
Connections
The official member publication of the Association of Independent Information Professionals

Volume 26   No. 2 June 2012



2  AIIP Connections Volume 26 |  No. 2 |  June 2012 

■ General Information

 

In This Issue  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  2

President’s Message .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  3

First Impressions  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  6

Committee Spotlight: Conference Planning .  .  .  .  .  .  .  .  .  .  8

Roger Summit Award Lecture .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  9

The Power is in the Connection . . . . . . . . . . . . . . . . . .10

Awards  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .11

Want More Cash? . . . . . . . . . . . . . . . . . . . . . . . . . . .12

You’re the Expert. . . . . . . . . . . . . . . . . . . . . . . . . . . .13

Getting Things Done. . . . . . . . . . . . . . . . . . . . . . . . .16

Tips on the Terrace: Part 1  . . . . . . . . . . . . . . . . . . . . .17

Does Our Writing Do Us Justice?  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .19

Building Your Personal Brand  . . . . . . . . . . . . . . . . . . .20

Tips on the Terrace: Part 2  . . . . . . . . . . . . . . . . . . . . .21

Survey Says  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .23

Thank You!  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .25

Welcome to the June issue of AIIP 
Connections. It’s coming to you 

on July 1 so that we may bring to you 
reporting of the 2012 AIIP Annual 
Conference, Racing to Succeed, held 
in Indianapolis, Indiana, USA, a bit 
later than usual this year.

What a chockablock issue this is, 
indeed. With many thanks to our 

volunteer roving reporters, we have coverage of every session 
presented at the conference, from the green flag of the start, to 
the checkered flag of the ending.

AIIP was honored to have Indianapolis’s own Angie Hicks as the Roger 
Summit Award Lecturer at the annual conference. Ron Sukenick told 
us about the Relationship Economy. Lynn Zettler helped us build our 
Personal Brand in her Sunday morning workshop.

Our own AIIP colleagues presented a variety of sessions, from 
creating multiple revenue streams, to establishing yourself as the 
go-to expert, to improving your writing, to Getting Things Done. The 
ever-popular Tips on the Terrace Sessions covered two afternoons.

The Member Spotlight shines on Rya Ben-Shir, the 2012 Myra T. 
Grenier Award winner. The Committee Spotlight is on Constance 
Ard, the conference committee head for AIIP’s 2013 annual 
conference, to be held in Denver.

This issue’s Survey Says column asked the timely question: What 
is your favorite conversation starter at a networking event?

Look for the new column, New Members. It will now appear 
in each issue, listing the members who joined AIIP during the 
recent quarter.

Hearty congratulations to Ellen Naylor, the 2012 AIIP Connections 
Writer’s Award winner for her article, “How Intuition Can Guide 
Your Research and Research Business,” published in the March 
2011 issue and judged the best article of 2011.

And lastly, a thank you to Patti Peregrine for helping wrangle the 
conference reporters, and a thank you to Mark Goldstein for his 
photographs, for this conference issue of AIIP Connections.

Enjoy your AIIP Connections. See you in September.

Joann M. Wleklinski 
Editor, AIIP Connections

In This Issue

AIIP Connections
www.aiip.org/AIIPConnections
AIIP 8550 United Plaza Blvd., Ste. 1001, Baton Rouge, LA 70809 
United States • 225-408-4400

Editor Joann M. Wleklinski • ConnectionsEditor@aiip.org

Copy Editors Susanne Bjørner • Bjørner & Associates
 Robbie Marks • Marks Information

Sub-editors Vikki Bell, Cherrie Gibbs, Janiece Mondale, Barbara Pilvin

Advertising Director
Karen Klein • Fulcrum Information Resources 
kklein@fulcrum-info.com • 610-927-1701

Design & Layout
Darlene Swanson • Van-garde Imagery, Inc.  
darlene@van-garde.com • 727-667-1818

AIIP Director, Member Benefits
Susan Wald Berkman • Research-Ability

AIIP Connections (ISSN 1524-9468) is published quarterly and is copyrighted 
© 2012 by the Association of  Independent Information Professionals,  8550 
United Plaza Blvd.  Baton Rouge, LA 70809 United States

Subscriptions:  
Free to AIIP members. Material contained in AIIP Connections is 
copyrighted.  For permission to reprint,  contact AIIP at 225-408-4400 or 
at info@aiip.org.

Next issue:  1 September 2012

http://www.aiip.org/AIIPConnections
mailto:kklein%40fulcrum-info.com?subject=AIIP%20Newsletter
mailto:darlene%40van-garde.com?subject=AIIP%20Newsletter
mailto:info%40aiip.org?subject=AIIP%20Newsletter


3  AIIP Connections Volume 26 |  No. 2 |  June 2012 

■ President’s Message
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Welcome . . .
to my first President’s Message for AIIP Connections.

As you may know, the transition of 
AIIP leadership occurs at the AIIP 

Annual Conference. With that Board 
transition, I am thinking about my 
own transitions as an independent 
information professional (IIP). 

In my view, this is a great time to be 
an IIP. I started my journey as an IIP in 
spring 2009 – after the darkest days of 
2008, when economic recovery seemed 
to be nowhere in sight. I seriously asked 
myself, “Am I crazy for willingly leaving 
steady employment for independent 
work?” Many new AIIP members are 
most likely wondering the same thing 
about their choice to go solo, and 
wondering where that first independent 
client will come from. 

When I began as an IIP, another 
independent consultant said to me: 
“Now you have no limits on your 
income.” Not exactly my first thought 
at the time. Yet after a little over three 
years of doing independent work, I 
have a better understanding of what he 
meant.  While the life of an IIP is neither 
easy nor for everyone, the challenge of 
going solo has the potential to change 
one’s life in extraordinary ways – and 
that’s one of the things I love about 
being independent. Along with the 
not-fun stuff (business accounting, ugh), 

I have the freedom and flexibility to 
pursue my own interests and passions, 
to build income from many sources, to 
spot needs and develop products and 
services to fill those needs, and to grow 
my skills in a variety of ways.

That’s exactly what I find to be 
energizing at the AIIP Annual 
Conference. I get so many great ideas 
from the conference presenters and my 
AIIP colleagues. As many conference 
attendees have said, it’s a great place 
to charge up and think about the next 
stage of your business – or as a business 
owner just starting out, to realize that 
being an IIP is actually within your reach. 

Let me take this opportunity to give 
my sincere thank you to Conference 
Planning Co-Chairs Ulla de Stricker and 
Cynthia Navarro for putting together 
a stellar conference, and thank you to 
all of the volunteers (www.aiip.org/
ConferenceVolunteers) who contributed 
their time, effort, and passion to creating 
such a valuable experience. Planning 
is already underway for the 27th AIIP 
Annual Conference, which will take place 
in Denver, Colorado, USA, April 3 to April 
7, 2013. Constance Ard is leading the 
Conference Planning Committee for the 
2013 event. 

