President’s Message

By Carolyn Bruna
Dear WBO Members and Friends.

Spring is a welcome season for all of us after such a snowy

winter. I'm happy to say that WBO is also a welcoming

organization and my goal of forging partnerships between WBO

and other organizations is making progress. WBO recently Photo by
partnered with The Rockville Chamber of Commerce for a very EllenCohanPhotography.com
successful “Meet and Greet.” Both organizations appreciated the

opportunity to make new business acquaintances and to meet new friends. As they say,
people do business with people they know and trust, so I've personally met with one of
the Rockville Chamber members I was introduced to at the “Meet and Greet,” and have
an appointment to meet with another chamber member next month. We’ll get to know
each other and ask how we can help each other’s business. I hope many of you are
doing the same. At one of my recent networking events the keynote speaker said to
take business cards only from people you will really follow up on and so that’s my new
strategy. I'll let you know how it works out.

WBO'’s April meeting is featuring a lunch with David Feldman from Bethesda Green
who will tell us about greening our businesses, my specific President’s Project. David
will also explain how greening our business makes sense from a fiscal standpoint. In
May, Kim Foley, who has been a television stylist for over 25 years and worked with
some of the world’s most fascinating people including leaders of state and icons of
industry, will discuss the credibility that fashion brings to the business world. Then in
June we will hear a panel of expert attorneys explain contract negotiation. These
presentations are part of our effort to have WBO present a diverse array of programs
that provide the tools needed to grow our businesses so they’ll thrive in the present
economy.

Did you know that according to the Business Women’s Network and the Small Business
Administration, women business owners employ 35% more people than all the Fortune
500 companies combined? That women in business will invest $44.5 billion in high
tech products this year? That women are starting new firms at twice the rate of all
other businesses? Join WBO and come along with us as we prosper and impact our
world.

See you at our next meeting.

Carolyn

SPRING 2010

What:
WBO Lunch Reception

When:
April 15, 2010
11:30 AM — 1:30 PM

Where:
Tragara Restaurant
Bethesda

The Topic:
Go Green & Save Big

REGISTER online at
www.wbo-mc.com

UPCOMING EVENTS

May 20, 2010:

WBO Dinner Reception
5:30 p.m. - 8:00 p.m.
Location: Tragara Restaurant
Show Your Credibility with Style

June 17, 2010:

WBO Lunch Reception
11:30 a.m. - 1:30 p.m.
Location: Tragara Restaurant
Contracts Demystified




WBO Voice Mail
301/365-1755

www.wbo-mc.com
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Communication — Nicole Goharian
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ngoharian@fastteks.com
301-765-0227

Membership - Laura Muncy
LetterSpace Creative
laura@letterspacecreative.com
301-947-0302

Program — Naomi Abrams, MOT, OTR/L
Worksite Health and Safety Consultants
Naomi.ot@gmail.com
240-912-9559

Publicity - Ngina Shulman
Arbor Center for Acupuncture
info@arborhealing.com
301-298-5228 X102

Immediate Past President — Laura Levengard
Personal Trainer
laurastarr@starpower.net
301-603-7668

NETWORKER
Editor — Nicole Goharian
Fast-teks On-Site Computer Services
ngoharian@fastteks.com
301-765-0227
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Welcome New Members!

Samantha A. Fraelich, CFP - Associate Member

Bernard R. Wolfe & Associates
5550 Friendship Blvd., Ste 57
Chevy Chase, MD 20816
301-652-9677

239-272-5661 fax
sfraelich@wolfefinancial.com

Category: Accounting & Financial Services

Description: We provide financial guidance to both individual and business clients
to help them make pertinent decisions regarding their financial goals.

Mary T. Stiles-Hendler - Associate Member

Atlantic Capital Group at Morgan Stanley Smith Barney

7272 Wisconsin Ave., 4th floor
Bethesda, MD 20814
301-664-6864

301-656-1510 fax
mary.t.stileshendler@mssb.com

Category: Financial Services

Description: We offer turnkey wealth
management solutions to families, business
owners, and other professionals.

Sheila Gonzaga Wright -
Full Member

Violeta Grounds Management, Inc.
10519 Apple Ridge Rd
Gaithersburg, MD 20886
301-980-5559
Sheila@violetalandscape.com

Mailing address: PO Box 54, Boyds, MD
20841

Category: Garden & Landscaping Services

Description: We provide the very most well
thought out solutions in Residential &
Commercial Grounds Maintenance,
Landscape Design & Installation.

