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CALENDAR OF EVENTS

ISES CHIcAGO CHAPTER MEETING
JANUARY 18, 2005
PROGRAM: DALE CARNEGIE SALES TRAINING, “CoOLD CALLING”

LOCATION: SWISSOTEL — CHICAGO

ISES CHIcAGO CHAPTER MEETING
FEBRUARY 15, 2005
PROGRAM: GAYETY’S CHOCOLATE

LOCATION: FRIENDSHIP PARK CONSERVATORY, DES PLAINES

ISES/NACE NICE AWARDS GALA
MARCH 15, 2005

LOCATION: PARK WEST, CHICAGO

ISES CHIcAGO CHAPTER MEETING
APRIL 19, 2005

ToPIC & LOCATION: NETWORKING SEMINAR, LOCATION TBD

ISES MIDWEST LEADERSHIP RETREAT
APRIL 24-25, 2005

CoLumBus, OHIO

Permissions

Material in this publication may not be reproduced in any
form without permission. Requests for reprint permission
should be directed to the editor at
Gloria@nelsoneventdesign.com .

Disclaimer: Statements of fact and opinion within
Chicago Chapter Chat are the responsibility of the authors
and do not imply an opinion of the officers or members of
ISES or the ISES Greater Chicago Chapter.

10 Easy Tips on How to Win

an Industry Award

By: Kathy Miller

President

Total Event

Resources, Inc.

Inverness, lllinois
If you are working on a program that you believe will be
award worthy, than the work should begin as you are
planning for the event, not following the event. Think in
advance about the things that you will need to submit and
make that part of the planning process for your event. For
example, if you know that you are going to have a variety of
collateral material, make sure that you print extra copies and
keep them in your awards file. Here are some simple things
you can do to get those judges interested in your submission.

1. Professional Photographs

| believe one of the most important parts of your
submission is great photographs. When you are
planning and know the event is worthy of submitting,
spend the extra money to get your program recorded by
hiring a great professional photographer. Be sure and
talk with them about what you are trying to capture and
all the reasons you are having them take photographs.
We also take the photographs to a professional studio
where the copies tend to be clearer than if we are
printing them off of our own printers. If you have a
high quality photographic printer, go for it. | find that
great pictures sure do help!

2. Document Your Event

Be sure again and spend the time immediately following
the event to write down the most important elements of
the events. Even though each award submission is a bit
different, you can be sure that they will be asking you
what made your event stand out, what made it unique
and how it meets the objectives. So why not get it down
when it’s fresh in your head.

(Continned on Page 5)
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In the Loop:

Congratulations to Jim Bailey, CSEP, of The
Meetinghouse Companies, Inc. for the successful passing
of the ISES Certified Special Events Professional
Examination. He can now proudly use the hallmark CSEP
designation!

Congratulations to Jennifer George, CSEP for
completion of the October meeting survey and won a free
registration to the next regular Chapter Meeting in April
2005! Kudos also to Margarita Heinzel, CSEP for shee
too completed the January meeting survey and won a free
registration to the regularly scheduled April meeting.
Attendance and feedback has its rewards!

Jennifer James gave birth to a baby boy, Cole, in
September 2004. Congratulations on your newest
production, Jennifer!

TBA Entertainment Corporation announces their name
change to TBA Global Events Corporation.

Schaul’s Signature Cuisine & Events has recently sold
their Niles catering building and will be moving to a new
location to be announced....so stay tuned.

More than 40 members attended the presentation by Julia
Rutherford Silvers, CSEP as she presented her program
on Threshold to Threshold Event Production. Following
the program, Ms. Silvers signed copies of her new Special
Event Coordination book. Proceeds from the sales of the
book will benefit our local ISES Chicago Chapter in
support of ongoing education programming.

The Members Table is available at each membership
meeting. This value added benefit of membership will
allow you to share your business cards or soft marketing
materials to members and guests at regularly scheduled
meetings!

This column is a venue to “showcase” our members in the
news. Opened a new location, been recognized by the
industry for accomplishments or started a new job? This is
the column to share the excitement! We’ve also converted
to electronic invites as we’ve become “green” in the
paperless age! Watch for your Cvent invites.