As part of the AIIP Board transition, 
let me say thank you to the outgoing 
Board members. Over the past year, 
it’s been a pleasure working with Vada 
Repta (outgoing Secretary); Betty 
Story (outgoing Director-at-large, 
Membership Development); and Ellen 

Naylor (outgoing Director-at-large, 
Member Benefits). In April 2012, Marilyn 
Harmacek was appointed Treasurer, 
taking over for Lark Birdsong, who took 
on a full-time position with a former 
client and so could not finish out her 
term as Treasurer. Marilyn will continue 
to the end of Lark’s term. Thank you to 
Lark for her dedication and time, and a 
big thank you to Marilyn for stepping 
into this vital role.

I’m looking forward to working 
with our incoming Board members: 
President-Elect Jocelyn Sheppard (Red 
House Consulting); Secretary Joann 
M. Wleklinski (Wleklinski Information 
Services); Director-at-large, Membership 
Development, Arthur Weiss (AWARE 
Competitive Intelligence); and Director-
at-large, Member Benefits, Susan Wald 
Berkman (Research-Ability).

Cynthia Hetherington will continue on as 
AIIP Past-President, and I am honored to 
step into the role of President. 

In other transitions, Debra Shumate is 
taking over the Chair of the First Year 
Committee from Bob Harris; Danielle 
Conklin is taking over as Webinar Chair 
from Cindy Shamel and Judith Binder; 
and Jane Langeman is taking over as 
Chair of the AIIP-L Committee from 
Mary-Doug Wright. Linda Rink will hand 
over the Industry Relations committee 
reins to Marge King. The outgoing Chairs 
have done a fantastic job, and welcome 
to all of the incoming Chairs. 

That is a lot of change, and yet, transition 
is quite exciting. In the last issue of AIIP 

http://www.aiip.org/ConferenceVolunteers
http://www.aiip.org/ConferenceVolunteers
http://redhouseconsulting.com/
http://redhouseconsulting.com/
http://www.wlek.com/
http://www.wlek.com/
http://www.marketing-intelligence.co.uk/
http://www.marketing-intelligence.co.uk/
http://www.research-ability.com/
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Connections, Cynthia discussed how the Board is moving forward 
with the AIIP strategic plan and other developments. The AIIP 
website is being revamped. AIIP will be exhibiting again at the 
SLA Conference in Chicago in July. AIIP continues to build its 
vendor and association partnerships. We on the AIIP Board want 
to continue to provide great value for AIIP members, and to 
build the visibility and vitality of AIIP. Stay tuned… 

I am truly honored to be a part of AIIP, and be part of the 
leadership of AIIP. It was terrific to see so many members at the 
conference. I look forward to serving you. Please don’t hesitate 
to connect with me at scott@socialinformationgroup.com.

Scott Brown
Social Information Group

■ President’s Message

Michele Adkins, Documentis Information Retrieval Services

Natalie Boon, Boon Information Services

Jennifer Burke

Deborah Butrim, In Your Business Consulting

Jessica Canty

Julieanna Cline 

Valerie Cortelyou, Cortelyou Consulting

Margaret Debruine 

Clifford Echi

Jennifer Federmann 

Jean Fisher

Michael Gelman

Jakely Gonzalez, Sony Pictures

Laura Gramenz,  Distinct Advantage Information Systems

Donna Hamilton, Hamilton Information Services

Damian Hayden

Melanie Hughes 

Carrie Hunsucker 

Antoinette Jaycox 

Steven Johnson, BioMedPharmIS

Robin Jourdan,  iJourdan

Samuel Kang, SIFS Research and Consulting, LLC

Christine Lanphere  

Barbara Lee  

Michelle Lynch  

Andrea McGlinchey  

Marcia McKoy, Marjoy Information and Research

Joanna McNeal

Gina Nason  

Bernard Offengenden, Offengenden Information Services

Jackie Papke,  Eye4Insight, LLC

James Phillips,  Grindcity Empire

Beth Plutchak,  Beth Plutchak Consulting, LLC

Julie Ruark  

Monika Schiavo  

Elizabeth Sheehan  

Mark Smith, TD Consulting, LLC

Martha Smith  

Angela (Aingeal) Stone 

Candice Tal, Infortal Worldwide

Vera Lúcia Vieira, V2 Informação + Comunicação

Claire Whayman

Bobbye White 

A. Paula Wilson

Karen Wilson, Karen Wilson Consulting

Pat Zang

Welcome AIIP’s Newest Members:

mailto:scott@socialinformationgroup.com


Discover. Validate. Market. Innovate. Learn more  |  www.dialog.com/proquestdialog  

DialogLLC

Here, the innovators
are inspired.
The innovators start with ProQuest Dialog™.  Designed to support innovation across the enterprise, 
ProQuest Dialog delivers critical information to help your organization discover new opportunities, 
validate the uniqueness of inventions, and bring new products to market. It’s a fresh approach to 
precision searching based on relevancy, transparency, control, and completeness. Because, when you 
have the right information, there are no limits on what you can do.

http://www.dialog.com/proquestdialog
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■ First Impressions

At the risk of echoing everyone on 
the AIIP listserv: What an amazingly 

practical conference that was in 
Indianapolis! What an amazing group of 
smart, sharing, and considerate people 
is AIIP! 

In my previous life of running a corporate 
library, when I sent staff to conferences, 
I would tell them their goals for a 
successful conference would be met 
if they came back with one new great 
contact, one new applicable idea, and 
one new product or source that filled 
a need. If all three of these happened, 
they could consider their conference 
attendance a complete success.

At this my first AIIP annual conference, 
I came back with at least twenty-
five smart new contacts, dozens of 
applicable ideas to consider, and 
knowledge of easily a dozen or more 
new products, links, resources – plus a 
whole new community of colleagues 
with whom to discuss questions, 
thoughts, and products. A huge success 
to my mind, by any measure!

From the warm welcoming greetings 
of Arthur Weiss, Scott Brown, and 
Richard Torian as I wandered about 
lost, looking for the pre-conference 
sessions I had signed up for, to the 
First-Timers Session/Graduating Class 
of 2012 (I dare you to ask any one of us 

First Impressions of AIIP
By Rya Ben-Shir, Shir Solutions, Inc.

Winner of the 2012 Myra Grenier Award

Rya Ben-Shir

for our 30-second elevator 
pitch!), to the various pre-
conference sessions (Ulla’s 
most necessary Information 
Entrepreneurship: Business 
Practicalities You Must 
Know–Now and Later), to 
AIIP members sharing their 
best tips and tricks (Mary 
Ellen Bates’s Joyful Marketing, 
Jocelyn Sheppard’s proof 
that Start-Up Companies 
Can Be Good Clients, Scott 
Brown’s latest Top Mobile 
Apps), to Marcy Phelps’s 
Getting Things Done – the 
daily challenge for nearly every home-
based consultant – I could go on and on 
extolling the useful information found 
at the AIIP annual conference… It was 
all wonderful, practical, and totally 
worth the time and expense. I could 
not believe the learning curve for this 
librarian who hadn’t learned anything 
new at a conference in years.