Featured
Web Site

Women's History
Month

http://www.womenshisto-
rymonth.gov/

The Library of Congress,
National Archives and
Records Administration,
National Endowment for
the Humanities, National
Gallery of Art, National
Park Service, Smithsonian
Institution and United
States Holocaust Memorial
Museum join in paying
tribute to the generations
of women whose
commitment to nature and
the planet have proved
invaluable to society.
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Four Tips for
Wellness in
the Spring

By Ngina Shulman L. Ac, M. Ac

Spring is in the air. The birds are sing-
ing, the wind is blowing, seeds are
sprouting, and the cold of the winter is
thawing out. Things are warming up.
This season’s energy is about new life
and a new start for nature and for you.
As the weather warms up, keep your
body, mind, and spirit healthy by
doing these 4 things.

1. Cleansing and Detoxing

It is time for spring cleaning inside and
out. Cleanse or detox does not have to
be limiting to be effective. Focus on
eating a diet of vegetables, fruits,
organic lean meats, and whole grains.
Eliminate processed foods, added sug-
ars, caffeine, and alcohol for few days
to a couple of weeks. You will see and

feel a difference in your body. Green is
the color of spring, so leafy greens are a
wonderful choice for your diet. Before
beginning any detox program, consult
your health or wellness professional.

Spring is also a time to clean out any-
thing in your life that is not benefiting
you. Clean off your desk; rid yourself
from unhealthy friendships and rela-
tionships during this time as well.

2. Move and Get Outside

In Chinese medicine, the spring ele-
ment corresponds to the smooth move-
ment of energy in the body and mind.
If you are new to moving start with
something simple and easy.. Add a
morning stretch or incorporate a 5
minute stretch break into your day. If
you already have an exercise regime try
Tai Chi or Yoga.

Getting outside is also a wonderful way
to get energy moving in your body.
Work in the garden or go for a hike.
My favorite window shopping in
downtown Bethesda or Georgetown
gets my muscles moving and, I often
find a great deal along the way.

3. Redo your New Year’s
Resolution

January 1st in winter, our bodies want to
rest, relax, and recoup. Making resolu-
tions is counter intuitive. Spring is your
second chance to make a plan and fol-
low through. Now is the time to revisit
your 1 year, 5 year, and even your 10
year plans. Now is the time to do more
in your business and in your life. The
grass is growing, the trees are budding.
The same is happening in you.

4. Get Acupuncture Treatments

Acupuncture can help improve your
overall health. It is especially helpful in
spring to treat stress and frustration asso-
ciated with out of balance energy.
Acupuncture provides relief from the
symptoms of allergies and migraines. It
also helps prevent their reoccurrence,
while strengthening the immune system.

Stay healthy this spring and year
round. For more information about
acupuncture and wellness download a
free e-book entitled How to Thrive in a
Modern World .Download at www.
arborhealing.com

The Best and Worst State Economies for Women

Four indicators of women’s economic
progress are used by the employment
and earnings composite index to
measure how well women are doing in
each state’s economy, which includes
women'’s earnings, the wage gap,
women'’s participation in the labor
force, and women'’s representation in
managerial and professional jobs.

Rank Best States Rank Worst States
1. District of Columbia 50. Arkansas
2. Maryland 50. Louisiana
3 Massachusetts 49. West Virginia
4. Minnesota 48. Mississippi
S. Vermont 47. Kentucky
6. Connecticut 46. Montana
7. New Jersey 4S. Tennessee
8. Colorado 44. New Mexico

Source: The Status of Women in the States,
Dec. 2006, Institute for Women's Policy
Research (www.iwpr.org)

Honorable Mentions

Dishonorable Mentions

Virginia Alabama
New Hampshire Idaho
Hawaii Wyoming
Alaska Oklahoma
Texas
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February Member of the Month

Bethany Portner, ASID

by Ellen R. Cohen

Bethany Portner, president of Portner
Design Group, Inc., creates functional,
attractive interiors for homes and offic-
es. “I love helping people figure out
how they want their space to look and
feel,” says Bethany, who calls her user-
friendly practice “a happy business.”
Bethany listens attentively to what her
clients tell her and what the architecture
tells her, saying, “Both must be respect-
ed if the design scheme is to work suc-
cessfully.”

