Susan Davis specializes in
philanthropic investing after
many years of leading a major
financial institution. She
founded the Committee of 200,
and lives/works on an eco-
responsible farm in Wisconsin.

Martha Boston found
success early as an attorney. She
evolved to take business outside

the usual realm by leading
retreats to tap the lessons of
nature and survival. With an
integrated approach to health in

business, she works from her Texas office.

Andrea March is a serial
entrepreneur who blends her
trade show experience with
Leslie Grossman’s sales expertise
into Women'’s Leadership
Exchange. Bringing Growth
Gurus to seven cities annually,

she is committed to education for business
women from her New York bas

Adrian Guglielmo
devotes her marketing efforts to
increase awareness, conditions,
and opportunities for the handi-
capped. Having rebuilt after
losing her office in the twin
towers on 9/11, she is particu-

larly dedicated to assisting those disabled from
military service in Iraq and Afghanistan.

Rieva Lesonsky isan
author and pioneer in business
publishing through her former

leadership at Entrepreneur mag-
azine. She now has her own
entrepreneurial enterprise
dedicated to assisting women

starting businesses. She participates in events
nationally from her California home.

Created by Liane Sebastian, content
developer, designer, art director, editor,
and author. Liane wears a visual hat,
marketing coat, and publishing shoes!
Through communication consulting,
her work achieves consensus success,
membership growth, audience atten-
dance, volunteer motivation and staff
inspiration for nonprofit organizations.

Although communication tools
expand, techniques to grow businesses
have narrowed. At a recent client
open house, one marketing profes-
sional declared: “I don’t work with
anyone I dont know.” The traditional
methods for promoting business don’t
work anymore because business has
become more personal: advertising,
direct mail, and even networking are
all redefined. But one approach has
not changed—in fact, it has become
a more powerful vehicle for building
business: volunteering.

Businesswomen especially exempli-
fy the strength of contribution. In a
climate where personal contact mat-
ters more yet face-time is harder to
achieve, these businesswomen pave
the way for all professionals to apply
new approaches to what matters
most: commitment, contribution,
and connections. Nowhere is this
blend more evident than in nonprofit
organizations.

The giving first concept—before
weighing profit and loss—is led by
women committed to goals greater
than individual efforts. In the soon-
to-be-released book, Women Who
Win at Work (Fell Publishing, 2009)
by Liane Sebastian, there appears an
underlying theme among the 35 con-
tributors—whether conscious or not:
they all practice the give-to-get strate-

@ gy. Invited from successful business-

women all over the country, in a wide
variety of sectors, this commonalty
emerges as an unplanned surprise.
Here are words of wisdom to inspire.

rosperia

The Give to Get Movement

Melissa Giovagnoli pio-
neers her Networlding concept
through authoring, facilitating
events, and forming a founda-
tion to aid startup companies.
She serves on many national
boards from her Illinois office.

Suzanne Pease owns

a full-service design firm.
Contributing generously to
organizations that support
women in business, she has
served as the president of the
National Association of Women

= Jowned Businesses from her New Jersey base.

Donna Fisher is a nation-
ally known authority on the
personal touch in today’s too-
busy world. She is a self-pro-
claimed introvert who learned
to love networking, and thus
has authored several books,

speaks, and coaches from her base in Texas.

Leslie Grossman blends
business with organizational
work through her background
in marketing, sales, public rela-
tions, and event management.
As an author and partner

of Andrea March, she is the

co-founder of the Women'’s Leadership
Exchange, based in New York.

Lucy Rosen is a visionary
marketing, public relations,
and business development
professional who annually
donates a full year of her
services to a chosen not-for-
profit group. She has founded

several organizations to help workingwomen
nationally, based in New York.

in lllinois.