These are the impressions of a seasoned 
librarian who, for decades, has annually 
attended MLA (Medical Library 
Association) and SLA (Special Libraries 
Association), as well as SLA Pharma 
(a/k/a the Pharmaceutical and Health 
Technology Division of SLA, or P&HT). 
Having served on a number of corporate 
boards, I had gotten used to settling for 

validation that I had a good appreciation 
for my field, its challenges, and the 
necessary resources. Expecting to learn 
new things, I had sadly come to believe, 
was in my past. 

I couldn’t have been more wrong! 
While I may have felt lost looking for 
those pre-conference session rooms, I 
left the AIIP conference event charged 
up and full of new ideas. For, once 
back home, I need look no further than 
the AIIP listserv, AIIP-L, to know that 
“I’ve got people, too.” And I’ll see them 
again in Denver in April 2013. ■



World Headquarters 
45 Rockefeller Plaza, 20th Floor 
New York, NY 10111-2000  
Tel: (212) 286-9100  
Toll-Free Tel: (800) 932-2221

Email: mail@investigation.com 
Website: www.investigation.com

Kessler InternatIonal®  
provides smart solutions to the most complex 
investigative and technological dilemmas

Forensic accounting | Computer Forensics | Brand Protection | Corporate Investigations 

With decades of experience, offices on several continents 
 and a network of associates that spans the entire globe, Kessler  
is uniquely prepared to handle your inquiries anytime, anywhere. 

Beijing | Beverly Hills | Chicago | Lancaster | London | Long Island | Miami | New York |  Paris | Puerto Rico | Seattle

http://investigation.com
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■ Committee Spotlight: Conference Planning

When it comes to conference 
planning, perhaps the 

most important task is that of 
selecting the conference theme. 
The AIIP Conference Committee 
nailed down the theme for the 
2013 conference, and the winner 
is: Rocky Mountain Recharge. Be 
sure to mark your calendars for 
what we, the 2013 AIIP Annual 
Conference Planning Committee, 
believe will be an incredible 
conference – to be held April 3-7, 
2013 in Denver, Colorado, USA.

Longevity and succession planning are important ingredients 
in the Conference Committee’s work. While experience and 
lessons-learned can offer valuable guidance to the committee, 
trying new things must also be added to the mix. We work 
to bring ideas together so that we create a conference full of 
energy, inspiration, and opportunity for AIIP members.

The committee structure itself has been revamped a bit, and 
further reorganization is possible as the process moves along. 
I am serving as the 2013 Conference Planning Committee 
Chair. Linda Stacy is the Vice Chair. Jan Davis is leading the 
effort in conference programming. Ulla de Stricker and Jocelyn 
Sheppard are serving as Conference Advisors. On this conference 
committee, the combination of former and new committee 
members reflects the ability to recharge ourselves and our 
businesses, as well as our conference.

The ultimate goal is to create an event that will educate, inspire, 
and connect our AIIP members, giving conference attendees 
a high-value return for their invested time and travel. Program 
development is important. So, too, is planning what happens 
in the unscheduled conference time. The opportunity to take 
time away from the office to visit new places can be just as 
rejuvenating as attending a valuable conference program. To 

Committee Spotlight:  
Conference Planning
By Constance Ard, 2013 AIIP Conference Planning Committee

that end, the Conference Committee is pleased to be working 
with the I-25ers group of AIIP members to help plan local events 
to fill conference off-hours.

Most roles on the Conference Committee have been filled. 
However, some committee roles remain open; there is 
still time to volunteer. If you wish to get involved with the 
Conference Committee, feel free to contact me at constance@
answermavensolutions.com. We’d love to have you.

We look forward to seeing all of you at the AIIP annual 
conference in Denver in April 2013. Bring a friend! Bring a 
colleague!  ■Constance Ard

Successful researchers use
social websites such as
Facebook, Twitter, and LinkedIn
to connect with and learn about
individuals, organizations, and
industries … yet these research
treasure troves are increasingly
used to spread misinformation
and propaganda. Do you know
where the traps are?

In this fascinating new book,
Anne P. Mintz and a team of
expert researchers, journalists,
and subject experts (including
AIIP’s own Cynthia Hetherington
writing on privacy and identify

theft) illuminate the dangers in a range of critical areas. Web of Deceit
is a must-read for any information professional who wants to avoid
becoming a victim in the age of social media.

AIIP MEMBERS TAKE 20% OFF ALL ITI BOOKS!
(Web of Deceit just $24.00 plus shipping)

www.infotoday.com

USING THE SOCIAL WEB IN
YOUR RESEARCH BUSINESS?

AIIP WebofDeceit Ad  4/25/12  12:01 PM  Page 1

mailto:constance@answermavensolutions.com
mailto:constance@answermavensolutions.com
http://www.infotoday.com
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■ Committee Spotlight: Conference Planning

In 1995, Angie Hicks, just out of college, 
was pounding the streets of Columbus, 

Ohio to hit her personal goal of getting 
one new membership per day for a 
fledgling call-in business featuring 
reviews and recommendations of home 
and lawn care services. Today, Angie’s List 
(www.angieslist.com) averages one 
new member sign-up every 10 minutes. 
About one million consumer households 
now participate in posting ratings on all 
sorts of local contractors, from plumbers 
to roofers to healthcare providers. By 
2010, six billion transactions had gone 
through the list. Today Angie’s List is 
available in 200 North American cities 
and has 500 categories of services. Each 
month paid members contribute 40,000 
free reviews to the database. 

Angie’s business has come a long way 
since she was a 21-year-old math and 
economics college student who had 
earned employee-of-the-month status 
at Ryan’s Steak House. The List’s most 

Angie Hicks, co-founder and chief 
marketing officer of Angie’s List

Roger Summit Award Lecture
Reported by Cynthia Navarro, Finnegan’s Way, www.finnegans-way.com

recent financials showed 43% annual 
growth with approximately $90M in 
revenue. In November 2011, Angie’s List 
began trading on the NASDAQ.

With all the success Angie has shown, 
she and her 700+ employees still have 
unusual loyalty to their community. 
Angie’s List is currently headquartered 
in an old firehouse in east Indianapolis, 
where operations include the data 
department, call center, sales team, 
magazine, developers, and editors. 
Angie works directly with 35 employees 
in the marketing department. Her staff 
volunteers many hours in the local 
neighborhood – in fact, Angie intends to 
donate her AIIP speech honorarium to 
the local elementary school. 

While the staff volunteers their 
personal time in the local Indianapolis 
neighborhood, Angie’s List actually 
touches many neighborhoods through 
its members’ queries and ratings on 
local businesses in all cities in which 

the company operates. The list 
has made a huge impact on 
many local contractors. Some 
businesses have gained so much 

work from recommendations 
on Angie’s List that they have requested 
a listing suspension while they work 
through the backlog. 

Going forward, Angie and her team 
intend to remain focused on not letting 
Angie’s List get distracted by growth; to 
stay focused on why and how the service 
was initially begun. Angie still maintains 
day-to-day interaction with the business, 
while juggling family time with her own 
two children. 

