many U.S. private companies--when you 
know where and how to look. 

 

 

 

 

Speaker Bios and Session Descriptions: 
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Char Kinder 
Principal, DiscoveryWorks 

 

Biography 
Char Kinder has blended together 
her business and consulting 
experience, medical training, and 
coaching skills to help her clients 
implement change and growth on a 
personal and professional level. With 
extensive experience in the financial, 
manufacturing, and health care 

fields, Char has partnered with her corporate clients to 
create process redesigns, develop leadership training 
programs, implement change strategies, and provide 
personal coaching for their employees.  Char has been a 
personal coach for over ten years.  She has helped over 
two hundred clients develop specific skills and abilities to 
increase their work performance and make significant 
changes to their personal lives.  Char recently completed 
her studies in the nursing field to enhance her under-
standing of the mind/body connection and the physical 
and psychological aspects of well-being.  She has 
created a holistic coaching program that helps an 
individual implement complete and lasting change. 
 

Plenary Session 3: The EQ Advantage 
Friday, March 27, 2:45 p.m. 
You’re an independent information professional – you 
understand the value of retrieving and organizing 
information in a way that meets your clients’ needs. But 
what else does your client need beyond information? 
How can you increase your effectiveness in client 
relationships and build even more business?  Emotional 
intelligence (EQ) is the ability to manage ourselves and 
our relationships successfully. In this session, you will 
learn how improving your EQ can help you “read” your 
clients better, successfully manage client relationships, 
and grow your business.  Increasing your EQ skills will 
help you become more aware about how much mood, 
stressors, and the emotional environment actually 
impact your business interactions. 

 

Concurrent Session A: Transitions: The Journey to 
the Independent Information Entrepreneur 
Saturday, March 28, 9:30 a.m. 
There’s more to becoming an entrepreneur than starting 
your own business. You have to know how to run 
yourself – change your mindset from that of an 
employee to that of an owner.  This session will discuss 
ways to successfully manage your own time, resources, 
and the mental challenges you will face.  You’ll also 
learn how to make this transition while maintaining a 
proper balance between work and your personal life.  

 

Marcy Phelps 
Phelps Research 

 

Biography 
Marcy Phelps is the founder and 
president of Phelps Research 
(www.PhelpsResearch.com), a 
provider of professional research and 
research training services.  Prior to 
starting her firm in 2000, Marcy earned 
a master’s degree in library and 
information services from the 

University of Denver.  Marcy frequently speaks on a 
variety of topics, from business and networking skills to 
finding local market information. She is the contributing 
editor for the Find area of FUMSI, a publication for 
people who find, use, manage, and share information. In 
addition to being the President-Elect of AIIP, Marcy is 
currently writing a book, Research on Main Street: Using 
the Web to Find Local Business and Market Information. 
 

Plenary Session 4: Getting Things Done: A Pass-the-
Microphone Session 
Sunday, March 29, 10:15 a.m. 
Are you so overwhelmed by your to-do list that you don’t 
know where to start? Does keeping track of it all keep 
you up at night?  David Allen’s Getting Things Done – 
also known as GTD – is a stress-free approach to 
productivity that can help you gain control of your work 
and your life.  Join this discussion and learn about GTD, 
Marcy’s experience with the system, and tips and tricks 
for being more productive.

 

Speaker Bios and Session Descriptions: 
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AIIP Board of Directors

President
Ed Vawter
QD Information Services LLC
qdinfo@comcast.net
503-999-QDIS (7347)

President-Elect
Marcy Phelps
Phelps Research
mphelps@phelpsresearch.com
303-239-0657

Immediate Past President
Jane John
On Point Research
jjohn@onpointresearch.com
207-373-1755  

Secretary
Mark Goldstein
International Research Center
markg@researchedge.com 
602-470-0389 

Director, Membership
Ulla de Stricker
de Stricker Associates
ulla@destricker.com 
905-338-0357

Director, Community Care
Marjorie Desgrosseilliers 
SmartyPants Research Services, LLC
marjorie@smartypantsresearch.com 
425-408-0368 

Director, Marketing 
Communications
Wendy Cobrda
Earthsense, LLC
wendy@catenate.net 
315-579-0015 

The next issue of AIIP Connections 
will be published in June.

Have an article you’d like to write? 
Contact Heather Carine at  
heather@carineresearch.com.au.

Ad Rates for Connections
Connections is a quarterly online publication.  If you are interested in 
advertising, contact Eiko Shaul at 1-416-544-0208 or email to e.shaul@
sympatico.ca.  [NOTE:  Please prepare the ad in electronic image - PDF, 
JPG, TIF, GIF.]
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