Martha Barletta shows
companies how to market to
women decision-makers both
in her leadership in advertising
and as an entrepreneur. As an
author and popular speaker,

she travels to national events from her office
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Susan Davis
Give to Get
“Companies have souls the way that people do. Generosity comes back ten-fold … to the bottom line. The only sustaining and enriching financial deal is when it is a good deal for all concerned. This is the mantra of socially responsible investing (SRI)—investing around your values to earn “triple bottom line” returns: financial returns at market rates plus social and environmental dividends.” 

Martha Boston
Give to Get
“Ask first why you want what you want. What are you looking for in each experience? Such questions often stir up guilt because motivations can seem selfish. Yet personal stakes always underlie interest. Resolve and let go of any fear about self-inquiry! When you know what you want, you can also meet the needs of others who know what they want. It is hard to meet the needs of those who don’t know what they want!” 

Adrian Guglielmo
Give to Get
“Begin a business relationship in an environment that is clean and crystal clear. Don’t bring in skeletons from the past. Treat all situations as an even playing field. Listen carefully. It is better not to offer anything before you hear what others have to say.
Then find an angle on your product or service that will work for them. Relate through experiences; connect through values. Try to find commonalities without pretension; develop collaborations around that shared agenda.” 

Andrea March
Give to Get
“To find a purpose that inspires passion and conviction, start with your own desires and needs: address a grievance, right a wrong, add a convenience, or address confusion. You and yours become your model. Then an idea must be a win/win to pursue. Know the advantage to the customer. Be so clear on the benefit to others that you can’t understand how they can resist making your passion part of their lives!” 

Rieva Lesonsky
Give to Get
“Successful entrepreneurs collaborate with clients to find solutions that work to mutual benefit. When the client is set up as the boss and the entrepreneur as the server, you end up with a transaction. But business actually builds on relationships through deals that work for both. This is not an either/or proposition. With creativity and focus, there can always be a win/win arrangement to satisfy both parties.” 

Martha Barletta
Give to Get
“The dynamic of women’s culture is to be more collaborative than competitive. But the rules for competition in the business environment are set up by male gender culture. Consequently, many women acquire those competitive traits. But on the whole, women are not naturally as competitive as men. This is not the same as sizing up others to understand social dynamics, nor basing opinions on appearances. Everyone does these things. Nonetheless, there are plenty of situations where an approach based on commonalities is much more powerful than one based on competition.” 

Lucy Rosen
Give to Get
“Give validation. You need it for yourself and can often forget that others need it too. Remember to say “thank you” and “good job.” Every action causes a reaction. Be conscious, especially with employees, that the small things you say can make a big difference. Employees tend to magnify and mirror your actions. Small things that you do for clients will be remembered.” 

Leslie Grossman
Give to Get
“Purpose means following your passions to reach your goals. The higher the goals you set, the closer you can get to them. If your goals are realistic, then you have set your sites too short! Combine the market need and your passion to use your experience in a bigger way. Determine your purpose and then find solutions to the obstacles as you go.” 

Donna Fisher
Give to Get
“Be both resourceful and generous when exchanging information. Give thoughts, ideas, contacts, suggestions, and encouragement. Contribute to every conversation. A thoughtful person is a remembered person. Interview others. Ask questions of your environment. If you had a magic wand, what would you use it for? What’s missing in your industry of choice? What problems or issues do people commonly deal with? What are they putting up with, thinking that this is just the way things are? What are their greatest challenges?” 

Suzanne Pease
Give to Get
“My mission is to make a difference in how women are perceived as business owners. I am very concerned how the government, media, and the public sees opportunities or options. I participate in politics because I want to be sure that we have options. The economic power of women will not only change their lives, but the lives around them.” 

Melissa Giovagnoli
Give to Get
“With finite time and energy, to apply resources where they can do the most good is the only fulfilling strategy. Look to grievances within your own experience to discover conviction. Define who you want to help. Present free events or provide information that can benefit constituents. Commit money, time, treasures, and talents to your community and the causes you believe in. Creating a value-based company to the level where it can make a difference takes time. Change that comes in increments also builds a strong and resilient foundation.” 