From Angie’s presentation at the AIIP 
annual conference, one could see she is 
sincere and still quite passionate about 
her company. After her speech, she was 
open to questions from the audience, 
and provided clear and simple answers. 
It was pleasant and instructive to sit 
in Indianapolis and listen to this local 
girl who realized the power of social 
networking before social media was even 
invented, and who went on to grow a 
fabulously successful nationwide “local” 
business. A local girl gone successful is 
still that local girl.  ■

The Roger Summit Award, named in honor of 
the founder of Dialog and a member of AIIP, is 
presented annually to a speaker specially selected 
as an innovative thinker who is able to present 
ideas in a manner that stretches the minds and 
imaginations of conference attendees.

http://www.angieslist.com
http://www.finnegans-way.com
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■ Committee Spotlight: Conference Planning

Relationships never end; they shift. That is one of the key 
principles espoused by Ron Sukenick, author of Networking 

Your Way to Success, co-author of The Power Is in the Connection, 
and keynote speaker at the 2012 AIIP Annual Conference. 
Sukenick is the founder of Relationship Strategies Institute, a 
business development company based in Indianapolis, Indiana.

A winner in the TV program “The Dating Game” in 1980, Sukenick 
specializes in “taking personal and professional relationships 
to the next level.” In his conference presentation, he noted 
that human beings naturally crave and seek relationships. 
Connections are a necessary part of life. He identified 5 
R’s of Relationships: Rewardingness, Reciprocity, Rules, 
Resourcefulness, and RelationShift. 

Relationships offer “worthwhile returns” to those involved, as 
well as an exchange of value. They set guidelines for conduct 
and provide a source of support and information. RelationShift 
“is the process of recognizing the transformation of a 
relationship to something else.” The implication is that even if 
we lose contact with someone, we will still have some type of 
relationship with that person. It simply takes on a new form. As 
long as we have feelings of any kind, a relationship exists. 

How can we as independent information professionals build our 
networks and cultivate business relationships? Sukenick shared six 
interactions critical to building relationships. The first step is meeting 
someone new. When someone hands us a business card, we must 
look at it, turn it over, and then ask a question. We will strengthen 
a connection by making an effort to engage the giver and show a 
genuine interest in him or her. 

The Relationship Economy—

The Power Is in the Connection

The second step is making contact again right away. Send an 
email within 24 hours. Call within 72 hours. Then, if all goes 
well, suggest a meeting and (this is very important) actually get 
together with that person. After the meeting, send a message of 
thanks and appreciation. 

Lastly, remember to touch base every three months in order to 
maintain the connection. Some people seek out the sale and 
nothing else. We should instead focus on the relationship. ■

Ron Sukenick is available for motivational seminars, workshops, and 
business coaching. He invites everyone to connect with him on LinkedIn 
and visit his website at www.RonSukenick.com. 

Ron Sukenick

Presented by Ron Sukenick
Reported by Danielle Conklin, Cotton Gloves Research

http://www.RonSukenick.com


11  AIIP Connections Volume 26 |  No. 2 |  June 2012 

■ First Impressions

Jane Langeman (right) receives the President’s Award  
from Cynthia Hetherington, AIIP President.

Cynthia Navarro receives the Roger Summit Conference 

Sponsorship award from Richard Torian, Awards Committee.

to the following AIIP 2012 Award Winners!

Marilyn Levine President’s Award  —  
Mary-Doug Wright and Jane Langeman 
The AIIP President’s Award is given in recognition of any  
person or institution which has demonstrated  
extraordinary support of the Objectives of  
the Association.

    

Sue Rugge Memorial Award —Judy Koren
The award consists of a $500 cash stipend awarded to a Full  
member of AIIP who has significantly helped another  
member through formal or informal mentoring.

    

Roger Summit Conference  
Sponsorship — Cynthia Navarro 
This award provides $1,000 and free Conference registration, to  
enable a member of the Association of Independent Information  
Professionals (AIIP) who has not previously attended, to attend  
the AIIP Annual Conference.

    

Myra T. Grenier Award —Rya Ben-Shir
This award offers a $600 stipend to enable a new  
or aspiring independent information professional  
to attend the AIIP Annual Conference.

    

AIIP Connections Writer’s Award — Ellen Naylor
A $350 travel award for the Annual Conference is given to the  
writer of the best original article published in AIIP Connections  
each year. 
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Ellen Naylor receives the AIIP Connections Writer’s Award 
from John Bryans, Information Today.
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■ Managing Your Business

Work smarter, not harder—and 
earn more money doing it. That’s 

the message Jan Davis and Cynthia 
Hetherington gave to conference 
attendees when they advised info pros 
to sell what they know, in multiple 
ways, by creating something once and 
repurposing it to generate numerous 
revenue streams. 

Info pros routinely research topics for 
clients, reports, blogs, etc., but the info 
pro can repurpose it multiple times. S/he 
can add to it and include it a newsletter. 
And rework it as a chapter in a book. And 
use it in a lecture. And create a graph out 
of it and post it to a social media site. The 
possibilities are endless.

Jan and Cynthia asked the group: What 
are you doing now to generate multiple 
revenue streams? Are you:

✓ Conducting training or coaching 
sessions?

✓ Lecturing or speaking?

✓ Writing reports, newsletters, white 
papers, or books?

✓ On retainer?

✓ Working as a contractor?

✓ Branding and marketing yourself 
as a specialist or noted expert—the 
go-to guru for the Today show, 
perhaps?

Both presenters provided examples from 
their own experience to make their point. 
Cynthia’s newsletter model shows that 
money can be earned from publishing 
a quality newsletter. The Hetherington 
Group’s newsletter, Data2Know.com: 
Internet & Online Intelligence Newsletter, 
targets a specific audience and provides 
information they need. Cynthia can 
sell rather than give the newsletter 
away because she knows that her 
target audience will pay for the expert 
knowledge she shares in it.

As president of JT Research, Jan assessed 
the industry reports created and sold 
by her competitors and decided to 
follow their model. She creates a report 
that will interest her target audience 
and offers it for sale at a third party 
website, marketresearch.com. While 
marketresearch.com takes a percentage 
of the sales, Jan is happy to have 

them, rather than her, interact with 
customers. Jan also takes advantage of 
marketresearch.com’s mailing lists and 
statistics that detail which reports are 
purchased and by whom, using that 
information to cater to particular clients 
and popular subject matters. Jan also 
offers her books and other publications 
on her website and at Lulu.com. Each 
publication is essentially written once, 
yet sells and makes money for Jan 
multiple times. Selling items with a site 
license earns even more money.

Info pros should push their opportunities 
even further. When lecturing or 
speaking, for example, s/he should not 
only distribute and collect business 
cards, but add all business cards to their 
mailing list. No opportunity to reach 
one’s target audience should be wasted.