Please send your news to
gloria@nelsoneventdesign.com for inclusion in “in the
loop”. Visit the www.iseschicago.com website for the
latest in scheduled events and registration information!

New Member Update: Add these

new members to your membership roster
information and don't forget to welcome these
new faces at the next ISES Chicago Chapter
meeting or event you attend! (Joined Since
7/04)

Andrea L. Davis
President

Diva Productions

2845 Dartmouth Lane
Olympia Fields, IL 60461
Phone: (708) 481-6032
Fax: (708) 481-3241
baydavis@ameritech.net
Member since: 1/19/2005

Marsha A. Hendricks
Owner

ATINA Productions

3318 Ridge Road, Suite 209
Lansing, IL 60438

Phone: (773) 264-9137
ATIMA123@aol.com
Member since: 12/29/2004

Hope K. Gwaltney

Event Director

A Perfect Event

3050 N. Lincoln Avenue
Chicago, IL 60657
Phone: (773) 244-9333
hope@aperfectevent.com
Member since: 12/17/2004

Georgina M. Tegart

Owner

Flourish LLC

5315 North Clark Street, Number 278
Chicago, IL 60640

Phone: (312) 994-2446

Fax: (312) 261-5504
georgina@flourishweddings.com
Member since: 12/12/2004

Geralyn Garavan
PO BOX 362
Lemont, IL 60439
Phone: (630) 243-7242
Gg9921@hotmail.com
Student Member since: 12/9/2004
(Continued Page 4)
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(Continued from Page 2)

Kelley E. Butler

Manager, Meetings & Events
McDonald's Corporation
2111 McDonald’s Drive
Floor 4 South

Oak Brook, IL 60523
Phone: (630) 623-7181
Kelley.butler@mcd.com
Member since: 12/3/2004

Caroline Pate-Hefty
Owner/Event Planner
Innovative Events, Inc.
6608 Sonoma Road
Rockford, IL 61114
Phone: (815) 543-6064
i.e.planner@insightbb.com
Member since: 11/30/2004

Elizabeth House

1 South 434 Main Street

Lombard, IL 60148

Student Member since: 11/18/2004
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(_[.ﬂﬁ‘.

-
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700 Morth Green Street ~ Swite 104 ~ Chicago, IL 60622

Christina L. Currie
Owner-Social Event Planner
Party Partner

115 Hillshire Drive
Inverness, IL 60010

Phone: (847) 756-4151
5753@comcast.net

Member since: 10/26/2004

Jillene Szostak

Operations Manager

CTC (Chicago Travel Consultants, INC.)
2000 N. Racine, Ste. 3800

Chicago, IL 60614

Phone: (773) 880-5878

Fax: (773) 880-5502
jszostak@ctcdmc.com

Member since: 10/20/2004

Megan M. Clark

Assistant Director of Donor Relations
University of Nebraska Foundation
1010 Lincoln Mall, Suite 300
Lincoln, NE 68508

Phone: (401) 472-0387
mclark@foundation.nebraska.edu
Member since: 10/7/2004

Wanda E. Brunke

Owner

Events By Evelyn

406 Dawes Avenue
Wheaton, IL 60187

Phone: (630) 221-0887
parties@eventsbyevelyn.com
Member since: 9/22/2004

Talia C. Mashiach
CEO

Eved Services

2917 West Chase
Chicago, IL 60645
Phone: (773) 764-7000

talia@eved.com
Member since: 9/21/2004

(Continued Page 6)
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(Continued from Page 1)

3. Be Prepared

If you have entered awards in the past, put them on your
calendar for next year, not just the date of the gala
celebration, but also when the entries come out and when
they are due. These don’t change much on an
International level, they may on a local level, but at least
you’ll be ahead of the game if you mark it on your
calendar. It won’t seem as overwhelming, and you may be
surprised at how many more you will be able to submit if
you are prepared.

4. Collateral Material

Again, be prepared and keep extra copies of your
materials, or make sure that you can easily find the
materials you need to submit. Judges like to see the
printed elements and it helps to paint the picture of the
event in its entirety. If your client has printed invitations,
brochures, or anything that would help to tell your event
story, ask them for copies. And it’s always great if you
capture an event on video, it’s worth the extra money to
have a professional videographer come and chronicle the
event.

