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Debbie Waskow Announced as our 2009 Top Ten Candida te!!

Debbie Waskow was recently announced as the Leading
Women Express Network’s (LWEN) 2009 Top Ten candidate for
the American Business Women's Association (ABWA).

Debbie, also recently recognized as a nominee for
LWEN’s 2008 Network Woman of the Year, is currently LWEN'’s
Vice President Elect for Administration. She has been a member of
LWEN and ABWA for four years and has also served as the
chapter’'s Vice President of Marketing and Arrangements and as
a committee member for the LWEN Membership Drives, Top Ten,
and Woman of the Year.

Debbie and her husband, Dan Waskow, are owners of
Superior Auto Service in Bryan, along with XPRESS Rent-A-Car
and Ren'T'Own, located on the site of Superior Auto Service.
Debbie is also a paralegal and office manager at Holt & Hollas,
PLLC, and has been in the legal field for 22 years. She is a
member of the board of directors for the Brazos Independent
Business Alliance (BIBA) and a member of the Chamber of
Commerce, Better Business Bureau and the Automotive Service
Association. Debbie also supports many other civic organizations
including the Alzheimer's Association, North Oakwood
Neighborhood Association, Brazos Animal Shelter, American Heart Association and the Girl Scouts.

Debbie attributes her success to hard work, devoted customers, continuing education, and a
husband and business partner who supports her interest in their businesses. She credits LWEN and
ABWA for empowering her to be a successful business woman.

Diane Staab, chairman of the LWEN Top Ten committee, along with committee members, Pam
Green and Desarie Hobbs will submit Debbie's application to ABWA National in Kansas City,
Missouri. Each year, 10 members are recognized nationally for exceptional achievements by being
selected as the Top Ten Business Women of ABWA. Qualifications for

this honor include women who have excelled in meeting their career goals 1
and in enhancing their education. Nominees must also be active in their e

s

community and committed to the mission of ABWA. o X

AMERICAN BUSINESS WOMEN'S ASSOCIATION

“The Top Ten represent ABWA'’s image of success and serve as

P
4
<

important role models for our members,” said Cindy May, LWEN president.

IN RECOGNITION OF

BEST PRACTICES

FOR GROUP MANAGEMENT

The Top Ten selection will be announced this summer. If , ®
selected, Debbie will then compete with nine other outstanding ', 2006:2007
businesswomen for the title of 2009 American Business Woman of ABWA "1

at the 2008 ABWA National Leadership Conference in Covington,
Kentucky on October 2-4, 2008.




The “Secret” to Profitability Through Your Staff Is

It's a Matter of FIT™ I
By Dr. Michael Abelson
Submitted by Lisa Wantuck
(Article #2 in a series of articles looking at how to control labor costs)

The #1 Labor Cost Waster

The #1 way to save money is to only buy what you most definitely need (not just what you want). The #1 way to control labor costs is to
only hire people that FIT the needs of the particular job (not just appear to or seem to meet the needs of that job)! The issue and answer
are the same, how to determine FIT!

Symptoms of Labor Cost Waste

Organizations create ambiguity, tension, conflict, stress, awkward group dynamics, ineffective cultures and waste incredible amounts of
money, time and opportunities for profitability by hiring people who do not FIT. They frequently hire the “best athlete” and not the “best
athlete for the job.” For example, Michael Jordan is arguably the best basketball professional of all time. But, Mr. Jordan was not a good
FIT as a professional baseball player.

Organizations experience a large number of labor cost waste symptoms.

Ambiguity occurs because organizations do not effectively define the tasks that staff needs to do and leave those decisions to
the staff that are naturally unsure of what to do. Job descriptions frequently don’t help because they are notoriously outdated
and inaccurate.

Tension results when staff takes inappropriate actions.

Conflict occurs when two or more staff believes different actions are to be taken or when there is a
difference in opinion, across staff, of the behaviors they are expected to take or do take.

Stress is just the result of ambiguity, tension, and/or conflicts in the workplace.

All of these are symptoms related to inappropriate FIT of behaviors, values/motives, and/or interpersonal
skills that are required for that particular job. They all lead to excessive and wasteful labor costs.

