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ROCKVILLE PRINTING  &  GRAPHICS

24 hr. Wedding Invitations
Birth & Social Announcements

24 hr. Business Cards

We Specialize in Meeting 
Impossible Deadlines!

We Pick-up and Deliver
to the D.C. Metro Area

RUSH SERVICE
GRAPHIC DESIGN 

QUALITY QUICK PRINTING 
COMMERCIAL PRINTING
FULL COLOR POSTERS 

MAILING SERVICES
COLOR COPYING & POSTERS

 COMPLETE BINDERY

FULL SERVICE PRINTING
Low Cost Color Printing

15 Printing Presses
Raised Printing

COPYING & PRINTING
1 to 1,000,000 Copies in 24 Hrs.

4 Digital Color Copiers
5 High Speed Copiers

High Quality Digital Printing

XEROX iGEN3

736 Rockville Pike
Rockville, MD 20852

Fax 301.251.4173
mail@rockvilleprinting.com
www.rockvilleprinting.com

301.251.0001
�s���$�E�S�I�G�N���#�O�N�S�U�L�T�A�T�I�O�N
�s���4�Y�P�E�S�E�T�T�I�N�G�������,�A�Y�O�U�T
�s���3�T�A�T�I�O�N�E�R�Y���0�A�C�K�A�G�E�S
�s���-�A�I�L�E�R�S
�s���-�A�R�K�E�T�I�N�G���-�A�T�E�R�I�A�L�S
�s���0�R�E�S�E�N�T�A�T�I�O�N���-�A�T�E�R�I�A�L�S
�s���0�R�O�G�R�A�M�S

At up to 6,600 impressions per hour, and with  
no additional time needed for make-ready, drying, 
or manual collation, we can deliver the rapid  
turnaround that our customers are demanding!

Variable Data!

Doris Barber 
by Ellen R. Cohen

When Doris Barber started her gift bas-
ket business, Blessed Baskets, she put a 
great deal of thought into the word, 
blessed, which has connotations of 
goodness -- good wishes, anything 
which is very welcome and beneficial.  
Doris’ gift baskets are a creative vehicle 
to make recipients feel cared for and 
appreciated.  “It’s not just about the 
gift basket,” she says. “It’s the thought 
behind it and the genuine affection it 
expresses.”

     Doris believes that gift giving 
should be a transaction of the heart 
that will bring pleasure to the receiver.  
Her gift baskets are created to reflect 
the recipient’s taste and send the 
appropriate message. Some may con-
tain gourmet goodies or bath and body 
products. Baskets offer congratulations 
for a new home or baby, or thank you 
for a job well done. They may com-
memorate Valentine’s Day, Mother’s 
Day, or special holidays.  Doris makes 
every effort to understand the recipi-
ent’s interests before choosing items to 
include in the basket. “This is a joyous 
business,” says Doris, explaining, “The 
recipient feels joy, which reflects back 
to the sender.”  

Doris, of course, loves to see how peo-
ple react when they receive a gift bas-
ket.  She hand-delivers most of them, 
so she immediately sees how their eyes 
light up and finds this heartwarming.  
Blessed Baskets has been in existence 
since 2002. Some of Doris’ customers 
are corporate clients who send thank 
you baskets to their customers at 
Christmastime; however, many baskets 
are personal gifts expressing caring and 
appreciation to individuals. 

Member of the Month (Nov., 2011) How did Doris get involved with gift 
baskets and gift giving?  “As a child, I 
always enjoyed creating gifts for oth-
ers,” she says. She spent many years 
doing computer work, providing office 
support, etc.  However, when she dis-
covered that she could help people 
express their sentiments through gift 
baskets, she knew that starting Blessed 
Baskets was what she needed to do. 

 Doris joined WBO around 2003, just 
after she started her business.  She is 
now serving on the WBO board as sec-
retary. “I find it extremely invigorating 
to be around other WBO members,” 
she says, noting, “ I feel empowered to 
take my business to the next level after 
every meeting.” 