5. Establish Your Style

For us, this has been a great time saver and it allows us to
submit more entries. When | talk about a style, | mean the
way you put your entry together, your writing, how the
inside of the binder is put together, utilizing, paper
protectors, how you lay out your photographs (with or
without captions). These may seem like little things, but
they are the difference in what stands out. | know there
are many things you are unable to do to get creative;
however, being neat and presenting your entry in a
professional manner is extremely important.

6. Be Concise

Make sure you answer all the questions asked within the
entry and in the appropriate spot. Remember, judges may
be judging hundreds of entries and reading long
overwritten documents may become difficult for them to
keep their attention. Bullet points are a great way to get
your point across and a wonderful way to be concise. Try
to stay away from writing something so flowery that you
lose the point. Remember these aren’t clients you are
trying to sell an event to, but some very savvy event
professionals that have seen and done it all. So keep that
in mind as you work on your entries. Make sure your
writing holds the judge’s attention.

7. Follow Directions

This is the most important part of your entries. Take the
time to read, re-read, have someone else read and have yet
another person look over the entry in its entirety. The
more eyes you have on it the better off you will be.

(Continued Next Column)

(As long as everyone agrees with the style, the content,
etc.) If you forget to follow any one of the directions
you will be automatically disqualified, and that’s not fun
considering you’ve taken so much time to create your
entry. We make a copy of the entry form and put it with
every entry and we use that as our checklist to make sure
we have followed all of the directions. It sounds like the
easiest of things, but you would be amazed at how many
people don’t follow the directions.

8. If you don’t enter...you won’t win!

It’s like the lottery, if you don’t play...for sure you
won’t win, but if you do play, there is a chance that you
might win. A friend once told me when | was single,
that she could guarantee me that if | stayed home at
night, I would never meet the man of my dreams, but
that if | went out, she couldn’t guarantee it, but the
chances would increase. You know, she was right!!!
This is no different; if you don’t enter...you won’t win!

Know this about becoming an award winner...

It is good for your business, when your clients know
you are an award-winning company, their confidence
level changes. All the awards our company has been
honored with have definitely helped in positioning our
company in the industry. It is an honor to be among
colleagues in our business who have been winning
awards for years. With that in mind, follow tip number
10.

10. Keep a positive attitude and don’t give up!

I have heard colleagues say that they aren’t going to take
the time to submit and I’ve heard all the reasons; no time
to do it, too busy at work, it’s fixed, the competition is
too much, etc. However, | can tell you that with an
attitude like that, you are right, you will never win. It’s
like anything else in life, with the right attitude it’s
amazing what things can happen. Even if you don’t win
the first or second time that you submit, or maybe even
the third time, | guarantee you that the judges do look at
every entry with the same criteria. You get equal
judging and if you don’t give up, you too will take home
an award!

~KM

Kathy Miller is President of Inverness-based Total Event
Resources, Inc., a full-service event and meeting planning and
management company. Emphasis is also placed on
development of the communications message woven
throughout the events. Ms. Miller is a multi-award winner at
both the local and international level and well versed in the
award writing and submission process. Miller also served as
Eventworld 2004 Chair and continues being committed to the
industry. She is serving as the 2005 Esprit Awards Chair in
tandem with Eventworld 2005.
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(Continued Page 4)

Anne Landis

Wedding Consultant
Morris Park Country Club
Morris Park Country Club
2200 McKinley Avenue
South Bend, IN 46615
Phone: (574) 233-9474
Fax: (574) 282-3731
Aclandis2@aol.com
Member since: 9/13/2004