We multiply the impact of the above when having ambiguity, tension, conflict, and/or stress within a team
or group of people. That outcome is frequently a

culture for poor performance , and

out of control labor costs
This creates an even greater negative impact on profitability.

The Cure For Out Of Control Labor Costs

Organizations spend billions of dollars each year to hire new staff, train new and current staff, and to lay

off unprofitable staff. They hire people who perform the wrong behaviors, have the wrong values or

motives, and/or have the wrong interpersonal skills needed for THAT particular job. How much money

would your organization save OR how much more money would your organization make if they had from

the very start the right people in the right job that promote the right organizational culture and meet the right team needs?

The cure to control labor costs is to benchmark or identify the behaviors, values/motives , and interpersonal skills needed for THAT
position and then hire people who FIT those needs. Once you do that, people do the right things naturally because it is already a part of
them.

Actions To Take To Cure Out of Control Labor Costs

If the answer is so obvious, why don’t organizations benchmark? Until recently effective and cost efficient technology to develop quality
benchmarks did not exist. That technology, the process to use that technology, and the tools to use that technology are now available.
Effective and accurate benchmarking is still not easy. It requires a great deal of skill and honest analysis. But it is a “magic pill” when the
diagnoses, analyzes, and implementation is accomplished by a skilled professional.

Benchmarking is so powerful , it can be used

to hire the right person  who FITs a particular job, and the same results can be used to,

train current staff on the specific behaviors and interpersonal skills they can improve or change to be more effective in their current
job.

The results of benchmarking can be monumental and the impact on profitability impressive. In Part 3 of our series we give a set of rules
to use for effective benchmarking.




Whether to itemize deductions on your tax return depends on how much you spent on certain expenses last year. Money
paid for medical care, mortgage interest, taxes, charitable contributions, casualty losses, and miscellaneous deductions

can reduce your taxes. If the total amount spent on those categories is more than the standard deduction, you can usually
benefit by itemizing.

The standard deduction amounts are based on your filing status and are subject to inflation adjustments each year. For
2007, they are:

Single  $5,350

Married Filing Jointly $10,700
Head of Household $7,850
Married Filing Separately $5,350

Some taxpayers have different standard deductions. The standard deduction is
more for taxpayers age 65 or older and for those who are blind. It is generally less for
those who can be claimed as a dependent on some other taxpayer’s return.

Limited itemized deductions.  Your itemized deductions may be limited if your ad-
justed gross income is more than $156,400 or $78,200 for Married Filing Separately. This limit applies to all itemized de-
ductions except medical and dental expenses, casualty and theft losses, gambling losses, and investment interest.

Stipulations for Married Filing Separately. When a married couple files separate returns and one spouse itemizes
deductions, the other spouse must also itemize and cannot claim the standard deduction.

Some taxpayers are not eligible for the standard de  duction. They include nonresident aliens, dual-status aliens, and
individuals who file returns for periods of less than 12 months.

We hope that you find this information useful. Please call me at 979-846-8980 with any additional questions.
Debbie Holladay

Seidel, Schroeder & Company,
3833 South Texas Ave., Ste. 240, Bryan, TX 77802
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The Nationally Award Winning LWEN It is easy to send your company's mes-
Express Newsletter is alive and sage out to our membership - simply I
printing! advertise in the LWEN Express in the Ad Specifications
form of an advertisement. Full Page
Advertising within the Leading Women 75T!x§_ H
Express Network is just another net- Your paid newsletter advertisement
working opportunity that accompanies even comes with free web advertising as One-Half Page
your LWEN membership. well on our LWEN website, 3.75' W x 9" H (Vertical)

www.abwalwen.org. 9" W x 3.75” H (Horizontal)

One-Fourth Page
3.75"Wx 3.75" H
Full Page color only

One-half Page, color only

One-Eighth Page / Business Card
One-fourth Page, color

3. 5" W x 2" H (Horizontal)
2" H x 3.5" W (Vertical)

One-fourth Page, black & white
One-eighth Page, color
One-eighth Page, black & white

Your ad will run for the remainder of the 2007-08 LWEN fiscal year (until July 31, 2008) and should
be submitted camera-ready to Rose Mesecher, Vice President of Communications, via email. For more details or to
secure your ad space, simply email Rose at winterrose30@yahoo.com. You will receive an advertising contract, and
once your advertisement and payment are received (send payment to the LWEN address at P.O. Box 10915, College
Station, TX 77842), your ad will be posted/printed in the next newsletter and on our website.