Bethany, who has been designing interi-
ors for close to 40 years, loves watching
a project develop and feels “immediate
gratification” when clients are pleased
with her efforts. She works closely with
her clients to be sure the new or newly
redone spaces provide the kind of look,
feeling and function the clients desire.

Praised for being “non-intimidating,”
Bethany respects clients’ budgets as well
as their taste. “People are very cost con-
scious today,” she says, “so one of my
most important jobs as a designer is to
help clients get good value for their
money and avoid making expensive
mistakes.” Many of Bethany’s projects
involve helping people accommodate

changes in their lives, including down-
sizing or creating a new function for an
area of their house or apartment.

One of the most critical services
Bethany provides her clients is her abili-
ty to speak “Contractor-ese.” By com-
municating clearly with contractors and
sub-contractors on her clients’ behalf,
verbally as well as through such techni-
cal documents as lighting plans and
cabinet drawings, she helps ensure that
the project is completed the way the cli-
ent and she intended. Bethany consid-
ers this type of quality control “a must”
for a well-executed outcome.

Bethany’s current project is one she has
thought about for decades. Focusing on
“giving back,” she is starting a non-prof-
it for low-income women called
Transformations: Interior Design for
Everyone. Bethany knows that if a per-
son’s living space feels welcoming and
inviting, it encourages a sense of well-
being and supports her in achieving her
personal and professional goals.
Transformations will work with women
who have already taken some steps to
improve their lives. The new supportive
environment will have a ripple effect
that impacts her life, her productivity
and so, ultimately, has a positive effect
on the community as well. Several WBO
members are already helping with the

early stages of this project and Bethany
would like to have even more people
involved.

When she is not working, Bethany
enjoys trying a variety of physical activi-
ties to help her stay in shape. Currently,
she takes classes in aqua fitness, belly
dancing and Nia, which is a combina-
tion of jazz dance, meditation, gentle
martial arts, aerobics and stretching.

An enthusiastic WBO member, Bethany
is a past president of our organization
and currently serves on the board of
Peerless Rockville, an award-winning,
community-based nonprofit organiza-
tion that preserves buildings, objects
and information important to
Rockville’s heritage.

If you are ready to make your home or
office reflect your taste and personality,
give Bethany Portner a call at (301) 279-
7242. She'll listen carefully and then
design something just right for you.

Ellen R. Cohen is a free-lance writer and
editor whose “editorial advertising” helps
her clients advertise their goods and services
in a variety of ways. She can be reached at
(301) 984-7444.

Wendy A. Epstein

by Ellen R. Cohen

Wendy Epstein has been in the travel
business over 30 years. A native
Washingtonian, Wendy is president of
All Ways Travel, an agency that has
been in existence more than 30 years.
Wendy has owned it for the last 20
years. Because she loves to travel,
Wendy has become a specialist in
Australia, Tahiti, Costa Rica, Israel,
China, and other destinations on many

travelers’ “Top 10” lists. She’s cruised
on all the major cruise lines, and espe-
cially enjoys the ambiance and experi-
ence of small-ship cruising.

Specializing in leisure travel, Wendy
says, “This business offers constant
challenges, especially in today’s econo-
my, but we save you time and money
by recommending the best vacation for
your needs. We offer personalized ser-
vice; we know the places and the
hotels. We know what our clients like
and we work hard to see that they have

an excellent experience.” While many
people today have become “non-
experts in the travel industry,” through
their use of the Internet, Wendy asks,
“When you do it yourself and you run
into a problem on your trip, who's
going to help you?”

Many of Wendy'’s clients tour Europe,
Mexico, and the Caribbean. Others pre-
fer cruises, particularly the “upscale”
cruises and smaller, more “destination
oriented” cruise ships. Her agents,

Continued on next page
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Continued from page 5

who have all been with her for many
years, specialize in different parts of the
world, so when you call to plan a trip
to a specific area, you will be helped by
an agent who knows that particular
part of the world. Unique trips for 2010
will include a tour of Jewish
Amsterdam, a wine-tasting journey
through South America, and a “guys’
trip” to India (because Wendy has
noticed that while a great many men
are eager to go there, the wives are
often less interested).