Originally from New Jersey, Doris met 
her husband at Rutgers.  When she is 
not working, she enjoys spending time 
with her family. Describing herself as a 

“kind of geek,” she explains that she 
likes technology and loves gadgets. 
Continuing to look for other ways in 
which to help people feel special, Doris 
has started an event planning business.  
She has organized farewell dinners, 
planned Christmas parties, and coordi-
nated church events.  She does the dec-
orations and the planning, always mak-
ing a special effort to keep everything 
very personalized.  “I love to see the 
delight on people’s faces,” she says. 

If you have someone in mind for rec-
ognition and appreciation, find out 
how you can put a smile on his or her 
face with a personalized gift basket.  
Visit www.blessedbaskets.com and then 
call Doris at 240-476-2549 or email her 
at doris@blessedbaskets.com. 
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Quarterly Quote:

“The most difficult thing is the decision to act, the rest is merely tenacity.  
The fears are paper tigers. You can do anything you decide to do. “

Amelia Earhart

Networking functions just like 
those childhood “Connect-a-Dot” 
pictures. One person leads to 
another and another and, 
eventually, a new client or 
customer is revealed. 

But with all the networking groups 
that exist, which ones are best for 
you? And how can you get the 
most out of each mixer? The 
following seven networking tips 
will help you not only improve 
business but also make interesting 
new friends and acquaintances.  

1. Explore your opportunities. 
Joining a variety of networking 
groups gives you access to the 
widest range of people. There are 
generally four types of groups: 
business networking groups, such 
as LeTip International; geographic 
groups, such as your local 
Chamber of Commerce; service 
groups, such as Kiwanis; and 
industry-specific associations. 
Attend a group at least three times 
before deciding whether it’s for 
you. Groups don’t have to carry 
the “networking” label to be good 
opportunities. What about 
community groups connected with 
schools, sports, theaters? Where do 
people in your business’ target 
market gather?

2. Farm, don’t hunt. Many 
approach a mixer with the hope or 
expectation that they’ll make a 
new client from that event. You’ll 
find more success, however, if you 

view networking as a long-term 
process. Get clear on why you’re 
networking. “It’s more about 
farming than it is about hunting,” 
says Dr. Ivan Misner, co-author of 
Masters of Networking and 
Founder of BNI, a well-known 
international business networking 
group. “It’s about cultivating 
relationships with other people.” 

3. Don’t forget your networking 
“accessories.” Of course, always 
come to a mixer with business 
cards and a name tag. On the 
latter, include not only your name 
but what you do as well. This gives 
others an easy starting point for 
conversation. In addition, make a 
habit of writing notes on the back 
of each business card so you can 
personalize your follow up calls 
and emails. Handing out your 
newsletter (if you have one) with a 
business card attached has a 
doubling effect. 

4. Get curious. First, be genuinely 
interested in the people you meet. 
Ask questions that aren’t limited 
to someone’s profession. For 
instance: What is one way you 
have fun at work? What is 
something that makes you special 
or unique in your industry? Such 
questions open up conversation 
and encourage connection on a 
more personal level.

5. Have your “elevator speech” 
down cold. Have a clear, concise 
and specific explanation of what 

you do and how it helps others. 
What problem (what “pain”) do 
you solve for your target audience? 
Be able to clearly articulate this 
without people’s eyes glazing over. 

6. Offer referrals whenever 
possible. Often, those who gain 
the most at networking events are 
those who give the most. Focus 
more on what you can give to 
others than on what you’ll get 
from them. “When I walk into a 
room, I’m always looking at how I 
can benefit someone else’s life,” 
says Melanie Benson Strick, 
Director of Shared Vision Network-
Los Angeles, a professional and 
development networking group for 
entrepreneurs.  