Thank You!

Rose Mesecher

Vice-President, Communications 2007-08

Leading Women Express Network | American Business Women's Association | www.abwalwen.org
979-571-0175 ¢




Many people find out too late that they are at risk for flooding, and even worse, that their
property insurance doesn't cover flood damage. Flooding occurs in every state and can occur any
time of the year. Even if you live far from the coast or river, floods can be caused by factors such

as heavy rain, melting ice and snow, too few or clogged storm drains and densely built housing
and/or commercial developments.

Only a flood insurance policy can offer the protection you need for your home and your
belongings in case of flood. Whether you are in a high risk area or moderate to low risk area
(commonly mistaken and referred to as not being in the flood zone), you need to think about flood
insurance. The cost of flood insurance is minimal when you consider the enormous expense of
repairing or replacing your home and possessions after a devastating flood.

By federal law, a flood insurance policy doesn't go into effect until 30 days after its
purchase. However, if you purchase your flood insurance in connection with your mortgage
closing, the policy waiting period is waived.

Remember, you are at risk. Don't let your dreams get washed away.

Sharon McLewis, CIC
Wellmann Insurance Agency
979-846-3500 Fax-979-846-3505
smclewis@wellmanninsurance.com
*Information contained herein is from Travelers Insurance

May Birthdays May Anniversaries
Sherry McCartney May 3rd Shannon Blackburn Linda Doerksen
Patty Markwardt May 4th Pamela Green Barbara Holley

Pamela Green May 11th Sherry McCartney Tracy Stewart




Member of the Month
Jodi Loveall

Jodi Loveall is blessed and honored to have been selected member of the month. She joined LWEN in 2006 and has been
inspired by the members ever since. Jodi is originally from East Texas, she graduated high school in Madisonville and attended
college in Wyoming on a team roping Scholarship and majored in Speech and Communications. She moved back to Aggieland
four years ago and has made it her home. Jodi is employed by The Oldham Goodwin Group as the Director of Sales of
Hawthorn Suites, Hyatt Place and soon the new Best Western off Boonville exit. The Best Western will
feature 100 rooms and 3,000 square feet of meeting space is set to open the 1** Quarter of 2009. Jodi
has a teacup Chihuahua named Riley that she dresses and considers her kiddo.

Jodi is very involved in the community. She is LWEN'’s VP Elect for Networking for 2009. She
serves as a board member at her church in Bryan. She is an Ambassador for the Chamber of
Commerce and is involved with the Brazos Valley Lodging Association. She also helps when avail-
able with Habitat for Humanity. Jodi served as Vice President of the Brazos County Crime Stoppers
and was awarded Ambassador of the Month and Ambassador Quarterly Sales for the Chamber of
Commerce.

Jodi enjoys seeking and learning the Word of God, reading books by Francine Rivers, skydiving,
taking cruises, waterskiing, photography and helping others. She is learning Spanish, desires to play
the harp and strives to improve her life spiritually, mentally and physically.

Jodi Loveall can be reached at jodi@oldhamgoodwin.com or call 979-412-1656.

2008 INTERNATIONAL WINDOW COVERINGS EXPO VIGNETTE VIEWER'S CHOICE ANNOUNCED

ST. PAUL, MN (April 8, 2008)-Grace McNamara Inc., publisher of Window Fashions magazine and producer of the 26th annual
International Window Coverings EXPO, is pleased to announce the winner of the extremely popular Capture an Identity Vignettes
Viewer's Choice. Using this year's IWCE theme, Touch-which captures the idea that each of us has a unigue touch or identity that
threads through all we do-the vignette designers were asked to choose a famous fictional character and to capture that character's
identity through the vignettes.