“You get what you pay for,” says
Wendy. “When you see a deal that’s
too good to be true, it probably is,” she
says, noting that “the tendency today
is for people to book a trip closer to the
departure date than previously, hoping
to get a better deal at the last minute.”

However, the more expensive trips tend
to be a better deal if you book in
advance. “Most vendors have price pro-
tection. That is, you book at a price
and if the price goes down, they will
honor the price. If the price goes up,
they won’t charge more.”

Wendy, who has been a member of
WBO for 18 years, particularly enjoys
meeting new people and “finding out
what new businesses are out there.”
She likes the camaraderie of our group
and comments, “Today’s members
seem younger, more confident, and
more enthusiastic.”

When she is not working, Wendy likes
to read and cook. She has recently
become involved with several projects
at her synagogue, and she has also

been a CASA (Court Appointed Special
Advocate) volunteer, working with
abused kids in the foster care system.

If you need help making vacation
plans, visit www.allwaystvl.com. Then
call All Ways Travel at (301) 571-0400.
You may also contact Wendy by e-mail
at wendy@allwaystvl.com and ask
about vacation packages that could be
just right for you. All Ways Travel, con-
veniently located near Montgomery
Mall, will take good care of you and
help you plan a wonderful time —
wherever you go!

Ellen R. Cohen is a free-lance writer and
editor whose “editorial advertising” helps
her clients advertise their goods and
services in a variety of ways. She can be
reached at (301) 984-7444.

April Member of the Month

Susan P, Potter

by Ellen R. Cohen

“I like being able to help people navi-
gate legal issues and transactions that
seem complicated or foreign to them,”
says Susan Potter of Press, Potter &
Dozier, LLC, a Bethesda law firm.
Susan, who focuses on commercial
legal transactions, helps her clients
negotiate contracts and transactions
involving real estate sales and leasing,
business partnerships and joint ven-
tures, buying and selling businesses,
commercial loan transactions, and
employment, consulting and severance
agreements. She also represents people
starting new businesses. She helps
them to become organized with the
right form of business entities and
works with them, together with their
accountant, to get what is necessary to
start their business.

“I try to handle whatever issues might
pop up down the road,” says Susan,
adding that she frequently brainstorms
with several colleagues whose advice is
often valuable as well. Susan and her
partner Fred Press started the firm in
2003. In the six years of its existence, it
has now grown to include six attorneys.

Susan particularly enjoys helping her
clients “understand the ramifications of
contracts they are entering into. I try to
anticipate what could happen down the
road and make things as clear as possi-
ble,” she says. “At the beginning of a
business relationship, people are opti-
mistic. They get along well with each
other, and they are hopeful about the
future. Now is the time to get a good
agreement on how things may operate
or even wind down years later. You
want a clear road map detailing every-
one’s responsibilities and outlining how
disputes, when they occur, will be han-

dled.” Because she likes troubleshoot-
ing, Susan enjoys helping people navi-
gate through difficult areas, trying to
make sense of it all.

A WBO member for about three years,
Susan likes WBO's camaraderie and
diversity of women. “I like meeting
women who have successful businesses
and hearing the ideas behind them. I
like getting to know their stories and
finding out how they got where they
are,” she says. Because she helps clients
who have small businesses while also
having her own business to run, she
finds WBO a good resource for individ-
uals she may need to call on for her
own business.

Originally, from Harrisburg, PA, Susan
has been here for 20 years. “I came
right after law school and never left,”
she says. When she is not working,
Susan enjoys spending time with her
children. “We like sporting events

Continued on next page
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Continued from page 6

(baseball, hockey, football), skiing and
snowboarding,” she says. She likes to
see live music locally and loves to trav-
el. Favorite destinations have included
New Orleans, Playa Del Carmen in
Mexico, Belize, the Outer Banks and
the Bahamas.

If you need to speak with an attorney
about business issues, visit www.press-
potterlaw.com and then call (301) 913-
5200 to schedule an appointment with
Susan P. Potter. You may also e-mail her
at spotter@presspotterlaw.com.

Joint Ventures - A Powerful Tool for
Companies Large and Small

Ellen R. Cohen is a free-lance writer and
editor whose “editorial advertising” helps her
clients advertise their goods and services in a
variety of ways. She can be reached at (301)
984-7444.

By Cecilia R. Jones, Esq.