Charles Tucker

10655 E 98th Street

Fishers, IN 46038

Phone: (317) 345-3576
hapninhawaii@aol.com

Student Member since: 9/13/2004

Priscilla Stratten

Assistant Area Development Director
United Negro College Fund

United Negro College Fund

55 E. Monroe, Suite 1880

Chicago, IL 60603

Phone: (312) 845-2204

Fax: (312) 263-2750
priscilla.stratten@uncf.org

Member since: 9/10/2004

Deborah Tunney Buffington
Owner/President

Debbie's Catering

5207 N. Clark Street
Chicago, IL 60640

Phone: (866) 755-8500
info@debbiescatering.com
Member since: 8/23/2004

Alisa D. Peters

Director of Corporate Events
Chicago Indoor Racing

301 Hastings Drive

Buffalo Grove, IL 60089

Phone: (847) 941-9412

Fax: (847) 941-9401
APeters@chicagoindoorracing.com
Member since: 8/19/2004

Peter L. Weber

Event Manager

Weber Events

1800 West Roscoe, Suite 400
Chicago, IL 60657

Phone: (773) 871-7984
pweber1800@comcast.net
Member since: 8/10/2004

Rachel Weiss

Assistant Food and Beverage Director
House of Blues Hotel, A Loews Hotel
333 N Dearborn Street

Chicago, IL 60610

Phone: (312) 923-2452

Fax: (312) 923-2466

rweiss@ loewshotels.com

Member since: 8/9/2004

Dawn C. Portner

2259 Hillsboro Lane

Naperville, IL 60564

Phone: (630) 753-0517
jkportner@msn.com

Student Member since: 8/6/2004

Erin Frey

Foundation Coordinator
Mercy Health Systems
903 Mineral Point Avenue
Janesville, WI 53548
Phone: (608) 741-2422
Fax: (608) 743-2061
efrey@mhsjvi.org
Member since: 7/22/2004

Sandy Obodzinski

Meeting Coordinator

The Pampered Chef, Ltd.

One Pampered Chef Lane

Addison, IL 60101

Phone: (630) 916-8041

sandy obodzinski@pamperedchef.com
Member since: 7/14/2004

Michele A. Govea

8011 S. Menard Avenue
Burbank, IL 60459

Phone: (708) 229-0034

Fax: (708) 425-5570
icuneedme2help@aol.com
Student Member since: 7/2/2004

(Continued Page 7)
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Snowbirds Hit TSE and (Continued from Page 6)

Beaches: ISES Leadership and Brian R. Whitaker
: VP of Operations

International Co nferen ce Chicagoland Transportation Solutions, Inc.
By: Frank Del Medico, Event Mall 117 S. Cook Street #326

Barrington, IL 60010
In early January 2005, several of our Greater Chicago ISES Phone: (877) 287-6338
Chapter members made like “snow birds” and headed south Fax: (847) 854-4830 _
to sunny Miami, Florida to attend the ISES Leadership brian@chicagotransportsolutions.com
Meetings and to take part in “The Special Event Show”. So Member since: 7/2/2004
many benefits are available to the ISES community through
programs like these and what a great opportunity to Jneen Wolfe
reconnect with old friends and renew your excitement for our Manager of Meetings & Events
wonderful industry. RMY Management Group

180 N. LaSalle Street, Suite 1822
Although I was unable to attend the January ISES meetings Chicago, IL 60601
due to scheduling conflicts in Miami, they were excellent Phone: (312) 551-0810
sessions to plan and exchange ISES ideas and issues with Fax: (312) 551-0815
other leaders from throughout the world. Many jwolfe@rmygroup.com
opportunities are available for those interested in serving in a Member since: 7/2/2004
leadership capacity either as a local board or committee
member. Sheryl Novak

River East Art Center, The
Also, a large part of our Miami trip was attending “The 455 E. lllinois Street, Suite 565
Special Event Show”. What a great opportunity to learn new Chicago, IL 60611
trends, techniques and concepts to bring back to our own Phone: (312) 321-1001
businesses. While in Miami, we were able to attend dirvin@rivereastartcenter.com
educational sessions, observe the latest products on the trade Member since: 2/1/2005
show floor and later see them used in some of the most ]
spectacular attendee social events. Dave Irvin, CMP

Manager, Event Development
So if I saw you in Miami, | hope you had as great a time as River East Art Center, The
myself, and if you did not make it, I hope you will consider 455 E. lllinois Street, Suite 565
attending one or more of the upcoming educational Chicago, IL 60611
Opportunitiesl Phone: (312) 321-1001

Fax: (312) 755-2743
Frank Del Medico serves as President-Elect 2004-2005 for dirvin@rivereastartcenter.com
the ISES Greater Chicago Chapter and also serves as Member since: 2/1/2005
Chairman of the ISES International Sponsorship Committee.
Recently having sold Del Medico & Associates, Frank has Todd M. Hanson
joined the umbrella of Event Mall. President