In its fifth year, the vignettes have expanded into an event in which show visitors can participate in the Viewer's Choice ballot and vote
for their favorite vignette. More than 6,200 industry professionals voted for their favorite of eight vignettes created by designers
throughout the world.

Attendees were kept busy photographing the innovative vignettes located on the show floor, while trying
to guess which character the designer chose. Visitors voted for their favorite vignette throughout the
three-day event, with the winner being announced on the show floor on Saturday, March 29, 2008. The
winner was Barbara Holley, Allied ASID, WCAA, WFCP, Holley's Window Fashions, College Station, TX.

Inspired by the famous Scarlett O'Hara quote in Gone with the Wind, "I'll worry about that tomorrow...",
Holley designed a modern day boudoir for an empowered female with the nod to the past. In the movie
Gone with the Wind, Scarlett takes down draperies to make a dress. Holley was inspired to design her
vignette after the dresses. The soft green dressing table of Swarovski crystal encrusted silks is framed by
draperies, topped by a swagged Austrian valance accented by gold scrolling and beaded trims. A nearby
mannequin is dressed in an antebellum dress, also fabricated by Holley with the famous green velvet
sash.

"Window fashion is my passion," says Holley. "I work mostly with individuals seeking custom window
treatments and other decorating. | also help interior designers who need a window-treatment specialist for
those challenging windows."




Meet Our Speaker

Jan Coates Consulting www.jancoatesconsulting.com (formerly Creative Consulting/Marketing Solutions)
provides keynote presentations, workshops, and seminars, as well as consulting, coaching, and training.

Founded in 1991, Jan's firm provides custom-designed presentations and sales/marketing consulting
services for hundreds of organizations, including colleges and universities, corporations, non-profit
organizations, and associations.

She is the author of ten marketing, sales, and motivation programs. Her articles have appeared in The
Boston Globe, Hingham Times, South Shore Business Journal, The Networker, South Shore Chamber of
Commerce News, The Bryan-College Station Eagle, Inc. magazine, and numerous on-line Ezines.

Prior to forming Jan Coates Consulting, her business experience includes:
Professor of Marketing for Eastern Nazarene College

Pioneer in the computer office automation industry where she worked for Fortune 500 companies,
including:

Wang Computers, Major Account Sales Manager (top 10% sales manager).

Jan's former boss, John Chambers, now President, Chairman, and CEO of Cisco Systems, Inc., Branded Jan as "The Role Model"
for professional success. NCR Corporation, National Account Sales Manager (top 5% sales manager).

AM International, Area Sales Manager (exceeded quotas by up to 400%).

One of the nation's first female corporate officers within the investment banking industry. She managed millions of dollars in investments
and sold corporate and municipal bonds, as well as OTC stocks, yielding a high ROI for clients and employer.

Education

While working fulltime and raising her son alone, Jan received a Bachelor of Arts, Summa Cum Laude, Park University, Kansas City,
Missouri. She has completed numerous management, leadership, and personal development courses through her previous employers
and association member programs.

Personal

She is a savvy, highly-respected business woman and a popular author, speaker, and consultant. Her character, integrity, and attitude
are her most valuable assets.

She has lived in Kansas City, MO, San Francisco, CA, and Boston, MA. Jan and her family are at home in College Station, TX, where
they have resided for thirteen years. Jan has been married to her husband, Bill, for twenty-five years.
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Raise Your Miles Per Gallon!
It's great to have a newer car that gets really goo  d gas mileage, but if you don’t have such a vehicle or would just
like to spend less at the pump, here are a few tips to help you increase your miles per gallon:
Hold your horses - For most cars, the optimum speed for fuel efficiency is about 55 miles per hour. If you're
racing down the highway at much higher speeds, you are wasting fuel and risking a ticket.
Easy does it - In addition to not speeding, there's no sense blasting off from red lights and stop signs as if you
were in the Daytona 500. Nice and easy is better for your car and your gas mileage.
Idle hands - Idling isn't good for your car. There are times when you need to warm up your vehicle before
heading out, but otherwise, it's best to shut down and save gas.
Handle the pressure - By keeping your tires in alignment and inflated to the correct
pressure, you will use less gas.
No excess baggage - You know that big box of books, and your daughter's baseball
equipment you're keeping in your trunk? It's hurting your gas mileage. Unless it's absolutely
necessary, leave the heavy stuff at home.
Stay in tune - Regular tune-ups that check brakes, transmission fluid, and replace spark
plugs will help your car run more efficiently overall and lower your gas usage.
TexasGasPrices.com _ - Volunteer spotters help compile current gas prices. This can help
you find the least expensive fill-up in your neighborhood, near your job or along your commute.