Small businesses face multiple hurdles
new and old, from identifying lucrative
contact opportunities to determining
how best to use limited resources to
penetrate new markets. In this article, I
extol the virtues of joint venturing or
teaming with equals or larger compa-
nies to gain a competitive advantage
and multiply earning potential.

As a lawyer, I see companies, particular-
ly closely held businesses, grapple with
subcontracting agreements and similar
contractual arrangements in which
they have little leverage to shape the
final terms. The scenario usually
involves me reviewing a subcontract
with terms such as: “the subcontractor
shall not be paid unless and until the
owner approves of all work per-
formed...” and “...in the event that the
owner does not pay the prime for any
reason, the prime shall have no obliga-
tion to pay the subcontractor.”
Another favorite: “as a condition
precedent to final payment, the sub-
contractor shall execute and deliver to
the prime a release of all claims against
the prime and the owner arising under
or by virtue of this agreement.” I
promptly revise the most offensive
terms, the other party or their counsel
objects citing their reasons, and in the
end the parties have a finished product
that reflects their unequal bargaining
positions.

Joint venturing, which is simply form-
ing a strategic alliance with one or
more other businesses, could be a pow-
erful weapon for these businesses and a
more advantageous alternative to the
traditional subcontracting arrange-
ment. In the case of a small business
teaming with another small business,
the advantages are evident: (1) each
company maintains their autonomy
(making teaming a superior alternative
to mergers); (2) the companies collabo-
rate to compete for business they could
not otherwise hope to win on their
own; and (3) most importantly, they
equitably split the rewards of their
labor. Incidentally, government con-
tracting officials and others with a vest-
ed interest in small businesses winning
their fair share of contracting opportu-
nities often report that small businesses
would be much better positioned to
win and successfully perform contracts
if they simply joined forces with one
another. What’s more, the value and
potential of both companies suddenly
expand manifold.

The big guys are adept at this. In a
recent issue of Business Week, for exam-
ple, an article about Thermax, Ltd., an
Indian power equipment maker, noted
the company’s market value rose to its
highest in seven weeks after it merely
announced a joint venture with
Houston-based Babcock & Wilcox
Power Generation Group, Inc. The deal

is expected to add $30 billion to
Thermax’s sales by March 2015. Its
CEO was quoted as saying: “We no lon-
ger need to be a part of any consortium
to bid for projects. We will be able to
compete with bigger rivals now.”

Joint ventures are in, and if you are not
utilizing this powerful tool, chances are
your competition is, or will soon be.
The trick is knowing when it makes
sense to collaborate with your peers on
a project. First, consider whether a pro-
spective joint venture partner has an
accommodating culture with compati-
ble broader business strategies. Second,
don’t overlook the importance of hav-
ing a carefully drafted legal document
(the joint venture agreement) that
describes what each party brings to the
joint venture in detail. Finally, and
more important than the process itself,
is the execution of the joint venture—
start with a full-fledged joint business
plan, including (very important) an
exit strategy.

Cecilia R. Jones is a partner with the law
firm of Press, Potter & Dozier, LLC and a
member of the Women Business Owners
of Prince George’s County. This article
was adapted from a recent post on the
firm’s “Business 101” blog (http://
bizlaw101.blogspot.com/).
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Marketing Minutes & 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 ngoharian@apptecres.com — deadline is the first of each month.

B Let’s Hear You Roar About Your Business or

Another WBO Member!

One of the benefits of WBO membership is to meet fel-
low businesswomen who offer goods and services that
you and/or your business need. If you have used the ser-
vices of a WBO member and were pleased with the prod-
ucts/services you received, please consider giving that
member a testimonial at a WBO meeting AND in the
Networker by filling out the Hear Me Roar forms at a
meeting.

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 will
be listed on the WBO website (www.wbo-mc.com) and
the Networker. There is no obligation to participate, but
members who do participate will benefit from added pro-
motional 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. See Application on
page 10.

B Jacqui Crocetta, Owner of Mad Duck Creative

Visual artist and creative director, Jacqui Crocetta, owner
of Mad Duck Creative, will be exhibiting her work at
Studio Gallery (www.studiogallerydc.com) April 28 - May
22, 2010. Artist reception is Saturday, May 8, 4-6 pm. All
are invited to attend! Jacqui has also exhibited her work
in recent shows at Johns Hopkins University and
Montpelier Arts Center. www.jacquicrocetta.com

B Amy Schoen, MBA, CPCC, Owner of Heartmind

Connection Coaching

Amy is a monthly featured writer at Your Shirlington
Connection, a local monthly magazine for the
Shirlington, VA area. See her articles at www.yourshirling-
tonconnection.com.