7. Be scrupulous with your follow 
up. Meeting people is just the 
beginning. It’s the follow up that 
turns connections into 
relationships. However, the first 
contact is not the place for a sales 
pitch. Instead, follow up within 48 
hours with material that will help 
the person, such as a free audio 
download or a clipped magazine 
article. “You don’t build trust 
when the first thing you do is ask 
someone to buy your product and 
service,” Misner says. The key, 
really, is to court. But with 
sincerity and a genuine desire to 
help others.

Author’s content used under license, 
© 2008 Claire Communications 

Working the Networking Groups
Shared by Nancy L Paul, ACC, EA
www.bullseyecoaching.com
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We want to hear your ROARS! Tell us about your recent significant business accomplishments,  
publications, awards, presentations, and media appearances. These news clips will be  
published in “The Networker”!

Let’s Hear You Roar About Your Business or Another WBO Member!

Name:	  

Business:	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

HEAR ME ROAR!! 
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As a business owner, of necessity, 
you frequently deal with 
intellectual property (IP). Whether 
it is IP that originates with you, 
your customers or your contractors, 
you need to understand the 
implications of using such content 
so that there will not be any 
unpleasant surprises.  The best way 
to protect yourself is to answer a 
series of questions.

What is intellectual property?  

Although IP is intangible, it does 
exist.  As the words imply, IP is 
property that originates from the 
intellect. Typically, the IP will start 
with an Aidea.@  However, whether 
that idea can be protected from 
being used without your 
permission depends upon the 
manner in which the idea is 
expressed. To protect a mere idea 
you may need to turn to patent 
registration or keeping it as a trade 
secret.  

When the IP moves from the idea 
stage to being expressed in a 
tangible way, then other forms of 
IP protection can come into play.  
The two most well known forms of 
IP are copyrights and trademarks.

Copyright protection attaches to 
works for which the author has 
taken an idea, which must be 
original, and fixed it in a tangible 
medium of expression.  If a work 
qualifies for copyright protection, 
that protection attaches 
immediately. The main exclusive 
rights that the copyright owner 
acquires are the right to copy, 
distribute, display, perform, and 
make derivative works based on the 
original.  	

Another important form of IP is 
associated with the good will of an 
enterprise. This kind of protection 
comes under the general heading 
of trademarks and can take a 
variety of forms, such as words, 
logos, designs, and trade dress.  
Non-profit organizations as well as 
individuals can own a trade mark.

Who owns the IP?

In the case of copyrighted works, 
the owner of the copyright is 
usually the one who created the 
work.  However, if an employee 
creates the work in the scope of her 
employment, then her employer 
owns the copyright in the work.  
In the case of trademarks, the 
owner of the mark is the individual 
or entity that uses the mark in 
association with the services they 
offer or the goods that they sell

What should you be 
concerned about when using 
someone else's IP?  

If in the scope of your business, 
you incorporate work product of 
someone else, whether that is your 
customer or an independent 
contractor, it is best to know 
whether the supplier of the IP 
actually has the authority to let 
you use it.  This is important 
because some infringements of IP, 
such as under copyright and patent 
law, are based on strict liability.  

What Steps Can You Take to 
Protect Both You and Your 
Customers?

•	 Consider developing in-house 
procedures specifically directed 
at the incorporation of IP in 
your projects.  

•	 Review all standard agreements 
with your customers, 
contractors and employees to 
assure yourself that you are 
getting all of the control of the 
IP that you need and that you 
are not overstating what you 
can provide.  

•	 In the event a special case 
presents itself, have legal 
counsel review the agreement 
to be sure you are not 
unnecessarily exposing yourself 
to liabilities.  

•	 Follow up to be sure that all 
contractors and employees have 
signed agreements which make 
it clear who owns the resulting 
intellectual property.  

By having a clear awareness of 
where IP issues may appear, you 
are more than halfway to making 
the correct choice.  However, if 
staff and employees do not have 
the same appreciation as you, then 
unexpected problems can arise.  To 
avoid such a scenario, develop best 
practices and periodically check 
that they are being implemented.  
Benjamin Franklin’s saying that 
“An ounce of prevention is worth a 
pound of cure” is still relevant.