Jan and Cynthia’s presentation 
demonstrated that working smarter can 
produce multiple revenue streams. Most 
importantly, the info pro needs to know 
his/her target audience: Who will buy the 
info pro’s knowledge and how does the 
info pro tell them about the opportunity? 
Partnering with others, advertising, and 
updating the repurposed information 
also contribute to success in earning more 
money through these opportunities. 
When the info pro stretches his/her 
knowledge and seeks the opportunity, 
more cash will flow in.  ■

Reported by Valerie Kittell, Kittell Research Services

Want More Cash? 
Presented by Jan Davis, JT Research, LLC; and Cynthia Hetherington, Hetherington Group

Creating Multiple Revenue Streams

Jan Davis
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■ Establishing Yourself

One of the bits of advice I picked up 
at my first AIIP conference, and one 

that I will never forget, came in the form 
of a quotation of IIP pioneer Sue Rugge: 
“It’s all word of mouth, but you have to 
be the first mouth.” I never got to meet 
Sue, I am sorry to say, but I am fortunate 
to have heard this quote.

Because we are in business – and for 
the most part as sole proprietors – AIIP 
members can not afford to sit back and 
assume the world will recognize their 
expertise in, say, competitive intelligence 
or market research. It is not sufficient to 
simply announce that you are the expert; 
you have to show it. The three presenters 
for the “You’re The Expert” session 
showed us how they are “the first mouth,” 
effectively building their expertise and 
their reputations as experts.

Constance Ard began with a story of 
a failed project. (I love stories of failed 
projects. It takes solid self-confidence 
to tell these tales, but they are so 
much more instructive than tales of 
perfection.) Constance was tasked with 
putting together a local conference 
focusing on mobile applications. She 
and her project leader had a good idea 
of what such a conference would be. It 
was early in the mobile apps era, and 

they had seen successful events pull in 
attendees wondering what the buzz was 
about. She began recruiting speakers 
and sponsors and otherwise doing the 
myriad of tasks involved in organizing 
and promoting the event, which was 
a flop. No registrants. Event canceled. 
How did this make Constance an expert? 
After the cancellation, she went back 
to local business leaders to ask them 
why they had not supported their staff’s 
attendance. She gained a more finessed 
understanding of the local market, and 
the leaders could see her as someone 
who now understood their needs as 
well as the mobile app business. Her 
experience exemplifies the currently 
popular business adage “fail forward.”

Marydee Ojala was a business 
researcher before she began writing 
the “Dollar Sign” column for Information 
Today’s audience of business researchers. 
Now she is a veteran info pro who has 
established her expertise in developing 
content for other info pros. Have a great 
idea for an article on the information 
business? Get in touch with Marydee. 
Publishing an article or book or even a 
series of blog posts is an excellent way 
to communicate your expertise to the 
outside world. Publishing can help you 

introduce your new business, advertise 
a new area of expertise, or build loyalty 
among your readers. Before you begin 
scribbling, understand what you want to 
get out of the work:

✓ Do you want to make money or 
gain publicity or both?

✓ Do you want to speak to a local or 
national audience, to other info 
pros or to another trade?

✓ What is the best channel for 
reaching your target audience?

You’re The Expert: 
How to Establish Yourself as the Go-To Person

Presented by Constance Ard, Answer Maven Solutions;  
Marydee Ojala, Ojala Associates; and  

Linda Stacy , LEK Consulting

Moderated by Ulla de Stricker

Marydee Ojala
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■ Establishing Yourself

If you think you would like some practice first, write a piece for 
AIIP Connections.

You say you are not a writer and are certain you never will 
be? Marydee suggests getting yourself interviewed for an 
article. Our Roger Summit Award Lecturer at AIIP 2010, Peter 
Shankman, introduced us to HARO (Help A Reporter Out at 
www.helpareporter.com), a site where you can post your interest 
in being interviewed in your area of expertise.

Linda Stacy, whose expertise includes career guidance for info 
pros, showed us how she shows clients her expertise. Linda is 
an experienced trainer who knows how much more powerful it 
is to show than to tell. Rather than lecture us on using speaking 
or training gigs to demonstrate expertise, she kicked off her 
presentation with a group exercise about our biggest fears and 
brightest hopes when speaking publicly. It was a disruptive 
technique that energized the end of the session. This interactive 
approach is suited to adult learners and, as a bonus, means 
attention is not focused on you all of the time. You don’t have to 
be the only mouth to be seen as an expert. ■

Reported by Peggy Garvin, Garvin Information Consulting

Fast, Easy Searches 
of Global Company Filings

Morningstar® Document Research SM 
streamlines public company research with 
powerful tools to search its real-time 
filings database. This comprehensive resource 
offers full-text searches, advanced search 
capabilities, instant filing alerts, and more. 
Clients use Document Research for compliance 
reporting, due diligence, competitive 
intelligence, and compensation benchmarking. 

To sign up for a free trial, 
visit http://documentresearch.morningstar.com
or call +1 800 365-4608 �1.
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BUILD YOUR NEW BUSINESS,
EXPAND YOUR REACH

Whether your new or existing business needs a mentor, consultant, coach, advisor or 
confidante, working with Amelia Kassel can be your first and most cost-effective step to 
success! Amelia will help you identify and develop your:
 
 • Target Markets
 • Market Positioning
 • Marketing Strategies

A customized program and practical tools—which help you shorten the time it takes to get 
up and running, to break into new markets or to take your business to the next level—includes 
training and coaching on: 

 • Research Methods
 • Premium Database Searching and Advanced Internet Research
 • Client Management
 • Proposal Writing and Disclaimers
 • Pricing, Budgets and Terms
 • Deliverables
 • Defining Client Benefits

Work with Amelia at your convenience and at a price you can afford.

 •  One-year email-based program—The most popular and cost-effective solution! 
  Additional savings with reduced fees for yearly extensions
 •  Telephone consultations
  A set number of hours at a special price 
 •  Hourly consulting by telephone or email
  On an as-needed basis
 •  Onsite training at conferences
  To expand your learning opportunity
 •  Private instruction at a retreat in beautiful Sonoma County, California
  In-depth training geared toward getting immediate results

800 544-5924 • 707 829-9421 
amelia@marketingbase.com

 Recognized Teacher, Trainer, Consultant, and Leader  

An Information Professional since 1971

 • Unique Selling Proposition
 • Sales Techniques
 • SWOT Analysis

Contact Amelia Today to
Grow Your New or Existing 

Research Business

Amelia Kassel
Recognized Teacher, Trainer, 

Consultant, and Leader
An Information Professional 

since 1971

mailto:amelia%40marketingbase.com?subject=AIIP%20Newsletter
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■ Getting Things Done

Marcy Phelps began her presentation 
about Getting Things Done (GTD) 

by holding up a stack of papers, likely 
similar to that accumulated by every AIIP 
conference attendee. Instead of adding 
to the influx, however, she proceeded to 
describe for us a system for effectively 
managing it without feeling immobilized 
or overwhelmed by the action items 
buried inside.

One of Marcy’s initial slides noted the 
overlap between personal, business, 
and volunteer roles that we all play, all 
of which deliver “incoming stuff” that we 
need to process. To illustrate how we can 
do that using GTD, Marcy brought her 

Presented by Marcy Phelps, Phelps Research

Marcy Phelps

inbox from Denver and the tools she uses 
to balance her personal, business, and 
volunteer tasks, while also noting that 
David Allen’s Web site (www.davidco.
com/) is a great resource for further 
learning and instruction about GTD. 