WWW.WBO-MC.COM
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Featured Quote:

“If you want anything said, ask a man.
If you want something done, ask a woman.”

Margaret Thatcher
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Member Discounts

All Ways Travel [TRAVEL]

Contact: Wendy Epstein

301-571-0400, wendy@allwaystvl.com

Discount: Special rates with Hertz, and complimentary
membership in Hertz’s famous Hertz #1 Club Gold
(360 value). Call me for the email link to sign up.
Hertz discount # is 1874684.

Arbor Center for Acupuncture [HEALTH]

Contact: Ngina Shulman
301-213-9329

Discount: 30% discount off initial consultation and treatment
(360 off 8150 fee). 50% discount off initial
consultation and treatment for cosmetic acupuncture
(8100 off $200 fee).

Beth A. Johnson Income Tax Services
[ACCOUNTING AND BOOKKEEPING]

Beth Johnson, EA
301-949-6338, bajtaxprep@verizon.net

Discount: 15% new client discount for first year of individual
year preparation.

Contact:

Caregiving Consultants [SENIOR SERVICES]

Contact:  Carolyn Bruna

301-365-7132, cbruna@aol.com

Discount: As Parents Age, What to Think About, How to Prepare:

First Consult Complimentary, then 20% discount.

Designer Fabrications [ART]

Anne Sanderoff-Walker
301-977-5282, anne@designerfabrications.com.

Contact:

Discount: 15% off the full retail price of in stock hand woven
pieces.

Elegantly Invited [BRIDAL AND WEDDING SERVICES]

Contact: Renee LeVine

301-908-8870, renee@elegantlyinvited.net

Discount: 30% off any order of notecards, invitations,
announcements or stationery of 25 or more.

Ellen Cohan Photography [PHOTOGRAPHY]

Ellen Cohan
301-633-0331
ellen@ellencohanphoto.com.

Contact:

Discount: 15% off all photo sessions.

Fast-Teks On-Site Computer Services [COMPUTERS]

Contact: Nicole Goharian
301-765-7655, ngoharian@fastteks.com

Discount: 50% discount on lifetime membership
(350 value for individuals and $100 value for
businesses). This membership entitles the member to
a 20% discount on all services and products.

Hilllop Gardens [GARDENS AND LANDSCAPING]

Contact: Susan Bell

301-536-5328, susan.bell@starpower.net

Discount: 50% off landscape consultation
(value: $50 off $100 one-hour consultation).

Just Right Handyman, LLC [HOME IMPROVEMENT]

Ellen Cohan
301-946-2009, ellen@justrighthandyman.com

Discount: 10% off all labor.

Contact:

Press, Potter & Dozier, LLC
[ATTORNEYS AND LEGAL SERVICES]

Contact:  Susan P. Potter, Esq.,

301-913-5200, spotter@presspotterlaw.com

Discount: Free initial consultation (1 hour) and 10% off hourly
rate for services during 15 six months.

Randi S. Jacobs Madiling Service
[MAILING LISTS AND SERVICES]

Randi Jacobs
301-656-7465, fax: 301-656-7467

Discount: 10% discount on mailings for WBO members.

Contact:

Relax, Renew & Rejuvenate Massage & Skin Care
[HEALTH SERVICES]

Stacy Rabinovitz, LMT,

301-881-9049, stacy@stacyshands.com
(please put WBO in the subject line)

Contact:

Discount: Purchase Jane Iredale Make Up foundation, chisel
powder brush and hydrating setting spray and receive
a free lip crayon ($10 value).

Starpower Fitness [HEALTH SERVICES]

Contact: Laura Levengard,

301-603-7668, laurastarr@starpower.net

Discount: 20% discount off regular rate of $75.00 = $60.00/
session to be used at my Silver Spring studio.
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WBO Committee News & Community Events

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

B WBO Publicity Committee
Free Promotion for Your Business on Facebook:

Do you want another great perk for being a member of
WBO? Here is a great one. Each week we are going to fea-
ture one business owner on our WBO facebook page. That is
more eyes seeing your name and your website. If you would
not like to be featured contact, our publicity chair Ngina
Shulman at info@arborhealing.com.