Debbie Waskow
Compliments of Superior Auto Service

This is the new program for nutrition prescription for maximum weight loss success sponsored by
Nature’s Sunshine Products. Rallie McAllister M.D. helped put this program together. She is a
national authority on nutrition and weight management, has a syndicated column (Your Health) in
U.S. newspapers and has written several health related books — “Healthy Lunchbox: The Working
Mom’s Guide to Keeping You and Your Kids Trim” and also “Riding for Life: A Horsewoman’s Guide
to Lifetime Health and Fitness”. | had the opportunity to listen to some of her lectures at NSP
Leaders Conference in February. The beginning of the program involves filling out a brochure to
determine your resistance factors — either carbohydrate craving, metabolic shift, fat addiction,
overactive appetite, or stress eating. From there, you can choose a nutritional supplement to help
with your program. Also, you will check your weight and determine what your BMI (Body Mass
Index) is to help you set your goal weight. You also can record waist circumference (fat stored in
the abdominal region is associated with a greater risk of disease such as diabetes, stroke, heart
disease — women should strive for keeping waist measurement less than 35 inches and men should
aim for less than 40 inches). You will come up with your daily caloric need figure (this is based on your goal weight), as
well as your individual 5 numbers — amount of carbohydrate, protein, fat, fiber, and water you need daily. The program
involves recording what you eat for a period of 3 months as you are learning portion sizes and how to make a lifestyle
change to healthy eating for your individual needs. A great aspect of this program is that you can eat foods you like and
not be limited to certain things or counting calories — you will have your own individual numbers to follow. Dr. McAllister
has had great success helping people with this program due to it is a healthy lifestyle program, not any short term fad
diet.

Teresa Gregurek R.N., Herbs To Go (979)279-2861 Home, 229-3351 Cell phone
teresa@herbstogo.com  www.herbstogo.com www.mynsp.com/grequrek
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Ethical dilemmas occur as a result of val-
ues in conflict. It is important that the val-
ues of the American Business Women'’s
Association are communicated to all mem-
bers, and so chapter leaders are asked not 2. Members will not allow their per-
only to communicate but also to embrace, sonal beliefs and convictions to inter-
support, reinforce and uphold ABWA's fere with the representation of

Proud Code of Conduct. ABWA'’s mission.

1. All members will serve as goodwiill
ambassadors for the American Busi-
ness Women'’s Association.

ABWA's Proud Code of Conduct was de- 3. Members will always treat their
veloped as a means of guiding all members member colleagues, guests, vendors
in making ethical decisions. The broad and sponsors with honesty, respect,
statements of the code of conduct that are fairness, integrity, responsibility, kind-
listed below are not expected to cover all ness, and in good faith.

conduct for all situations, however. This is

why the Proud Code of Conduct was cre-

ated as a living and fluid code.

4. Members will maintain compliance
with ABWA National, Chapter and
Express Network Bylaws.

5. Members will not use their personal
power to advance their personal inter-
ests.

6. Members will strive for excellence

in their professions by maintaining and
enhancing their own business knowl-
edge and skills, and by encouraging the
professional development of other
members.




President Cindy May called the meeting to order at 12:01 p.m. and welcomed 51 members and 3 guests and read the
ABWA Mission Statement.

May and Diane Staab, President Elect, handed out several door prizes.