Barbara I. Berschler is a partner at Press, 
Potter & Dozier, LLC in Bethesda.  Her 
practice areas include copyright, 
trademarks and general business law. 

What Business Owners Should Know  
About Intellectual Property
By Barbara I. Berschler, Esq.
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WBO Committee News

WBO sponsors several events each year to assist members in promoting their business and to continue our community 
involvement. If you have a community event of interest to members, e-mail details to wbo@wbo-mc.com

■	WBO Communications Committee

Advertise your business in the Networker!  Rates for the 
Networker are a true bargain (see the last page of this issue), 
so take advantage of this low-cost way to advertise your 
business!  

If you have an event, news or any item of general business 
interest, send it in for publication in the Networker and in 
our e-mail broadcasts.  We also will publish in the 
Networker, on a space-available basis, general articles written 
by WBO members.  Contact Deborah Norris at 
MindfulnessCenter @gmail.com for more information.

■	Promote Your Business at WBO Meetings

Bring a door prize to a meeting such as a free sample of your 
product, a discount on your services, or a gift item—this is a 
great way to publicize yourself and your business to the 
WBO community.  Your donation will be acknowledged 
when we draw from business cards for these prizes and you 
will have the opportunity to give a brief description of your 
business or services immediately before the drawing.

■	WBO Media Links

The WBO website is www.wbo-mc.com.  Check here to find 

our member directory, downloadable membership 

applications, Member-to-Member discount information 

including links to participant’s websites, event registration 

capability, a brand-new “Member’s Blog” and much more.

“Like Us” on Facebook at http://www.facebook.com/wbo.

mc.md, and invite your friends to “Like Us” as well.

If you are interested in contributing to the blog, writing a 

testimonial, or simply sharing your story about why you 

joined WBO and what you get out of it, please contact 

Carolyn Bruna at cmbruna@aol.com or Susan Potter at 

spotter@presspotterlaw.com.  It’s a great way to share your 

expertise, share your story and give your company exposure.  

 

■	WBO Mastermind Groups

Mastermind groups are a big help when you're working to 
reach a business objective, and a stellar benefit of WBO-MC 
membership. Get together regularly with like-minded 
business women who support each other to grow their 
businesses!

A Mastermind group includes women from non-competing 
types of businesses who give each other feedback and 
provide a mutual sense of accountability for business goals 
and commitments. Masterminds provide structure, 
suggestions, and moral support members during regular 
meetings (usually about twice a month for 90 minutes). 
Participants develop their own businesses by sharing ideas 
and critiquing plans in a supportive, confidential 
environment for setting business goals and giving progress 
reports at each meeting.

When individuals respect each other and everyone truly 
believes that the group can help them, a successful group 
has formed. A Mastermind Committee coordinates 
membership based on type of business (no competitors in 
the same group), business phase, desired locale, and meeting 
time preference.

Each group determines their own meeting time and 
location. The objective is to meet at least once a month, 
twice if the group feels that it would be beneficial. There is 
no hierarchy within the group or in the interaction of the 
group members outside the group.
For more information, please email the Mastermind 
Coordinator, Susan Bell at susan.bell@starpower.net.
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■ 	� Member-To-Member Discount Program 
Each WBO member in good standing is entitled to take 
advantage of the discounts offered by participating WBO 
member businesses, whose names and discount offers are listed 
on the WBO website (http://www.wbo-mc.com/
Default.aspx?pageId=1038134). There is no obligation 
to participate, but members who do participate will benefit from 
added promotional and advertising opportunities and increased 
business from their fellow WBO members. Discounts are at the 

discretion of the participating business, but we ask that the 
discount be one that is not offered to the public generally.  
WBO makes no representations or warranties with respect to 
any of the goods or services offered by participating members, 
and reserves the right to modify or terminate the program at 
any time. Member-to-Member Discount Program 
Application available online.