Workflow management within GTD 
consists of the processes “collect, 
process, organize, review, and do,” 
with the focus being on getting to 
the ultimate aim of “do.” GTD is a 
method that gives us a process for 
thinking about our tasks, and the 
implementation can be as user-specific 
as necessary. For example, like Marcy, I 
like to use notepads, but others might 

be more comfortable and 
work more efficiently by 
using an application like 
Evernote or Remember 
the Milk. 

The first step in GTD, 
“collect,” gives you the 
opportunity to do a mind 
sweep of all projects or 
tasks you need to take 
care of, while the second 
step, “process,” forces you 
to determine if the item is 
actionable, and if so, where 
it should be organized. The 
third step, “organize,” helps 
you determine projects 

and context for your next actions, such 
as a specific client project or phone 
calls you need to make. This gives you a 
running list of tasks to perform, allowing 
you to pivot at every opportunity for 
action, instead of wondering which 
item on a larger to-do list is the most 
appropriate to tackle. 

The fourth step in the GTD workflow, 
“review,” is critical to an effective system. 
Called the weekly review by David Allen, 
the review is the time to look at all 
projects. This helps you determine if your 
system is working, if you are on track, 
and also review your Someday/Maybe 
list, which is a holding area for ideas not 
currently being worked on. The weekly 
review is an important step, because it 
helps you get to the ultimate aim of GTD, 
which is getting to the “do” step and 
actually getting things done.

For AIIP attendees both familiar and 
unfamiliar with GTD, Marcy’s presentation 
was a helpful overview of a system to 
help us all tackle our piles of papers 
and balance our business, personal, and 
volunteer roles. Most importantly, the 
system is flexible, allowing us to tailor it 
to our specific preferences and help us 

get things done.    ■

Reported by Rachel Bates Wilfahrt

Getting Things Done

http://www.davidco.com/
http://www.davidco.com/
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■ Tips on the Terrace

At the 2012 AIIP Annual Conference, 
two sessions of the popular Tips on 

the Terrace event were held.  Following is 
a report of four of the 10 topics covered 
in the first session, held on Friday.  
Look elsewhere in this issue of AIIP 
Connections for a report of the second 
session, held on Saturday.  

Mary Ellen Bates (Bates Information 
Services) spoke about Joyful Marketing.  
Don’t outsource marketing. Budget one-
quarter of your day to selling yourself. 
Don’t compete with offshore researchers 
or Elance. They are cheap commodities. 
You are not a commodity. You provide 
analysis, not simply data.

Use testimonials and quotes from happy 
clients to promote and to motivate 
yourself.  Give prospects a chance to see 
you can make them happy clients. Use 
Twitter to document your ideas as they 
come up. Leave room for your name, 
should someone retweet.

In social media, give away freely – your 
value will be seen. Promote yourself as 

a skilled expert worth more than your 
clients pay. Free stuff lets prospects see 
why you’re worth the money.  (Session 
.pdf located at www.batesinfo.com/
extras/assets/joyful-marketing.pdf.)

Michele McKenna (Market Analytics 
International, Inc.), in her session on 
Designing Effective Questionnaires, 
covered such survey-creation issues as:  

•	 Closed questions (chose A, B, C):  
Easy to code and analyze;

•	 Open questions (own words):  
Difficult to code and analyze; 

•	 Skip patterns (if not B, skip to E):  
Can be tricky; 

•	 Structuring forms:  Move from 
broad to specific, and most 
important to least important; 

•	 Demographics:  The general public 
seems to be okay with it; online 
only a 2%-5% drop in response; and 

•	 Testing:  Do multiple rounds; often 
fixing one flaw may create another.

Other general tips and points of 
discussion included in the session were:

•	 Don’t confuse Ranking and Rating;

•	 SurveyMonkey.com has advanced 
capabilities for purchase;

•	 Google surveys put questions in 
front of articles;

•	 LinkedIn and Facebook have survey 
tools;

•	 Social media can be used to drive 
people to surveys.

In her session, Pre-Venture and 
Start-Up Companies Can Be Good 
Clients, Jocelyn Sheppard (Red House 
Consulting), described her work with 
tech-based economic development 
groups that fund research work for 
start-ups. The groups get credit, political 
capital, and more information related 
to companies they need to evaluate. 
The companies get the help they need. 
Jocelyn gets business. Everyone wins.

By conducting initial reference 

Tips on The Terrace, parT 1

http://www.batesinfo.com/extras/assets/joyful-marketing.pdf
http://www.batesinfo.com/extras/assets/joyful-marketing.pdf
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■ Tips on the Terrace

interviews with the small businesses, Jocelyn finds out what they 
think they need to know, and then translates that into tangible 
research needs. 

In her process, the foundation refers clients to her. She provides 
them with a free consultation. By offering the initial consultation 
for free, she has the opportunity to talk to prospects without 
them feeling like they have to buy in up front.

She then can write their funding proposal, which can lead to paying 
projects. In addition, the foundation often provides matching-fund 
offers, so clients pay only half the cost – quite an incentive.

Partnering with the foundation has worked well for her business.  
Be aware of the nationwide JOBS Act, whose purpose is to fund 
jobs that invest in companies.

In his session, International Information for Intelligent Info-
pro Intelligence, Arthur Weiss (AWARE Competitive Intelligence) 
discussed issues and challenges with international research.  
Points included:

Interpreting international statistics:  might not be impartially 
presented; think about political influence and government 
control of information when using. Transparency.org, an index 
of corruption and bribery in various countries, may prove useful. 
Beware of dictatorships, where stats are spun to satisfy the 
governments providing them. Manipulation can be subtle or 
pronounced. By each administration. 

Google’s international authority is, overall, still dominant. 
In China, it’s Baidu; in Russia and the Ukraine, it’s Yandex. 
Interesting alternatives:  Blekko doesn’t track you. DuckDuckGo 
has a strong privacy policy. 

Conducting research on the road?  Be aware that some countries 
block parts of the Internet to prevent their own citizens’ use.  
China blocks Twitter, Facebook, and YouTube. Wayback Machine 
is blocked in Islamic countries. Proxy-site Torproject.org allows 
users to browse the net as if they were in another country. Be 
aware that downloading will reveal your location.  ■

Reported by Natalie Boon, Boon Information Services

BIGGER
BETTER
SEXIER

research

COMING SOON
THE NEW

http://batesinfo.com/coaching
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■ Writing

Ulla de Stricker’s talk was full of tips 
on how to improve the appearance 

of what you write, its clarity and content, 
and especially grammar. As she says, 
“Frequency of error making is no excuse 
for adoption.” Ulla is a writing and 
grammar maven! She even offered to 
proofread what you write before you 
publish. What a generous offer!

We are judged on everything we do as 
an IIP: how we dress, reports we write, 
business cards, websites, brochures, 
blogs, and social media entries. Notice 
how many more opportunities there 
are to share in writing in this digital 
age. Be kind: provide your readers 
with visually pleasing and easy-to-
read communication. As you create 
your report, be aware of fonts, sizes, 
spacing and justification, bullets, table 
appearance, and overall structural layout. 