Tina Gandy, VP of Marketing & Membership, welcomed guests and asked that they sign the guest cards in the middle of
the table. Guests introduced themselves or were introduced by the member that brought them.

May introduced Chris Tesch, VP of Programming who then introduced the Featured Presentation Speaker and fellow
LWEN member, Jan Coates and her presentation “Love What You Do...It Really Matters.”

Several key points:

Attitude is everything!

Attitude is a gift; it's up to us to give the gift to ourselves.
Two key words help us with our journey

Own (own your attitude)

Control (control our thoughts, activities, and needs)

May thanked Coates for addressing LWEN, and asked for VP announcements:

Gandy reminded everyone about the membership drive and social at River Bridge Thursday.
Staab reminded everyone that Top Ten applications are due next Tuesday.

Wendy Weldon, VP of Education & Resources reminded everyone about the resource articles and that the titles will
go out monthly via email from now on.

Jodi Loveall, VP Elect for Networking reminded everyone that if you are interested in being a Featured Business of
the Month, please contact Brandi Ring-Cooper.

May then asked for member announcements:

Linda Crenshaw reminded everyone to enter the Wilton's Office Works contest.

Geanna Kincannon reminded everyone about the B/CS Chamber of Commerce Women Owned Business awards
and luncheon.

Mary Jo Prince reminded everyone that April is Child Abuse Prevention Month and that Scotty’s House is collecting
shoes for children.

May then had the membership participate in Four Minutes of Fame.

May and Staab handed out the few remaining door prizes, reminded everyone of the Membership Drive on April 17 and
the Spring Conference at end of the month in San Antonio and then adjourned the meeting at 12:49 p.m.

Respectfully submitted,

Cortney Tenhet, Vice President Administration




May July
5/14 - LWEN Monthly Meeting 7/9 - LWEN Monthly Meeting
5/21 - LWEN New Membership Orientation 7128 - Newsletter Articles/Ads Due
5/28 - Newsletter Articles/Ads Due August

June

8/13 - LWEN Monthly Meeting
6/11 - LWEN Monthly Meeting

8/28 - Newsletter Articles/Ads Due
6/25 - LWEN Social

6/28 - Newsletter Articles/Ads Due

Check out these articles that are available to snembers!
To get your own copy, simply email Wendy Weldonvatjuared2@gmail.com

What You Need to Know Before You
Quit

10 Ways to Inject Fun Into the Work-
place

Developing a Reputation

Girlfriends, Stop Being Pitiful About
Your Career!

15 Tips to Voicemail Survival for the
Sales Professional

Passion Pays

A To Do List That Works

How To Get Your Boss To Agree

How To Reduce Stress At Work

Using a Private Mailbox

Getting The Most From Working At
Home

7 Tips to Speak With Ease

8 Secrets to a Knockout Business
Presentation

Incorporate Humor in Your Next
Speech: Public Speaking with
Humor

Fighting Employee Turnover Costs

5 Tips for Effective Employee
Recognition

Ignite the 2 Fires of Employee
Motivation

Vision, Strategy, and Tactics

Meeting Management

Top 10 Small Business Tax
Deductions

7 Ways to Reduce Your Small
Business Tax Burden

Top Ways to Avoid Small Business
Audits

Risk, Reward, and Entrepreneurship:

Are you a base hitter or do you

swing for the fences?
Professional Management vs.

Entrepreneurial Management
Do Entrepreneurs Need Good Luck?

Home Business Marketing 101

Quantifying Your Marketing Efforts

Can Customer Loyalty be Bought?

Customer Relationships Are Key to
Your Marketing Strategy

5 No-Cost Marketing Tips

Patience in Marketing

Discover and Crush Your Brand
Barriers

Pricing Strategy:
How much should you charge for
your product or service?

Marketing vs. Advertising:
What's the Difference?

How To Write a Slogan that Sticks

7 Steps to Planning a Productive and
Successful Promotional
Campaign

The Value of a Newsletter

Break the Resistance of Consumer
Buying Behavior

The 6 Laws of Small Business
Advertising Success

Marketing Along the Path of
Least Resistance
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