Catalyst Performance Group, Inc.
100 West Lawrence

= = Appleton, WI 54922 54911
: ' Phone: (920) 882-5000
Fax: (920) 882-5004

todd@catalystperformancegroup.com
Member since: 1/27/2005

Elizabeth L. Johnson
Food And Beverage Director

ARAMARK
. 100 N. Riverside Plaza

INTERNATIONAL C/o Boeing

SPECIAL EVENTS Chicago, IL 60606

SOCLEEY Phone: (312) 544-3021

elizabeth.l.johnson2@boeing.com
Member since: 1/20/2005
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C.S.E.P. Vocabulary

Best practices and a cohesive industry language are

pivotal to seamless event quoting and execution.
There are regional differences that are in need of

streamlining communication and event terminology.

This is key to the industry and to the vocabulary
portion of the CSEP exam. Are you on the same

language page with your industry associates? Let's

delve into more industry terminology in this issue.

1. A person who is responsible for all public
appearances and speaking engagements is
the (two
words.)

2. Aterm used to indicate that insufficient time
is allowed for connection between planes, as
regulated by the FAA is a

3. A small scene set within a larger one is an

4. A is the departure of
an individual traveler from the established
group itinerary.

5. (two
words) is a transportation service priced
between first and economy class and offering
special amenities.

6. The rules by which an organization is
governed are known as

7. A hotel room adjacent to the pool area W|th
or without sleeping facilities is a

8. A cluttered image on a screen is
9. Anyone whose work in or for the theater is
without financial gain is known as an

10. include expenses,
rebates, refunds and overcharges of
revenue.

11. Cheese in the US equates to
in France.

12. is boned meat,
pressed into a symmetrical shape that
usually includes truffles.

13. A is a large room for
public assembly.

A bakers dozen....how well did you score?

(Answers in Right Column)

The CSEP designation is the hallmark of
professionalism....walk the talk!

ADVERTISE WITH ISES CHICAGO

Specifications:
e Business Card (2 x3.5”
e YiPage (3.5”wx4-3/4”h)
e Y Page (3.5”wx9.5nh”or9.5”h x 3.5” w)

Member Rates:
Business Card /4 Page 1/2 Page
$ 25.00 $ 50.00 $100.00

Format:
Will accept full color and/or black and white in .jpeg
format only for reproduction//insertion purposes.

Issues:
Fall 2004, Winter 2004, Spring 2005
and Summer 2005.

Note: In order to insure your advertisement placement,
checks must be received prior to publication deadline.

Contact: Gloria@nelsoneventdesign.com
(920)582-5995

Checks Payable To: ISES Greater Chicago Chapter

Mail Checks To: GloriaNelson Event Design, LLC
383 Captains Court
Winneconne, Wl 54986
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Sponsorships: A Nonprofit
Perspective

By: Gwendolyn Y. McNutt, CSEP
ChildServ, Chicago

Ask any nonprofit event manager what one of their biggest
challenges is and many will say, “sponsorships” without a
doubt. Generating revenue from your event adds an
additional degree of difficulty to your planning duties.
Couple that with the fact that many nonprofits are working
with limited monetary and human capital resources and that
the current economic climate is tenuous at best, sponsorships
are high on the importance scale. The fact is our industry’s
reaction to the economic slump differs little from the
reaction of corporate America. The reaction is to cut costs.
The call for reduction in costs and expenses on top of an
already tight budget, leaves little room to produce high-
profile large-scale events. However, sponsorships are an
effective way to help nonprofits increase the bottom line of
their events, while helping to improve their quality and the
experience of their attendees.

The sponsorship process usually includes a letter with
attached sponsorship opportunities, follow-up calls,
resending information, face-to-face contacts and follow-up
thank you letters and calls. Sponsorships are a cost-effective
marketing opportunity for corporations, organizations and
individuals to enhance visibility and exposure or increase
their philanthropy. If done properly, they can raise
community awareness and money for the organization, while
building and strengthening relationships and corporate
partnerships. In return for their generosity, the sponsoring
entity receives recognition in the event marketing materials
and program and an acknowledgement of their generosity at
the event in accordance with sponsorship guidelines.