Arial and Times New Roman are very 
1980s. Consider Calibri, Verdana, 
Tahoma and Century Gothic fonts to 
be more current. Beware that Calibri has 
a relatively large blank space under it, so 
you might want to adjust the space to 5 
point to improve the appearance. Avoid 
bold/underline combinations and use 
ALLCAPS sparingly. Use Heading and 
Subheading titles to convey hierarchy. 

Take active control of distance between 
paragraphs and bullets. For example, 
justify run-on text fully; justify bullets 
left. Consider customizing image bullets 
for uniqueness, but keep them to the 

appropriate scale size – that is, not too 
large relative to the text. Use paragraph 
settings “0 before and after” and “single 
line spacing.”

For tables, Microsoft Word’s default for 
cell top/bottom margins is 0. Increase 
it to 0.04–0.08. Justify text in table 
cells left. Control cell sizing and text 
alignment and use light shading. Also 
use color and bold for Headings and 
what you want the reader’s eye to find 
first. Keep your personal template tables 
on hand to save yourself some time.

Be Clear! Here are some Ulla Tips to improve 
the quality and clarity of your writing:

•	 In business, adopt a 1-2-3 structure:

1. What you should read and the 
decision to be made

2. Supporting background, details, 
and data

3. Conclusion(s), 
recommendations, next steps, 
or call to action

•	 Be direct: readers are busy. Share: 
what must the reader do now?

•	 Write short paragraphs. Use short 
sentences in the active voice.

•	 Provide only the background 
necessary for the decision at 
hand. Provide further detail in 
footnotes, short URLs or URL link 
words. Remember that you want to 
maintain a good reading flow.

•	 Be economic with your use of 

words. Avoid extra words that add 
no value, like “both” and “also.”

•	 Use simple vocabulary. No $5 
words! (utilize, utilization = use).

•	 Keep the tone and style of your 
writing consistent with your 
purpose. Orient, justify, instruct, 
inspire, persuade!

Here are a few words and phrases Ulla 
suggests you avoid: “as such,” “in regards 
to,” “preventative,” “a myriad of,” “equally 
as,” “speciality,” and “predominately.” 

In her presentation, Ulla pointed out 
common grammar blunders and 
corrections. She provides many of these 
in “100 Traps and Trip-Ups: Gallery of 
Language Pitfalls” at destricker.com/pdf/
Gallery-of-Language-Pitfalls-Ulla-de-
Stricker.pdf.

Other resources to improve your writing 
and grammar include:

Eats, Shoots and Leaves: www.amazon.
ca/Eats-Shoots-Leaves-Lynne-Truss/
dp/1592402038

Woe is I: www.amazon.com/Woe-
Grammarphobes-Guide-Better-English/
dp/1573226254

Usage and Abusage: www.amazon.com/
Usage-Abusage-Guide-English-Revised/
dp/0393317099s. ■ 

Reported by Ellen Naylor, Business Intelligence 
Source 

Does Our Writing
Do Us Justice?
Presented by Ulla de Stricker, de Stricker Associates

Ulla de Stricker

http://destricker.com/pdf/Gallery-of-Language-Pitfalls-Ulla-de-Stricker.pdf
http://destricker.com/pdf/Gallery-of-Language-Pitfalls-Ulla-de-Stricker.pdf
http://destricker.com/pdf/Gallery-of-Language-Pitfalls-Ulla-de-Stricker.pdf
http://www.amazon.ca/Eats-Shoots-Leaves-Lynne-Truss/dp/1592402038
http://www.amazon.ca/Eats-Shoots-Leaves-Lynne-Truss/dp/1592402038
http://www.amazon.ca/Eats-Shoots-Leaves-Lynne-Truss/dp/1592402038
http://www.amazon.com/Woe-Grammarphobes-Guide-Better-English/dp/1573226254
http://www.amazon.com/Woe-Grammarphobes-Guide-Better-English/dp/1573226254
http://www.amazon.com/Woe-Grammarphobes-Guide-Better-English/dp/1573226254
http://www.amazon.com/Usage-Abusage-Guide-English-Revised/dp/0393317099
http://www.amazon.com/Usage-Abusage-Guide-English-Revised/dp/0393317099
http://www.amazon.com/Usage-Abusage-Guide-English-Revised/dp/0393317099


20  AIIP Connections Volume 26 |  No. 2 |  June 2012 

■ Growing Your Business

Lynn Zettler established LifeAction 
Coaching, Inc. after a 20-year career 

with The Dow Chemical Company in 
intellectual property law. She combined 
her leadership and communication skills 
with her passion for professional and 
personal development. A certified coach, 
Lynn now helps her clients to shift their 
way of thinking and doing and focus on 
opportunities instead of problems.

It was an energetic session with Lynn 
on Sunday morning and a great 
opportunity to think about personal 
branding in unexpected ways. A 

Presented by Lynn Zettler,  
LifeAction Coaching, Inc.

personal brand is what you want to 
come to mind when someone thinks of 
you. Lynn demonstrated that we can, 
and should, influence what people think 
of before someone else takes control of 
our brand for us. 

The workshop followed Lynn’s Your 
Personal Brand Toolkit (www.your-
personal-brand.com), which contains 
35 pages of exercises to help identify a 
clear brand that communicates who you 
are to the world. Some of the exercises 
include developing statements of 
personal affirmation that clearly say who 
you are in the present tense. Lynn also 
recommended creating a Vision Board, 
with images that act as messages to 
remind yourself about how you want to 
be perceived. 

Lynn talked us through a change 
exercise that had us interacting with 
partners. It was simple: change 10 
things about your appearance and see 
if your partner could identify them. 
We removed jewelry, turned sweaters 
backwards, put on glasses, and more. 
Then we had to find 10 more points 
that we could change. That required 
collaborating with other people in the 
room to trade watches or name tags, or 
going further to remove socks and shoes 
and roll up pant legs. 

Change can feel awkward and we had 
to consider what we were willing to give 
up. We found inspiration from others 
to make changes to ourselves. Lynn 
wanted us to stay in our changed state, 
but that was difficult for many of us—we 
could only handle so much change at 
one time. Permanent changes happen if 
we push ourselves gradually out of our 
comfort zone to avoid an easy backslide.

There wasn’t time to go through all 15 of 
the exercises in the Toolkit in detail, but 
Lynn reviewed some of them with us. 
She described how such things as body 
language, style, language, and behavior will 
communicate a personal brand and can 
be modified to change that brand. Finally, 
Lynn discussed the impact that speaking 
engagements, a website, and our social 
media presence can have on a brand.

The morning-long workshop was lively 
and touched on many of the elements 
in Lynn’s Toolkit. We walked away 
with homework that could benefit 
those who are just starting up their IIP 
businesses, but it will also serve as a 
good review for those who have been 
in business for a while.  ■

Reported by Phyllis Smith, In the Know Research 
and Information Consulting

Lynn Zettler

Building Your 
Personal Brand 
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■ Tips on the Terrace

The second Tips session was held on 
Saturday afternoon. We had a choice 

of seven tables, with time to visit three 
of them. As with the first session, the 
variety of table topics was broad. 