Member Connections

WBO members are encouraged to send business related announcements, contacts made through other members,  
or press releases to the Networker for inclusion in the following month’s newsletter. Email them to the Editor  

at themindfulnesscenter@gmail.com – deadline is the first of each month.
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January 12, 2012 Rockville's Women's Business Cen-
ter “Put Your Personal Brand to Work!”.  Check out 
http://www.rockvillewbc.org

January 29, 2012
32nd Annual Women’s Legislative Briefing 
Join the Montgomery County Commission for Women on 
Sunday, January 29, 2012 at the 32nd annual Women’s Legis-
lative Briefing. The event will be held 12:30 p.m. - 5:00 p.m.
at the University of Maryland Shady Grove Campus, 9630 
Gudelsky Drive, Rockville, MD 20850.

WBO is a co-sponsor of this event, which will include work-
shops on women’s issues, legislation and advocacy, keynote 
speaker (to be announced), and elected representatives from 
the county, state and federal government.  Ilene Solomon is 
WBO’s liaison to this important event.  If you would like to 
volunteer, or need more information about the event, you 
can reach Ilene at solomonilene@aol.com.

January 31, 9:00-10:30 a.m.
Rockville's Women's Business Center, “Crowd Fund-
ing for Business Development”  
see http://www.rockvillewbc.org

February 9-March 29, Thursdays, The Mindfulness 
Center provides a series called Mind-Body for Cancer, pre-
senting the science and practice of mind-body therapies for 

those who lives have been touched by cancer.  Experts say 
that mind-body medicine is an increasingly important part 
of cancer treatment which can enhance quality of life, lessen 
pain, and may extend longevity.   See www.TheMindfulness-
Center.org

March 12 through June 23, 6:30-9:00 p.m, Mondays.  
Empowered Women International:  Entrepreneur 
Training for Success.

Spend an intensive three months developing your business 
through a unique entrepreneurial training program that 
supports low-income, immigrant, and refugee artists and 
creative women entrepreneurs in the DC metro area.  The 60 
hour curriculum includes nearly 20 classes and workshops, 
mentoring, a business plan pitch, and graduation/showcase.  
After the program, each graduate continues to receive men-
toring, marketing and sales opportunities, and capital access 
to grow her business. Location:  Rockville Women's Business 
Center at 95 Monroe Street, Rockville

ICommunity helps with your social media strategy.  Check 
out www.theicommunity.com  (Note WBO MC member ben-
efit: all members of WBO are members of iCommunity and 
can attend meetings at member prices)

Community Calendar

Want to keep rolling on the planning for the new year?  Join our partners for  
some interesting workshops and networking opportunities.



Is the address label on your WBO Networker correct?  We try to keep our mailing list up to date, but we are human . . . and sometimes 
people change their contact information without letting us know. To make sure you receive your Networker promptly, check your 
mailing label now.  If it’s not correct, please leave a message at 301/365-1755.

 

WBO welcomes display advertisements 
for the Networker. We distribute over 
250 copies each quarter to both 
members and non-members. Deadline 
for submissions is the first of each 
September, December, March and June. 
Only camera-ready artwork is accepted.  
Mail copy and payment to WBO 
Networker Ads, PO Box 1281, 
Rockville, MD 20849-1281. 20% 
discount for four consecutive issues. 
 
Single Business Card Size

(3½” x 2”)

$35 per issue WBO Members

$45 per issue Non-members

Double Business Card Size

(3½” x 4”)

$50 per issue WBO Members

$60 per issue Non-members

Half Page

(8½” x 5½”)

$75 per issue WBO Members

$85 per issue Non-members

Back Page

(8½” x 5½”)

$85 per issue WBO Members

$95 per issue Non-members

Full Page

(8½” x 11”)

$100 per issue WBO Members

$110 per issue Non-members

Advertising with WBO

PO Box 1281 
Rockville, MD 20849-1281

301/365-1755
wbo@wbo-mc.com 
www.wbo-mc.com