Corporations, organizations or individuals make most
sponsorship donations because of current or past
involvement with the organization, an interest in the area of
work or mission or a desire to increase community
awareness of their product or service. In return, the
sponsorships help nonprofit organizations to reduce the out
of pocket expense they may incur to produce an event.
Many nonprofit events are done on a tight and very limited
budget.

Becoming a sponsor indicates to employees, clients,
stakeholders, and government entities that the organization is
one that respects its constituents, is committed to improving
the quality of life in the community, providing opportunities
for growth and meeting the important needs of the
community in which it operates. Nonprofit sponsors may
choose from a variety of events including but not limited to
galas, dinners, auctions (silent and live), golf tournaments
and walk-a-thons.

MACE IXES Cleagn Frcellemds

Chicago Fire and NICE Awards
Celebrating Excellence in
Chicago’s
Special Event Industry

Tuesday March 15, 2005
Park West, Chicago

To purchase tickets, please
contact
Gwendolyn McNutt of ChildServ
773.867.7350

Hope to see you there!

Their sponsorships may be large or small, monetary
(cash contribution), in-kind (product or service) or a
combination of the two and can always be negotiated.
Monetary sponsorship options may include an array of
opportunities such as underwriting an entire conference
or event or individual activities, services like printing
programs or invitation design, provide scholarship
opportunities or items such as goody bags or food and
beverages that each participant will receive at the event.

Whatever case, the nonprofit that receives a sponsorship
is grateful. For those of us whose job it is to continually
ask the question, we understand that we have to hear the
word “no” many times before we get to a “yes.” We
don’t necessarily view this as a negative as long as
potential sponsors understand that asking is the nature of
our business. Sponsorships largely depend upon who
you know, who they know and gold old-fashioned luck.
With regard to the decline in philanthropic giving,
economic recovery will help but there is no guarantee
that all nonprofits will share equally in the prosperity.

~GMc
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) STRATEGY: Choose a person who you often avoid, and
DON'T STRANGLE THE be curious as to what gift they may have for you
WHINERS! Tips for Dealing

. . LISTEN FIRST
with Difficult People Hey, you extroverted TALK TALK TALKers! Listen Up!
By: Paul Wesselmann, Stone Soup We often are so comfortable TALKING that we forget the
Seminars most valuable communication skill we have is listening! It
is difficult for some to advance from just waiting for a
Here are a few strategies for working with difficult people. person to finish talking so we can talk again! Many times

when someone asks your opinion, they actually don't want
your advice as much as they need help sorting through the
TRUMPING THE GOLDEN RULE options. STRATEGY. The next time someone asks you
for help in solving a problem, don’t advise, simply help
him or her identify what the problem is and ask them to
list their options. After they identify their options, ask
them to list the pros and cons of each option and then
select one they are leaning toward. Without ever having
given YOUR opinion, people often feel like you have
provided the most valuable assistance (P.S. You Have!)

We all remember the Golden Rule: "Do unto others as you
would have them do unto you." This classic truth reminds us
to think about our actions before we put our mouths and
bodies in gear. The Golden Rule assumes everyone wants to
be treated the same way. Do they? Extroverts don't mind
being interrupted (heck, sometimes we are WAITING for
someone to shut us up!) while introverts are often silenced
when someone cuts them off mid-sentence. "Feelers"” need a

- . - : STAY CALM
few compliments before hearing critical feedback, while . o
"Thinkers" might believe compliments are fluffy and prefer Which of these situations apply to you:
the direct criticism. The platinum rule encourages people to  lusually come up with a better response the day
treat others, as THEY, not you, would like to be treated. after an argument, rather than in the moment.
This requires you to deepen your relationships so you know e | often snap back when | get defensive, and then
how someone would like to be treated! STRATEGY: regret it moments later.
Become a student of others. e | find it hard to keep a “poker face” in

discussions, often revealing tears, defensiveness,
or frustration in difficult conversations.