Mark Goldstein of International Research 
Centre (http://www.researchedge.com) 
shared his personal love of gadgets and 
highlighted a few of the tech tools he felt 
would be of value to IIPs. He covered the 
newest advances in devices, including 
phablets (part phone, part tablet,) 
cameras, and lapdocks. Mark also shared 
some ideas regarding data storage, such 
as portable hard drives, RAID drives to 
keep back-up copies (we all do regular 
back-ups, right?) He answered questions 
about Cloud storage, developments in 
mobile wireless technology, and showed 
off some great little gizmos for the 
travelling professional.

At the Self-Promotion table, Cynthia 

Tips on The Terrace, parT 2
Hetherington of the Hetherington 
Group (www.hetheringtongroup.
com) shared with us the benefits of her 
experience promoting herself and her 
business. “It’s not about you,” Cynthia 
told us. Effective self-promotion tells 
your market what you can do for them. 
An honest but concise tear sheet tells 
prospective clients how you can meet 
their needs. Cynthia also told us how 
writing—articles, whitepapers, reports, 
and even books—are worth the time 
and effort required. Publications make 
great gifts to prospective clients and can 
be traded for business cards at speaking 
engagements. Cynthia’s key point was to 
have absolute confidence in yourself.

Web Analytics, as described by Marilyn 
Harmacek of MHC Info Solutions (www.
mhcinfosolutions) is the study of visitor 
behavior on web sites. We pay attention 
to web analytics in order to make a web 

site more effective and to turn users into 
clients. Marilyn shared a number of web 
analytic tools, such as Google Analytics, 
Webtrends, and SiteCatalyst, and she 
advised us to make web analytics a part 
of a much larger effort. Always have a 
goal, recognize that data quality will be 
imperfect, and know your audience.

Mentors were mentioned several times 
at the conference and Barbara Wagner 
of The Access Point (theaccesspoint.
com) discussed the AIIP Mentoring 
Program. Mentees who are establishing 
a new business, or refocusing an existing 
one, benefit from the relationship with 
established business owners who can 
share their experiences and answer 
questions. Mentors benefit from 
the opportunity to give back to the 
community and they can learn from 
their mentees in the process. Barbara 
advised that the relationship requires 
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■ Tips on the Terrace

a commitment on both sides to maintain regular contact 
and recognition that mentors can only provide advice and 
encouragement.

Marge King of InfoRich Group Inc. (www.inforichgroup.com) 
led a discussion about the Nonprofit Organizations to help us 
identify potential paying clients. Her advice included doing due 
diligence on an organization via its IRS Form 990 to find names 
of key stakeholders and financial data to determine their ability 
to hire (and pay!) contractors. Marge listed some typical services 
an IIP might offer to a nonprofit, including: research, writing and 
editing, archive services, and reputation management.

Competitive Intelligence (CI), as described by Ellen Naylor of 
The Business Intelligence Source (www.thecisource.com) is not 
always about competitors. It can include any information that 
helps a client think strategically and communicate clearly and 
persuasively. Sources of CI include suppliers, customers, and 
management speeches. Ellen followed the lead of table attendees 
and shared some of her strategies to gather that data.  ■

Reported by Phyllis Smith, In the Know Research and Information 
Consulting; and Jan Knight, Bancroft Information Services, LLC

clutter?

how do you
navigate through
information

eMail: Profound4AIIP@MarketResearch.com.

A Profound Way to Save Time 
& Money on Market Research

With a Profound subscription, you’re afforded access to 
the world’s largest collection of continuously updated, 
syndicated market research reports. Plus, you can save 
thousands by purchasing, only the sections, chapters, or 
tables most vital to your needs.   

And if you are an AIIP member, here’s the best part… 

We have reduced our minimum report purchase commitment 
($7,500) for an annual subscription to Profound to just $3,000!
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■ Survey Says

“So, tell me what you do.” 
People love to talk  
about themselves, and 
it’s a great way to  
identify possible 
information needs.

Marcy Phelps, 
Phelps Research

Once we get past 
the names and the 
workplace, I like to 
take the person’s title 
or position and ask 
“What’s the buzz among 
XXXs these days?” For 

instance, “What are the VP’s of HR talking 
about these days?” or “What’s the buzz 
among clinical trial managers these 
days?” People usually have to think for 
a second, but the responses are always 
interesting and informative.

Cindy Shamel,  
Shamel Information Services

What rocks your 
world?

Deb Hunt, 
Information Edge

Survey Says
 This issue’s survey question is:

What is your favorite conversation 
starter at a networking event?

“Who are you?” Asking this allows the 
person to answer the question without it 
being centered on “what you do” which 
is difficult to answer for folks who have 
lost their job or something else awkward. 
It’s so much better than asking “What do 
you do?” or “Where do you work?”

Constance Ard, Answer Maven

Have you attended this event before?

Africa Hands,  
Hands On Research Solutions

What do you do at (name of company)?

Barbara L. Wagner,  
The Access Point

What brings you 
to this event? It’s a 
conversation starter 
that helps to tie 
in your work, plus 
your interest or 
involvement with the 
event organiser, topics 
being discussed, speaker(s), and your line 
of work.

Heather Carine,  Carine Research

I start by asking 
questions of the 
person I am talking to. 
The questions depend 
on the situation. It is 
not only a starting 
point but I will come 
back to more questions, until it is 
obvious to move on.

Richard Torian,  
Business Research Services

I like to go to 
networking events 
where there’s a speaker 
so that I can open a 
conversation with 
someone by asking 
what they thought 

about the topic presented.

Brandy King, Knowledge Linking

Where are you from?

Valerie Kittell, Kittell Research Services

Got a question to suggest?  Send 
your suggested survey question to 
ConnectionsEditor@AIIP.org.

Here follows a representative sampling of the responses:

mailto:ConnectionsEditor@AIIP.org
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Scott Brown • Social Information Group
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Jocelyn Sheppard • Red House Consulting

Immediate Past President
Cynthia Hetherington • The Hetherington Group  

Secretary
Joann M. Wleklinski • Wleklinski Information Services

Treasurer
Marilyn Harmacek • MHC Info Solutions

Director, Membership Development
Arthur Weiss • AWARE Competitive Intelligence

Director, Member Benefits
Susan Wald Berkman • Research-Ability

Director, Marketing & Web
Debbie Wynot • Library Consultants

Ad Rates for AIIP Connections
AIIP Connections is a quarterly online publication.  If you are interested in advertising, contact Karen Klein at 1-610-927-1701 or 
email to kklein@fulcrum-info.com.  [NOTE:  Please prepare the ad in electronic image - PDF, JPG, PNG, TIF.]

Size
Frequency  

(/yr)
Members Non-Members

Full page 1X $150.00 $300.00

Full page 4X $450.00 $900.00

½ page 1X $90.00 $180.00

½ page 4X $275.00 $550.00

¼ page 1X $60.00 $120.00

¼ page 4X $175.00 $350.00

¹⁄16 page 1X $20.00 NA

¹⁄16 page 4X $60.00 NA

mailto:kklein%40fulcrum-info.com?subject=AIIP%20Newsletter
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