B WBO Communications Committee

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

Also, if you have an event, news or any item of general busi-
ness 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 Nicole Goharian at ngoharian@
apptecres.com for more information.

B 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.

Relax, Renew & Rejuvenate
Massage & Personalized Skin Care

Stacy Rabinovitz

Licensed Massage Therapist & Esthetician

Massage * Facials * Waxing * Reiki
Reflexology * Sothys Skin Care Products
Jane Iredale Mineral Make Up

301-881-9049

"|||“"|||!|I||mlll"

www.stacyshands.com

Save the Dates:

® May 20, 2010, 5:30 - 8:00 PM, Bethesda, MD,
Tragara Restaurant

Join WBO-MC for networking, dinner and our amazing
speaker, Kim Foley. When public figures need to look
their best, they turn to Kim Foley. For more than 25 years,
as a professional stylist and makeup artist for film and
television, Ms. Foley has worked with hundreds of high-
profile clients, including Presidents George Bush and Bill
Clinton, Jay Leno, Dan Rather, Brian Williams, Cokie
Roberts—and the list goes on. In the 1980s Ms. Foley
developed two groundbreaking corporate seminars, "The
Credibility Factor" and "Professional Profiles for Women."
Her seminars have helped hundreds of participants
enhance their credibility by analyzing the images they
project, and altering them. She has also taught verbal and
non-verbal communication skills, time management, and
long-term strategic career planning. She has agreed to
come to WBO and share some of her tips and secrets to
building credibility with style!

o June 17, 2010, 11:30-1:30, Bethesda, MD,
Tragara Restaurant

Don't sign any contracts without first hearing what Susan
Potter, Esq. and Miriam Altman, Esq. have to say! Both
are experts in contract law and negotiation from real
estate to partnerships and they are coming to tell you
what to do to stay out of trouble. Wonder what you need
to have in one of your contracts so you don't lose every-
thing? Susan and Miriam have the answers.

N June 22-24, 2010 Baltimore, MD
Women In Business National Conference
and Business Fair

Women in Business 2010 will feature workshops, sympo-
siums, keynote speakers and networking events along
with the 2010 Business Fair at the Baltimore Convention
Center on Wednesday, June 23. Stay tuned for more
details in the first quarter of 2010.
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MEMBER-TO-MEMBER DISCOUNT PROGRAM APPLICATION

To add your business to the Member-to-Member Discount Program, just complete the information below and return it

to Susan Potter via email at spotter@presspotterlaw.com or via fax to 301-913-5205.

Business Name:

Contact Person:

Email Address:

Phone: Website:

Discount Offered: Please describe the exact discount you are offering in 25 words or less.

Note: You may change discount to be given at any time. Just email or fax a new signed application.

Authorized by:

Print Name: Date:
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SCHEDULE A TOUR TODAY!

:

Business Center

‘ BN BLRE Ec FROM| $695P )
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ALL INCLUDED. N \

WWW.PINNACLEOFFICES.COM

PINNACLE BUSINESS

PROFESSIONAL MEETING ROOMS CENTER

THE PREMIER CHOICE

FOR EXECUTIVE SUITES

AND VIRTUAL OFFICE
SOLUTIONS IN BETHESDA.

301.469.1900

SCHEDULE A TOUR TODAY!
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PO Box 1281
Rockville, MD 20849-1281

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

ADVERTISING with WBO

WBO welcomes display advertisements Double Business Card Size Back Page
for the Networker. We distribute over
500 copies each quarter to both (3 1/2" x 47) (8 1/2“x 5 1/2%)
members and non-members. Deadline
50 per issue WBO Members ;
for submissions is the first of each $50 per issu $85 per issue WBO Members
September, December, March and June. $60 per issue Non-members $95 per issue Non-members

Only camera-ready artwork is accepted.

Mail copy and payment to WBO

Networker Ads, PO Box 1281, Half Page Full Page
Rockville, MD 20849-1281. 20%

discount for four consecutive issues. (8 1/2% x 5 1/2%) (8 172" x 11
. . . $735 per issue WBO Members $100 per issue WBO Members
Single Business Card Size
$85 per issue Non-members $110 per issue Non-members

(31/2" x 2"
$35 per issue WBO Members

$45 per issue Non-members

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.