NO DEPOSIT, NO RETURN

Steven Covey, in his book The Seven Habits of Highly The best solution to all of these is to seek ways to remain
Effective People, describes relationships as "emotional bank calm in discussions. All those little tricks you have heard
accounts.” When you do something nice for someone, or before (take a deep breath, count to five, picture the other
when you follow through on a commitment you make, that person in underwear, imagine watching the conversation
creates a "deposit” in the relationship. When you make a from a distance) really do work if you can remember to
mistake, or let someone down, you make a "withdrawal." implement them. STRATEGY: The next time you are
The important thing to remember is that withdrawals are having lunch with a trusted friend, ask them to try
inevitable in any relationship. Relationships survive “pushing your buttons” with topics or phrases that often
withdrawals because over time so many deposits have been upset you. Strive to quickly disengage, detach, and

made that a healthy reserve has built up. In some of our distance yourself and then apply that skill in real conflict
work relationships, however, the only interactions we have situations.

with them are withdrawals. This quickly leads to a

"bankrupt” relationship where both people shudder at the
mere thought of crossing paths. STRATEGY: Think of a GET OUT OF YOUR CHAIR
person with whom you have a bankrupt relationship and

commit to creating three deposits in the next few weeks. In almost every presentation | usually have participants

switch seats several times. Partly to give them a quick
stretch break, but more importantly because of the value |
place on perspective. | think so many times we get used to

ACCEPT THE GIFT sitting in OUR seat, that we forget the many other ways to

Every person you encounter in your life has a gift for you. view it. Sometimes by physically getting out of our chair
And you have a gift for them. That challenging person may and moving to a different place, it allows us to shift our
be a pill to work with, but perhaps have competency in a perspective. STRATEGY:: The next time you are in a
certain area, or a perspective that is important to consider lively discussion with someone, let him or her explain
when developing a new idea. Their gift may not be readily their side of the story first, and then before you tell your
evident, and you may need to be patient and continue side, take just a moment to repeat back to them what
creating deposits in the relationship for a few weeks or they've said to make sure you've heard them correctly.
months. Eventually, though, you will find there is a good (Continued on Page 11)

reason that your paths have crossed.

]
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(Continued from Page 10)

VEGETABLES ARE GROSS

While growing up | was never allowed to leave the dinner
table until I finished my vegetables. | was usually the last
person at the table, discovering over and over and over again
that the only thing worse than a big bowl of steamed peas
and carrots was a big cold bowl of steamed peas and carrots.
When | went to college, | didn't eat a single vegetable for
four years.....FREEDOM! My epiphany came following
graduation when | became a hall director, feeling obliged to
set a good vegetable eating example to students. One day |
noticed the "food pyramid" tent card sitting on the cafeteria
table. | observed that nowhere on the food pyramid did it
say, "Like Vegetables." What did is say? "EAT THEM!"
You don't need to like everyone you work with; you just
need to work with them! While this may be difficult for
some people who really want to be liked, in changing your
perspective, it can alter our compatibility quotient.

DELUSIONS HELP!

We often ascribe negative motivation or intention to the
words and behaviors of difficult people. If someone cuts
in front of us in traffic, our first reaction is that the driver
was intentionally challenging us or attempting to assert
his or her dominance. While it is possible that deep-
rooted territorial compulsions are being played out, it is
also plausible that the driver is distracted or simply
oblivious. My road rage has diminished by creating
“good excuses” for the person, i.e. He is on his way to
the hospital for the birth of his first child, or she was just
laid off from work and is frustrated. Delusional? I am
probably wrong about the situation, but no more
incorrect than when I was assuming the person was out
to get me! STRATEGY: Select someone who often
barks at you and dream up some terrible situation that
could be causing this person to be angry at the world, i.e.
an illness, childhood hurt or financial crisis. It won’t
mean you must endure abuse, but it will likely bring out
your compassionate side making the situation better
instead of worse.

CONCLUSION

When participants attend a presentation called “Strangle the
Whiners,” they usually anticipate learning strategies to
control or “fix” difficult people. The bad news is that you
cannot change them...they have a lifetime of interactions and
experiences that created their interpersonal style and you will
most likely have little influence. The good news is that there
IS someone who you can change....YOU! Experiment with
these strategies and you will gradually upgrade your
perspective and your ability to manage interactions with
unpleasant people. Dealing with difficult people is a skill,
and like all skills you can improve with PRACTICE!

~PW
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